SWOT Analysis

Strengths (+)

High Service Door Rate: The current door rate of $190
allows for strong revenue potential when operational
efficiency is improved.

Dedicated Reconditioning Stall: A designated stall for
internal reconditioning shows the focus on getting used
vehicles ready for sale.

14 Mechanical Stalls: Sufficient stall capacity for both
customer-facing and internal reconditioning tasks,
which can be better utilized.

Established Brand: BMWs strong brand presence can
drive consistent traffic through the service department,
providing opportunities for additional service sales and
cross-departmental improvements.

Increase Technician Efficiency: By better org
workflow and possibly training technicians ¢
high-impact tasks, the reconditioning process
streamlined.

Better Resource Allocation: Expanding the number o
stalls used for reconditioning or improving parts
availability could reduce downtime and turnaround
times for reconditioning.

Parts Inventory Optimization: Improving the parts
department’ s inventory management system can
minimize delays caused by waiting for parts, speeding
up both internal reconditioning and service operations.

Digital Integration: Implementing or enhancing digital
tools to track reconditioning progress, parts availability,
and technician performance can help in reducing
reconditioning time and improve overall service
department efficiency.
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Weaknesses (-)

Long Reconditioning Time: A 7+ day turnaround for
reconditioning vehicles delays potential sales, tying up
inventory and affecting profitability.

Fixed Absorption Below 50%: Currently
underperforming in fixed operations, meaning the
dealership is relying too much on variable operations
like sales to cover expenses.

Limited Internal Reconditioning Capacity: Only one
dedicated stall for reconditioning could be a
bottleneck, slowing down the process significantly.

Internal Labor Rate: The $150 internal labor rate may
not incentivize technicians to prioritize reconditioning,
potentially leading to delays.

ortage: The current capacity may not be
Aald finding or reallocating skilled
o focus on reconditioning may prove

Bply Chain Delays: Parts delays, whether due to
global supply chain issues or local inventory
management, could slow down reconditioning,
impacting the ability to meet the 90-day fixed
absorption goal.

Market Competition: Other dealerships in the area
may have more streamlined reconditioning processes,
offering quicker vehicle turnaround times, which could
affect your ability to compete if improvements are not
made.

Unforeseen External Factors: Issues like economic
downturns or changes in consumer behavior could
impact the volume of service work and vehicle sales,
making it harder to increase fixed absorption to the
desired level.

Opportunities (+) Threats (-)

© 2020 National Automobile Dealers Association. All Rights Reserved.



	1: High Service Door Rate: The current door rate of $190 allows for strong revenue potential when operational efficiency is improved.



Dedicated Reconditioning Stall: A designated stall for internal reconditioning shows the focus on getting used vehicles ready for sale.



14 Mechanical Stalls: Sufficient stall capacity for both customer-facing and internal reconditioning tasks, which can be better utilized.



Established Brand: BMWs strong brand presence can drive consistent traffic through the service department, providing opportunities for additional service sales and cross-departmental improvements.
	2: Increase Technician Efficiency: By better organizing workflow and possibly training technicians to prioritize high-impact tasks, the reconditioning process can be streamlined.



Better Resource Allocation: Expanding the number of stalls used for reconditioning or improving parts availability could reduce downtime and turnaround times for reconditioning.



Parts Inventory Optimization: Improving the parts department’s inventory management system can minimize delays caused by waiting for parts, speeding up both internal reconditioning and service operations.



Digital Integration: Implementing or enhancing digital tools to track reconditioning progress, parts availability, and technician performance can help in reducing reconditioning time and improve overall service department efficiency.
	Weaknesses: Long Reconditioning Time: A 7+ day turnaround for reconditioning vehicles delays potential sales, tying up inventory and affecting profitability.



Fixed Absorption Below 50%: Currently underperforming in fixed operations, meaning the dealership is relying too much on variable operations like sales to cover expenses.



Limited Internal Reconditioning Capacity: Only one dedicated stall for reconditioning could be a bottleneck, slowing down the process significantly.



Internal Labor Rate: The $150 internal labor rate may not incentivize technicians to prioritize reconditioning, potentially leading to delays.
	undefined: Technician Shortage: The current capacity may not be sufficient, and finding or reallocating skilled technicians to focus on reconditioning may prove challenging.



Supply Chain Delays: Parts delays, whether due to global supply chain issues or local inventory management, could slow down reconditioning, impacting the ability to meet the 90-day fixed absorption goal.



Market Competition: Other dealerships in the area may have more streamlined reconditioning processes, offering quicker vehicle turnaround times, which could affect your ability to compete if improvements are not made.



Unforeseen External Factors: Issues like economic downturns or changes in consumer behavior could impact the volume of service work and vehicle sales, making it harder to increase fixed absorption to the desired level.


