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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: The goal is a defined process for purchasing vehicles from the service drive without taking any business from the service drive.
	1_2: Easier to acquire inventory from customers than auctions. 



No auction fees



No transportation fees



The vehicles are already on our property 



Possibly sell additional vehicles in the process
	1_3: Continue to have to pay rising UC prices via auctions



Pay auction fees



Pay transportation fees



Vehicles only have a condition report 



No customer is attached for a possible new transaction


	When will you start: In progress now, started May 1, 2021
	1_6: We will use the tools we already have in place to gauge the success.



Automotive Mastermind...identifys the prospective client/vehicle for purchase and/or upgrade.



MDL Automation....alerts us via email "live time" on the CRM as the customers arrive in SVC.



eLead CRM...after the alert the assigned salesperson/buyer meets the guest in the lounge.



Reynolds & Reynolds...run reports by stock number to identify "OB" purchases (outside buy)
	1_8: I have employed our represenatives from the above listed sources to work together with myself & my team to get the system setup as we want it to run. 



That requires changes to the alert system within MDL to send the alert to an assigned email address within eLead that will in turn populate as a SVC Drive Campaign lead on our desklog.



The desklog is viewed all day by management & BDC. This will ensure that when a lead arrives, urgency will come into play & we will treat the SVC Drive appointement as a live customer in the showroom. 



Currently we will have our sales staff work this program, but it is invisioned that we will have two dedicated employees working as "buyers" on the service drive. Their goal will be to strictly offer to purchase the unit & should the guest have an interest in upgrading to a new/pre-owned vehicle then they will be turned over to the sales department.



Point of sales material is created/ordered.

MDL email alert is setup.

Additional monitors are ordered for management to have multiple screens to monitor the desklog while preforming their day to day responsibilities as well. 

Process map is in progress.

Call scripts have been created.

BDC staff has been identified as to the point person that will make the "day before" call.



We are very close to having a working model.


	1_9: SVC consultants fear of loss











New process is bound to have new strugles
	1_11: We have put together a bonus program for their guests that we either purchase their vehicle/upgrade. Starting at $100 per unit and graduating up to $300 based on volume.



Address each concern immediately & adjust the process as needed to make a smooth/seamless process.


