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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
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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? 
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A A
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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: Get 2 more used car techs to add 20 hours per day (125% efficiancy) X 5.5 days or 110 hours per week @ $160 = $17,600 per week or $70,400 or $844,800 annually.
	2020 National Automobile Dealers Association All Rights Reserved: This will increae the used car turn time from 5 plus day's to 72 hours.  This will also incrementally increase used car sales.  



The consequence is simply lost sales and gross.



This is important to me because we have a monster used car department that performes month in and month out at a very high level.  We are also the #1 CPO dealer in the state.



Used cars is the backbone of this dealership.
	SPECIFIC ACTION STEPRow1: Take used car Tech staffing from 4 to 6
	NECESSARY RESOURCESRow1: Recruiting bounty
	ACCOUNTABLE PERSONSRow1: Aaron- Svc Mgr
	EXPECTED RESULTRow1: Add 2 by month end
	START END  CHECK POINT DATESRow1: Immediatly
	SPECIFIC ACTION STEPRow2: Daily review of punches and hours logged
	NECESSARY RESOURCESRow2: Daily spreaadsheet emailed to Used and Svc breaking down turn times and hours
	ACCOUNTABLE PERSONSRow2: Mark- recon Mgr Aaron- Svc Mgr

Chris- Used car Mgr
	EXPECTED RESULTRow2: Direct accountability and improved velosity
	START END  CHECK POINT DATESRow2: Daily
	SPECIFIC ACTION STEPRow3: FTFR at 95%  or better  No parts on back order
	NECESSARY RESOURCESRow3: Parts Manager executing phase in phase out ratios through RIM over ride
	ACCOUNTABLE PERSONSRow3: Jeff Parts Mgr
	EXPECTED RESULTRow3: Faster turns on UCI's
	START END  CHECK POINT DATESRow3: Daily

Weekly

Monthly
	SPECIFIC ACTION STEPRow4: Parts delivered directly to Tech's
	NECESSARY RESOURCESRow4: Designated employee
	ACCOUNTABLE PERSONSRow4: David- Asst parts Mgr
	EXPECTED RESULTRow4: Quicker turns and improved tech efficiancy
	START END  CHECK POINT DATESRow4: Immediatly

Daily follow up
	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: Daily tracking utilizing an excel spreadsheet format.
	A_2: Tech call off's - Reliabilty

Covid

Parts on back order

SOP
	A_3: Have 2 "fill in" used car techs to cover in need

Quality phase in ratio's to avoid SOP's
	R: 20 hours per day (125% efficiancy) X 5.5 days or 110 hours per week @ $160 = $17,600 per week or $70,400 or $844,800 annually.
	S: Actions

Behaviors

Consequences


