Build-to-Order Analysis


Executive Summary:

Build-to-Order’s Impact on

Satisfaction, Brand Loyalty, Incentives
How will build-to-order impact the auto industry? Can consumers actually order new vehicles online and thus eliminate some of the incentive costs associated with high in-dealership inventories? 

What impact will build-to-order have on satisfaction with the brand or the dealership? And how willing are consumers going to be to wait for their specific vehicle to be delivered?

To capture some of the answers to these questions, CNW Marketing Research surveyed nearly 4,800 new-vehicle intenders as well as scoured its ongoing Purchase Path database. 

Main points uncovered are these: 

· The length of time that a customer is willing to wait for delivery of his or her vehicle varies by market segment, gender and age.

· The length of time is also impacted by whether the customer’s previous vehicle was bought new or used.

· So-called “Trend Setters” are more anxious to take delivery than “Value Shoppers.”

· Incentive spending may actually increase with build-to-order because of the fragility of loyalty with online buyers/shoppers.

· Incentives have impact on floor traffic, which in turn has an impact on the number of days that a vehicle stays in inventory. But the results are mixed and require looking at the underlying demand for vehicles to solidify an analysis.

Acceptable Delay in Delivery

Our survey and analysis of CNW Purchase Path data shows an acceptable delay in delivery of 31.7 days as an industry average. (All averages from this point on will be unweighted.)

In other words, the typical new-vehicle intender says waiting about one month is an acceptable period if a car or truck isn’t purchased directly from inventory.

But the differences by market segment are often quite pronounced.  

	
	Industry

	
	Average

	Budget
	21.3

	Small
	21.9

	Lower Middle
	23.8

	Core Middle
	38.2

	Upper Middle
	34.1

	Near Luxury
	28.2

	Luxury
	35.0

	Prestige
	39.7

	Sport/Specialty
	53.9

	Minivan
	21.9

	FS Van
	47.3

	Compact PU
	12.3

	FS Pickup
	37.6

	Small SUV
	26.5

	Compact SUV
	30.7

	FS SUV
	39.6

	Luxury SUV
	27.4


While the budget-car intender has a generally short fuse – three weeks – someone looking for a specialty vehicle or sporty car will “cool his jets” upwards of nearly eight weeks. While full-size sport utility customers will wait nearly 40 days, the luxury SUV buyer is ready to walk away after 27 days. 

Similarly there are very distinct differences between men and women and other variations based on attributes, demographics or purchasing history.
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Women are a bit more willing to wait than men – 34.1 days vs. 30.2 days -- while those who are making their first new-vehicle purchase are less willing to wait (27.7 days) than those who have a history of buying a new car or truck (35.4 days).

In addition, we tracked (through the Purchase Path study) those consumers who are “Trendsetters” and have influence on others’ buying habits. These folks enjoy being the first with the latest. We also looked at those new-vehicle intenders who were “Value Shoppers” and were primarily after the best possible price.

As the table on the previous page shows, Trendsetters are willing to wait three and a half weeks for a vehicle while Value Shoppers will wait more than five weeks. 

But once again, each of these is highly impacted by the market segment of vehicle being sought. (See spreadsheets beginning on page 16.) 

For example, core middle passenger car (Taurus, Camry, Accord) shoppers with no previous new-car experience wanted delivery in only 31 days. Core-middle shoppers who were replacing a vehicle that was also purchased new said they would be willing to wait an average of 42 days. 

Among Trendsetters the difference by market segment ranged from a low of only 10 days for compact pickup intenders to a high of 40 days for a full-size van customer. 

Value Customers had a similar spread between high and low ranging from 15.6 days (compact pickup) to 57.5 days (full size van). 

We also saw some differences based on the age of the new-vehicle shopper.
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As new-vehicle shoppers increasingly use the Internet during at least some portion of the shopping process, we expect even greater pressure to reduce the number of days between order and delivery.

