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SURVIVING ECONOMIC CHALLENGES

or auto dealers, whose inventory and This becomes even more important as we approach
sales depend heavily on the availability the winter months.

of eredit, the recent credit erunch could
be a serious impediment to success.
Survival requires pursuing a sound business strat-
egy. Now is the time to assess your current finan-
cial condition and rethink your business plan,
acknowledging the current economic challenges
while creating a scenario for
future success. Here are some
steps you can take to help keep

Analyze your expenses. Determine any costs
that can be reduced to ease your cash flow. Talk
with your associates and employees about the
need to control spending and eliminate waste.
Review how your dealership manages inventory.
Are there opportunities to reduce your on-hand
inventory? FFocus on used vehi-
cles and parts.

John Hayes,

Consider ways, such as shop

your business afloat and positioned CPA b lab _
for success in the future. Maloney + charges or labot BANCH, 8 prss
Novotny, L.L.C. your increased costs on to your

Do not panic. Rash decisions
made in response to sudden crises
can come back to haunt you. De-
termine your current cash position and your
expected short-term cash needs. Then decide how
best to meet those needs while staying within your
risk tolerance.

customers.

Review your floor plan and
other loans to make sure that you are in compli-
ance with their terms. Talk to your lenders. Will
they renew their commitments at similar amounts,
rates and terms?
please turn the page v+
Review your monthly gross profit.
How much of a drop in gross profit

can your dealership withstand and SPECIAL NADA ISSUE:
for how long? What are your cash- JANUARY 2009

flow needs for the next several USED-VEHICLE TAX TRAP

months? How sensitive is your
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analysis to the expected range of -
i HOW IT APPLIES TO YOUR DEALERSHIP
gross profits you may generate? VISIT US AT BOOTH #4308
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