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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 increase the flow of  used vehilces through the shop for used car department. Increase by added 2 more c- techs to the team. 
	1_2: More used cars available to sell on the lot , and more shop hours will increase through the shop. In addtion helps the parts dept out with part sales weekly. 



increase from 15 to 20 used cars processed  a week to 25 a week. 
	1_3: if the amount of used cars through the shop dosent increase, that puts us at addtional techs added with the same amount of vehicles processed. Un applied time for shop and not able to provide what we committed to used car dept and dealer principal. 
	When will you start: August 1st 2022  ---  revised meeting on mid month process 
	1_6: All c-techs involved with used cars will be monitored by assistant service manager. All RO's assigned to these techs have to hand in the RO's daily if vehilce isnt completed to evaluate. Managed the hours the techs work verse the hours per vehicles weekly. C-techs rates stay between $20-25 hourly rate no hire. Increase the hourly shop rate for used cars along with the other rates as well $125.00 hr to $140.00 hr internal rate. Parts manager as well will raise the price of parts from the old rates to new based on 5 other delaers local when researched internal pricing and door rates. 
	1_8: Assitant Service Manager along with parts manager will weekly update the amount of vehilces processed through the shop. Warranty manager will then also weekly email the amount of used vehilces closed out internal to used car department. Monday payroll print outs for shop will show how many hours the techs had on each vehicle completed. 



Weekly meetings with the Management team to see  any delays in the new process.

See if there is a parts delay issues from achieving weekly goals.

See if there is a staffing issue weekly with call outs or dispatcher didnt assigned RO's.

See if there is a delay in vehicles not giving to service from the used car deapartment.
	1_9: Used car department complains about the hourly rate increased as well as the parts increase. 



Techs not available in time for start date.



Part delays along the way. 
	1_11: Dealer principal will be involved a meeting with parts, service, used car department to understand the changes moving forward for all team members. 



Compare the staffing and pricing before and after the changes and to explain the cost with all measures. 


