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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 maximize the profitability of our store in the next 12 months.
	1_2: Running the store at peak efficieny means higher compensation for everyone thus improving the overall morale.
	1_3: The store will continue to perform at relatively the same level.  This will be disappointing for me and the upper management of the store.
	When will you start: I plan to start implementing changes as I finish these classes.
	1_6: Progress will be guaged once a quarter using the total profit made by the dealership.
	1_8: I plan to go through our financial statements to understand which departments need most help and then get help from our Accounting Department as well as the heads of Sales, Service, and Parts departments.
	1_9: Push back from the department heads and employees.  No one likes changes and, if you think you are doing a sufficien job, most people don't like to be told what to do.
	1_11: With proper reasoning, push and explain how things can be improved.  Also, show how improving efficiency and improving profit and result in more money for everyone.


