NADA oo

SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

o Specific m Measurable 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

my goal is increase tech profiency from currently 47.97 to 100% within the next 3 months

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 goal is not only important to me but to the dealer. The department will start making money and we are able
to take care of the customer. if we dont make these changes we will end up loosing customers to other dealers
and independent shops and we will all be without a job. We have to make sure the techs are working , parts are
available and the advisors are selling the jobs.
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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

SPECIFIC ACTION/
STEP

NECESSARY
RESOURCE(S)

ACCOUNTABLE
PERSON(S)

EXPECTED RESULT

START, END, &
CHECK POINT
DATES

keeping techs out of
the back parts
counter

designated parts
puller to pull all parts
to tech and deliver

service managet,
parts manager are
to monitor this is
happening and
reminding techs to
stav swav

techs will produce
more hours and less
time wasted

will put into play
Sept. 1st -dec

will monitor daily
will see at end of 3
months how we did

track loss sales and
emegergency
purchases

Parts manager will
pull a daily report ,
stock any parts that
we see that are
common

parts manager and
service manager will
revise these reports
together

more parts in stock
and stokcking parts
that we are selling
more, vehicles
getting repaired
facter for the

sept 1st.-dec will be
monitored
daily.-3months

track customers sop
parts.

Bdc designated
caller will call
customers to set up
appts instead of the

advisors for parts
ardered

service manager
Parts manager BDC
manager , will look
over how many sops
that we have and
whv clistomers have

more hours
produced and less
parts losses.

sept 1st - dec will
monitor on a weekly
basis -

tracking tech hours
and advisors hours
sold

servcice manager
will pull all tech
hours for each day
and will post on

board for tracking
for techs to cee

service manager

more sales from the
advisors, if a
customer declines,
they are to get

service manager
involve to sneak tn

sept 1st - dec
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NADA c.n

SERVICE OPERATIONS HOMEWORK — ACTION PLAN

!

How will you track your progress? Where will you find the information? How often will you check in?

i pull last 60 days of techs hours produced for eaach tech and compare at end of the 3 months in dec.
will track each techs hours daily , will be visual to each tech to see , | will pull the advsiors perfomance report at
the end of eveyday and track all declined work

Potential Obstacles? Potential Solutions?
kepping the techs from going to the back an increase of all sales and less parts being
counter purchased out

and advisors not making room for the new appts
for all the sop's for customers that we need to
getin

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

0000

$587,111 potential dollar sales if all techs are at 100% profiency

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.

weekly incenitives for advisors for the most hours sold and the lest amount of discount given, this will be at end
of every pay period.
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