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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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Increase accessory sales $20,000 month over month every month for the next 60 days. In
the month of September accessory sales were $44590 For the month of October $64590 is
the target, and for November $84590.

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

The steady growth of each department has always been the goal of our organization. The
most obvious benefit to increased accessory sales is gross profit. Additionally, the increased
sale of accessories will reduce accessory obsolescence. Further, the additional sale of
accessories lead to happy customers. Customers that spend money on accessories
probably are more engaged and will have a better customer experience. The consequences
of not increasing accessory sales are staying flat, no additional increase of gross profit and
potentially accessory obsolescence. And as stated above, the customer is not enjoying the
experience of the customer ownership to the fullest.

This goal is important to me for a number of reasons. First, | believe accessory sales are
under performing. | know we can do a better job. Second, it is good for the department
morale. Not that we have a problem, however, action creates action. When sales are good
and increase, it's fun to come to work. Additionally, setting goals and achieving them feels
great. Finally, who doesn't like gross profit? That's why we come to work.
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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?
Offer every Insignia and Sales managers Increase in Immediately In Place | [] |
. : Arcrocenrv calac
Putt accessories yes Sales managers Increase in Immediately In Place, []
. Arrocenrvy Ralec .
Pay Salesmen on yes Sales managers/ Increase in Pay Plan being | TBD, no later
- = Parte Mananar . = i . P - amimatmnnn
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How will you track your progress? Where will you find the information? How often will you check in?

Tracking accessories will be easy. Insignia has great tracking that can be done at any time,
by part, quantity, and who sold the parts. Additionally, the salesmen, under their parts
payplan have their employee number assigned. | will see exaclty what has been sold and by
who. Finally, the cars in the showroom that have accessories already have the accessories
billed to the cars.

Potential Obstacles? Potential Solutions?
The biggest potential obstacle is On ordered units, a link to the insignia
changing the culture to make sure catalog will be sent out to all customers
accessories are offered to all 30 days before the vehicle arrives. This
customers. will allow the customer to add

accessories to their vehicle and have
them arrive and installed at the same
time their vehicle arrives. This is the
best time to offer accessories, when the
customer is excited about receiving
their ordered unit.

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

0000

We are returning roughly 28% GP on our accessories. Every $20,000 would be an additinal
$5,600. If we can do this two months in a row, it is an additional $11,200.

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.

Accountability. Holding the sales managers, parts managers, and salesmen accountable to
make sure all accessories are offered to every customer every time. Making sure showroom
vehicles are accessorized.
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This goal is important to me for a number of reasons.  First, I believe accessory sales are under performing.  I know we can do a better job.  Second, it is good for the department morale.  Not that we have a problem, however, action creates action.  When sales are good and increase, it's fun to come to work.  Additionally, setting goals and achieving them feels great.  Finally, who doesn't like gross profit?  That's why we come to work.  
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