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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: Increase parts wholesale to $20,000 by creating a spreadsheet to show which wholesale customers are our best and adjust the pricing and discounts to maximize profit and try to grow the volume of wholesale business. We will acheive this by 10/01/2023.
	1_2: Having a healthier parts wholesale business, happier customers, and more gross profit.
	1_3: A lack luster wholesale department that is being underutilized. 
	When will you start: 7/5/23
	1_6: I will gauge our progress by having the parts manager update the wholesale customer sheet to show us how we're doing with the new process.
	1_8: I will create a spread sheet to gauge the pricing for each of our wholesale customer to make sure we're taking care of our best customers and giving them better pricing. We want to make sure all of our wholesale relationships make sense for both parties. 



I will work with the parts manager and assign a parts counter person to assit with manning all wholesale accounts while focusing on volume as well as profit. 
	1_9: Finding a responsible parts counter person to assist with the tracking and managing of accounts.



Potential push back from our worse wholesale clients who are unhappy about the raised price. 
	1_11: Invest our time in our best wholesale customer and body shops to maximize our profit by increasing volume. 


