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.”

o000

t Our main goal is to decrease the time it tskres from a vehicle thst gets traded in and hits the lot. Curently it
takes our dealershio days on average to go through serivce and detail before they hit the lot.

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 need to schedule our used vehicles wiht the serice department and ensure thay they are finishig the used
vehicles that day, if the service department cannont do this then we ned to charge the average used vehicle

boarding cost a day to servive to ensure that we are priced right and compete with the the indpendent used car
dealers.
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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

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y '
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHECK POINT
DATES
dedicated used car |training from higher [Service manager/ increased walk 7-26-2023 -
techs level techs service advisor arounds and service |12-25-203
sales
Interatedted rapid System to ensure used car manager/ |ifaster time and 6-26-2023 -12-25-20
recon systen and track the time it |service adivisor/ more to get the used (23
takes to get a used |serrvice manager vehicle through
vheicleon the lot serivice and on the
lot
Service Limit hte daiy limit to |Sara markel service |We wont be over 8-1-2023 to
Scheduaking service scheduaer booked anymie 12-25-2023
appointments to 27 giving us time ot PDI
a day new vehickes in a
proper time and
aron our tised
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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?

I will trrack my progress by meeting with the used car manager on a weekly basis to see how fast we can get
thet used cars through the serivice departmetnt and ensuring htat they are running at least three used car
vehicles thriugh service a week whish would reduce our time to line for used cars

Potential Obstacles? Potential Solutions?
Techs that wont owrk on used vehicles Making sure that every tech gets a used
vehicle to get ready for the lot and not play
Service Manager Stuck in his old ways favorites
Excusese thhat they are over booked Schedaule certain repairs for certain techs

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

0000

IDue ro our evluation of maing a aditoanl of 1.8 million dollars buy increasing my turns and selling oof over qge
inventoy | think we woul make at leat and additianol $ 500,000 doallars iwe could decrease our time to get a
vehcile one on lot from 8 days whish is current to a goal of 4 days to hit he lot!

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.

We will look at the service schedulae daily and ensure that they PDI 3 new vehicles daily and 3 used vehciles
daily. if they do not do this the daily boarding cost for used and new will get charged to the service department
and get taken out of the gross on which the service manger gets paid .
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