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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

I will implement a parts counter process for phone and internet orders by 2/29/2024

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
better customer service lost sales
more counter sales lost customer retention
process keeps employees accountable upset customers

customer retention

2/1/2024
When will you start?

How will you gauge your progress? When? Using which metrics?

use daily and weekly phone logs and progress reports to track sales
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What specific actions will you take to achieve your goal? Who can help you?

script a process for taking customers requests by phone and internet inquiries. Have phone

training and follow up processes implemented. The parts and service managers will help be
responisble for the overall success of the dept.

Potential Challenges? Potential Solutions?
Are the employees willing to change Hire the right people
Getting processes in place and making Show how changing a process can
sure they are followed improve results.
Do we currently have people that can be Need full departmet buy in.

and are willing to accept training and new
responisibilities?
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