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Emerging 

Technologies 

Balancing Sales 

with Operational 

Demands  

Speed and Efficiency  

Access to Data to 

Make Smart 

Decisions  

Consolidation Fierce Competition 

Used Car 

Sourcing     

Partnering To Address Marketplace Challenges 

No one can “go it alone” in the automotive industry 
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 To Transform the Way People 
Buy, Sell and Own Cars 



            

Inventory & Consumer 

Marketplace Insights 
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Dominant Forces Shaping the Automotive Industry 

Exchange 
Rates 

Markets 

Credit  
    Conditions 
Longer-term loans 

Availability 

Lease subvention 

Interest rates 

Severity of loss 

LTVs 

Labor      
    Market 

Age & education differences 

Participation  

Rate 
Hours & earnings 

Involuntary  
part-time 

Under-employed 

Energy 

INVENTORY AND CONSUMER 



            

Inventory Volumes – Further Growth Ahead 

Source: Manheim Consulting 
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Total Wholesale Supply:  Off-Rental 
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Source: NABD/Autotrader. Buy Here Pay Here Study 

conduct 
research  

BHPH 
Customers 

prior to visiting 
the dealership 



            

Source: NABD/Autotrader. Buy Here Pay Here Study 

BHPH 
shoppers  

are online 

70% 
use the Internet 



            

Supporting Buy Here, 
Pay Here Dealers 
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Sourcing the Best Inventory 

Expand Inventory Options 

Fulfilling Your Acquisition Needs  

Presenting Inventory Options 

Saving You Time & Money 

1 

2 

3 

4 



            

 Expanded Inventory Options 



            

Expanded Inventory Options 



            

    
    



            

Expanded Inventory Options 



            

Expanded Inventory Options 



            

Workbook 
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workbook 



            



            



            



            

 Fulfilling Your Acquisition Needs 



            

Image of simulcast 

Acquire Inventory from the Comfort of  
Your Dealership 



            

Bringing Inventory to You 



            

 Presenting Inventory Options 



            

Presenting Off-Lot Inventory Options 



            

 Saving You Time & Money 
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“My Purchases” 



            

myAccount 



            

“The Learning Center” 
www.manheimtools.com/tlc/ 

http://www.manheimtools.com/tlc/
http://www.manheimtools.com/tlc/


            

Will Chandler 
Regional Director 

FINANCING YOUR 
INVENTORY FOR GROWTH 
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Status of Used Car Industry 

Sources: NAAA, NADA, Black Book 

• 5 million cars sold through the first five 

months of 2015 (NADA) 

• Total auction volume up 6.9% in May 

• In June, prices fell by 0.7% YOY 

 

 

 

• Eyes on Federal Reserve: will  

short-term interest rates go up 

in Q4? 

• More used supply, weaker 

credit conditions and new-

vehicle pricing pressure  

could lead to higher rates of 

depreciation over next  

few years 

 

 

 



            

“My own experience over 30 years tells me 

there are too many dealers who do not 

understand their own finances. They can 

tell if they have made a profit or a loss but 

they do not know how they got there. Profit 

margins are so slim today that any mistake 

a dealer makes could be deadly on the 

bottom line.” 
Joe Lescota 

NIADA Director of Dealer Development 

 

Financial Management is Important 



            

Financial Management Is Important 

• Inventory is one of the  

biggest expenses 

 

• Auto industry is unique: 

abundant & obtainable 

commercial loans 

 

• Easier to find capital 



            Bank Lines Floor Plan 

“Work smarter, not harder” 

Inventory Funding Sources 

Auction 

(Float Program) 



            

Key Funding Considerations 

Things to consider before 

selecting a funding source: 
 

• How does my credit history look? 

• How much financing do I need? 

• How many vehicles do I need to 

stock for a 45-day supply? 

• What are the terms available? 

• What are the payment 

obligations and how do I 

manage them? 



            

Bank Lines 

• Selective with whom they do business 

• Often requires minimum time  

in business 

• Bank appetites vary 

• Require collateral 

• May allow dealer to retain title 

• Normally an interest-based  

product 

Source: vAuto 



            

Cash/Private Investor 

• Dependent on your network 

• Longevity often based on return 

• Structures vary from 

transactional fee  

based to interest based to 

profit based 

• Advance rates, audits, 

guidelines vary   

 

Source: vAuto 



            

Auctions (Float Programs) 

• Local underwriting 

- Decision usually made by auction  

• Accessible for credit-challenged  

dealers 

• Captive to auction source 

• Short float periods 

• Limited functionality  

• Typically fee-based  

product 

 

Source: vAuto 



            

Auctions (Float Programs) 

• What happens after float 

period is up? 

- Dealers need a long term plan for 

flip to bank/FP 

 

Source: vAuto 



            

Floor Planning 

Source: vAuto 

Interest Rate 

The interest charged 

on the outstanding 

amount of an advance 

under the LOC. 

Term 

The number of days in 

each period for an 

advance under the LOC 

before the advance must 

be repaid in full. 

Floor Plan Fee 

The fee incurred at the 

beginning of a period 

for each advance under 

the LOC.  

Curtailment 

The % of principal 

reduction at the end 

of a period that must 

be paid in order to 

“curtail” or “extend” 

the due date. 

All the above are factors determined through the credit and lending process 

Floor plans are comprised of the following:  



            

Benefits of Floor Planning 1 

Finance used & new 

vehicles from multiple 

buying channels: 

• Auction purchases 

• Trade-Ins 

• Wholesale units 

• Dealer-owned inventory 

• Private owner purchases 



            

2 Benefits of Floor Planning 

• Use working capital to: 

- Advertise more 

- Hire a new sales person 

- Repave your lot 

Free up working 

capital to be used 

elsewhere in the 

business 

Important:  

Balance credit and working capital to maximize cash flow 



            

Floor Planning Key Considerations 

What you should determine 

before you use your floor 

plan LOC: 

• How leveraged should I be? 

• Can I spend the money where I buy? 

• Do I truly have a need for additional   

inventory? 



            

Do I Really Need Additional Inventory? 

• Are you finding holes in your front  

line inventory? 

• Are you scaling operations to  

multiple locations? 

• Is your operation setup to     

accommodate additional inventory? 

• What is your working capital position? 

• What is the market outlook? 



            

Summary 

Multiple Funding  

Options 

= 

More buying power 

for dealers 
 Positive economic 

and used car 

outlook  
More inventory/growing 

buying population 

Tools  

“work smarter, 

not harder” 

when it comes 

to acquiring 

inventory 
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