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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: David Jones
	Class: N432
	Dealership: Jones Buick GMC
	Locations: Sumter SC 29150
	How many people participated in this meeting: 2
	Explain: A customer for life earns trust and continued profits in the future. 
	Strengths_2: 1. Product knowledge 

2. Efficient Contract Funding

3. Communication with customer
	Weaknesses_2: 1. Ancillary product sales

2. Product sales on cash deals

3. Staffing at a small store
	Opportunities: 1. Hire a second full time F&I manager

2. Convert cash deals to leases

3. Offer incentives for in house financing
	Threats: 1. Outside financing conversion

2. Product cost

3. High interest rates due to economy
	How will you improve or solidify your strengths: 1. Continue training for new and current products to have the most up to date product knowledge to better serve the customer. 

2. Continue to enforce processes for communiction and paperwork organization to allow quick and efficient funding of deals. 

3. Continue to enfore processes and training for F&I managers to make sure they maintain contact with customers before after the sale. This will better eliminate any product confusion and potential buyers remorse. 
	How will you address and improve any weaknesses: 1. Continue F&I training to better educate the customer on the value & benefits or ancillary products. 

2. Early intervention with the customer on cash deals to review product options. 

3. Hire a second full time F&I manager to help with the sales lag on the current F&I managers days off and to help ease the work load on high traffic days at the store. 
	How will you maximize or improve your opportunities: 1. Hiring a second full time F&I manager will help provide adequate coverage on the current F&I managers days off and help ease the work load on high traffic days at the store. This should increase sales opportunities for the department. 

2.Offer cash customer benefits of leasing for customers that trade vehicles often. This will also open the door to product sales.

3. Offering incentives to keep financing in house will open up the opportunity for finance income and product sales. 
	How will you address and overcome any threats: 1. Offering incentives to both the customer and sales team to capture outside financing. 

2. Weigh all warranty company options to find the best cost and value for the customer. Be sure to sell the value to help justify the rising product costs.

3. Take advantage of incentivized rates from manufacturer. Suggest refinancing if/when interest rates do come down. 
	What is your expected time frame to achieve desired results Months By what date: By the end of this current year 2024, with managers reviews at the first of each month to discuss any progress or setbacks. This should give us ample time to hire, train, and enforce any new processes and goals. 
	What performance metric will you track to determine successful change PVR Products per CSI: Using our metrics system, we will track both finance and cash PVR. We also review monthly finance penetration, track sales of ancillary products, and track any deals lost to outside lenders.
	Name_2: Matthew Royse
	Title: F&I Manager
	Name_3: David Jones (Myself)
	Title_2: Used Car Manager
	Name_4: 
	Title_3: 
	Name_5: 
	Title_4: 
	Name_6: 
	Title_5: 
	Signed: 
	Date: 
	Signed by dealer Management: David Jones
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