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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: Improve BMW of Bayshore's CP labor sales by 50% in 3 months. 


	1_2: $83k more CP GP per month



Improved profitability for the store



Increased salaries for staff



More security for the Dealer group during times of economic instability



Less dependence on variable profitability 



Improved processes and skill for Habberstad employees




	1_3: Staff turnover - impact to long term employee turnover cost



Not positioned well for any economic headwinds



Drastic or sudden corrective action needed if variable side doesn't perform




	When will you start: Oct 1
	1_6: Daily reporting metrics 



Advisor / Manager Goal meetings



Weekly meetings with Service Management on issues and opportunities.



Monthly check ins using the financial statement




	1_8: - Hire 2 x new Service Advisors and train



- Promote a service drive manager



- Re-train on Service Drive basics and maintenance menu presentation 



- Create marketing plan for Service - declined service, lapsed service, conquest, recalls 



- New Service BDC payplan to incentivize appointment and shows



- Technician videos to recommend top 3 priorities for maintenance



- Review bump structure for technicians



- Daily meetings and reports for Service Advisors / Technicians - review HPRO and ELR



- Management to conduct RO reviews and missed opportunity reports 



- Customized service advisor training plans



NEEDS  OWNERSHIP FROM SERVICE DIRECTOR


	1_9: - Resistance from advsiors to grow the team (previously ran new advisors out)



- There was a mentality that "nothing changes" within service 



- Shop production down due to advisor performance



- Technician experience 




	1_11: Overhaul the BDC with a new manager and targets / goals.



Send Advisors on training to improve their skill level



Implement regular review process for Advisors / technicians 



Headhunting - advisors, techs and management 


