SWOT Analysis Subjec

Strengths (+)

- Cash day supply of 133 days vs NADA guide 90 days
- Inventory Turn: our inventory turn is on par with
NADA guidelines of 12 turns per year in pre owned.
We are also well over the 8 per year guide for New
inventory turn.

-Profit

-Sales efficiency: 131%

-CSl

-Deals are approved at the sales desk
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t' Contracts in Transit

Weaknesses (-)

-CIT three times above NADA guide at 10 days to fund
vs guide of 3 days

- Collecting all stips at the time of transaction

-Econtracting, consistently one of the lowest
percentages in the district.

-Thoroughly reading the call back to avoid multiple
recontracting

-Reduce CIT by atleast 50% to 5 days max then get it
down to 3.

- Econtract 100% of the time and only utilize lenders
that will accept econtract.

- Collect all stips prior to delivery to create urgency.
-Improve CSI
-Improve turn and reduce CIT dollars

-Less work more pay!

- Customer quits their job or life circumstances change
effecting the approval.

< Customer gets into a total loss accident. Now the
collateral is insufficient.

- Book values drop
- Approvals expire
- Lender goes out of business prior to funding.

-The customer comes out of the ether and will not
corporate with the lienholder for interviews etc.

Opportunities (+) Threats (-)

Write your goal statement:

| will decrease Contracts in transit time from 10 days to fund to 5 days to fund by May 1st.
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	Text Field 1: - Cash day supply of 133 days vs NADA guide 90 days



- Inventory Turn: our inventory turn is on par with NADA  guidelines of 12 turns per year in pre owned. We are also well over the 8 per year guide for New inventory turn.



-Profit 



-Sales efficiency: 131% 



-CSI



-Deals are approved at the sales desk 
	Text Field 2: -CIT three times above NADA guide at 10 days to fund vs guide of 3 days



- Collecting all stips at the time of transaction



-Econtracting, consistently one of the lowest percentages in the district.



-Thoroughly reading the call back to avoid multiple recontracting
	Text Field 3: -Reduce CIT by atleast 50% to 5 days max then get it down to 3.



- Econtract 100% of the time and only utilize lenders that will accept econtract.



- Collect all stips prior to delivery to create urgency.



-Improve CSI 



-Improve turn and reduce CIT dollars



-Less work more pay!


	Text Field 4: - Customer quits their job or life circumstances change effecting the approval.



- Customer gets into a total loss accident. Now the collateral is insufficient.



- Book values drop



- Approvals expire



- Lender goes out of business prior to funding.



-The customer comes out of the ether and will not corporate with the lienholder for interviews etc.
	Text Field 5: Contracts in Transit
	Text Field 6: I will decrease Contracts in transit time from 10 days to fund to 5 days to fund by May 1st. 


