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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: Samantha and John Cortese
	Class: 424
	Dealership: Cortese
	Locations: CDJR/Ford/Lincoln/Mits
	How many people participated in this meeting: 6
	Explain: 

We want to provide useful insurances that will benefit the customers in the long run. Ideally, we want them to feel we had their best interests in mind and when they see it payoff down the road, they feel better about their purchases. 
	Strengths_2: 

Stable set of finance managers

SSI Scores are good

PVR is strong/stable at $1100

Our warranty company is reinsured by dealer principal
	Weaknesses_2: 

PPU is low - consistenly under 1 

Reserve split - we are in the 60's - should be closer to 50%

Not aggressive enough


	Opportunities: 

Salesman knowledge of backend products

Setting up backend products while initially making the deal

Endorsing products

Changing mindset of finance/sales


	Threats: 

Interest rates

Rising warranty costs due to tech shortages and labor rates

Compliance changes 

Historically a heavy lease market - lower pvr
	How will you improve or solidify your strengths: 



Start warranty $2500 over cost 



Monthly meetings with training involved



Goal setting and tracking in our meeting with Vanguard



Spiffs


	How will you address and improve any weaknesses: 

Monthly meetings with training



Follow up on no-warranty sales



Evaluating the salesmen's penetration - seeing who is hurting/helping F&I's average



Increase in PPU to offset reserve split
	How will you maximize or improve your opportunities: 

Getting F&I involved in deal earlier



Consistent training on backend products



TO's on every deal so there is a familiar face


	How will you address and overcome any threats: 

Desk deals at higher rate 



Get out of our own heads when it comes to rate



Provide thorough information to clients



Evidence manuals




	What is your expected time frame to achieve desired results Months By what date: 

Quarterly goals from YOY statistics and review every quarter

Set spiffs aligned with goals
	What performance metric will you track to determine successful change PVR Products per CSI: 

Using StoneEagle, PVR, PPU and CSI
	Name_2: Samantha Cortese
	Title: Sales Manager


	Name_3: John Cortese
	Title_2: Sales Manager
	Name_4: Darren Sneddon
	Title_3: Finance Manager 
	Name_5: Louis Nitti
	Title_4: Vanguard Dealer Serices
	Name_6: John Cortese 
	Title_5: Dealer principal 
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