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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: I am going to lower our compensation expense in the parts dept by focusing on personnel, this will be completed by October 30, 2020.
	1_2: increased net gross
accountability
increased sales
improving lost sales
employee morale

	1_3: increased expenses
retention of employees
maintaining customer relations

	When will you start: immediately
	1_6: Progress will be gauged by weekly meetings with the office manager. we will go over our personnel expenses (overtime, # of employees, job overlay)
	1_8: A few different actions will be used to determine our plan moving forward.  We will begin with specific job descriptions, pay scales, training and cross training (this will decrease down time) and finally a parts dept organizational chart.
Bringing these actions together as a whole set a standard for expectations.

The above actions will determine whether we are utilizing all required employees or if we have a heavy load.

	1_9: cutting employees
employee retention
teaching old dogs new tricks
loss of customers 

	1_11: outside training
cross training with in company
employee spiffs
pay scale for longer working employees



