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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: *Raise Profit

*Raise Bottom Line

*Increase Hourly Rate from $100 to $150 Door and Used Cars rates
	1_2: More money to the bottom line.
	1_3: Continuing with the same numbers we're running now
	When will you start: Immediatley
	1_6: Will be fairly easy, raise out rates and monitor them daily, weekly to make sure Advisors arent discounting the labor rates.
	1_8: Implement the hourly increase to $150 per hour.



Have my Service manager and Asst manager help me monitor that advisors arent discounting the labor rates.  
	1_9: Service advisors wanting to discount rate for easier sales
	1_11: Show them the extra money that they will make, and make sure they are presenting to customer the proper way. 


