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S M T

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: ͞/�ǁŝůů�ĚĞĐƌĞĂƐĞ�ŵǇ�ϱ<�ƌƵŶ�ƟŵĞ�ĨƌŽŵ�ϯϬ�ŵŝŶƵƚĞƐ�ƚŽ�Ϯϭ�ŵŝŶƵƚĞƐ�ďǇ�:ƵŶĞ�ϭϱ͘͟

R

How does this goal align with or support your dealer’s vision? 
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you? 

RM TS ASpecific Measurable Achievable Relevant Time bound
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R
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�KE'Z�dh>�d/KE^͊�zŽƵ͛ǀĞ�ĂĐĐŽŵƉůŝƐŚĞĚ�ǇŽƵƌ�ŐŽĂů͊�zŽƵ�ĂĚĚĞĚ�Žƌ�ĂĚũƵƐƚĞĚ�ƉŽůŝĐŝĞƐ͕�ƉƌŽĐĞĚƵƌĞƐ͕�ĂŶĚ�
ďĞŚĂǀŝŽƌƐ͘�EŽǁ�ǁŚĂƚ͍�,Žǁ�ǁŝůů�ǇŽƵ�ĞŶƐƵƌĞ�ǇŽƵ�ĂŶĚ�ǇŽƵƌ�ƐƚĂī�ĚŽ�ŶŽƚ�ĨĂůů�ďĂĐŬ�ŝŶƚŽ�ƚŚĞ�ƉƌĞǀŝŽƵƐ�ŚĂďŝƚƐ�
ƚŚĂƚ�ƉƌŽĚƵĐĞĚ�ƉŽŽƌ�ƌĞƐƵůƚƐ͍��Ğ�ƐƉĞĐŝĮĐ͘
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tŚĂƚ�ƐƉĞĐŝĮĐ�ĂĐƟŽŶƐ�Žƌ�ƐƚĞƉƐ�ǁŝůů�ǇŽƵ�ƚĂŬĞ�ƚŽ�ĂĐĐŽŵƉůŝƐŚ�ǇŽƵƌ�ŐŽĂů͍��tŚĂƚ�ǁŝůů�ǇŽƵ�ĚŽ�ĚŝīĞƌĞŶƚůǇ�Žƌ�ŝŵƉƌŽǀĞ͍ 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  


	How does this goal align with or support your dealers vision: Increase wholesale parts sales by 10% and improve gross retention by 3% within next year.
	1: This goal will align with our vision by meeting the customer’s needs. We will focus on local shops and increase our footprint in our community. 

We will pick up an additional $3k in monthly wholesale parts sales and $700 in wholesale parts gross. 

If we do not meet this goal our wholesale parts business will remain stagnant. Local shops will look elsewhere to have their needs met and we may loose them as customers.

This is important beacuse I would like to have a presence in our local community. I would like to make sure that the local shops keep their money in our community. I also believe that strong wholesale relationships can influence and generate additional counter retail sales. 
	A: We will track progress weekly by monitoring wholesale sales and gross. We will utilize the programs in our DMS to do this. 
	A_2: Supply chain issues
Price/Payment


Delivery time lag
Lack of presence in wholesale arena
Ease of parts quote/ ordering
	A_3: Strategic accessory stocking
Offer NET30 account payment, Bump the Competition

Hire part time delivery driver
Send Parts Manager to solicit business
Use online programs; Repair Link, Collision Link, 
	R: An increase of $3k in monthly wholesale sale and $700 in monthly gross dollars.
	S: This may seem like a small goal, but I believe if we can prove to make this small step it will lead to future wholesale gains. We have large wholesale dealers in our area. I believe we can find our niche and customer and it will be beneficial to our storee


