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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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Wotential Challenges? Wotential ^olutions?

What sƉecific actions will you taŬe to achieve your goal? Who can helƉ you?


	1: To increase our monthly wholesale average from $31,037 up to $50,000 by June 30th 2021. 
	1_2: Increased dollars to the bottom line.

Parts consultants will make more money and be happy for it.

Establish new relationships with new clients.
	1_3: Potential loss dollars on the bottom line.

Parts consultants will continue to make what their already making with no increase.

May miss opportunities for new clients and referrals from these new clients.
	When will you start: January 4th 2021
	1_6: We will run reports through our dms monthly to see the wholesale dollars achieved. We will also track our progress daily by taking current gross and dividing it by days worked and then multiplying it by number of selling days in the month. This data will be posted in the dept for everyone to see daily.
	1_8: Both Parts Advisors and Parts Manager will be required to contact 2 new wholesale opportunities daily.

We will also require both advisors and manager to make 1 stop by a new wholesale opportunity weekly to drop off a box of donuts and leave a stack of business cards.

We will implement a discount program with current wholesale customers based off of the amount of dollars they spend with us monthly and encourage them that the more they spend the more they save. This is to increase the business that we already have.  We will also start dropping off donuts once a week with these clients as well.
	1_9: Parts Advisors and Manager get busy during the day and do not contact their required 2 new opportunities.

Scheduling may be an issue with have them away from the dept prospecting.

Dept gets discouraged if we are not tracking the results we are after and they give up.
	1_11: Implement a new schedule that allows each employee his time to make his contacts and deliver his donuts.

Have dept manager keep his team positive by encouraging them this is working. Results will follow eventually. It won't happen overnight.


