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Name: ____________________________ Class #: ___________________________

Strengths Weaknesses

Opportunities Threats

Identify a minimum of three strengths, weaknesses, opportunities, and threats.

Dealership: __________________________ Location(s): __________________________

How many people participated in this meeting? __________________________

What is your vision?

Customer for life Gross profit domination Both Other

Explain:
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How will you improve or solidify your strengths?

How will you address and improve any weaknesses?
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How will you maximize or improve your opportunities?

How will you address and overcome any threats?
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What is your expected time frame to achieve desired results? Months? By what date?

What performance metric will you track to determine successful change? PVR? Products per? CSI?

Who participated in this SWOT?

Name Title

Name Title

Name Title

Name Title

Name Title

Signed Date

Signed by dealer Management Date


	Name: RYAN DAVILA
	Class: VO2
	Dealership: SUNNYSIDE CHEVROLET
	Locations: ELYRIA, OHIO
	How many people participated in this meeting: 1
	Explain: WITH IDEA OF "LOYALTY" QUICKLY FLEETING WITH TODAY'S CONSUMERS, PROVIDING AN EXPERIENCE TO REMEMBER HAS NEVER BEEN MORE IMPORTANT TO THE LONGEVITY OF A HEALTHY DEALERSHIP. CREATING A "CUSTOMER FOR LIFE" MEANS THEY'VE EXPEREINCED SOMETHING THAT EXCEEDED THEIR EXPECTATYIONS TO THE POIINT OF BEING A SO MEMORABLE THEY COULDN'T THINK OF DOING BUSINESS ANYWHERE ELSE. 
	Strengths_2: 



5 STAR GOOGLE REVIEW



F&I DEPT AND SALES DEPT RELATIONSHIP



EMPLOYEE RETENTION








	Weaknesses_2: 



CREATING MEMORABLE/SPECIAL GUEST EXPERIENCE



SALES PROCESS EFFICIENCY



RECRUITING










	Opportunities: 



DIGITAL RETAIL



EXPAND OUR AUDIENCE



SERVICE GUESTS/SERVICE DRIVE


	Threats: 

AMAZON, CARVANA, TESLA ARE ALL ATTACKS ON THE DEALERSHIP MODEL



SUPPLY CHAIN DISRUPTIONS



NEW FTC REGULATION


	How will you improve or solidify your strengths: 

5 STAR GOOGLE REVIEW

-UTILIZE LOT SHOT THROUGH DEALER RATER TO IMPROVE VISIBILTY OF REVIEWS, INCREASE VOLUME OF 5 STAR REVEIWS AS WELL AS ENGAGEMENT ON SOCIAL MEDIA. CREATE  EXCITEMENT AROUND THE SALE AND AT VEHICLE DELIVERY TO CREATE THAT LASTING MEMORY.





F&I DEPT AND SALES DEPT RELATIONSHIP

-CONTINUE TO SUPPORT F&I THROUGH PRODUCT SPOTLIGHTS IN THE SALE PROCESS. EARLY F&I MANAGER INVOLVEMENT IN THE SALE PROCESS TO FAMILIARIZE OUR GUEST AND THE F&I MGR AS WELL AS SOLIDIFY PROTECTION OPTIONS EARLY AND OFTEN.



EMPLOYEE RETENTION/LONGEVITY

-BRING BACK QUARTERLY STORE MEETINGS FOR ENTIRE STAFF TO RECOGNIZE OUTSTANDING PERFORMANCE, EXPRESS APPRECIATION WITH ONE ANOTHER THROUGH "HAPPY GRAMS" COLLECTED THROUGH OUT THE QUARTER. THIS CREATES A GREAT OPPORTUNITY FOR TECHS, ASSOCIATES, OFFICE STAFF AND MANAGERS TO COME TOGETHER IN THE SAME SPACE AND CREATE/SOLIDFY COMRODARY AND ULTIMIATELY FOCUS ON OUR COMMON GOAL OF CREATING CUSTOMERS FOR LIFE AT EVERY LEVEL OF THE DEALERSHIP.


	How will you address and improve any weaknesses: 

CREATING MEMORABLE/SPECIAL GUEST EXPERIENCE

-CREATING EXCITMENT AROUND THE SALE STARTS UP FRONT WITH EARLY MANAGER INTRODUCTION INTO THE SALES PROCESS. IN DOING SO, THE GUEST WILL QUICKLY RECOGNIZE OUR GENUINE DESIRE TO HELP THEM ACCOMPLISH THEIR GOAL. DELIVERING AN UP LIFTING MESSAGE AROUND THE SOLUTIONS TO THEIR PROBLEM WITH OUSTANDING AND ENERGIZING WALKAROUNDS AND TEST DRIVES (IN PERSON AND VIRTUALLY) AS WELL AS A LASTING EXPEREINCE AT DELIVERY. TAKING THE GUEST EXPEREINCE UP A KNOTCH BY DELIVERING THEIR VEHICLE OFF THE SHOWROOM FLOOR WILL BE THE FINAL TOUCH. CONSULTANTS CAN CHOOSE AN ENERGETIC/UPLIFTING SONG OR TWO TO BE THERE "WALK UP" SONG(BASEBALL FANS WILL UNDERSTAND). PLAYING THAT AT THE BEGINNING OF THEIR DELIVERY AS THEIR GUEST LEAVES F&I AND APPROACHES THEIR NEW VEHICLE TO AN WILL CREATE THE LASTING MEMORY NEEDED TO MAKE IT THAT SPECIAL WOW MOMENT THEY WILL NOT FORGET.



