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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: get to 100 new cars a month with $4,500 pvr.
	1_2: Increased service absorption
Increased net.

	1_3: Service absorption stays the same
Net does not increase
	When will you start: September 2020
	1_6: Gross profit reporting on P&L in Qlik Sense
	1_8: Increase hours per repair order to 1.9 and ELR to $95 utilizing 90% quote sent rates in X-Time and monitoring closing rates while coaching those less than 30%

Targeted advertising to increase repair order counts
	1_9: Repair order count with COVID

Internal and Warranty shortages
	1_11: Targeted advertising and sanitation practices

Keep pre-owned reconditioning and PDI turn rates low to encourage more vehicle sales


