NADA c.n

PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle 0 Relevant ° Time bound

!

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.”

| would like to increase my boutique sales from $27361 (2022) in sales to over $100000 in
sales(2023), by the end of 2023.

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?

Increasing boutique sales will mean significantly increasing our boutique inventory and
increasing merchandise "presence” in the store

Benefits
1. more sales- more gross

2. More attractive eye pleasing showroom- not an afterthought
3. More consistant with a flag ship Audi dealership in downtown Toronto

4. More pleasing to the eye of the customer

Consequences-

1. low sales- low gross

2. empty shelves- looks very poor

3. affects sales staff- we should have large boutique inv. presence
4. no gifts for kids, loved ones with big purchase
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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/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Available Audi Canada Mitch and PM | big inv. increase June 1 | |
haiitiniie Inv catalnn
increase boutique| Audi Canada Mitch and PM better looking June 1
hautinna
Appt Boutique Audi Downtown PM and one person to April 1
Chamninn Chamninn nvoarcon nn
Weekly Audi Downtown | Mitch-PM and step by step Sept 1l
Commiinicatinn Chamninn incroace

L
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How will you track your progress? Where will you find the information? How often will you check in?

- work with Parts Manager and possible get a boutique champion to oversee buying of more
inventory and merchandise

- Parts manager- audi canada- audi AG

- ongoing - once a week status communication-meeting

- get all staff on side that we are selling merchadise, not necessarily giving it away

Potential Obstacles? Potential Solutions?
-PM hesitant to be stuck with stale - align with PM on "vision" for the
inventory boutique
- availability of items/merchandise - talk to the right people at Audi Canada
to get the most up to date info on
- ordering time availability and oredering wait times

- plan months ahead

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

financial impact will be marginal - increase in sales YoY of $75 K and gross of 20 K.

But more importantly the look, vision and attractiveness of the showroom increases 10 fold.
More indicative of a downtown flaashin store

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.

The boutique champion will maintain and manage the inventory and boutique showroom.
They will be responsible to the sales manager and parts manager for sustained growth and
presence. The boutique will be monitored by SM and PM. Sales figures will be analyzed

every month.
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	How does this goal align with or support your dealers vision: I would like to increase my boutique sales from $27361 (2022) in sales to over $100000 in sales(2023), by the end of 2023. 
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Increasing boutique sales will mean significantly increasing  our boutique inventory and increasing merchandise  "presence" in the store



Benefits

1. more sales- more gross



2.  More attractive eye pleasing showroom- not an afterthought



3. More consistant with a flag ship Audi dealership in downtown Toronto



4.  More pleasing to the eye of the customer





Consequences-



1.  low sales- low gross

2.  empty shelves- looks very poor 

3.  affects sales staff- we should have large boutique inv. presence 

4.  no gifts for kids, loved ones with big purchase
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	A: - work with Parts Manager and possible get a boutique champion to oversee buying of more inventory and merchandise

- Parts manager- audi canada- audi AG

- ongoing - once a week status communication-meeting

- get all staff on side that we are selling merchadise, not necessarily giving it away
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-PM hesitant to be  stuck with stale  inventory



- availability of items/merchandise



- ordering time








	A_3: 

- align with PM on "vision" for the boutique



- talk to the right people at Audi Canada to get the most up to date info on availability and oredering wait times

- plan months ahead
	R: financial impact will be marginal - increase in sales YoY of $75 K and gross of 20 K.  

But more importantly the look, vision and attractiveness of the showroom increases 10 fold.

More indicative of a downtown flagship store
	S: The boutique champion will maintain and manage the inventory and boutique showroom. They will be responsible to the sales manager and parts manager for sustained growth and presence.  The boutique will be monitored by SM and PM.  Sales figures will be analyzed every month. 
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