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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: I will have a profitable Service Department.
I want to achieve consistent growth and consistency in the Service Department.
The metric used to measure this will be page 6 of my financial statement where it will show the overall profit/loss of the department as well as RO counts.  We will look at this monthly comparing statements month to month to gage progress.
The Dealership is doing over all well but we have had a struggle in service.  Its is important to reach this goal so that we can maintain quality techs to serve our customers.  If we don't have improvement we risk losing employees which could trickle down to losing customers. 
We will look to make profit/breakeven by January 2024.
	1_2: By reaching this goal we will have better Employee satisfaction.  With Employees happy we will have better quality work which will turn to happy customers.  The service department becoming profitable will create more income for not only the store but also Employees.   
	1_3: If changes don't happen employees satisfaction will decrease.  When this happens quality of work can decrease which can cause customer satisfaction to decrease.  We are at a spot where if we don't improve things could begin to get worse causing even more profit losses to the store.  
	When will you start: June 2023
	1_6: We will gauge this process by using page 6 on our financial statement.  We will look at this monthly with the Service and Parts Managers so they understand where they are doing well and where we need to make improvements.  Page 6 will let them know their monthly RO numbers and more specifically what type of RO's.  It will also let the see their gross profit percentage.
	1_8: Some of the immediate actions we can take are to increase our internal labor rate to our door rate.  Currently we discount to our Used Car department.  Starting immediately our internal rate will no long be discounted.

My department managers are the biggest assets in achieving this goal. 
	1_9: Sales department initial shock to getting charged door rate.
Training department managers to understand the numbers they are looking at on their financial statements.  
Making sure all employees in the store understand the vision of what the store is looking to accomplish.  
	1_11: Providing training to employees so they have the information and tools to succeed. 
Write out our Mission Statement so that is clear and visible.
Maintain a positive work environment and put our heads down and go to work. 


