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Name: Class #:
Larson Hyundai Tacoma , WA
Dealership: Location(s):
5
How many people participated in this meeting?
What is your vision?
Customer for life Gross prafit domination | Both Other
Explain:

Need to improve inbound Phone and Internet Lead processes, resulting in happier customers, more captured for more
profit. Great meeting, with all involved in setting up the new training process very excited. All understood the need for

change, and could see the vision of where the store could go.

We conducted a "What If* meeting, and designed the desired state.

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

Strengths

Managers believe in the goals
Understand the need for change
Solid work ethics

Good skillsets

Solid Unity behind GM

Weaknesses

Little complacency has set in after last year
Disciplined training schedule
Meetings can get a little long,

Opportunltles

More captured deals, more profit
More professional salespeople
higher CSI

Measureable results

Threats

Losing deals to competitors
bad reviews

less gross profit

poor CSI
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How will you improve or solidify your strengths?

Awareness of the issues
Set up definitive schedules

Scheduled Training for all Internet, BDC, and Salespeople

How will you address and improve any weaknesses?

Clearly communicate vision of where we want to go.

Weekly Manager Meetings for updates, answering for numbers
and content of training

Constant feedback on improvements to program, "roundtable" ideas
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How will you maximize or improve your opportunities?
Everyone will now the vision/direction we are going. All questions addressed

Proper skills training

Advanced listening skills

Run numbers weekly- accountability

How will you address and overcome any threats?

Education of what we can have, and what we have now, (and could) lose
Make it manditory, that skills trainings are conducted, and attended

Listen to the feedback given by salespeople...keep it interesting
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What is your expected time frame to achieve desired results? Months? By what date?
| am going to track weekly, monthly, and ytd ongoing

75% appt show/ 50% purchace will be the new standard, and should be achieved in 90 days

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

Appt set%
Appt show %
Appt sold %

Gross profit $

Who participated in this SWOT?

Name Title

Michael Niles GM

Name Title

Don Nguyen GSM

Name Title

Erik Martinson Sales Manager
Name Title

John Van Every Used Car Manager
Name Title

Dana Dixon Customer Care Manager
Signed Date

Signed by dealer Management Date
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