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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: 

Essi Boostani


	Class: 

N426
	Dealership: 

Bob Stall Chevrolet




	Locations: 
	How many people participated in this meeting: 

4


	Explain:  

 In anticipation of economic challenges and increased competition in new cars inventory, we are shifting our focus to 

 the F&I department to optimize back-end profitability. This stragegic move will allow us to counternbalance potential

 front-end gross margin pressures and drive overall business success.   
	Strengths_2: 

1. Profitability

2. Experienced F&I managers

3. Diverse Product Offerings

4. Customer Relationship

5. Regulatory Compliance
	Weaknesses_2: 

 1. Menu Presentation

 2. CIT Funding Time

 3. Product penetration & number of products per deal 

 4. Dependency on Economic Conditions


	Opportunities: 

 1. Digital Transformation

 2. Customization of Products

 3. Partnerships with insurance providers and Financial 

     institutions.

 4. Data Analytics
	Threats: 

 1. Increased Competition

 2. Economic Downturn

 3. Changing Regulations

 4. Cybersecurity Risks
	How will you improve or solidify your strengths: 

 1. Continuosly optimizing our sales processes and upselling techniques can increase profitibility. Additionally, offering  

     training and incentives to F&I managers for achieving sales targets can futher boost performance.



 2. Invest in ongoing training and professional development programs for F&I managers to keep them updated on

     industry trends, regulations, and sales techniques.



 3. Regularly review and update product offerings to ensure they align with customer needs and market trends.

     Conduct market research and gather feedback from customers to identify gaps in product offerings and introduce

     new products accordingly.

 

 4. Using our CRM to track customer interactions,enabling personalized engagement and follow-up. This would empower our F&I staff to build long term relationship through excellent service and support.



 5. Provide regular training to make sure the F&I staff fully understand the regulatory requirements.






	How will you address and improve any weaknesses: 



 1. Enhancing product knowledge is crucial to ensuring customers fully understand our offerings. By presenting the

     menu comprehensively and accrately 100% of the time, we can achieve our goal and deliver exceptional customer 

     experiences.



 2. Ensure timely collection of all necessary documentation from customers. Package and submit the deals to the lender 

     within 3 days to achieve our goal of funding within 10 days.



 3.  To increase product penetration, i have implemented two strategies:

      

      a) Comprehensive training programs that enhance F&I staff's product knowledge and sales techniques. This would 

          enable them to educate customers about the value and benefits of F&I products through transparent

          communication and clear demonstration of how these products can protect their investment and provide peace of

          mind. 

     

      b) Additionally, introduce a performance based pay plan that incentivizes F&I managers to meet penetration and 

          sales goals.



 4. That is a tough one.
	How will you maximize or improve your opportunities: 



 1. Invest in user friendly digital platforms ( we just moved to Tekion) for online F&I processes (e-contracting).



 2. Conduct market research and customer surveys to identify spesific needs and preferences, then tailor product

     offerings and pricing accordingly.



 3. Collaborate on marketing initiatives and joint promotions to increase visibility and attract more cutomers.



 4. Implement advanced analytics tools to analyze cutomer data, identify emerging trends, and forcast demand for

     financial products.



 
	How will you address and overcome any threats: 



 1. Differentiate our dealership from others by giving superior customer service and faster approval processes. 

     Continuosly monitor competitor's strategies and adjust pricing and marketing tactics to stay competitive.



 2. Focus on building strong customer relationships and providing value added services to maintain customer loyalty       

     during challenging times.



 3. Stay vigilant about regulatory updates and proactivly adjust policies and procedures to ensure compliance,



 

 4. Implement robust cybersecurity measures, including encryption, firewalls, and access controls, to protect customer

     data from unathorized access and cyber threats.


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

 CIT funding time process already in place, yielding immediate results.

 

 The new pay plan will be implemented on 04/01/2024, following completion of training and process implementation.

 Our target date for achieving the desires outcome is 07/01/2024..

 

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

 The performance metrics that we will track for our success includes finance product penetration, products per deal,  

 PVR, and CSI. Tekion's comprehensive reports will be generated daily, weekly, and monthly to inform our progress.
	Name_2: Billy Shaw
	Title: 

Sales Manager
	Name_3: 

Hootie Hosseini
	Title_2: 

Sales Manager
	Name_4: 

Leslie Camarino
	Title_3: 

F&I Manager


	Name_5: 

Mike Lesley
	Title_4: 

F&I Manager
	Name_6: 
	Title_5: 
	Signed: 
	Date: 
	Signed by dealer Management: 

Essi Boostani
	Date_2: 

3/1/2024
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