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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: We will increase our Parts Counter Retail Sales Gross Profit from 28% to 41% by 3/1/21.
	1_2: Increasing Gross Profit from 28% to 41% will add another $70,000 in gross profit.

Will put our Parts department into industry guide for profit %.

Increase client opportunities. 
	1_3: Missing out on $70,000 cash opportunity.

Not taking advantage of our full market share.

Managing down to below market expectations.
	When will you start: 1/1/20
	1_6: We will gauge progress by meeting weekly with the GM and Parts Manager to review gross sales profit reports, expense reports and hours, inventory, plan for the week, and discuss untapped opportunities.


	1_8: The General Manager, Parts Manager, Sales and Service Managers will all be very important to achieving our goal.  The GM needs to support the attention and drive of Parts retail, invest in directional signage, and the other Managers needs to support the direction and customer opportunities to the parts department.

Specific actions:
-Install clear directional and location signage for Parts Department on the property
-Create a display in the sales and service lounges highlighting Parts Department sales
-Implement specific sales targets for Parts Managers to hit targets
-Provide weekly sales target updates to Parts employees
-Partner existing Parts Manager with another Parts Manager to gauge sales, ideas, marketing, etc.



	1_9: Change - Employees don't like change or attention with even a suggestion they're not doing enough.

Location - Our existing Parts department has little signage and is in the back of our lot.

Inventory - Parts inventory has been tough to find right now.

	1_11: Implement specific sales targets and goals for Parts employees.

Get our employees engaged in our goals and opportunity with department bonus options.

Market and advertise our Parts volume and opportunity.









