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Balance sheet ratios (July 2008)

Net debt to equity� 1.53
(Total liabilities less  
floor plan to total equity)

Current ratio� 1.98
(Current assets to  
current liabilities)

Service and parts absorption� 55.0%
(Service and parts gross  
profits divided by total fixed  
overhead expense)

Return on equity� 19.4%
Source: NADA Industry Analysis Division

	 June YTD 	 June YTD	 Percent 
	 2008	 2007	 change
Total sales	 $18,003,715	 $19,485,536	 -7.6%

Total gross	 $2,561,875	 $2,684,512	 -4.6% 
	As % of total sales	 14.2%	 13.8%

Total expense	 $2,301,486	 $2,328,432	 -1.2% 
	As % of total sales	 12.8%	 11.9%

Net profit before taxes	 $260,389	 $356,080	 -26.9% 
	As % of total sales	 1.4%	 1.8%

New-vehicle sales	 $10,318,021	 $11,364,139	 -9.2% 
	As % of total sales	 57.3%	 58.3%

Used-vehicle sales	 $5,242,612	 $5,800,991	 -9.6% 
	As % of total sales	 29.1%	 29.8%

Service and parts	 $2,443,083	 $2,320,406	 5.3% 
	As % of total sales	 13.6%	 11.9%

Advertising expense	 $204,198	 $214,156	 -4.6% 
	As % of total sales	 1.13%	 1.10% 
	Per new vehicle retailed	 $623	 $585	 6.5%

Rent and equivalent	 $216,001	 $203,780	 6.0% 
	As % of total sales	 1.20%	 1.05% 
	Per new vehicle retailed	 $659	 $557	 18.4%

New-vehicle floor-plan interest	 $29,811	 $63,793	 -53.3% 
	As % of total sales	 0.17%	 0.33% 
Per new vehicle retailed	 $91	 $174	 -47.8%

Average new-vehicle selling price (retail)	 $25,649	 $28,496	 -10.0% 
	Gross as % of selling price	 4.51%	 5.07% 
	Average gross profit	 $1,156	 $1,444	 -19.9%

Average used-vehicle selling price (retail)	 $15,377	 $15,563	 -1.2% 
	Gross as % of selling price	 11.05%	 11.56% 
	Average gross profit	 $1,699	 $1,799	 -5.6%

Light-duty vehicle sales 
In millions

	 Aug.		  Full
	 YTD	 %	 year	
	 2008	 chg.	 2007

Domestic cars	 3.4	 -5.4%	 5.3

Import cars	 1.7	 4.9%	 2.4

Total cars	 5.1	 -2.2%	 7.6

Light-duty trucks	 4.6	-19.4%	 8.5

Total light-duty  
vehicles	 9.8	-11.2%	 16.1
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nada dealer system provider (dsp) vendor survey

How would you rate the effectiveness of the technical training your vendor provides?

2007 mean = 37%
2005 mean = 35%
2003 mean = 34%
2001 mean = 34%

Note: Percentages represent very effective ratings. All dealership positions surveyed. Source: NADA Information Technology
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