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SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

e Specific @ Measurahle o Relevant 0 Time bound

!

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

I will submit and successfully change our VSC labor rate from $164.84 to $221.75 to match our warranty labor
rate by September 1st 2024.

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?

R

This supports our goal to be continue to be more profitable in our service lane. | do not want to sell VSC'’s just to
give away work.

Benefits of hitting this goal is being more profitable as a store and a department. A potnetial consequence is
costing the 3rd party warranty company too much money which would raise the price of contracts. | have
asessed this risk accordingly because they just raised their prices by a large margin. Time to get our piece of the
pie back.

This goal is important to me because it should have been this wayh for a long time. | do not want to leave money
on the table especially in todays world.
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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, &

doing this.

SPECIFIC ACTION/ NECESSARY ACCOUNTABLE
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHESA(TEgINT
Speak with my father |My cell phone Myself and my father [He agrees with me  |This should happen
about the benefits of by August 25th

Making sure our
service director
submits the change
in a timely fashion

My phone to speak to
him

Myself and my
service director

The rate is raised

This should be done
by Sept 1st as it is
not difficult
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SERVICE OPERATIONS HOMEWORK — ACTION PLAN

!

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

0000

I will track my progress by making sure | have the conversations | need to by those dates above. | will find the
information on how to do it through my service director. And | will check in weekly until it is officially changed.

Potential Obstacles? Potential Solutions?

My father disagreeing with me at first Convincing him by going over what we learned in
class although | do not think | will need to.

My service director forgetting to submit it
| will consistantly remind him until it is official
although | highly doubt he would forget to do
something so important to him.

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

0000

$57 more per hour every hour of service labor we do with VSC’s. This will be a huge number.

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.

We will not go backwards obviously but every six months we will look at all of our labor rates. That way we do not
fall into this again where we wait for too long to change and get better.
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