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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: Increase my parts department revenue.  I want to make make sure my parts department becomes more profitable.  Warranty parts gross is currently 29.8% versus Customer Mechanic 39.4%.  That being said i need to request warranty parts reimbursement increase to make sure we match customer pay. 
	1_2: More gross profit.
More net profit.
	1_3: Continuing to make the same amount of profit as a percentage of sales and or gross.
	When will you start: 05/01/2021
	1_6: I will gauge my progress when the parts reimbursement is approved.  I will be using warranty parts gross.
	1_8: I will have to find out when was the last time we requested warranty parts increase.  My Parts Manager and my Service Manager will be able to help me.
	1_9: Warranty parts increase was requested less then a year ago.
	1_11: Wait the 12 month calendar and place a new request.


