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e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

1st goal is to raise the fixed absorbtion of my service department from 28% to the guide of
60%. It is very achievable. This goal will take time and monthly improvemens, so by the 3rd
session in June (service) | plan to have achieved this new standard.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
This will allow more growth within the Failure to achiev this goal or improve on
dealership and more opportunities to for what we currently are doing, will make it
the organization to grow. difficult for the dealership to maintain in

time when sales are down.

Have already begun from the time | got back
When will you start?

How will you gauge your progress? When? Using which metrics?

By monthly calculating my fixed absorption rate as per the NADA formula.
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What specific actions will you take to achieve your goal? Who can help you?

| am personally taking more interest in my service department. | have hired a new Service
manager/writer. Working more hand and hand with all fixed ops personnel. Increasing the
labor rate that is already too low, but keeping it the same for internal and customer pay.

Potential Challenges?

Adding a 4th Tech
Increasing the hourly rate
Better scheduling

Following up with customers on a regular
basis.

Potential Solutions?

more hours lodded
more money in the till

allows us to bring more vehicles through
service

Happy customers
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