Group Case Study

Strongest Customers (Top 3):

o VanaMax stands out with the highest YTD sales and a strong gross profit margin
of 25%.

o MA&B Collision also shows high sales, and although their gross profit margin is
lower than VanaMay, it's still considerably good at 18.6%.

o H & T Ford has the third-highest sales but the lowest gross profit margin among
the top 3. They also have a relatively high return rate of 9.1%.

Weakest Customers (Bottom 3):

o JD Auto Leader has the lowest sales by a significant margin and an overdue
account, indicating potential credit risk. However, they do have a high gross profit
margin of 20% and a very low return rate.

o Accidents Happen and AAAAAuto Collision have low sales compared to other
customers. While their gross profit margins are decent, the return rate however is
high.

Further Analysis and Considerations:

It would be beneficial to analyze the reasons behind the high return rates for some
customers, especially H & T Ford, Accidents Happen, and AAAAAuto Collision.
Addressing these issues could lead to increased profitability.

The overdue accounts of JD Auto Leader and M & D Used Cars need attention to
mitigate credit risk and ensure timely payments.

While JD Auto Leader has low sales, their high gross profit margin and low return rate
suggest potential for growth.The dealership could explore strategies to increase sales to
this customer while maintaining their profitability.

Understanding the specific needs and preferences of each customer segment could
enable the development of targeted marketing and sales strategies to improve overall
performance.

Marketing strategy:

Look in the area for more service shops. Body shops have to deal with insurance
companies meaning lower profits on parts.

Look at which shops are far away. We could charge a 3 dollar delivery fuel charge for
shops further away.

Wholesale programs to enhance business (listed below).



Wholesale Customer Loyalty Program

e Tiered Rewards: The program will have three tiers based on annual purchase volume:
Silver, Gold, and Platinum. Each tier will offer increasingly valuable rewards and
benefits.

e Points System: Customers earn points for every dollar spent, redeemable for
discounts, free shipping, or exclusive events.

e Early Payment Discounts: Customers who pay their invoices within a specified
timeframe will receive an additional discount on their purchases.

COD Incentive: Discounts for paying in cash on pickup only sales.

Volume Discounts: Customers who consistently purchase large volumes receive
additional discounts. (If the shop begins buying more from us).

Referral Program: Customers earn rewards for referring new wholesale customers.
Personalized Service: Customers receive personalized support from us. (This goes to
why buy from us and our vision).

e Exclusive Promotions: Customers receive exclusive promotions and early access to
new products.

Benefits of the Program:

e Increases customer loyalty and sales volume.
e Improves cash flow and attracts new customers.
e Enhances customer relationships.

Implementation and Promotion:

e Clearly communicate program details to customers.
e Implement a user-friendly system for tracking points and redeeming rewards.
e Regularly promote the program through various channels.

Continuous Improvement:

e The dealership should continuously monitor the program's effectiveness and make
adjustments as needed to ensure its success.



