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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: Goal -  Grow Wholesale Gross Profit Contribution

Achieve - A Parts Department that is not solely reliant on OUR service department to create gross

Metric - Increase gross profit % of sales from 17% to 20% by 12/1/2025


	1_2: 1. More diversified portfolio within parts department 

2. Higher commision paid out to department monthly 

3. Build lasting relationships with outside vendors

4. Customer retention 

5. Move from an order taker to order maker mentality  

6. Gather data to help physical inventory

7. Perfecting the ordering / return process  


	1_3: 1. Complacent employees 

2. Wholesale sales flat line or decrease 

3. Become more reliant on same customers 

4. Receivables list shrinks meaning lost sales less collections and/or cash flow 

5. Wholesale department reevaluated 

leading to possible changes in staff 


	When will you start: 1/1/2025
	1_6: Daily - Outside sales rep documents meetings and relays possible leads to parts manager and schedules 2-5 follow ups daily.

Weekly - Level 10 meeting with parts team, fixed ops director to track sales,gross and see if we are on track to hit sales/gross goals we set for the month/ Outside Sales Rep will have new sales created goal review / Controller will email over AR schedule for team to review and evaluate existing customers accounts

Monthly - Month end review of goals with parts team, outside sales rep and fixed ops director to review, reevaluate and set new goals each month
	1_8: Action:

1. Look into competitive pricing margins 

2. Negotiate new pricing with current wholesale vendors 

3. Contact Wholesale customers daily to help drive sales 

4. Extended training for department to help secure higher margins 

5. Commision incentivies for staff 

6. Visit New/Current Vendors daily through outside sales rep 

7. Look into new technology to help fulfill orders 

8. Create reward system for vendors to help drive sales 

9. Identify our top 3 and bottom 3 

Help: 

1. Build a customer focused department

2. Job Security - employees acheive goals and drive sales/gross

3. Employees gain a better understanding of the business as a whole through reviewing AR schedule weekly

4. Happier vendors with constant communication from outside sales rep / and calls from department regularly

5. Healthier parts inventory 

6. Streamline return / shipping and receiveing processes 

 


	1_9: 1. Establishing New Customers 

2. Are the goals we set for our employees attainable

3. Vendors understanding the potenial change in pricing 

4. Having the right inventory for the new vendors we bring in 

5. Making sure our more established vendors a still looked after even during growth 
	1_11: 1. Making sure daily follow ups are completed by outside sales rep 

2. Review sales goals monthly and adjust accordingly 

3. Evaluating inventory regularly to make sure we can fufill our vendors needs 

4. Creating a call script so the team becomes more personable over the phone

5. Insure the department has access to training in sales and the parts processes


