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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 would love to see this dealership work as one whole unit. It seems they work as seperate
business'.  So there is a lot of competition and animosity and jealousy.   I started using the metrics NADA gifted me.  i am hoping by mid year that we can achieve our goals of more profits and team spirit. By getting all managers involved and having team building parties, we can create department collaborations. If we put 500.00 to 1000.00 into team building projects such as scavenger hunts, dealership trivia, as well luncheons. The best team building function i have attended was an escape room with teams from each department combined. Starting with managers and leading into departments, we will combine and create stronger bonds an understanding of each others strengths and work environment.
	1_2: If we can work as one team, the benefits
are endless. Profits are just the beginning. Increase in productivity and 
trust is going to be built. If we have a
cohesive team, we will be able to handle 
any challenges that come into play. 
	1_3: The working as individual departments
will slowly harm Newins. Making it very easy to not care. Employee moral will not exist. There will be a lack of trust  and low
moral. Leading to decreased productivity.
	When will you start: right now
	1_6: Giving the owners the excel sheets on a monthly basis. Going over each departments
effective changes and what challenges still exist. We can get feedback from our employees and rate what they feel we need to succeed and give Newins more growth. i would love
to see at least a 10% increase in productivity by mid year. Most of our employees
have been here for over 10 years so their opinion does matter.  Ford also has a year
over year composite that is based on the submitted financial statement. It will show
where increases have happened and where we are vulnerabilities are.
	1_8: Having monthly meetings and slowly transition them into weekly meetings. Eventually,
it could turn into a daily 15 minute daily start up meeting.
Every employee in our store can help. I think most people are money driven, so enhanced bonus' based on input and brainstorming sessions. Fresh ideas can 
only help and to recognize others achievements can absolutely boost moral and trust among our staff.  Having a lunch with limited employees on a rotating basis and let them  share their knowledge on  a specific topic. A scavenger hunt on the property, in different areas of the buildings that you are not privy to.(outside of the parts dept.) It makes you use creative thinking and you have to work as a team. 
	1_9: It might be hard to start because of 
resistence to change. They might have
had a bad past experience. Scheduling
might also be a challenge. The ups and 
downs of the auto business.  Also some
might not have any interest, and i dont
want it to be forced on the employee. I would like genuine efforts.
	1_11: Have multiple times for any exercises we schedule. Make a survey and
get feedback after to understand what will
work and what needs improvement. Add these things gradually and with a positive
benefit.


