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Advertising: Currently working on executing new marketing plan that targets multiple GM vehicle/customers not sold by dealer to raise sales opportunity. This will be done through the “CSSR” marketing company backed by General Motors. We are also turning our attention towards “Internal” social media campaigns to create more branding and Shop Awareness to our “backyard Simi Customers”.
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Marketing: We currently use Naked Lime marketing as a follow-up survey. This survey almost always is delivered before the O.E.M. Survey. This gives the Dealership an opportunity to contact a customer that may not have had the most positive reflection on their recent dealership experience. Also, watching the “Voice of Customer” Cases that GM has in their back-end tool (GMGLOBALCOONECT) with our Service BDC doing follow up calls for survey retention. 




Facility / Special Tools: Utilization back in June 2017 was at 80%. We believe that this utilization has increased due to allocating more equipment to outside of the shop areas to be more efficient. We established a New Tire/wheel breakdown room that holds all Tire and wheel equipment. This has opened more room for two stalls to have more work around space. Also, building a Tool Crib/ Shed has allowed the Special Tools and bigger more awkward equipment to remain clean, locked up, easy to find and more overall organization in the Service Department.




Productivity / Production Method: Technician Productivity has been on the rise since our new Managerial change. Our current Efficiency Averages per measurable technician for the last 30 days is the following:
773:           97.28% Efficient
710:           100% Efficient
782:          200% Efficient
716:           500% Efficient
735:          408.43% Efficient
778:          58.82% Efficient
	Our current Production Method is Conventional




Analyze Cost of Labor: 
The Current Cost of Labor is $26.33, this is higher than in the past for this store. The Average Charge per Hour is $58.82, We expect for this figure to grow with more Customer Pay targeting. California Seasons have been quite significant this year. Wear and tear items will need to be replaced and we must put our message out there. We have seen a rise in the Cost of Labor due to “stepping up” for the right technicians as well as members of the Simi Valley Buick GMC Family. We really do preach that the service along with the parts department personnel all work together and cohesively to reach the same goal for the store. 



Changes in Expense Structure / Pay Plans/ Performance Programs: With our most recent major changes in the service department, we have expected some change in Dealership expense along with personnel pay plans. We have been able to lock in a solid team of technicians who all work together respectively and efficiently. Personnel expense may be on the rise but so has writer’s confidence in the ability to get work out when promised; less come backs from original repair work as well. We have made some modifications to the physical shop layout that came with some dealer spending. All in all, the shop has better bones and organs to becoming a performing Department. 

Service Manager: $2,500 Salary per Month. 
-6% of $0-69,999
-7% of $70,000-89,999
-8% of $90,000 & Up
Bonus of 1% for Dealership Buick & GMC CSI score above Region SSS QTD score plus three points.

Commission to be paid off the Total Monthly Mechanical Labor Gross on Line 34 page 6, minus account 67, page 4 of the GM Financial Statement. 


Service Advisor’s:
Salary of $1,500.00

(Draw of $1500 on the 22nd of the month, drawn against Service Advisor’s total calendar month earnings. Earned salary, commissions, and bonus will be paid on the 7th day of the following month.)

Based on Customer Pay Parts, and Labor, Warranty Pay Parts and Labor repair order Sales:
70K and lower:   5.0%
70K-79,999:       6.0%
90K and Up:       7.0%

Bonus Program on CSI at or above Zone SSS from Global Connect based on three month rolling average SSS blended metrics of Buick & GMC. In order to qualify , individual score must exceed: MPVI and Menu Penetration % at or above the Zone MTD average.

Internal Writer:
Salary of $1,500.00

(Draw of $1500 on the 22nd of the month, drawn against Service Advisor’s total calendar month earnings. Earned salary, commissions, and bonus will be paid on the 7th day of the following month.)

Commissions based on 4% of CP, W & Internal Parts & Labor Sales.

Bonus Program on CSI at or above Zone SSS from Global Connect based on three month rolling average SSS blended metrics of Buick & GMC. Additional $250.oo for Buick or GMC at or above Zone. 

Service BDC:
Compensation: $14.00/Hr.
Draw of $1,000 on the 22nd of each month, drawn against your hourly wages and bonuses. 
Bonus Program: CSI at or above Zone SSS from Global Connect based on three month rolling average SSS blended metrics of Buick & GMC. Additional $100 for either Buick or GMC at or above Zone.
Bonus for Appointment Show rate: 
At or above 70%:      $150.00
At or above 75%:      $150.00
At or above 80%:     $300.00

Technician Pay Plans: 
C.C.      $20/Hr.
R.H.     $20/Hr.
A.G.     $30/Hr.
D.G.     $35/Hr.
A.R.     $25/Hr.
J.T.      $30/Hr.
J.D.     $21/Hr.
D.J.     $14/Hr.







Current Level of Training:

NON-TECHNICAL (DEALER CERTIFICATION PROGRESS)      Q3 68% 
	DEALER STATUS
	Q1
	Q2
	Q3
	Q4

	% of Dealership 
Trained
	60%
	65%
	68%
	N/A

	% District Trained
	60%
	65%
	69%
	69%

	% Zone Trained
	59%
	64%
	66%
	66%

	% Regional 
Trained
	60%
	66%
	67%
	67%

	% National Trained
	63%
	68%
	68%
	N/A





TECHNICAL   STS 86% (SERVICE TRAINING STANDARDS PROGRESS)
	GM STS
	% COMPLETE

	% TRAINING REQUIREMENT COMPLETED
	86%

	% CERTIFICATION DISTRICT AVERAGE
	94%

	% CERTIFICATION ZONE AVERAGE
	91%

	% CERTIFICATION REGIONAL AVERAGE
	88%

	% CERTIFICATION NATIONAL AVERAGE
	88%






Special Tools: Have been relocated to more accessible perimeter enclosed rooms of the shop. These Special tools include all tire breakdown & balancing equipment, tool washing machine due to chemicals inside shop. We have also constructed a “Tool Crib” nearby lockable aluminum shed to house our bigger, bulkier more awkward engine dollies, coolant/oil catchers, take-offs etc. These areas are well kept, clean and orderly. All thanks to the surveillance documenting and holding every special tool user accountable. 
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