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SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

o 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

We will increase service gross profit percentage by 5% to 76% by August 31st.

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?

This goal aligns with our stores vision for profitablity. It is very much attainable and is the metric for our 2021
budget. By achieving this goal we will hit budget and all of our associates will make more money. The
consequences of not hitting the 76% is lost profit and lost wages for all fixed ops employees. It is important to
hit the goal because it is industry average and we are in business to make a profit.
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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

SPECIFIC ACTION/
STEP

NECESSARY
RESOURCE(S)

ACCOUNTABLE
PERSON(S)

EXPECTED RESULT

START, END, &
CHECK POINT
DATES

Increase ELR

hire appropriate # of
Techs. Make sure
techs proficiency %
is above 100%

Service Manager
Shop Foreman

above 100%
proficiency.

Daily checks and
monitor the results.

Limit 1 item RO;s

perform proper
inspection every time

Techs

Show walkaround
video of each
inspection

Daily checks and
review the
inspection video
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NADA c.n

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

We will Ihave a daily excel spreadsheet monitoring all metrics we want to improve upon.

Potential Obstacles? Potential Solutions?
lack of follow throw by leadership. creaating an design a financial reward for all stakeholders
incentive for employees to meet the goal. driving the motivation to make all necessary

changes to hit the goal.

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

0000

$35,000 more gross per month for fixed ops.

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.

The main way to ensure the change is to get everyone to buy into the program and create a financial incentive
to hit the goal. We will montior the progress daily with the help of excel spreadsheets.
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