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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 decrease my managers comp expense 9% from an average of 32% down to 23% by December 31 2023.
	1_2: To get my comp in line to increase profit. So I can use money for other useful areas, advertising etc..   
	1_3: throwing off the comp percentage taking from the net of dealership and wasting money that can be used else where for the growth.
	When will you start: JUNE 1ST 2023
	1_6: I will keep an eye on it as month goes with the doc and monthly on my Financial Statements  and payroll. by looking at the percentage of gross. 
	1_8: I Have already looked and I'm going to change some processes to increase gross profit as well as having to change the managers pay plans to be more in line as a percentage of gross. Our company states comp for management should be at 20% cause we are alittle bit smaller of a company our comp can run a little higher at 23 to 24%. Its going to take the help of the managers them self to understand what has to happen. 
	1_9: Managers excepting pay plan cut



holding Managers accountable for new processes that will generate more gross. 
	1_11: Pay plan changes. 

Training on holding on the trades.

Silent Walk arounds on the trades.

Managing wholesale loss better for gross profit, potential. 




