SWOT Analysis

Strengths (+)

- Daily pricing strategy adjustment

- Minimal cost variance between pre-owned vehicles
sold and pre-owned vehicles in stock

- Daily reconditioning meetings hosted by GSM,
internal advisor, inventory manager, lead detail, and
parts manager

- Sales rep/desk process for handling incoming pre-
owned leads

- “Credit First” process that allows us to suggest aging
inventory to customers based on credit approval rating
- F&l sales that produce strong super gross allows us
to price under cost to match market

- Autogroup centralized Internals department

- Pre-owned Subarus are in as high demand as new.
Subarus
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Weaknesses (-)

- Excess Non OEM models in inventory

- Length of time it takes to get auction vehicles to
Sudbury from Toronto or other auctions

- Auction cars have higher Market Day Supply and
increased cost to market

- Exceeding 48-72 hour delivery turn around

- New reps lack of inventory knowledge

- Lack of wholesale exit strategy for aging inventory
- Believing that an aged unit will sell because we think
it is a good piece of inventory

- Flake Rate on out of town customers above 15%
- Lack of pictures and information in appraisal

- Strong historical New Vehicle department has
weakened need to rely on pre-owned department,
leads to a lack of foundation for improvment

- Weekly marketing meetings to review digital
presence

- Lot walks and quality control to uncover the look,
smell and feel of inventory

- Take advantage of Vauto Performance coach calls
and training opportunities

- Utilize Vauto Profit Time

- Speed of Finance Approval leading to same day or
faster deliveries

- Track which vehicles are sellers in our market and
coordinate with which vehicles we are buying at
auction

- Direct spend towards digital marketing that draws
customers to our website, virtual traffic has
significantly overtaken physical traffic

- Utilize Al for afterhour leads to increase engagement
and provide faster response to customer demands,
our business hours are 24 hours a day

- Market pricing shift

- Employee attendance issues

- Delays at body shop

-‘Customer credit issues

- Rising interest rates

- Time it takes to ship wholesale vehicles to dealership
causing us to be dark to market longer

- Lot damage and mother nature

- Vehicles priced out of the market

- Sales Reps selling “lower days in inventory” vehicles
to capture higher gross

- Lack of quality control on aging vehicles

- Backordered parts delaying Recon

- Safety inspection costs higher than expected

- Out of town customer

Opportunities (+) Threats (-)

Write your goal statement:

| will increase my Pre-Owned Turns from 6.8 to 10 by July 1 2023.
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