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The views and opinions presented in this educational program and any accompanying handout material are those

of the speakers, and do not necessarily represent the views or opinions of NADA. The speakers are not NADA
representatives, and their presence on the program is not a NADA endorsement or sponsorship of the speaker or the
speaker’s company, product or services.

Nothing that is presented during this educational program is intended as legal advice, and this program may

not address all federal, state, or local regulatory or other legal issues raised by the subject matter it addresses.
Program participants should consult with their attorney to obtain advice with respect to any particular legal matter.
The purpose of the program is to help dealers improve the effectiveness of their business practices. The information
presented is also not intended to urge or suggest that dealers adopt any specific practices or policies for their
dealerships, nor is it intended to encourage concerted action among competitors or any other action on the part of
dealers that would in any manner fix or stabilize the price or any element of the price of any good or service.



Key Takeaways

Assess used
vehicles based on
return potential, not
just price or
availability

Build the right
Inventory mix to
maximize turn rates
and profit margins

Use data-driven
strategies to avoid
overpaying, reduce

risk, and improve
overall inventory
performance
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Vehicles vs. Investments

Investments have an intentional:
e GROI
e Shelf Life

Grossasa%

X Turn Rate

of Sales

How Much? How Often?

L
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Calculating GROI

If a $10,000 vehicle sells
after 1 year in stock and

(0)
generates a $1,000 profit... 10/0
Gross as a % of Sales
What is the GROI? .
What if it sold after 90 10%

days in inventory?

Gross as a % of Sales

What if it sold after 30 10%
days in inventory?

Gross as a % of Sales

1

Turn Rate

Turn Rate

Turn Rate
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Become an Investment Analyst
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Vehicle Acquisition

Sources:
* Trades
* Set goals fornew and used

e Service
 Curb buys

Considerations:
 Market days’ supply
* Desirability in your marketplace
* Recon time




New Market Leaders

Change Change
Top Models Volur;lhe al\r’Iearket from Top Models VOlUI‘the atdearket from
Previous Previous

HONDA CR-V . FORD F150

CHEVROLET SUBARU
EQUINOX CROSSTREK

CHEVROLET GMC SIERRA
SILVERADO :

HONDA HR-V
TOYOTA RAV4

CHEVROLET
HONDA CIVIC TRAX

)
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Defection to Other Makes

Dealer

Total Defection to Other Makes
A +30.9pp Increase from Previous Period

78.2%

Total Defection
¥ -0.5pp Decrease fron
Previous Period

W Defection to Other Mks
Defection to Other Dir Nov-24 Jan-25 Mar-25 May-25 Jul-25
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Top Defector Models

;l_.f—e HONDA CR-V

< . GMC SIERRA

TOYOTA RAV4

FORD F SERIES
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Retail Vehicles by Days in Inventory

0-10 days

11-20 days

21-30 days
31-40 days
41-50 days
51-60 days
61-75 days
76-90 days

91-119 days
120+ days

$527,508

$1.432.324

$660,942
$577,025
$602,500
$566,670
$857,034
$232.110
$122,163
$307,045

Total Avg
Days in Inv. # Vehlcles Investment Investment

$21.100
$27 545
$22 031
$25.088
$25.104

$37.778
$29 553
$25.790
$30,541
$51,174

Adj % Cost
to Market

Market Days
% of Market Supply
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Retail Vehicles by Days in Inventory

Days in Average Adjusted % Cost Market Days’

% of Market

Inventory Investment to Market Supply

#NADASHOW



Retail Vehicles by Days in Inventory

. . 0 .
Days in Average Adjusted % Cost % of Market Market Days
Inventory Investment to Market Supply

31-40 Days $25,088 109% 123%
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Days in Inventory

Unranked B Red Yellow M Green Under Yellow W Under Fed

Ranking by Age Group
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Appraisals by Appraiser for Last 60 Days

Completed Appraisals #Taken In Look to Book

Appraisals broken down by Appraiser for previous 60 days
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Per Day Sales Rate within 75 miles

30 25 20

45 Day Sales Velocity 14 Day Sales Velocity
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Customer-Friendly Appraisals

* Appraise when they want ta
* Be transparent
* Don’t low-ball

* Offer online purchase options
* Appraisal tools

* Low pressure: We want to buy yot
* 100% of time with 100% of customers

ar

e
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Measuring Appraisal Succe

Multiple Data Points:

* Look to Book
* Buys per appraisal
* Measure trends
* Goal depends on sales process

* Trade Ratio
* Trades per car sold

* Trades per Opportunity
* Any customer in the dealership
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Service Opportunities

* Dedicated role to acquire
cars in Service

* Depends on size of dealership

* Target 2% of Customer Pay ROs
(including ESCs)

* Example:

* 1,000 ROs per month = 20 additional cars
* How much staff time is that worth?

* Al tools can support customer contact
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Low Price, High Turn

* Are you stocking for your market?
* What’s your market area?
* What’s your average price?
* Are you stocking for your market?

* Fastest turning cars are 7-9 years old

e Stock less expensive cars and turn
them fast

* Focus less on PUVR and more on
GROIl and Service
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DMA Income

$200,000 - $249,999
$150,000 - $199,999
$125,000 - $149,999
$100,000 - $124,999
$75,000 - $99,999
$50,000 - $74,999
$40,000 - $49,999
$30,000 - $39,999
$20,000 - $29,999
$15,000 - $19,999
$0 - $14,999

0% 5% 10% 15% 20%



DMA Ages

75+ YEARS
65-74 YEARS
55-64 YEARS
45-54 YEARS
35-44 YEARS

25-34 YEARS

18-24 YEARS

|”||l

0% 5% 10% 15% 20% 25%

#NADASHOW



DMA Language Spoken at Home

mENGLISH

B SPANISH

m MANDARIN
m OTHER
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A $15K Vehicle

* Factory parts?
* A-level tech?

* What are your
competitors doing?

Don’t fall in love
with the car.
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