SWOT Analysis Subjec

Strengths (+)

Profitability

RO count

Hours per RO
Dollars per RO
Tech proficiency
Staff efficiency
Process

People

NADA

g

t' Fixed Absorption

ACADEMY

Weaknesses (-)

Quality of RO's

Traffic/Activity through the door
Marketing Efforts

Engagement

Morale

Staffing

Employee Retention

Used Car Recon

Improve marketing efforts to capitalize on opportunities
that mirror with Tier 1 marketing messages. B3G1
Quality of RO's-focus on improving this with low
hanging fruit and better marketing
efforts-brakes/batteries/wipers/tires etc while looking
for necessary larger repair dollars.

Increase traffic with mailers/email blast/campaigns and
BDC engagement to drive fixed traffic.

Capitalize on our PMA size by offering competitive
pricing, not the highest, not the lowest.

Focus on our TLE/TLEe, with targeted phone calls and
follow up to our clients who have defected or have not
serviced recently to re-engage with our dealership staff.
Balance pay plans/watch expenses, vendor review to
ensure pricing is in line.

Client defection

Tech retention to competiition/third party shops
Online parts sales, competitor parts sales, Amazon
Relationships between parts/service
Communication declining

Parts Availability

Negative publicity

Opportunities (+) Threats (-)

Write your goal statement:

I will increase our fixed absorption of 56% to the industry

guide of 60% or better by July 1, 2023.
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	Text Field 2: Quality of RO's

Traffic/Activity through the door
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Used Car Recon
	Text Field 3: Improve marketing efforts to capitalize on opportunities that mirror with Tier 1 marketing messages.  B3G1

Quality of RO's-focus on improving this with low hanging fruit and better marketing efforts-brakes/batteries/wipers/tires etc while looking for necessary larger repair dollars. 

Increase traffic with mailers/email blast/campaigns and BDC engagement to drive fixed traffic.

Capitalize on our PMA size by offering competitive pricing, not the highest, not the lowest.

Focus on our TLE/TLEe, with targeted phone calls and follow up to our clients who have defected or have not serviced recently to re-engage with our dealership staff.

Balance pay plans/watch expenses, vendor review to ensure pricing is in line. 




	Text Field 4: Client defection

Tech retention to competiition/third party shops

Online parts sales, competitor parts sales, Amazon

Relationships between parts/service

Communication declining 

Parts Availability

Negative publicity
	Text Field 5: Fixed Absorption
	Text Field 6: I will increase our fixed absorption of 56% to the industry guide of 60% or better by July 1, 2023. 




