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Strengths:
1. Dealership has been owned by the same family for over 80 years.
2. Award winning service department with a host of nationally recognized employees.
3. New state of the art facility. 
4. Customer retention rate of 72.3% ranks us one of the best Toyota dealerships in the nation.
5. New service manager is experienced and engaged.

Weakness:
1 Fixed ops manager is not a leader or forward thinker.
2 Untrained ASM’s in the art of selling cost us all money every day.
3 Service will not work on all makes/models.
4 Dealership is perceived expensive in the local community.
5 Tech’s don’t feel as appreciated as they should be.
6 ASM’s can us a discount or coupon whenever they want. 

Opportunities:
1.  Market our service department as the place to go for our growing college population.
2. Install TV monitors on service drive for up to date service and sales pricing.
3. Train, Train, Train our ASM’s on the basic sales process. 

Threats:
1. Customer perception we are the most expensive
2. Warranty labor hours are dropping with pp maintenance
3. Cost of tech’s and training of techs continues to rise
4. New hybrid vehicles will push the service intervals even longer.

Objectives:
1. Build a solid team that feels appreciated
2. Raise our GP % on parts and service cp sales
3. Bonus pay on tech’s and ASM teams that perform
4. Review our scheduling tool and look for ways to increase our daily RO count.
5. Change parts MGR/counter pay plan to add in a % of shop hours produced.

Strategies:
1. Schedule lane employees to be here at peak time rather than all day.
2. Open our express team to take drive up customers.
3. Review and tweak shopwatch to maximize our customer throughput.
4. Request a warranty labor increase yearly
5. Remove our ASM’s ability to discount or use coupons without manager approval.

Tactics:
1. Weekly service/parts meeting every Tues at 10am to review current month forecast.
2. Review each ASM and team’s numbers to hold them accountable
3. Track wip and all discounting
4.  Review any training that needs to be completed
5. Pre-plan next month’s service specials we can advertise. Email blast, Facebook






Action Plan:
Open express team no app needed	       Blaine/Dave	        Sept 17
Remove ASM discount ability	                        Dave	      Sept 1 17
Email blast/Facebook					Frank/Blaine    BI-weekly
Service/Parts meeting					Allan			Tues 10am
Outside ASM training					Allan			Sept 21st
Track fill rate and lost sales				Paul/Matt		Weekly
Review Shopwatch					Blaine/Dave	Oct 17
Warranty rate increase 				Blaine/Dave	Aug 17
Internal parts GP%					Allan/Dave		Aug 17
Shuttle runs 30 min after service close		Blaine		Aug 17



Synopsis:
Seeing how new car sales are expected to decrease for the next 3 years we need now more than ever to become profitable in our service department. I have devised a multi-step approach to achieve our goals. I have set “REAL” attainable goals and expected completion dates in which these goals will be accomplished. It is imperative that our mind set of car sales must change and change quickly. I will institute our new training regimen for all employees which I expect will drastically improve our overall service/parts sales which will in turn produce more GP and net profit. I do understand I must keep a close eye on expenses so I don’t chew up all the new-found GP. 
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