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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Improve the efficiency and profitability of Our Store

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

Loss of Loyal local clients , and in turn
Improve our Service Department , Sales profitability of the department. loss market
finance, and parts in all aspects : share and have a negative long term

impact on future business
Customer retention ,Sales ,and Gross.

When will you start? Immediately

How will you gauge your progress? When? Using which metrics?

I will monitor our daily counts, and converse with the Other Sales Managers ,Finance Team
Parts ,Service directors to see how the operation runs currently.

Get feed back from the entire team to see where the insufficiencies, and missed opportunities.

Identify where we can add value to the daily operations, and stream line some of the problems
that the department faces on a daily basis
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What specific actions will you take to achieve your goal? Who can help you?
Look at the current "Vision"of the Specific department: | believe this is a Team effort -
All department managers need to support our goals
Identify what the expectations the Dealership has currently .
Work to understand the mind set of this "Vision"

Add a outside perspective to all the departments

Access the current Process :

Find the strengths and weaknesses in the department
See whats efficient and what is not !

Make adjustments to the current Structure of the work flow
where needed needed

Get a general consensus of the current work environment and listen to the people that area
are a large part of the department :

From the 1st impression ( the service valets) all the way to the General Manager

Potential Challenges? Potential Solutions?
May have some resistance to the idea of Show that some of the ideas from a new
change in current polices person might have some benefit to

adjusting some ideas that are in place
Policy changes are always looked at as
"more work"

Change mindset of the department
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	1: Improve the efficiency and profitability of Our Store 
	1_2: 

Improve our Service Department , Sales , finance, and parts in all aspects : 

Customer retention ,Sales ,and Gross.

	1_3: 
Loss of Loyal local clients , and in turn profitability of the department. loss market share and have a negative long term impact on future business 
	When will you start: Immediately 
	1_6: I will monitor our daily counts, and converse with the  Other Sales Managers ,Finance Team  Parts ,Service directors to see how the operation runs currently. 

Get feed back from the entire team to see where the insufficiencies, and missed opportunities. Identify where we can add value to the daily operations, and stream line some of the problems that the department faces on a daily basis 
	1_8: Look at the current "Vision"of the Specific department:  I believe this is a Team effort -

  All department managers need to support our goals 


    Identify what the expectations the Dealership has currently .
  Work to understand the mind set of this "Vision" 
 
    Add a outside perspective to all the departments 


Access the current Process :

 Find the strengths and weaknesses in the department 
See whats efficient and what is not !

Make adjustments to the current Structure of the work flow 
where needed needed 

Get a general consensus of the current work environment and listen to the people that area are a large part of the department : 

 From the 1st impression ( the service valets) all the way to the General Manager 

Look to see if the process efficient for the employees,and more importantly for the Clients 


Look at the Inventory : 

 Insure that the dealership  has all the tangible and intangible inventories to make the Sales ,Service, and  departments fundamental sound with their appropriate inventories. 




Check on the current Marketing Program: 

Looking at the current area where we advertise to , and promote a wider range of Sale, Service, and Parts departments have  offer .
  Value services to get customers in  the door that may normally think a BMW maybe too expensive .

Appeal to the masses !!!


 Break down the misconception of high cost repairs and maintenance prices 

Market used cars to the current market and surrounding areas , stock non-BMW product to fulfill the needs of the area we sell . 













	1_9: May have some resistance to the idea of change in current polices 

Policy changes are always looked at as "more work"

Change mindset of the department 
	1_11: Show that some of the ideas from a new person might have some benefit to adjusting some ideas that are in place 


