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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 plan to train my counter retail parts employees to become better salespeople over the phones, and increase phone and counter sales 50%, this will add roughly $2500 in gross profit to the bottom line.  Training will be implemented immediately 2-3 times a week for 30 minutes a day and results will be tracked 60 days from July 1st when training is implemented.
	1_2: More gross profit

stronger more prideful team
	1_3: lack of growth


	When will you start: July 1st
	1_6: Counter retail sales numbers.
	1_8: My parts manager and service manager will help with training. We also have JM&A sales classes that we will tailor to their needs.
	1_9: skill set 

time
	1_11: patience and consistency.


