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SWOT AnaIySIS SUb]ect DAY SUPPLY NEW VEHICLE
-Managers driven to achieve and accomplish goals -Sales consultants wanting to sell newer units for
-Abundant amount of space to allow older inventory to |personal gain, getting higher profit
be upfront & center -Higher chance of losing gross
-Strong Marketing Team to advertise vehicle supply on |-Possibility of damage (i.e hail)
web base -Product Knowledge
-Use of current dealership network to market older
stock on their websites
-Prime dealership location for customers to visualize
stock and attract customers
-Talented technicians to make older stock more
appealing to customers
-Fresher/Newer units, increase gross potential -Used Vehicle market- cheaper options with increased
-Floor Plan credits cost of living and fuel
-No tying up floor plans -Other competitors in market
-Return customer potential <OEM sendng units without options (i.e. heatd seats,
heated steering)
-Backlog at OEM factory
-Chip shortage
-Rail car shortage
-Truck driver shortage
-Lack of team cooperation and implementation
-Slow economy
- Ukraine / Russia War

Opportunities (+) Threats (-)

Write your goal statement:

I will reduce new vehicle inventory days in stock from 88 days to guide value of 45 days (1.5 month supply )
Investigate all inventory above 45 days. Set up a meeting with sales managers to address the goal and need for
solution. Come up with an incentive plan to sell aged inventory. Ensure all older inventory is upfront,cleaned and
ready to roll. This goal is to be achieved in 90 days. Every 15 days to have meeting with sales manager for
updates. Goal to be met by June 15,2022.
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	Text Field 1: -Managers driven to achieve and accomplish goals

-Abundant amount of space to allow older inventory to be upfront & center

-Strong Marketing Team to advertise vehicle supply on web base

-Use of current dealership network to market older stock on their websites 

-Prime dealership location for customers to visualize stock and attract customers 

-Talented technicians to make older stock more appealing to customers
	Text Field 2: -Sales consultants wanting to sell newer units for personal gain, getting higher profit

-Higher chance of losing gross

-Possibility of damage (i.e hail) 

-Product Knowledge
	Text Field 3: -Fresher/Newer units, increase gross potential

-Floor Plan credits

-No tying up floor plans

-Return customer potential


	Text Field 4: -Used Vehicle market- cheaper options with increased cost of living and fuel 

-Other competitors in market

-OEM sendng units without options (i.e. heatd seats, heated steering)

-Backlog at OEM factory

-Chip shortage

-Rail car shortage

-Truck driver shortage

-Lack of team cooperation and implementation 

-Slow economy

- Ukraine / Russia War
	Text Field 5: DAY SUPPLY NEW VEHICLE
	Text Field 6: I will reduce new vehicle inventory days in stock from 88 days to guide value of 45 days (1.5 month supply )

Investigate all inventory above 45 days. Set up a meeting with sales managers to address the goal and need for solution. Come up with an incentive plan to sell aged inventory. Ensure all older inventory is upfront,cleaned and ready to roll. This goal is to be achieved in 90 days. Every 15 days to have meeting with sales manager for updates. Goal to be met by June 15,2022.


