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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



©2020 National Automobile Dealers Association. All Rights Reserved.2

Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: To turn our statement profit from 0% to 15% by July 1st, 2021. (there is so much dead money to be written off that the CFO is using the profits of the department every month to write them off and make the department a break even) 
	1_2: Improve cash flow
Curb unrealized losses
Improve relationships with accounts
Curb obso inventory
Take first step towards guide of 20% profit
Stronger departmental relationships
First step towards more efficient parts dept. 
	1_3: Endless write offs
Employees taking advantage of system
Wholesale accounts taking advantage of system
Inability to track true profit
Inability to track true expenses
Inability to actually be profitable

	When will you start: April 1st 2021
	1_6: Gauge our progress utilizing the formula NADA gave us in profit centering tab and keeping our departmental expenses at 85% of our gross profit. A total of dead money of the schedule must be created and a plan to write everything off by June 1st 2021, leaving an entire month to show a true profit of 15%. 
	1_8: Hire new parts counter people
Hire new wholesale accounts manager
Outside company coming in to do a physical inventory
Part Director and COO meet with me every morning to discuss our progress, we present new obstacles we have found and our solutions for the ones previously found
Attempt to collect and close out as many open receivables as we can
Sign up new accounts to help us offset the losses from depleting the obso inventory
Maintain new accounts and new business efficiently so we don't find ourselves in this problem again 
	1_9: Obso inventory crushing potential profits
Aged receivables crushing potential profits
Finding and training a staff capable of assisting us in this
Problems not being fixed and the same events occurring now that happened before leaving us with the same issues. 

	1_11: Hire experienced parts employees with aggressive pay plans geared towards hitting our goals. 

Utilize all options to get rid of obso inventory taking the smallest loss possible
Set clear guidelines and processes in place for our staff to prevent future aged receivables and obso inventory. 

Teach them to sell to help the department be more profitable. 


