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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.”

o000

| will increase accessory sales by May 1st.

I will have to find a current metric as my financial statement doesn't seperate accessory
counter sales

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

Our subaru brand is very much aligned with customers outdoor activities where our dealer
vision is to help our clients maximize the fullfillment of this lifestyle by providing them the
necessary accessories and professional installation all under one roof.

Bnefits of succeeding

--Greater accessory G.P.

-Happier clients as they will have outfitted their cars with accessories that enhance their
lifestyle and use of vehicle.

- a more emgaged Parts team with not only customers but sales staff as they will be more
involved with customers.

-While making accessory sale we will be sure to have all customer information added to our
data base thus allowing us to better serve client but also market specials to them (privacy
consent required in B.C.)

Consequences of not succeeding

-Continued poor accessory sales, lost potential revenue.

-customers purchasing non OEM accessories leading to dissatisfaction with our brand and
perhaps vehicle if accessory does not perform well like an OEM

-Loss of future revenue, people may leave the brand if vehicle does not suit their lifestyle,
recreational needs

-This is imnortant to me As A new GM that | demonstrate mv ahilitv to see the whole nictiire
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
re set all displays |1 parts person/ 1 Parts Mgr new displays April 15th | |
racantinnict
Pricing all parts Parts Mgr correct visible April 15th
marchandica narcnnl/recantinni nricinn
CDK Line item CDK/parts Mgr Parts Mgr trackable counter April 15th
addad calac

L
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How will you track your progress? Where will you find the information? How often will you check in?

New line item in CDK will track counter sales
Line item to be found on MGR report TBC?

Weekly check of report as well as daily review of invoices which will be duplicated and
placed in a seperate bin

Potential Obstacles? Potential Solutions?
Manpower needed to replace existing along with parts staff and receptionist
displays one lot staff can assist
Possible pushback from Parts Personel friendly sales competition between

parts advisors

CDK limitations
If CDK not possible we will create a
manual entry tracking log from duplicate
invoices (this can be short term once
new habits/selling techniquesa are fully
implemented

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

0000

conservative early estimate is an increase of $500 in sales per week or $26000 per year
with a step goal to $3000 -$4000 per week once established resulting in approx $150-$200K

in annual sales

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.

Review sales in weekly meetings.

Designate one Parts person to review and update display daily by allocating them time
necessary.
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	How does this goal align with or support your dealers vision: I will increase accessory sales by May 1st.



I will have to find a current metric as my financial statement doesn't seperate accessory counter sales
	1: Our subaru brand is very much aligned with customers outdoor activities where our dealer vision is to help our clients maximize the fullfillment of this lifestyle by providing them the necessary accessories and professional installation all under one roof.



Bnefits of succeeding

--Greater accessory G.P.

-Happier clients as they will have outfitted their cars with accessories that enhance their lifestyle and use of vehicle.

- a more emgaged Parts team with not only customers but sales staff as they will be more involved with customers.

-While making accessory sale we will be sure to have all customer information added to our data base thus allowing us to better serve client but also market specials to them (privacy consent required in B.C.)



Consequences of not succeeding

-Continued poor accessory sales, lost potential revenue.

-customers purchasing non OEM accessories leading to dissatisfaction with our brand and perhaps vehicle if accessory does not perform well like an OEM

-Loss of future revenue, people may leave the brand if vehicle does not suit their lifestyle, recreational needs



-This is important to me as a new GM that I demonstrate my ability to see the whole picture of the delaership 

-More importantly I see this as a great opportunity to both increase sales and improve customer satisfaction/retention.

-As I'm very new to fixed operations succedding at this will also give me confidence to tackle other areas
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Weekly check of report as well as daily review of invoices which will be duplicated and placed in a seperate bin
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Possible pushback from Parts Personel



CDK limitations
	A_3: along with parts staff and receptionist one lot staff can assist



friendly sales competition between parts advisors



If CDK not possible we will create a manual entry tracking log from duplicate invoices (this can be short term once new habits/selling techniquesa are fully implemented
	R: conservative early estimate is an increase of $500 in sales per week or $26000 per year

with a  step goal to $3000 -$4000 per week once established resulting in approx $150-$200K in annual sales
	S: Review sales in weekly meetings.

Designate one Parts person to review and update display daily by allocating them time necessary.
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