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Measurable: What reports / calculations will you use to measure your results?
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Achievable: Is achieving this goal realistic with effort and commitment? Have you 'got‘the resources to achieve
this goal? If not, how will you get them?
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Relevant: Why is this goal significant to your dealership operations? To You?
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Timely: You answered "what" under specific. Now tell us BY WHEN.
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Take Action!
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Who are the people you will ask to help you?
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Specific Action Steps: Break down your BIG goal into smaller, intermediate goals. What are those steps?
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