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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

A A

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 tech productivity by .5 of and hour, per tech, per day to increase service gross by $150,000 annually by September 1, 2021. 
	2020 National Automobile Dealers Association All Rights Reserved: This aligns with the vision in many way, including profitability, happier and higher paid techs and better faster turn of the clients and dealerships vehicles.

If we don't we leaving the low hanging fruit and jepardizing the true potential of the dervice department. 

It's important to me because this is does nothing but benefit eveyone.



	SPECIFIC ACTION STEPRow1: Parts personnel to deliver parts to the tech 
	NECESSARY RESOURCESRow1: people and time
	ACCOUNTABLE PERSONSRow1: Parts Manager-all parts team involved
	EXPECTED RESULTRow1: increase efficiency, end the wasted time at the parts window, smoother flow on each job
	START END  CHECK POINT DATESRow1: 7/01/21
daily
indefinite

	SPECIFIC ACTION STEPRow2: Ask the techs how we can help speed up the process and help
	NECESSARY RESOURCESRow2: 
	ACCOUNTABLE PERSONSRow2: Service manager and Assistant 

	EXPECTED RESULTRow2: new thoughts and ideas to impliment
	START END  CHECK POINT DATESRow2: 7/01/21
monthly
ongoing
	SPECIFIC ACTION STEPRow3: Discounting down to an absolute minimum
	NECESSARY RESOURCESRow3: Advisor DMS reports
	ACCOUNTABLE PERSONSRow3: Service manager
	EXPECTED RESULTRow3: more gross higher ELR
	START END  CHECK POINT DATESRow3: 7/01/21
weekly
ongoing
	SPECIFIC ACTION STEPRow4: Manager Service Walk
	NECESSARY RESOURCESRow4: time and scheduling
3 per day.
	ACCOUNTABLE PERSONSRow4: Service Manager, Assistant or GM
	EXPECTED RESULTRow4: More focus on work, less socializing, better moral
	START END  CHECK POINT DATESRow4: 7/01/21
	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: On the daily and weekly DOC's and DMS reports.
	A_2: Initial resistance.
getting busy excuse.

	A_3: consistency
daily meetings explaining the new process
document the changes/process
	R: $150,000!
	S: It has to become the new normal. It has to be monitored and discussed. Before and after comparisons. The numbers don't lie!


