INTRODUCTION
Trade-ins aren’t enough for most dealers to create the right mix of inventory for their market.
To supplement your used car inventory with the vehicles that will drive turn, you likely source
wholesale vehicles from auctions.
While auctions are an excellent way to round out your inventory, they can end up costing you if
you don’t use the right approach. It’s easy to make mistakes at auction, whether it’s running out of
time to prepare, overbidding on a vehicle as the clock runs out, or bringing home
the wrong car. These missteps can then lead to aging inventory, mounting
holding costs, and further margin compression.
In vAuto’s eBook, “Dealer’s Guide to Avoiding Costly Mistakes at Auction,”
we’ll guide you through valuable best practices that you can carry with
you to auction to make sure you bring home higher-grossing vehicles.
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USED CARS FOR THE WIN
BECOME AN AUCTION PRO
TO UP YOUR SALES.
Trends indicate that
2019 is poised to be
another strong year for
the used vehicle market.
Projections show that
dealers will see nearly
three used cars sold for
every new vehicle retailed.
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Relying on auctions as a main source to supplement your
used car inventory is a smart choice for any dealership. In this
eBook, you’ll learn some best practices to carry with you when
heading to auction.

THE AUCTION SCENE
IS HEATING UP
When it comes to finding deals at auction, the following
market trends are on your side:

Auction prices
have been
softening over
the past several
months

The number of
vehicles in the
wholesale market
has been increasing
this year

Record levels of
off-lease units
predicted to
come through
this year

WHAT CARS DO YOU NEED
IN YOUR MARKET?
Before heading to auction, it’s crucial to figure out exactly what
cars you should target. If you don’t have easy access to your sales
data, our vAuto Performance Consultants will do the heavy lifting for you.
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We look back at historical sales to
see what worked and what didn’t.

2
We then sort these
sales by markup,
which gives us an
understanding of what
year, make, model,
trim and even color
generated the most
profit over time—
pinpointing exactly
what you should look
for at auction.

BUILD A
SMART STRATEGY
DETERMINE HOW MANY CARS YOU NEED.
• Establish a target day supply (and remember to bake in extra
time for transportation from auction).
• Estimate how many cars you will trade and keep in a
30-day period.
- Don’t wing it. Look at your inventory management
system and see where it is trending. If you figure too
high, you’ll fall short on your buying plan and catching
up can be rough.

PRO
TIP

An even flow is key. Get it down to how many cars per
week and day. As you may know, too many cars at once
could seize up your reconditioning process and cause
you to lower prices and lose profit. Visit stockwave.com/
dealersguide for more tips.

THE SMARTER APPROACH
TO SOURCING
You can use recent market trends to your advantage when
you follow these tips for profitable wholesale sourcing:
KEEP YOUR STRATEGY TOP OF MIND EVERY
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BUILD A SMART STRATEGY

KNOW WHAT CARS TO TARGET FOR YOUR MARKET
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FIND THE WINNERS AND WEED OUT THE LOSERS
5

6

DAY

EMBRACE THE POWER OF TECHNOLOGY

DIVE HEADFIRST INTO PROXY
7

BIDDING AND SIMULCAST

EXPAND YOUR REACH FOR GREATER SUCCESS

Let’s take a closer look at how you can implement each of these
best practices at your dealership.

KEEP YOUR STRATEGY
TOP OF MIND EVERY DAY
You have to be disciplined to work your strategy every day–it’s about finding the cars
that can make you money and walking away from those that won’t bring in much
front-end gross.

Put a plan in place
The best dealers assemble
their sales and market data,
and then determine their
needs as a buyer before
rushing to find sellers.

Find cars that make sense
for your market
A car may have been at
the wrong dealer at the
wrong time, but could be
perfect for you.

SPEND MORE TIME ANALYZING
YOUR STOCKING STRATEGY
Once you identify the vehicle segments and price bands where
you need inventory, it’s time to go shopping!

Pull data from your inventory management system to
identify holes by segment and retail price band.

USE THE POWER OF TECHNOLOGY
Once you know
what cars will sell
well in your market,
it’s time to find
them at auctions.

As it turns out, you can
find them online, but to
find the winners, you have
to cast a wider net. Stop
fishing in the same places!

Start by creating saved searches for core products. This step will
compile the data you’re searching for into one spot so you can see
in real time the new vehicles on the wholesale market. “Be the first
to rip the bargains!”
If you’re lucky, you may find some buy-it-now units that could make
you a quick buck. But if not, remember that it takes patience. The
right car will come at the right time as long as you are looking
across the wholesale market, not just one or two lanes.

GOING ONCE, GOING TWICE,
GOING 100 TIMES…
When it comes to proxy bids, you need to be in them to win them.
That means entering hundreds of bids to come back with maybe five cars or less.
Sound like a lot of work? It is.

EXPAND YOUR
REACH FOR
GREATER
SUCCESS
When you look at a greater number
of auctions, you’re more likely to find
exactly the right cars for your market
and business preferences. To increase
your odds, you’ll want to multitask and
keep your head on a swivel.

Make sure to open multiple auctions
and lanes simultaneously so that you
can see when the cars you want to
bid on approach the block.

4 KEY METRICS FOR VEHICLE ACQUISITION
These 4 metrics are key to success. Imagine: finding a vehicle
that has a high scarcity index and a low market days supply!
1. Adjusted Market Average Price
Use live market data to determine your target retail price. Compare the
odometer on the unit you are looking to acquire to the market average
odometer and adjust your price accordingly.

4 KEY METRICS FOR VEHICLE ACQUISITION
2. Manheim Market Report (MMR)
MMR offers pricing and market information so sellers can price vehicles
competitively and buyers can bid with confidence. Dig into the transaction
data if necessary and make sure you consider how a 16,000-mile vehicle,
as shown here, would transact with an average odometer of 54 wholesale
units that equals 29,000 miles.

4 KEY METRICS FOR VEHICLE ACQUISITION
3. Market Days Supply (MDS)
Know what is currently available in the market and what the average daily
retail sale rate has been over the past 45 days.

4 KEY METRICS FOR VEHICLE ACQUISITION
4. Autotrader Scarcity Index
The Scarcity Index looks at the number of online hits a vehicle is getting
relative to the number that are available in your market area. A high scarcity
index means it typically is an attractive car in the market to acquire.

The Corvette is “scarcer”
because 400 people are
viewing only 5 listings.

When you combine
MDS and scarcity,
you get that onetwo punch! That’s a
car you can make
money on in the
right market.

HOW DOES YOUR
SOURCING STRATEGY
STACK UP?
Consider the following statements
to determine how well you’re
sourcing at auction:
1

I know the inventory for my market.

2

I can acquire this inventory for my desired profit.

3

I know where to find these units.

4

I have a system for ensuring that my buys are consistent with my plan.

5

Time spent searching for profitable inventory is not affecting other dealership operations.

With technology at your
fingertips, you’ll be able
to efficiently pinpoint
the cars you need on
your lot and find the
sellers that can complete
the process.

Learn more about how Stockwave can help you
avoid costly mistakes at auction.
Visit vAuto.com/mistakes or call 888.365.1032 to take a demo.

