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SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

!

e Specific @ Measurahle o Relevant 0 Time bound

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

To get Warranty Parts percentage from 42% (currently) up to 80% by 10/31/21.

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?

R

The shift in profitability would be beneficial in allowing the Parts and Service departs to look at potential staffing
issues, and other shortfalls with the needed profits without any increase in out put. Our dealership will benefit
from having a morale boost (increased pay) and easier time distributing percentages of department costs per
person. Consequences could include an entitlement issue with all directly related staff - pay plans will need to
be managed accordingly as to reflect some what of an increase, but to not pay for something that's not earned.

Possible for old habits of 'discount days' to jump back into play since we'd off shoot the percentages with the
potential earn from the warranty distributions.
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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.

s Jv)

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y '
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHECK POINT
DATES
get set ros & parts Ros, parts tickets Svc director, parts all pricing to match | 3 month rolling from
tickets to OEM for mgr, controller our expected matrix |end of October
review and give us the
needed numbers to
achieve our ask from
send RO/Parts report, letter, Svc director, get the actual 2 weeks from end of
report to OEM with | lawyers controller, VP of approval from OEM | survey period 11/15
letter form to service ops for increase ish
formally request
increase
implement new service/parts team | svc director, change pricing days to week tops
matrix/pricing in for reynolds controller from finalization of
Reynolds approval
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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?

Throughout the process of getting the increase, we are constantly monitoring our matrix to ensure it's meeting
our expected outcome. We will monitor weekly at a minimum until the survey is approved. Then once installed -
monthly to ensure accountability.

Potential Obstacles? Potential Solutions?
Rogue advisors going after the short term goal fire them
incorrect pricing/too lite of matrix continue to check matrix weekly
price changes by checking often we can mitigate pricing issues

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

0000

Based of the July statement - the value of this increase would be $45,000 GP

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.

Install the Matrix, change the permissions for advisors to disallow discounts, install the management TO system
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