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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 will decrease my average monthly policy expenses from $13,545.00 to $5000.00 by March 31st 2021, so we can lower expenses and increase Net Profit.
	1_2: It will Lower my monthly expense $8,545.00

It will lower my additional sales required to cover expenses monthly from $358,333 to $127,551

It will increase my Net Profit monthly from $234,824 to $243,369

Net Profit return on Sale percentage monthly will increase from 3.78 to 3.92


	1_3: Expenses will remain high

Additonal sales required to cover expenses will remain high

Net Profit will not increase

Net profit return on sales will not increase

Managers will not become more disciplined with there responsibilites.


	When will you start: November 1,2020                   End Date: March 31st and moving forward.
	1_6: November 30th Policy expense will decrease by $2100.00 with Management focusing on it.

December 31st Policy expenses will decrease by $2300.00 additional to prior month

January 31st Policy expenses will decrease by $2500.00 additional to prior months

February 28th Policy expenses will decrease by $1645.00 additional to prior months

March 31st 2021 Policy expenses will have decreased total $8545.00 from November 1,2020
	1_8: I will work with the GM and Service Manager concerning the Policy work requirements.

I will monitor the policy work daily and have managers sign off on all policy work moving forward.Hold that person accountable for what charges goes to that account. 

There will be a total limit of $5000.00 for Policy work, any overages will reflect a gross profit chargeback to the managers pay plan. 

General Manager and Service Manager will help determine if its actually a charge that should go to policywork.
	1_9: General Manager or Service Manager leave.

GM or Service Manager are on vacation and someone else decided to charge something to Policy Work.

Combacks increase in Fixed ops and increase Policy work.


	1_11: GM and Service Manager work together as a team to keep policy work low.

Increase Net profit return on sales %

Create a better dealership enviroment working towards a better bottom line.

Management will look at all expenses like this so the whole dealership is more successful. 




