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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, 2020.”
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We use Volvo/Macks PartsAsist online customer ordering parts platform. | would like to have
between 17-20% sales growth compared to the previous year. | will measure this end of
month 5/25. Currently we are at 14% year over 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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As we discussed in class, everyone prefers to order online. This platform is very user friendly
and we have a dedicated employee setting up users. This can be a huge convenience for our
customers and could increase orders if the customers buy in to the platform.

benefits to our dealerships: it saves time. less phone calls and looking up parts. Enhances
the customer experience.

benefits to the customer: they can manage their own account, save quotes, lookup and order
parts without calling in, faster process, reduced paperwork, all while saving them time.

If we do not increase our online sales, customers may be inclined to look for other
alternatives. Other dealers offer online ordering and if we do not have a good system, we
may lose a customer to a competitor. In todays day and age, it if very important to push to
online sales. | personally would like our dealerships to be at the forefront of new trends, and
this could also help our bottom line a great deal.
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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.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
get new users use our parts parts sales mgr | new customers monthly
hold training visits by parts parts sales any new user to monthly
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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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We have a dealer app that will allow me to track progress. i will check progress at the end of
every month. | will stay in communications with our Parts Sales Manager to ensure he is
getting new customers onboarded. Not only getting customers onboarded, but providing them
with necessary training.

Potential Obstacles? Potential Solutions?
-customers not comfortable using -training will play a big part. We need to
platform be patient and hold 1 on 1 training

sessions with the customer doing the
order.

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?
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currently we have sold $6,059,865 with 14% growth year over year. Getting to 20% growth
could make a huge impact to our dealership sales.

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.
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benefits to the customer: they can manage their own account, save quotes, lookup and order parts without calling in, faster process, reduced paperwork, all while saving them time. 

If we do not increase our online sales, customers may be inclined to look for other alternatives. Other dealers offer online ordering and if we do not have a good system, we may lose a customer to a competitor. In todays day and age, it if very important to push to online sales. I personally would like our dealerships to be at the forefront of new trends, and this could also help our bottom line a great deal. 
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