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

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

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

ACTION PLAN 1
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Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: To establish a pricing matrix for the parts department of the dealership. To control the Desired Gross Profit (DGP) %.  Today the parts store has a 23% GP and we want to bring it to 26% GP. We want to achieve this by December 2024.
	1_2: Increase the profits of the parts store and the dealership in general.
Positively control parts prices by providing the parts manager with pricing guidance.
Maintain uniformity in the parts store price list and a standardized pricing process.
Maintain competitive pricing by using an industry standard system.
To sustain a Gross Profit controlled by predetermined guidelines. 
	1_3: To leave the price assistance of the parts very open to interpretation. Imporvizar with the control of the Gross Profit of the department of parts
	When will you start: November 2024
	1_6: Reports from our DMS will be used to measure the price allocation to each part.
	1_8: The list of actions I will be taking to achieve the objective is as follows:
1.Start-up Meeting with the key Players to define the Matrix and the Mark up factors 
  -Dealership Parts Manager
  -Accounting Manager
  -General Manager
  -Parts Personnel.
2. Define what reports we will be using to obtain the data we want to collect and measure.
3. Set up monthly meetings to discuss and work on actions on the information collected.
4. Measure the Desired Gross Profit (DGP) % on the parts department scorecard
	1_9: Employees do not see the importance of it.
That the management team abandons the process 
	1_11: Establish a monthly calendar to discuss results.
Establish criteria for improvement and celebrate the same with distinctions for the employees involved. 
Have the information visible in an area where all supervisors of the Parts department can see it.
Make it part of the parts manager's evaluation process.



