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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.”

Increase parts accessory sales from $2k/mo to $5k/mo by September 1st, 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?

My dealership is in full support of pursuing avenues that generate additional sales and profit.
The Benefits will be increased gross profit in parts, sales and service. The consequences if
not successful will be increased inventory, possible obsolescence and no return on
investment of new inventory displays. This is important to me because we have never put
forth the necessary effort to be successful with accessory sales.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve?
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?
Displays Cabinets/wall Parts/Sales +Sales July 1, 2023 |
hannarc
Sales Process Leadership Sales +Sales Weekly Training
Mananearce/Salac
Order Vendors and Parts Manager +Sales July 1, 2023 -
Arrocenriac NEM Channea nuartarhs
Website IT Department GM/Parts Mgr +Sales, online July 1, 2023
Mananment activityvy
SVC Advisor SVC Advisors SvC +Sales Bi-weekly
Prnroce Advienrc/(GMM Traininn
Parts Counter | Sales/Parts Mgrs | Sales/Parts Mgrs +Sales Bi-Weekly
Traininn Traininn
Quarterly Sales/Parts/Svc GM/Mgrs +Sales/+Moral Quarterly
Comnatitinne

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

Will track our progress by pulling our doc daily through our DMS. Monitoring our counter
sales and accessory sales from New/Used car departments.

Potential Obstacles? Potential Solutions?
Largestest obstacle will be changing Solutions will weekly/bi-weekly
parts/svc/sales process. Our process meetings with each department which
has been the same for 20+ years, will help implement the new process.
change can be difficult with many Create spiffs for each accessory sold,
employees. motivate them financially. Create fun

competitions (sales vs svc/parts),
Other obstacles will be potential reward with dinner/group activity on a
obsolescence parts if unsold. weekend.

Work with vendors/OEM on display
deals, with option for returns

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

Financial impact will be $3k additional gross profit within 60 days. That number will grow
substantially as time goes on and the processes are perfected with a goal of $10k/mo
accessorv sales hv Januarv 1. 2024.

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.

Be consistent with weekly/bi weekly meetings for each department. Take time to talk one on
one with struggling sales/svc/parts consultants. Keep it fun and not pressured. At the end of
the day this is low hanging fruit that we have never attempted to harvest.
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