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SWOT Analysis                  Subject:__________________________

Strengths (+) Weaknesses (–)

Opportunities (+) Threats (–)

Write your goal statement:


	Text Field 1: Finance managers able to sell vehicles along with warranties, etc to customers on a steady basis.

Banks approving us and wanting to work with us.

Providing customers with different banks so we can get them the lowest interest rates.

Tenured finance managers who have ample experience and have an overall positive aura.  This also leads to customer retention and customer satisfaction. 

When e-contracting, typically takes 1-4 days to get funded from the bank.  
	Text Field 2: Finance managers constantly blaming sales people for missing insurance/paperwork/ etc.

Finance blaming Service for not having certification paperwork in deals and ready.

Sending paper contracts missing paperwork.

Blaming "technology" when not e-contracting when it is simply due to laziness.

Not listening to our booker when she emails and calls them about items needed to send out the paper contracts - therefore it takes days to get it overnighted.

End of month - booking deals before COD's are collected.  


	Text Field 3: For Finance Managers and our "Booker" to have stronger communication.

We noticed that one finance manager was always e-contracting, so we encouraged him to work with the other two to try to get them on the same page and also e-contract as soon much as possible.

Making the finance managers realize how important it is the get the money in the bank ASAP.  Perhaps making some kind of incentive for the Managers that gets their contracts funded the fastest?

Getting finance managers to take resposibility and fix mistakes.  Time to stop "passing the buck"  Have meetings with them weekly to go over the CIT list.  

More frozen capitol- used for purchasing more vehicle =helps service department, sales, parts, more Gross - or can be used to update facility or even another dealers
	Text Field 4: Finance Managers getting frustrated with having to get deals funded while managing customers.

Other dealerships taking our Finance managers away and offering them not to have to do the paperwork part of the their job.

The threat of our tenured staff leaving and having inexperienced Finance Managers.



Covid/Economy



Lack of vehicles both new and used.  Possibility of lack of accessories for the vehicles as well which can affect upsell and customer satisfaction and retention.




	Text Field 5: Contracts in Transit
	Text Field 6: My goal is to improve our contracts in transit.  The month of September has us at $519,441 roughly 14 deals not funded.  I would like our F&I to E-contract as much as possible and if not get the paper contract overnighted as soon as possible.  I would like to give them a goal of 2 months to improve upon this.  This has to include F&I and accounting department working together in harmoney.  E-contracts typically take 2-4 days to get funded while paper contracts sometimes get sent back furthering the whole process of getting funded. E-contracts are typically easier and faster to fix.


