Verification Form Regarding the Departmental Action Plan

Fixed Operations 1 Week Post- Class Homework Assignment

Dear Academy sponsor,

One of the post-class homework assignments given to your manager at the
conclusion of week two at the Academy is the Departmental Action Plan form.
The student’s assignment is to show you the format of the assignment,
explaining to you the purpose of crafting a departmental action plan after week 2
of the Academy. This assignment will be completed four separate times,
(classes 2-5) after the student has attended the fixed operations 1 parts week,
the fixed operations 2 service week, the variable operations 1 class week and
the variable operations 2 class week. The progress of the student’s
departmental action plans will be assessed by each of the Academy instructors
in weeks 2 through 5 of the Academy. Please sign this form below which
indicates that the student has reviewed the departmental action with you, and
have your student bring the form with them, when they return for their fixed
operations 2 parts class. We will collect these forms at that time from the
students. The student will receive a pass/fail grade, based upon whether they
submit this form signed by you. This is being done in order to verify that each

student has shared the Departmental Action Plan with their sponsor.

Thank you for your cooperation.

Sponsor’s Printed Name &LL\], (eﬂ(j’\ Sponsor’s Signatur; /\
//J/ /7
(-~

Date o3 /i%

Very truly yours,



1st Time Fil

———

,;{#dsmos‘

6/1/2018

1

6/4/2018

6/7/2018

6/11/2018

6/15/2018

1

£ 80.00%

1

TR

. 83.33%

” 475;O096  ,

6/19/2018
6/25/2018

6/28/2018

TOTALS:

7
2
9

| 77.78%

B0

”ﬂ’;Gﬁifnéfkf

~ 100.00% |

~ 78.00%
e il




Parts Departmental Action Plan

ership | JAGUAR LAND ROYER CHANDLER ,
?/ Sz Ip$2— h

As a'N'EV‘ build pofnt for Jaguéf Lyand Roﬁer ln'F’HVX. A.Z inetm afea, ¥e are struggling 'I“’I' the
awareness of our new point with the new location and with us being open for BetaillWholesale Parts
business.

To increase our JLR retail awareness with local wholesale body shops and independent shops, thus to
increase our wholesale gross increases.

90 total days frdm Juylyg 2018 for all 4 steps in Action Pylan assesment below. Progress should start
with "soft opening” and then more ‘aggressive approach’ moving into step 4 detailed.

Ist step in process: Direct mail pieces to revelant vendors in the wholesale & body shop markets, with
documenting each shop in spreadsheet kept by Parts Manager and General Manager to track

2nd step in the process: EMAL blast to respective future partners (document in spreadsheet as well]
3rd step in the process: Fiy-by's and in-person visits with respective future partners by Parts Manager,
Service Manager, and even Service Advisor (if possible), document in spreadsheet as well - drop off
pizza or donuts or red-bulls with JLR INFO

4th step in the process: follow-up phone calls to each shop to ensure they retain our info and use our
services [document in spreadsheet}

Meeting with Dealer:

Action Proposed: Bi-weekly progress updates via DOC meeting to check progress and gained
accounts secured. Spot check updates by Parts Manager and Service Manager in between DOC's.

Meeting with stakeholder(s) [dealership personnel):
“Parts Manager, Service Manager, Service Advisors
Describe what is in place to support desired goal:
“““Advert team with creating artwork and verbage with call to action to team with us, with their delivery
meeting via Direct mail & EMAIL. Tracking Reports by Parts MGR to measure account uptick

Accountability: Monitoring progress:

¥ho: In order, Parts Manager, Service Manager, with oversight and input from General Manager
What: 102 increase in # of accounts added every Zwks to be reviewed in DOC

By When: 30 days total, a 403 increase from now is goal

How: Active involvoment by Parts MGR, Service MGR, and Service Advisors in recruiting, talking to
and qainqging rapport with outside shops
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Non~Dealer

ompet
Summary Survey

titive Maintenance

e This survey is designed for independent,

Make sure to 1nclude parts and labor.

Pricing

or non-dealer stores.

BROTHERS
ELITE AUTO 65 20 39 90 159
REPAIR
GERMAN 103 60 120 120 285
AUTO
REPATR
Competitor | 172 35 73 103 165
Averages
S My | 250 80 . 40 196 ¢+ 1179
Dealership : o L 0 :
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Dealer

Labor Rate Survey

Complete thlS survey 1f you have a dealer (OEM)

Labor Rate

store

at"Rate Tlme

Standard»

AUDI CHANDLER

c 155 X Fectory(lSOa)
- Chilton
w138 Computer
M 120 Motors
R 170 __ Mitchell
- Other
MERCEDES ¢ 159 X _ Factory(130%)
CHANDLER [ J— Chilton
wo_ 147 Computer
M 157 Motors
R 170 Mitchell
T Other
JAG LAND ROVER C n___165__‘ X Factory (200%)
CHANDLER W 140 Chilton
M 165 Computer
Motors
R SLIDING Mitchell
SCHEDULE Other
LEXUS CHANDLER c 148 X Factory (200%)
) — Chilton
wo_ lz8_ Computer
M _ VARIABLE Motors
R 185 Mitchell
Other
TEMPE HONDA c 141 X _ Factory (150%)
- Chilton
w14 Computer
M GRIDPRICING Motors
R SLIDING SCH |- Mitchell
Other
Variable Rate Code(s):
C=Lowest, Most Competitive L.O.F., etc.)
W=Warranty
M=Maintenance Rate (Normal Factory Maintenance) R =Highest,
Repair Rate
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