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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”

We will increase our W/S gross margin from 19% to 22% by the end of the year December
31, 2023

How does this goal align with or support your dealer’s vision?
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you?

With just a slight increase in percentage, we have a fantastic opportunity to boost our annual
gross profit by an impressive $73,459, especially considering our projected sales of $2.44M.
To capitalize on this potential, we could invite our bottom 10% of customers to meeting and
discuss a price adjustment. During this meeting, we can also gain valuable insights into their
primary sources for parts and explore ways to serve them even better. This could lead to a

mutually beneficial agreement, or perhaps it might be in both our interests to amicably part
ways.

Moreover, let's not forget to show our gratitude to our top customers by treating their entire

staff to an appreciation lunch. We can arrange for food trucks to cater to the event and
happily pick up the tab as a token of our appreciation.

This action plan will run in conjuction with the previous plan from last week of adding
additional revenue.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve?
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Meet w/ bottom | Confrence room Joe- Parts EOM July |
1N mananar
Lunch for Work together Joe EOM July
amnlnveac tnn 10 with Edna

L
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How will you track your progress? Where will you find the information? How often will you check in?

!

Discuss and track progress with our parts manager in our bi-weekly asset meetings.

Potential Obstacles? Potential Solutions?

Bottom 10% decide to do business Not much of a pitfall considering it
elswhere. wasn't of much benefit for our store to

do business with them and now we can
further focus on our top w/s customers.

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?
$73,459 in additional GP for the year.

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits

that produced poor results? Be specific.

There will always be a bottom 10% obvisouly it's just the way math works, however we can
set a benchmark for W/S customers and the ones that fall below this benchwark we can ask
what processes have we/ or they changed that lead to them doing less business with us.
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	How does this goal align with or support your dealers vision: We will increase our W/S gross margin from 19% to 22% by the end of the year December 31, 2023 
	1: With just a slight increase in percentage, we have a fantastic opportunity to boost our annual gross profit by an impressive $73,459, especially considering our projected sales of $2.44M. To capitalize on this potential, we could invite our bottom 10% of customers to meeting and discuss a price adjustment. During this meeting, we can also gain valuable insights into their primary sources for parts and explore ways to serve them even better. This could lead to a mutually beneficial agreement, or perhaps it might be in both our interests to amicably part ways.



Moreover, let's not forget to show our gratitude to our top customers by treating their entire staff to an appreciation lunch. We can arrange for food trucks to cater to the event and happily pick up the tab as a token of our appreciation.





This action plan will run in conjuction with the previous plan from last week of adding additional revenue. 
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