SWOT Analysis Subjec

Strengths (+)

Strong Brand Recognition (Over 40 Years in Business)
o Operating for over four decades under the trusted
Northtown name.

0 Well-established reputation, backed by positive
Google reviews (pending verification).

? Experienced, Certified Workforce

o Tenured staff with deep knowledge in sales and parts.
o0 Many master-certified employees, ensuring
top-quality service.

? Long-Term Wholesale Relationships

0 Strong bonds with collision shops and dealers built
over 40 years.

o Proven partnerships ensure reliability in the
wholesale market.

? Outstanding Delivery Service
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Weaknesses (-)

Weaknesses of Our Automotive Parts Operation:
Excessive Inventory (ARO Program)

ARO program leads to large inventory, tying up capital.
$500,000 of unprotected inventory due to limited return
options.

Frozen Capital

Too much stock locks up cash, reducing business
flexibility.
Limited Return Allowance

Manufacturer's return policy limits ability to manage
excess stock.
Space Constraints

Opportunities for Our Automotive Parts Operation:

? Exit ARO Program

o Leaving the ARO program will reduce excess
inventory and free up capital.

? Leverage Wholesale Relationships

o Sell excess inventory through our strong wholesale
network to align stock levels.

? Use New Building

0 Move inventory to the new building to improve
efficiency and reduce costs.

o This will streamline deliveries and lower staffing
needs.

? Implement Aggressive Pricing

o Adopt a more dynamic pricing matrix with frequent
adjustments to boost margins.

Threats to Our Automotive Parts Operation:
Stellantis Pushback for Exiting ARO Program

Exiting ARO could lead to increased warranty audits
and scrutiny from Stellantis.

Manufacturer may link dealer margins and bonuses to
continued participation in their programs.

Increased Competition from Large Players

Larger competitors may aggressively pursue wholesale
business, potentially taking customers.

This could force us to lower margins to stay competitive
and retain customers.

Expansion of Independent Competitors

Growth of independent chains like NAPA and

Opportunities (+)
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	Text Field 1:  Strong Brand Recognition (Over 40 Years in Business)

o Operating for over four decades under the trusted Northtown name.

o Well-established reputation, backed by positive Google reviews (pending verification).

• Experienced, Certified Workforce

o Tenured staff with deep knowledge in sales and parts.

o Many master-certified employees, ensuring top-quality service.

• Long-Term Wholesale Relationships

o Strong bonds with collision shops and dealers built over 40 years.

o Proven partnerships ensure reliability in the wholesale market.

• Outstanding Delivery Service

o Fast, reliable delivery service, setting us apart from competitors.

o Justifies higher-than-market markups on wholesale deliveries.

• Strong Supplier Relationships

o Long-standing partnerships ensure consistent, high-quality parts supply.

o Favorable pricing negotiations give us a market edge.

• Customer-Focused Service

• Market Adaptability and Innovation


	Text Field 2: Weaknesses of Our Automotive Parts Operation:

Excessive Inventory (ARO Program)



ARO program leads to large inventory, tying up capital.

$500,000 of unprotected inventory due to limited return options.

Frozen Capital



Too much stock locks up cash, reducing business flexibility.

Limited Return Allowance



Manufacturer's return policy limits ability to manage excess stock.

Space Constraints



Facility is too small, restricting efficiency and storage.

Parts spread across locations complicate inventory management.

Higher Pricing



Premium pricing may deter some cost-conscious customers.
	Text Field 3: Opportunities for Our Automotive Parts Operation:

• Exit ARO Program

o Leaving the ARO program will reduce excess inventory and free up capital.

• Leverage Wholesale Relationships

o Sell excess inventory through our strong wholesale network to align stock levels.

• Use New Building

o Move inventory to the new building to improve efficiency and reduce costs.

o This will streamline deliveries and lower staffing needs.

• Implement Aggressive Pricing

o Adopt a more dynamic pricing matrix with frequent adjustments to boost margins.


	Text Field 4: Threats to Our Automotive Parts Operation:

Stellantis Pushback for Exiting ARO Program



Exiting ARO could lead to increased warranty audits and scrutiny from Stellantis.

Manufacturer may link dealer margins and bonuses to continued participation in their programs.

Increased Competition from Large Players



Larger competitors may aggressively pursue wholesale business, potentially taking customers.

This could force us to lower margins to stay competitive and retain customers.

Expansion of Independent Competitors



Growth of independent chains like NAPA and Advanced Auto Parts in our market could erode our customer base.

They may offer lower prices or convenience, challenging our position
	Text Field 5: Frozen Parts capital 
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