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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.”

| would like to create a full accessory boutique from just hats and water bottles to feature
more accessories, full apparel, and children toys by May 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?

- Increase in accessory to help bring in more profit

- Will allow us to pass our JD Power Review (recently just failed due to not having an
adequate display)

- Visually will allow the customer to see prices and accessories available — will add more
value to our dealership

- Better displays bring more of a luxury experience to the dealership versus what we have
available now

- Investing money upfront to create a nice visual display

- We need to invest in display cases which can be expensive

- Part manager gives a lot of push back when it comes to ordering apparel and children toys
(i.e Remote Control Toy Cars and Apparel

This goal is important to me because we currently do not promote or advertise our
accessories or Volvo’s Lifestyle Collections. These items can bring more profit to the dealer
especially if they are on display and clients are made aware of what accessories we do have
to offer. - Also, with a proper display this can aid in increased accessory sales with the factory
as well.
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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?
Display Cases Online Myself Feb 2024 N/A | |

Order Apparel Volvo Store Myself April 2024 N/A
Ord. Children Toy Volvo Store Parts Manager March 2024 N/A
Order Access. Volvo Store Parts Manager March 2024 N/A
Pricing Parts Manager Myself/Parts March 2024 N/A
Pricing Display Online Myslef March 2024 N/A
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How will you track your progress? Where will you find the information? How often will you check in?

-To track my progress - | will begin with finding the display cases. | would like to have them
set up by the end of February.

-Once the cases are in place | would like to have them filled with accessories by the end of
March.

-The last items that will be added will be the apparel - shirts and jackets. (Our Parts Manager
says there is not much of a market for these items so they should be the last items to

Potential Obstacles? Potential Solutions?
Need to monitor and see what product/ After monitoring we will know the proper
accessories are best sellers to make items to stock.

sure we are stocking that proper items.
We do not want to continue to purchase
the accessories that do not sell and
have a long shelf life.

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

Based on our financial statement we do not current produce gross/sales in the accessory
department. | would like to increase accessory sales to $2500 monthly. If this is obtainable

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 would like to have the Sales staff focus on selling accessories to our clients (and not at a
discount price) - With the display cases of accessories for all members of the family (even pets)
this can allow for more visibility of gifts to our clients which will also not be sold at a discounted
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	How does this goal align with or support your dealers vision: I would like to create a full accessory boutique from just hats and water bottles to feature more accessories, full apparel, and children toys by May 2023. 


	1: - Increase in accessory to help bring in more profit
- Will allow us to pass our JD Power Review (recently just failed due to not having an adequate display)
- Visually will allow the customer to see prices and accessories available – will add more value to our dealership 
- Better displays bring more of a luxury experience to the dealership versus what we have available now

- Investing money upfront to create a nice visual display
- We need to invest in display cases which can be expensive 
- Part manager gives a lot of push back when it comes to ordering apparel and children toys (i.e Remote Control Toy Cars and Apparel

This goal is important to me because we currently do not promote or advertise our accessories or Volvo’s Lifestyle Collections.  These items can bring more profit to the dealer especially if they are on display and clients are made aware of what accessories we do have to offer. - Also, with a proper display this can aid in increased accessory sales with the factory as well.  


	SPECIFIC ACTION STEPRow1: Display Cases 
	NECESSARY RESOURCESRow1: Online 
	WHO IS ACCOUNTABLERow1: Myself
	EXPECTED RESULTRow1: 
	EXPECTED COMPLETION DATERow1: Feb 2024
	ACTUAL COMPLETION DATERow1: N/A
	SPECIFIC ACTION STEPRow2: Order Apparel
	NECESSARY RESOURCESRow2: Volvo Store
	WHO IS ACCOUNTABLERow2: Myself
	EXPECTED RESULTRow2: 
	EXPECTED COMPLETION DATERow2: April 2024
	ACTUAL COMPLETION DATERow2: N/A
	SPECIFIC ACTION STEPRow3: Ord. Children Toy
	NECESSARY RESOURCESRow3: Volvo Store
	WHO IS ACCOUNTABLERow3: Parts Manager 
	EXPECTED RESULTRow3: 
	EXPECTED COMPLETION DATERow3: March 2024
	ACTUAL COMPLETION DATERow3: N/A
	SPECIFIC ACTION STEPRow4: Order Access.
	NECESSARY RESOURCESRow4: Volvo Store
	WHO IS ACCOUNTABLERow4: Parts Manager
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: March 2024
	ACTUAL COMPLETION DATERow4: N/A
	SPECIFIC ACTION STEPRow5: Pricing
	NECESSARY RESOURCESRow5: Parts Manager
	WHO IS ACCOUNTABLERow5: Myself/Parts 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: March 2024
	ACTUAL COMPLETION DATERow5: N/A
	SPECIFIC ACTION STEPRow6: Pricing Display
	NECESSARY RESOURCESRow6: Online 
	WHO IS ACCOUNTABLERow6: Myslef 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: March 2024
	ACTUAL COMPLETION DATERow6: N/A
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: -To track my progress - I will begin with finding the display cases.  I would like to have them set up by the end of February.  
-Once the cases are in place I would like to have them filled with accessories by the end of March.  
-The last items that will be added will be the apparel - shirts and jackets.  (Our Parts Manager says there is not much of a market for these items so they should be the last items to incorporate
	A_2: Need to monitor and see what product/accessories are best sellers to make sure we are stocking that proper items.  We do not want to continue to purchase the accessories that do not sell and have a long shelf life.  


	A_3: After monitoring we will know the proper items to stock.  


	R: Based on our financial statement we do not current produce gross/sales in the accessory department.  I would like to increase accessory sales to $2500 monthly. If this is obtainable we can adjust accordingly.  

	S: I would like to have the Sales staff focus on selling accessories to our clients (and not at a discount price) - With the display cases of accessories for all members of the family (even pets) this can allow for more visibility of gifts to our clients which will also not be sold at a discounted price.  

I hope in turn this can all generate accessories profit for the parts department. 
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