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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: My goal is to reduce the total percentage of lost sales from 8.5%PYTD to 5% by the end of the year 2023
	1_2:      By reducing the amount of lost sales we will increase our total sales by actually realizing these lost sales. 
     The department will also regain unquantifiable lost time and hopefully happier employees.

	1_3: We continue to lose money, spend money and time returning parts and not gain customers or additional income.
	When will you start: 4/1/2023
	1_6: I will measure weekly if the new processes have been followed and measure monthly to see how we are trending with lost sales.
	1_8: Meeting with the parts manager
Put a Lost sales process in place
Training for all parts advisors
Monitor our progress
	1_9: We have 20 years advisors that may not take change well
We have always done it that way mentality
People will have to be honest with themselves about following policies and procedures.
	1_11: Weekly meetings
Look at current policies and procedures and change if necessary
Review lost sales by employee and see if there is an issue.


