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SWOT Analysis                  Subject:__________________________

Strengths (+) Weaknesses (–)

Opportunities (+) Threats (–)

Write your goal statement:


	Text Field 1: - We have a lot of experience in our parts department management team between our fixed operations director (39+ year employee) and our parts department manager (25+ year employee)



- Parts department sales have been growing ($5.5mm in 2019 to $5.8mm in 2022) 



- We can leverage our sister company in Indiana, PA when determining strategies for keeping inventory lower / turn rate higher. Their Honda parts department is spot on to the NADA guide.
	Text Field 2: - Experience can sometimes be bad ("we have always done it this way", etc)



- Unwillingness to utilize new technology (does not like Dealertrack, prefers previous DMS)



- Pride can be hurt when tenured employees realize they have a problem



- Newer parts counterpeople may not be the right fit for our organization
	Text Field 3: 









- We have opportunities to return certain parts back to our various manufacturers for a full/partial refund



- Body Shop "busy season" (winter months) are upon us in southwestern PA; we can take advantage of this for more parts sales


	Text Field 4: 









- Local competition (other dealerships / auto part chain stores) are prevelant in the Greensburg, PA area (Smail, Hillview, Sendell, AutoZone, O'Reilly's, etc) and can take away our sales if we are not competitive



- Getting the right parts inventory can be challenging with manufacturer supply chain disruption (certain parts are still difficult to get)
	Text Field 5: Parts and Accessories Inventory Turns
	Text Field 6: We will increase our parts & accessories calendar-year inventory turns at our Greensburg, PA location from 2.8 to 4.0 by March 31, 2023.


