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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 will increase our accessory sales from 14,352 per month to 25,000 per month by July 1
2022

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

General Motors accessory website is called Accessible Accessories. All staff members have
access but not much training with this site. Training of all staff must start immediately. We
need to include a consultation with the customer in the new car sales process. The service
department can also look for the opportunity to show and tell of available accessories with
the customers during the work order process. The sales display area needs to be freshened
up with current and exciting items.

A simple focus on this area will generate additional GP of $4000 monthly or 48,000 per year
conservatively in parts and labor sales. The customers are spending this money anyway, why
not here?

We do use outside sources for some of this work. The shop is capable and supports
installation but at times is not fast enough for sales. Pricing has never been an issue and the
GM warranty is second to none. Specifically running boards are essential on pick up trucks, |
have met several customers who look for help in as little as 8,000 km for help with rock
chipped paint. These customers are very disappointed that they were not offered boards or at
least told about this condition.

We can make this easy... Several times we have put together different packages including
boards and floor liners etc. For a month or two we are good at this then we lose focus again.
This is both a great way to increase gross and make customers happy.
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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?
Evaluate stock DMS Parts Manager |accurate countof| June 12022 | |
Training on Internet All Managers Some will not June 1 2022

Simple packages| 1 page price list | Service Manager | Some will use it. June 1 2022

Get accessories A Truck !! Sales Manager We will sell it. June 1 2022

Follow up Tracking sales Parts and It will be June 1 2022

o

Monthly review of Financial

o

Parts and Refocus July 1 2022

o

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

0000

The Financial Statement tracks accessory sales in the parts side very well. The labor will be
tracked by price code using the DOC and DMS. This will be done as part of the month end
process every month.

Potential Obstacles? Potential Solutions?
Lack of inventory has been a problem. Include accessory sales in the ordering
slow installation in the shop. process.
Poor parts availability. Get a designated installer.
Sales people thinking GM costs to consider aftermarket parts.
much. Do price comparison for sales.
The customer needs to see what they We must have a dressed up truck in the
are buying, this is very hard with no showroom at all times.

vehicle inventory.

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

0000

Most Accessories are high dollar items, the initial gain is $48,000 per year plus growing the
return allowance will help with obsolesce. This gain will grow every year if this process is
fAllavaiaAd
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.

We will build an accessory page for the DMS system that will make tracking this an everyday
event. Internal and Customer Pay will be included but separated for accountability by
department.
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	How does this goal align with or support your dealers vision: We will increase our accessory sales from 14,352 per month to 25,000 per month by July 1 2022

	1: General Motors accessory website is called Accessible Accessories. All staff members have access but not much training with this site. Training of all staff must start immediately. We need to include a consultation with the customer in the new car sales process. The service department can also look for the opportunity to show and tell of available accessories with the customers during the work order process. The sales display area needs to be freshened up with current and exciting items.
A simple focus on this area will generate additional GP of $4000 monthly or 48,000 per year conservatively in parts and labor sales. The customers are spending this money anyway, why not here?
We do use outside sources for some of this work. The shop is capable and supports installation but at times is not fast enough for sales. Pricing has never been an issue and the GM warranty is second to none.  Specifically running boards are essential on pick up trucks, I have met several customers who look for help in as little as 8,000 km for help with rock chipped paint. These customers are very disappointed that they were not offered boards or at least told about this condition. 
We can make this easy... Several times we have put together different packages including boards and floor liners etc. For a month or two we are good at this then we lose focus again. 
This is both a great way to increase gross and make customers happy.     
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