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Sales in FRH's on
Dollars RO's Averages| Analysis
Competitive $§ 6629|= 62.40| = 106.23]FRH Average
I . d . h h b |Maintenance $ 16102 |+ 11960] = 134 63]FRH Average
Repair $ 15083 |+ 91.00| = 165_74]FRH Average
Was Im presse Wlt t e n u m e rS Totals $ 37813 ]| = 273.00{ = 138.51|Customer ELR
. [Target Labor Rate|  139.28|Per FRH
On |y SO77 away from gui de on CP Total Ro's in Samplg 100 Difference| __ 0.77|Per FRH
E |_ R Cost of Labor
Total Cost of Labor 9507.38| = |Total Sales|=| 25.14% |Percent Cost of Sales
Total Cost of Labor 9507.38] = Tota_l FRHs|=]| 34.83 |Cost per FRH
2.73 hours per RO L
|Repair Order Measurements
. ) Total Labor Sales 37.813.32| = [Total ROs | = 378.13|Avg Labor per RO
13% one-line RO’s Total FRHs 273.00| = [Total ROs |=| 2 73]Avq FRH's per RO
|Menu Sales +|Total ROs | = Percent Menu Sales
. . . . ICompetitive FRHs 62.40| = |Total FRHs | =| 22.86%]|Percent Competitive
D|d fl nd bOO kl ng errors in the IMaintenance FRHs 119.60| = [Total FRHs | =] 43.81%|Percent Maintenance
Repair FRH 91.00| = [Total FRHs | =| 33.33%)]Percent Repair
p rocess One item ROs 13| =|Total ROs | =| 13.00%]Percent One item RO
. . . IModel Year Analysis
NGEd tO INcrease repalr WO rk mixX tO 2023 2022 2021 2020 2019 2018 Older [Total
o 0 3 12 4 1 14 56 100
40 A) or a bove 0.00% 3.00% 12.00% 4.00% 11.00% 14.00% 56.00%
Labor Mix

oPercent Competitive @ Percent Maintenance  oPercent Repair




Strengths

Great central downtown location

Longstanding loyal customer base

Large dealership, huge 12-acre lot and lots of service bays

Convenient on-site tire storage

Customers always treated fairly

Shop foremen and service manager have strong technical backgrounds

Oil change for life program

Excellent shuttle program and drivers

Fantastic CSI and google reviews

Lots of young techs that are willing to learn

Video results from inspections



Weaknesses

Parts department, slow, inefficient, does not look out for best
interest of customer

Glitchy DMS

Aging computer and internet infrastructure

Not enough inter department meetings ie parts and service
together

Could be more training for new employees

Customer expectation not always met for time required to complete
work




New dealership(s) on the horizon

New customer pool with the changed location of new dealership

O p p O rt u n It | e S Parts dept is fixable with proper management

Lots of new staff eager to work and happy to be employed by group

With improved training, performance will improve

Offer discounts to seniors

New dealership to have 6 express lube bays

Update service marketing in waiting room to show importance of
maintenance



Threats




Objectives

Finally have the proper number of
techs and apprentices in the
shop, need to find ways to
increase ro counts to fill our days.

Implement more content through
video for social media

Increase repair work percentage
to 40% or above




Strategies . Eﬁq'ﬂ’

* Promote service campaigns through -‘(-", V) f y
radio ads during rush hour traffic . é‘-’
* Advertise on cutting edge social media LI i
platforms like tiktok and spotify -—-(-—;"-"' r x
7 vt JEET

* Create videos in shop of service jobs to o
show technical procedures and special d”4 + I oV ( X

tools required n S
‘t/(’-/ grrinmenil B
/rjl/;d /\: Ay | =
K2 &J_?ﬂfxpp..g
27 ¥4 A"\‘ '"

’ ’01
e




* We need to do a better job of making
selling more fun and engaging staff
with spiffs and contests

* We are signing up for Chris Collins
training which will introduce
“Gamification”

* Hold weekly marketing meetings to
review strategy of campaigns and
effectiveness
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Action Plan




We have a lot of good things going for
our service department. To get to the
next level we needs the parts and
service departments relationship to
improve.

Planning for the new dealership has
been a lot of fun and we cannot wait
for it to open. We just need to make the
best of the last two years at the current
dealership and promote the new store,
so we don’t lose any customers due to
being on the edge of town instead of
downtown.



