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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: Increase shop proficiency from 66% monthly average to 80% by December of 2023.
	1_2: Improve fixed absorption

Improve sales/gross




	1_3: Below budget on service sales/gross

Not turning a profit


	When will you start: Immidiately
	1_6: Tracking proficiency daily

Tracking shop hours booked daily
	1_8: Back to tracking numbers on a whiteboard in the shop, having clear expectations on what the expectation is for proficiency. Work with the CCC manager to have the shop properly booked with the correct amount of hours to set technicians up for success but also with enough space in between appointments for additional recommendations. Working with service advisors on better recommending techniques when it comes to adding maintenance or repair work. 
	1_9: Technicians who are newer and still learning, rushing them may cause mistakes.
	1_11: Making sure the shop foreman is on board to support the team to hit these goals and help the newer apprentices to avoid costly mistakes. 