While those who shop in a conventional manner and not online are willing to wait 35 days, the Web-surfing, Internet-shopping new-vehicle customer wants a vehicle within 26.6 days. And as more folks move to the Web, there will be a need to reduce even that length of time.
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Discount to Wait or to Take from Inventory

Everyone has a price, goes the saying. And that appears to be true among some new-vehicle shoppers.

We wanted to know what additional discounting would be necessary to entice a customer who ordered a vehicle online to accept a car or truck from inventory even if it wasn’t exactly what he or she wanted. 

Conversely, we also wanted to know how much of a discount would be necessary to get someone to wait an additional 14 days past what they said was their “ideal” delay. In other words, if a survey respondent said they would be willing to wait three weeks for a car, how much would it take to get them to wait five weeks rather than purchase or lease a vehicle from a competitor? 

We offered discounts of three, five and seven percent over the already agreed to price of a vehicle. 

What we found was pretty disconcerting for any automaker wanting to encourage build-to-order but couldn’t meet a shopper’s delivery time frame. At a three percent discount, only 14.6 percent of the buyers said they would hang tough for an additional two weeks. That jumped to about 21 percent when the incentive climbed to five percent and doubled to 28.4 percent at 7 percent. 

The problem, though, is that a seven percent discount on a $21,000 vehicle is $1,470. Remember, this is in addition to whatever the already agreed to price might be. And added to whatever cash back, APR discounts, or other incentives already necessary to make a shopper consider the brand.

Put simply: Less than 30 percent of folks who have already chosen a specific vehicle will stick with it an additional two weeks even at a substantial seven percent added discount. The other 70 percent will go elsewhere.
In fact, the chances are better that a discount will convince a shopper to dial back his or her wants or needs.

We asked our survey group if they would accept a car in inventory rather than one ordered from the factory assuming it met all but one or two minor accessory or feature content requirements. We didn’t propose taking a vehicle out of inventory that wasn’t equipped with all of their major options. We also made sure that the color, while not the primary choice, was acceptable.

We found that 37 percent would take a car or truck from inventory for a modest three percent discount. The rate grew to 45 percent with a five percent add-on discount and nearly reached 54 percent at seven percent.

In both cases, however, the by-segment numbers varied widely.

	
	3%
	5%
	7%
	3%
	5%
	7%

	
	Discount
	Discount
	Discount
	Discount
	Discount
	Discount

	
	to Wait
	to Wait
	to Wait
	From Inv.
	From Inv.
	From Inv.

