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e Specific m 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?

To create a better Wholesale business!

Selling more parts with the opportunity for an increase in business ands Gross.
Actually having a Wholesale presence.

Starting now with the call to action and a business plan until the end of year

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increased income. No increased income.
Selling more parts. Staying where we are and not growing.
Getting into the Wholesale business No Wholesale presence
Nov 16th

When will you start?

How will you gauge your progress? When? Using which metrics?
We will have weekly meetings.
Talk about new possibilities.

Develop A business plan with a goal.
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What specific actions will you take to achieve your goal? Who can help you?

1) Getting a list of Business's in our area.

2) Prospecting for new accounts.

3) Add a Web presence for wholesale parts.
4) Incentive programs for wholesale

The Parts Manager and staff.
The whole dealership, Who do you know that can buy from us.

Potential Challenges? Potential Solutions?
Who has the business now. Getting everyone on board.
Can we be aggressive enough to earn their The parts manager and the GM working
business. together.
Getting the parts manager to develop a Getting good wholesale partners.

plan and sticking with it.
Offering incentives that no one else does.
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	1: To create a better Wholesale business!
Selling more parts with the opportunity for an increase in business ands Gross.
Actually having a Wholesale presence.
Starting now with the call to action and a business plan until the end of year
	1_2: Increased income.

Selling more parts.

Getting into the Wholesale business





	1_3: No increased income.

Staying where we are and not growing.

No Wholesale presence




	When will you start: Nov 16th
	1_6: We will have weekly meetings.

Talk about new possibilities.

Develop A business plan with a goal.  


	1_8: 1) Getting a list of Business's in our area.
2) Prospecting for new accounts.
3) Add a Web presence for wholesale parts.
4) Incentive programs for wholesale 

The Parts Manager and staff. 
The whole dealership, Who do you know that can buy from us.





 
	1_9: Who has the business now.

Can we be aggressive enough to earn their business.

Getting the parts manager to develop a plan and sticking with it.

	1_11: Getting everyone on board.

The parts manager and the GM working together.

Getting good wholesale partners.

Offering incentives that no one else does.


