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4

How many people participated in this meeting?

What is your vision?

Customer for life Gross prafit domination | Both Other

[ ]
Explain:

Our primary vision is to build strong relationships with our Customers and convert them to Customers for Life. This does
not mean we ignore gross and PPD. We want to make sure we are selling every customer every time with an emphasis
on getting them the products that make the most sense given their unique circumstances. This will ensure our customers
get value out of our F&I process.

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

Strengths Weaknesses

Smaller team - easy to get everyone on same page. Not a lot of redundancy when someone is out.

Great product portfolio. Strong administrative company. Longer wait times when dealership gets busy.

Ongoing training currently underway through our provider. | Inexperience - one of our F&l managers is new to the
Bentley Benefits on every new car. position. He was an internal promotion with a lot of
Good reputation. potential but needs training.

Down YoY - 2022 we were $2,000 PVR and 1.13 PPD
while 2023 YTD we are $1,683 PVR and 1.06 PPD. This
is large part due to the turnover. New F&l is 0.99 PPD
YTD but was up to 1.25 in September. The

Opportunities Threats

Fast growing city with government jobs. (Recession Rate increase means will make less money on rate and
resistant) need to get back to selling products.

Relearn F&I basics and get back to selling product. Inventory still has not fully recovered from COVID and
Develop strong Customer loyalty through transparent and [ UAW strike ongoing.

quick F&I process New car gross will disappear as inventory returns.
Vehicles are more expensive than ever making Dealers that sell well under invoice.

insurances and warranties more valuable than ever. Government Regulations. GLBA and other
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How will you improve or solidify your strengths?

Need to continue training for the foreseeable future to make sure new team member gets up to speed quickly. Already
have seen huge improvements on his numbers.

This exercise and making sure everyone is on same page about what our goals as a company and department are will
definitely help the customer experience.

Continue to explore the latest products, need to look into products for electric vehicles to make sure we have offerings
for every customer.

We just started Bentley Benefits on all new cars. Lifetime Loyalty Protection on power train, one year anti-theft, one year
interior protection, and one year protection. This will give us value to sell customers on outside of price. Need to ensure
that team members are on same page about how program works so we are giving customers accurate information.

How will you address and improve any weaknesses?

We recently brought in a floating F&l manager to help while we had a team member out for an extended period of time
with health reasons. Keeping this person on board to help fill roles will help ensure we are not short people in the future.
We used to write on deal jackets when the jacket went to the F&I and they would write when they went to get customer.
This helps track wait time on F&l. Managers do not want to split deals three ways so making sure they know where we
want to be and that the other solution is bringing on another F&I Manager will help reduce times alone.

We are bringing in a third party training company to help the entire company, but this will be extremely beneficial for our
new members.

Our targets will be 1.5 PPD and 2,000 PVR going forward. These are stretch goals and we have a long way to get there
but believe it is possible.
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How will you maximize or improve your opportunities?

Focus on capturing our market with advertising to get more turns in the box.
Examine F&I process, products, and menu to ensure a good customer experience while offering competitive, high value

products.
Start tracking F&I wait times. Ensure that our customers are getting to F&I quickly.

How will you address and overcome any threats?
Continue to develop a process that focuses on selling products that customers actually need. This will help reduce any

risk from increased interest rates.
Continue to focus on growing our used car department. Reduce dependency on manufacturers.
Focus on F&I profitability to help make us more competitive when new car market becomes competitive like before.

© 2022 All Rights Reserved, NADA.



NADA oo

——
p——

What is your expected time frame to achieve desired results? Months? By what date?
We want to achieve PVR and PDD goals by beginning of 2024. That gives us 90 days. 1/1/2024

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

PVR Goal - $2,000 PPD Goal - 1.5
Currently YTD - $1,683 Currently YTD - 1.13
September - $1,540 September - 1.01

F&I wait time. Do not know starting point but will begin to measure.

Who participated in this SWOT?

Name Title

Wind Bentley Executive Management
Name Title

Trey Bentley Dealer Principle
Name Title

Casey Boardman General Manager
Name Title

Robert Carlson F&I Manager
Name Title

Signed Date

Signed by dealer Management Date
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