NADA oo

SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

e Specific m Measurable o Relevant o Time bound

ll

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

We will maintain or reach a 70% GP by month end December 2020

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?

Dealers Vision is to be 100% absorption from U.C.D & Fixed Operations Departments.

By achieving this goal our Dealership will make more money and they can afford to sale more New cars and
have more customer loyalty.

We will make less money if this goal isn't reached.

Overall Financial health of the Dealership.
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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

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y '
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHECK POINT
DATES
Charge cost of tech |DMS Jim Lee Less unapplied labor [ Nov 15th 2020
at time of repair change tech labor charged off each Dec 10th statement
including tech cost per hour. month Jan 10th statement
monthly bonus
Eliminate O.T. pay |Change schedule Jim Lee Less negative Nov 16th 2020
charged to Dec 10th statement
unapplied labor Jan 10th statement
Look at bi-weekly
pay adjustments
Change DMS Jim Lee Less high level Nov 16th 2020
Maintenance and Change cost on tech's getting paid Nov 30th SA report
Competitive items to | labor op code high cost to repair Jan 10th statement
a variable pay scale low level work. Less | & SA report
charge to unapplied | Will look at SA
Eliminate/ minimize |DMS Jim Lee Increase gross, hold [ Nov 13th
discounting Variance report higher ELR. Weekly on Service
Advisor reports
Nov 30th SA report
Dec 31st SA report
Tracking Ro's for DMS Jim Lee Make personnel Nov 16th 2020
potential pay plan tracking reports more aware of what |Jan 16th 2020
changes. it takes to maintain | Daily RO tracking
our GP% If they
discount it hurts
80% alignment Personnel Jim Lee Increase Sales and | Nov 13th
check in lane Gross Nov 30th Opcode
report

Dec 31st Opcode
report
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NADA oo

SERVICE OPERATIONS HOMEWORK — ACTION PLAN

ll

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

Scheduled meeting to go over reporting.

Potential Obstacles? Potential Solutions?
Personnel Train/Replace personnel
DMS cooperation Work with DMS on our needs

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

0000

First level another $20,000 in gross profit. Higher Absorption.

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.

Will continue to have scheduled meeting to discuss reports. Then we will work on Action plan to take us to the
next level.
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