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Name: ____________________________ Class #: ___________________________

Strengths Weaknesses

Opportunities Threats

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

Dealership: __________________________ Location(s): __________________________

How many people participated in this meeting? __________________________

What is your vision?

Customer for life Gross profit domination Both Other

Explain:
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How will you improve or solidify your strengths?

How will you address and improve any weaknesses?
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How will you maximize or improve your opportunities?

How will you address and overcome any threats?
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What is your expected time frame to achieve desired results? Months? By what date?

What performance metric will you track to determine successful change? PVR? Products per? CSI?

Who participated in this SWOT?

Name Title

Name Title

Name Title

Name Title

Name Title

Signed Date

Signed by dealer Management Date


	Name: Santiago Lueje Ruiz
	Class: N400
	Dealership: Porsche Centre San Ángel & Santa Fe
	Locations: Mexico City, Mexico
	How many people participated in this meeting: 3
	Explain: They are both our main goals, we are all in for profit thats our main goal, it is not to generate cars but to generate profits that generate benefits for our company, team and community. But our vision to generate this profits is by exceeding all our costumer expectations and generate costumer loyalty and retention, taking advantage and exploiting every costumer touch point to offer them an automotive service, solution, product, service that exceeds its expectations, generates profits, but also generates loyalty and keeps them coming back
	Strengths_2: Great Brand Market Value
Appreciated Brand Products and value proposal
Great Costumer Data Base with a lot of loyal and repeated costumers
Experienced and trained Sales Team with great client portfolio
High Costumer Satisfaction
Good Costumer Communication
Attention to Detail
Integrity
	Weaknesses_2: Communication between Departments and within the same Sales Department.
Teamwork between Sales and F&I is not at its best.
Non Competitive or out of market products, higher interest rates than the external banks and leasing companies
Stricter evaluation and authorization criteria
Waiting times 
Costumer Financial Profile
Ignorance and lack of mastery of new F&I Products, Systems, Platforms, Services and Solutions.


	Opportunities: Taylor made F&I Products for the brand and market situation
Order Intake F&I Deals to close F&I Contracts when the vehicle order is placed
Internal Training and Reinforcement
F&I Focused Pay Plans
Measure and Monitor F&I Performance and Lost Opportunities
Service Lane Potential for F&I Products Sales
Termination Database Mining
Robust 360 Marketing Plan
	Threats: Market Uncertainty
Higher Interest Rates
Crime Rates in Mexico (Can be an opportunity for certain insurance and armoring, but its discouraging in general)
Aggresive competition with competitive products and more relaxed evaluation and authorization criteria
Supply Chain Problems and shortages
Stop Sale and Delivery Campaigns/Recalls
Inclement Weather in the Ports delays logistics
External Banks and Leasing Companies



	How will you improve or solidify your strengths: Keeping our exceptional communication and attention to detail at every costumer contact point to mantain our excellent costumer satisfaction
Exploiting and bragging about our great brand and its value proposition in our Marketing Plan and Communications
Exploting our great loyal costumer base, with data mining and a great costumer relatinship management program and Marketing events and actions.
More communication about us as a company and team, get the word out there
Internal Trainings and Workshops to reinforce F&I Products, Services, Systems, Platforms and Solutions





	How will you address and improve any weaknesses: Offsite integration events for the team, to improve communication and teamwork
Soccer Dealer Team, to improve teamwork and communication
Constant Sales and Management Meetings, without fear of conflict and confrontation weekly and monthly with an agenda where agreements are made, followed up on and making accountable
Exploit and Promote our more competetitive and loyalty products like Porsche Today, which will generate more business in the future for everyone
Better Costumer Profiling to avoid inconviniences and delays at evaluation and authorization
Robust 360 Marketing Plan to promote our F&I products and deals
Campaign to attack our rich businessman profile "Do not lose capital, put your money to work in your business, finance your Porsche with us"
Internal Trainings and Workshops to reinforce F&I Products, Services, Systems, Platforms and Solutions

