
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: Implement tracking of lost sales. This also ties to the wholesale strategy where we could earn additional revenue stocking parts we get calls about but never follow-up with any action.
	1_2: Increased revenue and profits for the parts department.

More earning potential for the parts employees. 

Possible increase in sales for the service department. 
	1_3: Lost earning potential and limited possibility for growth.




	When will you start: November 1, 2021, after our new Parts Manager gets a chance to get to know the dealership and the system.
	1_6: Initially, monthly review of lost sales reports and related inventory items. Later reporting of additional revenue generated due to stocking of specific inventory items. 
	1_8: Start tracking lost sales.

Identify key products that would suit our brand and offer value to our clients. 

Assess viability of stocking parts attributed to lost sales.




	1_9: Initial system setup to track lost sales and analysis of data.
	1_11: Obtain specific DMS training in the area and seek assistance of accounting department in the initial analysis of data.


