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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 will increase the internal parts dept. gross profit (store 10 Ford Crestview) from 25.5% to 35% by April 30, 2022.
	1_2: Increase overall gross profit and store profitability YTD. The change in increasing with higher % of gross would add 13k to internal gross for the year thru November. Ford has the overall lowest parts dept. gross profit % for the (SOAG)
	1_3: The store will continue to underachieve on parts gross profit benchmarks and will remain as our lowest grossing parts dept.
	When will you start: 01/24/2022
	1_6: Set clear goals for internal pricing to meet our gross profit group average.

Monitoring the daily doc's by hour and day until improvements occur. Recognizing milestone accomplishments.

Measure against the (SOAG) group average and the Best in Class provided in the composite

Group Average 35.69% and Best in Class Ford 35.78%


	1_8: 1. Do some digging to find out why it is so low compared to the group

2. Review last 30 days of internal repair orders to find out what is causing it.

3. Once the cause is identified, see what changes need to be made to correct.

4. Review and correct if need the parts internal pricing in our DMS

5. Review and look at outside purchases and see how they are priced when sold to the shop

6. Will ask the entire parts team for there input and participation in correcting the issue.


	1_9: Changing the culture of the way they have done business as usual to something that might be unfamiliar to the team.
	1_11: Explaining the process and what we are trying to accomplish and its importance to the success of the parts department.


