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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

The goal | have is to reduce expenses by 5%.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Lowering our expenses will increase our The consequences are reduced profitability
profitability, enabling us to offer better and we will not be having funds to expand
prices to our customers and invest in new our business.

technologies that will keep us competitive.

Increased competition since we can not
lower our expenses we will be forced to try
and sell at higher cost.

It can put an impact on employees because
we may need to layoff, salary cuts, or
restructure.

When will you start? 08/01/2023

How will you gauge your progress? When? Using which metrics?

The metrics | can use to measure/gauge progress would be using the break even point for
new, preowned, service and parts department. We would need to make sure we sell them for
profit before it starts nearing the break even points. This is where turns will be crucial on how
fast we are moving inventory and parts. Nothing should be aged.

| will be able to gauge the progress by monitoring overtime, advertising expense, policy,
charge backs, recon expenses, supplies, floor plan
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What specific actions will you take to achieve your goal? Who can help you?

I will work with our finance team to analyze all of our expenses and identify areas where we
can cut costs without compromising the quality of our service. Thorough audit of existing
expenses to see where we will be saving money. Negotiating better deals with suppliers and

vendors.

Department managers will be monitoring no one is staying past their work schedule, policy is

not being charged without my approval,

Finance Department making sure that charge backs are held at a minimum. If customer wants
to cancel products the finance managers need to educate the customer on why they should

not and hold the products.

Service/Parts department helping with controlling expenses on reconditioning vehicles. Talk to
new and current vendors to get better pricing on parts and services.

I will work with all department managers to work on a pay plan that can be better to align them
with their goals. Review and adjust the plan as required to ensure consistent progress

towards the goal.

Potential Challenges?

Resistance to change. Employees may not
want to adopt new approaches since they
are comfortable to current process.

Not enough resources to make change.

Inadequate budget allocation. If the
dealership does not allocate sufficient
funds to achieve the goal, progress towards
the goal may be hindered.

Negative impact on quality. There is a risk
that cost-cutting measures may

Potential Solutions?

Address resistance with employees.
Provide training, clear communication and
show them the benefits of change.

Maximize the availability of resources and
allocate resources accordingly.

Adjust cost cutting plans to market
condition and cut where it is needed.

Implement cost-cutting measures that

minimize the impact on quality, and
communicate any changes to customers to
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	1: The goal I have is to reduce expenses by 5%. 
	1_2: Lowering our expenses will increase our profitability, enabling us to offer better prices to our customers and invest in new technologies that will keep us competitive.
	1_3: The consequences are reduced profitability and we will not be having funds to expand our business. 

Increased competition since we can not lower our expenses we will be forced to try and sell at higher cost. 

It can put an impact on employees because we may need to layoff, salary cuts, or restructure. 
 
	When will you start: 08/01/2023
	1_6: The metrics I can use to measure/gauge progress would be using the break even point for new, preowned, service and parts department. We would need to make sure we sell them for profit before it starts nearing the break even points. This is where turns will be crucial on how fast we are moving inventory and parts. Nothing should be aged. 

I will be able to gauge the progress by monitoring overtime, advertising expense, policy, charge backs, recon expenses, supplies, floor plan
	1_8: I will work with our finance team to analyze all of our expenses and identify areas where we can cut costs without compromising the quality of our service. Thorough audit of existing expenses to see where we will be saving money. Negotiating better deals with suppliers and vendors. 

Department managers will be monitoring no one is staying past their work schedule, policy is not being charged without my approval, 

Finance Department making sure that charge backs are held at a minimum. If customer wants to cancel products the finance managers need to educate the customer on why they should not and hold the products. 

Service/Parts department helping with controlling expenses on reconditioning vehicles. Talk to new and current vendors to get better pricing on parts and services. 

I will work with all department managers to work on a pay plan that can be better to align them with their goals. Review and adjust the plan as required to ensure consistent progress towards the goal.
	1_9: Resistance to change. Employees may not want to adopt new approaches since they are comfortable to current process. 

Not enough resources to make change.

Inadequate budget allocation. If the dealership does not allocate sufficient funds to achieve the goal, progress towards the goal may be hindered.

Negative impact on quality. There is a risk that cost-cutting measures may compromise the quality of products or services offered by the dealership, which could lead to customer dissatisfaction.


	1_11: Address resistance with employees. Provide training, clear communication and show them the benefits of change. 

Maximize the availability of resources and allocate resources accordingly. 

Adjust cost cutting plans to market condition and cut where it is needed. 

Implement cost-cutting measures that minimize the impact on quality, and communicate any changes to customers to manage their expectations.