SALES PROCESS EFFICIENCY

-WITH AN INTEREST IN MAKING THE BEST USE OF OUR GUESTS TIME AND OURS, ADDRESSING TRADE UP FRONT AND INVOLVING THE GUEST ASSISTS IN MOVING THE ENTIRE PROCESS FORWARD EFFICIENTLY THROUGH BETTER/QUICKER UNDERTSANDING OF THE GUESTS NEEDS AND ULTIMATLEY THE ROOT OF WHY THEY ARE IN THE MARKET. GUEST INVOLVMENT EARLY IN THE TRADE EVAL WILL EITHER TAKE AWAY OR GREATLY REDUCE THE OBJECTION OF TRADE AT NUMBERS PRESENTATION. WITH AN EARLY AND BETTER UNDERSTANDING OF THE TRUE NEEDS AND WANTS, ALTERNATIVE SELECTIONS AND OPTIONS BECOME MORE RELEVANT AND ARE CONSIDERED MORE INTENTLY BY THE GUEST.



RECRUITING

-UTILIZING HIREOLOGY'S TOOLS AND UPDATING OUR DEALERSHIP PAGE TO HIGHLIGHT THE OUTSTANDING CULTURE WE HAVE WITH PROOF IN THE LONGEVITY AND LOYALTY OF OUR EMPLOYEES AND GUESTS. PROMOTE A CAREER PATH APPROACH THROUGH OUR COMITTMENT TO TRAINING, AS WELL AS AN UNDERSTANDING THAT QUALITY OF LIFE PERSONALLY AND PROFFESSIONALLY REQUIRES BALANCE AND COMMITTMENT TO A COMMON GOAL.
	How will you maximize or improve your opportunities: 

DIGITAL RETAILING

-WE WILL CONTINUE TO ADAPT TO TODAYS BUYER'S EXPECATIONS OF DIGITAL EXPERIENCE FROM BEGINNING TO END. BASED ON THE MYSTERY SHOPS WE EXPLORED IN THE 4TH QUARTER, OUR AREA IS STUCK IN PAST AND THE CONSUMERS FEEL IT. IN AN INSTANT GRATIFICATION WORLD THE CAR BUYING EXPERIENCE MUST CATCH UP. UTILIZING VIDEO THROUGH OUT THE ENTIRE PROCESS MUST BE AT THE FORFRONT. IDEALY LIVE VIDEO CONVERSATIONS HAPPEN TO MAXIMIZE EFFICIENCY, HOWEVER PRE RECORDED VIDEO BOTH SAVED AND CUSTOM TO THE GUEST WILL ELIMINATE THE DISCONNECT WHEN THE GUEST IS NOT ABLE, READY OR WILLING TO COME INTO THE DEALERSHIP. UNDERSTANDING THE GUEST'S PROCESS PRIOR TO FIRST CONTACT IS ALSO VITAL TO PROVIDING THE EFFICIENT TRANSPARENT EXPERIENCE CONSUMERS CRAVE IN CAR BUYING. WE MUST PICK UP WHERE THE GUEST LEFT OFF ONLINE TO AVOID REDUNDNACY, LOSS OF INTEREST, AND GENERAL LACK LUSTER ATTITUDE TOWARD CAR SHOPPING/BUYING.



EXPAND OUR AUDIENCE

-INCREASE INVENTORY VISIBILTY WITH CURRENT TOOLS SUCH AS AUTOTRADER AND AUTO AI THROIUGH COX AUTOMOTIVE. WITH TEH AVERAGE NUMBER OF DEALERSHIP VISITS AT 1.2, WE HAVE 1 SHOT(OR 1 PAGE OF SEARCH RESULTS) TO GRAB THEIR ATTENTION WITH OUR SELECTION OVER THE COMPETITION. INTELLEGENT MARKETING TAILORED TO DIGITAL FOOTPRINT AND ACTIVITY ALONG WITH FEATURED INVENTORY ON PAGE 1 PUTS US AT TOP OF MIND.



