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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Increase effective labor rate to improve profitability, enhance departmental performance, and
ensure sustainable revenue growth. Current effective labor rate $164.50 to $175.00 by
January 1, 2025.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Raising the effective labor rate will increase Reduced profitability and financial strain on
profitability, enhance departmental the service department. A potential decline
efficiency and morale, and increase in technician retention due to dissatisfaction
technician and advisor satisfaction due to with pay opportunities Increased reliance
better incentives and recognition. on discounted services.

12/1/2024

When will you start?

How will you gauge your progress? When? Using which metrics?
I will utilize my dashboard that shows my effective labor rate for month to date numbers which

updates daily. It also breaks it down by advisor so | know which advisors require assistance to
help me reach the department goal.
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What specific actions will you take to achieve your goal? Who can help you?

Implement incremental price adjustments in the grid for labor rates and focus on high-demand
services. Review pricing every month. Conduct MPIs with tech video on each vehicle that
comes through our service department. Train advisors to clearly communicate the value of
quality repairs, the use of OEM parts, warranty assurance, and the long-term savings of
proper maintenance. Limit discounts with the advisors.

The Advisors and technicians can help me with this goal with value-based selling and upsell
opportunities. Delivering quality MPI's with video and presenting all information to the client to
make an informed decision.

Potential Challenges? Potential Solutions?
Customer resistance to higher prices. Implement a value-selling strategy _
Discounting and undervaluing services emphasizing quality and expertise. Train

advisors to explain the benefits of
OEM-trained technicians, genuine parts,
and warranty assurance. Teach all advisors
to sell the entire job and to provide all
information when presenting including ETC.
Limit discounts review pricing structure,
and avoid unnecessary price adjustments.
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