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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: The goal is to offer more parts items in my boutique to increase parts gross profit by 5% in 60 days.  I want to give my customers more opportunities to be apart of the family with store apparel.
	1_2: *More gross profit.



*Happy customers.



*More viewership throughout the city for the store.
	1_3: *No additional profit to the parts department.



*Not happy employees more work with little profit.



*Over crowding of a small area making it hard to do business.
	When will you start: 10/25/2023
	1_6: *The boutique will be managed by the parts manager and service advisors.

*We will visit other stores to get ideas on what to keep in stock.

*We will review the gross profit daily from the MIS in CDK.
	1_8: *General Manager will review the items we have on display daily.



*Eliminate the items that are not selling.



*Parts manager and Parts advisors will monitor the area daily.






	1_9: *We keep the wrong inventory on display.



*The parts manager and advisors could get lazy with up keep daily.



*Customers not being able to spend more money because of service cost.
	1_11: *Make sure we change inventory daily to keep the area fresh.



*We sell more items in the boutique for more profit.



*Overall give customers a great feeling while in the store to shop.


