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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.”
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My goal is to have an average of $1500 of accessories from the dealership on every New
vehicle sold by the end of July 2022, Currently our dealership is just under $1200 per unit.

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?
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This goal will help make it easier on the customer to accessories there vehicle. most
customers will purchase accessories to personalize there vehicle from somewhere, and if we
can do most of what they want in house, then this goal will ultimately "Make it Easy" for our
customers to do that.

Some of the benefits are the following

=More sales in parts

=More GP and Net $$$

-Our shop will get more hours

-Happier technicians

-Excited customers

-Referral business in parts and service

By not implementing this goal or by not reaching this goal will have the following
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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?
Meet with Don Quentin, Don, June 8th |
Meet with Sales Nithin, Quentin, June 9th
Add $300-500 Popular Andries, Brenda, July 1st
Check in with Quentin, and July 15th/bi

L
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How will you track your progress? Where will you find the information? How often will you check in?
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| will track progress this information by running a "custom English report” and on page 6 line
53 of the financial statement. Julian our office manager can also run a report to confirm. | will

check in twice a month to track our progress.

Potential Obstacles?

=Accessories priced higher then other
outfitters in our area

=Having the correct parts in stock

-Salesman not buying in on extra cost
for accessories

-Dealer transfer New vehicles with extra
cost due to accessories

Potential Solutions?

-OEM parts so the warranty is greater
then off brand accessories

-Install certain parts at time of PDI, an
example would be most all trucks come
with a toneau cover

-Spiff a small percentage on
accessories sold by each individual
salesman

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?
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At the moment we average $1200 on accessory sales on every New vehicle sold. Once |
achieve my goal of $1500 per unit, we would be adding $300 x 55 units = $16500 extra is
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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.
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	How does this goal align with or support your dealers vision: My goal is to have an average of $1500 of accessories from the dealership on every New vehicle sold by the end of July 2022, Currently our dealership is just under $1200 per unit. 
	1: This goal will help make it easier on the customer to accessories there vehicle. most customers will purchase accessories to personalize there vehicle from somewhere, and if we can do most of what they want in house, then this goal will ultimately "Make it Easy" for our customers to do that. 

Some of the benefits are the following 

=More sales in parts

=More GP and Net $$$

-Our shop will get more hours

-Happier technicians 

-Excited customers 

-Referral business in parts and service 

By not implementing this goal or by not reaching this goal will have the following consequences 

-Less sales in parts and service

-Less GP and Net $$$

-Low moral in the shop

-Inconvenience for our customers that will lead to a lower CSI

-Losing business to local outfitters in our area

This goal is important to be because its an opportunity to make more profit, make it easier on the customer, and bring moral up in all departments do to the extra work it will provide. 





 
	SPECIFIC ACTION STEPRow1: Meet with Don and Brenda 
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: Quentin, Don, Brenda
	EXPECTED RESULTRow1: 
	EXPECTED COMPLETION DATERow1: June 8th
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Meet with Sales Managers (Nithin  & Brett
	NECESSARY RESOURCESRow2: 
	WHO IS ACCOUNTABLERow2: Nithin, Quentin, and Brett
	EXPECTED RESULTRow2: 
	EXPECTED COMPLETION DATERow2: June 9th
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Add $300-500 Accessories to every new unit at the time of PDI
	NECESSARY RESOURCESRow3: Popular Accessories in stock at all times 
	WHO IS ACCOUNTABLERow3: Andries, Brenda, Quentin 
	EXPECTED RESULTRow3: 
	EXPECTED COMPLETION DATERow3: July 1st 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Check in with Julian 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: Quentin, and Julian
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: July 15th/bi weekly 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
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	A_2: =Accessories priced higher then other outfitters in our area

=Having the correct parts in stock

-Salesman not buying in on extra cost for accessories 

-Dealer transfer New vehicles with extra cost due to accessories 


	A_3: -OEM parts so the warranty is greater then off brand accessories

-Install certain parts at time of PDI, an example would be most all trucks come with a toneau cover  

-Spiff a small percentage on accessories sold by each individual salesman 

Install OEM parts so we can claim the work to take them off if we need to dealer transfer if the trading dealer does not want to pay for any extras 
	R: At the moment we average $1200 on accessory sales on every New vehicle sold. Once I achieve my goal of $1500 per unit, we would be adding $300 x 55 units = $16500 extra is accessory sales. 
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