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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? 
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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: I will increase my overall effective labor rate by 5.00 by the end of April 2022
	2020 National Automobile Dealers Association All Rights Reserved: We are currently at 159.10 overall effective labor rate for January of 2022. We hold 151.78 CP, 167.10 INT and 169.73 W. I recently increased our mechanical rate to 189.50 and it has impacted the overall rate some, but since we run a high maintenace percentage we are still quite a bit under the door rate in overall CP ELR. I have purposly left it lowerso that I did not decrease car count or increase declined services, but I believe we can adjust a few labor operations and still be competative. As for warranty, once we complete a 100 ro analysis I will be able to determane if an increase is possible. On internal, most of our operations are maintanace so that drives the overall rate down. The benifits of a 5.00 overall inrease would result in an additional 8780.00 in sales. The consiquences would be not getting the 8780.00 of additional sales revenue. 
	SPECIFIC ACTION STEPRow1: review 100 RO's for possible operations to increase
	NECESSARY RESOURCESRow1: 100 Consecutive cp ro's
	ACCOUNTABLE PERSONSRow1: Brandon
	EXPECTED RESULTRow1: determine  possible operations with margin for increase
	START END  CHECK POINT DATESRow1: complete by april 30th
	SPECIFIC ACTION STEPRow2: review 100 ro's for warranty rate increase and submit to manufacture
	NECESSARY RESOURCESRow2: 100 consecutive cp ro's
	ACCOUNTABLE PERSONSRow2: Brandon
	EXPECTED RESULTRow2: determine if warranty rate can be increased from 175.00 per hr
	START END  CHECK POINT DATESRow2: complete by april 30th
	SPECIFIC ACTION STEPRow3: review top selling labor operations sold to used cars 
	NECESSARY RESOURCESRow3: will review will doing cp analysis 
	ACCOUNTABLE PERSONSRow3: Brandon
	EXPECTED RESULTRow3: determine if operations can be adjusted to increase overall rate
	START END  CHECK POINT DATESRow3: complete by april 30th
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	ACCOUNTABLE PERSONSRow4: 
	EXPECTED RESULTRow4: 
	START END  CHECK POINT DATESRow4: 
	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: We can run a service advisor sales report to check progress of each pay type
	A_2: increasing prices could increase declined services or reduce car count
	A_3: build packages to show value in services. Add in additional items such as key fob batteries to show value. 
	R: 1756 hours generated in January multiplied by an obtainable increase of 5.00 per hour would result in an additional 8780 in sales, resulting in an additional 7199 in gross profit. 
	S: Once everything is set up we just have to make sure the advisors are using the correct labor operations and following the process. Periodic reviews of tickets will verify that. We can also run the sales report to make sure they are being followed. 


