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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: I want to have a boutique up and running to sell accessories and or apparel to help add gross to both the bottom line of parts, sales, and service. This is something that will be new for our store so I don't have a metric to start and grow from. I would like to have this laid out and started by January of 2023.   
	1_2: With the start of getting this up and running it will help to increase gross for the store. 
	1_3: If we are not able to become profitable it will cost the store money and possibly effect any employees that are involved and or employed in this department.
	When will you start: ASAP with a start date of janissary 1st 2023
	1_6: On a monthly basis watching the net profit and or loss that is created from the boutique. 
	1_8: I will need to work with Scott Kirker and Luke Holman to set up the store and use the front of the parts dept area to display new products and accessories. Sean Williams will also be able to assist in getting the right accessories into the display area as well as up fitting cars on the show room floor. 
	1_9: It will be a challenge to get the rest of the Holman's on board to try and start this but it is achievable.
	1_11: Explain possible bottom line gross for all departments involved and show growth potential to get everyone bought in. TO start I will up fit a car to sell off of to gauge while getting the new space up and running.   


