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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: Our goal is to increase our service retail service gross from 62.1% to 64%.  We want to be able to achieve the goal by the end of July 2022.
	1_2: The benefit of achieving the goal is that we will increase our bottom line of adjusted selling gross.  Just looking at January we would increse our gross $1,503.00.  If we look at 12 months it could increase gross $18,036.00.


	1_3: We will continue to struggle with making our budget in service.  

We will not have the proper technicians working on vehicles.


	When will you start: May 1st, 2022
	1_6: 1) We will run the DOC daily and check were we are at.

2) We will have a sales sheet that has total sales for all areas (retail sales, ESP, warranty, and internal).  We will log total sales and gross and were we are at for a percentage.  We will post it in the service managers office.

3) We will have the final total when the month closes to get our final total.
	1_8: The Service Manager will take charge and we will have weekly meetings to go over the totals and see how we are tracking.

1) We will perform a 100 RO analysis to see how we dispatch out the work to the technicians.  

2) Sit down with the service advisors and go over dispatching practices to make sure that they understand the importance of dispatching to the proper technicians.

3) Look and see were each service advisors are at for retail service gross.  Once we have the percentage were they are at, come up with a goal to get them to the next level.  

4) Once a week we will have a log sheet for each service advisor to were they are at.  If they are lower than the goal we will spot check 10 retail repair orders to see how they were dispatched out.  At that time we will either find out that it was ok or coach them on how to get to the level we need them to be at.

5) For the first two weeks we will run the exception report and monitor the biliing of the repair order.  If there are issues will address them individually with the advisor that is having the billing issues.

6) The service Manager will have a morning every Tuesday to go over how the department is tracking.  If there is one advisor that is tracking correctly he will give him a shout out in the meeting.  

7) If the service biller sees issues with the bills, they will take them to the service manager to have him sign off the repair order.  This will allow us to determine if the adjustment on the bill was approved.

8) By the end of May we would like to see an increase to 63%.  At the end of June we would like to be at 63.5%, and at the end of July be at the 64%.

9) We will shop our market to see if we are to low on our maintenance items and address as needed.





10) We did a survey of the dealers around us and we will raise our labor rate from $125.00 per hour to $135.00 per hour to be competitive in the market.


	1_9: 1) Making sure that we are dispatching the work to the proper technician. 

2) Service Advisors not following plan.

3) Technicians having issues with the work they are receiving.
	1_11: 1) Looking at a centeral dispatch system.

2) Going to the DMS dispatching the work to the technicians based on their training.

3) CHanging the pay plans in service.


