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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: Raising our AVG sales per month in wholesale to $63,392 ( Dealer Groups AVG) from $42,533 while maintaining our gross percentage at 16%.
	1_2: Increasing your brand in a very competitive market
Customer retention which can lead into other possibilities 
Increase gross to bottom line of the department and store
	1_3: Loss gross profit to department and store
	When will you start: Nov 17th/2021
	1_6: I will gauge my progress through our dealer composite page 54 line 21 for future months. 
	1_8: - Going through our certain wholesaler client base to find accounts that have a strong possibility of becoming stronger 
- Doing incentives or cash back options for our larger clients to get more business in

Our parts department which is a team of six individuals would need to come together to find the vision of increasing sales through customer retention and sales.


	1_9: The market being too competitive due to eight dealerships  in a 50km radius from our location

We are already behind on wholesale due to us not making it a priority from the beginning 
	1_11: Doing incentives or cash back ideas to certain accounts might favor our business then the competitors

Starting as soon as possible , we are behind the certain group that is around our area but with consistency and hard work we should be able to increase sales.


