SWOT Analysis

Strengths (+)

-Having the right amount of inventory with the current
market situation.

-We were once a fast paced volume store but not we
have learned how to make more profit with the current
inventory situation.
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Subject_ Too Much or Too Little Inventory

Weaknesses (-)

-When the market picks up and inflation goes down,
people will come back and want to trade there vehicles
in and or buy a new car.

-A very busy Saturday could mean not having a good
enough wide variety of trim levels and models.

-Too much inventory means more expensive floorplan
and more cars sitting too long.

-Too little inventory means customers walking away
because we don’t have the right car.

-This is an opportunity to learn how to work with small
inventory.

-Opportunity to become a better sales staff as a whole,
selling and making every sales opportunity count.
-Giving the customer better customer service because
we know how important the sale is.

-Learning how to maximze every deal.

-The market/ecenomoy situation is a threat to

our inventory.

-Losing a customer to a competitor because they have
the car they want and we don’t.

-It theatens sales people leaving if we continue to not
have enough cars to sell.

-The attitude of the sales staff can suffer when there
just are not enough cars to show/sell.

-Threatens overall mindset of the sales department if
vehicle inventory is too small.

Opportunities (+) Threats (-)

Write your goal statement:
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	Text Field 1: -Having the right amount of inventory with the current market situation.
-We were once a fast paced volume store but not we have learned how to make more profit with the current inventory situation. 
	Text Field 2: -When the market picks up and inflation goes down, people will come back and want to trade there vehicles in and or buy a new car.
-A very busy Saturday could mean not having a good enough wide variety of trim levels and models.
-Too much inventory means more expensive floorplan and more cars sitting too long. 
-Too little inventory means customers walking away because we don’t have the right car. 
	Text Field 3: -This is an opportunity to learn how to work with small inventory. 
-Opportunity to become a better sales staff as a whole, selling and making every sales opportunity count.
-Giving the customer better customer service because we know how important the sale is. 
-Learning how to maximze every deal. 
	Text Field 4: 




-The market/ecenomoy situation is a threat to our inventory.
-Losing a customer to a competitor because they have the car they want and we don’t. 
-It theatens sales people leaving if we continue to not have enough cars to sell.
-The attitude of the sales staff can suffer when there just are not enough cars to show/sell. 
-Threatens overall mindset of the sales department if vehicle inventory is too small. 
	Text Field 5: Too Much or Too Little Inventory
	Text Field 6: Since Covid 19 happened, it is extremely important that we carry the right amount of inventory. However that varies given the current market situation. We don’t want to buy too many vehicles and jump the gun;however not having enough new cars is also bad news. Affects the mindset of the staff, walking into the building with a negative mindset of “we dont have enough cars for me to effectively do my job.”

Through thick and thin, the also presents the perfect opportunity to be prepared for ANY situation. We can learn to adapt faster and make the better decisions quicker because we know a happy medium of gross vs volume. 


