Management Action Plan - VO1

Student Name: Bill O'Brocta / Craig Colby
Dealership: Joe Basil Chevrolet

Class & Student Number: N345

Current situation or challenge you want to address (narrow your focus):

We want to continue to steam line and improve our process in getting used vehicles from reconditioning to lot
for sale opportunities. We are currently running in the range of 7 to 10 days from start to finish

Overall objective (goal) and specific desired results:

We need to clean up the timeframe between the vehicle going through the recon check and approval to detail,
pictures and on the lot — our goal is to have the whole process completed in an average of 4 days per vehicle

Describe your action plan in detail (including before and after measurements):

Current process is when a vehicle is traded in or purchased off the street the Used Vehicle Managers do a
visual check and review the Car Fax report to determine if it is a vehicle that we want to put on the lot for sale.
Once that is determined we move forward with bring vehicle and Keys to Re-Con Service Manager. From there
an RO is generated and information is loaded into Rapid Recon. The vehicle is then assigned to a Re-con tech
to be checked out. Our goal is to have this process completed within 48 hours. We currently have 2 Re-Con
Service Managers and 4 Re-con techs and run swing shifts from 9 to 9 Monday thru Friday. Once the check is
complete the information is loaded into Rapid Recon for the Sales Managers to review. This review and
approval process should happen the same day the info is available. Once approval is given for work to be
completed, parts are ordered out and recon process takes place. If it is determined that vehicle is lot worthy, but
we determine the re-con can be done at time of sale, the vehicle then gets transferred over to detalil
department. Detail is completed, and vehicles get parked in a designated spot for Exterior and interior photos
and then to lot for sale.

The tools we use to measure progress are as follows:

- All Managers have access to Rapid Recon
- We have a daily recap sheet that is sent to all of the managers by the Re-Con manager that shows the
following:
0 Sold vehicles that need re-con work completed
o Number of vehicles waited to be checked out
o Number of vehicles waiting on parts/labor quotes
o Number of details that need to be completed



- All managers review these reports everyday — including Dealer Principal, Leadership Team Managers,

Used Car Managers, Service Manager, Parts Managers and Detail team leader
- Communication through e-mail and phone as needed on a daily basis to discuss any delays in the

process

Timeline: What is your implementation date? Describe specific short-term and long-term
checkpoints to monitor progress.

The implementation process has already begun. We are having weekly meeting to review the process and see
where we are falling short. Some area’s we have targeted for improvement are as follows:

- Better communication and hands on review of re-con reports between Sales Managers and Re-Con

managers
- More of a hands on approach with Re-Con Managers and Techs to make sure the reports are accurate

and not a situation where a tech may just not want to do the work
- Implement a “lost car” line to the Rapid Recon report to make sure we are reviewing all vehicles and not

let sellable vehicles slip through the cracks
- Looking at ways to speed up the overall process
- Do a weekly and monthly review of how many vehicles made it to the lot for sale and how many went to

wholesale. Review Wholesale cars and make sure there were no specific patterns or red flags that may
dictate a problem in the system

Meeting with Stakeholders (dealership personnel):

Describe what behavior change is needed to support desired goal. Address required
coaching, training and/or consequences, including timelines / accountability / process
monitoring activity.

Behavior change is simple: we need to keep the lines of communication open between all who are involved. We
need buy in from all department heads and their staffs and show them the benefits to the store in getting quality
Cars and Trucks on the website and the lot as quick as possible for potential sale

Who: Every department head in the store and their respective teams

What: Communication and teamwork

By When: Immediately

How: follow the process that we have in place. Eliminate shortcuts and mistakes in the

process
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Dealer agreement:

If you need your sponsors support or approval to implement your plan, have it signed off
before you start. If you can proceed on your own, present this action plan to your sponsor
before next class. Describe the meeting:
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EXAMPLE OF RAPID RECON REPORT

Yesterday | Week thru yesterday | Month thru yesterday | Mar | Apr | May | From I
Production summary for 01/01/2019 to 06/23/2019 | 14 steps out of 16

&5Number of vehicles
1626

EAVG days to step completion
7.42

Realtime summary (work in progress) | 14 steps out of 16

&hvehicles in progress
73

EAVG days in process
6.67

Choose type of step

I All steps j




Choose steps None All

1 Purchase

<]

2 Trade

=]

3 Inspection

=]

4 Parts Estimate

<]

5 Labor Estimate

<]

6 UCM Approval

<]

7 Approved/Declined

<]

8 Service

<]

9 Parts Order/Deliver

<]

10 Sublet

<]

11 Body Shop

<]

12 Detail

=]

13 Sold Detail

=]

14 Photo

<]

16 Wholesale
Completed vehicles by step | 01/01/2019 to 06/23/2019

<]

E:'Vehicles\l'"Completions E-"Repeat AVG days to completion
S

EJVehicles\"'Completions E-"Repeat AVG days to completion
s

796 840 44 1.86
512 521 9 3.39
949 1013 64 1.33
926 1008 82 0.06
949 1014 65 0.09
948 1030 82 0.03
1026 1604 578 0.34
1047 1791 744 0.17
775 896 121 0.96
100 105 5 7.50
409 428 19 0.15
879 979 100 1.66
530 546 16 5.22

847 888 41 1.32
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