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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: Goal: To increase gross profit on wholesale parts.

Achieve: Continued relationships with wholesales and increase profits.

Metric: Measure Wholesale parts sales to wholesale gross profit

Date: March 20th will the timeline to track progress.
	1_2: Benefit: Increased gross on wholesale parts.

Currently at 16% on gross profit return on sales.

UPDATE:

January 31st Total sales were $103,298 

Profit was $19,425 

Percentage is 18.80% 

Improvement of 2.8%

UPDATE:

February 28th Total sales were $117,093

Profit was $20,722 

Percentage was 17.70%

Sill improvement of 1.70%

UPDATE
	1_3: Consequences: Continue losing gross. Staying below NADA guide

NADA guidelines 20%-25% 



UPDATE:

Need to continue to improve gross profit on wholesale parts. 
	When will you start: January 17th 2022
	1_6: I will continue to monitor on a weekly basis wholesale part sale VS. wholesale gross profit



UPDATE:

Will contnue to watch wholesale parts on a monthy basis. Looking for continued improvment in wholesale parts dept. 


	1_8: I will meet with our Parts Director, Bernie.

Then we will research to determine the reason we are below. We will address the cause of us not maximizing our potential. 



UPDATE:



Have had weekly meetings with Bernie our parts manager. His team is working with current customers to slowly increase the profit in wholesale parts. 

We are hiring a new wholesale manager, the current one is leaving for personal reasons. 

This will allow is to train the new wholesale parts to also increase profits.
	1_9: Long term customers expecting continued discounts on parts. 

Employees looking for discounts. 
	1_11: Offer some discounts of old age inventory or stock parts. No discounts on special order parts.

No discounts for employees. He will explore other ways to save customers and empoyees money.


