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ACTION PLAN 1

e Specific @ 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?

Increase our wholesale business from $522,360 yearly to $720,000 yearly. By end of year
2021.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Parts Sales will increase by $197,640.00 Continue with being saitisfied with the
yearly. reuslts we have .

It will increase our wholesale gross profit We will lose wholes customers due to lack

by $40,471.00 of focus on them.

It will keep our parts driver busy during the Parts driver will have nothing to do and

day. may lose that poisition in the dealership.
Jan 1,2021

When will you start?

How will you gauge your progress? When? Using which metrics?

Track Wholesale sales and GP numbers weekly and discuss with parts manager.
Monitor the GP percent of sales through the DMS with Parts manager.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA ...
o ——

What specific actions will you take to achieve your goal? Who can help you?

Parts Manager will personally call on the large accounts and explaine the incentives they will

recieve if they buy more volume from us.

Print flyers that show the items we have access to get for our customers and hand them to
them with all purchases. Items they may get elsewhere.

Place all past due accounts on COD.

Potential Challenges?

Getting Manager buyin

Losing Wholesale customers

Getting Wholesale customers asking for
more discounts.

Potential Solutions?

Increase our wholesale profit
Get more wholesale customers.

Sale products we normally wouldnt carry in
our dealership.
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	1: Increase our wholesale business from $522,360 yearly to $720,000 yearly. By end of year 2021.
	1_2: Parts Sales will increase by $197,640.00 yearly.

It will increase our wholesale gross profit by $40,471.00

It will keep our parts driver busy during the day.




	1_3: Continue with being saitisfied with the reuslts we have .

We will lose wholes customers due to lack of focus on them.

Parts driver will have nothing to do and may lose that poisition in the dealership.
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Monitor the GP percent of sales through the DMS with Parts manager. 
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Place all past due accounts on COD.
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Getting Manager buyin

Losing Wholesale customers

Getting Wholesale customers asking for more discounts.
	1_11: Increase our wholesale profit

Get more wholesale customers. 

Sale products we normally wouldnt carry in our dealership. 






