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How many people participated in this meeting?

What is your vision?

Customer for life Gross profit domination

Both Other

] [
Explain:

CUSTOMER FOR LIFE IS A GREAT CUSTOM, WHY?

Identify a minimum of three strengths, weaknesses, opportunities, and threats.

Strengths

1. High Demand for Personal Vehicles: Many people rely
on cars for daily transportation, ensuring a consistent
customer base.

2. Wide Range of Financing Options: Offering financing
plans attracts customers who may not afford full upfront
payments.

3. Brand Loyalty: Established dealerships or brands often
benefit from strong customer trust and repeat business.

Weaknesses

1. High Competition: Intense competition from other
dealerships, online marketplaces, and private sellers can
pressure pricing and profitability.

2. Inventory Costs: Maintaining a diverse inventory
requires significant upfront investment and storage space.
3. Dependency on Economic Cycles: Sales can be
heavily influenced by economic downturns or rising
interest rates.

Opportunities

1. Growing Electric Vehicle Market: Expanding into the EV
market could attract environmentally conscious buyers.

2. Online Sales and Digital Marketing: Leveraging
e-commerce platforms can broaden customer reach and
streamline operations.

3. After-Sales Services: Offering maintenance packages,
warranties, and upgrades can generate additional
revenue streams.

Threats

1. Rising Fuel Prices: Higher fuel costs may deter buyers
from purchasing traditional fuel-powered vehicles. 2.
Regulatory Changes: New environmental laws or stricter
emissions standards could impact inventory and
operations. 3. Economic Uncertainty: Recessionary
periods may lead to reduced consumer spending on
big-ticket items like cars.
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How will you improve or solidify your strengths?
To improve or solidify these strengths, consider the following strategies:

1. High Demand for Personal Vehicles

« Enhance Product Diversity: Offer a wide variety of vehicles (new, used, hybrid, and electric) to meet different customer
needs and budgets all the time.

« Competitive Pricing: Regularly evaluate pricing strategies to remain competitive and attractive to customers well priced
in my market.

» Customer-Centric Marketing: Highlight how owning a vehicle can enhance convenience and mobility, tailoring
messaging to local demographics and needs.

2. Wide Range of Financing Options

« Partner with More Financial Institutions: Collaborate with banks, credit unions, and lenders to provide competitive rates
and flexible payment plans.

« Introduce Incentives: Offer zero-interest financing or deferred payment options for qualified buyers to make car
purchases more accessible.

« Simplify the Process: Invest in technology to streamline the financing process, such as Online pre-approvals, loan
calculators, and transparent terms.

3. Brand Loyalty

» Exceptional Customer Service: Train staff to provide personalized, professional, and friendly service to build long-term
customer relationships.

« Loyalty Programs: Implement rewards programs for repeat buyers, such as discounts on future purchases or free
maintenance services.

* Engage Customers Post-Sale: Follow up with buyers through surveys, exclusive offers, and reminders for service

How will you address and improve any weaknesses?
1. High Competition

« Differentiate Through Customer Experience: Offer personalized services, hassle-free buying processes, and
exceptional post-sale support to stand out.

* Leverage Digital Marketing: Optimize Online presence through SEO, targeted ads, and social media campaigns to
reach more potential customers.

 Focus on Unique Value Propositions: Highlight unique selling points, such as exclusive offers, trade-in deals, or
superior warranty programs.

2. Inventory Costs

» Adopt a Lean Inventory Approach: Use data analytics to track market trends and stock high-demand vehicles while
minimizing slow-moving inventory.

« Offer Pro-Orders or Customization Options: Reduce the need for excessive inventory by enabling customers to
pre-order or customize vehicles.

» Negotiate with Suppliers: Build strong relationships with manufacturers and suppliers to secure favorable terms, such
as consignment inventory or extended payment timelines.

3. Dependency on Economic Cycles

« Diversify Revenue Streams: Expand services such as vehicle maintenance, repair, insurance, or accessories to
generate income during economic downturns.