SERVICE GUESTS/SERVICE DRIVE

-DEVELOP A CONSISTENT SERVICE DRIVE PROCESS TO IMPROVE PRE OWNED INVENTORY OPPORTUNITIES AND CONVERSION TO MORE SALES. PREPARATION WITH MARKET ASSESMENTS FOR THE FOLLOWING DAY'S SERVICE GUESTS ALONG WITH A MORE PASSIVE APPROACH THROUGH RO ATTACHMENTS TO INCREASE INTERST IN UPGRADING VEHCILE OR SELLING CURRENT VEHICLE, SIGNAGE IN THE GUEST LOUNGE WITH THE SAME MESSAGING AND ULTIMATLEY ASSIGNING SERVICE DRIVE INTERACTION TO A SALES CONULTANT AS PART OF THEIR DAY TO DAY.
	How will you address and overcome any threats: 

AMAZON, CARVANA, AND TESLA ARE CHANGING THE DIGITAL RETAIL LANDSCAPE IN AUTOMOTIVE SALES SPECIFICALLY RELATED TO THE DEALERSHIP MODEL

-THE OPPORTUNITY WE HAVE IN IMPROVING OUR TO DIGITAL RETAILING IS A HUGE PART OF THIS AND IN MIIND IS NOT OPTIONAL IF WE INTEND TO COMPETE IN THE VERY NEAR FUTURE. WHAT CAN GET LOST HERE IS THAT PEOPLE STILL WANT TO BUY FROM PEOPLE WHEN IT COMES TO A MAJOR PURCHASE SUCH AS AN AUTOMBILE, THEY JUST WANT TO GET THERE DIFFERENTLY. THE "JUST GET THEM IN APPROACH" IS DATED AND SIMPLY DOES NOT WORK. CONSUMERS WANT A TRANSPARENT, EFFICIENT AND VIRTUAL EXPEREINCE IN ORDER TO FEEL THEY'VE RECEIVED THE INFORMATIOIN NEEDED TO BE COMFORTABLE WITH THEIR DECISION. THE PERSON ASSISTING THEM IN ACQUIRIING THAT INFORMATION MATTERS AND THAT IS WHERE WE MUST SET OURSLEVES APART FROM THE DIRECT TO CONSUMER MODELS WHICH IS A SHORT SIGHTED APPROACH WITH NO CONSUMER SUPPORT AFTER THE TRANSACTION. WE CAN ADAPT, WE ALWAYS HAVE, JUST LOOK AT SALES DURING THE UP AND DOWN ECONOMIC SWINGS THROUGH THE LAST 3 DECADES. WE ALL SURVIVED AND HAVE BUILT SUCCESSFUL CAREERS WHILE DOING SO. TIME TO STEP UP AGAIN.



SUPPLY CHAIN DISRUPTIONS

-THIS IS TRULY OUT OF OUR DIRECT CONTROL. 2020-2023 SHOWED ALL OF US HOW RESILIENT WE TRULY CAN BE. CONSULTANTS WENT FROM 5,10, OR FOR SOME 20 PLUS YEARS OF SELLING WHAT YOU CAN SEE, FEEL AND TOUCH TO SELLING THE AIR OF WHAT YOU USED TO BE ABLE TO SEE, FEEL AND TOUCH. UNDERSTANDING THAT OUR ACTIONS, EFFORT, AND APPROACH TODAY IMPACT OUR SUCCESS TOMORROW AND BEYOND IS THE MOST VALUABE LESSON WE CAN TAKE FROM THE PAST FEW YEARS. A TRUE SALES PROFESSIONAL IS THE ULTIMATE PROBLEM SOLVER. THINKING OUTSIDE THE BOX WITH THE GUEST NO MATTER THE CHALLENGES IN FRONT OF US IS AND ALWAYS HAS BEEN THE ANSWER.



NEW FTC REGULATION

-WE HAVE DESIGNATED 2 INDIVIDUALS IN STORE TO WORK CLOSELY WITH COMLPYNET TO STAY AHEAD OF THESE NEW REQUIREMENTS, DEVELOP SAFE HABITS IN COMPLIENCE OF DATA COLLECTION, DOCUMENTATION, AND REPORTING.


	What is your expected time frame to achieve desired results Months By what date: 1ST QUARTER OF 2024 TO ESTABLISH THE ADJUSTED APPROACH TO TODAYS BUYER'S EXPACTATIONS. BY 2ND QUARTER WE WILL BE IN DEEP DIVE TRAINING TO FINE TUNE SPECFIIC SKILL SETS TO TAKE PRODUCTION, REVEIWS AND OVERALL GUEST EXPERIENCE TO THE NEXT LEVEL. BY 2ND QUARTER WE WIL BE SEEING AN INCREASE TO 30 GOOGLE REVIEWS AND 30 LOT SHOT REVIEWS THROUGH DEALER RATER, UP FROM 17 GOOGLE AND 0 LOT SHOTS IN THE 4 QUARTER OF 2023. ULIMATELY BY THE AND 4TH QUARTER OF 2024 WE WILL BE GETTING 90% OF RETAILS SALES IN LOT SHOT AND GOOGLE REVIEWS. 
	What performance metric will you track to determine successful change PVR Products per CSI: DEALERRATER AND LOT SHOT IS THE ONE STOP SHOP TO PROMOTE 5 STAR REVIEWS ON GOOGLE AND IN TURN SHARES TO SOCIAL FOR INCREASED ENGAGMENT AND OVERALL DEALERSHIP VISIBILITY.
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