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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: My goal is to increase our Customer Pay Gross Profit return on Sales Percentage.  Currently we are at 59% for the year and I would like to increase it to 76% which is Guide for NADA. We are currently in the month of August, I would like to achieve this goal by year end. 
	1_2: The glaring benefit of achieving this goal is to increase our bottom line gross profit.  Additionally, it will increase our part sales as well as increase the pay of our service writers and techs.  
	1_3: We are leaving money on the table.  By not achieving my goal, our gross profit for the store will not be as high as it could be.  
	When will you start: We are starting this 8/1/22
	1_6: Our progress will be measured on a monthly basis, starting in the month of August, 2022. By dividing the YTD Customer Pay Gross Profit by the YTD Customer Pay Sales it will give me my YTD Gross Profit Return on Sales Percentage
	1_8: 1.  The first step I will take will be to make my Service Manager aware of my Goal and get him involved.  

2.  I believe "Awareness" will be the key factor in achieving our Goal

3.  From there I will show him the data of where we stand with our YTD Gross Profit Return on Sales Percentage (59%) and what our goal is (NADA Guide 76%). Making him aware.

4.  The next step I will take is to show my Service Manager the calculation for Total Sales Dollars to Recover $100 Wasted Dollars.  I want him to be aware of how much money in Additional Sales is required to cover every $100 that is written off to policy, good will.  Again Awareness.

5.  The next step will be to set up an "Exception" account to monitor/track every dollar that is given in the form of a discount from the Service writer to a customer. 

I want my Service Manager to review this report daily.  This is a great opportunity to train the Service Writers.  Each discount must be reviewed with each individual Service Writer.  We must teach and guide the Service Writers on how to build value in the services provided and the prices charged for those services.  We must utilize the MyKaarma tool (Video footage) and show the customers what is going on with their vehicle and what the problem looks like, what we are seeing.  We will be able to analyze through each discount if there are a pattern of services that are repeatedly discounted as well as if there is a particular service writer that gives gratuitous discounts without reason or justification.

We must make the Service Writers aware discounts are being monitored.
	1_9: 1.  The biggest challenge will be to change the culture of the service drive.  The "Way it used to be" is no longer acceptable.

2.  Following through with all responsible parties to make sure the policy and procedure is followed.

3. Consistency, the moment a particular day gets busy or there is a disruption to the review process, getting back on track.




	1_11: MyKaarma

Explanation of work carried out

training

Daily meetings on Exception account discounts


