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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.”
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| want to raise the facility utilization from 81% to 90% by the end of 2023. The reason we are trying to continue to
grow our utilization, as we are already over guide, is because the owner is looking to expand the service
department and would like us to be higher in preparation for our eventual expansion.

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?

The benefits to achieving this would result in more sales, which would mean more gross. According to the chart
in tab B not being at 100% we are losing out on about $48,000 in 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.
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SPECIFIC ACTION/
STEP

NECESSARY
RESOURCE(S)

ACCOUNTABLE
PERSON(S)

EXPECTED RESULT

START, END, &
CHECK POINT
DATES

Hire add tech

Already have extra lift

Service Manager

Getting a successful
hire

ASAP, check back in
on the 15th and 30th

Incentivise techs to
come in early and
stay late

Parts and tech
cooperation

Parts/Service
managers

Additional hours
turned

Meeting scheduled
with fix managers on
15th

Training writers

Dynatron trainers

Service manager/GM

Helping with proper
scheduling

ASAP, contacting
Dynatron and getting
trainers here. Check
back 15th.
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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?

To take this goal, | will continue to fill out the chart every month to track the numbers and make sure we are
moving in a direction to achieve our goal.

Potential Obstacles? Potential Solutions?
-Taking away the extra lift. -Explaining to the techs that bring on another
-Trying to hire an experienced tech for that lift tech is to benefit the customers, so they can get
-Employee buy in. in and out of the shop in a timely manner.
-Trying to cut down on tech down time and the -Educate Writers that this will increase thier
talking in the shop. monthly bonus checks.

-Have the techs continue to use the program we
recently purchased to electronically get quotes
and talk with parts and writers.

-Bring trainers in for the writers to also help with
scheduling.

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

0000

If we reach our 90% it could bring in a rough $24,000 extra in sales. This will also help the owner with justifying
the expansion of the service department and adding 10 lifts.

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.

Once this goal is hit, we will have the service manager make sure their are rules and procedures to ensure we
will not dip back below 90% in hopes that when the expansion takes place we will still be able stay above guide.

©2021 National Automobile Dealers Association. All Rights Reserved.



	How does this goal align with or support your dealers vision: I want to raise the facility utilization from 81% to 90% by the end of 2023. The reason we are trying to continue to grow our utilization, as we are already over guide, is because the owner is looking to expand the service department and would like us to be higher in preparation for our eventual expansion.
	2020 National Automobile Dealers Association All Rights Reserved: The benefits to achieving this would result in more sales, which would mean more gross. According to the chart in tab B not being at 100% we are losing out on about $48,000 in sales.
	SPECIFIC ACTION STEPRow1: Hire add tech
	NECESSARY RESOURCESRow1: Already have extra lift
	ACCOUNTABLE PERSONSRow1: Service Manager
	EXPECTED RESULTRow1: Getting a successful hire
	START END  CHECK POINT DATESRow1: ASAP, check back in on the 15th and 30th
	SPECIFIC ACTION STEPRow2: Incentivise techs to come in early and stay late
	NECESSARY RESOURCESRow2: Parts and tech cooperation
	ACCOUNTABLE PERSONSRow2: Parts/Service managers
	EXPECTED RESULTRow2: Additional hours turned
	START END  CHECK POINT DATESRow2: Meeting scheduled with fix managers on 15th
	SPECIFIC ACTION STEPRow3: Training writers
	NECESSARY RESOURCESRow3: Dynatron trainers
	ACCOUNTABLE PERSONSRow3: Service manager/GM
	EXPECTED RESULTRow3: Helping with proper scheduling
	START END  CHECK POINT DATESRow3: ASAP, contacting Dynatron and getting trainers here. Check back 15th.
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	ACCOUNTABLE PERSONSRow4: 
	EXPECTED RESULTRow4: 
	START END  CHECK POINT DATESRow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	ACCOUNTABLE PERSONSRow5: 
	EXPECTED RESULTRow5: 
	START END  CHECK POINT DATESRow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	ACCOUNTABLE PERSONSRow6: 
	EXPECTED RESULTRow6: 
	START END  CHECK POINT DATESRow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	ACCOUNTABLE PERSONSRow7: 
	EXPECTED RESULTRow7: 
	START END  CHECK POINT DATESRow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	ACCOUNTABLE PERSONSRow8: 
	EXPECTED RESULTRow8: 
	START END  CHECK POINT DATESRow8: 
	A: To take this goal, I will continue to fill out the chart every month to track the numbers and make sure we are moving in a direction to achieve our goal. 
	A_2: -Taking away the extra lift.
-Trying to hire an experienced tech for that lift
-Employee buy in.
-Trying to cut down on tech down time and the talking in the shop.

	A_3: -Explaining to the techs that bring on another tech is to benefit the customers, so they can get in and out of the shop in a timely manner.
-Educate Writers that this will increase thier monthly bonus checks.
-Have the techs continue to use the program we recently purchased to electronically get quotes and talk with parts and writers.
-Bring trainers in for the writers to also help with scheduling. 
	R: If we reach our 90% it could bring in a rough $24,000 extra in sales. This will also help the owner with justifying the expansion of the service department and adding 10 lifts.
	S: Once this goal is hit, we will have the service manager make sure their are rules and procedures to ensure we will not dip back below 90% in hopes that when the expansion takes place we will still be able stay above guide. 


