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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: Nour Watar, Mohammad Ali Kassem, Ahmad Watar
	Class: N410
	Dealership: Trophy Automotive Dealer Group
	Locations: Los Angeles, CA
	How many people participated in this meeting: 20 F&I Managers and 6 F&I Directors
	Explain: Trophy’s vision is to perform as a leading automotive dealer group in the United States and become a benchmark for financial performance and customer satisfaction. 
	Strengths_2: -High product sales & profit per unit.
-Excellent customer service (viewed via high CSI scores).
-Strong work ethic and showing consistent positive attitudes.
-Strong relationship with lenders.
-Getting Deals Approved/rehashing (subprime).
-Clean paperwork/attention to detail.
-Knowledgeable about local laws.

	Weaknesses_2: -Salesman giving away profits to sell more inventory.
-Salesmen following up on stips.
-Front end weighing in most of the gross.
-Communication with the Sales Department can be lackluster. 
-Catching up to emails.
-Limited on banks.

	Opportunities: -New managing/supervision training modules available.
-Capitalize on new Tech/AI Lenders with deep pockets and lenient applications.
-The supply shortage during COVID period created pent-up demand.
-Strategic bundling in FI products to create a desirable package.

	Threats: -Inflation.
-Interest Rates.
-Slow economy.
-Unsafe work environment (physical locations within unsafe locations across Los Angeles).
-Cyber Security/Spam Communications.
-Stricter Compliance laws being developed yearly.

	How will you improve or solidify your strengths: - We hold group-wide meetings twice a week to go over numbers with the department heads of each store. Comparing their performance versus the business plan and going over any obstacles they may be facing to maintain their product sales, profit per unit, CSI and CIT.
- Hired a third-party audit team “KPA” that makes sure our deal jackets are compliant, keeps us up-to-date on the latest compliance laws and hosts training sessions regularly. 
- Host team-building activities to keep the team engaged within the stores, and host an annual event for the entire group.

	How will you address and improve any weaknesses: 
-Putting together a month-end CIT bonus for salespeople who dont have any deals 3 days or older that havent been funded, to make sure they are following up on stips.

*Management doesn’t see that the rest of the weaknesses are valid as we maintain a healthy PVR of atleast 2.5K in F&I gross profit. We have great relationships with our lenders, who constantly make exceptions on “corner-case” deals. It is also common in our industry to point fingers saying that “the other department isn’t doing their job correctly”. The store F&I Directors have also confirmed this statement.

	How will you maximize or improve your opportunities: - Our Group F&I Director stays up-to-date on the latest training modules available for our Managers. We host workshops that managers should attend or assign online courses for them to complete.
- Currently signed Upstart at our Kia & Nissan Locations; keeping an eye out for similar tech lenders.
- There has been a built up demand (2020-2022) creating roughly an accumulated GAP of 6.2 million vehicles nationwide (excess demand). Especially with California being the largest car market in the nation, we have an opportunity to push units as they become available with the supply shortages easing.
- Packaging different products from different vendors into one. With the presence of new products like car wash subscriptions and catalytic converter coverage. We will be conducting a study to show the optimal bundles we can sell in the F&I department and have a dedicated team on the corporate level working on this.

	How will you address and overcome any threats: -Inflation continuing to be high as well as interest rates continuing to rise (via the Fed rate hike-ups) have drastically increased the cost of financing a New & Used vehicle. Due to the pent-up demand that occurred during the Covid period as well as that vehicles are still viewed as necessities by the customer base, a decrease in general mark-up prices (to competitive levels) should capture the currently high demand within the market. 
-Due to the physical locations of some of the stores within Los Angeles County, a larger investment on security guards and camera software should bolster the security presence and ensure a safe working environment at all times.
-Due to the recent abundance of spam emails located on staff accounts, a large investment will be made in cyber security software to prevent further online hacking/scam attempts.
-Stricter compliance guidelines have been enforced upon our stores via the quarterly KPA site-visits and meetings on operational reviews. 

	What is your expected time frame to achieve desired results Months By what date: 1) Target a group-wide CIT days supply of 3 days down from 7 days by September 2023.
2) Project to revamp the security has already been launched with an expected completion date of July 31 2023.
3) Launch the Trophy Product Bundle by October 1 2023.
	What performance metric will you track to determine successful change PVR Products per CSI: 1) CIT days supply will be used.
2) Monitor number of incidents on a monthly basis with our insurance director, who is informed when any incident happens.
3) Monitor penetration % of the bundle, PVR of the bundle and chargebacks on a monthly basis after launch.
	Name_2: Jeff Cohen
	Title: Mercedes Benz of Valencia F&I Director
	Name_3: Jeff Boyle
	Title_2: Mercedes Benz of Encino F&I Director
	Name_4: Srbuhi Sargasyan
	Title_3: Universal City Nissan F&I Director
	Name_5: Russel Kutrosky
	Title_4: Kia Downtown Los Angeles F&I Director
	Name_6: Takin Ghaznavi
	Title_5: Kia of Carson F&I Director
	Signed: Nour Watar, Mohammad Ali Kassem, Ahmad Watar
	Date: 07/05/2023
	Signed by dealer Management: Danny Scott, Group F&I Director
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