
1©2020 National Automobile Dealers Association. All Rights Reserved.

S M T

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.”

R

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? 

RM TS ASpecific Measurable Achievable Relevant Time bound

SERVICE OPERATIONS ASSIGNMENT – ACTION PLAN



FIXED OPERATIONS 2 – SERVICE
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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.  

A TS M

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCE(S)

ACCOUNTABLE 
PERSON(S) EXPECTED RESULT

START, END, & 
CHECK POINT 

DATES
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Potential Obstacles? Potential Solutions?

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

R

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

A TS M

A A

S M T

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.

S A

SERVICE OPERATIONS HOMEWORK – ACTION PLAN


	How does this goal align with or support your dealers vision: I would like to get my techs closer to 100 percent proficiency starting December 1-janurary 2021 depending on markert condtions due to covid 19. based on the statement month were losing a 21331 on avg a month. Just buy getting the techs more proficiency i will elimate half of the lost 
	2020 National Automobile Dealers Association All Rights Reserved: These goal align with any and ever business that is open in the automotive indusrty, Since when has it come accepatble to pay someone to lose money. The consequences could be the difference  in keeping the doors open in more harsh times, It could also cost me and other their jobs if it's not corrected.



 The direct benefit once this prolem is corrected is more ROI for the store and a hefty raise for me, It also shows me that I can make a impact in a depatment that i wa once scared to put me hand in because lack of understaning how it operates 



 This goal is super important to me, I took this class, for this course alone, because I knew I was challanged in the service department operation, I really want and need to see my store succed and I wasn't gone to let department hold us back.
	SPECIFIC ACTION STEPRow1: have a porter bring cars to techs, cars will be parked in stalls at night for am jobs 
	NECESSARY RESOURCESRow1: two more porters to be runners and nothing else 
	ACCOUNTABLE PERSONSRow1: service advisers 

service mangers 

Myself 
	EXPECTED RESULTRow1: increase in revenue
	START END  CHECK POINT DATESRow1: now tracking date December 01/01/2020

through out 
	SPECIFIC ACTION STEPRow2: 
	NECESSARY RESOURCESRow2: 
	ACCOUNTABLE PERSONSRow2: 
	EXPECTED RESULTRow2: 
	START END  CHECK POINT DATESRow2: 
	SPECIFIC ACTION STEPRow3: 
	NECESSARY RESOURCESRow3: 
	ACCOUNTABLE PERSONSRow3: 
	EXPECTED RESULTRow3: 
	START END  CHECK POINT DATESRow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	ACCOUNTABLE PERSONSRow4: 
	EXPECTED RESULTRow4: 
	START END  CHECK POINT DATESRow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	ACCOUNTABLE PERSONSRow5: 
	EXPECTED RESULTRow5: 
	START END  CHECK POINT DATESRow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	ACCOUNTABLE PERSONSRow6: 
	EXPECTED RESULTRow6: 
	START END  CHECK POINT DATESRow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	ACCOUNTABLE PERSONSRow7: 
	EXPECTED RESULTRow7: 
	START END  CHECK POINT DATESRow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	ACCOUNTABLE PERSONSRow8: 
	EXPECTED RESULTRow8: 
	START END  CHECK POINT DATESRow8: 
	A: I will track my progress daily through my Dms, and also with the office manger for unapplied labor weekly and attack it 
	A_2: service manger not buying in, parts department not having parts lazy union techs witha guaranteed pay
	A_3: incentive bonus to mager for proficiency levels hit, possible tech bonus on all warranty work labor hours booed if tech hits 100 percent proficiency levels 
	R: frh hours sold verses frh avaible  1674 hours sold vs 7 tech 1925 avaible    1925-1674=251*elr of 123.90= $31098 dollars dived by 68.48 gp percent 21295 in gross profit  parts 31098 x parts sold dollar ratio 31098x.79=24567x 36 percent gross =8844/2=4422   totl bottom line impact is 25717  which is above my break even point !!!!!
	S: track this daily and make this a way of life !


