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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 give the parts boutique a makeover and bring it back to life by making it modern and acceptable in the retail market. I would like to receive a 20% increase in boutique sales from the previous average months from the year prior sales of $ 2,210 to $ 2,652 monthly. I would like to obtain this goal by September 30,2022 
	1_2: 1. Increase in sales parts revenue.

2. More attraction to have traffic come into the dealership 

3. Convenience of being a “one-stop-shop “  

4. No be an eye-sore for the dealership 






	1_3: 1. Loss of sales revenue

2. Eye-sore 

3. Dated items collecting dust 

4. Theft, due to poor shelving 

5. Not maximizing on easy grab and go items ( profit ) 


	When will you start: June 1st,2022
	1_6:  Progress will be measured by following the doc sheet, using “clothing, mugs, and boutique SKUs “ 

This will be measured by last year’s MTD sales from boutique sales vs. the present month on DMS weekly, monthly report.  Also, overall before and after pictures of the makeover and modernization of the Parts Boutique 


	1_8: 1. I will set up a meeting with my Parts Manager and Marketing team to come up with an action plan on the revitalization plan for the Parts Boutique. 

2.  Parts Manager & I to visit competition dealers in the area/region to get best practice ideas 

3. Stock realistic go & grab items 

4. Add items like a Coke-a-Cola machine, Snacks 

5. Stock Carwash Items 

6. Possibly hire a consultant for a one-time evaluation of our Parts Boutique to advise. 


	1_9: 1. Not stocking the correct items that collect dust 

2. Investment financially to update shelving and renovation 

3. Buy-in from ownership/ General Manager to invest in Parts Boutique 






	1_11: 1. Ask for help from our Group of Dealership’s best-sold items in parts boutique. 

2. Come up with a cost analysis and plan for return investment to present to General Manager. 

3. No more eyesore, be proud of our parts department boutique 

4. Maximize wasted space for sales profit   ( right now that space is truly wasted and only collecting dust ) 








