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Strengths (+) Weaknesses (-)
Allows us to earn more vehicles on allocation. Sometimes causes us to take the "first" deal and not
the "best" deal.

Allows us to stay "current” with market/seasonal

trends. (We are earning SUV's when we want, and Gross can be affected negatively, by selling anything

sports cars when we want) for anything.

We pay less floorplan expenses. If we continually sell through our inventory and there

are big demands, we might not have the inventory
Allows us to adapt to unforseen circumstances (COVID) |needed for the market.

Less vehicle damage & "lot rot" We take "market-share" deals, which are usually
customers from outside our area. No service

Never get stuck with "old" inventory - forced to.take opportunity or rentention.

final pay.

We have the ability to stream line our process
on getting a vehicle ready for retail, just like

a pre-owned vehicle. Manufacturer logistics are less than perfect. Usually
causing us to be "holding the bag"

There are certain vehicles that other dealerships don't
focus on as much (sedans) that generally have higher |Production shortages, could cause us to lose out on

days supply. extra inventory we might be okay with having around.

Creat a niche market, by constanting having the Vehicles that have high days supplies through the

vehicles other dealers don't want. region/area, generally recieve the brunt of the
incentives.

Decreasing expense and allowing us to take smaller
margins to make deals happen. Constantly dealer trading and losing margain.

Earning the wrong vehicles.

Opportunities (+) Threats (-)

Write your goal statement:

On our January statement we had a 148 day supply of new vehicles with a turn rate of 2.4. By August 1st, 2021 |
would like to achieve a 60 day supply and 6.0 yearly turn rate. We take our floorplan credits at retail, not
wholesale like VW suggests so our expense is countered and ends up as a credit, never an expense. The good
news is this will save us money for lot damage, new car policy for lost keys, replacing rotors on cars that sit for
too long and having to perform paint correction on vehicles that get environmentally damaged. (Bird poop,

etc) - we will be able to cut our policy in half, as well as increase customer satisfaction, reduce new car
comebacks and less time they need to spend here.
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	Text Field 1: Allows us to earn more vehicles on allocation.



Allows us to stay "current" with market/seasonal trends.  (We are earning SUV's when we want, and sports cars when we want)



We pay less floorplan expenses.



Allows us to adapt to unforseen circumstances (COVID)



Less vehicle damage & "lot rot"



Never get stuck with "old" inventory - forced to take final pay.
	Text Field 2: Sometimes causes us to take the "first" deal and not the "best" deal.  



Gross can be affected negatively, by selling anything for anything.



If we continually sell through our inventory and there are big demands, we might not have the inventory needed for the market.



We take "market-share" deals, which are usually customers from outside our area.  No service opportunity or rentention. 




	Text Field 3: We have the ability to stream line our process

on getting a vehicle ready for retail, just like

a pre-owned vehicle.  



There are certain vehicles that other dealerships don't focus on as much (sedans) that generally have higher days supply.



Creat a niche market, by constanting having the vehicles other dealers don't want. 



Decreasing expense and allowing us to take smaller margins to make deals happen. 
	Text Field 4: 



Manufacturer logistics are less than perfect.  Usually causing us to be "holding the bag"



Production shortages, could cause us to lose out on extra inventory we might be okay with having around.



Vehicles that have high days supplies through the region/area, generally recieve the brunt of the incentives.



Constantly dealer trading and losing margain. 



Earning the wrong vehicles.
	Text Field 5: New Vehicle Turns/Day's Supply
	Text Field 6: On our January statement we had a 148 day supply of new vehicles with a turn rate of 2.4. By August 1st, 2021 I would like to achieve a 60 day supply and 6.0 yearly turn rate.  We take our floorplan credits at retail, not wholesale like VW suggests so our expense is countered and ends up as a credit, never an expense.  The good news is this will save us money for lot damage, new car policy for lost keys, replacing rotors on cars that sit for too long and having to perform paint correction on vehicles that get environmentally damaged.  (Bird poop, etc)  - we will be able to cut our policy in half, as well as increase customer satisfaction, reduce new car comebacks and less time they need to spend here. 


