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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 the move the customer pay ELR from $129 to $140 by 4/01/24. By doing this I will be able to keep up with inflation, rising tech wages, and rising expenses. While retaining additional profit gains YOY. 
	1_2: Each year cost go up in all departments. The largest being payroll. The last two years high inflation has eroded those gains. The benefit of raising the CP ELR is that I will be able to keep those gains passing most of the cost along to the consumer.
	1_3: The consequence of not achieving the targeted ELR will be having to absorb the additional cost and expence and allowing it to eat up additional profit. Falling flat or negative in YOY profits. 
	When will you start: The door rate will change in December, Menu price adjustments will follow the door rate change.
	1_6: Monthly I review GP margins in service. As part of that review I also look at ELR's. Once I adjust the door rate, and top moving menu items in December the number will immediately climb. After that its minor adjustments to discounting, and dispatching will get me to the final number by April 30th 2024. 
	1_8: The first week of December I will work with the stores Service Manager to adjust the door rate from $160 to $175. Next I will work with the Service Manager to adjust the top moving menu items to have an average ELR of $175 or higher. After that its minor adjustments to discounting, and dispatching will get me to the final number by April 30th 2024. 
	1_9: Customers think we are priced to high



Dealer Principal is worried we will not be market priced
	1_11: Show value above reproach by providing world class customer service



Once we move the door rate immediately reach out to every dealership nearby and let them know we upped our door rate. No one wants to collect less and they will move there number too. 


