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Name: ____________________________ Class #: ___________________________

Strengths Weaknesses

Opportunities Threats

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

Dealership: __________________________ Location(s): __________________________

How many people participated in this meeting? __________________________

What is your vision?

Customer for life Gross profit domination Both Other

Explain:
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How will you improve or solidify your strengths?

How will you address and improve any weaknesses?
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How will you maximize or improve your opportunities?

How will you address and overcome any threats?
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What is your expected time frame to achieve desired results? Months? By what date?

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

Who participated in this SWOT?

Name Title

Name Title

Name Title

Name Title

Name Title

Signed Date

Signed by dealer Management Date


	Name: Henry Escamilla
	Class: N451
	Dealership: Toyota of Cedar Park
	Locations: Cedar Park,Tx.
	How many people participated in this meeting: 8
	Explain: Our goal is to bring our PRU's to an avg of at least $2600.00 per copy. Our store mission is Customer for Life. We will always provide our customers with a great experience over trying to make unfair profits on one transaction. If we can accomplish this and not try to over sale our coustomers product, we will have made a customer for life.
	Strengths_2: 1) Talented , trained F&I Managers with good character.

2) Great PRU products that customers see a need for.

3) Dealership having a good reputation for quality customer service.
	Weaknesses_2: 1) 2nd new DMS system in 2 years.

2) Consistenly underperforming.

3) Lack of time for training due to high volume store.
	Opportunities: 1) Bringing F&I PRU's to an $2600.00 avg.

2) Decreasing total time spent in F&I.

3) Enhancing customer experience at dealership.

4) Creating Customers for Life.
	Threats: 1) Losing good F&I Managers to our Competition.

2) Losing future customers due to time required for F&I process.

3) Losing employee's over having to learn a 2nd DMS system in 2 years.
	How will you improve or solidify your strengths: 
	How will you address and improve any weaknesses: 
	How will you maximize or improve your opportunities: 
	How will you address and overcome any threats: 
	What is your expected time frame to achieve desired results Months By what date: We expect to see our PRU average at $2600.00 per copy within the next 90 days. We would like to see an $300.00 increase by each F&I Manager by at least $100.00 per month within the next three months.
	What performance metric will you track to determine successful change PVR Products per CSI: Given that our philisopy and experience is that providing a better,speedier, customer experience will result in higher PRU's. We will monitor each F&I Managers number to gauge if we our making progress.
	Name_2: Rigo Guevara
	Title: General Manager
	Name_3: Gary Clifton
	Title_2: N/C Director
	Name_4: Will Taylor
	Title_3: GSM
	Name_5: 
	Title_4: 
	Name_6: 
	Title_5: 
	Signed: 
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