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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: To increase counter retail % of total from 6.24 to 9.0% by 10/31
	1_2: Instead of taking orders we will actually do suggestive selling. We will start to establish a culture of selling which will lead to more profit. 

	1_3: Customers will not get proper level of service. Lost revenue potential. 
	When will you start: 10/01/2021
	1_6: We will run weekly reports in the DMS and track all counter sales. 
	1_8: We will keep track of every customer that comes in and what they were looking for and what they actually purchased. The parts manager will help out and perform quality check phone calls asking customers the reason of their visit. This will allow us to track what was sold versus what was sought. 
	1_9: Not selling any inventory, lost of profit. Not giving the customer the level of service they deserve. 
	1_11: Include Parts manager in the process create a spiff that will reward the counter personnel for hitting goal.   


