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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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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 increase customer pay gross percentage. Increase total customer pay gross per month.  From 69% to 76%.  By the end of 2021 with current team in place.
	2020 National Automobile Dealers Association All Rights Reserved: This aligns with our goals.  This is the direction our company.  Benefits of achieving this goal is increase gross profit for the dealership. More gross lead to more net profit.  This will also increase absorption.  Consequences of not achieving goal will be lack of net profit and decrease in fixed absorption. This goal is a key step in the right direction to increase absorption.
	SPECIFIC ACTION STEPRow1: Eplaining increase to advisors. Explain how increase benefits their pay in dollars.  
	NECESSARY RESOURCESRow1: Develop selling menu's to show customers options.  Use menus 100% with our fail.
	ACCOUNTABLE PERSONSRow1: Service manager and service director
	EXPECTED RESULTRow1: Expect push back due to addiontal process. Results will come when everyone buys in. 
	START END  CHECK POINT DATESRow1: Immediately,  will be when menu's are completed and installed in service drive with advisors.
	SPECIFIC ACTION STEPRow2: Educating advisors to build value using




	NECESSARY RESOURCESRow2: Create brouchers to give to customers for education.  Email new menu items to existing customer base.
	ACCOUNTABLE PERSONSRow2: 
	EXPECTED RESULTRow2: Once advisors see income increase process will strengthen.
	START END  CHECK POINT DATESRow2: 
	SPECIFIC ACTION STEPRow3: Call other dealers to insure prcing is in line. Decide how much to increase price.
	NECESSARY RESOURCESRow3: 
	ACCOUNTABLE PERSONSRow3: 
	EXPECTED RESULTRow3: 
	START END  CHECK POINT DATESRow3: 
	SPECIFIC ACTION STEPRow4: Create brouchers to give to customers for education.  Email new menu items to existing customer base.
	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: Track progress - Daily Labor profit analysis report and monitoring advisors to ensure consistent presention of menu selling.  Daliy check ins with service lane to watch process.  Share analysis reports with advisors to show increase in hours and resluts.  Use reprot as a visual for coaching.
	A_2: Having all directors get onboard and agreeing on how the menu should look and feel. Getting the menu's designed.



What to information to use on the menu's.

3 manufacturers under one roof makes it challenging.



How many years do you go back for menu presentation.
	A_3: Compile data to show results in dollars to all parties involved in approving the new menu process. Having all parties (Mangers, owners and directors)  Contribute to the creation of the added process. 



Create menu while performing pre-write.



See if menu's are available from manufacturer.
	R: Annual increase of 31,000.00
	S: Talk about accomplishments.  Reward behaviors. Repremand inconsistencies.  Consistent meetings and discussions about strategies, challenges and accomplishments


