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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: Increase internal parts gross as a % of sales from 34.94% to the benchmark 41.5% by March 2022 using page 54 line 3 to measure progress.  
	1_2: Increased gross to the department and bottom line of the store by a potential  $50k/yr
	1_3: Loss of gross to the department and bottom line of the store
	When will you start: Nov 17 2021
	1_6: We will gauge our progress by using page 54 line 3 from our dealer 20 composite to measure progress.  
	1_8: Work with UCD manager to review reconditioning practices



Work with service manager to decrease amount of declined work from the UCD



potential tiered labour rate for older units needing work




	1_9: UCD trying to protect department gross by keeping recon costs down




	1_11: Help UCD understand that a properly reconditioned vehicle is worth more


