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Challenge Fitness Studio is a fitness center incorporated in 2019. The
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Discuss solutions with customer.
Verify Phase:
Verify key performance measurements with KPI dashboard.

Early identification of customer’s needs and requirements, expectations,

Table 2 shows the SWOT analysis of the organization. Strategies and
recommendations were provided focusing on leveraging business strengths and
opportunities to overcome threats and weakness and minimize risks. The DFMEA
shown on table 3 reviews in scope components to identify all possible failure for the
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Table 3: Design Failure Mode and Effect Analysis (DFMEA)

Operation Start
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process to deliver the final product to the customer. Risks associated
with expansion activities were assessed and all design activities and
recommendations were based on failure modes to fully eliminate or

reduce the likelihood of occurrence. The table of developmental

activities by phases provides entry point signals and operational controls
during the expansion process. The pilot run and analysis provides the
customer with a tools to make decisions-based on target revenues and
major constrains. Finally, the KPI dashboard is the organization’s

business growth and expansion design for the company and their effect and
outcomes of each failure. Failure modes with high severity and low detection are of
mayor concern to the customer and represents a higher stability risk of operational
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mayor constrains, organization’s strengths and goals were possible due to
constant interviews with the customer shown on table 1. This allowed the
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Table 1: Voice of the Customer Table (VOCT) Table 2: Strength, Weakness, Opportunities and Threats (SWOT) Analysis

Figure 3: Strategic Developmental Activities by Phases



