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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: Capture new car inventory photos within 1-2 days of vehicle physically hitting lot.
	1_2: Faster chance of lead conversion.

Larger available selection on website - more choices for customers to visually consider.

More sales opportunities
	1_3: Slow chance of lead conversion with no visual representation.

Dealer selection appears smaller even if inventory is physically on lot.

Lost opportunities
	When will you start: Immediately
	1_6: Tracking photos missing/uploaded with vAuto and checking with inventory manager on physical inventory count/arrivals.
	1_8: Once a vehicle has been dropped off by transporter, keys get tagged, and go to service department. They should be PDI'd as soon as possible, straight to detail for post PDI detail, and then the keys will remain on wash board for employee responsible for photos to grab.


	1_9: Service department delays

Get ready department delays

Employee responsible photos is off.


	1_11: On rare case where there are major delays - bypass service temporarily and go to cleanup

Snap a few photos of vehicle just as stand in's until vehicle is fully presentable.

Have more than 1 employee trained on doing photos.


