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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: My goal is to take the service department from a $75,000 monthly labor gross average to a $100,000 monthly labor gross average.
	1_2: By boosting service gross we can become a profitable service department
	1_3: By not achieving our goal this will not be sustainable for the dealer
	When will you start: 3/1/2024
	1_6: In CDK their is a report, Repair order analysis, in this report I can look at daily ELR, hours per RO and parts and service gross percentage's, I will also be looking on a daily basis how many appointments are coming in. How many wait appointments can we handle, what is the turn around time for drop offs, is work being completed in a timely matter.  
	1_8: First we need to hire more techs to bring in more business, we need to grab every service opportunity we can, by asking customers for services needed, Advisor's may need to be trained so we do not have one line RO's, We need to make sure each tech is checking vehicles, for safety, maintenance and etc.. on every vehicle. Multi-point inspection must be completed on every vehicle .
	1_9: A potential challenge at this point is finding good technicians and training season advisors to do it your way and training new advisor's! Every day always post challenges, face them head on and move to the next. Issues in service never end, between customers, 
	1_11: A Potential solution can be visiting automotive training schools, adding sign on bonuses to help attract A and B technicians to our roaster. Also sending advisors for training at may help as well 


