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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: Sale more Parts Accessories YOY.  I would like to increase Parts Accessories sales by 25%. I would like to do this by the end of the 1st quarter 2022.  It will be important to experiment with a Parts Boutique to fully accomplish dealership staff buy in.
	1_2: Increased bottom line.  
	1_3: A parts department that is just order takers.
	When will you start: Jan 1 2022
	1_6: I will have past years parts accessories sales broke down for the past year in quarters.  I will check at the end of every month to see where we are at with sales.
	1_8: We will set up a Parts boutique and have it ready to open by Jan 1 2022.  We will stock it with shirts,hats and other best practice items to include vehicle accessories. Working with all my managers we will create social media and email campagins to increase sales of our accessories.  We will implement best practice process for getting customers enguaged in our boutique.
	1_9: Parts dept pushback.
	1_11: Ask for help setting up a boutique.  Let it start as a place for our shirts and hats ect.  But allow it to grow into a parts boutique.


