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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 parts Online sales revenue for auto parts by 20% compared to the previous year.

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?
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Failing to achieve this goal may have negative consequences:

1:Stagnant Revenue: Without growth in Online sales, the dealer may experience stagnant or
declining revenue, potentially impacting profitability.

2:Missed Opportunities: Not expanding the Online sales channel could mean missing out on
a significant portion of the market.

3:Competitive Disadvantage: Falling behind competitors in Online sales could lead to a loss

of market share.

4:Reduced Customer Satisfaction: If customers prefer to shop Online and the dealer doesn't
meet this demand, it may result in dissatisfaction and loss of customers.

This goal is important because it represents an opportunity for the online sales department to
drive growth, increase revenue, and stay competitive in the auto parts market. Achieving this
goal not only benefits the department but also contributes to the overall success and
sustainability of the business. It's an essential focus area for the department to adapt to
changing customer preferences and market dynamics in the digital age.
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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?
Enhance Online Marketing Online Marketing Increase in Ongoing Ongoing | |
Provide Customer Customer Higher customer Ongoing Ongoing
Implement Marketing team | Parts Manager | Increased sales | Plan promotions | Analyze results

L
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How will you track your progress? Where will you find the information? How often will you check in?
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Use monthly sales reports to compare current and previous year's monthly sales.
Monitor website analytics weekly or bi-weekly for traffic, user behavior, and conversions.
Review marketing campaign reports regularly, with in-depth monthly assessments.
Collect and analyze customer feedback continuously, with regular meetings for
improvements. Conduct competitive analysis quarterly to adjust strategies as needed.
Assess promotional campaign performance at the end of each campaign.
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Potential Obstacles? Potential Solutions?

Potential obstacles to increasing Online
auto parts sales by 20% include market

Differentiate the product offerings,
target niche markets, and create unique

saturation, technical issues, budget
constraints, changing customer
preferences, supply chain disruptions,
increased competition, economic
factors, regulatory changes, lack of
team expertise, and unforeseen events.
It's essential to have contingency plans
and adaptability to address these

value propositions to stand out. Focus
on customer service, loyalty programs,
and competitive pricing to retain and
attract customers. Offer a range of
products to cater to varying budgets,
and monitor economic trends to adjust
pricing and promotions accordingly.
Provide training and development
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BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?
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Achieving the goal would result in an additional $200,000 in revenue a year if not more.

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.

Conduct regular performance reviews to monitor adherence to new policies and procedures.
Continue staff training on best practices and market trends. Maintain incentive programs to
motivate staff toward goals. Foster transparent communication channels for feedback and
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	How does this goal align with or support your dealers vision: Increase parts Online sales revenue for auto parts by 20% compared to the previous year.
	1: Failing to achieve this goal may have negative consequences:
1:Stagnant Revenue: Without growth in Online sales, the dealer may experience stagnant or declining revenue, potentially impacting profitability.
2:Missed Opportunities: Not expanding the Online sales channel could mean missing out on a significant portion of the market.
3:Competitive Disadvantage: Falling behind competitors in Online sales could lead to a loss of market share.
4:Reduced Customer Satisfaction: If customers prefer to shop Online and the dealer doesn't meet this demand, it may result in dissatisfaction and loss of customers.

This goal is important because it represents an opportunity for the online sales department to drive growth, increase revenue, and stay competitive in the auto parts market. Achieving this goal not only benefits the department but also contributes to the overall success and sustainability of the business. It's an essential focus area for the department to adapt to changing customer preferences and market dynamics in the digital age.
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	EXPECTED RESULTRow1: Increase in website traffic and conversion rates.
	EXPECTED COMPLETION DATERow1: Ongoing
	ACTUAL COMPLETION DATERow1: Ongoing
	SPECIFIC ACTION STEPRow2: Provide Exceptional Customer Support
	NECESSARY RESOURCESRow2: Customer support team, training materials
	WHO IS ACCOUNTABLERow2: Customer Support Manager
	EXPECTED RESULTRow2: Higher customer satisfaction ratings and positive feedback
	EXPECTED COMPLETION DATERow2: Ongoing
	ACTUAL COMPLETION DATERow2: Ongoing
	SPECIFIC ACTION STEPRow3: Implement Targeted Promotions
	NECESSARY RESOURCESRow3: Marketing team
	WHO IS ACCOUNTABLERow3: Parts Manager
	EXPECTED RESULTRow3: Increased sales during promotional periods
	EXPECTED COMPLETION DATERow3: Plan promotions quarterly
	ACTUAL COMPLETION DATERow3: Analyze results monthly
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
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	EXPECTED RESULTRow9: 
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	A: Use monthly sales reports to compare current and previous year's monthly sales.
Monitor website analytics weekly or bi-weekly for traffic, user behavior, and conversions.
Review marketing campaign reports regularly, with in-depth monthly assessments.
Collect and analyze customer feedback continuously, with regular meetings for improvements. Conduct competitive analysis quarterly to adjust strategies as needed.
Assess promotional campaign performance at the end of each campaign.
Hold monthly progress review meetings to discuss overall progress and address any issues.
	A_2: Potential obstacles to increasing Online auto parts sales by 20% include market saturation, technical issues, budget constraints, changing customer preferences, supply chain disruptions, increased competition, economic factors, regulatory changes, lack of team expertise, and unforeseen events. It's essential to have contingency plans and adaptability to address these challenges effectively.
	A_3: Differentiate the product offerings, target niche markets, and create unique value propositions to stand out. Focus on customer service, loyalty programs, and competitive pricing to retain and attract customers. Offer a range of products to cater to varying budgets, and monitor economic trends to adjust pricing and promotions accordingly. Provide training and development opportunities for the team, and consider hiring individuals with the necessary skills and experience.
	R:  Achieving the goal would result in an additional $200,000 in revenue a year if not more.
	S: Conduct regular performance reviews to monitor adherence to new policies and procedures. Continue staff training on best practices and market trends. Maintain incentive programs to motivate staff toward goals. Foster transparent communication channels for feedback and updates. Supervise staff closely and provide guidance as needed. Recognize and celebrate milestones to reinforce positive behaviors.
	Check Box33: Off
	Check Box34: Off
	Check Box35: Off
	Check Box36: Off
	Check Box37: Off
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


