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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: Sustainable and efficient We Owe/Due Bill process, make the process for owing customers a product or service easy to complete, From chargebacks to poor CSI because of poor process, 10/1/23. 
	1_2: Smooth process for customers.

Better CSI for both sales delivery and service dept.

More profitable sales department via less chargebacks.
	1_3: Poor CSI, less profitable sales dept.

Unhappy customers and staff.
	When will you start: Immediately (09/01/23)
	1_6: Surveys from customers (both factory CSI and other vendors), sales policy for chargebacks, open RO's for internal work not completed.
	1_8: Train and maintain two points of contact within each department for following the We Owe to completion.

Meet with each department and maintain a simple plan throughout each department to create less hassle to get customer taken care of.

Verify all customer facing personnel in each department understand how the process and flow work and the point of contact within each department to help address concerns internally and with the customer if need be.

Each department manager and all customer facing employees for input on what point is succeeding or failing within the process.
	1_9: Lack of concern for immediate resolve from those directly and indirectly involved, "not their problem".

Staff turnover and immediate training for replacement personnel.
	1_11: Ease of process to help make utilization easy for staff.

Consistent follow through and follow up to ensure process is well driven fo customer happiness.


