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ACTION PLAN 1

o Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Increase wholesale sales at store from the current average of $43,636.55 to $65,000 a month
by March 15th, 2023. Review current pricing matrix, process on returns, tracking new
customers for additional market share with wholesale market.

BOTTOM LINE: Benefits of Achieving Your Goal

- Added Wholesale profit and additional
wholesale customers

- Retention - providing incentives to our
wholesalers to do business with us.
Discounts based on qty, shorter payment
terms .

- Research and changing matrix pricing

- More Opportunity to move Aged parts or
Obsolete parts

- Added Support form the OEM from
running more value so they can sell you
more parts

- Increase income for current employees

January 04, 2023
When will you start?

Consequences of Not Achieving Your Goal

- Loose customers after adjusting pricing
and charging restocking fee.

- Opportunity to carry a lack of needed
inventory in feel of having too many at a
time

- Discounting instead of building value.

- We become less reliant in our community
as a parts dealer

- Higher returns from not from not enforcing
charges on returns and delivers.

- Aging / Obsolete parts turn into scrap or
higher loss item

How will you gauge your progress? When? Using which metrics?

Our progress can be monitored based on increased monthly sales. With trend after first
quarter of 2023. Based on overall volume of sales and additonal customer base. Wholesale

customers can be monitored via CDK and elLeads.
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What specific actions will you take to achieve your goal? Who can help you?

- Review pricing for all current customers to ensure pricing and discounts are correct.
- Review current credit terms on all customers to make sure it alligns with our bsuiness
model; would granting net 30 days gain additional business with current customer.

- Digital marketing - website and BDC

- Process change - charge processing fee on returned parts
- Change current parts website and focus more on ecommerce to gain additional business

and move aging parts

- Visit companies/wholesalers in person (body shops & independent dealers)
- Parts employees make 5 outbound calls per day trying to gain new business
- All employees within parts department required to run vin when taking calls on OEM

vehicles incase they can get recall part work.
- Review all shipping charges and supply charges.

Spiffs - - -

Work with the sales department and customer network. They currently have a customer base
we don't sell! They also sell Body Shops that don't currently purchase parts from us. Shops
that repair our new vehicles with damage during shipping and pre-owned vehicles before
retail sale. Let's capture this business using relationships already built with sales department!

Potential Challenges?

Inventory - Part shortages

Employees - Mindset - Change
Additional phone and process training for
all parts department employees on CRM

for tracking and new customer information.

- Customers not wanting to pay fees or
adjusted pricing

- Falling back into old ways and not
following process

- Not using new tools supplied to help

increase business and monitor customers.

<CRM>

Potential Solutions?

- Focus on employees and have them
embrase the change. Constant positive
reenforment.

- Wave restocking fee for customers who
stay below certain percentage.

- Offer dsicount for Net 30 accounts who
pay Net 10.

- Voulme discount -

- Training - CRM - we can change
approach and focus on taking care of the
customer wholesale customer to grow
business
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	1: Increase  wholesale sales at store from the current average of $43,636.55 to $65,000 a month by March 15th, 2023. Review current pricing matrix, process on returns, tracking new customers for additional market share with wholesale market. 
	1_2: - Added Wholesale profit and additional wholesale customers
- Retention - providing incentives  to our wholesalers to do business with us. Discounts based on qty, shorter payment terms .
- Research and changing matrix pricing 
- More Opportunity to move Aged parts or Obsolete parts
- Added Support form the OEM from running more value so they can sell you more parts  
- Increase income for current employees inside parts department with increased sales
- Adding addional employees 
- Add 10 new wholesale accounts


	1_3: - Loose customers after adjusting pricing and charging restocking fee.

- Opportunity to carry a lack of needed inventory in feel of having too many at a time

- Discounting instead of building value.

- We become less reliant in our community as a parts dealer

- Higher returns from not from not enforcing charges on returns and delivers.

- Aging / Obsolete parts turn into scrap or higher loss item








	When will you start: January 04, 2023
	1_6: Our progress can be monitored based on increased monthly sales.  With trend after first quarter of 2023. Based on overall volume of sales and additonal customer base. Wholesale customers can be monitored via CDK and eLeads. 
	1_8: - Review pricing for all current customers to ensure pricing and discounts are correct.

- Review current credit terms on all customers to make sure it alligns with our bsuiness model; would granting net 30 days gain additional business with current customer.

- Digital marketing - website and BDC 

- Process change - charge processing fee on returned parts

- Change current parts website and focus more on ecommerce to gain additional business and move aging parts

- Visit companies/wholesalers in person (body shops & independent dealers)

- Parts employees make 5 outbound calls per day trying to gain new business

- All employees within parts department required to run vin when taking calls on OEM vehicles incase they can get recall part work.

- Review all shipping charges and supply charges.



Spiffs  - - - 



Work with the sales department and customer network. They currently have a customer base we don't sell! They also sell Body Shops that don't currently purchase parts from us. Shops that repair our new vehicles with damage during shipping and pre-owned vehicles before retail sale. Let's capture this business using relationships already built with sales department! 






	1_9: 

Inventory - Part shortages

Employees - Mindset - Change

Additional phone and process training for all parts department employees on CRM for tracking and new customer information.

- Customers not wanting to pay fees or adjusted pricing

 - Falling back into old ways and not following process

- Not using new tools supplied to help increase business and monitor customers. <CRM>






	1_11: - Focus on employees and have them embrase the change. Constant positive reenforment. 
 - Wave restocking fee for customers who stay below certain percentage.
 - Offer dsicount for Net 30 accounts who pay Net 10.
- Voulme discount -
-  Training - CRM - we can change approach and focus on taking care of the customer wholesale customer to grow business
 


