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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: We will increase our gross profit percentage on customer pay and internal RO's from the current 35% CP and 27% internal to 41% on CP and Internal by the end of May 2023.
	1_2: More money for parts department



Meet NADA guide standards



Better looking financial statement



Ability to hire more help for parts



Service dept more excited to get to internals
	1_3: Less money in the department



Not operating at full department potential








	When will you start: May 1st 2023
	1_6: I will guage the progress using the financial statement and proforma calcuator provided by NADA Academy month over month. 
	1_8: Increase the markup factor to 1.69 for customer pay RO's and Internal



Inform service, parts, and used car manager of price changes so they know what to expect.



Train service advisors and manager on how to overcome customer objection to prices of repairs.



Get parts manager to watch for discounts and ensure they are not being used when change is made. PW protect discounts. 



Hold Parts manager accountable if prices are being adjusted and goals are not met




	1_9: Customers unhappy about price increase



Used Car manager complaining (he is going to do that anyways)




	1_11: Train staff to explain the benefits of using our shop and certified techs to justify prices



Explain the changes will not effect the Used manager in a large way per vehicle


