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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: To increase my overall parts gross percentage to 38% from 36% by10/31/2023.  We will measure it by using MIS metric tool on the total parts gross line.
	1_2: *Higher gross profit



*Parts manager will concentrate more on keeping the right inventory.



*Growth of the department will increase the employee retention.
	1_3: *Less gross in parts 



*Decrease employee retention



*Less opportunity for growth
	When will you start: 9/19/2023
	1_6: My parts manager, fixed ops manager, and myself will meet daily to review parts gross profit. We meet with parts advisors to make sure they selling parts and holding gross.  When we meet with the advisors we will also hold training sessions to help with selling.
	1_8: *Change our menu pricing 



*Take discounting away from the front corner



*Price changes will be approved by Fixed Ops and Parts managers 



*Shop vendors for better pricing




	1_9: *Perception loss of sales due to overpricing



*Vendor not willing to giving a sufficient discount



*Not stocking the right inventory
	1_11: *Be 100% Consistent in the daily process.



*Make sure we shop the vendors pricing against their competition.



*Proper training with the advisors to overcome objections to prevent loss sales.


