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

My goal is to get my dealership Facility Utilizationl to potential. from $270,183 to $456,428 by September 2024.

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?

This has to happen due to the fact we are going into a new Facility that is going to be done September 20th
(this month). The benefits are for gross potential for expenses. Not making i would be a dissapointment and
finacial nightmare. Its important because The company believed enough in me to Turn the store around and
spend money on a new facility to help the company grow.
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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 CHEé::TEgINT
monator techs a shop foreman, service maanger get the shop start date 09/1/2023

effeciancy service manager shop foreman effeciant
involved daily techs
train all asm to upsell |[get with IM&A, ALL ASM'S AND GET THEM 09/1/2023
NADA TO GET SERVICE TRAINED TO
TRAINING MAANGER UPSELL AND TAKE
MATERIAL AND CARE OF THE
TEACHERS. CUSTOMERS
NEFEDS
communiation WEEKLY SHOP TECHS, ASM'S ALL ONE DAMN 09/1/2023
between partsand |MEETINGS WITH PARTSD AND BIG HAPPY
service. ALL IN VOLVED SERVICE FAMILY!!
MANAGER,
COUNTER
PEOPI E
a dispatcher to the  |HIRE AND TRAIN  |THE HEW HIRE GETR/O'STO 09/25/2023
shop AND HOLD AND THE SERVICE |THE RIGHT
ACCOUNTABLE MANAGER TECHS, AND
FAIRLY AND
EFFECIANTLY
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NADA oo

SERVICE OPERATIONS HOMEWORK — ACTION PLAN

ll

How will you track your progress? Where will you find the information? How often will you check in?

0000

We will have constant communication and Weekly meetings with all parties involved. We will go over reports
and r/o's

Potential Obstacles? Potential Solutions?
Buy in by the people... Communication with all parties..
finding a good dispatcher.. weekly get togethers...
COMMUNICATION... GOAL SETTING WITH ALL INVOLVED...
EXSPENSE.... ACCOUNTABILITY..

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

0000

iT WOULD HAVE BEEN $186,245 YTD IF ALL HAD BEEN IN PLACE FOR POTENTIAL

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.

iTS ALL ABOUT BUY IN, GOALS, AND MANAGEMENT..
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