
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 improve 20% in the year 2025 in sales and 15 % in fixed opp. compare to last year and based on dealer and manufacturer forecasting for 2024

	1_2: Financially stable 

Positive energy

Happy employees
	1_3: Financially restricted to set higher targets that need money

Low and negative energy

Revolving doors and wasting time in hiring, training and engaging and potentially loss of revenue

	When will you start: Beginning of Dec. 2024
	1_6: Set up a comparison chart of previous year VS new year on excel sheet for individual department 

Start of the year and review regularly and access their success and challenges

Weekly and monthly achievements compare to goals


	1_8: Setup a business plan with department managers 

Setup an action plan using previous year challenges 

Department and or individual accountability

Make sure staff has all available tools and training to do their job effectively





	1_9: Department managers resistance

Staff to come out of their comfort level

Move with the pace of changing industry

 
	1_11: Incentivize the department managers

Constant coaching 

Providing tools to do their jobs i.e , training
getting help from Dept. managers 




