
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: I WILL DECREASE MY USED VEHICLE INVENTORY SUPPLY FROM 54 DAYS TO 30 DAYS BY JUNE 1ST 2023. 
	1_2: FREE UP CAPITAL

NEW CAR INVENTORY IS INCREASING

INTEREST SAVINGS

INCREASE YEARLY TURN RATE

(KEEP INVENTORY FRESH)

AVOID LOT ROT AND STALE INVENTORY
	1_3: CASH REMAINS TIED UP IN FROZEN CAPITAL

VEHICLES WILL CONTINUE TO AGE

HIGHER FLOORPLAN COSTS

HIGHER RECONDITIONING COSTS

POTENTIAL WHOLESALE LOSSES
	When will you start: MARCH 1ST 2023
	1_6: THE METRIC WILL BE CALCULATED BY MEASURING THE PREOWNED DAYS SUPPLY ON A MONTHLY BASIS.

WE HAVE SET MONTHLY MILESTONES TO ACHIEVE LEADING UP TO OUR OVERALL SMART GOAL.
	1_8: PROGRESS WILL BE MONITORED THROUGH WEEKLY INVENTORY MEETINGS WITH OUR VEHICLE ACQUISITION TEAM. 



TO ACHIEVE THE GOAL OF 30 DAYS SUPPLY, WE WOULD BREAK THE GOAL INTO SMALLER MONTHLY TARGETS 



- 50 DAYS SUPPLY BY APRIL 1ST 

- 40 DAYS SUPPLY BY MAY 1ST 

- 30 DAYS SUPPLY BY JUNE 1ST
	1_9: - CHANGES IN THE PREOWNED MARKET



- LOWER CONSUMER CONFIDENCE MAY RESULT IN LOWER DEMAND



- PRICE INCREASES FOR USED VEHICLES



-RISING INTEREST RATES


	1_11: - IMPLEMENT A FIRM 60 DAYAGE POLICY FOR IMPLEMENTING A WHOLESALE EXIT STRATEGY



- LOOK FOR DATABASE SALES WITH HIGH QUALITY TRADE INS FOR A BETTER OFFERING TO THE PUBLIC



- FLIP NEW CAR CUSTOMERS THAT DO NOT WANT TO WAIT FOR A NEW VEHICLE INTO A GENTLY USED VEHICLE


