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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

My goal is to increase the accessories gross profit contribution to the Parts Department, from
the current 1.7% YTD to 3% by December 31, 2023.

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

My dealership has a vision of treating customers like family and be profitable at the same
time. The main benefits of accomplishing my goal are that we will provide a better overall
experience to current and future fixed operations and sales customers, we will elevate the
quality of service we offer and at the same time we will increase the opportunity of capturing
additional revenue for the company.

Not accomplishing my goal will not be a disaster because accessories is not a huge gross
contributor to the Parts Department. However, failing to achieve my goal could result on
completely giving up on accessories up-sales and therefore never improve this area of
opportunity because it was deemed "dead on arrival" by this unsuccessful exercise.

This goal is important to me because Acura buyers spend $650 on average purchasing
accessories ($580 at the Dealership). This is a real opportunity to capture additional gross as
long as we set up some new processes and training in place; if we all believe that this is
possible, then we will accomplish it.

*Success is nothing more than a few simple disciplines practiced every day.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@
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?
Accessories sell Sheets are All sales Increase sale of ASAP. Completed. Too | [] |
Equip all new We have plenty All sales Immediate ASAP Completed.Too []
Sales spiff based | None just a spiff | Sales managers. | Potential sale of ASAP Completed. Too [

£ A

Better display in | New wheel and | Sales manager | Better display of | March 31, 2023
Better display in New glass Service/Parts | Better display of | March 31, 2023
New Acura gear | Getrid of the old | Service/Parts Increased sales February 28,

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

0000

I will track my progress monthly by looking at the DOC and the Financial Statement. Every
three months, | will tweak areas that need improvement in order to stay in pace with our profit
goal. The idea is to achieve our goal in a 12 month period.

Potential Obstacles? Potential Solutions?
*Lack of engagement from the sales * Spiff program based on progressive
people. volume sales.
*Lack of engagement from the Parts *Similar spiff program as sales.

Counter personnel.

*Display area for Acura gear. Right now *Reorganize, clean and refurnish (if
is cluttered and looks dated. necessary) the Display area.

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

0000

Achieving my goal of increasing the accessories gross profit from the current 1.7% to 3%
YTD will bring the Parts gross from $6,219 to $11,681 MTD and $140,172 YTD by year end.

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.

Our managers will monitor every sales transaction to ensure that an accessories form is
compulsory required to be signed by a customer on every car deal. We will also train and
monitor sales and parts staff to ensure their numbers are in pace with our goal.
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	How does this goal align with or support your dealers vision: My goal is to increase the accessories gross profit contribution to the Parts Department, from the current 1.7% YTD to 3% by December 31, 2023.
	1: My dealership has a vision of treating customers like family and be profitable at the same time. The main benefits of accomplishing my goal are that we will provide a better overall experience to current and future fixed operations and sales customers, we will elevate the quality of service we offer and at the same time we will increase the opportunity of capturing additional revenue for the company. 
Not accomplishing my goal will not be a disaster because accessories is not a huge gross contributor to the Parts Department. However, failing to achieve my goal could result on completely giving up on accessories up-sales and therefore never improve this area of opportunity because it was deemed "dead on arrival" by this unsuccessful exercise. 
This goal is important to me because Acura buyers spend $650 on average purchasing accessories ($580 at the Dealership). This is a real opportunity to capture additional gross as long as we set up some new processes and training in place; if we all believe that this is possible, then we will accomplish it. 

*Success is nothing more than a few simple disciplines practiced every day.
	SPECIFIC ACTION STEPRow1: Accessories sell sheet for every new/used car transaction sold.
	NECESSARY RESOURCESRow1: Sheets are available in the Acura internal network website. We need to ensure that we use them each time we sale a car.

	WHO IS ACCOUNTABLERow1: All sales personnel.
	EXPECTED RESULTRow1: Increase sale of accessories.
	EXPECTED COMPLETION DATERow1: ASAP. Resources are available now.
	ACTUAL COMPLETION DATERow1: Completed. Too early to measure results
	SPECIFIC ACTION STEPRow2: Equip all new cars with all weather mats and cargo trays, reflecting the additional accessories price in addendum next to window sticker. 
	NECESSARY RESOURCESRow2: We have plenty of mats and cargo trays. We will oder as many as needed. 
	WHO IS ACCOUNTABLERow2: All sales personnel, sales managers and part counter personnel. 
	EXPECTED RESULTRow2: Immediate increase in sales of the mentioned accessories.
	EXPECTED COMPLETION DATERow2: ASAP
	ACTUAL COMPLETION DATERow2: Completed.Too early to measure results
	SPECIFIC ACTION STEPRow3: Sales spiff based on number of sales of accessories.
	NECESSARY RESOURCESRow3: None just a spiff structure.
	WHO IS ACCOUNTABLERow3: Sales managers.
	EXPECTED RESULTRow3: Potential sale of additional accessories other than then ones already pre-installed. 
	EXPECTED COMPLETION DATERow3: ASAP
	ACTUAL COMPLETION DATERow3: Completed. Too early to measure results
	SPECIFIC ACTION STEPRow4: Better display in new car showroom.
	NECESSARY RESOURCESRow4: New wheel and accessories display from Acura. 
	WHO IS ACCOUNTABLERow4: Sales manager and Parts manager.
	EXPECTED RESULTRow4: Better display of available accessories and improved sales. 
	EXPECTED COMPLETION DATERow4: March 31, 2023
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Better display in Service Department.
	NECESSARY RESOURCESRow5: New glass displays with Acura accessories. Prices will be labeled and clearly displayed on each item.
	WHO IS ACCOUNTABLERow5: Service/Parts manager.
	EXPECTED RESULTRow5: Better display of available accessories and improved sales. 
	EXPECTED COMPLETION DATERow5: March 31, 2023
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: New Acura gear for sale.
	NECESSARY RESOURCESRow6: Get rid of the old Acura gear by listing on "clearance" Replace them with new apparel, with different sizes that are well displayed so they are easy to access and try on.
	WHO IS ACCOUNTABLERow6: Service/Parts manager.
	EXPECTED RESULTRow6: Increased sales of Acura apparel.
	EXPECTED COMPLETION DATERow6: February 28, 2023
	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: 
	A: I will track my progress monthly by looking at the DOC and the Financial Statement. Every three months, I will tweak areas that need improvement in order to stay in pace with our profit goal. The idea is to achieve our goal in a 12 month period.
	A_2: *Lack of engagement from the sales people.

*Lack of engagement from the Parts Counter personnel.

*Display area for Acura gear. Right now is cluttered and looks dated.
	A_3: * Spiff program based on progressive volume sales. 

*Similar spiff program as sales.


*Reorganize, clean and refurnish (if necessary) the Display area.
	R: Achieving my goal of increasing the accessories gross profit from the current 1.7% to 3% YTD will bring the Parts gross from $6,219 to $11,681 MTD and $140,172 YTD by year end.
	S: Our managers will monitor every sales transaction to ensure that an accessories form is compulsory required to be signed by a customer on every car deal. We will also train and monitor sales and parts staff to ensure their numbers are in pace with our goal.
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