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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: Reduce my obsolescence parts. I want to go from 30k to 18k in obsolescence inventory by the end of the year.  
	1_2: Will generate an additional 12k in gross profit 


	1_3: Will write off 30k in obsolescence

Will lose out on 12k in gross 
	When will you start: 06/01/2021
	1_6: Will check amount of obsolescence at the beginning of every month. We will check this buy running a report in the DMS 
	1_8: We will advertise bi monthly parts blow out sales reducing the cost of all parts by upwards of 40%. We will attach some type of event (Bolts and Burgers etc) to the event. 
	1_9: Not selling any inventory 

Going deeper in the whole 

Parts manager not bought in 
	1_11: Include Parts manager in the process 

Incentivice parts personell to sell at the event 


