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SWOT Analysis Subject; ™o

Strengths (+) Weaknesses (-)

Having the right inventory (stocking what we sell) Inventory availability/shortages

Live, up to date market pricing/merchandising Carrying the wrong inventory which can lead to aging

Timely recon (less than 72 hours) and depreciation.

Marketing effectively and in the correct areas. Not having the correct parts in stock to facilitate timely
recon
Too large of an inventory that can lead to additional
exposure

Tracking sales to make sure we are stocked
with correct inventory.

Managing recon process effectively and
designating a recon manager/team to coordinate
process

Market conditions

Emphasize aggressive acquisition locally as opposed  |Overall shortage of quality inventory
to having to rely on heavily supplementing pre-owned |Parts shortages

inventory from auctions. Slow turn

Overexposure through the wrong inventory or too much
inventory

Opportunities (+) Threats (-)

Write your goal statement:

Inventory and the management of it is truly the most important aspect of our business. Inventory is the
foundation of all other items in a successful dealership and has a dramatic impact on the bottom line. We have a
robust inventory at our store, but an area that we can surely do better at is targeting the correct stock to
stimulate turn and mitigate issues like frozen capital and aging/depreciation as well as organically give our
marketing a boost. Starting 2023, we are focusing on providing better knowledge to our retail appraisers of what
type of inventory we can be more or less aggressive towards based on market data and sales to help us make
better decisions and trade for faster turning inventory in hopes to cut down on costs by relying on auction as
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	Text Field 1: Having the right inventory (stocking what we sell)

Live, up to date market pricing/merchandising

Timely recon (less than 72 hours)

Marketing effectively and in the correct areas. 
	Text Field 2: Inventory availability/shortages

Carrying the wrong inventory which can lead to aging and depreciation. 

Not having the correct parts in stock to facilitate timely recon

Too large of an inventory that can lead to additional exposure 
	Text Field 3: Tracking sales to make sure we are stocked

with correct inventory.



Managing recon process effectively and 

designating a recon manager/team to coordinate

process



Emphasize aggressive acquisition locally as opposed to having to rely on heavily supplementing pre-owned inventory from auctions. 
	Text Field 4: 











Market conditions

Overall shortage of quality inventory

Parts shortages

Slow turn

Overexposure through the wrong inventory or too much inventory
	Text Field 5: Inventory
	Text Field 6: Inventory and the management of it is truly the most important aspect of our business. Inventory is the foundation of all other items in a successful dealership and has a dramatic impact on the bottom line. We have a robust inventory at our store, but an area that we can surely do better at is targeting the correct stock to stimulate turn and mitigate issues like frozen capital and aging/depreciation as well as organically give our marketing a boost. Starting 2023, we are focusing on providing better knowledge to our retail appraisers of what type of inventory we can be more or less aggressive towards based on market data and sales to help us make better decisions and trade for faster turning inventory in hopes to cut down on costs by relying on auction as well. 


