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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: To increase our retail accessories sales business by 70% using our march 2022 month to date from $3731 to $10231, which will increase $6500 by September 1st 2022.


	1_2: the increase in accesories sale will show the parts department we are wanting to work with there team while increase our accessory sales and customer offering at the point of sale
	1_3: consequences of missing this target will be simply be the confirmation that sales and parts are not able to work together. and missed revenue opportunity.
	When will you start: Our goal is to start June 1 2022
	1_6: we can gauge daily and monthly by the DOC, and creating opportunity to regulary meet with the parts department to increase accessory sales.
	1_8: daily review of previous days sales vs total accesory sale for the week.

Create a spiff program to sell accessories for the sales staff.

always have a selection of accessories in the showrrom for customers to see( with pricing.)
	1_9: -unknown cost upon reconditioning inspections.

- staffing issues

- going back to old habits

- parts availibility, distribution challenges.

-compeditors.
	1_11: -increased communication within the departments.

- back up staff to keep work flow undisturbed.

- watchful eye on competitors pricing strategy.

proactive buying strategies for product.






