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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 want counter sales to increase by 20% for the period of July 4 to end of day July 31 over our current ytd average.
	1_2: More sales 

more profit 

more customers coming into dealership

potential for making service bookings and selling accsories, impulse buying in the boutiqe.  




	1_3: having more expense trying to achieve goal

parts personnels 
	When will you start: 8:00 AM July 4, 2023
	1_6: Keep track of counter sales daily and comparing mom and moy records.  Make sure counter sales arent being used instead of going on service orders.  Key performance indicators would be used as well as sales growth and customer satisfaction measured by CSI scores and website reviews.
	1_8: Improve the parts boutique to ensure products are displayed in an organized and appealing manner to customers.  Offer promotions and discounts via social media and advertising material to bring customers into the parts counter.  Analyze sales data and adjust for seasons and trends.  Marketing manager can help in these processes as well as training coordinator to plan and train staff for product knowledge and customer service skills.
	1_9: To increase customer numbers to come into dealership to make purchases.  

Have enough trained personel available to help more customers that are coming in.  

Competition from aftermarket parts businesses.  Supply chain issues for parts being back ordered.
	1_11: Develop effective strategies, adapt and monitor set strategies. Investing in staff training, possibly hiring more counter staff if sales increase beyond what personael can handle. Bring in a larger selection of inventory to have parts on hand to go out and not trying to bring the customer back next day when the parts order arrives.


