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SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

o Specific m Measurahle 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

I will increase my facility utilization from 25% to 35% by August 1st.

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 aligns directly with our dealership's vision of improving the profitability of our fixed operations.
Benefits of achieving this goal are more labor sales, thus more gross and a higher absorption of expenses.

Consequences of not achieving this goal would be continuing to be unprofitable in service and not utilizing our
property/real estate to its fullest potential.

This goal is important to me because | want to help our new service manager achieve success and utilizing our
existing resources is a great way to start.
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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

training to advisors
to assist in
achieving these
metrics

training, Proactive

sessions/month/advi
sor

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y '
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT| CHECK POINT
DATES
Determine sales DMS James/Kate Clear expectations |Start 5.18, check 6.1.
goals by service for each advisor to
advisor contribute to this
goal.
Break down sales DMS James/Kate Clear expectations |Start 5.18, check 6.1.
goals by increased for each advisor to
labor hours/RO contribute to this
goal.
Provide sales GM reps, industry James/Kate At least 2 training Start 5.18, check 6.1.
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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

Will track process with help of CDK reporting. Will check in weekly. We keep total tabs day to day with the DOC
report, but do not have daily advisor visibility.

Potential Obstacles? Potential Solutions?

Obstacles would be advisors willpower to learn Training, Training, Training.
and sell more hours.
Meetings and goal check in points with advisors
Lots of vacation coming up this summer which and techs.
kills productivity.
Schedule reviews to ensure we are scheduling
appointments to our max capacity.

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

0000

Our labor sales would be $165.3K at a 35% facility utilization. This is a $45K/month increase, or +$546K/year.

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.

Continue to push to hit our necessary sales goal. Makes sales goals a competition and spiff advisors similar to
sales team.
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	How does this goal align with or support your dealers vision: I will increase my facility utilization from 25% to 35% by August 1st. 
	2020 National Automobile Dealers Association All Rights Reserved: This aligns directly with our dealership's vision of improving the profitability of our fixed operations. 



Benefits of achieving this goal are more labor sales, thus more gross and a higher absorption of expenses.



Consequences of not achieving this goal would be continuing to be unprofitable in service and not utilizing our property/real estate to its fullest potential. 



This goal is important to me because I want to help our new service manager achieve success and utilizing our existing resources is a great way to start. 
	SPECIFIC ACTION STEPRow1: Determine sales goals by service advisor
	NECESSARY RESOURCESRow1: DMS
	ACCOUNTABLE PERSONSRow1: James/Kate
	EXPECTED RESULTRow1: Clear expectations for each advisor to contribute to this goal.
	START END  CHECK POINT DATESRow1: Start 5.18, check 6.1.
	SPECIFIC ACTION STEPRow2: Break down sales goals by increased labor hours/RO 
	NECESSARY RESOURCESRow2: DMS
	ACCOUNTABLE PERSONSRow2: James/Kate
	EXPECTED RESULTRow2: Clear expectations for each advisor to contribute to this goal.
	START END  CHECK POINT DATESRow2: Start 5.18, check 6.1.
	SPECIFIC ACTION STEPRow3: Provide sales training to advisors to assist in achieving these metrics
	NECESSARY RESOURCESRow3: GM reps, industry training, Proactive
	ACCOUNTABLE PERSONSRow3: James/Kate
	EXPECTED RESULTRow3: At least 2 training sessions/month/advisor
	START END  CHECK POINT DATESRow3: Start 5.18, check 6.1.
	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: Will track process with help of CDK reporting. Will check in weekly. We keep total tabs day to day with the DOC report, but do not have daily advisor visibility. 
	A_2: Obstacles would be advisors willpower to learn and sell more hours.



Lots of vacation coming up this summer which kills productivity.
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Meetings and goal check in points with advisors and techs. 



Schedule reviews to ensure we are scheduling appointments to our max capacity. 
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