	Budget
	21.4%
	28.6%
	34.9%
	44.7%
	52.9%
	66.1%

	Small
	18.4%
	22.7%
	31.6%
	42.3%
	48.7%
	61.3%

	Lower Middle
	15.6%
	19.8%
	27.4%
	41.2%
	45.6%
	58.3%

	Core Middle
	14.7%
	18.3%
	24.9%
	49.3%
	65.2%
	71.8%

	Upper Middle
	14.2%
	17.9%
	23.5%
	38.6%
	41.1%
	52.7%

	Near Luxury
	12.4%
	18.2%
	24.6%
	37.2%
	41.3%
	49.6%

	Luxury
	10.8%
	19.2%
	31.4%
	31.5%
	36.7%
	44.9%

	Prestige
	10.2%
	17.6%
	28.1%
	28.1%
	30.9%
	36.7%

	Sport/Specialty
	8.8%
	11.1%
	14.9%
	15.1%
	18.2%
	22.5%

	Minivan
	26.4%
	36.8%
	42.6%
	52.7%
	73.4%
	86.5%

	FS Van
	14.6%
	17.6%
	22.9%
	26.3%
	34.1%
	36.1%

	Compact PU
	18.9%
	34.8%
	49.7%
	46.9%
	72.8%
	89.4%

	FS Pickup
	13.2%
	18.7%
	23.1%
	17.1%
	20.8%
	26.1%

	Small SUV
	15.7%
	22.2%
	31.6%
	42.3%
	48.6%
	61.2%

	Compact SUV
	12.1%
	19.8%
	28.5%
	44.8%
	57.6%
	62.9%

	FS SUV
	11.6%
	16.8%
	23.9%
	42.3%
	49.1%
	53.6%

	Luxury SUV
	8.9%
	13.2%
	19.6%
	25.3%
	31.4%
	34.7%

	Unwhgted Average
	14.6%
	20.8%
	28.4%
	36.8%
	45.2%
	53.8%


Incentive Levels

The years 1998-2000 will go down in history as having the highest incentive levels in history. In 1999, the actual incentive “pop” was about the same as in 1998, but this year began with significant increases.

To understand the impact incentives have on sales it is necessary to look at the way cash back, dealer cash, low APR, subsidized leases and other spiff sway floor traffic and the number of days a vehicle stays in inventory.

Using January 1998 as “100,” we built an index for years 1998 through 2000. As can be seen, the incentive levels have only occasionally been below 100. 

	
	$ incent.
	Index

	J '98
	$3,039
	100.0

	F
	$3,104
	102.2

	M
	$3,316
	109.1

	A
	$3,738
	123.0

	M
	$3,934
	129.5

	J
	$3,693
	121.5

	J
	$2,771
	91.2

	A
	$3,592
	118.2

	S
	$3,664
	120.6

	O
	$3,810
	125.4

	N
	$3,553
	116.9

	D
	$3,848
	126.6

	J '99
	$3,642
	119.8

	F
	$3,362
	110.6

	M
	$3,057
	100.6

	A
	$2,933
	96.5

	M
	$2,790
	91.8

	J
	$2,665
	87.7

	J
	$2,527
	83.2

	A
	$3,614
	118.9

	S
	$3,524
	116.0

	O
	$3,682
	121.2

	N
	$3,535
	116.3

	D
	$3,741
	123.1

	J '00
	$3,296
	108.5

	F
	$2,859
	94.1

	M
	$3,126
	102.9

	A
	$3,321
	109.3

	M
	$3,275
	107.8


But a look at these incentives doesn’t really adjust for seasonality, introduction of hot products, the type of incentive offered, etc.

To try and fine tune the impact incentives have on sales, we added a Floor Traffic component to the data mix. (In the top 29 markets, CNW field staffs regularly track actual floor traffic at both new and used car dealerships, and at used car lot vs. new-car showroom at franchised dealers. This is reported on a monthly basis to Retail Automotive Summary subscribers and other clients.) 

The CNW Floor Traffic Index (1985 = 100) shows how the new-car business has seen some significant jumps in traffic. And how these floor traffic figures impact the number of days a vehicle stays in a dealership’s inventory. (See graph).
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Quite clearly, as the trend lines show, as floor traffic increases, the number of days that a vehicle stays in inventory declines. 

So what drives floor traffic? 

To some degree incentives drive floor traffic. As floor traffic increases, so do sales, which in turn decreases the number of vehicles in inventory (causing more frequent turnover of that inventory). 

To get a decent handle on the relationship between incentives and days in inventory, we used a simple calculation to arrive at an “incentive dollars per days in inventory” figure. 

