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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?

My goal is to increase the parts WS GP return % from 18.6% per month to 20% per month by
4/30/24.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increased gross profit in parts! More man power, energy, time, and
resources being used with less profit
retained
1/31/24

When will you start?

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

We will run a weekly report and break down each individual vendors statiscally
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What specific actions will you take to achieve your goal? Who can help you?

We can increase pricing on select underperforming vendors by ensuring they are the market
average return and apply incentives to our larger and "best" clients which will help us gain

more business from them. My new parts director can help with this as he may have a wealth
of knowledge or new vendors he can help us with

Potential Challenges? Potential Solutions?

Challenges will be that we may lose some

Solution will be offering them time to pay
clients if we raise our pricing to them

off the increased charge if they were a
large enough client and on COD
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