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 obtain a 15% increase in service operating profit by June 30th.

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

Higher profitability in service, and the ability Lower overall profitability of the store.
to reach 100% absorption.

Expenses will continue to rise.
Higher profitability in service will also
increase higher profitabiliy in parts.

Dealership becomes less dependent on the
new car department.

Immediately
When will you start?

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

I will gauge my progress through the service advisor performance report for gross profit and
use the financial statement to track our expenses. We have in place a weekly expense
meeting where all expense checks are signed, this allows us to catch any duplicate vendors,
error in checks, and also to seek new bids for vendors if needed.
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What specific actions will you take to achieve your goal? Who can help you?

I will work with the service manager to create a menu with competitive pricing.
Perform a market study for labor rates in our area for possible door rate increase.
Create a competitive pricing structure to allow maximum effective labor rate.
Update labor grid pricing.

Limit discounting.

Watch our expenses, clean and collect our receiveable schedules to minimize any potential
write offs.

Potential Challenges? Potential Solutions?
Expenses can be out of line with changes Maintain and cut expenses if possible.
being made.
Market study to check pricing for fast
Pricing increases may not be competitive. moving services.
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	1: My goal is to obtain a 15% increase in service operating profit by June 30th. 
	1_2: Higher profitability in service, and the ability to reach 100% absorption. 



Higher profitability in service will also increase higher profitabiliy in parts. 



Dealership becomes less dependent on the new car department. 




	1_3: Lower overall profitability of the store. 



Expenses will continue to rise. 


	When will you start: Immediately
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 Perform a market study for labor rates in our area for possible door rate increase. 



Create a competitive pricing structure to allow maximum effective labor rate. 



Update labor grid pricing. 



Limit discounting.  



Watch our expenses, clean and collect our receiveable schedules to minimize any potential write offs.











   
	1_9: Expenses can be out of line with changes being made. 



Pricing increases may not be competitive.



 






	1_11: Maintain and cut expenses if possible. 



Market study to check pricing for fast moving services.






