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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: my goal is to take my Dealer form $700k to 1mill per month in both service and parts.

would love to see this happen by year end of 2025
	1_2: absorption and gross profits are well off the chart and money is made so purchases of expences dont seem as harsh on bottom end. 
	1_3: Bonus or incentives not being paid out to front line employee's.

tooling not beeing purchased

year vs prior year not being met.


	When will you start: January 2025
	1_6: we gauge process monthly on GP using finanacial statements to gather information 
	1_8: weekly meetings with managers and employees pushing the drive for acomplishment.

weekly visists to customers with a minimal of 2 per week. 

hired a CX advocate to run the Dealership sales Oem area.
	1_9: economy

customers

dealer moral

well staffed departments


	1_11: working with customers on thier challenges

visiting and inviting new cusotmers in to make a personal connection strong. 

making sure your employees have a great work invireoment and paid within compaetive ranges. 


