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e Specific @ Measurahle o Relevant ° Time bound
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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

We want to increase our accessories sales from $85 per car to $150 per unit by July 1st.

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

Selling more accessories will lead to more profit for the bottom line.
Its important to build volume thru parts dept orders and service install time.
more profit equals more pay for all those involved..

We can build display rack for merchandise customers can see in service and on showroom
floor..

We can involve salesman on their deliveries to handout preprinted "most popular
accessories" for wranglers and pickups.

salesman get paid 10% on aftersell sold.

Improving the bottom line is important to me as my new role is General Manager as of Feb 1.
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e
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?
current sales vs | report from dms | paul - svc mgr rankings 24 hours 3-23 | |
dictrirt
compile list of parts sales byron - parts mgr list 72 hours 3-26
nnniilar iteame
handout design excel jon - sales mgr | 1 page payout 72 hours 3-29
cnhroadchhat for calae man
explain new general mtg rick -gm clear asap 3-25
nrorace 1indarctandinn

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

we will monitor progress thru ranking's check bi-monthly in parts with service manager

Potential Obstacles? Potential Solutions?

we havent done this before show everybody how the increase in
aftermarket sales helps the bottom line
new to our comfort zone

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

0000

by increasing sales by $65 per new units x 835 new per year, we have opprptunity to pickup
additional $54275 in gross.

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.

by continually training sales/service dept, we will develop good selling habits.. wont have to
think twice.. will happen automatically
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	How does this goal align with or support your dealers vision: We want to increase our accessories sales from $85 per car to $150 per unit by July 1st.




	1: Selling more accessories will lead to more profit for the bottom line.

  

Its important to build volume thru parts dept orders and service install time.



more profit equals more pay for all those involved..



We can build display rack for merchandise customers can see in service and on showroom floor.. 



We can involve salesman on their deliveries to handout preprinted "most popular accessories" for wranglers and pickups.



salesman get paid 10% on aftersell sold.



Improving the bottom line is important to me as my new role is General Manager as of Feb 1.
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	R: by increasing sales by $65 per new units x 835 new per year, we have opprptunity to pickup additional $54275 in gross.




	S: by continually training sales/service dept, we will develop good selling habits.. wont have to think twice.. will happen automatically
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