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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 reduce monthly operating expenses by 10% by 12/31/23.
	1_2: The reduction in expenses can increase profitability.



The dealership can allocate funds to other critical areas if needed.



Identifying and eliminating unnecessary expenses can lead to more efficient and streamlined financial processes. 



Contributes to a healthier bottom line and overall financial stability for the dealership.
	1_3: Reduced profitability.



Potential financial strain on the dealership by affecting its ability to cover costs and/or make necessary investments. 



Can lead to cost-cutting measures that may impact employee morale, job satisfaction and overall working conditions.






	When will you start: 10/1/2023
	1_6: Breakeven New, Used, Service and Parts



Monthly




	1_8: Weekly - Monitor Expenses, compare actual expenses to the target, budget analysis, expense reports, KPI's, etc. 



GM's / Dept Managers
	1_9: Employees resistance to change.



Unforeseen expenses. 



Market Fluctuations.



Budget constraints with fixed costs that are challenging to reduce



Change Management - ensuring that all employees understand and buy into the cost reduction goals and properly managing the change.
	1_11: **Contingency planning. 

**Financial forecasting.

**Performance Metrics

**Budget reassessment 

**Data Analysis

**Expense Audits

**Streamline Processes

**Benchmarking

**Compliance management


