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SWOT Analysis                  Subject:__________________________

Strengths (+) Weaknesses (–)

Opportunities (+) Threats (–)

Write your goal statement:


	Text Field 1: New vehicle return on sales (8.5%)
Trade-in (197 used cars on lot)
Service Gross profit ($4,321,646)
Body shop return on sales (52%)
F&I sales ($7,536,285)
Parts turns (3.7)
	Text Field 2: Body shop volume ($2,247,183 gross sales)
Body shop customer pay volume ($1,563,995 gross sales)
Pre-owned return on sales (9.8%)

	Text Field 3: There is an untapped market for increased body shop profitability from collision business.  Insurance companies pay good rates for repairs and the money is guaranteed, unlike customer pay. 

Customers like to have their vehicle repaired at a dealership as they liken it to having the vehicle repaired directly by the OEM. In addition, the foot traffic of customers bringing their damaged vehicles to the dealership for repairs can create sales opportunities for new and used vehicles. Additional collision work would also result in more turns for parts and accessories. 

Increased collision work would increase gross profits for the body shop thus increasing absorption.  Any additional sales derived therefrom is gravy.  
	Text Field 4: The biggest threat to this plan is competitors who do collision work better than we can.  This can be overcome by effective hiring and management but competitors who dedicate themselves solely to collision work could have a competitive advantage.  


Another potential threat is a delay in payment from auto insurance carriers.  Unlike customer pay, there will be some lag time between the completion of work and receipt of payment potentially leading to frozen capital. 
	Text Field 5: Fixed Absorption
	Text Field 6: I will increase body shop volume from $2,247,183 in gross sales to $3,500,000 in gross sales by 2026. 


