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SWOT Analysis                  Subject:__________________________

Strengths (+) Weaknesses (–)

Opportunities (+) Threats (–)

Write your goal statement:


	Text Field 1: 1) New vehicle sales volume: Our new vehicle sales volume is among the most in the country. It ranks #1 in our 200  dealer region and ranks top 15 nationally.

2) Commercial & Fleet New Sales Volume: Our commercial &  fleet department ranks top 5 nationally in volume sales.

3) New Vehicle Pricing: The majority of our vehicles are priced at 1% over invoice. None of our new vehicles are priced above MSRP. This includes Ford Performance vehicles.

4) New Vehicle Retail Ordering: We place an  emphasis on custom ordering a vehicle when necessary rather than taking a customer's information down and calling them back when a unit comes available


	Text Field 2: 1) Keeping the proper inventory to match demand: Like many stores, certain models and trims turn over much faster than others. A challenge/weakness is making sure a  supple amount of popular inventory stays on our lot.



2)Taking too many orders that exceed allocation: Sometimes due to demand of certain vehicles and our pricing structure; there can be more orders in our order bank than allocation for  a vehicle. This has happened on vehicle  lines such as Maverick, Bronco, and Super Duty. 
	Text Field 3: 1)The Current New Vehicle Climate: The current/future new vehicle enviornment fits very well with the  way we do business. With allocation being heavily based on sales volume, being a high volume dealer helps us get the necessary allocation to maintain these sales numbers. While we are also very willing to adapt to any time of climate, we look forward to new practices in new vehicle sales.



2) New Desirable Products: We think the future of Ford's products is a huge opportunity for us to shine. It gives our sales team the chance to showcase their product  knowledge and get the customer excited about their new vehicle. Desirable products also allow us to fill the pipeline with retail orders to continually build our growing customer base.
	Text Field 4: 1) Supply Chain Issues: Like every dealer and manufacturer have had to fear/handle over the last few years. Looming supply chain problems equal less new vehicle production. Meaning less sales.



2) Quality Issues: A large amount of a vehicle line having quality issues can then lead to brand distrust.



3) UAW Strike: Much like the first point, a possible UAW strike would make manufacturers unable to produce and ship vehicles to dealers. 




	Text Field 5: New Vehicle Sales/Inventory (Barker)
	Text Field 6: Since 1983, goal as a dealership has been to provide customers with an excellent new vehicle buying experience. This means before, during, and after the sale. It is extremely important to be consistent with the selling process with integrity while being able to adapt to an everchanging industry. Inputting a family like culture with employees and customers will help us remain among  the top of the sales rankings for many  more years. 


