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SWOT Analysis of Dodge
The strategies used to market a company’s product substantially depends on the results from the SWOT analysis of that company. Through SWOT analysis, the management gets a better understanding of the areas that need improvement, those that show constant success, and the ones that have failed. Dodge is an organization based in America, and that deals in different brands of cars, including those of sports, sedans, minivans, SUVs, and hatchbacks, among others (Ferrero, De Gregorio & Zampese, 2019). Headquartered in Michigan, the organization experiences a low purchase of the Ram trucks by women, which propels them to design a better marketing strategy that would increase women’s enthusiasm for purchasing the vehicles, either for personal or organizational use. Below is a table outlining the organization’s SWOT Analysis.

	Strengths
	Ram trucks are viewed as one of the highest success because of its safety, comfort, and ability to move on various terrains, which is appealing to women seeking comfort while using trucks. Those who have purchased the vehicle always refer to many other prospective customers.
The company has high brand visibility, which suits the American culture by focusing on the changing lifestyles of the American population (Fildes et al., 2017). The brand visibility can attract women customers across all ages. 

	Weaknesses 
	For a good time now, vehicles from the Dodge organization have faced a lot of criticism due to their bad engines, which consequently pulls customers away. The poor engines are likely to scare women who prefer fairly stable trucks and cars. 
Dodge mostly focuses on bigger cars like the Ram trucks, which, in most cases, fail to suit the needs of women customers who are interested in smaller cars. Hence, most customers buy from their competitors.

	Opportunities 
	The company has an opportunity to sell more trucks to the current growing women demographic across the US. 
Currently, the market for minivans and Ram trucks is speedily growing in the US. Dodge can utilize the market to target more women.
The fact that the needs and tastes of customers have changed towards liking safety in vehicles gives Dodge an upper hand in winning more customers (Fildes et al., 2017). Women love comfort and safety, and Ram trucks are always associated with both properties.   

	Threats 
	[bookmark: _GoBack]Dodge faces competition from other established firms, including the Jeep Brands and others. Other established brands such Jeep easily attracts women due to their brand names and good quality design that attract women. 



Marketing Strategy
The market is so stiff with competition from the likes of Ford and Nissan, and only a few women buy the Ram trucks. There is, therefore, a need to come up with marketing strategies that will ensure that women turn the purchase of trucks. According to Fildes et al. (2017), the first method is the embedded marketing or product placement. The strategy involves an organization like Dodge giving Ram tracks to be used by actors in their movies. In this case, Dodge should provide women with actors, mostly for two reasons. That is, to increase the brand knowledge, and also to arouse the love of the brand from more women where they see their fellows us it.
Social media is an excellent place to market vehicles. Through social media, the organization should mostly engage in highlighting the promotions, prices, and deals regarding the ram tracks. If the customers find that the prices are lower than those of the competitors, including Jeep and Ford, then they will always rush for them. The marketing should also provide the inside features of the vehicle, including baby spaces between the two front seats, to attract more women with families (Ferrero, De Gregorio & Zampese, 2019). The authenticity of the services outlined in social media should provide a strong foundation for winning more customers, either by the use of organizational-generated feedbacks or positive testimonies from those who already purchased the cars. People usually love beautiful brands; hence, the Dodge organization should ensure that the brands are colorful and attractive more to the female than male customers if they wish to increase female buyers. 
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