NADA c.n

SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

e Specific @ Measurahle o Relevant ° 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

As a Used car director only a few things i can change and be able to measure. After attending the class so far i
think one of the things that need to be addressed is the Internal rate. Current internal rate is $95 an hour.
Moving in the right direction and the ability to make a change, should be increased to $105 an hour.

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

Our Vision is to offer the best customer service and take care of our employees. More cash on hand will help
make that vision stronger and more stable.

Two biggest benefits of achieving this goal.

(1) Higher service absorption. The goal is to get Used Cars and Fixed to 90% absorption
(2) More money to the bottom line. Helps the store be recession Proof.

Failure is not an option. This is a simple goal and should be reached.

This is important for the stability of the store and our employees

As i know this small move is not to NADA Guide of internal should match customer pay. It is a move that can be
achieved with little kick back. Like they say in Rome "Brick By Brick My People"
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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

to $105 starting July
12020

has to change rate
in our DMS system

Pre Owned Dir

gross profit for
Service Dept from
Pre Owned
Reconditioning

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y '
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT | CHECK POINT
DATES
Update Labor Rate |CFO of Bartow Ford | Fixed Opt Dir See an increase of | Start July 1st, 2020

Everyday on DOC
sheet.

End of Month July
31st 2020
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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?

Daily Doc. Sheet. Number of used cars reconditioned, DMS Service Report. Wednesday of every week meet
with the service cashier and pull all used car R.O.'s.

Potential Obstacles? Potential Solutions?
Only possible obstacle is maybe a little kick Possible solution maybe spiff on extra money
back from new car and used car managers. madre. But i do not see this small move as an
Managers are paid on variable bottom line only. issue.

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

0000

This is based on Feb. Statement. 167 vehicles was recondition in Feb. The average hour per R.O was 2.5. That
would have put 4175 more to the bottom line. But in may 205 vehicles was reconditioned at 2.5 hours per R.0.
That would have put 5125 more to the bottom line. | know low percentage but for the year could be another

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.

Once the rate is increased in the DMS no way to fall back. Now it will be my goal to increase the hour per R.O
with the service manager. May try harder to keep vehicles with engine jobs and transmission jobs. The more
hours the more the increaser. We only pick up about 8 tenths on simple service. The room for improvement is
endless.
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Two biggest benefits of achieving this goal.
(1) Higher service absorption. The goal is to get Used Cars and Fixed to 90% absorption 
(2) More money to the bottom line. Helps the store be recession Proof.

Failure is not an option. This is a simple goal and should be reached.

This is important for the stability of the store and our employees 

As i know this small move is not to NADA Guide of internal should match customer pay. It is a move that can be achieved with little kick back. Like they say in Rome "Brick By Brick My People"
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