	
	Days in
	
	Incent. $

	
	Inventory
	$ incent.
	Per Invent. Days

	J '98
	53
	$3,039
	$57.34

	F
	49
	$3,104
	$63.36

	M
	47
	$3,316
	$70.56

	A
	44
	$3,738
	$84.96

	M
	42
	$3,934
	$93.67

	J
	41
	$3,693
	$90.07

	J
	40
	$2,771
	$69.29

	A
	43
	$3,592
	$83.53

	S
	39
	$3,664
	$93.95

	O
	39
	$3,810
	$97.69

	N
	45
	$3,553
	$78.95

	D
	49
	$3,848
	$78.53

	J '99
	48
	$3,642
	$75.87

	F
	46
	$3,362
	$73.10

	M
	45
	$3,057
	$67.93

	A
	42
	$2,933
	$69.83

	M
	41
	$2,790
	$68.05

	J
	38
	$2,665
	$70.13

	J
	40
	$2,527
	$63.18

	A
	42
	$3,614
	$86.05

	S
	37
	$3,524
	$95.24

	O
	38
	$3,682
	$96.89

	N
	43
	$3,535
	$82.21

	D
	47
	$3,741
	$79.60

	J '00
	45
	$3,296
	$73.24

	F
	42
	$2,859
	$68.07

	M
	41
	$3,126
	$76.24

	A
	38
	$3,321
	$87.39

	M
	41
	$3,275
	$79.88


As the following graph shows, a slight increase in the incentives-per-days-in-inventory figure results in growing floor traffic. 
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The difference in the growth rates of the two upward trend lines can be attributed to general increases in demand for vehicles outside of the incentive levels. This has been driven in the past two years by a good economy and low interest rates on non-automotive goods and services.

In general, however, it is clear that higher incentives cause more floor traffic, greater sales and less time in inventory. 

Nissan’s Position in the Inventive Battle

Upon request, we have included Nissan’s relationship to the industry incentive levels broken down by market segment.

As can be seen in the following table, the Industry average Incentive Index was at 114 during the first quarter of 2000. The lowest Index was 106 while the highest was 121. Nissan was at 116 or about 101.8 percent of the Industry average for Budget vehicles. (We use the Automotive News segmentation lists for simplicity sake.)

	Index of Incentives -- First Qtr 2000
	
	
	
	Nissan % of

	
	Industry
	Industry Lo
	Industry Hi
	Nissan
	Ind. Avg.

	Budget
	114
	106
	121
	116
	101.8%

	Small
	112
	110
	118
	
	

	Lower Middle
	116
	112
	119
	115
	99.1%

	Core Middle
	117
	115
	123
	
	

	Upper Middle
	112
	109
	115
	110
	98.2%

	Near Luxury
	108
	106
	111
	106
	98.1%

	Luxury
	115
	114
	118
	117
	101.7%

	Prestige
	104
	98
	108
	
	

	Sport/Specialty
	108
	106
	117
	
	

	Minivan
	116
	111
	119
	118
	101.7%

	FS Van
	112
	104
	113
	
	

	Compact PU
	117
	115
	121
	115
	98.3%

	FS Pickup
	103
	101
	107
	
	

	Small SUV
	111
	108
	114
	108
	97.3%

	Compact SUV
	109
	107
	117
	111
	101.8%

	FS SUV
	108
	105
	109
	
	

	Luxury SUV
	108
	106
	110
	107
	99.1%


In other market segments such as Lower Middle (Altima) and Upper Middle (Maxima) among others, Nissan’s incentives were below the industry average. 

While most consumers are hard-pressed to understand where incentive dollars come from (nor do they seem to care), a break out of industry statistics by market segment shows some significant variations. 

	
	% Mfg.
	% Dealer

	Budget
	51.4%
	48.6%

	Small
	52.8%
	47.2%

	Lower Middle
	54.6%
	45.4%

	Core Middle
	49.1%
	50.9%

	Upper Middle
	47.6%
	52.4%

	Near Luxury
	51.2%
	48.8%

	Luxury
	55.6%
	44.4%

	Prestige
	42.3%
	57.7%

	Sport/Specialty
	56.8%
	43.2%

	Minivan
	52.5%
	47.5%

	FS Van
	47.1%
	52.9%

	Compact PU
	51.2%
	48.8%

	FS Pickup
	48.8%
	51.2%

	Small SUV
	47.3%
	52.7%

	Compact SUV
	49.1%
	50.9%

	FS SUV
	51.2%
	48.8%

	Luxury SUV
	55.6%
	44.4%


For example, the previous table shows that of total incentives given to people who purchase a Luxury SUV, better than 55 percent of the discount from MSRP comes from a manufacturer rebate, low APR, special lease program, value package that normally doesn’t exist, etc. The dealer provides the remaining 44 percent of the incentive.

