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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: Start tracking lost sales accurately. Make sure everyone has the same definition of what a lost sale is so everyone is on the same page. February 1, 2021.


	1_2: Ability to stock parts better



Tracking how much money was lost



More profit to dealership
	1_3: Loss of profit



Wrong or unneccesary parts in stock



Less profit for dealership
	When will you start: February 1, 2021
	1_6: Have parts members track lost sales in DMS


	1_8: Sit down with Parts manager and Service manager to come up with what our definition of a 



lost sale will be. Have parts employees keep track of lost sales in DMS.
	1_9: Push back from management



Parts employess not tracking accurately 
	1_11: Sales training to prevent lost sales



Explain importance of tracking lost sales






