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SWOT Analysis

Strengths (+) Weaknesses (–)

Opportunities (+) Threats (–)

____________


	1: Brand- SelecTrucks brand and supporting programs/products

Warranty- ability to offer OE warranty on used trucks

Inspections and terms on DTR sourced units- this allows for quicker turns on get ready as well as opportunities for service income (billing factory for repairs)

Availability- inventory readily available through DTR

Programs supported by DTR

Preferred financing pkgs through DTF 

Dealership accounting/write down program

Strong pay plans for salespeople

	1_2: Overaged inventory- writedowns at 120 days

Often specs are somewhat limited to OTR and Regional Haul type applications when DTR sourced

Customer expectations- sometimes held to same prices without the recognition of value added products

Keeping up with with, learning, and knowing how to explain all of the programs effectively

Salespeople can get blinders on with certain inventory and lose opportunities outside of the "normal" truck/deal

Time to get ready- service and parts availability for reconditioning, processes

Training and developing talent
Salespeople performance
Financing- discussing with customers and closing


	9_3: 



Market conditions- if you can buy low

Changing marketing strategies

Building niches within the customer base

Gaining new customers that build into new-truck buyers

Drive parts and service to dealership

Drive F&I income



	9_4: 




Competition- other Select centers have access to the exact same inventory and programs at the same pricing

Factory control of pricing/cost structure

Other dealer's inventories

Market conditions- freight rates, supply, etc.

Financing availability 

Marketing challenges- getting in front of customers 

Technology



