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SWOT Analysis Subject:_ABSORPTION

Strengths (+) Weaknesses (-)

-78 yr old dealership -Post COVID sales staff is weak and young
-Beautiful and State of the Art facility -Complacency

-Positive Cash flow -Product Knowledge

-Tenured Employees -Experience in Tough Markets
-Management Knowledge -Service Tech Attendance

-Strong fixed operations that turn a profit in all
departments

-Continue to coach, train, and teach sales staff to make |-Manufacturer and government regulations
them better which increases sales

-Market: Compression
-Sales Growth

-Rising Interest rates
-Business Development/ Market Share

-Consumer Sentiment
-Inventory Turn

-Increased Supply/ Lower Demand
-F&I Conversion/ PVR's

-Service Lane Sales

Opportunities (+) Threats (-)

Write your goal statement:

To continue to moniter expenses to increase cash flow, continue to invest in employees, get back to the basics
with sales staff in complacency, invest in product knowlege, and continue to invest and support NADA in order to
help with government regulation and help support a balanced manufacturer-dealer relationship.
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