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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: Our goal is to reduce our total expenses by 5% by April 1 of 2022. 
	1_2: - Improve our fixed absorption
- Increase our profitability
- Save money that can be used elsewhere
- Improve our knowledge of what vendors and services we actually need and what we can do without.
	1_3: -Not improving our fixed absorption
-Possible decreases in profitability
-Spending money in places that we could be saving those funds
	When will you start: April 1 2021
	1_6: -We will check in monthly to see if each expense has been decreasing, increasing, or remaining the same. We will keep track month over month to see if we are actually decreasing our expenses or if our process is not working. We will also compare to the previous year's month expenses to see if it is different year over year as well as month by month.
	1_8: -Manage the gas cards by using last 4 of SSN for each employee. Also checking monthly to see if there are irregularities or if people are spending too much.Right now we have no good system of really keeping track of gas payments, people just use the card when needed.

-Re-evaluating what we are paying for office supplies. We definitely have excess at times and I don't think we really dive into how much we are paying.

-Re-negotiating vendors at least once a year. Some of our vendors we have just stayed with over time i believe. We will look into our contracts and speak with other vendors to see if they can offer us better rates on services.

-Trying to move to more electronic documents as well as emails. Both for customers as well as internally in our office we have everything on pen and paper and I feel like we could definitely make a decent amount of cutbacks in that area.

The people that can help are our office manager, our controller, and our owner. If they are all on the same page and agree on changes we can make then our process will go a lot smoother.

	1_9: - Not having everyone on the same page. We need people to agree on how we will cut costs.
-Not being able to find better rates for vendors.
-Not paying attention to our expenses as time passes and we get busy with other tasks.
-New expenses popping up where we have to spend more money than we already are.
	1_11: -Have monthly meetings within the dealership to go over expenses and make sure we are all on the same page.
-Set meetings with vendors to review prices. Also, looking into other solutions such as ordering supplies in different ways than we are.
-Keeping a tracking spreadsheet to review our expenses and where we are spending. 



