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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 employee production monthly from $11,000.00 GP per employee  to NADA guide $15,000.00 per employee starting January 2021.
	1_2: Provide better customer service 

Sales training and roll playing with parts staff

Increase my monthly parts sales by $50,250.00

Increase in monthly Parts GP by $16,000.00

Increase monthly Parts net profit by $3800.00










	1_3: 

Remain lower then NADA Guide 

Have untrained , unfriendly parts staff

Not increase the profit of the parts department 

Turn over of employees due to not changing old habits.


	When will you start: January 1,2021 and everyday after
	1_6: Jan 1,2021 start sales training and phone operating skills with parts staff

Feb 1,2021 Track the daily sales per counter person

March 1,2021 Put incentives in place for Parts counter person achievements 

April moving forward we will continue a daily process to get better
	1_8: I will work with the parts manager to encourage excitement about the changes with his staff. 

Parts manager and General manager will work closing together to do sales training for the parts staff.

Parts manager will put a sales tracking board in site of parts staff to create a competition within the department 

We will pay monthly incentives to each parts person on the achievement of hitting goals
	1_9: Parts manager does not embrace the change.

Parts staff can't perform at the level needed to hit goal.

Employee turnover 

Business slows due to pandemic 


	1_11: Parts staff embraces change and works together on becoming better.

Staff likes the competitive set and wants to win every month.

Profit will increase due to everyone doing what nees done . 

Service department see the success and wants to follow the same training. 

The dealership continues to be successful 




