
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: Increase the departmental profit percentage in the Service Department from 66% to 70% by implementing an environmental charge.

	1_2: The Service Department will experience an increase in net income of $23,543 per year.  This is calculated by annualizing the number of internal and customer pay repair orders and multiplying that by $4.38 (5,375 repair orders x 4.38).
The internal repair orders are basically a transfer from the Vehicle Sales departments to the Service Department, so $3,110 of the increase in net income in the Service Department will not translate into additional net income overall.
	1_3: Not achieve a departmental profit percentage of 70%

Forego approximately $20,000 of additional income to the dealership per year.
	When will you start: Immediately
	1_6: Verify that every internal and customer pay repair order is charged an environmental fee of $4.38.
	1_8: Reprogram our software to automatically include the environmental charge on every internal and customer pay repair order.

Train the Service Writers and Cashiers to explain that nearly every part, tire or fluid that is taken off of or out of the customers' vehicles is a hazardous waste and the environmental charge is required to handle these hazardous wastes.
	1_9: Objections by customers about the environmental charge
	1_11: Explain the charge as above.


