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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.”

o000

Over the next 3 months we should increase our shop labor rate to increase importance and priority for sales
staff through shops. GROI should increase by at least 25% by end of first quarter. The labor rate increase will
go into effect for the 2022 budgets and will be implemented on January 1st.

Our currently shop internal rate is $100.00 an hour. In order to increase by 25% we would need to increase the
labor rate to $135.00. This would give us extra cushion for our goal as well as keep our internal shop rate at our
effective labor rate.

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 president of our dealer focuses heavily on sales new and used. By increasing our GROI overall profits will
increase. Which would make any dealer president happy.

The benefits of achieving our goal would be to increase overall Gross profits in all departments along with used
truck sales. By increase the labor rate and lessening the turns in inventory this will increase overall gross profit

on each deal.

If we do not make this change we can continue to see trucks sit in inventory longer than normal and continue to
see GROI decrease because of lack of shop priority.

This goal is important to me because this will increase our productivity in Service as well as Gross Profit overall
which will make our dealership more successful.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 0
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Increase Internal President, Sales / Managers Shops will treat 01/1/2022
L ahar Pate tn Corvice Diractor calec mare
Decrease Turns in | Increased labor Rate | Service Managers | With increased labor 01/1/2022
Shaon rate imnartance ill
Increase GROI Sales Manager Sales/Service By turning trucks 03/01/2021
Manaaoor factar the CGRO wiill
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How will you track your progress? Where will you find the information? How often will you check in?

0000

Progress will be checked monthly on the 1st of every month by pulling the previous sales, service, and revenue
numbers. By looking at the reports we will be able to see how fast the units have made it through the Recon
process and what is the GROI we made on each unit. We will also look at the Income statement report to view
the GROI on the 1st of every month for the prior month.

Potential Obstacles?

Service Managers against putting sales as high
importance

Still taking a while to get trucks through shop
Parts not coming in on time

Recon process still taking extended time due to
lack of communication form used truck manager
NO INVENTORY

Potential Solutions?

-Service Managers will have to learn that sales
is a paying customer and now that they pay the
same labor rate they are to be treated the same.
-Reinforce the importance of getting these
trucks through the shop. Show calculations to
shop managers of turns and how each day in
inventory changes our GROI.

-Try and push for for assistance from reps on
parts

-Have used truck Manager properly use Decisiv
and emails to respond faster to estimates for
repair shops so we can get trucks fixed.

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

0000

If we increase GROI by 25% by April 1st we could gross $125,000 more a year potentially. In order for this
increase in gross we must increase the labor rate on 1/1/2022 to $135.00. By increasing the labor rate January
1st this will allow the first quarter to absorb the change and the GROI to increase.

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.

We will continue to measure the monthly income statement report on the 1st of every month to ensure GROI is
holding steady or at least not falling from where it improved to. We will also continue to monitor Service Shops
to insure turns are in check with used truck recon process. The turns will also be checked monthly on the 1st for
all prior deals in the month. We will look at each deal and see which deals took longer than average (7days) to
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	How does this goal align with or support your dealers vision: Over the next 3 months we should increase our shop labor rate to increase importance and priority for sales staff through shops. GROI should increase by at least 25% by end of first quarter. The labor rate increase will go into effect for the 2022 budgets and will be implemented on January 1st. 

Our currently shop internal rate is $100.00 an hour. In order to increase by 25% we would need to increase the labor rate to $135.00. This would give us extra cushion for our goal as well as keep our internal shop rate at our effective labor rate. 
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: The president of our dealer focuses heavily on sales new and used. By increasing our GROI overall profits will increase. Which would make any dealer president happy. 

The benefits of achieving our goal would be to increase overall Gross profits in all departments along with used truck sales. By increase the labor rate and lessening the turns in inventory this will increase overall gross profit on each deal.

If we do not make this change we can continue to see trucks sit in inventory longer than normal and continue to see GROI decrease because of lack of shop priority. 

This goal is important to me because this will increase our productivity in Service as well as Gross Profit overall which will make our dealership more successful. 
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	A: Progress will be checked monthly on the 1st of every month by pulling the previous sales, service, and revenue numbers. By looking at the reports we will be able to see how fast the units have made it through the Recon process and what is the GROI we made on each unit. We will also look at the Income statement report to view the GROI on the 1st of every month for the prior month. 

	A_2: Service Managers against putting sales as high importance
Still taking a while to get trucks through shop
Parts not coming in on time
Recon process still taking extended time due to lack of communication form used truck manager
NO INVENTORY 
	A_3: -Service Managers will have to learn that sales is a paying customer and now that they pay the same labor rate they are to be treated the same.
-Reinforce the importance of getting these trucks through the shop. Show calculations to shop managers of turns and how each day in inventory changes our GROI.
-Try and push for for assistance from reps on parts
-Have used truck Manager properly use Decisiv and emails to respond faster to estimates for repair shops so we can get trucks fixed.
	R: If we increase GROI by 25% by April 1st we could gross $125,000 more a year potentially. In order for this increase in gross we must increase the labor rate on 1/1/2022 to $135.00. By increasing the labor rate January 1st this will allow the first quarter to absorb the change and the GROI to increase. 
	S: We will continue to measure the monthly income statement report on the 1st of every month to ensure GROI is holding steady or at least not falling from where it improved to. We will also continue to monitor Service Shops to insure turns are in check with used truck recon process. The turns will also be checked monthly on the 1st for all prior deals in the month. We will look at each deal and see which deals took longer than average (7days) to get through the recon process. 
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