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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 increase our Wholesale business by 10% from sales in March 2022 YTD from 

$ 196,083 to $ 215,691. An increase of $ 19,608. I want to increase Wholesale business by 10 % percent by August 15,2022. Seek out Bodyshops in the market area. 
	1_2: 

Increase in sales in parts revenue.

Obtain sales that could end up going to 

a competitor / another dealership. Increased return reserve from manufacture.




	1_3: If we fail to maximize an increase in  wholesale business, we are missing opportunities for sales revenue and potential return reserve dollars that are crucial for returns. 
	When will you start: May 30,2022
	1_6: 

Progress will be measured by following the doc sheet weekly and finincial statement to gauge dollar figures on the Doc sheet VS last years numbers in Wholesale dollars. We will also monitor the amount of new wholesale accounts secured. 




	1_8: To Achieve 10 %  Growth Target in specifically Wholesale Business I will take the following actions: 



1. Hire a new position - Wholesale Representitive to obtain and get new Whoelsale Accounts. 



2. Reachout to all Body Shop accounts and offer a better discount to obtain new accounts.



3. Speak to my friends and previous Manager at the Boyd Autobody Group to use my relationship to secure new accounts. 



4. Discuss an Incentive plan with my Parts Manager to seek and secure new Wholesale Accounts. 
	1_9: 1.  Not being able to obtain the desired traffic online.



2. Not able to match competitor's 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. 






