NADA oo

SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

o Specific @ Measurable o Relevant o Time bound

ll

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.”
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(GOAL) - We will increase our Quick Lube Bisiness from 25% to 40% by Febuary 28,2023. (4 months).

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?

(Dealers vision) - Quick Lube is a great way to get new customers in the door and start and build a relationship
with their vehicle needs.

(Consequences) - If you don't service your customers oil changes and basic service needs they wind up going
to your competitors.

(Why important) - Keeping the customers service with the selling dealer provides future bisiness and more sales
down the line.
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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

SPECIFIC ACTION/
STEP

NECESSARY
RESOURCE(S)

ACCOUNTABLE
PERSON(S)

EXPECTED RESULT

START, END, &
CHECK POINT
DATES

offer discounted oil
and filter changes.

Stock more comon
oil filters the the
increase in need.

Service and Parts
MGRs

More Quick Lube
bisiness.

Nov1,2022 check
date Nov 30,2022

offer 3 free oil and
filter changes for all
new and CPO sales.

Hire more Quck
Lube personnel.

Service MGR

Quicker oil changes.

Nov 1,2022 check
date Nov 30,2022

Document and
account for all Quick
Lube RO hours.

No extra

Service Advisor

More ROs and more
service work on top
of the oil change.

Nov1,2022 check
date Nov 30,2022
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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?
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(Track) - The service ROs writen for Quick Lube in the EMDCs.

(Check) - Watch and check the progress Daily and Make needed changes monthly.

Potential Obstacles? Potential Solutions?
More volume in the space limited Quick Lube Hire more Quick Lube personnel, and look at
dept. cost of adding service truck or van.

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

0000

(Bottom line) - 20% increase in Service ROs written will equate to more service work on other areas of the car.
this will amount to 20 to 30 thousand plus dollars for the Service dept.

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.

(Culture) - Making Quick Lube a recognized and valuable part of the Service Department will be an asset long
term to the stores current and future bisiness. It will cement the relationship of the new and existing customers
long term.
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(Consequences) - If you don't service your customers oil changes and basic service needs they wind up going to your competitors.
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(Check) - Watch and check the progress Daily and Make needed changes monthly.
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