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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

| want to increase accessory sales by increasing PNUR by $300 by April 30th

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increasing PNUR $300 per new vehicle Not increasing PNUR will harm our ability
(avg 30 a month) will net $9000 extra for to achieve our annual accessory goal for
new car dept GM

March 1st 2023
When will you start?

How will you gauge your progress? When? Using which metrics?

| will gauge the progress by measuring PNUR. (Accessory $ per vehicle)
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What specific actions will you take to achieve your goal? Who can help you?

Installing new word tracks for walk in customers and phone calls in the parts department and
providing laminted accessory sheets for each sales desk.

Potential Challenges?

Increases in interest rates have proved to
be difficult to pack extras on vehicle when

trying to hit a lower target monthly payment.

Parts employees arnt always great on the
phone so making sure parts answers all
phone calls and monitor how the calls are
being handled.

Potential Solutions?

Cant do much with interest rates.

Have sales managers keep track if calls
are being picked up and reviewing the calls

for coaching points for parts department.
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