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Marketing

We currently utilize direct mailer coupons and have a tv ad that showcases our state of the art service Lane and
center.

Our goal is to increase the quality of service and create a comfortable environment that treats our guests respect
and establishes relationships and NOT just transactions.

By using software( XTIME}, we will send follow coupons to guests that declined work initially, to capture missed
opportunity.

Weekly end of shift Team meeting to evaluate the progress of these actions.




Analyze Cost of Labor

We currently monitor daily flagged hours vs
hourly techs, including upsells and hours per
r/o.

Our goal is to maximize every opportunity by
increasing sales per r/o.

We are installing 2 new lifts to quick service
to increase productivity and potential hrs.

Weekly training on multi point walk arounds.
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Changes in Expense Structure

Every dept head attends Asset Meeting
with GM and Comptroller.

Review current vendors and products in an
effort to lower expenses.

Make sure we address and establish
solutions from Asset Meetings geared to
lower and offset certain expenses.

Manager meetings to ensure we have
productive strategies to enhance our
financial position.
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Repair order analysis

More complete walkarounds on service
drive, will increase upsells.

We will continue to train on how to
sell “K” services at the proper
intervals to increase hours per r/o

Also, utilizing media in the shop to
create better visuals for customer
repairs.
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Productivity 23

We are currently utilizing every bay and
trying to maximize every r/o. . Joustemercar 731980

Customar Truck®
Custoriar Oher®

We would like to increase our hours per T —

tiew Vehlcls Prep © -
month and proficiency of the shop.

: : - ; I3 -
By adding 4 new lifts and adding to our o BEm o
mainline tech staff, production should e e TE D2 - T 800
increase. : . 5 : quwz [wawet] } 0,
| Clock Hows Aualatle. ) mu::f m«g;;

Using a production spreadsheet to identify R

room for improvement, will help evaluate. T




Facility

Currently we are utilizing 11 bays with 9
Techs.

We are actively training 2 lube techs to
become C level main line techs, in effort to
be more proficient and skilled.

We are adding 4 new lifts and will utilize 1
of the new bays for quick service and used
cars.

Evaluate our weekend production and how
efficient we can get work in and out the
shop with the new equipment and added
tech help.




SWOT Analysis
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Strengths
11 functional bays( adding 4 more)
Full A/C & Heating in shop and covered Service Drive

State of the Art Facility




)
e
o
EES )

ice wri

.

Shortage of experienced techs and serv

SWOT Analysis
» Weaknesses
» C/Phoursperr/o

>
» Overall Sales Mentality




SWOT Analysis

» Opportunities

» Create a Technician Apprenticeship with local high schools.
» Utilize service lane technology

> Upsell 1 filter & 1 flush on every ticket when available.




SWOT Analysis

» Threats
» Losing business to local independents
» Being non-competitive on pay and work hours for techs/advisors

» Staying within guide and CS! standards of Manufacture




SWOT Analysis

» Objectives
» Improvement with Tech morale
B Limit discounts on service drive

» Improve overall productivity and proficiency
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SWOT Analysis

Strategies
Sales training & menu selling on the drive.
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p» Establish better communication between advisors and shop.
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MPI walk around by video by every Tech.




SWOT Analysis

» Tactics

» Inspect what you expect

B Service Manager has to approve any discounts.

» Managers meeting to stay focused and consistent on process & procedures.




SWOT Analysis
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Homework Synopsis

» Synopsis
With improvement in Service Department from previous staff, we would like
to continue to build and create a desired work environment and destination
for top level techs and advisors. With consistent training and investing into

out team, we can generate substantial improvement.




