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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 improve our parts department wholesale sales by 25% by the end of the 2nd quarter of 2022.
	1_2: Increase in overall net profit.
	1_3: Loss of business and income to our competition.
	When will you start: Jan 1 2022
	1_6: Snap shot of total wholesale sales in dollars over the full year of 2021.  Take that number divided by 12 gives me our monthly avg.  Then multiply that number by 25% that will give me our monthly goal.  
	1_8: I feel like the most important thing is getting ready building up so that we hit the ground running.  So start by working with parts staff and building a list of potential clients with contact information. Start setting meetings over lunch with these potential clients.  Prepare for these meetings with some why buys.  List the things that we can do to solve some of their business problems. 
	1_9: Staff...I only have 2 Parts employess.
	1_11: Work with them side by side and help them so that I can see the pain points.  As we grow we will hire the needed employee to assist in our growth.


