
Parts Action Plan #4    N388  John Kelly  Oxmoor CDJR 

My goal is to increase our monthly average accessory sales from $26,814 (YTD average through November) to $40,000 
This can be easily measured through DealerCONNECT under our Parts tab then click on “Mopar Dealer Rewards” and 
tabulate the dollars for “Accessory Custom Shop”. See example below  

 
 
This will be achieved by installing Mopar’s accessory-to-vehicle visualization platform that guides the showroom process 
of offering customization during the vehicle purchase process. Whether on a showroom pc, kiosk, tablet, or mobile 
device is accessible to sales associates and customers anywhere and at any time in the showroom, service drive or even 
at home. Sales associates will be required to offer on all new and CPO vehicles at time of delivery eventually moving 
responsibility over to delivery specialist once new showroom is in place. Customers in waiting area will have access to 
touch screen wall mounted display to play with wile they wait for parts or service.  Jeep has massive accessory sales in 
the industry, and we will get our fair share by giving our customers a visual buying experience. 
 
The benefit of achieving our goal is (a) increased sales (current monthly average $26,814) less projected sales $40,000 = 
$13,186 x’s 12 months = $158,232 in increase annual sales. Cost per month through Mopar approximately $200.  
(b) No returned parts, accessories will be 100% paid for prior to ordering and installation. (c) Improved true turns & 
monthly supply as parts will not be sitting on the shelf for any length of time. 
 
We will implement (time bound) as soon as IT can set up the new program, most likely first of year. 
 
We have buy in from all that has seen the video (GM, GSM, Parts M, Service M). I am very excited about this opportunity 
because I have used Reynolds (expensive platform) program and tripled accessory sales at the largest Honda Store in our 
State. 
 
 
 
 
 

 


