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SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

e Specific @ Measurahle o Relevant ° 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

My goal is to lower our rolling 6 month 1 line ROs from 56% to 35% by the end of second quarter end of june

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

-This goal supports our groups vision for this year on maximizing our profit by focusing on finding more work
and oppurtunities, so in turn itll help lower our 1 line RO

-Benefits-

- One would be the increase in profitablility in parts and service with in increase of more work found.

- imporved one line Ros #s will mean that the techs are more profficent and able to turn and make more $ .
- increased morale and cutlture due to employees making a better pay cheque.

- Consequences-

- would be certain people let go

- under performing depts and not helping the dealerships bottom line

- employees not making money - so attitudes and culture could take a hit as well.

This goal is important to me as im new to the fixed side and i want to show i can move the needle and push this
dept to perform and in turn make more oney for myself and management
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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

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y '
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT| CHECK POINT
DATES
MPI Sheets / nothing/ just using advisors a fully filled out MPI |today - forever
non negotiable the MPI sheets techs sheet on every RO
provided fixed manager able to have a mpi
on it
BDC Booking notihng just a bdc Understand our today- forever
conversation fixed manager game plan and
goals of what were
looking for when
booking work mix for
the dav
weekly shop meeting |ntohing just advisor to have open and every monday
schedule time parts advisor honest convos of
techs how things are
fixed manager going- wins / how

were doing
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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?

0000

we use ROAMS and i can pull the report to show MPI uses and upsell and our 1 line RO situation . ill check
weekly and month end

Potential Obstacles? Potential Solutions?
- advisors buying in to doing walk arounds and - accountablility from each advisor and tech to
startign the MPI sheets in the drive hold each other in check to do their part of MPI
- Techs then doing the MPI sheets after theyve sheet
been filled out by advisor and consistantly fill - Weekly meeting to go over how were doing
them out fully and call out what were not doing

- advisors selling the work after things are found

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

0000

going by roams it looks like the avg we left on the table is $5,000 a month LOTT, i feel like over the year itd be
big #s but 5x12 wed look at easily another 60k yearly

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.

Google calendar is my go to thing for reminders and keeping things in check. so weekly meeting will aslways
hapen and google calendar will remind everyone 30 mins before.
also reminders set for checing reports etc
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-Benefits- 

- One would be the increase in profitablility in parts and service with in increase of more work found. 

- imporved one line Ros #s will mean that the techs are more profficent and able to turn and make more $ .

- increased morale and cutlture due to employees making a better pay cheque.



- Consequences-

- would be certain people let go 

- under performing depts and not helping the dealerships bottom line

- employees not making money - so attitudes and culture could take a hit as well. 



This goal is important to me as im new to the fixed side and i want to show i can move the needle and push this dept to perform and in turn make more oney for myself and management 
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