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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: We are going to increase gross profit by employee in parts by 5% by September 30, 2023.
	1_2: Both employees will make more money.
Will create a sense of urgency to not discount items.

	1_3: Both employees won't push to grow.
Parts department will stay stale in gross profit.
	When will you start: We will start this goal on July 15, 2023.
	1_6: We will track this goal every 2 weeks by looking at the numbers and having a meeting with both employees.  We will be using the the metric of parts employee productivity MTD formula.  We will log the numbers on an excel sheet during our meeting and track the progress.
	1_8: We will break down this monthly formula into a daily gross profit goal for each employee.  Since it will be broken down on daily gross, it will help us look at the numbers every day and see how each employee is tracking.  We will push each employee to improve their skills to not discount parts and make more gross.  Between the service director and service manager, we should be able to help each other track the numbers, push the employees and achieve more gross profit.
	1_9: Keep discounting parts to maintain sales.
Make more sales but less gross profit.



	1_11: Take away the override button to discount the parts.
Any employee that hits the goal will be rewarded with a free dinner for 2.


