
RM TS ASpecific Measurable Achievable Relevant Time bound

1©2020 National Automobile Dealers Association. All Rights Reserved.

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

How will you gauge your progress? When? Using which metrics? 

ACTION PLAN 1
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Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: Down size inventory from 250 New to a healthy rotation of 150 new. Wish no vehicles being over 90 days. Currently having inventory mix issues due to manufactourer shortages, and also vehicle prices. Certain features would not be available during certain allocation order calling, examples being rambox, sunroof, heated steering, and plenty of other desirable options. The date's I would like to have this accomplished by would be October 1st, 2023 - April 1st, 2024
	1_2: Healthier Inventory Mix

Less Floor Plan Inventory

More Sales/Gross

Better Working Capital

More Allocation 
	1_3: Higher Floor Plan

Bad Inventory mix, which can lead to old aged units, and not very profitable cars.

Vehicle Depreciate 

Lose Marking Share

Pressure from OEM
	When will you start: Started June 2023
	1_6: I can gauge my progess based on the number of new units I have over 60 and 90 days. My inventory age. Are we ordering the right vehicles to fit our consumer base. We come from a very prime area. People have money and will spend for what they want. 
	1_8: Flush out bad inventory by either lowering vehicle prices, Dx units to neighnoring dealers for units you need. Reach out to commercial or business customers, in order to sell mupltie vehicles at once. Fleet vehicles. Look into our marketing and advertisement company, making sure we are spotlighting anything and everything we can. You can have the best fishing rod, best bait and best boat, but if you're casting it into the wrong area, you won't get a bite. Check daily for competetor prices and adjust accordingly. Have save a deal days. 



The help will come from my sales staff. The right salesmangers and sales people are needed. Proper training on the product itself and how to conduct business as a professional. Proper process will also have to be set in place for them to follow. 
	1_9: Vehicle Prices

Losing Market Share

Unit Depreciation 

Floor Plan Interest
	1_11: Volume!!!

Incentivize!!!

Pricing!!!

Advertising!!!

Marketing!!!






