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

MY GOAL TO INCREASE PROFIT MARGING INCREASE 50K BY THE END OF DECEMBER 30,2020

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?

THE GOAL ALIGNS VERY WELL WITH THE DEALER S VISION ,WE WILL HAVE MORE DIVIDENT TO
DISTRIBUT FOR PARTNERS AND PURSHASE ANOTHER FRANSHISE STORE .ITS VERY IMPORTANT TO
MAKE IT HAPPEN THATS WHAT | LOVE TO DO .
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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 r DO
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHEEA(TEgINT
FOLLOWING TECHNOLGY EVERYONE 60 DAYS 11/1/2020
PROCCES 12/30/2020
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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?

0000

| WILL PERSONALY TRACK MY PROGRESS,| WILL CONTACT NADA INSTRUCTER OR LOOK AT THE
BOOK,| WILL CHECK ON IT EVERY MONTH

Potential Obstacles? Potential Solutions?

COVID SHUT DOWN POTENTIOL ADVERTISE AND HAVE A GOOD CSlI
TRAIN YOUR SERVICE MANAGER NOT TO
LOSE ANY CUSTOMER

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

0000

THE MORE GROSS WE BRING IN TO SERVICE IT WILL REFLECT ON THE BUTTOM LINE

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.

WATCH OUT THE BUTTOMLINE DAILY ON SERVICE DEPARTMENT
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