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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: My SMART goal action plan is to exceed 125% of our objective set by the manufacturer from December 1st- January 2nd.  182 Units





(Update 1/3/25. We exceeded our objective by 3 units)
	1_2: Increase Revenue and Profitabilty : The manufacturer will payout $2000 per unit if objective is achieved. 



Increase Overall Market Share : Benefiting both Sales and Service



Increase Morale and Motivation : Additional Bonuses for the Sales Department if achieved.






	1_3: Missing out on potential Revenue. This could impact future ability to invest in further resources.



Losing potential Market Share to competitors.



Missing the Objective could negatively impact employee morale and motivation.




	When will you start: December 2nd
	1_6: Track overall daily/weekly sales performance against the manufacture's objective using CRM tools, sales reports.



Measure conversion rates from December's promotional activities and customer outreach campaigns.



Monitor each Sales Rep's daily activity and track their progress month over month.
	1_8: Sales Team Engagement:



Conduct training sessions with the Sales staff on December incentives.



Set clear targets and offer incentives for achieving or exceeding them.



Marketing Strategy:



Have Marketing Team launch a digital marketing campaign targeting key demographics.



Offer limited-time promotions to boost sales.



We hired an outside Marketing company (Absolute Results) to help out. They trained and made calls with the Sales Staff Wednesday December 4th and Thursday the 5th making 82 appointments for the first weekend of the month. This also helped reestablish the appointment culture in the store.



Inventory:



Ensure we have adequate inventory levels to meet the projected demand.



Customer Engagement:



Sales Managers conduct post-purchase phone call surveys to build loyalty and increase 

referrals.



Monitor Performance:



Hold weekly review meetings to track progress, identify bottlenecks, and adjust strategies as needed.
	1_9: December is notorious for time off.  We have multiple holidays that fall within our specified timeframe. This creates challenges at multiple levels. 



Weather is always a challenge in the Northeast during December. 



Market conditions and rising interest rates.








	1_11: Offer floating vacation days and other incentives for employees to work additional hours.



Make a contigency plan for days we have inclement weather. Work from home if necessary.



Finance Managers getting more involved in each deal. Explaining the current market conditions to potential clients.


