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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: My goal is to start tracking emergency purchases as well as lost sales. Currently our DMS reports show "0" for both because it is not being tracked at all.
	1_2: Tracking this information will be helpful in assisting with our phase-in/phase-out goal. Having parts that we need on hand will increase our FTFR and keep techs from standing around waiting for parts.
	1_3: Not achieving this goal will prevent us from knowing what we have needed on hand and will continue the need to order parts on an emergency basis.
	When will you start: February 1, 2022
	1_6: I will run DMS reports monthly to track progress.
	1_8: I will have the parts personnel keep track of lost sales in an excel spreadsheet, and I will manually enter the data. I will enter the part data from invoices for parts that come from other dealerships as emergency purchases. 
	1_9: Getting everyone else on board seeing the importance of this will be a challenge as well as my involvement when I'm not back there to see for myself what is happening.
	1_11: Explaining the current data and what I've learned about the importance of FTFR may encourage them enough to get participation. We may have to think of an incentive program for documenting the lost sales. That will be the trickier task.


