NADA oo

SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

o Specific m Measurable o Relevant o Time bound

ll

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15, 2020.”

o000

My goal is to increase hours per RO, right now we are at 1.3 hours per RO and i would like us to get to 2.0 per
RO. | want to get to this goal by july 1st.

How does this goal align with or support your dealer’s vision?

What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you?

The dealers vison is to make more money. Benefits is brings in more profit to the dealership. Conequences on
not achieving this gaol would mean the department would be under performing. This goal is important to me
because it would bring in more money to the dealership and would increase absorption.
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FIXED OPERATIONS 2 — SERVICE

What specific actions or steps will you take to accomplish your goal? What will you do differently or

improve?

For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

0000

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y '
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT| CHECK POINT
DATES
on oil changes proper diagnose Advisor and tech increase hours March 1st
review for upsale. end July 1st
check daily
Perform walk advisor to get up advisor up sell in drive March 1st
around with end July 1st
customer in service check daily
drive
off 100% of the RO with the advisor and tech sell more hours March 1st
recommendation recommendations end July 1st
100% of the time on it check daily
2 ©2021 National Automobile Dealers Association. All Rights Reserved.




NADA oo

SERVICE OPERATIONS HOMEWORK — ACTION PLAN

ll

How will you track your progress? Where will you find the information? How often will you check in?

0000

We have a white board thats updated daily with all the information from each advosr.

Potential Obstacles? Potential Solutions?
Advisors not offering all recommendations to Watch over and make sure they're offering
the customers. 100% of the time. Also if they are and they're
not selling think about getting training for the
advisor.

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

0000

Getting to my goal could bring in approximately $15,000 more into my service deparment.

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits
that produced poor results? Be specific.

Check the white board daily and make sure the numbers are where | want them to be.
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