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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: INCREASE OUR AVERAGE SERVICE TO SALES DEALS FROM 5 UNITS PER MONTH TO 10 UNITS PER MONTH BY DECEMBER 31ST 2020.
	1_2: *INCREASING NEW AND USED CAR SALES VOLUME.

*INCREASING SALES GROSS PROFIT AS THESE CUSTOMERS HAVEN'T BEEN ONLINE SHOPPING AND RESEARCHING PRICING.

*ACQUIRING GOOD QUALITY TRADE-INS.

*CREATES OPPORTUNITY FOR USED VEHICLE INSPECTION FOR SERVICE DEPT ONCE TRADE IS AQUIRED.
	1_3: *MISSED OPPORTUNITIES FOR ADDITIONAL NEW AND USED SALES.

*MISSED REVENUE FOR SERVICE DEPT DOING USED VEHICLE INSPECTIONS ON WHAT WOULD BE THE TRADE-IN.

*MISSED OPPORTUNITY FOR ADDITIONAL SALES DEPT REVENUE.
	When will you start: DECEMBER 1ST 2020
	1_6: WE WILL PUT A PROCESS IN PLACE WITH THE SALES TEAM TO MAKE A COPY OF THE REPAIR ORDER AND BUYERS ORDER INTO A FOLDER LOCATED IN THE SALES TOWER ONCE THE DEAL IS COMPLETE.
	1_8: *THE SALES TEAM WILL BE ISSUED A SCHEDULE THAT THEY ARE REQUIRED TO WORK. THE SCHEDULE WILL START WHEN SERVICE OPENS FOR BUSINESS AT 7AM.

*THE FLOOR MANAGER WILL HAVE PRINTED OUT ALL SERVICE APPOINTMENTS FOR THAT DAY WITH AS MUCH INFORMATION ON THE VEHICLE BEING SERVICED AS POSSIBLE FOR THE SALES TEAM TO USE AS LEVERAGE.

*THE SALES TEAM WILL GREET CUSTOMERS UPON ARRIVAL AND HELP THEM GET CHECKED IN TO THEIR APPOINTMENT WITH THE SERVICE ADVISOR.

*WE WILL USE A STRATEGY TO MAKE THE CUSTOMER AN OFFER TO PURCHASE THEIR VEHICLE FROM THEM IF THEY ARE INTERESTED AND OF COURSE REPLACE IT IF WE HAVE TO...THIS IS A SIMPLE QUESTION TO THE CUSTOMER "WOULD YOU BE INTERESTED IN SELLING US YOUR VEHICLE TODAY."

*THE SERVICE ADVISORS CAN HELP ASSIST WITH INFORMATION THAT WILL HELP WITH ACQUIRING THE CUSTOMERS VEHICLE.

*WE WILL REVIEW PROGRESS DAILY IN THE SALES MEETING AND TRACK OUR RESULTS.
	1_9: *SALES PERSON BEING PULLED OFF THE SCHEDULE DO TO ANOTHER CUSTOMER SHOWING UP FOR THEM.

*SERVICE ADVISOR FEELING LIKE WE ARE TAKING WORK AWAY FROM THEM IF THE CUSTOMER SELLS/TRADES THEIR VEHICLE TO US RESULTING IN DECLINED WORK.

*SALES TEAM GETTING DISCOURAGED IF THEY DON'T HAVE SUCCESS CAUSING A LACK OF FOCUS.
	1_11: *MAKE SURE ANOTHER SALES PERSON IS AVAILABLE TO FILL IN IF NEED BE. ON DECK STRATEGY AS PART OF THE SCHEDULE.

*SPIFF THE SERVICE ADVISORS A REFERRAL FOR THEIR ASSISTANCE AND CONTINUE TO DO REPAIR WORK IF IT MAKES SENSE.

*IMPLEMENT A REWARD FOR THE NUMBER OF WRITE UPS THE SALES PERSON ACHIEVES.


