SWOT Analysis Subjec

Strengths (+)

- Great relationship with OEM; we should leverage it to
gain better insights on faster turning packages to
ensure we're ordering the right product.

- We are strong retailers, our sales efficency is 125%
(meaning we oversell vs the avg dealer by 25%).

- We're located on one of the busiest streets in
Toronto. We should put our aged units out front to
better merchandise them.

- YTD our front end GP is $1,422 which is in the top
25% of metro Toronto Toyota dealers. However in the
past 90 days we've been averaging $1,800. We can
move some GP around for spiffs, marketing, or
discounts on required aged units if necessary.
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t' New Vehicle Aged Inventory

Weaknesses (-)

- Scarborough Toyota has 170 new vehicles in
inventory that are over 90 days old

- With a 1.6% floorplan our average month of floor plan
interest on aged units is $2,112 per month, or $25,340
per year

- Not the same metric as above, but relevent; we are
currently stocking 55 days supply vs NADA guide of 45
days supply.

- 170 units is about a month of supply; therefore we are
turning the hotter inventory very quickly, and ignoring
the slower turning inventory.

- We do not highlight aged inventory in any of our
meetings, we tend to wait until the OEM bails us out
with incentory (not proactive at all).

- With a shortage of new vehicles being produced in
2021, the dealers that earn the production will be able
to 1) hold onto more gross since the inventory will be in
demand, 2) gain conquest Customers if they have an
inventory advantage over same brand dealerships.

- Although COVID has had a negative impact on our
business, it hasn't impacted us as much as other
communitites. Scarborough is an area where many
new comers to Canada land. These Customers aren't
as concerned over COVID as we're seeing in other
markets. (I know that sounds odd, but statistically
speaking our showroom visits are flat YOY, while most
dealerships are down). They're also very loyal to the
Toyota brand. So we need to take advantage and gain
market share.

- Turning inventory is critical to gaining new vehicle
production from the OEM. By having aged units on
ground; Toyota will allocate us less vehicles than
competitive Toyota dealers will receive. With this
global chip shortage it's starting to become apparent
that Toyota will produce less vehicles than they
originally planned, making it even more important that
we earn as much allocation as possible.

Opportunities (+) Threats (-)

Write your goal statement:

Scarborough Toyota will improve its aged inventory from
ground inventory (roughly 60 pieces). We will allote 90 d

58% of on ground units (170 pieces) to 20% of on
ays for this improvement, meaning our target date is

April 1st, 2021. We are required to retail an average of 37 aged units each month. This improvement will adjust
our floorplan costs on aged units from a monthly average of $2,112 to $739; in turn adding $1,373 to our

monthly net profit.
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