	How will you maximize or improve your opportunities: Development of dedicated and specific F&I Products for the Brand and Market Situation together with the brand and Porsche Financial Services.
Order Intake deals and plans to close F&I contracts when the vehicle is ordered and that conditions can be respected throughout the whole waiting time
New Compensation Plan focused on F&I Performance, constant review and monitoring of Sales Consultants and F&I Manager Performance
25% F&I Penetration or 1 contract (5 F&I Manager) per month, to earn a better commission percentage on Vehicle Gros Profit,+ 1 Stand Alone Insurance ( 3 F&I Manager)
Internal Trainings and Workshops to reinforce F&I Products, Services, Systems, Platforms and Solutions
Sales Meeting Rooms, Training Presentations, Videos, Material and Training Coaches, Monthly trainings and workshops for one topic/product per month
Monthly Meetings with Porsche Financial Services and the brand to review the current market situation, inventory level, competition to come out with attractive F&I Deals and Plans that then can be succesfully communicated with digital Marketing Solutions and Platforms.
Special deals for order intake costumers when they configurate and spec their car when they place their order so that the F&I contracts can be closed at that moment the order is placed and respected
Fixed Op´s Plan for the Promotion of F&I Products Financial Services (Warranty Extension, Auto Insurance, GAP, Auto Parts Theft Insurance)
Compensation plan for Fixed Op´s  for the sale of F&I products, warranty extension, insurance, GAP, auto parts theft insurance
AMIS Site to check cars on the service lane that have their insurance expired
Daily, weekly and monthly meetings, to review service appointments to identify opportunities in service appointments, to offer F&I Products (Warranty Extension, Auto Insurance, GAP, Auto Parts Theft Insurance)
Look for opportunities in the AMIS portal of expired insurance to offer them new insurance and F&I Additional products
Implementation of Performance Indicators for F&I Quotes, Evaluations, Authorizations
Being able to measure the lost opportunities of F&I Product sales where an offer/quote was made and didn’t end up in a signed contract.







	How will you address and overcome any threats: Porsche Financial Services Action Plan to Increase F&I Penetration and Leasing Terminations 
12 Monthly Digital Campaigns for Mailing and Ads to send Offers and Financial Services Actions
Weekly meetings between F&I, Preowned and New to review the Base of Terminations to offer financial product, insurance, guarantees, GAP, auto parts theft insurance and offer to purchase, trade and consignment of costumer vehicles.
Involvement of F&I in Service & Preowned Clinic events, and F&I Fairs
Take advantage of the long wait times to generate taylor made F&I Deals and Plans, that can be closed when the order is placed and respected through the whole wait time
Turn the crime rate situation as an opportunity to sell additional insurance and protection products, as well as armoring their vehicles with our armoring partner that can be completely financed and leased
Exploit and brag our most competitive product Porsche Today
Robust CRM and Costumer Care program to pamper de costumers affected by delays, canceled allocations, and stop sales and stop delivery campaigns and recalls
	What is your expected time frame to achieve desired results Months By what date: 1 year by the end of 2023, we want to achieve a monthly average of 25% F&I Penetration and 5 F&I Contracts per month, reaching by the end of the year a volume of 60 contracts,  based on our average incentive earned per contract in 2022 of $60,225.88, we could be generating $1,927,228.16 additional pesos in 2023 profit from F&I incentives from 32 additional contracts signed and closed in the year
	What performance metric will you track to determine successful change PVR Products per CSI: Monthly F&I Penetration and Contract Volume by Sales Consultant and for the whole team, Funnel Performance Offer, evaluate our whole F&I Funnel how many quotes we made each month, how many where evaluated by Porsche Financial Services, and of those how many where authorized


	Name_2: Santiago Lueje Ruiz
	Title: Sales Manager
	Name_3: Angel Frausto
	Title_2: Preowned Manager
	Name_4: Lyneth Torices
	Title_3: F&I Manager
	Name_5: Eduardo Ruvalcaba
	Title_4: Sales Consultant
	Name_6: Jorge Castillo
	Title_5: Sales Consultant
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