NADA oo

SERVICE OPERATIONS ASSIGNMENT — ACTION PLAN

e Specific m 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.”

o000

We will increase Customer Pay Labor Gross from a YTD average of $161,089.00 to $200,000.00 by 3-1-23

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?

We have projected a 17% increase in overall fixed operations in 2023.
Increasing Customer Pay Labor Gross by 20% is the tip of the spear for this initiative.

Some of the reciprocating benifits will be added parts gross, and softens the dependancy of internal labor sales.
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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

advisors

advisors average
Labor Sales from
63,756 to 75,000

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y '
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHEEI:(TEgINT
Leadership change [Human resources General Manager Increased 12-1-22
Made difficult expectations. Our lid
decision to Hire a now becomes our
new Service starting point for
Manager whos growth
vicinn alinnes with
Hire 2 additional recruiting Service Manager will increase each 1 by 1-1-23

second by 3-1-23
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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?

0000

RAP report from operation dashboard checked daily.

Potential Obstacles? Potential Solutions?

Advisor pushback 1 on 1 training
(doubtfull we believe will be welcomed)

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

0000

currently running a 34.1% Operating profit the additional CP gross will result in a $151,200 net profit increase,

additional Parts gross ( currently at 112% parts to labor sales) results in additional net of $157,489, Over
$300,000 annualy.

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.

The $200,000 in CP gross is only the starting point. We have an exectable plan in place to grow Fixed

Operations gross to $2,000,000.00 with Operating Profit of over $1,000,000 monthly, Creating a 125%
obsorbtion.
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