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SWOT AnalySiS Subject: Improve Fixed Absorption Rates
Vast base of customers We lack a Service Drive.
Highly effective Sales Department feeding into our Our current ELR is impacted by the high voluime of
Fixed Ops OL&F transactions we have, resulting in lower profit
6 World Class technicians in our employ (there are only |margins.
appoximately 35 in the whole state) We are handicapped to a certain extent by our footprint.
We have 7 independent dealership within a 30 mile In effect we have outgrown our facility, perticularoly in
radiuss that drives business to our OEM store's Service |our Service Dept and Customer Lounge.
Dept. Despite our World Class Techs, we are hampered by
the lack of an adequate supply of general line
technicians.

We are a victim of our own success to a certain degree.
Because of the high volume of Service business we do,
techs are pressed for time and unable in many cases to
do a proper MPI.

An increased focus on training the personnel we have  |A continued scarcity of available trained and qualified

in place. This would be from top down, including technicians.

properly training our Advisors to offer additional product

and train our less experienced techs to do a proper General economic conditions that are prohibiting
MPI when possible (see Weaknesses). customers from accepting recommended services.

We now have available for use a peice of land about a
quarter mile down the road to eventually construct a
quick lube center. This will relieve the backlog of
customers at the main shop and free up our
experienced techs to focus on more lucrative work.

Opportunities (+) Threats (-)

Write your goal statement:

The goal is to increase our Effective Labor Rate (ELR) to generate more revenue resulting in improved Fixed
Absorption.
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	Text Field 1: Vast base of customers

Highly effective Sales Department feeding into our Fixed Ops

6 World Class technicians in our employ (there are only appoximately 35 in the whole state)

We have 7 independent dealership within a 30 mile radiuss that drives business to our OEM store's Service Dept.
	Text Field 2: We lack a Service Drive.

Our current ELR is impacted by the high voluime of OL&F transactions we have, resulting in lower profit margins.

We are handicapped to a certain extent by our footprint. In effect we have outgrown our facility, perticularoly in our Service Dept and Customer Lounge.

Despite our World Class Techs, we are hampered by the lack of an adequate supply of general line technicians.

We are a victim of our own success to a certain degree. Because of the high volume of Service business we do, techs are pressed for time and unable in many cases to do a proper MPI.
	Text Field 3: An increased focus on training the personnel we have in place. This would be from top down, including properly training our Advisors to offer additional product and train our less experienced techs to do a proper MPI when possible (see Weaknesses).



We now have available for use a peice of land about a quarter mile down the road to eventually construct a quick lube center. This will relieve the backlog of customers at the main shop and free up our experienced techs to focus on more lucrative work.




	Text Field 4: A continued scarcity of available trained and qualified technicians.



General economic conditions that are prohibiting customers from accepting recommended services.
	Text Field 5: Improve Fixed Absorption Rates
	Text Field 6: The goal is to increase our Effective Labor Rate (ELR) to generate more revenue resulting in improved Fixed Absorption.


