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How many people participated in this meeting?
What is your vision?
Customer for life Gross prafit domination | Both Other

[]

Explain:

first.

We have been around a long long time and have always put the customer experience as the most important aspect of
the dealership. We are a rural high volume store and the only way that happens is by consistently putting the customer

Identify a minimum of three strengths, weaknesses, opportunities, and threats.

Strengths

Large dealership with plentiful resources

Tenured and sucessful sales staff, average tenure is
almost 14 years

Management that was brought up from within

Leading compensation for sales and managers in the area
Huge service facility that can service large trucks

Top 10 Ford Fleet Department

Weaknesses

Tenured staff can make it difficult to implement change
Dealership has a tendency to "run itself"

Trouble hiring entry positions in our area

Training is non-existent

Opportunities

Better training, more training

Electric vehicle market is emerging

Fleet department has continued to increase through the
pandemic

Facility facelift, facility on the front end is old

Threats

New dealerships in the area

Management has been in place for a long time, static
culture

Complacency in sales process

Other more urban markets and electric vehicles
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How will you improve or solidify your strengths?

We retain great employees at a very high rate and that is because of a strong culture and leading compensation. | think
that is something we will always lead in and something we are proud of.

We do tend to deply our resources in marketing and advertising and | believe that gives us an edge over competition.
We are top of mind on radio, billboard, ads, etc.

Fleet department is well run, very tenured and continues to outreach the community businesses.

How will you address and improve any weaknesses?

The last 3 years have created an apathy as far as selling and | believe it has led us to be more order taking that
prospecting. Althought we do not have new vehicles on the ground we still can order vehicles and have around 5 million
in used inventory on the lot, many of which are newer low mileage vehicles.

As far as the hiring goes we need to revamp our referrel program and put more money behind it. We have had

tremedous success in the past with getting great referrels and with over 300 employees it should be a consistent source
of hiring.

Training is the biggest area of weakness in the dealership and something | will address in opportunities.
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How will you maximize or improve your opportunities?

Training is the most glaring opportunity within the store and something we have not done at all for years and years. We
need weekly meetings that focus on opportunities in the market, order banks opening and prospecting to customers. We
also have never had formal or even informal training on the phone or on the internet leading the customer to get wildly
different experiences depending on who got the lead.

Electric vehicles in this rural market may be tough but we still have the opportunity to be a first mover. As the tech
continues to improve most people will start making the conversion and | hope we can be one the first movers that
embraces this trend.

Our fleet department is massive but could be even stronger. The pandemic has created booming economic sectors in
our area and we need to get a strong footholf with some of these companies that are 10x their business in the last
couple years. | also think business to business referrals are some of the strongest business relationship starters and
something we need to stress with our existing clientele.

How will you address and overcome any threats?

The biggest threat to this dealership is complacency. We have been extremely profitable the last few years and it has
created a sense of ego within the ranks. This profitable time shold be used to elevate our facility, train our staff and
focus on our weaknesses.

| continue to harp on the electric vehicles because the market is making a hard turn towards it and we are continuing to
give it the cold shoulder. We need to embrace the future, connect with Ford on this and be one of the central Ford pillars
of the electric car movement.
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What is your expected time frame to achieve desired results? Months? By what date?

| am being promoted in December and will immediately begin training with the staff. We will do a weekly meeting, 1 on
1s and month reviews.

What performance metric will you track to determine successful change? PVR? Products per? CSI?
Tracking phone calls, internet leads and chats will help me to determine if the training is working and what needs to
change. | also think more deligent tracking of this information regularly will lead to immediate results.

Who participated in this SWOT?

Name Title

Charles Russell ucD

Name Title

Mike Bebabaugh NCD

Name Title

Ross Porter UC Manager
Name Title

Chad Parkins F&l Director
Name Title

Benny Robles GM and Owner
Signed Date

lan Whiteside 10/4/2022
Signed by dealer Management Date

Benny Robles 10/4/2022
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