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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: I would like to increase parts gross profit on internal parts orders to 40% by the end of Q2 2022.
	1_2: Benefits of achieving this goal include realizing lost profit, as well as properly compensating the parts team for their efforts. There is no reason that we can't be maximizing profits on internal work and enable more competitive compensation and growth of the department.
	1_3: Unrealized profits, overworked and underpaid team, and slow/no growth of department.
	When will you start: November 2021
	1_6: We will evaluate gross profit on internal parts orders on a weekly basis. We will re-evaluate results at the end of March, and if parts grosses are above 38% on internal orders we will consider changes to team compensation.
	1_8: We will gradually raise parts markup on internal orders month by month. A one percent increase month by month should yield the desired result by June of 2022. I will need 100 percent buy-in of the Parts Manager. He must agree to the plan, assist in its implementation, and commit to it fully. I will also discuss the plan with the Service Manager to gain his buy-in. He will need to agree to the plan for it to succeed. If either of these key people do not believe this will benefit them or the team they won't join the effort. 

Once they see the increased profits and benefits of raising the internal gross profit we will begin to effect other areas of the service operations, which in turn will raise overall gross profits.
	1_9: Not gaining buy-in from key players. If the Used Car Manager requests a discount or help with a retail job, and the Parts Manager concedes, the plan will be doomed to fail.
	1_11: I think the plan of slow, incremental increases will help, but ultimately we will have to present a unified front with regard to the plan to increase internal parts prices. 


