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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 goal is to increase our accessories sales from an average of $20,000 a month to $35,000 a month by June 2021. 
	1_2: -Increase overall parts sales producing more profit for the dealership


	1_3: -Fail to capitalize on a profitable market in which our customers will probably still purchase elsewhere. 
	When will you start: I will start on 1/1/2021
	1_6: I will gauge my progress by monitoring the accessories sales number on a weekly basis. 
	1_8: -Create an attractive accessories display in our retail parts shop to attract customers. 
-Place stickers on showroom cars indicating accessories and prices
-Require sales consultants to sit down with customer and show them potential accessory options with AddonAuto software. 

	1_9: -Keeping sales consultants engaged in selling accessories 

-Creating and attractive accessories display
	1_11: -Strong pay incentives for accessories




