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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 increase used vehicle recon time. Currently we are at ten days. NADA states it should take 3. I believe it is achievable by March of 2025 to cut the timeframe in half from 10 days to 5 days. 
	1_2: By lowering the recon time in our service and detail departments the following benefits will occur

- Vehicles will be quicker to get to the lot
- Salesmen will be able to present to consumers sooner
- Higher gross can be gained for the used car department
- F&I can have a quicker opportunity to move product
- Consumers aren't inconvenienced
	1_3: The following consequences by not attaining our goal of recon time with our used vehicles are as follows:

- Consumers will find vehicles available elsewhere already completed with their recon process
- Sales staff would become irritated with lack of gross
- The consumer gets upset with how long process' take and you receive a bad survey
- Service isn't moving parts and hours leading to loss of revenue
	When will you start: We starting December 1st of this month
	1_6: We will gauge our progress based on expenses accrued through our 1 month 1,000 mile warranty chargebacks. We will also look at the average gross of per unit. If we find that the gross increases and the chargebacks lower that we will have found success in our recon reform.
	1_8: Specifically we currently have one technician that is in charge of the used care inspections. I plan on discussing with my service manager expanding that responsibility to other qualified technicians. I believe if he buys into this idea that it will be to the organizations benefit. After expanding the amount of technician's working on the used vehicle inspections we can then explore over the short term sending the vehicles for detail both with our department and local business' until we high another full time qualified detailer. We will speak with our head detailer and discuss with her a more efficient way of scheduling which used vehicles to do in which order. I also intend on having our used car sales manager as apart of this process as a whole. He can help push the gravity of these necessary changes. The only other aspect of increasing used car recon is stocking differently in our parts department. By meeting with our parts manager we can begin to analyze and eventually stock parts need for varying used car brands. That way parts turn stays steady and the technician doesn't have a to wait a day or two for parts to arrive. Lastly the dealer principal can help push this change with their authority. By doing so the employees, the departments, and the daelership as a whole can profit.
	1_9: As for potential challenges I could foresee service advisors being resistant due to the customer workload they have. There's also the possibility technicians will be hesitant due to the fact they can do less work on a new car NVI versus a used car inspection. Detail may also feel overwhelmed short term due to both the customer work as well as the lot work.
	1_11: Short term I find that we could outsource our details. Yes it is an expense but it could help with the transition.

I also think we could explore the possibility of spiffs with the technician's that do the used car's that don't need any work.

Service advisors as a result could find the value the used car vehicle inspections and begin to plan accordingly


