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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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Wotential Challenges? Wotential ^olutions?

What sƉecific actions will you taŬe to achieve your goal? Who can helƉ you?


	1: My Goal is to develop an Express Maintenance Operation where all employees are engaged, are inspeired to follow proper workshop procedures consistently which will increase our sales per RO, daily thru put and CSI.  We currently are averaging .7 hours and we need to be at 1.0-1.1 per RO.  Our 3 month average for CSI is 4.45 and the goal is to be at 4.7.  The primary issue is wait time which is running about 1.5 hours.  The goal is to bring this down to 80% at 1 hour per less.  Once these are achieved, we can increase our daily thru put from 70 to 90.  The timeline for achieving these metics is January 31st, 2024.
	1_2: Improved profitabilty.  Hours per RO in Express Maintenance from .7 to 1.0.   CSI improvcement from 4.4 to 4.7.  Daily thru put increase from 70 cars per day to 90 cars per day.  
	1_3: Poor CSI, poor moral, increase in wait times,  and loss of customers.
	When will you start: December 1st.
	1_6: Daily review of CSI, hours per RO and certain sales metics such as alignment sales, Emenu presentation counts, and multipoint video presentations.  Daily and weekly meetings with the ASM's and Express technicians of the results of the previous day and week’s performance.  
	1_8: Daily meetings with the ASM's and technicians to discuss the previous days performance. The hours per RO, menu presentations, alignment counts per advisor.   Discuss what we achieved, what we can improve on and celebrate the wins.  The Express Lane Manager will play a large role in team meetings as well as the shop foreman.
	1_9: Lack of follow through with the process for both ASM’s and technicians.  Getting them to realize what’s in it for me?
	1_11: Individual coaching when metics are not met.  Positive feedback and encouragement on the small wins.  


