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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: I will increase my internal service gross profit return on sales from 77% to 80% by July 31st.
	1_2: - I can increase store profits though internal labor gross

- I can increase employee pay for those on a pay plan or commission based plan

-I could have consistent labor pricing throughout the store  for both CP and internal

-I can increase the percentage of fixed absorption for the store though increased profits. 
	1_3: - I will not increase store profits through internal labor gross

- I will not increase employee pay

-I will not have consistent pricing among departments

-I will not increase the percentage of fixed absorption for the store
	When will you start: June 15 2023
	1_6: I will run gross profit analysis for my internal labor sales vs. customer pay labor sales. I will run this report daily until my goal is reached. Once the goal is reached i will run this report weekly, to ensure the process is being followed and we are still on track.  
Running (internal gross profit / internal labor sales) = GPROS% gross profit return on sales.
NADA guide for GRPOS% is 76% or greater, both internal and customer pay are at or above this number but they should be in line with one another. 

	1_8: - I will meet with general manager to get approval to move forward with new internal labor rate. I will explain to him the benefit to the dealership as well as to his pay. 

-knowing there may be some push back from used car manager, I would ensure they would not see a major change in their gross if they are prepared for the change. Suggesting being thorough on appraisals and pricing on the vehicle should maintain used car gross even though recon will increase.   

-I will change the internal labor rate to mirror customer pay labor rate.

-I will assign a dedicated advisor to handle all internal repair orders. This will ensure procedures and pricing are consistent. This will also give the used car manager a dedicated person to handle their estimates for recon. 

-I will make sure all pricing in Xtime and Dealertrack match what we are charging the internal rates at. 

-My GM, used car manger and dedicated advisor will help make this goal successful. Without their support and cooperation this goal will not be achieved.  
	1_9: -Used car manager and sales staff may see this as a gross reducer for them because they are spending more on recon. 

-Used car department may try to haggle more on estimates due to knowing there is more margin on our end. 

-Used car department may send more vehicle to auction and not perform the recon due to pricing being higher.
	1_11: -Make sure appraisals are done correctly 
-When doing appraisals make sure pricing is updated in system to account for updated labor rate
-One advisor handling all tickets will allow for used car manager to have a relationship with advisor and negotiate estimate prices when the situation makes sense. Such as we have this much in this car need to get close to make a car out of this. 
- A good relationship between departments allows us to work together to make cars rather than send to auction. 


