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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 is to increase my total absorption. Right now it is at 84%. I want to increase it to at least three percent from were it currently sits. So, If I can increase it to 87% by Jan. of 2023 that way we can keep that trend going and make sure its not just a sort term thing.
	1_2: -Increase Income
-Descrease the expense that we have.
-Currently fixed is at 37%. So if we increase that we can gain more service and parts.
	1_3: -Not acheiving more income.
-Not being effective in our area.
-Negative impact on income.
-If we fail with absorption it could have a negative effect and cost us more money.

	When will you start: I am going to start in Feb. of 2022.

	1_6: We can gauge the progress with how much absorption we can acheive. I feel that the best reading will take close to a year to get it where it works. Using the mectrics of the formula we used in class that show what the numbers are as the true metric.
	1_8: I will take a look at lowering our expenses that we have in the departments. Expense is it what seems to slow us down. Another thing is to try and draw more service business into the store by advertising on our Facebook. Also, to show that we sell parts over our parts counter like a Napa store. This way we can achieve more retail customers in our normal operating hours. The service department, the sales department and the parts department will help us.
	1_9: -Getting the expenses down.

-Getting the departments on board.

-The flucation of pricing on parts.
	1_11: -Cutting Cost. Trying different vendors. Maybe changing the products wre currently use at the store to save money or get rid of vendors we aren’t using.

-To show them that more absorption will be beneficial to their bottom line. Or maybe get rid of them if they can’t get on board.

-Out sourcing where we get parts to keep cost down.