« Offer Flexible Payment Options: Provide customers with flexible financing plans or lease options to maintain afford
ability during challenging times.

 Target a Broader Customer Base: Focus on a mix of luxury, mid-range, and budget-friendly vehicles to cater to
customers in various economic conditions. By addressing these weaknesses strategically, you can minimize their impact
and create a more resilient business.
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How will you maximize or improve your opportunities?
1. Growing Electric Vehicle (EV) Market

» Expand EV Inventory: Partner with manufacturers to secure a diverse range of EV models, including affordable and
premium options.

» Educate Customers: Organize workshops or Online content to educate buyers about EV benefits, government
incentives, and charging infrastructure.

« Invest in EV Charging Stations: Install charging stations at your dealership to enhance convenience and attract
environmentally conscious customers.

2. Online Sales and Digital Marketing

» Develop an E-Commerce Platform: Create a user-friendly website or app that allows customers to browse inventory,
compare models, and complete transactions online.

« Utilize Targeted Advertising: Use data analytics to run targeted digital campaigns, reaching potential customers based
on their preferences and location.

« Incorporate Virtual Tools: Offer virtual test drives, 360-degree vehicle tours, and online consultations to enhance the
customer experience.3. After-Sales Services

» Bundle Maintenance Packages:

Provide discounted bundles for maintenance, extended warranties, and upgrades to encourage customer loyalty.

« Upsell Accessories and Upgrades: Offer customization options, such as premium interiors, advanced technology
features, or performance enhancements.

* Build Service Contracts:

Create subscription-based service plans for routine maintenance and repairs to ensure recurring revenue.By taking
these steps, you can fully capitalize on these opportunities while enhancing customer satisfaction and business growth.

How will you address and overcome any threats?
1. Rising Fuel Prices

» Promote Fuel-Efficient Models: Highlight vehicles with high fuel efficiency or hybrid options to attract cost-conscious
buyers.

« Expand EV Offerings: Increase focus on electric vehicles (EVs) as a long-term solution for customers concerned about
rising fuel prices.

» Educate Buyers: Provide tools such as cost-comparison calculators to show potential savings from purchasing
fuel-efficient or alternative-energy vehicles.

2. Regulatory Changes

« Stay Ahead of Regulations: Monitor upcoming environmental laws and adjust inventory to comply with new standards
(e.g., stocking more EVs or low-emission vehicles).

« Build Relationships with Manufacturers: Collaborate with automakers to ensure a steady supply of compliant models.
» Educate Your Team: Train sales staff to guide customers through the implications of regulatory changes, such as
available tax credits or rebates for EV purchases.3. Economic Uncertainty

« Flexible Financing Options: Offer low-interest financing, deferred payments, or leasing options to make vehicles more
accessible during tough economic times.

 Focus on Affordable Models: Stock more budget-friendly vehicles, including certified pre-owned options, to appeal to
cost-conscious buyers.

« Diversify Revenue Streams: Emphasize after-sales services, maintenance packages, and trade-ins to maintain
revenue even when new vehicle sales slow down. By proactively addressing these threats, your business can remain
competitive and resilient, even in challenging market conditions.
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What is your expected time frame to achieve desired results? Months? By what date?

1. Short-Term (1 Jan - 30 Mar 2025) «

Fuel Efficiency & EV Promotion: Begin marketing fuel-efficient and EV models immediately and educate customers
about benefits.

« Digital Marketing & E-Commerce Launch: Set up or optimize online sales platforms and implement targeted
marketing campaigns.

» Customer Service Training: Train sales and service teams to enhance customer experience and retention.
Target Date: March 2025

What performance metric will you track to determine successful change? PVR? Products per? CSI?

1. Sales Performance

* Total Vehicle Sales: Track monthly and quarterly sales volume compared to previous periods.

