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Balance sheet ratios (Oct. 2007)

Net debt to equity� 1.42
(Total liabilities less  
floor plan to total equity)

Current ratio� 1.91
(Current assets to  
current liabilities)

Service and parts absorption� 52.5%
(Service and parts gross  
profits divided by total fixed  
overhead expense)

Return on equity� 26.2%
Source: NADA Industry Analysis Division

	 October YTD 	 October YTD	 Percent 
	 2007	 2006	 change
Total sales	 $28,083,863	 $26,767,546	 4.9%

Total gross	 $3,859,494	 $3,657,410	 5.5% 
	As % of total sales	 13.7%	 13.7%

Total expense	 $3,555,520	 $3,189,615	 5.2% 
	As % of total sales	 11.9%	 11.9%

Net profit before taxes	 $503,973	 $467,795	 7.7% 
	As % of total sales	 1.8%	 1.7%

New-vehicle sales	 $16,409,485	 $15,771,495	 4.0% 
	As % of total sales	 58.4%	 58.9%

Used-vehicle sales	 $8,314,412	 $7,822,651	 6.3% 
	As % of total sales	 29.6%	 29.2%

Service and parts	 $3,359,966	 $3,173,399	 5.9% 
	As % of total sales	 12.0%	 11.9%

Advertising expense	 $314,443	 $301,670	 4.2% 
	As % of total sales	 1.12%	 1.13% 
	Per new vehicle retailed	 $598	 $589	 1.5%

Rent and equivalent	 $298,197	 $273,374	 9.1% 
	As % of total sales	 1.06%	 1.02% 
	Per new vehicle retailed	 $567	 $534	 6.2%

New-vehicle floor-plan interest	 $86,489	 $87,584	 -1.3% 
	As % of total sales	 0.31%	 0.33% 
Per new vehicle retailed	 $165	 $171	 -3.8%

Average new-vehicle selling price (retail)	 $28,670	 $28,223	 1.6% 
	Gross as % of selling price	 5.04%	 5.23% 
	Average gross profit	 $1,445	 $1,476	 -2.1%

Average used-vehicle selling price (retail)	 $15,649	 $15,508	 0.9% 
	Gross as % of selling price	 11.44%	 11.52% 
	Average gross profit	 $1,790	 $1,787	 0.2%

Light-duty vehicle sales 
In millions

	 Nov.		  Full
	 YTD	 %	 year	
	 2007	 chg.	 2006

Domestic cars	 4.8	 -4.5%	 5.4

Import cars	 2.2	 1.8%	 2.3

Total cars	 7.0	 -2.6%	 7.8

Light-duty trucks	 7.7	 -2.4%	 8.7

Total light-duty  
vehicles	 14.7	 -2.5%	 16.5

Average dealership profile
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nada dealer system provider (dsp) vendor survey

Would you be very likely to recommend your DSP vendor to another dealership?
Greater than mean (2005)

Equivalent to mean (2005)

Less than mean (2005)

Significant decrease

Stripes = 2005 data
Solids = 2007 data

2007 mean = 55%
2005 mean = 64%
2003 mean = 55%
2001 mean = 54%

Note: Percentages represent “very likely” responses. All dealership positions surveyed. There is a 7 percent margin of error. Source: NADA Information Technology

Goal =  
90% Satisfaction

➡


