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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? 

A TS M
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S M T

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: Increase total service labor sales to $1,314,47  by June 30th, 2021.
We will do this by having the individual service writers increase their own labor sales by 10% over previous month.
Finishing the month with an increase in total net going from 10.3% (April numbers), to net 20. 


	2020 National Automobile Dealers Association All Rights Reserved: Increasing service sales falls in line with our store goals of year over year growth, and with our commitment of taking care of our customers. We will do this by selling them what they need to properly maintain their vehicles for reliability and longevity.
The benefits of achieving this goal will make the department more profitable and show our commitment to to growing the service department.
Failure to achieve this goal will show a lack of discipline and growth.
This goal is important to me to show my leadership and that I can drive results. 


	SPECIFIC ACTION STEPRow1: Service director to set individual service advisor labor sales goals and sold hours per day ( increase of 10% over previous month)
	NECESSARY RESOURCESRow1: Have management run report 3611 daily and send to advisors. Managers to coach and mentor progress.
	ACCOUNTABLE PERSONSRow1: Tim Regan Service Director / John Cisek Service Manager
	EXPECTED RESULTRow1: Achieve a labor sales growth of 10% to hit 1,314,470.
	START END  CHECK POINT DATESRow1: Start June 1st, checked daily by service managers and complete by June 30th, 2021
	SPECIFIC ACTION STEPRow2: Management to run specific sales reports (tires/ alignments and Moc services) and report daily
	NECESSARY RESOURCESRow2: Report generator 
and Hrs per RO report.
One line RO report.
	ACCOUNTABLE PERSONSRow2: Tim Regan Service Director / John Cisek Service Manager
	EXPECTED RESULTRow2: Increase in specific additional service sold. Increase in hours per RO.
	START END  CHECK POINT DATESRow2: Start June 1st, checked daily by service managers and complete by June 30th, 2021
	SPECIFIC ACTION STEPRow3: 
	NECESSARY RESOURCESRow3: 
	ACCOUNTABLE PERSONSRow3: 
	EXPECTED RESULTRow3: 
	START END  CHECK POINT DATESRow3: 
	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: I will track the progress of our increased service sales goal by having the service manager/director run a advisor performance report ( #3611) on a daily basis and bring those numbers to our 9 am managers meeting. The service director will add our new sales objective of $1,314,470 and our pace, to the performance sheet we are currently using. 
	A_2: Potential obstacles could be failing to have daily meetings, or failing to hold the service manager and/or director accountable for pulling the daily numbers. 
	A_3: Potential solutions is make sure we are having daily meetings, adding reminders for the managers to outlook. Holding weekly one on one,5 minute meetings to review the current progress.
	R: The financial impact of reaching our goal will increase our net by $131,447 (total net $262,894)
	S: I will continue to have the service director set a monthly set sales objective to achieve net 20, and monitor and review it in the same manners as stated above. Top of mind awareness!


