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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.”

My goal for our parts department is to increase our Volvo boutique accessory sales (hats,
water bottles, chargers, first aid kits, mugs etc). From 2-3 a month to a consistent 10-15 per
month. | think we can acheive this by the end of May.

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?

I think this goal aligns/supports our dealership vision of "Driven people, exceptional service,
time after time" because it will help get our dealership team (especially parts) more involved
with clients and helping them represent the Volvo brand & Volvo Cars Winston Salem within
our the community/wherever they may travel. The Volvo motto is "Volvo for life". | think that
aligns with our dealership vision as well. The more we can get the Volvo name out there, the
more people will be exposed, therefore, more business all around. Word of mouth goes a
long way, espcially if the conversatio sparks from a cool hat or awesome mug!

A consequence of not achieving our goal is having an excess of boutique items at one time &
having money tied up in those items that needs to be generating gross. Also we need to
move the items relatively quickly so that they don't age or get outdated.
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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?
Increase Volvo brand items| Parts counter & | Increased sales May 31st TBD E
haiitiniie nntinne carvica writare | S
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How will you track your progress? Where will you find the information? How often will you check in?

| think the best way to track our progress is by asking the parts counter/parts management to
create a log daily sales. I'd find this information with our parts team and | plan to check in
weekly, if not every 3-4 days.

Potential Obstacles? Potential Solutions?

Parts team attitude! And want to help Appealing to our parts team for

with this initiative. potential to build client relationships &

Obtaining the extra items. have more interaction with the public.

Push back on having to spend money Appealing to the powers that be in

to obtain the items before sale. terms of being able to turn the products

Getting more eyes on the items! for profit to improve gross, but also get
the Volvo Cars Winston Salem name
out there!

Moving our boutique options closer to
where service clients wait & where they
1st walk in.

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

The potential financial impact would be getting 30%-50% gross off of each part. So if we sell
10 Volvo waterbottles at $30- our potential profit is $150! (I know its not much, but you gotta
start somewhere).

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.

I think that now that we have achieved or goal, our team can see how beneficial it can be to
sell double/triple what we were used to. Now we can try to double that & keep helping parts
gross! To ensure this keeps on the track, | think weekly check in's are necessary & setting

new monthly goals is as well to help generate more involvement from the team.
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