Forest Lane CDJR Cindy Hach
Fixed Ops 1 M

Our SOP shelf is not getting cleared out in a timely fashion, people are not returning for their pre-payed parts, and warranty
parts

Come up with a creative way to get our customers back in for their parts, this helps both service and parts.

Once an SOP has been ordered, the 1st step is to ensure the advisor is giving the best eta and to schedule their return. Sho!

Meeting with Dealer:

Action Proposed: Fix/Create SOP process

Meeting with (s)

Describe what is in place to support desired goal:
People Process Accountabi

Accountability: Monitoring progress:

\Who:Craig Baker, Toni Daniels, Renee Howard, Jesse Aguilar, Linda Hammonds, Paul Aceto, Mark Ramos
'What: SOP process, with follow up appointments

By When: 60 days

How: accountability for both the dealership and customers

Describe checkpoints that have been

i to prog bi-weekly, and this allows
time for the postcard to circulate throught the post office system.

Date(s) for review: EOM for any outstanding SOPs still on shelves

cost for i i $0.40 per stamp x 50 = $20.00 (expecting to send 50 post cards to customers a month)

60 days

Impact Areas:

Sales, depends on the labor for each SOP to get installed, the part is pre-paid. |/ Gross, we already make the gross on the pre-paid part. /| Expenses
$124.49 for 300 postcards | Net Profit to be determined |/ CSI it can only get better, | think people will enjoy receiving a post card and not just an email
they will most likely delete before opeing.
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