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SWOT Analysis                  Subject:__________________________

Strengths (+) Weaknesses (–)

Opportunities (+) Threats (–)

Write your goal statement:


	Text Field 1: -Our dealerhip has a  high volume of New Inventory Aged units due to the fact that when we went through a  Buy-Sell Agreement last year in June. Started in June 2023  General Motors allocated our store with abundance amount of  new vehicles when we purchased this dealership   We did stand  out in the Oklahoma market with so many new vehicles in our lot. We attracted a lot more potential customers coming into our dealership for sales and service. At one month we had 11 brand new Corvettes in our showroom which was very unlikely at the other Chevrolet Dealership around us. Towards the end of last year We were able to sell these new Corvettes as well the new Tahoes as fast as they arrived.


	Text Field 2: -We Lost 2 new car sales consultants while One sales consultant has been on medical leave for a few weeks and he is our number ONE sales consultant for our dealership.This has reduced our unit sales and profitability.  Also, About 50 % of sales staff are comfortable with just selling enough units for the month to earn their bonus so towards the end of the month they are not motivated to sell more units. This resulted in us having to modify the sales commission structures which require our sales staff to  sell more Aged units in order to quality for the bonus.

 


	Text Field 3: We have the  opportunities to sell variety of 

vehicles to our market for having such a large volume of new vehicles on our lot. This lead us to gaining  new customers, new trades and more opportunities for finance & service. 



Our website is prominent with great pictutres & videos of our inventory. We added a MANAGER SPECIAL tab on our website focusing on selling our Aged Inventory. We also started a Facebook campaigne to promote our Aged units.   We do have customers  driving/flying in all the way from Kansas, Mississippi & Texas purchasig our vehicels. We have many great incentives for our sales consultants to sell the aged units through new bonuses.  We were able to sell 24 Aged Units for the first 15 days of April. 
	Text Field 4: 

  





 Having to pay floorplan insurance  for these aged units has reduced our profitability.  Our turn rate for new inventory has a low score of 27 instead of the standard requirement of 30. If we don't improve this low turn rate  score, this could  result in  not getting the new vehicles from the manufacturer








	Text Field 5:  Excess of new Aged Unit Inventory  
	Text Field 6: I will decrease our New Aged Inventory of 90 days and older  from 80 units on 4/17/24  to 45 units by 5/17/24. 

I added  new pay plan bonus with $5,000 EXTRA  to our sales consultants who sell more than 12 units per month of our New Aged units. This will secure that our  New Aged Units of 90 days and  older will be reduced from 80 units to 45 units by 5/17/24. 








