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· Don’t be late
· There are no guides for sales
· Amazon Prime it
· Sometimes your best sales customers are your worst gross customers
· 20% of your customers give you 80% of your business
· Wholesale departments—you need to retain 17% of gross to breakeven (NADA guide)
· 3 ways to increase profits—lower expenses, improve gross, or sell more
· Just because you’re doing a lot of something in one particular area of business, it doesn’t mean you’re necessarily making a lot of gross on it
· 99 cents feature for Reynolds
· If you want to go into wholesale in a big way, you better be prepared to do a full analysis because there is probably a big dog in the area
· Dirty dozen
· True gross separates the discounts from the bottom line; policy account
· Opportunities that are available—pro forma and what we are leaving on the table
· Matrix pricing
· Grading your wholesale customers
· Increase your margins to where they are supposed to be (pro forma)
· How the price gets changed on a part we currently have in stock
· Faster service to green light customers
· Know your sales distribution and your profit contribution
· Value for value
· Inside vs outside
· It’s ok to fire your customers
· Little Caesar’s Pizza
· Hard to get into the wholesale business on a large scale
· Categorize our customers a little better with green-yellow-red light
· 17% for breakeven
· Parts & used car inventory—dealer has money tied up in these areas
· The owners don’t show too much love to the parts department
· 3.9 million in gross profit opportunity in the class
· 2.5 million in obso
· Tax IDs every year
· Watch out for the ELR for increases
· 
