SWOT Analysis

Strengths (+)

1. Exclusive products: Access to a range of exclusive
OEM BMW products that are only readily available in
my market through the dealership.

2. High Quality Service: Skilled technicians that can
enhance customer satisfaction

3. Strong Sales Network: Existing relationships with
clients
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Weaknesses (-)

1. Underdeveloped marketing strategies: Possible need
for more innovative marketing to attract and retain
customers

2. Dependence on Used Car Sales: Heavy reliance on
used car sales for profit, will need to increase sales

3. Limited inventory flexibility: High cost and
commiment required for stocking new BMW models
and parts, plus purchasing Used Cars to increase
volume

1. Certified Pre-Owned Program: Increase CPO vehicle
program to attract customers looking for high quality,
lower cost options.

2. Expanding Service Offersings: Introduce additional
services such as concierge services to boost customer
satisfaction, and get more appointments

3. Cross sell maintenance packages to increase repeat
business

1. Intense Competition: Competition from other luxury
car brands that may offer similar or better incentives
2..Regulatory Changes: New regulations in the
automotive industry could impact dealership operations
and profibility.

Opportunities (+) Threats (-)

Write your goal statement:

To increase our dealership absorption rate by 10% within the next 12 months by increasing strong brand
reputation and focusing on quality of service. By expanding our CPO program we can attract a broader customer
base while being competitive in the market. We will address high operational costs by optimizing inventory

management, and improving our service efficienty.
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