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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.”

o000

my goal is to work with my Parts Manager and Counterpeople to improve our estimate
process (time needed) to complete MPI for our Service Advisors and Customers to have
through our MPI program. Also when checking pricing and availability if part is not in stock or
available locally from factory use parts locator to check other dealers inventory . Also when
all else fails if not warranty repair see if we can get part from another outside vendor.( Need
all parts dept to think outside the box at times). Monitor weekly starting immediately and

chart 11ntil tha and nf Rantamhar

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

Goal is to increase our through put of volume of the Service Department. Dealership is losing
profit, spending more on loaners and rentals and not meeting customers expectations due to
a slow process of the Service Department.

The benefit will be increasing our CSI score while also we will be increasind our gross profit

for both the Service dept and Parts dept. We will also be able to service and schedule more
customers weekly by improving our processes.
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e
What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
MPI1 PROCESS | Training, setting Service Mgr increasing Sept 30 | |
clie avnactatinn comnlatad mni
Replace Service Fire and Hire GM impove CSI and Aug 30 []
Advienr now advienr cb
Move PDI and add lifts offsite GM/ Serv Mgr more cus work Aug 30 ]
L1/C Pran throiinh chnn
Open 1/2 day Add tech Service Mgr Increase GP Sept 10
Qatiirdave

L
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How will you track your progress? Where will you find the information? How often will you check in?

0000

Daily monitoring of MPI Electronic Process. GM and Service Mgr have the ability to see how
long the process is taking between Tech, Parts dept and Service Advisor. Also can see when
estimate was sent to customer and how it was handled once customer responds. Daily
reports from AutoPoint (MPI Vendor) to Service Manager and GM. Weekly review with Dept
Managers to review. We will chart progress of all employees and do a dealership review at
the end of September.

Potential Obstacles? Potential Solutions?

Breaking Parts Advisors and Service We are already in process of letting one

Advisors of bad habits. All like to hand advisor go. We will need to hire more

write estimates and keep it old school. motivated and customer friendly advisor.

We need to get everyone aboard with We will also increase training for all

new system so we can grow. other employees . Service Manager will
lead by example and show how it can
be done.

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

0000

minimum of 10% increase in gross profit for service and parts departments.
this monthly increase should add $20,000-$30,000 to bottom line for dealership. After every
month closes GM and Dent Manaaers will review financial statement to see if resiilts are met.

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.

Inspect what you expect. Doing a daily review of our Service MPI process and achievements.
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	How does this goal align with or support your dealers vision: my goal is to work with my Parts Manager and Counterpeople to improve our estimate process (time needed) to complete MPI for our Service Advisors and Customers to have through our MPI program. Also when checking pricing and availability if part is not in stock or available locally from factory use parts locator to check other dealers inventory . Also when all else fails if not warranty repair see if we can get part from another outside vendor.( Need all parts dept to think outside the box at times). Monitor weekly starting immediately and chart until the end of September.
	1: Goal is to increase our through put of volume of the Service Department. Dealership is losing profit, spending more on loaners and rentals and not meeting customers expectations due to 

a slow process of the Service Department.



The benefit will be increasing our CSI score  while also we will be increasind our gross profit for both the Service dept and Parts dept. We will also be able to service and schedule more customers weekly by improving our processes. 
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