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SWOT Analysis                  Subject:__________________________

Strengths (+) Weaknesses (–)

Opportunities (+) Threats (–)

Write your goal statement:


	Text Field 1: - Pre-owned Gross Profit Return on Sales is 12.3% 

- Internet leads fed directly to used sales team in round-robin fashion

- High customer satisfaction

- 85% average in OnStar vehicle call completion
	Text Field 2: - Days' Supply of 42 Days

- 8.6 Inventory Turns 

- $542,306 in Frozen Capital 

- 0.45:1 Used-to-New sales in January 2021 

- 0.32:1 Used-to-New sales in 2020

- No process for lead cultivation 
	Text Field 3: - Use OEM provided metrics to build inventory based on consumer preferences

- Implement process for optional appraisals when customers bring cars into service

- Offer SPIF to employees who identify used vehicles brought into inventory

- Increase total absorption by decreasing days' supply and increasing inventory turns

- Increase used-to-new ratio in turn increasing FI and service opportunities 
	Text Field 4: - Decrease in gross profit PVR

- Decrease in used sales team motivation if there is a decrease in gross profit PVR

- Manufacterer provided metrics meet GM's needs and aren't truly reflective of our customer base

- Decrease in customer satisfaction if units sold increases without additional staff/support




	Text Field 5: Pre-Owned Days' Supply
	Text Field 6: Heidebreicht Chevrolet will reduce our pre-owned inventory days' supply from 42 days to 30 days by June 30, 2021 to increase our number of inventory turns, pre-owned sales & gross profit and FI opportunities.


