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Name: Class #:
Paul-RIchard GM Center Peru
Dealership: Location(s):
2

How many people participated in this meeting?
What is your vision?
Customer for life Gross prafit domination | Both Other
Explain:

Goal is to have a good combination between retaining customers and still being able to have the F&l office be profitable.

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

Strengths

*Being able to follow process
*Being able to break down the barriers

*Teachable and coachable

Weaknesses

*Has not been exposed to different sales processes
*He does not know what he does not know

*Lack of finance orriented training

Opportunltles
*Can grow with training easily
*Is moldable and coachable

*Has plenty of room to grow

Threats

*Being too complacent
*Piers are not a great example

*Going down the wrong path
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How will you improve or solidify your strengths?

Continue to teach and coach our F&l manager to keep him on the right path. He is fairly new to the roll which means he
does not have any bad habits yet and we are planning on capitalizing on that so that we can guide him in the right

dirrection from the start.

How will you address and improve any weaknesses?

He has not been exposed to many different sales processes in a dealer setting. His background is in banking but again
with this we can train him the correct way starting from scratch. We will be taking advantage of as many training

programs we can find to be able to send him to or take.
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How will you maximize or improve your opportunities?

With starting fresh he can grow into the type of F&I department desire to have. Right now we are on the lower end of
profit when it comes to the average dealer our size in our area. If we maximize on these opportunities we plan on
becoming more profitable in this department.

How will you address and overcome any threats?

We only have one finance manager and when he is not at the store the other new and used managers step in to do his
job. When they do this they really only go through the motions and do not focus on selling or doing anyting other than
getting the deal done. To address this we will also be having both new and used managers attend F&I training as well
beacuase they have not had much of it before.
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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?

We will be tracking overall products per sale as well as overall profitability of the department.

Who participated in this SWOT?

Name Title

Marco Mantica Student

Name Title

Lon Ravelsoot Dealer principle
Name Title

Name Title

Name Title

Signed Date

Signed by dealer Management Date

Lon Ravesloot 3/2/23
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