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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: Clean up our obsolescent parts issue by Jan 1 2022. We are currently at $94000 in parts over 12 months. This number needs to be at $40000 by year end. 
	1_2: More available funds to stock faster turning parts



increased first time fill rate with more appropriate parts available



More available return credits 




	1_3: Frozen capital in unsellable parts



Wasted space in storage areas



Lost gross to the bottom line



 
	When will you start: Already started
	1_6: Success will be determined by the dollar amount and % of total inventory over 12 months using our DMS report and financial statement. 
	1_8: We will move some of our aged clothing out to our Cochrane location, made it mandatory for all SOP to be prepaid, Provide trainng for parts and service staff, evaluate our returns process. All parts and service staff. 
	1_9: Kick back from staff on collecting payment up front on SOP



Falling back into old habits




	1_11: Help them understand that you cant order anuthing online without prepayment, its a normal practice in the retail world. 



Consistant training


