SWOT Analysis Subjec

Strengths (+)

* few cars are over 90 days old on our lot which is
helpful for salesmen to still be excited about pushing
them for sale

* there are people interested in buying cars that have
been putting it off due to availability and pricing that are
now looking to buy cars

* we have more new cars available to sell - some
increased selection overall will help drive sales (we are
in a smaller town near a few larger cities so if we don't
have enough inventory people don't come on our lot
and just drive directly to a larger store with more
options)- this is due to OEM availability and we were
able to get more allotment due to facility improvements
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Weaknesses (-)

* our salesmen are used to inventory not turning as fast
as we would like (currently 8.5-9.5 times a year
new/used) so they do not see some of the urgency to
sell until the end of month/pay cycles

* poor marketing currently due to complacency when
we had little inventory to sell and everything was selling
so easily during covid

* Rusty/poor sales strategis and communication skills
from newer hires that entered our industry when things
were quite easy to sell

*improving our marketing- improving the website, pay
per click ads, and community involvement

* selling certain models of cars the OEM is pushing to
improve our allotment number we get

* give focus to exchanging and trading customers that
are scheduled for service in older vehicles (add a new
line or two to our script for reminder calls, offer people
test drives while they wait on their car or offer a new
car loaner for the day if they do mobile pick up/delivery)
* use a pay plan incentive for reaching some points of
turning new inventory within so many days or reaching
a set max of inventory over 60-90 days

*follow a hard turn policy of 60 days with a plan when it
reaches 30, 40, 50 and 60 days of measures to take.

*reliance on OEM for getting models that we can sell
well

* high interest prices making consumers uneasy about
taking out loans on cars

Opportunities (+) Threats (-)

Write your goal statement:

We will improve our turn rate from 8.5 new and 9.5 used to the benchmark of 12 turns annually within the next 6

months (Jan 31st, 2024)

Madison Cloninger
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