NADA

—
ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

My goal is to get my service department gross profit on internals closer to the 76%
benchmark as a NADA Guide. We are currently sitting at 65%. I'm looking for improvement in
this area monthly but more importantly by the end of quarter three.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

Increase net profit for the dealership Owner will be looking for small
improvements made and will ask why they

Get a bonus for annual net profit gross are not getting done

increase

No extra money
Happy ownership
Getting fired from unhappy owners
More people making money - Techs,
advisers, MGR People complaining that we don't have
enough work

June 1st 2022 (We have started)
When will you start?

How will you gauge your progress? When? Using which metrics?

Monthly, I will look over the % increase or decrease and work with departments to see what
may have happened if figures went down like.

1 Discount to sales

2 Declined work because RO was to high

We will use an average of the years sales and gross profit numbers to even out any poor or
great months
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What specific actions will you take to achieve your goal? Who can help you?

We have increased the internal labor rate from $122 to $140 per hour. | worked with the
service manager and director of operations to determine an increase closer to the warranty

labor rate we currently charge.

I have also had meetings with the sales department to let them know prices on parts have
gone up in addition to keeping older higher mileage cars the RO's will be higher over all.

Potential Challenges?
Less inventory currently

Sales looking to auction cars that need
more money in the shop.

Getting more cars in the shop

Potential Solutions?

Keep cars the are a bit older with higher
miles here vs sending them to auction

Show them the power of the turn and some
profit in store is better than none at all

Have techs pull vehicles out while waiting
for parts to be delivered
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	1: My goal is to get my service department gross profit on internals closer to the 76% benchmark as a NADA Guide. We are currently sitting at 65%. I'm looking for improvement in this area monthly but more importantly by the end of quarter three. 
	1_2: Increase net profit for the dealership 

Get a bonus for annual net profit gross increase 

Happy ownership

More people making money - Techs, advisers, MGR








	1_3: Owner will be looking for small improvements made and will ask why they are not getting done

No extra money

Getting fired from unhappy owners

People complaining that we don't have enough work 
	When will you start: June 1st 2022 (We have started)
	1_6: Monthly, I will look over the % increase or decrease and work with departments to see what may have happened if figures went down like.

1 Discount to sales

2 Declined work because RO was to high



We will use an average of the years sales and gross profit numbers to even out any poor or great months
	1_8: We have increased the internal labor rate from $122 to $140 per hour. I worked with the service manager and director of operations to determine an increase closer to the warranty labor rate we currently charge. 



I have also had meetings with the sales department to let them know prices on parts have gone up in addition to keeping older higher mileage cars the RO's will be higher over all. 
	1_9: Less inventory currently

Sales looking to auction cars that need more money in the shop. 

Getting more cars in the shop

 






	1_11: Keep cars the are a bit older with higher miles here vs sending them to auction

Show them the power of the turn and some profit in store is better than none at all

Have techs pull vehicles out while waiting for parts to be delivered 




