NADA
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ACTION PLAN 1

e Specific m 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?

I will increase my gross profit percent of sales in our service department from an average of
79.8% for the first quarter of this year to 81.3% over the next three months of this year (June,
July, August)

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increased overall dealership profit. Lower then desired profits for the
dealership.

Increased service department profit.
Lower than desired profit level for the

Increased profit with lower labor expense. service department.

Increased happiness of the dealer Dealer principal will have less fun money
principal. for his next vacation.

Lower cost of sale. Increased cost of sale.

6/1/2024 thru 9/1/2024
When will you start?

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

I will monitor gross profit percent of sales using labor profit analysis within our DMS. | will
monitor this on a weekly and monthly basis. Full results will be measured at the end of the
three month period. My goal will be a .5 percent increase monthly. | will be using gross profit
percent of sales.
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What specific actions will you take to achieve your goal? Who can help you?

I will be adding a technician that has a lower cost for an increased number of services and

repairs.

I will be monitoring and adjusting menu priced items to ensure our sales/cost of sale ratios are

correct.

| will be using my service advisors to ensure correct billing of the technicians time and labor

charges.

Potential Challenges?

Maintaining lower cost technician efficiency
to maximize my return.

Incorrect billing of technician times which
would not support the needed sales/cost of
sales ratio.

Menu items price change may need to be
too high to maintain percentage .

Potential Solutions?

Set goals for the new technician
Provide additional training and support as
needed.

Make service advisor aware of the goal
and educate them on what actions they
control that make a difference.

Survey other repair facilities for menu

priced items to maximize our increase in
pricing.
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Lower cost of sale.
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Lower than desired profit level for the service department. 



Dealer principal will have less fun money for his next vacation.



Increased cost of sale.
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Incorrect billing of technician times which would not support the needed sales/cost of sales ratio.
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	1_11: Set goals for the new technician 

Provide additional training and support as needed.
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