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ACTION PLAN 1

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?

I will increase my Gross Profit Return on Sales from 19% to 20% by end of year.

BOTTOM LINE: Benefits of Achieving Your Goal

- acheiving NADA guide of 20%

- will either cut expenses or grow sales
(both?)

- will force expense control

- our service advisors/techs would make
more money off more sales which would
make them happier!

September 1st 2024
When will you start?

Consequences of Not Achieving Your Goal

- low return on investment in service dept.
- inefficient service dept.

- reduced sales

- poor cost management

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

I will use the Service GP return on Sales calculation on a weekly basis to track the progress.
Another metric | will look at is the calculation that determines how much more sales service
would need to meet the guide. For June, if we sold $7,000 in additional sales we would've

made the 20% guide.
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What specific actions will you take to achieve your goal? Who can help you?

| will be talking to my service manager about this goal. | will pull an expense report and be
sure to manage it for the remainder of the year. We are also implementing a higher labor rate
on desiel vehicles starting on September 1st which should increase sales dollars right away. |
will be talking to my service BDC to have them concetrate on incrementally increasing
afternoon appointments to be sure we are still effective with afternoon shop time.

Potential Challenges? Potential Solutions?
- not enough time for more appointments - create a spiff for achieving the goal
- techs don't want more work - add a bonus fun lunch for service if they
- not enough buy-in from servive manager acheive goal

- create a competition between teams in
shop to push gross
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