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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: My goal is to improve my boutique area in the dealership. I want to add additional accessories and car care products/personal products to my showroom. I would like to go from $5,000 of inventory to $40,000 by October 1st.
	1_2: Happier customers, more profit, customer retention
	1_3: no additional sales, low CSI
	When will you start: 7.29.2021
	1_6: I will gauge my progress by evaluating the inventory as we obtain it. We will use a certain account for all of the boutique items for the dealership in the parts department
	1_8: Organize the parts department and showroom to make sure we have enough room for the boutique items. I would like to add Yeti products, car care products and also additional vehicle accessories. My parts department, and I will do the ordering and display of the items
	1_9: Availibility of items, not having enough room in the parts department to store the overflow products. 
	1_11: Organization



Order from different providers



Clean department



Better customer service






