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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 run a more efficient/productive and in house recon department by January 31st in effort to be keep work in-house, cost effective, stronger sales and CSI starting off the New Year.
	1_2: -Cost Savings
-Lower the risk of potential accidents - vehicles will stay on our lot versus being driven to a detailer
-Morale - less turnover
-Better CSI 
-Room for advancement - if you have a strong player help manage the recon department it can also help groom employees to move up in the company.
-Less stress on sales managers - recon department takes more accountability of delivery of vehicle from service to lot/customer 
-Lot presentation -lot keeps moving thus showing we are open for business which helps drive business
	1_3: -Expenses - continue to use outside vendors which will take a loss for the dealership
-Risk of vehicles being driven offsite
-Turnover - lot/washbay employees will continue to look elseware
-CSI will take a hit - dirty cars = unhappy customers
-Vehicle not onsite when customer wants to see it

	When will you start: December 1st
	1_6: -Meet with manager and training cordinator weekly to see process in recruiting
-Once you have the right detailer in house, hold a daily check in to help ensure that person understands what work is in store for the day.  Whether detail jobs, sending lot guys to DX vehicles, lot movement
-We should see a cost savings in outside services within 60 days of hiring an in house detailer
-Less turnover = less advertising = less $ in training
-We will use Axcessa to measure cost savings and should see better CSI scores which will help show that our lot/wash bay is moving int he right direction.

	1_8: -Recruit - we will need to run an add to hire a professional detailer
-Training - offer on-site training to all employees in the recon department
-Provide list of job duties at the time of hire and post in the area they are working in.
-Pay - make sure we are offering a competitive pay plan 
-Boost morale - our lot/wash bay employees are key to helping us be successful.  We need to make sure they are aware that we appreciate them and the work they do.
-Will work with service writers to help with CSI with cleaning service vehicles


To help achieve this goal:
-Sales manager will post the add and interview
-Our corporate trainer will handle their orientation
-Commodore Detailing will provide on site wash/detailing training
-Sales manager will prioritize job duties - showing the guys how we display the lot and what are expectations are.  The sales manager will also work closely with our head detailer to ensure he knows expectations and what is needed to run a smooth recon department.



	1_9: -Finding the right person with pasion and drive
-Advertising expenses, training expense and time - this could take a long time to find the right person
-Pay - finding the right pay plan to help with turnover
-Accountability - this is a hard area to keep employees engaged and accountable without holding their hand


	1_11: -Reaching out in the local community for leads on great detailer 
-Time management from manager - provide more one on one guidance - add additional training from commodore
-Adding in bonuses - showing each employee what they could potentially make if they are engaged and work hard


