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Balance sheet ratios (Nov. 2007)

Net debt to equity� 1.41
(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� 25.0%
Source: NADA Industry Analysis Division

	 November YTD 	 November YTD	 Percent 
	 2007	 2006	 change
Total sales	 $30,597,980	 $29,173,821	 4.9%

Total gross	 $4,205,196	 $4,000,095	 5.1% 
	As % of total sales	 13.7%	 13.7%

Total expense	 $3,674,522	 $3,502,472	 4.9% 
	As % of total sales	 12.0%	 12.0%

Net profit before taxes	 $530,674	 $497,623	 6.6% 
	As % of total sales	 1.7%	 1.7%

New-vehicle sales	 $17,853,562	 $17,156,978	 4.1% 
	As % of total sales	 58.3%	 58.8%

Used-vehicle sales	 $9,058,611	 $8,529,549	 6.2% 
	As % of total sales	 29.6%	 29.2%

Service and parts	 $3,685,806	 $3,487,294	 5.7% 
	As % of total sales	 12.0%	 12.0%

Advertising expense	 $344,907	 $331,976	 3.9% 
	As % of total sales	 1.13%	 1.14% 
	Per new vehicle retailed	 $606	 $585	 3.5%

Rent and equivalent	 $327,929	 $302,385	 8.4% 
	As % of total sales	 1.07%	 1.04% 
	Per new vehicle retailed	 $576	 $533	 8.1%

New-vehicle floor-plan interest	 $93,162	 $96,138	 -3.1% 
	As % of total sales	 0.30%	 0.33% 
Per new vehicle retailed	 $164	 $169	 -3.4%

Average new-vehicle selling price (retail)	 $28,711	 $28,350	 1.3% 
	Gross as % of selling price	 5.02%	 5.22% 
	Average gross profit	 $1,442	 $1,481	 -2.6%

Average used-vehicle selling price (retail)	 $15,669	 $15,506	 1.0% 
	Gross as % of selling price	 11.39%	 11.50% 
	Average gross profit	 $1,785	 $1,783	 0.1%

Light-duty vehicle sales 
In millions

	 Full		  Full
	 year	 %	 year	
	 2007	 chg.	 2006

Domestic cars	 5.3	 -4.1%	 5.4

Import cars	 2.4	 1.0%	 2.3

Total cars	 7.6	 -2.6%	 7.8

Light-duty trucks	 8.5	 -2.4%	 8.7

Total light-duty  
vehicles	 16.1	 -2.5%	 16.5

Average dealership profile

nada dealer system provider (dsp) vendor survey

How satisfied are you overall with the products and services from your DSP vendor?

2007 mean = 79%
2005 mean = 78%
2003 mean = 82%
2001 mean = 71%
1998 mean = 66%

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

Goal =  
90% Satisfaction

Greater than mean (2005)

Equivalent to mean (2005)

Less than mean (2005)

Significant decrease

Significant increase

Stripes = 2005 data
Solids = 2007 data
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