« EV/Hybrid Sales Growth: Monitor the percentage of EVs and hybrids sold versus traditional vehicles.
- Sales Conversion Rate: Measure the percentage of leads or inquiries converted into actual sales.

2. Financial Metrics

« Gross Profit Margin: Analyze profitability per vehicle sold and overall dealership operations.

» Average Revenue per Customer: Measure the total revenue generated from each customer, including vehicle sales,
financing, and after-sales services.

Who participated in this SWOT?

Name Title

JP DECLERK GSM

Name Title

DEREK EMBRE SALES MANAGER
Name Title

ERIC LANDREY SALES MANAGER
Name Title

Name Title

Signed Date

HEINRICH ZAHN 26 DEC 2024
Signed by dealer Management Date

HEINRICH ZAHN 26 DEC 2024
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	Name: HEINRICH ZAHN
	Class: TEAM #23
	Dealership: LANGLEY CHRYSLER
	Locations: SURREY, BC, CANADA
	How many people participated in this meeting: 10
	Explain: CUSTOMER FOR LIFE IS A GREAT CUSTOM, WHY?
	Strengths_2: 1. High Demand for Personal Vehicles: Many people rely on cars for daily transportation, ensuring a consistent customer base. 
2. Wide Range of Financing Options: Offering financing plans attracts customers who may not afford full upfront payments. 
3. Brand Loyalty: Established dealerships or brands often benefit from strong customer trust and repeat business.
	Weaknesses_2: 1. High Competition: Intense competition from other dealerships, online marketplaces, and private sellers can pressure pricing and profitability. 
2. Inventory Costs: Maintaining a diverse inventory requires significant upfront investment and storage space. 3. Dependency on Economic Cycles: Sales can be heavily influenced by economic downturns or rising interest rates.
	Opportunities: 1. Growing Electric Vehicle Market: Expanding into the EV market could attract environmentally conscious buyers. 
2. Online Sales and Digital Marketing: Leveraging e-commerce platforms can broaden customer reach and streamline operations. 
3. After-Sales Services: Offering maintenance packages, warranties, and upgrades can generate additional revenue streams.
	Threats: 1. Rising Fuel Prices: Higher fuel costs may deter buyers from purchasing traditional fuel-powered vehicles. 2. Regulatory Changes: New environmental laws or stricter emissions standards could impact inventory and operations. 3. Economic Uncertainty: Recessionary periods may lead to reduced consumer spending on big-ticket items like cars.
	How will you improve or solidify your strengths: To improve or solidify these strengths, consider the following strategies:

1. High Demand for Personal Vehicles 

• Enhance Product Diversity: Offer a wide variety of vehicles (new, used, hybrid, and electric) to meet different customer needs and budgets all the time.
• Competitive Pricing: Regularly evaluate pricing strategies to remain competitive and attractive to customers well priced in my market. 
• Customer-Centric Marketing: Highlight how owning a vehicle can enhance convenience and mobility, tailoring messaging to local demographics and needs.

2. Wide Range of Financing Options 

• Partner with More Financial Institutions: Collaborate with banks, credit unions, and lenders to provide competitive rates and flexible payment plans. 
• Introduce Incentives: Offer zero-interest financing or deferred payment options for qualified buyers to make car purchases more accessible. 
• Simplify the Process: Invest in technology to streamline the financing process, such as Online pre-approvals, loan calculators, and transparent terms.

3. Brand Loyalty 

• Exceptional Customer Service: Train staff to provide personalized, professional, and friendly service to build long-term customer relationships. 
• Loyalty Programs: Implement rewards programs for repeat buyers, such as discounts on future purchases or free maintenance services. 
• Engage Customers Post-Sale: Follow up with buyers through surveys, exclusive offers, and reminders for service appointments to keep them connected to the brand. By focusing on these actions, you can further capitalize on these strengths and create a competitive advantage.
	How will you address and improve any weaknesses: 1. High Competition 

• Differentiate Through Customer Experience: Offer personalized services, hassle-free buying processes, and exceptional post-sale support to stand out. 
• Leverage Digital Marketing: Optimize Online presence through SEO, targeted ads, and social media campaigns to reach more potential customers. 
• Focus on Unique Value Propositions: Highlight unique selling points, such as exclusive offers, trade-in deals, or superior warranty programs.

