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SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

e Specific @ Measurahle o Relevant 0 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

By March 1st 2021 we will show an MPI on every cusomer in the lane and sell more maintanence jobs per
ticket. Moving the service gross from 29.52% of total dealership gross to 33.03% of total dealership gross.

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

This is in direct reflection of the dealers goal to get to 60% fixed absoption and raise Tech Proficiency.
The benefits of achieving this goal will result in more gross and more net profit. The consequences of not
acheiving this goal, is the service department will continue to lose money.

This goal is important to me because, its so hard to stay relivant in the retail sales market that you have to
forego alot of gross opportunities on the variable side. Therfore, we need to get our Fixed side of things more
profitable to help us carry the expense load. The more cars we car retail and keep in circulation the more
service opportinuties we will get.
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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

RO

upcoming services
on the current visit if
they are in the yellow

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y '
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHEﬂ(TEgINT
Adisor Prints MPI on [X-Time Bobby Toll To pick up an 3/1/21-3/15/21
every customer Justin Harris average of 38.88
per R.O. a day
Lower the 1 item RO [X-Time Boddy Toll By adding extra sold |3/1/21-3/15/21
percentage Justin Haris service from the MPI
we will decrease
percentage
Pick up Hours per X-Time Technicians/Advisors |recommending 3/1/21-3/15/21

Be able to read the
codes of other
makes on non recall
items

Updated cross
division code reader
Snap On cost about
5500.

Steve Bentley
Service Manager

pick up extra
maintenance jobs of
other makes rather
than sending them
down the road

4/1/21/4/15/21
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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?

0000

This will be tracked by using the SPreadsheet privided and the current month financial statement. It should be

checked each monday monrning and then meet with the advisors and manager to show progress or lack there
of.

Potential Obstacles? Potential Solutions?
1. Push back from the advisors 1. Tie a bonus to hitting a weekly objective
2. The cost of the code reader is expensive based the growth number. Total avg RO's per

week times the avereage pick up goal. If they
hit they get a bonus each week they hit.

2. We have to show the potential growth and
how it will pay for itself by increasing business.

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

0000

By raising the service gross percentage as a total of the dealership, we will pick up an additional 10,777 a
month in service gross plus the parts gross of 4095 on the sale of additional parts. This process will begin
3/1/21. Itincreases our fixed absorption by 5.26% by hitting our goal

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 goal had been acheived by the end of March, then we look for an additonal growth possibilty by
raising the bar. The advisors will be making more money and so will the techs. This could also be a perfect

time to look at our labor rates. Since everyone is selling more and getting paid more we could really move our
ELR.

©2020 National Automobile Dealers Association. All Rights Reserved.



	How does this goal align with or support your dealers vision: By March 1st 2021 we will show an MPI on every cusomer in the lane and sell more maintanence jobs per ticket. Moving the service gross from 29.52% of total dealership gross to 33.03% of total dealership gross.
	2020 National Automobile Dealers Association All Rights Reserved: This is in direct reflection of the dealers goal to get to 60% fixed absoption and raise Tech Proficiency.

The benefits of achieving this goal will result in more gross and more net profit.  The consequences of not acheiving this goal, is the service department will continue to lose money.



This goal is important to me because, its so hard to stay relivant in the retail sales market that you have to forego alot of gross opportunities on the variable side.  Therfore, we need to get our FIxed side of things more profitable to help us carry the expense load.  The more cars we car retail and keep in circulation the more service opportinuties we will get.
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