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Investment Minded New Car                         
Inventory Management  



“I’ve been doing this for 
26 years, and I know 

exactly what I want on 
my parking lot”

Earl Watkins, New Car Investor

“Risk comes from 
not knowing what 

you’re doing”

Warren Buffet, Stock Investor 



Buffet vs S&P 500

$16M

$1,000



?

Which Line is Earl?



New Vehicle Stocking & Ordering



Inventory Management Styles



We have a Problem…



The New Math of Floor Plan

2015 2019
Average Invoice $33,456 $36,383
Floor Plan Assitance at 1.5% $501 $545
Prime Interest Rate 3% 5.5%
30 Day Cost to Hold $83.64 $166.76
60 Day Cost to Hold $167.28 $333.51
90 Day Cost to Hold $250.92 $500.27
120 Day Cost to Hold $334.56 $667.02
150 Day Cost to Hold $418.20 $833.78
180 Day Cost to Hold $501.84 $1,000.53
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Holding Costs are on the Rise

2018 2019



Common New Car Inventory Strategies

1. Hope the problem goes away on it’s own

2. Hope the manufacture gets rid of my 
problem with incentives

3. Attack Inventory Problems – and don’t make 
those mistakes again



How can New Car 
Inventory Managers 
Become Inventory 

Investment Managers?



B E T T E R  I N V E N T O R Y  
M A N A G E M E N T  S Y S T E M S  



P R O A C T I V E  M I N D S E T



T I E  PAY  P L A N S  TO                 
P E R F O R M A N C E



#1
B E T T E R  I N V E N T O R Y                    

M A N A G E M E N T  S Y S T E M S



OEM ORDER MANAGEMENT SYSTEMS



Dealers Need the Full Picture



Portfolio Management

H I G H  V O L U M E
F A S T  T U R N

H I G H  V O L U M E
S L O W  T U R N

L O W  V O L U M E
F A S T  T U R N

L O W  V O L U M E
S L O W  T U R N

Sales 
Volume

Speed of Turn



Irrational Asset Management    



#2
P R O A C T I V E  M I N D S E T



Identify Problems BEFORE they are Problems

30 60 90 120 180 365+

Aging Buckets Market Days 
Supply Buckets

15 45 90 120 180 240 300



#3
T I E  PAY  P L A N S  T O  P E R F O R M A N C E



Typical Pay Plan 
Elements

Salary

4.5% of Total Gross 

Volume Bonus Levels 

CSI Bonus

Retention Bonus

Internet Close Rate Bonus

Sales Team Certification 
Bonus

Pay Plans DRIVE Performance 

Missing Elements
% of Floor Plan Profit
Inventory Turn Bonus

10% Curtailment on Aged



The need to evaluate your 
inventory vs. the market and 
understanding your asset 
classes

Proactive > Reactive Mindset 

 Pay for Performance 

Go Back to your Store and….

1. Ensure you have the Right Data to Manage 
your Sizable Investment

2. Tie Comp Plans to Inventory Performance

3. Attack Inventory Problems before they 
become Problems   



YONKERS KIA



BOOKS $43K Per Month in Floor Plan Profit

Only Pay Holding 
Expense on 15% of 

their Inventory



GET SOCIAL: Share a takeaway from this session using #DD27

Rate this session with 
the Digital Dealer mobile 
app!
(Search “Digital Dealer” in your app 
store to download the free app)

SPEAKER CONTACT INFO:

Brian Finkelmeyer
Senior Director of Conquest
vAuto
Brian.Finkelmeyer@coxautoinc.com
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