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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: Goal-Increase operating proftit in our parts department to $80,000 

From our finacial statement by end of March 31st



David Reyes N415


	1_2: Improving moral of current employees when accomplishing the our goals as a team after lossing money with prior leadership.



Better compensation to employees



Higher profit to dealership
	1_3: Push back from empoyees after no succesing with the changes.



Continuation of down trend in our fixed department
	When will you start: March 1st 2023
	1_6: Checking daily parts sales by department, counter, wholesale and internal to see who needs training on upselling.  Tracking metrics in reverse risk daily to have real time daily sales.
	1_8: Training/Reminder of upselling and recomendations of other parts needed when doing job at hand.



Daily tracking on individual performance to hit store goal.



Our parts director will get us there with tight operation and process.
	1_9: Newer employe doing this job for the first time and knowing what to recommend for job on hand for upsale.



High Volume store and not taking our time with customer or advisor to ask the right questions to upsale.
	1_11: Daily training with parts sales team to get the easy sales under their belt to build confidence on the bigger jobs.



Making sure we have enough parts personel to be able to handle the high volume


