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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: To improve our Internal Gross Profit through detail. We plan to move our sublet detail (detail only at this time) to internal labor by adding detail employees to our roster. This will improve our Internal Gross Profit. Currently our Int GP %% is good but our $$$ is low. With our current sales volume we could improve Internal Gross by over $12,000 just through the UC process. I expect this to be fully operational by 12/01/2020.
	1_2: Improved total Internal Gross Profit 
Reduce outside expense
Employee / Human impact (increased jobs)
	1_3: Takes too long to get a UC Front-line ready
Poor performance can slow down Inventory Turns
Low NC / UC Sales volume can have the Emp Comp outrun the Gross
	When will you start: 10/19/20 Interviews - 12/01/20 Internal Gross improvements
	1_6: We have started the hiring process. This is measured through our internal tool for applicants. The system measures how often some one is interviewed and how ofter you are reviewing applicants. Once the Team is in place Internal Gross for Detail only will be measured by a Labor Type. This is so we can see that impact alone. Total Internal Gross will be measured as Year-over-Year.
	1_8: We will discuss the termination of the contract with our current detail provider. They provide a total package currently and we will need to negotiate the "bundle" to still include all other services excluding detail. We will need to hire tree (3) Details, One (1) Team Leader and two (2) Team Members. With the support of our GM and our Recruiting Team there are a lot of people focused on the hiring. A fee schedule has been made for New Car, Used Car and for Service Details. We need to set-up a vendor to supply the necessary chemicals to complete these services. Work schedules need to be set for proper coverage for Sales (Saturday and Sunday selling days). The support of one of our current In-House Detail Departments has assisted with the fees, vendor and schedule recommendations.
Our Advertising Team will attach "Detail Service Now Available" will ALL Service Marketing communications. 
	1_9: Hard to find GOOD employee
Slow turn time to Front-line Ready
Low Sales Volume
	1_11: Recruiting Team to have a Hiring Event
Find the bottle neck and fix the process
Supplement with Service Details 


