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SWOT Analysis Subject: NEW VEHICLE CALENDER YEAR TURNS
-HIGH OUTPUT OF VEHICLES SOLD. -INCREASED FLOOR PLAN EXPENSE.
-LARGE SELECTION OF INVENTORY FOR -HIGHER AMOUNT OF AGED INVENTORY.
CONSUMERS. -IF VEHICLES DONT SELL, EARN & TURN IS
-THIS MAKES YOUR BUSINESS AN EXCELLENT NEGATIVELY IMPACTED.
TRADE PARTNER. INCREASE IN YTD VEHICLE SALES.
I-NCREASE IN YTD VEHICLE SALES. EXPENSES:
-ABLE TO TAKE IN MORE TRADES. -MORE STORAGE NEEDS TO STORE NEW
-MORALE FOR SALES REPS IS HIGH DUE TO VEHICLES. (MORE LAND)
INCREASED VOLUME. -MORE LIKELY FOR LOT DAMAGE.
-INCREASED WEBSITE TRAFFIC DUE TO AMOUNT |-INCREASED PERSONNEL TO PERFORM PRE
OF VEHICLES ON YOUR VIRTUAL SHOWROOM. DELIVERY INSPECTIONS & MERCHANDISE
VEHICLES.

-INCREASED ADVERTISEMENT COSTS.

-IF WE HAVE A VEHICLE OTHERS DONT WE CAN . [-THE GM PIPELINE HAS OPENED UP SO EVERY

BE AGGRESSIVE ON THE PRICING. CHEVROLET DEALER HAS INCREASED

-AGGRESSIVE LEASE & PURCHASE SPECIALS. INVENTORY.

-INCREASED MARKET SHARE. <DECREASED GROSS PROFIT IN NEW VEHICLE

-WITH MULTIPLE SELECTION, WE CAN SWITCH SALES.

CUSTOMER TO AGED UNIT AS OPPOSED TO -THE NUMBER OF CUSTOMER SHOPPING

FRESHER UNIT. AROUND WILL INCREASE.

-WE CAN ORGANIZE OUR NEW CAR LOTS -HEAVIER COMPETITION AS CUSTOMERS ARE

ACCORDING TO AGE. LOOKING FOR BEST PRICE.

-THE MORE NEW WE SELL, THE MORE WE EARN. |-ECONOMY; INFLATION, HEFTY INTEREST RATES,
ETC.

Opportunities (+) Threats (-)

Write your goal statement:
| WILL INCREASE MY NEW VEHICLE TURN FROM 3.1 TO 8 FROM 10/15/2024 TO 01/03/2025.
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