
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: Goal - More unique guest centric store 

Mectrics - view everything from the customer perspective

Date - Within 90 Days 
	1_2: - More sales, gross, and retention

- More remote sign deals

- Market share

- Proactive market approach vs reactive market approach


	1_3: - Loose market share to competitors

- Bad word of mouth in the community

- Loose potential good employees

- Fail OEM expectations




	When will you start: Immediately - as soon as everyone understands the direction. 
	1_6: Pull OEM CSI surveys and www.reputation.com every day. Have a daily meeting with team to discuss progress vs. action to attack any issues. Everything done must be in writing. 
	1_8: - Train all employees on www.reputation.com and get immediate service Google reviews.

- Have employees around the dealerships and get their perspective on how to best 

- Get corporate support from all relevant associates.
	1_9: - Having the wrong people for the task

- Not having the amount of employees for customer demand

	1_11: - Evaluate and train all employees on weaknesses 

- Have employees with strengthens train help other team members
 


