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Name: Class #:
DARCARS Honda Bowie,Md
Dealership: Location(s):
5
How many people participated in this meeting?
What is your vision?
Customer for life Gross prafit domination | Both Other

[] []
Explain:

My vision is to create customers for life, while increasing turn rate, earning more allocation in order to grow this store.
I've transitiond to a new location, so | did this on my new store.

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

Strengths Weaknesses

New Management Turnover- Clean Slate CSl was not a focus
15 years in business Culture of not following up

Exciting Product, Brand Loyalty Negativity towards customers

Opportunities Threats

Because this store has not performed well in our DMA, Sometimes once things become habit for employees, it is
we have a lot of opportunity to earn our local customers. |difficult to change that culture.

Earning business that we have lost through bad customer

The OEM allows us to grow allocation through factory
treatment is tough.

orders.

With no real processes in place, the only place to go is
up.
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How will you improve or solidify your strengths?
With new management, new processes are expected. | can now set the example.

Make sure that our current customers are aware that we have made changes, and want them to be a part of the culture
change.

Continue to train staff on all features/benefits of our products. They really will sell themselves with proper customer
treatment.

How will you address and improve any weaknesses?
Process, process, process.

Unfortunately will make changes in staff.
Train those who just don't know how

Hold myself to the same accountability as the rest of the staff.
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How will you maximize or improve your opportunities?

Every person who visits our showroom should be purchasing a vehicle. We can factory order without fully affecting our
allocation.

Market more locally with positive messages and imaging.
Be active in the local community.

Implement our goals in our process training.

How will you address and overcome any threats?
Personnel changes

Training
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What is your expected time frame to achieve desired results? Months? By what date?
Grow allocation by 25% by January 1st.

Increase CSI now. Can happen this month

What performance metric will you track to determine successful change? PVR? Products per? CSI?
Turn Rate, Travel rate by month

CSl scores

Who participated in this SWOT?

Name Title
Gary Bearor GM
Name Title
Troy Rosier UCM
Name Title
Fred Layser NCM
Name Title
Mario Jackson F&l
Name Title
Bobby Mendoza F&l
Signed Date
Gary Bearor 11/1/22
Signed by dealer Management Date
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