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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”

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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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

How will you track your progress? Where will you find the information? How often will you check in? 

Potential Solutions?

A

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and 
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits 
that produced poor results? Be specific.
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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve?
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: I would like to increase our counter sales and our wholesale sales.  Our gros profit contributions for counter sales are 23.32%, I want to get that up to 30 before the end of the year and a long term goal of NADA guide 41%.

Our wholesale GP contributions is 15.17% I want that at 20% by the end of the year
	1: This aligns with our vision of keeping our fixed op side over the NADA guide opsorption rate.  Benefits are better profits and more flexibility for the variable side.  It is important to continue growth and profitability in a market that is constantley changing and challanging to stay ahead in.
	SPECIFIC ACTION STEPRow1: Phone Skills
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	A: Create a management team consisting of myself, GM, Service manager (who is a rockstar and potential partner) 



Check in weekly, use our sources available from General Motors, our website company
	A_2: Obstacles:  Resistance from GM, Parts MGR &

Internet MGR.

Man power to accomplish and maintain change

time, finding the time to implement
	A_3: Solutions:  Recruit a full management team to the effort


	R: GP growth
	S: Have a check in system with all departments,  keep the team in place to work together to sustain and constantley grow and change that department.  Hire people with buy in and maintain a WHY script.
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