SWOT Analysis

Strengths (+)

- Preowned inventory is made front line ready relatively
quickly. On average, 4-5 days

- Preowned inventory is mostly made up of GM product
which we can certify. Also have a built-in customer

base driving a similar product today.

- High closing ratio once the customer is in store
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Weaknesses (-)

- Need to improve on competitive pricing to the market
- Holding out on profit for too long (slow turn)
- Preowned manager's payplan is tied to 90 day turn

- Potentially incorrect inventory mix (average vehicle
sale price exceeds recent average transaction price)

- Explore using V-Auto to help with pricing and
subsequently turn, freeing up capital

- Review overall merchandising with advertising
partners (i.e. Cars.com, Cargurus, AutoTrader ... are
we utilizing all the 'tools' we pay for?)

- Improve online presence by encouraging Google
reviews from preowned customers

- Continued high interest rate takes buyers out of market

- Continued high floor plan rate means higher cost of
inventory

- Slower volume going into winter season (Chicagoland)

- Local competitors advertising dishonestly (customer
hit with addendums upon arrival in-person)

Opportunities (+) Threats (-)

Write your goal statement:

We will reduce pre-owned frozen capital from $1,347,796 to $1,100,000 by 3/1/2024.

© 2021 National Automobile Dealers Association. All Rights Reserved.




	Text Field 1: 







- Preowned inventory is made front line ready relatively quickly.  On average, 4-5 days



- Preowned inventory is mostly made up of GM product which we can certify.  Also have a built-in customer base driving a similar product today.



- High closing ratio once the customer is in store
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- Need to improve on competitive pricing to the market



- Holding out on profit for too long (slow turn)



- Preowned manager's payplan is tied to 90 day turn



- Potentially incorrect inventory mix (average vehicle  sale price exceeds recent average transaction price)
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- Explore using V-Auto to help with pricing and subsequently turn, freeing up capital



- Review overall merchandising with advertising partners (i.e. Cars.com, Cargurus, AutoTrader ... are we utilizing all the 'tools' we pay for?)



- Improve online presence by encouraging Google reviews from preowned customers
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- Continued high interest rate takes buyers out of market



- Continued high floor plan rate means higher cost of inventory



- Slower volume going into winter season (Chicagoland)



- Local competitors advertising dishonestly (customer hit with addendums upon arrival in-person)
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We will reduce pre-owned frozen capital from $1,347,796 to $1,100,000 by 3/1/2024.