2. Inventory Costs 

• Adopt a Lean Inventory Approach: Use data analytics to track market trends and stock high-demand vehicles while minimizing slow-moving inventory. 
• Offer Pro-Orders or Customization Options: Reduce the need for excessive inventory by enabling customers to pre-order or customize vehicles. 
• Negotiate with Suppliers: Build strong relationships with manufacturers and suppliers to secure favorable terms, such as consignment inventory or extended payment timelines.

3. Dependency on Economic Cycles 

• Diversify Revenue Streams: Expand services such as vehicle maintenance, repair, insurance, or accessories to generate income during economic downturns. 
• Offer Flexible Payment Options: Provide customers with flexible financing plans or lease options to maintain afford ability during challenging times. 
• Target a Broader Customer Base: Focus on a mix of luxury, mid-range, and budget-friendly vehicles to cater to customers in various economic conditions. By addressing these weaknesses strategically, you can minimize their impact and create a more resilient business.
	How will you maximize or improve your opportunities: 1. Growing Electric Vehicle (EV) Market

• Expand EV Inventory: Partner with manufacturers to secure a diverse range of EV models, including affordable and premium options. 
• Educate Customers: Organize workshops or Online content to educate buyers about EV benefits, government incentives, and charging infrastructure. 
• Invest in EV Charging Stations: Install charging stations at your dealership to enhance convenience and attract environmentally conscious customers.

2. Online Sales and Digital Marketing 

• Develop an E-Commerce Platform: Create a user-friendly website or app that allows customers to browse inventory, compare models, and complete transactions online. 
• Utilize Targeted Advertising: Use data analytics to run targeted digital campaigns, reaching potential customers based on their preferences and location. 
• Incorporate Virtual Tools: Offer virtual test drives, 360-degree vehicle tours, and online consultations to enhance the customer experience.3. After-Sales Services 
• Bundle Maintenance Packages:
Provide discounted bundles for maintenance, extended warranties, and upgrades to encourage customer loyalty. 
• Upsell Accessories and Upgrades: Offer customization options, such as premium interiors, advanced technology features, or performance enhancements. 
• Build Service Contracts: 
Create subscription-based service plans for routine maintenance and repairs to ensure recurring revenue.By taking these steps, you can fully capitalize on these opportunities while enhancing customer satisfaction and business growth.
	How will you address and overcome any threats: 1. Rising Fuel Prices 

• Promote Fuel-Efficient Models: Highlight vehicles with high fuel efficiency or hybrid options to attract cost-conscious buyers. 
• Expand EV Offerings: Increase focus on electric vehicles (EVs) as a long-term solution for customers concerned about rising fuel prices. 
• Educate Buyers: Provide tools such as cost-comparison calculators to show potential savings from purchasing fuel-efficient or alternative-energy vehicles.

2. Regulatory Changes 
• Stay Ahead of Regulations: Monitor upcoming environmental laws and adjust inventory to comply with new standards (e.g., stocking more EVs or low-emission vehicles). 
• Build Relationships with Manufacturers: Collaborate with automakers to ensure a steady supply of compliant models. 
• Educate Your Team: Train sales staff to guide customers through the implications of regulatory changes, such as available tax credits or rebates for EV purchases.3. Economic Uncertainty 
• Flexible Financing Options: Offer low-interest financing, deferred payments, or leasing options to make vehicles more accessible during tough economic times. 
• Focus on Affordable Models: Stock more budget-friendly vehicles, including certified pre-owned options, to appeal to cost-conscious buyers. 
• Diversify Revenue Streams: Emphasize after-sales services, maintenance packages, and trade-ins to maintain revenue even when new vehicle sales slow down. By proactively addressing these threats, your business can remain competitive and resilient, even in challenging market conditions.
	What is your expected time frame to achieve desired results Months By what date: 1. Short-Term (1 Jan - 30 Mar 2025) •
Fuel Efficiency & EV Promotion: Begin marketing fuel-efficient and EV models immediately and educate customers about benefits. 
• Digital Marketing & E-Commerce Launch: Set up or optimize online sales platforms and implement targeted marketing campaigns. 
• Customer Service Training: Train sales and service teams to enhance customer experience and retention.
Target Date: March 2025

