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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 create an accessories section to our store website to sell more parts that will
increase parts sales. Looking to increse counter sales by $10,000 in sales. | will have this in
place by November 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?

R

Currently we provide an accessories presentation with every new and used vehicle sold but
there is no direct avenue for customers to go back after initial decline or for outside
customers to buy accessories for their exact model on our website.

Having a section on our website will align with our company goal of a one stop destination for
toyota needs.

Benefits:

Outside part sales

Labor sales for service

Service waiters can look through the available parts for their vehicle during their visit
More work for our techs

With the growth of selling more accessories we will be able to provide a position for a
full-time accessories tech

Better equipt trades in the future

This goal is important as we already have the software system (AIM) from our OEM but do
not use it to it's ful potential and therefore are not capitalising on potential sales.
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e
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?
Contact website | Market Master Parts Manager |Work on creating Oct 1st | |
nrnvidor linl
Link from AIM to | Market Masters / | Market Masters | Intergration from Oct 15th
\Aahcita AIN Aim tn \Aahcita
Live on Site Market Masters | Marktet Masters | Link available Nov 1st

L

©2020 National Automobile Dealers Association. All Rights Reserved.



NADA c.n

PARTS HOMEWORK — ACTION PLAN

!

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

0000

Progress will be tracked by the use of a log in our internal Teams platform. The parts
manager, fixed ops director and myself will have access to check on the log and fill in our

updates.
This will be checked weekly and we will have discussions during our department head

meetings.
Once the website is live we will track sales though the AIM reports site and on the financial

Statement.
Potential Obstacles? Potential Solutions?

Intergation issues from website to aim A specific parts counter person take
lead in online accessories sales

Catalog and pricing updates from OEM
Service advisors offering the link to

Online sales lead going directly to parts service customers
and not getting lost with sales leads

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

0000

| hope to add $10,000 in parts sales per month

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.

Online accessories sales will be tracked with our current parts sales numbers that we
present on a weekly basis during our corporate meetings.
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	How does this goal align with or support your dealers vision: My goal is to create an accessories section to our store website to sell more parts that will increase parts sales. Looking to increse counter sales by $10,000 in sales. I will have this in place by November 1st 2023.
	1: Currently we provide an accessories presentation with every new and used vehicle sold but there is no direct avenue for customers to go back after initial decline or for outside customers to buy accessories for their exact model on our website.



Having a section on our website will align with our company goal of a one stop destination for toyota needs. 



Benefits:

Outside part sales

Labor sales for service

Service waiters can look through the available parts for their vehicle during their visit

More work for our techs

With the growth of selling more accessories we will be able to provide a position for a full-time accessories tech

Better equipt trades in the future



This goal is important as we already have the software system (AIM) from our OEM but do not use it to it's ful potential and therefore are not capitalising on potential sales.
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Catalog and pricing updates from OEM



Online sales lead going directly to parts and not getting lost with sales leads
	A_3: A specific parts counter person take lead in online accessories sales



Service advisors offering the link to service customers
	R: I hope to add $10,000 in parts sales per month
	S: Online accessories sales will be tracked with our current parts sales numbers that we present on a weekly basis during our corporate meetings.
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