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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: I will increase my internal parts gross profit return on sales percentage from 18% to match my customer and warranty percentage by March 1st 2023.
	1_2: Increase in overall parts income / gross profit from $27k to $52k
	1_3: Parts gross profit will not increase and we will stay mediocre. 
	When will you start: 1/23/23
	1_6: I will use my dealerops site to watch the calcualtion daily. 


	1_8: I will meet with my parts, service and sales managers to discuss what exactly is being charged as internal to evaluate if there are items that are being charged internally that should not be or any items that are not being charged internally that should be. Once that assessment has been made, my parts manager and I will discuss the importance of making sure that the internal parts rate matches that of customer / warranty rate and make the necessary adjustments to get inline. 
	1_9: * Sales management complaining about new internal rates effecting overall recon cost.



*
	1_11: * Mediate sales management attitude by explaining the "why" behind the change as well as reaffirming that they are going to sale from cost up no matter what recon charges are. 




