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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

| need to increase net profit to $200,000 by December 31st, 2022.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

| can end the year on a good note and start
2023 fresh and well on the way to
maximum profitability.

| will be in danger of becoming non

bankable if | don't show a net profit by the
end of the year.

When will you start? 11/01/2022

How will you gauge your progress? When? Using which metrics?

I will monitor critical analytics in Dealertrack daily to measure progress on our track. | will see
our net profit on the financial statement at the end of each of the remaining months.
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What specific actions will you take to achieve your goal? Who can help you?
I will clearly set the expectation for my managers and measure their progress daily against

their stated goal. | have two teams helping me. Ralph at ADMS and Frank at Biltmore
Consultants.

Potential Challenges? Potential Solutions?
Managers who don't perform to the level Change management.

that we need to perform at to achieve the
performance we need to be profitable.
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