ATD ACADEMY
f—— ]

SERVICE OPERATIONS ASSIGNMENT ~ ACTION PLAN

o Specific @ Meazurable .l;:%. L o Relevant o Time bound

What is your goal? What do you warnt to achiese? From what metric? To what metric? By what date?
Example: “F will decrease my 5K run time from 30 minutes to 21 minutes by June 15, 2070

Goal i 1o improve our Tech Proficiency by 11% by March of 2021, This would take our Praficiency from an
abysmal 55% 1o T0%. We will monibor and check in every 45 days uniil March o maike sune we ane on brack

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 poal important to you?

o

| This aligns with our Dealerships vision of ncreasing our Fixed Absorblion. The benefils are endisss here.
Mare § |o the baltomiine, an addional 368,465 per month in [abor sales, 8821, 590 annually. Happier bachs,
'hﬂummhﬂmlﬁmhmﬁmmﬂs rurner, Service Advisor periormance,
and averall padormance of the Sarvios d The consec contirued poor performance and
mﬂyhmhmﬂlumhm“m ﬂug:mll:mw'lm!hmhmllmll‘mﬁ:mnl
| mare bruciks!
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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 o intlude necessary resources, wiha is accountable, the measurable result, and dates.

000

NECESSARY

ACCOUNTABLE

START, END, &

SPECIFIC ACTIONS
STEP RESOURCE(S) i s B
Implement Parts People Parts Marager and  [Kesping lechs 10/ starl daim,
Runner. | Service Marager focsed and on the  |monitor
jolb. rmance and
'wark oul the kinks
thru 1111, Check
mrmthbe
Draily Huddie ST mirules atb the IShng Foseman | |Bettar 1001, Evaluate fhe
iy af eve Sarvece Marager communication and | Huddle mesting
Tech on m.r“g £ constant foous o communicafion an a
the board. imp weekly basis.
individual
Imgroving lost time | Shop Organization  |Conlinuous Improve Tech 10M1. Evaluabe
|Improvement Eficiency. Goal is  |every week,
Coardinator 10%%. identifying ary areas
e can improve and
follow up on Friday
Parts Aguisition and  |Lost Sales Parts Manager |Better perfarming Already started from
improving FTFR. Reparling. techs, impraving our Finger Print
Consisten reparting thedr efficiency by Project. Cheds in
by entire Parts Dept not hawing to waill an |every week,
!pu'L'u evaluabe al manthly
Cosodl TT_T T, T S
Service Advisor Time, Efforl, and | Sarvice Marager |Ther|1ud impartant  |Initially, svaluals
Communication |Energy io imeesl person in e KA
Training. Hire a Comporabe dealership requires  |mestin ndiidually,
Trainer an 1 n o detal follow wup girly, and
Communication. and impraving every |hawe & manth
b liomes with |
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ATD ACADEMY
——

SERVICE OPERATIONS HOMEWORK ~ ACTION PLAN

Hanw will you track your progress? Where will you find the information? How often will you check in?
0070

Tech Proficency on the board wisible to all will malivale the high performing bechs o stay where they are and
|drive competitive nature between t=chs bo improve their numbens. This will implement a cullure of geting befier
|eery day.

Potential Obstackas? Potential Solutions?
~ e

Charge. Mo matier whal, people are ahsays Add Value to improving shop organization by

siow o excepl change unll ey see how much showing saved lime and reporting

it benefits the tmam, and their pay. improvemenls.

Making changes io Shop Omantration. People Making Huddle meslings guick, efficent, and of

get complacent. value, showing impravements in Praficiency
Scores and highlighting in front of peers most

Mot allowing Huddle Mestings 1o be a waisi of improved Techs every week

Eme. Time is the most valuable thing on the

plarel, it has 1o be warh the “lime®.

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

0000

: sales (o our boflomine on a monthly basis and $821,500 annually. Pobential benefil is increasing our FA o
BE% from TA.51%.

COMNGRATULATIONS! You've accomplished your goall You added or adjustad policies, proceduras, and
behaviors. Now what? How will you ensure you and your staff de not fall back irto the previous habits
that produced poor results? Ba specific.

e
A

. 4
| Thess action items wil become the standard. W wor't back down and will continue o chase improsement

every day. We will improve the botlomine, improve morale in the shop improve customer refations, and wark
toavard the most important goal af becoming the dealer of choice 1o our customens and our employees.
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