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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?

For my goal | would like to help my service department(s) get their open RO's down to under
55 open RO's by August of this year. In one store we currently have 115 open RO's and in the
other 89.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Better Cash flow Much needed money tied up in customer
Happier customers bills,

More business/more output Tied-up inventory on RO's not billed and/or
paid.

Continued service bottom line in the red.

Began this process today. 4-18-24
When will you start?

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

This is an easy measure - count open RO's. These will be checked May 1st, June 1st, July
1st, then July 15th, and Finally August.

I know this should probably be monitored more often, but | need to be reasonable in this as
well and | know this is all that time permits.
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What specific actions will you take to achieve your goal? Who can help you?

Something very easy that | did today was reach out to a customer and see if he could pay his
open RO's. He will be in Monday for an oil change and will pay all 3 of his open RO's then.
We have had so many service writers come and go and they would not make the customers
pay when they left and would let them take their vehicles, that we now have all these open
RO's that we cannot close due to no payment. We do NOT want to open A/R accounts for all
of these idividuals so here we are.

So, that being said, clearly | need help from the service writers. They have to collect these
bills at the time of service. We are not a bank. Along with this, | will have to have help from
the Service Manager as well as th GM.

Specific actions:

-hang a sign in each service department that payment is due at the time of service

-make sure the service writers do NOT let any vehicle go until payment is recieved

-give the service writers a list of open RO's that have customers coming in again to collect
payment

-reach out to more customers with open RO's and seek payment, sometimes they are not
aware they owe $3$, since there is no statment due to no A/R account

Potential Challenges? Potential Solutions?
Lazy and unwilling service writers that will | think once we set a precedence of
not collect payment. expecting payment at the time of service,
Unhappy customers, unwilling to pay. customers will comply. When | take my dog
| don't have a lot of extra time to follow up to the vet, they expect payment at the time.
and get payment on these old open RO's. I will have to have other people in my

department help me clean up these old
open RO's. Make calls, etc.
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	1: For my goal I would like to help my service department(s) get their open RO's down to under 55 open RO's by August of this year. In one store we currently have 115 open RO's and in the other 89.


	1_2: Better Cash flow

Happier customers

More business/more output


	1_3: Much needed money tied up in customer bills, 

Tied-up inventory on RO's not billed and/or paid. 

Continued service bottom line in the red. 


	When will you start: Began this process today. 4-18-24
	1_6: This is an easy measure - count open RO's. These will be checked May 1st, June 1st, July 1st, then July 15th, and Finally August. 

I know this should probably be monitored more often, but I need to be reasonable in this as well and I know this is all that time permits. 
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So, that being said, clearly I need help from the service writers. They have to collect these bills at the time of service. We are not a bank. Along with this, I will have to have help from the Service Manager as well as th GM. 

Specific actions: 

-hang a sign in each service department that payment is due at the time of service

-make sure the service writers do NOT let any vehicle go until payment is recieved

-give the service writers a list of open RO's that have customers coming in again to collect payment

-reach out to more customers with open RO's and seek payment, sometimes they are not aware they owe $$, since there is no statment due to no A/R account
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Unhappy customers, unwilling to pay.

I don't have a lot of extra time to follow up and get payment on these old open RO's. 
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I will have to have other people in my department help me clean up these old open RO's. Make calls, etc. 


