
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: My goal is to be efficient in every department while expanding out knowledge in every aspect. We need to extract our full potential by gaining the confidence necessary to gain higher levels. We dont want to limit ourselves in what we believe is an adequate number, we want to achieve what I know we are capable of reaching. By end of next year we want to achieve over a million in sales gross and at least 700 gross in fixed, while keeping our expenses in line.
	1_2: This will be beneficial for every employee, motivating the team to higher standards. I want to be set apart from other dealerships by bringing the best customer service and the best work environment.
	1_3: You can't expect change by doing the same thing. We need to work as a team in order to all be successful. 
	When will you start: January 1, 2024
	1_6: Every Financial Statement provides a story. Keeping track month over month will tell me if we are on track to completing our goals. We will keep a running total to see what months we were lacking and how we can improve on our weaknesses. On the strong months we have to figure out what worked and how we can continue to strenghten those areas.
	1_8: We will be aggressive on the sales side, price is right. Keeping an eye on our used car inventory understanding that our industry is changing and we have to be smart when pricing. Turning around used vehicles in a timely manner will help us eliminate potetial used car and wholesale loses. 



Fixed, we need to find a way to offer our services to businesses to have a steady flow coming in. We need to create alliances to create solid relationships.



Training and communicating with our department heads will benefit us in reaching our goals. We need to have monthly planning events where we can get together and discuss potential issues and how we can correct them before they become an issue.
	1_9: Used car inventory

Service retention


	1_11: Efficiently pricing vehicles to avoid loses. 



Make sure we are providing exceptional service to keeps customers happy and coming back.


