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Name: ____________________________ Class #: ___________________________

Strengths Weaknesses

Opportunities Threats

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

Dealership: __________________________ Location(s): __________________________

How many people participated in this meeting? __________________________

What is your vision?

Customer for life Gross profit domination Both Other

Explain:
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How will you improve or solidify your strengths?

How will you address and improve any weaknesses?
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How will you maximize or improve your opportunities?

How will you address and overcome any threats?
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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?

Who participated in this SWOT?

Name Title

Name Title

Name Title

Name Title

Name Title

Signed Date

Signed by dealer Management Date


	Name: SHANE HOUSE
	Class: N406
	Dealership: LEWISVILLE NISSAN
	Locations: 
	How many people participated in this meeting: 5
	Explain: 

F&I MANGER - Early manger involvment in sales process Introduce leasing as a recommended payment option.


	Strengths_2: 

We have a well seasoned F&I staff that all came up through sales. 



Nissan experience
	Weaknesses_2: 

Availability on peak times and days off throught week




	Opportunities: 

Maintaining control of deal and closing with product in leasing payment. 
	Threats: 

Closing with room due to their involvment upfront will create issues closing on floor then bumping for product in F&I.
	How will you improve or solidify your strengths: 



We will hold an extra 15 min training at the end of our daily CIT meeting to ensure an easy transition. Also during meeting we will all address weeking wins and defeats to reconize oppertunities to grow. 




	How will you address and improve any weaknesses: 

We will make notes in CRM for all sold and unsold customers and train with entire team to ensure growth in Monday GM meeting. We will have each producer share the best techniques, so we can put a solid process in place together.
	How will you maximize or improve your opportunities: 



Having our best closers with salespeople will only grow our staff overall with leasing. Producers will also work with desk managers to allow products to be easily closed and presented during initial close. This will yield more gross sales all around for the store and elevate sales IQ with team.
	How will you address and overcome any threats: 

Monitor all salespeople as they grow to not give too much information during the sales process. Early involvement with desk managers for initiation of producers to close, we can't just send them out as a last option, it must be early before customers get too many options.
	What is your expected time frame to achieve desired results Months By what date: 

This will start May 1st 2023. Desired end date is June 30th 2023
	What performance metric will you track to determine successful change PVR Products per CSI: 

CRM - Tracking Comments



CDK - Reports for Leasing gross and product sales. 
	Name_2: Shane House
	Title: GM
	Name_3: Sammy Delacerda
	Title_2: GSM
	Name_4: Okeoma Ikpeowo
	Title_3: F&I Producer
	Name_5: Pablo Sulaica
	Title_4: Desk Manager / Sales Director
	Name_6: 
	Title_5: 
	Signed: SHANE HOUSE
	Date: 4/21/23
	Signed by dealer Management: SHANE HOUSE
	Date_2: 4/21/23
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