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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: By the end of 2022 I would like to increase my wholesale parts department overall gross margin from its YTD number of 14.8 to 17%.
	1_2: If I increase this this margin by a factor of 2.2% it will bring in an additional $264,000 in gross.
	1_3: If I do not achieve this goal I will not only let myself down but I will let down the dealer principal.  As well by not achieving this I will leave a possible $264,000 in additional payable gross to the dealership.
	When will you start: I have been working on this goal all year. So IMMEDIATELY.
	1_6: Every month I will be able to look at my Ford financial statement on page 5 line 4 to see how we are doing on a month to month basis.  I can also track daily through CDK's Employee Productivity Report to ensure that we are pacing to hit my goal.  
	1_8: Achieving a margin of this magnitude on a total sales amount of one million dollars per month will take a bunch of small changes to make a big difference.  It will require constant management of my managers and my parts advisors to ensure that they are following these steps in order to achieve this goal.



1. I must continue to monitor my customers' accounts monthly to ensure that their return rates are not spiking and that they are continuing to earn the wholesale discount that they are currently receiving. Customers that get off track with their returns will receive monthly calls from management about the importance of having a low return rate to the dealership. Habitual offenders will then receive a following phone call which will result in a worse discount regarding wholesale parts pricing. By doing this we ensure to keep open lines of communication with our customers so that when they get out of line, we have repercussions that effect their pockets.



2. We must track returns daily and ensure that non stocking items are hit with a 20% return fee. Non stocking SOP's can result in obsolescent inventory and high return fees. Ensuring that this 20% return fee is collected every time will ensure that we are not leaving money on the table. 



3. We must be constantly trying to sign up more customers for Ford's collision link program. Body shops that are signed up for Collision link through Ford make filling orders easier and result in higher kickbacks from the manufacturer. By continuing to make daily efforts with customers who continue to call in will result in greater commissions from the manufacturer which will result in a higher gross on every order.
	1_9: Customers can get quite angry in regard to returns as it is usually a he said she said conversation. This can result in loss of customers from time to time.  Ensuring that management confronts and notices every disgruntled customer is important to retaining the customers we have worked hard to retain. Regarding collision link, it may sound easy getting someone to sign up for a free program to save them money, unfortunately some of these body shops still use typewriters. Educating our customers on technology can be challenging. 
	1_11: We must ensure that management is made aware on any disgruntled or angry customer immediately!



Sending a sales rep or manager out to these tech averse body shops could make it easier for them to sign up for collision link. 


