SWOT Analysis Subjec

Strengths (+)

- we have a solid core group of leaders, this group can
focus on the older units in inventory first.

- we currently average over $3900 a copy, so we can
afford to put customers on the older unit first- we can
afford to take a softer deal.

NADA ACADEMY
—1

P

t' New Car Inventory- Days' Supply reduction.

Weaknesses (-)

- with our inventory not turning at the NADA guideline
we are occurring a larger floor plan expense.

-as we attempt to move these units, our profits will go
down as we are putting customers in units that are more
expense and not aligning them with the features to
match their budget.

- if we can focus on reducing inventory days' supply,
our inventory will be retooled with the correct inventory
that sells in our market, and will increase our average
per copy transaction.

-i think focusing on the right inventory (cheaper units)
will also increase our profits on used vehicles and keep
the variance in line.

- focusing, and achieving this goal of a leaner inventory
could harm us if we have a weather related issue. we are
in‘the south and its now hurricane season...ie lack of
large supply on the ground.

-csi.coud be an issue as we route customers to units
we want to move, and not necessarily the unit the want.
-theft becomes an issues, as unit is sitting longer -
becomes exposed.

-damage issues. both if we are short in inventory, or
have an excess.

Opportunities (+) Threats (-)

Write your goal statement:

| will decrease Tameron Kia's Days' Supply of New Vehicle Inventory from 68 to 45 days within the next 90 days
by using the skills I've learned thus far in class and in turn have less frozen capital and a better understanding of

what units sell and don't sell.
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