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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 will increase Return-On-Sale by 10 basis points by the end of October 2022 by reducing indirect spend $150,000.
	1_2: Net Profit improvement.
	1_3: Net Profit remains stagnant risking degradation and growth opportunities are lost.
	When will you start: July 2021
	1_6: Indirect spend will be tracked by account and by vendor weekly to ensure spend reductions are achieved and adhered to.  Results to be summarized and reviewed monthly by steering committee.
	1_8: We will analyze current spend vendor by vendor and benchmark our pricing utilizing SSI's expertise.  We will requote current vendors and receive quotes from new vendors leveraging the buying power of three stores buying as one instead of three siloed stores making buying decisions independly.  Buy-in is needed by all manager's to ensure we are all working towards the same goal.   Savings $150,000 in expense has the same bottom-line impact as an additional $4,900,000 of sales.



	1_9: 1. Long-Term & Local Vendor Relationships



2. Differing Preferences



3. Customer AND Vendor Relationships


	1_11: 1. Give current vendors opportunities to bid pricing and coach them to be a better suppliers



2. Determine the true need vs. want regarding items/services



3. How much are we making on the customer vs. how much they are overchargings.






