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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

2/3 of our parts staff needs training on lost sales. That was pretty evident based on the quiz
we gave them. Our lost sales on our dms report is constantly showing 0 and it needs to be
addressed. We need to train the new employees on what a lost sale is and train all
employees on how to enter lost sales into CDK. After training | will pull a dms report monthly
and calculate what our lost sales should be to ensure its being reported properly.

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?
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What specific actions will you take to achieve your goal? Who can help you?

Potential Challenges? Potential Solutions?
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