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Promise:  After this session you                
will be able to distinguish the critical 
key performance indicators that are 
ŜǎǎŜƴǘƛŀƭ ŦƻǊ ȅƻǳǊ ŘŜŀƭŜǊǎƘƛǇΩǎ 
profitability.



CƛǊǎǘΣ ƭŜǘΩǎ 
talk 

reality



THE FOUNDATION

1. SALES:  The amount of money received                    
for products sold after discounts, trade                       
over-allowances and giveaways.

2. COST OF SALES:  The cost of buying, shipping 
and getting products ready-to-sell (i.e., new 
unit PDI, pre-owned unit reconditioning).

3. GROSS PROFIT:  Sales minus cost-of-sales



OVERALL DEALERSHIP

GROSS PROFIT BENCHMARK

Sales Cost-of Sales          25-30% Gross Margin



OVERALL DEALERSHIP



HELPING OR HURTING YOU?

NEW UNIT SALES DEPARTMENT 
GROSS PROFIT BENCHMARK

*Price 
reductions, 
trade over -

allowances, free 
accessories &                
free apparel

Sales minus Cost-of Sales minus Concessions*equals New Unit Gross Profit


