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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: After reveiwing multi areas of expenses and gross we landed on our other supllies account. As business has increased so has the amount of debits hitting this account. 
	1_2: By reducing the amount charged and collecting more misc. shop fees this account we will be able to add extra net income directly to our service department.
	1_3: A loss of net profits of which would be somewhere between $24,000 and potentially as his as $40,000 anuually.
	When will you start: 8/1/23
	1_6: We wll be able to guage our progress by periodically checking the account through at the month and extreme deep dives at the end of each month.Hopefully seeing a potential decrease start at the end of month 1 of these changes.
	1_8: 1. Start out by password protecting the misc. shop fee removal on ROs. (this offsets the account)

2. Being more frugal on purchases that are "needed" for the shop

3. Shop all laundry services (uniforms,shop towels and detail supplies etc)

4. Look through all mothly automated billing and make sure we still need and benifit financially from services that we are paying for.
	1_9: 1. contracts previously established.

2. explainig the difference in needs and wants on purchases

3. Kick back from advisors on being held more accountable to misc shop fees.
	1_11: 1. Renegioate contracts.

2. Only purchase necessities.

3. Adding the password to this portion of the RO to control the discounts.


