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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: For short term goals i would like to increase my fixed operation gross profit from 60k to 100k by 12/31/23. In the long term, I would like to develop an overall profitable and successful dealership that can provide enjoyment and value to both employees and clients, and produce enough profit to continue growth and acquire additional franchises by 2024.




	1_2: Personal fulfillment, profit, and to meet the personal objective of becoming a dealer principal.
	1_3: Sense of failure, loss in investment and time.
	When will you start: I have already begun.
	1_6: Daily, weekly, monthly by reviewing all reports across all departments with the relevant management.
	1_8: Implementing a personal vision and proper processes to ensure smooth and efficient operations. This includes sourcing the right people and inserting them into the position they are best fit for.



Proper leadership and absolute focus.
	1_9: Finding the right people for the position.



Finding the right inventory.



Advertising and marketing.
	1_11: Continue extensive interviews and seeking out the most capable people for the role. 



Proper analysis of the market and vehicle ROI.



Discovering the correct, store-specific marketing techniques and targeting the right demographic to maximize sales and reach. 






