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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: I will increase fixed absorption from 38% to 60% by 12/31/2023.
	1_2: More GP for service department and dealership as a whole 



Increase moral of managers/owners 
	1_3: Continuing to not meet NADA standard and decresed profits from service department 
	When will you start: 07/01/2023
	1_6: Track RO count, unapplied time, efficiency of technicians to see where there is room for improvement
	1_8: -Give technicians daily goals for hours

-Give advisors daily goals for sales 



We are also going to implement a 4 day (10 hour days) work week. I am hopeful this will incentivize technicians and service and parts staff to be more efficient and increase productivity. 



-Apply for a warranty rate increase 
	1_9: Lack of productivity from technicians and service staff



Personnel issues




	1_11: Increase moral by offering 4 day work week



Recruit more effectice and higher producing technicians 


