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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 would like to increse my parts counter Gross Profit on Sales from 33.7% to match the guide of 41%. I beleive a realistic date to reach that goal would be by the end of the year. 
	1_2: Increased gross realized by the Parts Department
	1_3: Less gross for the dealership
	When will you start: Immidiatly
	1_6: Daily, weekly and monthly by monitoring the % on the Financial Statement.
	1_8: I will be working with my Patrts Manager to determine why this area of his department is underperforming while he is able to exceed the guide in all other areas. 



Once we have identified the issues we will make the necissary adjustments and monitor the progress. 
	1_9: If the reason for such a low % is that technitians are buying parts at a discount to work on side projects (my hunch), it will be difficult to explain that we can no longer allow them to do that. 
	1_11: Put a policy in place that doesn't allow them to take advantage of their accessability of parts. 


