SWOT Analysis

Strengths (+)

Our strength in pre owned inventory is the amount of
volume that we buy. With 572 units we have the ability
to appeal to different buyers and a bigger chance of
finding the right vehicle for every customer.

We are not afraid of carring a large amount of pre
owned inventory understanding that in order to hit our
volume objectives we must have the inventory needed
on the ground. This creates sales for salesmen, finance
department, recon, make ready and (in the future)
service.

Our owner allows us to buy the inventory that we need
to meet and exceed sales objectives.
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Su b] ect: Pre Owned Inventory Optimization

Weaknesses (-)

Our weakness when it came to inventory optimization
was the difference between average cost of pre owned
vehicle and average sales of pre owned vehicles.

We have a $13,968 pre owned vehicle optimization.
This means the inventory that we are buying does not
appeal to the customer base that we have. We are
buying vehicles that are alot more expensive than the
average sale that we are meaking.

An opportunity is to work with our buying team and
focus on what our core market it. Make sure we are on
the same page about inventory that they are acquiring
and what our market dictates is selling and aging.

Another opportunity is to train with our sales staff on
being able to sell and present our more expensive
inventory and build enough value to decrease our
inventory optimization number.

Our threats to our current pre owned optimization
number is-that the pre owned market shift regularly and
rapidly. Book values on luxury or expensive vehicles
drop drastically on a regular basis.

Interest rates also affect the opportunity to attract
customers to our more expensive inventory. With no
APR specials from our manufacture our expensive
inventory has much higher payments and might prevent
potential sales.

If we do not do a better job of keeping our pre owned
inventory optimization number lower we could have a
large number of inventory that we take losses on in
order to move the inventory and avoid aging.

Opportunities (+) Threats (-)

Write your goal statement:

I will update our buying team on everyday sales trends and train our sales staff to build value on high priced
inventory to lower our pre owned inventory optimization by February 1st.
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We are not afraid of carring a large amount of pre owned inventory understanding that in order to hit our volume objectives we must have the inventory needed on the ground. This creates sales for salesmen, finance department, recon, make ready and (in the future) service. 



Our owner allows us to buy the inventory that we need to meet and exceed sales objectives. 
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We have a $13,968 pre owned vehicle optimization. This means the inventory that we are buying does not appeal to the customer base that we have. We are buying vehicles that are alot more expensive than the average sale that we are meaking. 
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Interest rates also affect the opportunity to attract customers to our more expensive inventory. With no APR specials from our manufacture our expensive inventory has much higher payments and might prevent potential sales. 



If we do not do a better job of keeping our pre owned inventory optimization number lower we could have a large number of inventory that we take losses on in order to move the inventory and avoid aging. 
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