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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 Wholesale gross profit  for parts department  from 16 % to 18 %  by  May 30th.
	1_2: - Increase revenue.
- Increase Gross Profit.
- Ad some additional Profit.


	1_3: Missed opportunity to achieve more gross profit for the parts department  
	When will you start: May 1st 2023
	1_6: I'll check weekly each Friday the progress on wholesale gross profit from CDK Report. 
	1_8: - Adjust mark-up on some parts without loosing the clients for wholesale(minimum increase).
- Review and analyze the additional discount and incentives programs that we currently have.
- Get more new wholesale clients.
- Get report from the OEM Parts District Manager to compare our pricing with other dealers to see the opportunities.



 
	1_9: - Overcome the habit of giving discount for internal order.
- Sales complaining about the charges.


	1_11: - Having good a  communication with all the advisor with an explanation about our goal and how beneficial if for the business.
 
  


