Challenging February for the average
UK motor retailer with losses up £4,000
Average UK car retailer profitability - February 2018
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Key
Ratios

ROLLING
12 MONTHS
FEB 2018

ROLLING
12 MONTHS
FEB 2017

Net Profit as % Sales

0.85%

1.06%

3.0%

Overhead
Absorption

52.0%

52.9%

80%

Used: New Sales

1.35:1

1.15:1

1.5:1

Vehicle Sales
Expenses as % Gross 67.2%

66.0%

50%

BENCHMARK

Losses increase for February

The average UK motor retailer posted a loss of £18,000
for the month of February, an increase of £4,000 over
the loss recorded in February 2017. This continues the
trend of increasing mid-quarter month losses and
reverses the gains made during January leaving the
average retailer £2,000 behind on a year-to-date basis.

New car performance the key negative

Unsurprisingly the principal driver of this downturn in
performance was a deterioration in new car profitability.
Whilst we will have to wait until the March results to see
the full bonus earnings, the lower volumes of new
vehicle sales have had an effect on February
profitability. Whilst the vehicle volumes are low for the
month, it is as ever the case that dealers make money
selling cars.

Sales per
Sales Executive

158

140

150

Used Vehicle
Stockturn (days)

55.3

57.0

45

Return on
Used Car Investment 85.6%

82.9%

100%

Overall Labour
Efficiency

83.3%

83.7%

100%

Service Gross Profit
% on Labour

74.6%

75.5%

75%

Aftersales also showing signs of strength

Service Expenses
as % Gross

62.3%

60.5%

40%

1.50

1.53

2.5

Whilst all of the key service ratios show a slight
deterioration on the prior 12 months, profitability from
aftersales has continued to grow. We are starting to see
increased capacity to go alongside the increase in the
size of the vehicle parc. This provides significant
opportunity for retailers to increase their VHC upsell.

Hours per
Retail Job Card
Parts Gross
Profit %

26.1%

27.6%

23%

Parts Expenses
as % Gross

46.2%

41.0%

40%

7.1

7.1

8.00

Parts
Stockturn

Used cars showing continued strength

Used car performance for the month of February
remained strong, with healthy levels of return on
investment and used vehicle stock days. Whilst retailers
are running with higher than desired levels of stocks,
this pressure is being well managed and used cars
remain a very lucrative profit stream as new car
performance falls back on the prior year.

The outlook for 2018 clearly depends heavily on the
overall Q1 performance. Whilst new vehicle
registrations were significantly down, the majority of this
downturn happened right at the end of the month of
March. Hopefully this means lower self registrations
with a lesser impact on overall profit generated.

The ASE Key Ratios are a simple way to benchmark performance and quickly assess the strengths and weaknesses if
a motor retail dealer. ASE plc collect in excess of 17,000 composite submissions on a monthly basis across the world,
whilst ASE Audit LLP offers professional advisory services to over 320 privately owned UK motor businesses.
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