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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. 
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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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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: My goal is to devise a plan to recruit technicians. I would like to achieve a set policy in place that will recruit talents needed to grow our business. I would like to have a laid out recruitment bonus plan for current employees who aid our dealer in recruiting technicians. The union contract is up on 07/31/21. I would like to have all this hammered out by then. And as long as they do not strike I would like to have this bonus plan in place by 08/01/21.
	2020 National Automobile Dealers Association All Rights Reserved: Obviously finding techs is a problem everywhere. My vision along with my dealer's vision is to grow the business. This goal to recruit techs will help us grow as a dealer. The obvious beneifits of finding quality techs will produce more labor hours in the shop. Which will lead to more $$$. We are so backed up on getting work through the shop. There is so much money being left of the table. The benefits will clearly be that we can get more work through the shop. The consequences if we don't find more techs we will be stuck where we are. Its not that we are in a bad spot, but we could do so much more. This goal is so important to me because I have worked very hard to build what we have built. We have done a great job, but we can continue to improve. This service department is my second home. It puts food on the table at home. It is very important to me to continue to grow, grow, and grow some more.
	SPECIFIC ACTION STEPRow1: Start to come up with a bonus pay plan.
	NECESSARY RESOURCESRow1: Accounting department.
	ACCOUNTABLE PERSONSRow1: Angela Power
	EXPECTED RESULTRow1: To find out if we ever had bonus plans from previous managment. 
	START END  CHECK POINT DATESRow1: Start 05/17/2021

End 06/01/2021
	SPECIFIC ACTION STEPRow2: Work with Bill Haggerty and myself to come up with a plan.
	NECESSARY RESOURCESRow2: Other dealership managers to see what structures they may have.
	ACCOUNTABLE PERSONSRow2: Bill and myself.
	EXPECTED RESULTRow2: To have a bonus structure in place for recruitment.
	START END  CHECK POINT DATESRow2: Start 05/17/2021

End 08/01/2021
	SPECIFIC ACTION STEPRow3: Have a meeting with techs to explain how imperative it is to recruit.
	NECESSARY RESOURCESRow3: Techs and anyone they may know in the business.
	ACCOUNTABLE PERSONSRow3: The whole service department.
	EXPECTED RESULTRow3: To start to get feelers out there for techs to work for us.
	START END  CHECK POINT DATESRow3: Start 06/01/2021

No end date as we continue to try and recruit.
	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: The progress will be tracked daily. We will hold a shop meeting and then continue to monitor it from there. I feel that tech recruitment will be a never ending battle as techs continue to come and go. We will continue to recruit and never stop.
	A_2: The pontenial obstacles will be the constant battle of employing new techs and keeping them. We have employed new techs recently that went for a different opppurtinuty. If we find a new hire, we need to keep them.
	A_3: The solution will be to award employees that recruit and award the ones that stay. 
	R: The financial impact will be more dollars. We are extremely backed up on work. If we could find 2 more journeyman to put up a minimum of 40hrs a week, then we will be at a minimum of 320 labor hours a month.
	S: 


