Steady April result as profitability holds
up despite volume drops
Average UK car retailer profitability - April 2019
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Key
Ratios

ROLLING
12 MONTHS
April 2019

ROLLING
12 MONTHS
April 2018

Net Profit as % Sales

0.99%

0.85%

3.0%

Overhead
Absorption

52.7%

52.2%

80%

Used: New Sales

1.43:1

1.39:1

1.5:1

Vehicle Sales
Expenses as % Gross 66.0%

67.3%

50%

BENCHMARK

Steady April profitability

The average UK motor retailer made a profit of £5,000
in April, a marginal improvement over the prior year. In
the current climate of significantly reduced fast start
tactical activity and reduced overall new car registration
levels this represents a good return and a base to build
on through the remainder of the quarter.

Used car performance remains strong

With new car volumes remaining under pressure as a
result of the reduced general supply push of vehicles
into the UK, used car profits continue to pick up the
slack. It was pleasing to see the used car return on
investment bounce back from the dip below 80% at the
March month-end. Whilst there remains significant
scope for improvement this ratio reflects the strength of
used car performance.

Sales per
Sales Executive

156

158

150

Used Vehicle
Stockturn (days)

59.9

56.5

45

Return on
Used Car Investment 81.6%

83.2%

100%

Overall Labour
Efficiency

85.3%

83.4%

100%

Service Gross Profit
% on Labour

75.0%

74.7%

75%

More of the same for Q2 and the rest of 2019

Service Expenses
as % Gross

62.9%

62.4%

40%

1.55

1.51

2.5

It looks like the pattern is set for the remainder of 2019,
with new car registrations falling slightly compared to
the prior year. Diesels will continue their decline and
there seems nothing on the economic or political
horizon which will lead to an increase in the brands'
desires to sell cars in the UK raising the supply-push.

Hours per
Retail Job Card
Parts Gross
Profit %

20.5%

22.2%

22%

Parts Expenses
as % Gross

44.5%

47.7%

40%

7.49

7.09

8.00

Parts
Stockturn

Fall in used car stock levels
In the March results I noted that the average retailer
significantly increased their stock investment. Whilst
this is not unusual for March, with an influx of part
exchange vehicles and some tactical registrations, it
was pleasing to see a reduction in April back to more
normal levels. Margins remain under pressure as a
result of availability challenges, however overall results
remain strong.

The profitability focus will therefore remain on used cars
and after sales for retailers. As we saw in 2018, results
can be improved, even in times of a declining new car
market and this is likely to be the case in 2019. Albeit if
you are heavily exposed to brands scaling back their
volume aspirations, the year will be challenging.

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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