SWOT Analysis

Strengths (+)

- Our stock is extremely high on new inventory right
now

- our mix is great

-very heavy on landscape/ going into season

- seasoned sales team

-CRM management tool linked to our PO logs

-bulk body purchases , discounting
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Su b] ect: Bentley- SMART Goal- New Truck Inventory

Weaknesses (-)

- marketing the seasonal trucks ahead of time so that
we are selling out in season and not after carry units

- monitoring CRM to make sure all sales people are
quoting from our stock and not factory orders

- selling for the right price/ gross

- we need to spend more time making sure all of our
local customer who may need trucks later this year
understand the inventory shortage we are in now. It
may be best to get them into equipment now and not
when they normally purchase. at that time we may be
out and it would make them go out to shop or look for
alternative.

- putting together quality local deals with the right
margins, to businesses who know our service level and
why we are worth there time spent to buy from us.

- we should look to add another sales rep at two stores.
we have the business calling it to handle it.

- we are still living in COVID, while sales a great, and
we have ordered very heavy, making sure we turn the
inventory quickly. COVID could slow sales again going
into summer

- The OEM's are running out of engines and cab kits to
produce what we need.

- the up fitters lead times continue to not be true. builds
being pushed out.

Opportunities (+) Threats (-)

Write your goal statement:

| will take a heavier marketing approach for seasonal business to make sure all this inventory we have on the
ground and on order is put to good use and turned quickly. Email marketing, constant contact, our sales team
calling our known customers first to let them know. We need to handle every lead and deal as a group so that we
capitalize on each call, we made the investment in inventory that most dealers locally have not. So we need to
make sure we bring in solid deals. Weekly sales meeting / rally the troops meeting on inventory we have.
knowledge is power and confidence. Create some inner company competition with an additional sales

commission program.
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