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ACTION PLAN 1

e Specific @ Measurable

o Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

We will contact three new potential vendors to supply products for the boutique shop and
assess what products we want to add by January 1, 2020.

BOTTOM LINE: Benefits of Achieving Your Goal

The benefits of achieving this goal will be
"upping” our boutiqgue game. We have
hardly any products in our boutique as of
now, so this will be a good place to start for
our new and improved boutique.

When will you start?

Consequences of Not Achieving Your Goal

If we do not achieve our goal, our boutique
will continue to be an eyesore in our
dealership. We will also miss out on the
opportunity to use the area to increase
customer retention and satisfaction.

We will start December 7, 2020

How will you gauge your progress? When? Using which metrics?

We will gauge our progress by completing the calls and emails necessary the week of
December 7, 2020. When we have contacted and received bids from at least three vendors,
we will then make our decision on products. It will be really easy to see our progress once
products start coming in to add to the boutique shop. The metrics are contacting and getting

bids from at least three different vendors.
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What specific actions will you take to achieve your goal? Who can help you?

My help will consist of parts employees (front counter and managers) as well as running
things by the fixed ops director as well as the owner.

The specific actions | will take to achieve my goal are reaching out by email and phone to
vendors. My next action will be narrowing down vendors and deciding (through asking
employees and customers) which vendor/products will do well in the boutique. Another action
I will need to take is crunching numbers after receiving bids.

Potential Challenges?

Bids being too high/unrealistic

products not selling

Push back from parts employees

push back from fixed ops director (who may
not see the value in adding items to the
boutique)

Potential Solutions?

Negotiating

Asking customers and employees to
complete surveys about what they would
like to see in the boutique

Have parts employees and fixed ops
director involved in the process so they are
more willing to accept it since they feel they
had a say in the new changes boutique.
Communicate with other dealers that have
successful boutiques to find out what
products have been successful for them.
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