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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? 
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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 create a profitable Parts Boutique for Mitchell Nissan. We currently have dusty, empty shelves, with labels that previously displayed Nissan merchandise and accessories. I will clean and update Boutique area and create a beautiful display of Nissan merchandise and accessories. The target completion date is January 31, 2025.
	1: The goal of creating a profitable Parts Boutique definitely aligns with dealer vision of increasing revenue.  I would like to create a new profit center for the Parts Department. I would like to take an area of our dealership that is not fulfilling its greatest potential and fill the shelves with popular items that consumers are interested in purchasing. The benefits of creating a Parts Boutique are: 
1) Increased Revenue - Offering parts and accessories for the consumer to purchase can generate additional revenue.
2) Enhanced Customer Experience - Creating a Parts Boutique can provide customers with access to a variety of parts and accessories in the dealership, which can improve the overall customer experience.
3) Up selling Opportunities - A Parts Boutique allows you to showcase brand accessories and products that complement a customer's vehicle purchase or service experience, providing an opportunity for up selling and increase brand loyalty.

The consequences of not creating a Parts Boutique include a loss of revenue and decreased customer satisfaction. We want our customers to fulfill all their automotive needs in the same place they purchase and service their automobiles.

The goal of creating a Parts Boutique is very important because it will help drive revenue, enhance customer experience and set our dealership apart in a competitive market.
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	A: I will track my progress by tracking all items sold and the revenue generated. I will create a spreadsheet with all items we purchased, the date of purchase, the cost of item and the list price. I will track the progress of sales daily, as well as track the inventory in the Parts Boutique so we can replace popular items to ensure availability at all times.
	A_2: Potential Obstacles:
1)Market Competition - Auto Parts is a competitive industry, standing out from the competition could be quite challenging.
2)Inventory Management - Maintaining a consistent and reliable supply of parts and accessories for the Boutique could be difficult to avoid overstocking or under stocking items.
3)Marketing & Branding - Building awareness and attracting customers to a new Parts Boutique could be challenging in a competitive market.
	A_3: Potential Solutions:
1)Business Plan - Create a business plan than ensures success.
2)Niche - Decide on a specific niche for your boutique and focus on that niche.
3)Exceptional Customer Service - Provide excellent customer service with product knowledge and friendly communication.
4) Social Media - Use Social Media and traditional marketing to promote your Parts Boutique.
	R: My goal is to generate revenue of $1000 the first month. The short term goal is $3000 after the first six months. I plan to steadily increase profits in the future. 
	S: I am very excited about the potential profits created by the new Parts Boutique. I am going to personally oversee the stocking, advertising and monitoring the progression of our newest profit center.
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