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Name: Class #:
CHEVROLET GMC OF MILLERSBURG OHIO
. MILLERSBURG :
Dealership: Location(s):
3

How many people participated in this meeting?
What is your vision?
Customer for life Gross prafit domination | Both Other

]
Explain:

WE WANT TO PRESENT THE PRODUCTS USING A MENU PRESENTATION FOR EASE AND UNDERSTANDING
TO ALLOW OUR CUSTOMER TO PURCHASE ADDITIONAL PROTECTION. THIS WILL INCREASE CUSTOMER
SATISFACTION WHEN ISSUES ARRIVE KNOWING THEY HAVE THE PROTECTION

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

StrengEths Wea knesses

*STRONG NETRATION ON BACKEND PRODUCTS * ANCILLARY PRODUCTS {MAINTENANCE FOCUS}
{VSC & GAP}
*CASH CONVERSION
*INVOLVEMENT IN DEALS EARLY
*OFF SITE DELIVERIES
*UNDERSTANDING OF DEAL STRUCTURE

PEOI‘tUﬂItIES Threats

* INCREASE ANCILLARY PENETRATIONS TO DRIVE ~ [*CONTINUAL INCREASE IN INTEREST RATES
CUSTOMER BACK INTO SERVICE
*PENDING UAW STRIKE
*INCREASE TRAINING WITH SALES AND SALES
MANAGERS *OFF SITE DELIVERIES

*INCREASE RELATIONSHIP WITH LOCAL CREDIT
UNIONS & BANKS THAT DO NOT OFFER IN DIRECT
LENDING
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How will you improve or solidify your strengths?
*CONTNUE TO OFFER 100% OF THE PEOPLE 100% OF THE PRODUCTS 100% OF THE TIME

*STAY ACTIVELY INVOLVED WITH THE SALES DESK TO ASSIST WITH INCREASE CLOSING % BY USING
KNOWLEDGE OF STRUCTURE

*ALWAYS STAY ON TOP OF LENDER TRENDS AND RECENT CHANGES

*BUILD BETTER RELATIONSHIPS WITH BAND BUYERS TO BETTER UNDERSTAND WHERE GUIDELINES CAN
BE STRETCHED

How will you address and improve any weaknesses?

*WORK WITH OUR FINANCE DEPARTMENT TRAINER TO INCREASE KNOWLEDGE OF ANCILLARY PRODUCTS
AND WAYS TO PRESENT

*EARLY INTRODUCTION ON EVERY CUSTOMER THAT MAY BE A CASH OR OUTSIDE FINANCE
TO INCREASE CHANCES OF CONVERSION TO IN HOUSE FINANCE

*INCREASE TRAINING WITH WARRANTY COMPANY TRAINERS ON OFF SITE DELIVERIES
AND E-CONTRACTING
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How will you maximize or improve your opportunities?

*BUILD AND IMPROVE ON UNDERSTANDING OF PRODUCT BENEFITS

*SLOW DOWN DURING PRESENTATIONS

*ASK MORE OPEN ENDED QUESTIONS ALLOW THE CUSTOMER TIME TO TELL HOW TO BE SOLD

*BUILD A STORY BOOK SHOWING FACTS AND EXAMPLES OF OUT OF POCKET COST

How will you address and overcome any threats?

*EDUCATING ON MARKET CONDITIONS AND CONTINUE TO ASK FOR THE OPPORTUNITY FOR FINANCING
*PREPARE FOR WORST CASE AND PLAN FOR IT. DON'T MAKE OUTSIDE THREATS AN OBSTACLE

*OUTSIDE DELIVERS NEED TO BE HANDLED AS IF CUSTOMER IS IN FRONT OF YOU; USING ZOOM OR
WORST CASE JUST A PHONE CALL

*IMPROVE TURN OVER PROCESS FOR CUSTOMERS NOT COMING TO THE DEALER FOR DELIVERY
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What is your expected time frame to achieve desired results? Months? By what date?
ALL TRAINING COULD BE IN PLACE BY THE END OF SEPTEMBER 2023

NEW FINANCE TURN OVER PROCESS WILL BE WRITTEN AND IMPLEMENTED BY 9/15/23

What performance metric will you track to determine successful change? PVR? Products per? CSI?

PRESENT FINANCE PENETRATION FOR '2023 = 69%.....WE WANT TO INCREASE TO 75% FOR THE LAST
QUARTER

PRESENT ANCILLARY PENETRATION FOR '2023 = 2% EXCLUDING VSC & GAP
GOAL...SEPT 23 = 5%+, OCT '23 = 10%+ AND OVER 20% BY YEAR END

PRESENTLY WE AVG .84 PRODUCTS PER DEAL....GOAL WILL BE 2.0 PRODUCTS PER DEAL

Who participated in this SWOT?

Name Title

BRETT PORTER FINANCE MGR

Name Title

CHARLES SKINNER SALES MANAGER BACKUP FINANCE
Name Title

CHUCK TIECHE GENERAL MANAGER

Name Title

Name Title

Signed Date

Signed by dealer Management Date
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