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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: Absorption! 
100% Fixed&Used absorption
Financial Statement 80% to 100%
12-31-23

	1_2: Profitability
Efficiency  
	1_3: Being dependent on New and with the uncertainty of new car inventory is scary. 
	When will you start: 6-1-23
	1_6: Monthly review of Financial Statement using page's 3 line 6
and page 4 line 2 
	1_8: Turning more hrs on internal used
Utilize selling detail to our retail customers
Selling PDR to retail customers

Help will be 
Service Manager
Parts Manager 
Used car manager
Recon manager 

	1_9: Customer pay
Internal 
Coverage
	1_11: Hire used car recon 


