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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 our parts department Gross Profit Return on sales by 10% in customer pay, internal, warranty, retail counter, and wholesale counter. 
	1_2: Increase of of roughly $40,000 in gross profits. 


	1_3: Department cost money if not achived
	When will you start: 
	1_6: Procees the parts depratment sales, gross, expense, and fixed expense monthly/anually. 
	1_8: My first step is to comuunicae with my staff my findings- how our gross profit is low in all sales. Parts are hard to get and should be paid a premium for. Parts Price increase of 20-25% should be implemented on top of current margines. I believe we should focus on cleaning up the parts department in our dealership. A parts audit is overdue and should be done quarterly- bin locations and quantities need to be up to date for accurate.Special order parts need to be combed over- with stale special order parts sent back / installed on customers vehicles. We are also discounting accessories and parts in sales. I feel there is a change- needed not only in parts but also service and sales. Not discounting internally is my first step. I want to show these guys we can hold gross internal first- in turn I hope this will give them the confidence to sell additional in customer r.o, counter wholese/retail. 

My parts staff, service staff, and sales staff can both help me. Sales starts from setting the table, preparing the customer for MSRP or more for parts is important. 
	1_9: Used to discounting 

departsments like to show discounts that dont reflect their own GP
	1_11: Everyone is respoinsible for GP in ALL DEPTs.

What discounts???
 
Limit discounts to 5-10% max. off of MSRP. 

Exception- Owner/special Wholesale


