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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: Chris Merritt
	Class: N429
	Dealership: Classic Acura
	Locations: Beaumont, TX
	How many people participated in this meeting: 8
	Explain: Our vision is to lead the automobile industry in Beaumont, Texas, by providing unparalleled customer service rooted in transparency, speed, and friendliness. 
	Strengths_2: 

Quality brand, strong owner retention, service department, product knowledge, teamwork, leadership, communication, transparency, family owned, 
	Weaknesses_2: 

High interest rates, no cheap compact SUV's, minimal walk in traffic, location, lack of a showroom, punctuality, lot space, advertising, pre-owned inventory, dealership appearance
	Opportunities: 

Only Acura dealer within 75 miles, increase pre-owned inventory, lot appearance, Google reviews, team building exercises, consistent meetings, new dealership, new email and text templates, training, increase lease penetration, social media, community involvement
	Threats: 

Metro dealerships and their deceptive pricing, economic threats, self motivation, internet negotiations, location, inventory, brand awareness
	How will you improve or solidify your strengths: 

Quality Brand: Enhance brand recognition and perception through targeted marketing campaigns that emphasize the unique selling points and value proposition of your brand.



Strong Owner Retention: Implement customer loyalty programs to reward repeat business and encourage long-term relationships with owners. Conduct regular surveys and feedback sessions to understand the needs and preferences of owners, and tailor sales strategies accordingly.



Service Department: Foster seamless collaboration between the sales and service departments to provide a holistic customer experience. Offer training programs for sales staff to deepen their understanding of the service department's capabilities, enabling them to effectively communicate the value of after-sales service to customers.



Product Knowledge: Provide ongoing training and resources to sales staff to ensure they stay up-to-date with product features, specifications, and benefits. Encourage cross-functional collaboration with other departments, such as product development and marketing, to exchange knowledge and insights.



Teamwork: Foster a culture of collaboration and mutual support within the sales team through team-building activities, regular meetings, and open communication channels. Recognize and reward teamwork and contributions to create a positive and cohesive work environment.



Leadership: Invest in leadership development programs to cultivate strong managerial skills among sales leaders, including coaching, mentoring, and performance management. Lead by example, demonstrating the values and behaviors expected of the sales team, and providing clear direction and guidance.



Communication: Implement effective communication channels and platforms to facilitate information sharing, feedback, and collaboration among sales team members. Encourage open and transparent communication at all levels of the organization, fostering trust and alignment towards common goals.



Transparency: Maintain transparency in sales processes, pricing, and policies to build trust and credibility with customers. Encourage transparency within the sales team by sharing relevant information, insights, and performance metrics to foster accountability and alignment.



Family Owned: Leverage the family-owned status as a unique selling point, emphasizing the values of trust, integrity, and personalized service associated with family businesses. Highlight the long-term commitment and stability of the company to customers and employees.
	How will you address and improve any weaknesses: 

High Interest Rates: Lean on our partnerships with multiple lenders and local credit unions to offer competitive financing options to customers. Provide financial literacy resources to customers to help them understand interest rates and make informed decisions.



No Cheap Compact SUV's: Strategize and prepare for the launch of the all new Acura CDX later this year.  Utilize email campaigns and website pages to keep our customers informed of the new product.



Minimal Walk-in Traffic: Increase visibility through targeted marketing campaigns, both online and offline, to attract more foot traffic to the dealership. Enhance the dealership's online presence and optimize for local search to capture potential customers in the area.



Location: Enhance the current location by improving signage, lighting, and landscaping to attract more attention from passersby.  Construction of the new showroom is currently scheduled to begin in May 2024.



Lack of a Showroom: Utilize our website as a virtual showroom to showcase available inventory and attract online shoppers until construction is completed.



Lot Space: Maximize existing lot space by optimizing vehicle arrangement and storage to accommodate more inventory.



Advertising: Allocate a portion of the marketing budget to targeted advertising campaigns that reach the dealership's target demographic. Leverage digital advertising platforms and social media channels to reach potential customers in the local area.



Pre-owned Inventory: Increase the diversity and quality of pre-owned inventory by actively sourcing well-maintained vehicles through trade-ins, auctions, and partnerships. Implement rigorous inspection and certification processes to ensure the reliability and value of pre-owned vehicles.



Dealership Appearance: Construction begins in May 2024 to build our all new, state of the art showroom. Maintain a clean and organized showroom and lot to create a positive impression on customers and instill confidence in the dealership's professionalism until construction is completed.
	How will you maximize or improve your opportunities: 

Only Acura Dealer within 75 Miles: Capitalize on the exclusivity by promoting the dealership as the go-to destination for Acura vehicles in the area through targeted marketing campaigns. Leverage Acura's brand reputation and customer loyalty to attract customers from neighboring areas.



Increase Pre-owned Inventory: Expand sourcing channels to acquire high-quality pre-owned vehicles through trade-ins, auctions, and partnerships. Implement a comprehensive inspection and certification process to ensure the reliability and value of pre-owned inventory.



Lot Appearance: Create designated areas for showcasing featured vehicles and special promotions to attract customer attention.



Google Reviews: Encourage satisfied customers to leave positive reviews on Google by providing exceptional service and follow-up. Implement a review management strategy to promptly respond to and address any negative feedback, demonstrating a commitment to customer satisfaction.