We also wanted to see where the manufacturer incentive money went. That is, what portion of total incentive dollars went directly to the customer and what percentage went to the dealer or dealership personnel (sales staff, sales manager, F&I manager, dealership principle, etc.)

	
	To customer
	To dealer

	Budget
	81.2%
	18.8%

	Small
	85.6%
	14.4%

	Lower Middle
	79.3%
	20.7%

	Core Middle
	77.4%
	22.6%

	Upper Middle
	79.4%
	20.6%

	Near Luxury
	71.7%
	28.3%

	Luxury
	68.4%
	31.6%

	Prestige
	64.5%
	35.5%

	Sport/Specialty
	79.3%
	20.7%

	Minivan
	77.7%
	22.3%

	FS Van
	70.3%
	29.7%

	Compact PU
	82.8%
	17.2%

	FS Pickup
	61.9%
	38.1%

	Small SUV
	63.4%
	36.6%

	Compact SUV
	65.8%
	34.2%

	FS SUV
	56.9%
	43.1%

	Luxury SUV
	51.7%
	48.3%


Clearly the majority of manufacturer incentives go directly to the customer. But in some market segments – notably full-size and luxury SUVs – a high proportion of manufacturer incentives go to the dealership.

We also wanted to know how the dealer spent incentive money necessary to close a deal. Did it come in the form of reduced gross profit? Adding equipment to the vehicle at no or reduced cost? Boosting the trade-in value of the customer’s vehicle?

	All Dealers
	Gross
	Equipment
	Trade Value
	Other

	Budget
	30.8%
	18.6%
	39.4%
	11.2%

	Small
	31.4%
	17.6%
	36.9%
	14.1%

	Lower Middle
	35.6%
	18.3%
	35.2%
	10.9%

	Core Middle
	38.8%
	19.9%
	37.4%
	3.9%

	Upper Middle
	41.3%
	15.2%
	39.4%
	4.1%

	Near Luxury
	44.4%
	11.1%
	38.6%
	5.9%

	Luxury
	52.6%
	9.2%
	37.2%
	1.0%

	Prestige
	65.8%
	7.4%
	22.2%
	4.6%

	Sport/Specialty
	42.3%
	26.4%
	28.1%
	3.2%

	Minivan
	40.8%
	21.2%
	35.6%
	2.4%

	FS Van
	52.7%
	36.8%
	9.2%
	1.3%

	Compact PU
	27.7%
	16.8%
	41.8%
	13.7%

	FS Pickup
	39.1%
	25.9%
	23.6%
	11.4%

	Small SUV
	41.3%
	15.4%
	36.2%
	7.1%

	Compact SUV
	42.7%
	15.7%
	34.6%
	7.0%

	FS SUV
	62.9%
	16.3%
	18.6%
	2.2%

	Luxury SUV
	66.1%
	12.6%
	17.8%
	3.5%


As the table above shows, dealerships selling lower-priced vehicles tended to boost trade-in values while higher-priced vehicles saw dealerships gave away more of the gross. 

How do Nissan dealers compare?

	Nissan Dealers
	Gross
	Equipment
	Trade Value
	Other

	Budget
	31.6%
	17.2%
	42.7%
	8.5%

	Lower Middle
	36.2%
	17.5%
	38.9%
	7.4%

	Upper Middle
	38.9%
	16.4%
	42.2%
	2.5%

	Near Luxury
	40.5%
	10.6%
	41.5%
	7.4%

	Luxury
	49.7%
	10.1%
	39.7%
	0.5%

	Minivan
	44.4%
	18.7%
	35.8%
	1.1%

	Compact PU
	32.8%
	15.3%
	42.6%
	9.3%

	Small SUV
	34.6%
	14.1%
	39.1%
	12.2%

	Compact SUV
	41.9%
	14.7%
	36.6%
	6.8%

	Luxury SUV
	55.3%
	10.3%
	29.3%
	5.1%


Comparing Nissan to the industry data shows Nissan dealers tend to boost trade-in values rather than give away gross profits. 

