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ACTION PLAN 1

e Specific @ Measurable

o Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

To increase billable hours per month from 1,925hrs in Jan to 2,500hrs in June 2023.

BOTTOM LINE: Benefits of Achieving Your Goal

A benefit of achieving our goal is making
money, covering our expenses, and
increasing tech productivity which ulitimity
will help the service center.

ASAP
When will you start?

Consequences of Not Achieving Your Goal

A consequences of not achieving our goal
is being not profitable in our service
department and only having sales
department making money. This is not a
solution becasue dealerships make their
money in service. So a profitable service
deparmnet is key.

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

The metircs we will use to see if the techs are being productive are compairing actual
(clocked) hours vs sold hours. We can look at our ROs to see if our recontioning turnovers

are getting turned over in a timly manor.
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What specific actions will you take to achieve your goal? Who can help you?

For this goal we plan to

-hire more techs

-improve the culture of the service center

-offer more promotions to bring in more work

-more frequint meetings to ensure everyone is on the same page and is equaly motivated

Potential Challenges? Potential Solutions?
A challege can be techs not wanting to get Our solutions can be hiring more techs,
out of old habits and working at a slow checking pay plans to help motivate, and
pace. Another challenge can be not having the also take away guatantee for people
enough work for the techs some days. who are taking advange of it.
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