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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 GP percentage from 67% to 72% by April 1st, 2024
	1_2: More money for the net, increasing gp does not require any added expense/ personal/
	1_3: GP percentage stays lower and techs still want raises every year so GP percentage will continue to decrease
	When will you start: January 1st
	1_6: Using gross profit to sales calculations.  Monthly, financial statement / doc sheet
	1_8: Continue to improve the sales effective rates and hire more entry level techs. Ensure they are being dispatched proper jobs based on skill and pay. replace exisiting dispatch with more qualified dispatch - service manager and dispatch
	1_9: lack of business
	1_11: adverstise - pick up and delivery - mobile