2.Mid-Term (1 April - 31 Oct 2025) 
• Inventory Adjustments: Diversify inventory to include more EVs, hybrids, and budget-friendly vehicles. 
• After-Sales Revenue Streams: Launch maintenance packages, warranties, and subscription-based service plans. 
• Build EV Infrastructure: Begin installation of EV charging stations and promote these facilities to attract customers.
Target Date: End of Month 9

3. Long-Term (Jan 2025 - Jan 2026) 

• Regulatory Compliance: Fully align inventory and operations with anticipated regulatory changes. 
• Economic Resilience Strategies: Establish partnerships with lenders for flexible financing options and refine operations to lower costs. 
• Customer Retention Programs: Implement and assess loyalty programs for repeat business.

Target Date: End of Jan 2026

Goal: Complete all major initiatives and start seeing measurable results, such as increased sales and customer retention, by one year from start date. Specific targets should be defined (e.g., % sales increase, % EV inventory sold, etc.) to track progress.
	What performance metric will you track to determine successful change PVR Products per CSI: 1. Sales Performance 
• Total Vehicle Sales: Track monthly and quarterly sales volume compared to previous periods. 
• EV/Hybrid Sales Growth: Monitor the percentage of EVs and hybrids sold versus traditional vehicles. 
• Sales Conversion Rate: Measure the percentage of leads or inquiries converted into actual sales.

2. Financial Metrics 
• Gross Profit Margin: Analyze profitability per vehicle sold and overall dealership operations. 
• Average Revenue per Customer: Measure the total revenue generated from each customer, including vehicle sales, financing, and after-sales services. 
• Inventory Turnover Rate: Track how quickly vehicles are sold and replaced in inventory to minimize holding costs.

3. Customer Engagement & Retention 
• Customer Satisfaction Scores (CSAT): Use surveys to gauge customer satisfaction after purchases and service visits. 
• Repeat Business Rate: Track the percentage of customers returning for additional purchases or services. 
• Online Reviews and Ratings: Monitor customer feedback on platforms like Google, Yelp, and social media for improvements in reputation.

4. Marketing & Digital Presence 
• Website Traffic and Engagement: Measure the number of visitors, time spent on site, and inquiries made via your website. 
• Lead Generation: Track the number of leads generated through digital marketing campaigns. 
• Social Media Engagement: Monitor likes, shares, comments, and direct messages to gauge interest and awareness.

5. After-Sales Services • Service Revenue Growth: Measure revenue from maintenance packages, warranties, and add-ons. 
• Customer Retention Rate: Track how many buyers return for regular servicing and upgrades. 
• Uptake of Maintenance Plans: Monitor the percentage of customers opting into after-sales plans or extended warranties.

6. EV and Sustainability Metrics 
• Charging Station Utilization: Track usage levels of EV charging stations (if installed). 
• Tax Credit or Incentive Uptake: Measure the percentage of EV customers benefiting from government programs. 
• Reduction in Fuel Vehicle Inventory: Monitor the gradual shift from traditional fuel-powered vehicles to more sustainable options.
By setting baseline numbers and regular check-in intervals (monthly, quarterly, and annually), these metrics will provide a clear picture of whether the desired changes are leading to measurable success.
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