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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”
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Icrease accessory sales on new & used vehicles sold. Increase per unit sold average
accessory purchase of $334 to $500 in 6 months.

How does this goal align with or support your dealer’s vision?
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you?

R

This goal will align with our vision by meeting the customer’s needs. Our customer want to
personalize their vehicles, and we can help them do that. We will provided a product
specifically designed for their vehicle. A product that adds customization and value.

This goal will positively impact our bottom line profits in multiple departments, increase
customer retention, and capture new customers.

If we do not reach our goal, we will be missing out on a lucrative accessory market.
Customers will spend there money elsewhere, and may not come back. The health of the
parts department ans overall dealership will suffer.

This is important because | see this as an untapped resourse. We offer great accessories with
great warranty at competitive prices. Customers are going to personalize their vehicles. We
need to “ask” for that business and capture this opportunity. This provides a great value to the
customer and a great profit center for the store.
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How will you track your progress? Where will you find the information? How often will you check in?

We will track progress via, accessory purchases and sales. We can find this information from
the financial statement and our accessory distributor reports.

Potential Obstacles? Potential Solutions?
Supply chain issues Strategic accessory stocking
Price Offer in monthly payment/ use My
Reward points
Install turn around time Dedicated install tech
Salesperson hesitancy Accessories in deal check list

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

0000

An increase of $10k in monthly accessory sales. Resulting in appx. $5k in profit.

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits
that produced poor results? Be specific.
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