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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Increase wholesale sales from $100k/mo to $150k/mo by 9/1/2023

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
- Increased gross profit - Additional expense from additional
- 2 employees capable of handling employee

wholesale clients
- Better relationships with wholesale clients

When will you start? 71112023

How will you gauge your progress? When? Using which metrics?

Track individual wholesale sales employees weekly performance from weekly sales reports
through Reynolds.
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What specific actions will you take to achieve your goal? Who can help you?

I will have our lead wholesale sales rep train the counter sales rep that is being promoted on
wholesale and introduce him to our current clients.

Promoted sales reps primary focus will be building our client base by reaching out to shops in
our area that we currently do not have an account with. Target independent high line shops

and dealerships.

Hire additional counter sales rep. Our Parts Manager and Lead Wholesale/Counter Sales

Reps will train our new counter sales employee.

Potential Challenges?

- Offering competitive pricing

- Ability to deliver parts efficiently with
additional sales volume

- Availability of parts from OEM which could
effect relationship with current shops.

Potential Solutions?

- Additional discounts for pick-up at dealer
- Utilize Uber Delivery if needed

- Have a service porter for small parts
deliveries as needed, more often than not
we have a non-busy porter that is available
- Making sure top clients are still top priority
for parts/deliveries. Cannot ruin
relationships while increasing volume
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- Better relationships with wholesale clients


	1_3: - Additional expense from additional employee

	When will you start: 7/1/2023
	1_6: Track individual wholesale sales employees weekly performance from weekly sales reports through Reynolds. 
	1_8: I will have our lead wholesale sales rep train the counter sales rep that is being promoted on wholesale and introduce him to our current clients. 

Promoted sales reps primary focus will be building our client base by reaching out to shops in our area that we currently do not have an account with. Target independent high line shops and dealerships. 
 
Hire additional counter sales rep. Our Parts Manager and Lead Wholesale/Counter Sales Reps will train our new counter sales employee.  


	1_9: - Offering competitive pricing 
- Ability to deliver parts efficiently with additional sales volume
- Availability of parts from OEM which could effect relationship with current shops. 

	1_11: - Additional discounts for pick-up at dealer
- Utilize Uber Delivery if needed
- Have a service porter for small parts deliveries as needed, more often than not we have a non-busy porter that is available
- Making sure top clients are still top priority for parts/deliveries. Cannot ruin relationships while increasing volume



