NADA

—
ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

To increase the number of Alignments sold in the Service Drive. Increase net profits and
number of multiple line RO's. We currently average 110 Alignments a month and we will
increase the number of alignments to 150. We would like to see this accomplished within the
next 60 days.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
There will be multiple benefits to the The stail mate of staying where we are with
increase of alignments sold. Those include the profit levels.

increased profit to the bottom line, better
paid Advisors who are comissioned and
bonused off of the alignments and happier
clients as they will not have to replace tires
as often.

July 1st
When will you start?

How will you gauge your progress? When? Using which metrics?

We print out daily a progress report for the Advisors and Mgmt which tracks alot of different
key indicators and we will include a new Column of daily alignments sold as well as the MTD.
We will also have a daily count of how many vehicles we had come through the drive along
with how many cars made it through the alignment checker.
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What specific actions will you take to achieve your goal? Who can help you?

We will have a kick off meeting July 1st at 6AM. We will include all the Advisors, Service
Manager, Service Director, GM and the porters who line up the alignment checker. We will
have the Director talk about the importance of having the vehicles alignment checked as well
as endorse the Service Manager. The Service Manager will lay out his expectations of how
many alignment checks should be performed in a day (95%) as well as how we will be getting
there. The GM will then speak of how this will benefit the advisors and advocate for some
bonuses for the porters whom are lining these checks up. We will wrap up with how we will
be tracking this activity daily and how we will expect to surpass our goals within 60days.

Potential Challenges?

Porters being pulled away to handle other
jobs on the lot.

Traffic flow too heavy to get all the checks
done while vehicles are coming through the
drive through.

Advisors feeling as though they aren't
compensated enough for the alignments
and would rather focus their efforts on
other sales in the process.

Potential Solutions?

Dedicated alignment checker each day that
is used soley to do the checks nothing else.

Work out a system where if the service
drive becomes overwhelmingly busy that
the car gets re pulled in at time the work is
about to be performed and checked.

Direction from the Director is key in the
meeting that this is an important Group
initiative and is backed up by the GM being
in the meeting as well. Make a bigger deal

of the incentives received for the
alinnments
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