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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 recreate and develop a more structured, user-friendly, and modern parts website for our dealership that can cater to our customers. I want to achieve increasing the core products we sell in parts and increase parts revenue using a consultative sales approach. Increase visits to the parts website. I would like to see more engagement from our customers using our online parts catalog.  I would like to see our current user attraction go from currently 8 inquiries a month on average online to 75 inquiries. I would like to see this attained by September 15th,2022.  
	1_2: 

Increase potential sales in parts revenue 

Obtain sales that could end up going to 

a competitor i.e., Amazon.




	1_3: If we fail to maximize a valid and dominant online presence, we may lose customers that are now dependent on “online shopping “which would result in a loss of sales revenue. Potentially also losing the customer indefinitely if they ever require parts due to the convenience of our competition 


	When will you start: June 15,2022
	1_6: 

Progress will be measured by comparing current traffic volumes to the website verse new traffic levels and parts website online presence and order volume.




	1_8: To Achieve 75 inquires Growth Target I will take the following actions: 

1. Hire a outsource company to revitalize and recreate a new parts website. 

2. Delegate a Parts Rep to handle inquiries fast and fulfill customer demands 

3. Incentivize Parts Rep to close the online sale. I.e for every 10 online orders sold, money is added to your salary.   

4. Hire a company to divert google searches for the requested part item to our website instead of competitors. 

5. Get banners created and placed throughout the dealership regarding our revised online parts catalog. 

6. Market throughout all departments. 


	1_9: 1.  Not being able to obtain the desired traffic online.



2. Not able to match competitors’ pricing



3. The website not being user-friendly.




	1_11: 1. Hold the contacted hired company responsible for results. 



2. Give our customers alternative options I.e. A/M or other brands. 



3. Ensure the website is user-friendly for all audiences, and do a customer review at the end of each transaction asking what could have been done better. 






