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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?

Implimentation of a strong and consistant Accessory Sales enviorment, to increase gross and

raise customer awareness of Accessory options. From our current MTD 5% gross contibution
closer to the 20% profile.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
: GP Increase : Bad Customer Saftisfaction

: Customer Satisfaction : More down time
: Labor Hours Increase : Lack of Product Excitment

: Overall Product Excitment

: Better ACE scores CSI

January 1 2022
When will you start?

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

We will create a Sales and Parts Consultant spiff program based on Accessory sales that will
lead to exciting monthly Bonuses and Special Recognition. Takes effect day one of month
and we will have Department Managers recap every Friday on standings in there Team

Meetings. Myself, Parts and Sales Managers will use the MTD GP Contribution metrics as a
way to track and mesaure our improvment.
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What specific actions will you take to achieve your goal? Who can help you?

1. Spiff program for Sales and Parts reps based on Accessory sales with 3 tiers of pay.

2. Reching out to Acura Parts Rep for a bi weekly visit, to keep us up to date with Accessory
options and promotions as well as requesting all the marketig tools we can get.

3. Dressing up show room units to the tune of min 10+ units at a time with Roof Rails, Racks,
Running boards and more.

4. Re decor of our Parts show room to a more modern and aggresive Accessory filled room,
including a car completly Accesorize

5. Provide Ipdads with Acura Parts App installed and add to the sales process a to do of
having customer go thru app or sign waiver of decline. All this to insure we are exposing all he
great Accessories incresing Gross and Customer Satisfaction opportunity.

6. Lastly have a monthly training and recap with both departments of new products, there
purpose and overall product knowledge.

Potential Challenges? Potential Solutions?
. Parts Back Order : Buy in Bulk
: Shortage of New Cars : Provide Discounts on Pre Installed
Accesorries

. Install Time for over counter sales
: Provide Loaners for Install times
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