February 2019 matches 2018 loss with
all eyes turned to March
Average UK car retailer profitability - February 2019
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Key
Ratios

ROLLING
12 MONTHS
Feb 2019

ROLLING
12 MONTHS
Feb 2018

BENCHMARK

Net Profit as % Sales

0.99%

0.83%

3.0%

Overhead
Absorption

52.5%

52.0%

80%

Used: New Sales

1.45:1

1.36:1

1.5:1

Vehicle Sales
Expenses as % Gross 65.9%

67.3%

50%

February loss mirrors 2018 performance
February is always a tough month for UK motor retailers
with a shortage of working days with frequently
inclement weather and all focus really on hitting the
March target. Whilst there was no significant snow
disruption in 2019, UK motor retailers matched their
performance from February 2018, producing a loss of
£19,600 for the month.

Fall in used car stock levels from January

We noted in January's report that used car stock levels
were running high at UK motor retailers. It was
pleasing, therefore, to see a reduction in stock
investment of 13% by the end of February. This is an
area which still needs to be monitored, with stock
investment currently 17% up year-on-year. Given the
significant used profit opportunity this is not necessarily
an issue but the cars must be kept moving.

Sales per
Sales Executive

162

151

150

Used Vehicle
Stockturn (days)

58.2

55.2

45

Return on
Used Car Investment 82.1%

85.8%

100%

Overall Labour
Efficiency

85.1%

83.3%

100%

Service Gross Profit
% on Labour

75.1%

74.6%

75%

Uncertain outlook for March

Service Expenses
as % Gross

63.0%

62.3%

40%

1.55

1.50

2.5

The result for March remains uncertain. The overall
registration level looks like being 3% behind the prior
year, with similar levels of self registrations as we saw
in 2018. There is, however, significant variance
between brands, with double digit gains and falls
amongst different franchises.

Hours per
Retail Job Card
Parts Gross
Profit %

20.6%

22.7%

22%

Parts Expenses
as % Gross

44.5%

46.2%

40%

7.36

7.14

8.00

Parts
Stockturn

Stability in overheads

After years of rising overhead costs, for the past two
months we have seen a stability in the overall back
page cost. For the majority of brands we have seen the
end of the significant facility cost increases and, whilst
there may be a rise as a result of increasing utilities
cost, we should see growth in overhead absorption as a
result.

Used car and aftersales profitability should provide a
solid platform for profit improvement, particularly when
allied to the stable cost base noted above. The key will,
however, be new car profitability and the all-important
bonus earnings.

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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