Team Building Exercises: Organize regular team-building activities to foster camaraderie, collaboration, and morale among sales team members. Incorporate fun and interactive exercises that promote communication, trust, and problem-solving skills.



Consistent Meetings: Schedule regular sales meetings to provide updates on performance, goals, and initiatives, fostering alignment and accountability among team members. Use meetings as opportunities for training, skill development, and sharing best practices.



New Dealership: Leverage the excitement of opening a new dealership to generate buzz and attract customers through grand opening events, special promotions, and exclusive offers. Ensure a seamless transition and positive customer experience during the construction process.



New Email and Text Templates: Develop customized email and text message templates for sales communications that are personalized, engaging, and informative. Implement automation tools to streamline communication processes and follow-up with leads and customers efficiently.



Training: Invest in ongoing training and development programs for sales staff to enhance product knowledge, sales techniques, and customer service skills. Provide access to resources, workshops, and certifications to support continuous learning and professional growth.



Increase Lease Penetration: Promote leasing options as an attractive alternative to traditional financing, highlighting the benefits of lower monthly payments and flexibility. Train sales staff to effectively communicate the advantages of leasing and overcome common objections from customers.



Social Media: Utilize social media platforms to engage with customers, showcase inventory, and share dealership news, events, and promotions. Implement a content strategy that includes a mix of product highlights, customer testimonials, behind-the-scenes glimpses, and community involvement.



Community Involvement: Participate in local events, sponsorships, and charitable initiatives to build goodwill and establish a positive presence in the community. Collaborate with local organizations and businesses to support shared goals and foster meaningful connections with potential customers. Create and implement our "Classic Cares" community involvement strategy.
	How will you address and overcome any threats: 

Metro Dealerships and Deceptive Pricing: Differentiate your dealership by emphasizing transparency and integrity in pricing practices. Educate customers about common tactics used by competitors and provide clear, upfront pricing information to build trust and credibility.



Economic Threats: Diversify revenue streams and adapt pricing and financing strategies to mitigate the impact of economic fluctuations. Offer flexible financing options and promotions to accommodate varying budget constraints and economic conditions.



Self-Motivation: Foster a culture of motivation and accountability within the sales team through regular recognition, incentives, and performance-based rewards. Provide ongoing training and support to help sales staff stay motivated and focused on achieving their goals.



Internet Negotiations: Develop standardized negotiation strategies and scripts for handling online inquiries and negotiations to maintain control and consistency. Provide online tools and resources to empower customers to make informed decisions and streamline the negotiation process.



Location: Leverage other strengths, such as being the only Acura dealership within 75 miles, to attract customers despite the challenges of location. Enhance the online presence and visibility of the dealership to reach a broader audience beyond the local area.



Inventory: Optimize inventory management processes to ensure the availability of popular models and minimize stockouts or overstock situations. Implement data-driven forecasting and purchasing strategies to align inventory levels with customer demand and market trends.



Brand Awareness: Invest in marketing and advertising initiatives to increase brand awareness and visibility in the local market. Utilize digital marketing channels, such as social media, search engine optimization (SEO), and targeted online advertising, to reach potential customers effectively.
	What is your expected time frame to achieve desired results Months By what date: Short-Term Goals (0-3 months): Focus on immediate actions to address pressing issues and implement quick-win strategies. Examples include improving lot appearance, launching targeted marketing campaigns, and implementing new negotiation tactics.



Medium-Term Goals (3-6 months): Work towards achieving more significant milestones, such as increasing brand awareness, expanding pre-owned inventory, and improving online reputation. Implement ongoing training programs, refine processes, and monitor performance metrics to gauge progress.



Long-Term Goals (6 - 12 months): Continuously adapt strategies based on market feedback, customer insights, and emerging trends to sustain long-term success. Examples include achieving a certain percentage increase in sales volume, improving customer satisfaction scores, and establishing the dealership as a trusted local leader in automotive sales.
	What performance metric will you track to determine successful change PVR Products per CSI: CSI (Customer Satisfaction Index): Tracking CSI scores can provide valuable insights into customer perception, loyalty, and likelihood to recommend the dealership to others.



Sales Volume and Revenue: Tracking total sales volume and revenue can help assess overall business performance and the effectiveness of sales strategies in driving revenue growth. Breakdowns by product category, customer segment, or sales channel can provide additional insights into performance drivers and areas for improvement.



Inventory Turnover Rate: A higher turnover rate indicates efficient inventory management and strong demand for available vehicles.



Lead Conversion Rate: Monitoring this metric can help evaluate the effectiveness of lead generation, follow-up processes, and sales closing techniques.



Online Reputation Metrics: Monitoring online reputation metrics, such as Google Reviews ratings, review volume, and sentiment analysis, can provide insights into customer perceptions and dealership reputation. Responding to reviews and addressing customer feedback can help improve brand perception and customer satisfaction.
	Name_2: Josh Simmons
	Title: Sales Manager
	Name_3: Danny Nguyen
	Title_2: Business Manager
	Name_4: Holly Guilbeau, Huey King
	Title_3: Sales Associate
	Name_5: Fletcher Boling, Jade Thomas
	Title_4: Sales Associate
	Name_6: Savannah Manuel, Bob Grusecki
	Title_5: Sales Associate
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