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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: Enforce all ours managers to look the financial statements and determine the key performance indicators (KPI's) for their respectively areas. Use the financial statement data to make better decisions and create an action plan to work with opportunities for dealership improvements.
	1_2: Better decisions

Improve dealership performance


	1_3: Loss of opportunities




	When will you start: ASAP
	1_6: Using the capstone in a monthly basis comparing our KPI's actual numbers vs NADA guides.
	1_8: Monthly meetings with all managers to discuss financial statements and dealership capstones respectively. 
	1_9: Managers' understanding of metrics
	1_11: Revise all metrics with all managers until full understanding 


