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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 develop a program for our Used Truck Department to begin reconditioning our Used equipment in order to generate both revenue for the Service Department and Increased profitability in the Used Sales department. Since we are small in this department the metrics will be small and measured over an extended period of time, but a good model allows for sustainable growth so this is a perfect time to develop this Action Plan. I want to see if can increase the Sale Price by $2500/unit of current list for all Used Inventory on the lot. Also, I would like to generate more sellable time for the Service Department by adding 36 (12 x 3) hours of work to recondition the 12 Used Trucks. While the market is unpredicatble and sales are slow, I will not set a date on when these trucks will be sold, because we do not know. But I will set a date of EOM for all reconditioning to occur and re-advertise units. In the past, our used inventory was trucks pulled from the fleet, wiped down and parked on the sales line. My plan is to introduce a program to detail the truck inside and out, installed new mattress, seat covers, steering wheel covers and floor mats and perform a health report of the vehicle that we can share with customers, along with service records, to build trust.   
	1_2: Get more work into the shop.
Increase Sales Profit on Used Inventory. 
Increase customer satisfaction with the product we are selling. 
Increase NWT's ability to take in trades & buy at auction, if possible, to grow and sustain a healthy Used Truck Department.
	1_3: Loss of New Truck sales due to not accepting trades. 
Loss of market share in the Used Market due to a very niche product we are known for only selling. (Our used fleet trucks)
Loss of sellable hours for the Service Department.  
	When will you start: 11/11/2024
	1_6: Effectiveness of the project will not be gauged until we see if there is a ROI. That would be determined if the customer pays the full (increased) list price for the truck. 
If the shop can perform the detail, health report and installation of accessories in under 2hours - we can be profitable when increasing Sale Price of truck by $2500/ea. 
	1_8: 1st - Package the service and put in writing for all departments to see. Include the Labor price, parts pricing of the accessories, and the expected ROI we are anticipating. 
2nd - Work with parts department to ensure seat covers, steering wheel covers and floor mats are in stock for all the trucks. 
3rd - Schedule the services to be completed within a week timeframe of confirming parts are in stock. 
4th - Ensure that sales has 'before' pictures of the trucks 
5th - Perform the recon program and update pricing (both sticker and website ads)
6th - Monitor effectiveness of program by montioring if: Used Trucks sell faster, Used Trucks sell for list price, Customers notice the attention to detail and the accessories added on and whether the service department could perform the work in the designated amount of time. 
	1_9: 1. Service department taking too long on detail, or other aspects of the service, tanking profitability.

2. Sales department not adhering to the upsell and discounting units that have been reconditioned.  
	1_11: 1. Keep the same tech doing these services so they become proficient and can identify other issues as they arise. 

2. Ensuring that a discount is not avaible to any truck that has been reconditioned. Listen to sales dept feedback, are we missing areas in the detail?? 


