
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



©2020 National Automobile Dealers Association. All Rights Reserved.2

Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: My goal is to increase our overall Total Absorbtion by increasing our Used Car Turn Rate. I would like to increase it from 6.3 to 9 and then continue to strive to get to the NADA guide of 12. My goal is to get there by April 2021
	1_2:  - Greater gross profit in Used Car Dept
 - More overall Net for the store
 - Will result in better overall absorbtion
- Getting used car Reconditioning done much faster
	1_3: - Used Car Gross doesnt increase
 - Absorbtion would not improve
	When will you start: Dec 1, 2020
	1_6: Use the turn spreadsheet each month to measure improvement against NADA guide
 - Gross Profit in Used Car Dept will improve
 - Gross Profit in Parts & Service will improve from additional reconditioning
	1_8: Demonstrate to the Used Car Director and Managers how improving Turn will improve everything else. Work with the Service Managers and Shop Foreman to improve the Used Car Reconditioning speed.
	1_9:  - Changing the Used Car Director's mindset from maximum gross per car to Volume
- Shop capacity challenges potentially slowing down Reconditioning
	1_11:  - Using the NADA spreadsheet tools to demonstrate whats in it for him if we can improve Turn Rate
- Maximize the use of our sister store VW to perform as many Used Car inspections as possible