Conclusion

The question is this: If the auto industry goes to a major online “build-to-order” effort, will there be a diminished need for incentives?

The answer is “Probably not.” In actuality, it may require more incentives to overcome the online buyer’s demand for quicker delivery. Put another way, it may cost more to merely get the online buyer to be satisfied with a delayed delivery. 

(Note that incentives do one of two things: Generate floor traffic or close a deal. In a hot market, incentives are or should be designed to close the sale, aimed at convincing an already willing customer to buy from a particular dealership or manufacturer. 

(Incentives in a slower or moderate market are used to get people off of their couches and into the auto mall. Such floor traffic generating incentives tend to be low-payment or low-APR centric.)
Other issues: As shown in two national Computers, Cars and the Internet studies, the online buyer proved to be less loyal to a brand and more willing to shop a wider assortment of manufacturers and dealers. 

To get this web customer’s attention actually requires even greater incentives than the offline shopper. Why? Because the ease of comparison-shopping puts any brand up against a wider assortment of competitors. 

And, finally, as pointed out the online customer is more demanding when it comes to receiving a vehicle in a shorter period of time after placing an order.

END

15 -- CNW Marketing Research


_1021454149.xls
Chart2

		Under 30

		31-45

		46-60

		61-plus



Industry Avg

Days Willing to Wait -- By Age of Customer

27.3

31.8

32.9

31.7



Sheet1

		Acceptable Delay in Delivery vs Date of Order

		Based on Purchase Path data and a phone survey of 4,782 new-vehicle buyers, May 22-31, 2000																																																Willing				Willing																3%		5%		7%		3%		5%		7%

								Industry		Previously		Previously		First New		First New		checking		Trend		Value				Under 30		Under 30		31-45		31-45		46-60		46-60		Over 60		Over 60		Checking		Checking				Online		Days		Offline		Days		Checking														Discount		Discount		Discount		Discount		Discount		Discount

				Men		Women		Average		New		New		Vehicle		Vehicle		column		Setter		Shopper				Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Column		Column				Shopper		Delay		Shopper		Delay		Column														to Wait		to Wait		to Wait		From Inv.		From Inv.		From Inv.

		Budget		16		24		21.3		16.4%		22		83.6%		18		21.3		17.1		28.2		Budget		16.2%		19.6		42.8%		21.2		31.2%		21.5		9.8%		24.4		100.0%		21.3		Budget		32.3%		16.4		67.7%		23.6		21.3												Budget		21.4%		28.6%		34.9%		44.7%		52.9%		66.1%

		Small		17		26		21.9		18.8%		23		81.2%		17		21.9		15.6		29.9		Small		14.4%		19.2		46.7%		22.1		26.6%		22.4		12.3%		22.9		100.0%		21.9		Small		40.1%		16.8		59.9%		25.3		21.9												Small		18.4%		22.7%		31.6%		42.3%		48.7%		61.3%

		Lower Middle		22		29		23.8		23.6%		25		76.4%		20		23.8		22.4		26.7		Lower Middle		10.6%		19.6		48.2%		23.7		25.1%		26.1		16.1%		23.5		100.0%		23.8		Lower Middle		48.9%		19.3		51.1%		28.2		23.8												Lower Middle		15.6%		19.8%		27.4%		41.2%		45.6%		58.3%

		Core Middle		36		42		38.2		34.6%		42		65.4%		31		38.2		28.8		44.4		Core Middle		8.3%		32.4		44.2%		37.6		32.6%		40.2		14.9%		38.8		100.0%		38.2		Core Middle		36.5%		29.9		63.5%		43		38.2												Core Middle		14.7%		18.3%		24.9%		49.3%		65.2%		71.8%

