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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: I will increase our counter sales from 6.14% to 10% by April 30, 2021
	1_2: Increase sales/profit in parts 



Higher counter sales will lead to possible 

higher up sales.



Possible New/used car sales turns



More R/O's for service






	1_3: same or less profit in parts counter



less traffic thru part dept.



No extra service R/O's








	When will you start: 1/13/2021
	1_6: We will increase sale to 7% by 1/31/21



We will increase sales to 8.5% by 2/28/21



We will increase sales to 9.5% by 3/31/21



We will increase sales to 10% by 4/30/21
	1_8: First we will update our website.  I will add a actual parts catalog to our website.  We will also setup a "Will Call" area in parts for online and phone order parts pickup.  We we send out a email blast informing customers of our parts catalog online.  We will always update our display cases with fresh inventory for customers. I will have a meeting with the parts manager every two weeks to go over the numbers in dealertrack and to make sure we are increasing.
	1_9: Getting the right parts on time.



Covid



Personnal getting on board




	1_11: Using a third party for backorder parts.












