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ACTION PLAN 1

e Specific @ Measurable o Relevant 0 Time bound

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

Have my fixed absorption go fro 69% to 80% by the end of the year.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
220,000 of extra revenue cut employee expense with re writing pay
plans
immediately

When will you start?

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

financial statement every month
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What specific actions will you take to achieve your goal? Who can help you?

Elevate the customer experience from the service drive with personalized videos from

advisors, managers and technitions to build value and upsell. Specific training on new menu
presentations for advisors to help upsell.

Potential Challenges? Potential Solutions?

Staff not wanting to do the new process training and showing why so that they

make money and the store makes money.
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