		Upper Middle		31		37		34.1		38.7%		38		61.3%		28		34.1		27.6		37.6		Upper Middle		7.7%		28.2		39.6%		38.6		41.6%		32.2		11.1%		29.2		100.0%		34.1		Upper Middle		35.0%		29.7		65.0%		36.4		34.1												Upper Middle		14.2%		17.9%		23.5%		38.6%		41.1%		52.7%

		Near Luxury		28		29		28.2		47.1%		31		52.9%		25		28.2		20.4		36.5		Near Luxury		6.2%		22.2		32.4%		25.6		47.6%		28.7		13.8%		35.2		100.0%		28.2		Near Luxury		44.6%		21.4		55.4%		33.7		28.2												Near Luxury		12.4%		18.2%		24.6%		37.2%		41.3%		49.6%

		Luxury		34		36		35		62.9%		40		37.1%		32		35.0		27.5		39.4		Luxury		5.8%		31.6		21.8%		36.7		55.0%		35.5		17.4%		32.4		100.0%		35.0		Luxury		35.0%		29.8		65.0%		37.8		35.0												Luxury		10.8%		19.2%		31.4%		31.5%		36.7%		44.9%

		Prestige		39		44		39.7		81.3%		47		18.7%		38		39.7		30.2		42.7		Prestige		3.4%		29.6		17.7%		38.4		60.7%		41.6		18.2%		36.4		100.0%		39.7		Prestige		36.2%		34.6		63.8%		42.6		39.7												Prestige		10.2%		17.6%		28.1%		28.1%		30.9%		36.7%

		Sport/Specialty		53		56		53.9		42.3%		59		57.7%		47		53.9		31.6		58.6		Sport/Specialty		12.9%		49.3		47.6%		52.2		32.8%		56.9		6.7%		60.1		100.0%		53.9		Sport/Specialty		40.5%		45.2		59.5%		59.8		53.9												Sport/Specialty		8.8%		11.1%		14.9%		15.1%		18.2%		22.5%

		Minivan		23		21		21.9		30.7%		24		69.3%		17		21.9		19.4		23.3		Minivan		10.4%		17.1		42.9%		22.4		35.5%		23.7		11.2%		18.8		100.0%		21.9		Minivan		38.6%		18.6		61.4%		23.9		21.9												Minivan		26.4%		36.8%		42.6%		52.7%		73.4%		86.5%

		FS Van		46		49		47.3		59.1%		52		40.9%		44		47.3		39.8		57.5		FS Van		12.8%		41.6		35.5%		47.1		38.2%		49.7		13.5%		46.7		100.0%		47.3		FS Van		24.5%		44.1		75.5%		48.4		47.3												FS Van		14.6%		17.6%		22.9%		26.3%		34.1%		36.1%

		Compact PU		11		13		12.3		17.5%		13		82.5%		9		12.3		10.3		15.6		Compact PU		19.3%		11.1		36.1%		11.8		37.4%		12.9		7.2%		14.9		100.0%		12.3		Compact PU		26.6%		10.1		73.4%		13.1		12.3												Compact PU		18.9%		34.8%		49.7%		46.9%		72.8%		89.4%

		FS Pickup		37		39		37.6		56.8%		45		43.2%		32		37.6		29		43.2		FS Pickup		15.5%		33.1		39.8%		36.9		32.1%		39.4		12.6%		40.8		100.0%		37.6		FS Pickup		30.4%		31.7		69.6%		40.2		37.6												FS Pickup		13.2%		18.7%		23.1%		17.1%		20.8%		26.1%

		Small SUV		22		28		26.5		31.2%		29		68.8%		21		26.5		21.7		32.8		Small SUV		20.4%		23.2		31.2%		26.4		39.2%		27.3		9.2%		30.4		100.0%		26.5		Small SUV		36.5%		23.3		63.5%		28.3		26.5												Small SUV		15.7%		22.2%		31.6%		42.3%		48.6%		61.2%

