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SWOT Analysis

Strengths (+) Weaknesses (-)

Our Team, Our Work Ethics Appraiser available on site, only myself

Becoming a KBB Buy Center and True Car Buy Center | Short Staffed

Having all the necessary tools and softwares Not having enough Wholesale resources to bring high
Training for Staff that will work the Buy Center bids for any vehicle we receive through our Buy Center

Having the needed capital to purchase any vehicle that | Currently, Low turn in volume of pre-owned sales
comes through our Buy Center

Being able to purchase vehicles that are for Retail, as
well as Wholesale, from Highline to Economy vehicles

Closest Buy Center, brought in 68 units las
month.

To be a combined KBB and True Car Buy
Center should result in having an edge over the ‘ ch higher closing ratio on both sources of our
competition.
Wholesale and Retail inventory turn can improve
significantly, if we stop relying solely on auctions.

We don't get enough trade in vehicles, now we can
have a source of wholesale as well as retail units, also
have a backed up Value by KBB and True car, in case
we need to unload the vehicle at auction.

Every lead will be sent to at least one
ter, and to make sure that competition will

Opportunities (+) Threats (-)

Write your goal statement:

To increase the turn of Pre-owned inventory from current 5.91 to 12. This is measured by vAuto which goes by
volume and not dollars. Measuring tool will be vAuto. We will use iRecon software to bring down the Recon time
and get our average time in Recon from 6 days and 1 hour to 3 days. Current average time before recon plan
starts sits at 2 days and 9 hours, which we will bring it down to 1 day. We start being a KBB Buy Center and True
Car Buy Center starting in Feb 1st. We will try to have our Retail inventory rely on our Buy Center to bring in
vehicles directly from customers at 80% of our need, and rely only on Auto Auctions for the rest of 20%. This will
bring down our cost per vehicle. Currently, we spent on average $940 per vehicle that is purchased at auction;
these are auction fees, PSI fees, Deal Shield and Adesa Assurance fees, and transportation. Our Average time
to start recon should come to 1 day, since any vehicle purchased directly from customer can have it's plan start
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	Strengths: Our Team, Our Work Ethics
Becoming a KBB Buy Center and True Car Buy Center
Having all the necessary tools and softwares 
Training for Staff that will work the Buy Center
Having the needed capital to purchase any vehicle that comes through our Buy Center
Being able to purchase vehicles that are for Retail, as well as Wholesale, from Highline to Economy vehicles
	Weaknesses: Appraiser available on site, only myself
Short Staffed
Not having enough Wholesale resources to bring high bids for any vehicle we receive through our Buy Center
Currently, Low turn in volume of pre-owned sales

	Write your goal statement 1: To increase the turn of Pre-owned inventory from current 5.91 to 12. This is measured by vAuto which goes by volume and not dollars. Measuring tool will be vAuto. We will use iRecon software to bring down the Recon time and get our average time in Recon from 6 days and 1 hour to 3 days. Current average time before recon plan starts sits at 2 days and 9 hours, which we will bring it down to 1 day. We start being a KBB Buy Center and True Car Buy Center starting in Feb 1st. We will try to have our Retail inventory rely on our Buy Center to bring in vehicles directly from customers at 80% of our need, and rely only on Auto Auctions for the rest of 20%. This will bring down our cost per vehicle. Currently, we spent on average $940 per vehicle that is purchased at auction; these are auction fees, PSI fees, Deal Shield and Adesa Assurance fees, and transportation. Our Average time to start recon should come to 1 day, since any vehicle purchased directly from customer can have it's plan start right away. Also, we avoid vehicles that take too long to recon. Current process of purchasing vehicles by only condition reports on simulcast auctions are resulting in extra recon that we did not plan for. Once, we make necessary adjustments in our source of our inventory, we can go to market at a great Valued dollar price, and still have a very competitive price. This will result in higher gross profit, and faster turn. 
	Threats:                         Every lead will be sent to at least one more buy center, and to make sure that competition will not work their process better than us, and to be able to have a much higher closing ratio on both sources of our leads. 
	Opportunities: Closest Buy Center, brought in 68 units last 
month. 
To be a combined KBB and True Car Buy 
Center should result in having an edge over the 
competition. 
Wholesale and Retail inventory turn can improve significantly, if we stop relying solely on auctions.
We don't get enough trade in vehicles, now we can have a source of wholesale as well as retail units, also have a backed up Value by KBB and True car, in case we need to unload the vehicle at auction. 


