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that is Ǉour goal͍ that do Ǉou ǁant to achieve͍ &rom ǁhat metric͍ do ǁhat metric͍ �Ǉ ǁhat date͍

�KddKD >/N�͗ �eneĮts oĨ Achieving zour 'oal �onseƋuences oĨ Not Achieving zour 'oal

When will you start? 

How will you gauge your progress? When? Using which metrics? 

ACTION PLAN 1
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Wotential �hallenges͍ Wotential ^olutions͍

that sƉeciĮc actions ǁill Ǉou taŬe to achieve Ǉour goal͍ tho can helƉ Ǉou͍


	1: To reduce the average number of parts deliveries (8) we are doing in a single day down to (5).
This will be done by Dec 31st 2020.
	1_2: This will lower our fuel expense.

It will reduce the opportunity for the parts driver to be doing non productive work (like taking a break in a parking lot).

It will save miles on our delivery van meaning less maintenance.
	1_3: Higher fuel expenses.

Higher risk for our parts driver to be goofing off and not working.

Increase in miles on our parts van increasing the frequency in maintenance.
	When will you start: Monday December 21st 2020
	1_6: We will create a delivery schedule to be followed starting December 21st. If there is an emergency delivery that needs to take place, the parts driver will write in on the schedule the time he did the emergency delivery.
	1_8: Like stated above, we will create a delivery schedule for parts to be delivered on 5 different time slots throught the day during business hours. These slots will be spread out accrodingly based off our previous delivery times.

The Parts Advisors will be communicating with all customers requesting delivery the different time slots that are available.

The Parts Manager will monitor this process to make sure the delivery person is sticking to the schedule.

We will implement a discount offer to regular delivery customers to pick up there own parts above a set dollar amount. 
	1_9: Current customers adjusting to our new process and not liking it.

Potientially losing business for not having immediate delivery available.


	1_11: Offer customers a one time discount to ease into the new process and a discount to pick up there own parts.

Offer an emergency delivery on an order marked up over a certain percentage. Example, any parts order sold marked up over 30%.

Offering an emergency delivery with a small fee.




