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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 significantly reduce the after sale cost adjustments. This will allow the dealership to  retain more gross for the new car and pre owned departments. I want to reduce the after sale cost adjustments from $45,000.00 to $5,000.00 and I want to accomplish this by Jan1, 2023.
	1_2: Retain Gross Profit

Compensation based on higher gross

Minimizing errors

Departments being held accountable


	1_3: Continuous decrease of gross profit

Compensation based on lower gross

Constant errors that will be overlooked

Lack of accountability


	When will you start: October 1,2022
	1_6: I will gauge my process by keeping track of the total adjustments for the current month. The adjustments will be guaged daily, weekly but with the final cout being gauged monthly at the end of the month. All of the calculations will be computed manually.
	1_8: I will first have a meeting with the sales department and with the management staff regarding the problem and bring awareness. I  will then personally look at every single charge that has not been set up in the deal. This will apply to every deal/ vehicle new and pre owned. The accounting department will help me as they have been instructed to provide me with the copies of every charge that isn't accounted for in a deal. The Finance department have been instructed to pay close attention to every final call back from the lender and the bank fees that may be associated with each deal if any. Finance managers ensuring the correct taxes and fees are collected at the time of the deal.

The Sales staff have been instructed to verify with parts and service the pricing for any accessories and to get the confimed amount in writing. The sales staff obtaining correct payoffs, holding sales accontable for damage to vehicles and making them pay for the damages that they have caused.The Sales managers have been instructed to verify all of the adds that are supposed to be accounted for on the add sheet in the deal. Everyone can help me. The department head in parts, service,sales managers, finance managers, accounting, the sales department etc.
	1_9: Making the time to review the charges daily

Communication between all departments

Consistently holding everyone accountable

All departments and personnel buying in as people are creatures of habit and want to follow the line of least resistance

Negative Attitudes
	1_11: Spend 10-15 min daily to review charges every morning before everyone gets to the dealership

Managers and department heads commuicating about it in our weekly Tuesday meeting

Constantly communicating it to the sales staff in our daily meeting

Irregardless of where the charges are stemming from ( which department etc.) accountability and consequences are the same across the board


