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ACTION PLAN 1

e Specific m Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

My goal is to achieve 100% absorption, | will measure it by knowing my expenses and the

gross needed to get to 100%, This will be measured weekly to make sure our trend is in the
correct direction.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

The dealership will make more profit, which Failing. Me getting us to sustainability could
will give me a better sustainable futur at the cause us to close the doors.
same dealership

July 1
When will you start?

How will you gauge your progress? When? Using which metrics?

| can do my average expenses and divide by 52 to get a weekly average. Increase sales to
match the needed gross.
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What specific actions will you take to achieve your goal? Who can help you?

Comptroller, Parts Manager, Service Manager Dealer and myself. look at current expenses to
see what waste we have and start trimming the fat. look at my sales and gross numbers, make

sure we are getting everything out of each ticket. Follow the NADA guide to getting to our
100% "ie". hours per RO.

Potential Challenges? Potential Solutions?

Weak sales Trained Service staff on good MPI
Comebacks Better dispatching to correct person
Inflation

Perform Family pricing strategy, average
pricing.
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