SWOT Analysis

Strengths (+)

1. All Parts and Service personnel have at least 4 years
of experience in the industry.

2. We have a body shop in our store, gives us the
ability to generate additional sales revenue.

3. Brand new top of the line facility.

1. We are the only Honda, Toytoa, and Nissan dealer
within 75+ miles. Also allows our techs to get certified
in more than one OEM (more work for them and
opportunity for a pay raise).

2. We have an automotive program at the college in
town. Ability to recruit skilled workforce local.

3. Growing market. Our small town recently announced
a new buisness would come to town and add 2,000
jobs to the area in the coming years.

Opportunities (+)

NADA

Weaknesses (-)

1. Charge 69.99 for 1st hour of diag time instead of
115.00 labor rate.

2. Our detail department is hourly, and do not flag on
RO’s, so no revenue for the back end.

3. Only 3 of 7 techs have a proficiency of 100% or
greater.

ACADEMY

1. Other non brand OEM dealers trying to recruit our
master techs.

2. Unpredicatable future witth COVID-19 for our staff
and customers. (Lots of cancelllations, some staff had
to apply for unenployment.)

3. A large portion of our work is strictly recall work,

many of these customers do not come to us for
maintaing their vehicle.

Threats (-)
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Objectives
1. Increase hours billed per RO.

2. Set pay increase for any tech with high proficiency
percents.

3. Increase labor gross on customer pay RO’s and
increase parts sales on retail sales.

4 .Decrease APT bookout dates.

Tactics

1. Start with looking for an additional .3 per RO.

2. Tech will recieve an additional dollar per hour if over 100%
proficiency and another dollar if over 120% proficiancy.

3. Only the manager can offer discounts, customer must have a
cupon for a discount. Must be attached to the RO.

4. Increase shop hours open.

Strategies

1. Advertise on facebook and mailers an additional way to increase labor sales: alignments, brake inspections, new

filters, fluid changes.

2. Create a tech sponsership program for new techs out of school. EX. a new tool box

3. Make sure the dispatcher has the tech’s next job ready to cut down non productive time.

4. Parts Advisor needs to bring parts to the tech to cut down non productive time.

5. Start with .6 of diag time for 69.99 to increase ELR.

6. Increase hours flagged per day per tech.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or
improve?

For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE y !
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHECK POINT
DATES

adjust pay plan for | Meetings with Owner/ Director more incentive to Aug 30th
entire department Owner and director generate sales
based on sales.
Turn of discount/ GM, parts mgr, svc | GM more sales Aug 30th
price override mgr
function
Set a small parts create the matrix in | parts mgr more sales aug 30th
price category matrix | DMS
make a board for create and order svc mgr add .3 per RO aug 30th
easy upsells in the | board
drive
Open late 1 night a | new policy GM/ svc mgr more sales, open for [ aug 30th
week to catch up on same day APts
internal’s
Quick lube/ walk in | advertise new svc mgr, GM, HR more sales, better Sept 30th

program, hire 2 lube CsSi

techs
daily meeting with time GM talk about kinks daily
mgr team
weekly meeting with |time svc mgr/ parts mgr | revise program/ give [ weekly
team feedback
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	Strengths: 1. All Parts and Service personnel have at least 4 years of experience in the industry. 

2. We have a body shop in our store, gives us the ability to generate additional sales revenue.

3. Brand new top of the line facility. 

	Weaknesses: 1. Charge 69.99 for 1st hour of diag time instead of 115.00 labor rate.

2. Our detail department is hourly, and do not flag on RO’s, so no revenue for the back end.

3. Only 3 of 7 techs have a proficiency of 100% or greater.
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1. We are the only Honda, Toytoa, and Nissan dealer within 75+ miles. Also allows our techs to get certified in more than one OEM (more work for them and opportunity for a pay raise).

2. We have an automotive program at the college in town. Ability to recruit skilled workforce local.

3. Growing market. Our small town recently announced a new buisness would come to town and add 2,000 jobs to the area in the coming years.

	Weaknesses_2: 





1. Other non brand OEM dealers trying to recruit our master techs.

2. Unpredicatable future witth COVID-19 for our staff and customers. (Lots of cancelllations, some staff had to apply for unenployment.)

3. A large portion of our work is strictly recall work, many of these customers do not come to us for maintaing their vehicle.

	Objectives: 
1. Increase hours billed per RO.

2. Set pay increase for any tech with high proficiency percents.

3. Increase labor gross on customer pay RO’s and increase parts sales on retail sales.

4.Decrease APT bookout dates.
	Tactics: 
1. Start with looking for an additional .3 per RO.

2. Tech will recieve an additional dollar per hour if over 100% proficiency and another dollar if over 120% proficiancy.

3. Only the manager can offer discounts, customer must have a cupon for a discount. Must be attached to the RO.

4. Increase shop hours open.
	Strategies: 
1. Advertise on facebook and mailers an additional way to increase labor sales: alignments, brake inspections, new filters, fluid changes.

2.  Create a tech sponsership program for new techs out of school. EX. a new tool box 

3.  Make sure the dispatcher has the tech’s next job ready to cut down non productive time. 

4. Parts Advisor needs to bring parts to the tech to cut down non productive time. 

5.  Start with .6 of diag time for 69.99 to increase ELR.

6.  Increase hours flagged per day per tech.
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