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e Specific m Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Our goal is to increase our parts counter percent of sales from 18.78% on July 2021 to 30%
by March 2022.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Achieving this goal will allow us to make Not achieving this goal will force us to
more gross and capture more market share make up gross in other areas and to not
in the local parts arena. gain a foot hold in the local parts market.

We will start January 1, 2022.
When will you start?

How will you gauge your progress? When? Using which metrics?

To gauge this progress we will pull reports on month to date percent to sales for counter sales
at the start of each week moving forward.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA ...
P

What specific actions will you take to achieve your goal? Who can help you?

To achieve our goal of increasing our counter parts sales we will need to change multiple
processes. We will hold a meeting with the GM and Parts Manager as well as all parts
employees explaining the changes and continue to meet on a weekly basis to brain storm

ideas.

We will go through our CRM and send an email blast with a parts coupon to all our

customers
Advertise parts on E-Bay and Amazon.

Open a parts boutique area.

Overhall our website to allow shopping of parts with pictures and descriptions.

Potential Challenges?

Pontential challenges will be employee buy
in. The initial cost of stocking a boutique.
Adding our parts inventory to an on-line
data base with pictures.

Potential Solutions?

Hire a website company to build our site
with the ability for the site to push products
to E-bay and Amazon to simplify the
marketing process. Incentivize financially
the parts department to sell more counter
retail through the boutique and on-line.
Possibly hire a person with the personalty
to handle the public for in person and
on-line sales.
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