		Compact SUV		28		34		30.7		38.7%		33		61.3%		27		30.7		22.8		37.4		Compact SUV		16.1%		24.7		30.8%		31.1		43.2%		32.7		9.9%		30.2		100.0%		30.7		Compact SUV		44.0%		23.6		56.0%		36.3		30.7												Compact SUV		12.1%		19.8%		28.5%		44.8%		57.6%		62.9%

		FS SUV		39		41		39.6		82.4%		47		17.6%		38		39.6		26.2		43.7		FS SUV		9.2%		35.8		27.6%		41.2		55.0%		40.6		8.2%		31.4		100.0%		39.6		FS SUV		41.6%		32.3		58.4%		44.8		39.6												FS SUV		11.6%		16.8%		23.9%		42.3%		49.1%		53.6%

		Luxury SUV		31		32		27.4		91.8%		32		8.2%		27		27.4		21.1		32.8		Luxury SUV		2.4%		26.4		24.9%		28.2		64.3%		27.7		8.4%		23.4		100.0%		27.4		Luxury SUV		53.7%		24.9		46.3%		30.4		27.4												Luxury SUV		8.9%		13.2%		19.6%		25.3%		31.4%		34.7%

				30.2		34.1		31.7		45.5%		35.4		54.5%		27.7		31.7		24.2		37.1				11.3%		27.3		35.9%		31.8		41.1%		32.9		11.8%		31.7		100.0%		31.7				37.9%		26.6		62.1%		35.0		31.7												Unwhgted Average		14.6%		20.8%		28.4%		36.8%		45.2%		53.8%

		Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.

																																																																				Percentage of intenders who say they would wait at least 30 days for the stated discount.

																																																																				Percentage of intenders who say they would buy from inventory at a discount rather than order a specific vehicle

		Notes: "Previously New" are those new-vehicle buyers who were replacing a vehicle that was also purchased new.																																																																		(assuming it had all of the major options and was an acceptable color).

		"First New Vehicle" are those new-vehicle buyers who were replacing a vehicle that was purchased used or this vehicle																																																																		Percentage indicates over and above the "best deal" price.

		represents the first new vehicle purchased.

		"Trend Setters" are those who typically demand products that are newly designed, have new features, etc.																																																																		Source: CNW Marketing Research, Inc.

		"Value Shopper" are those those who are seeking the lowest possible price for their next vehicle.

		These are the two most common buyer profiles.

																				Inventory		Floor				Incentives

														Incentives		Days in		Turns vs		as rate		Traffic				FT, Turns

				MSRP		% Incent.		$ incent.		Mfg share		Mfg. incent		vs Prev Yr		Inventory		Prev Yr		of Incent.						Index

		J '98		$22,346		13.6%		$3,039		54.8%		$1,665				53				3.2		80		J '98		3.98

		F		$22,496		13.8%		$3,104		51.2%		$1,589				49				3.1		86		F		3.58

		M		$22,408		14.8%		$3,316		52.1%		$1,728				47				2.7		101		M		2.69

		A		$22,793		16.4%		$3,738		57.2%		$2,138				44				2.1		102		A		2.02

		M		$22,873		17.2%		$3,934		58.5%		$2,301				42				1.8		108		M		1.69

		J		$22,739		16.2%		$3,693		58.1%		$2,146				41				1.9		97		J		1.97

		J		$21,996		12.6%		$2,771		53.1%		$1,472				40				2.7		86		J		3.16

		A		$22,734		15.8%		$3,592		54.7%		$1,965				43				2.2		89		A		2.46

		S		$22,618		16.2%		$3,664		56.1%		$2,056				39				1.9		84		S		2.26

		O		$22,814		16.7%		$3,810		56.1%		$2,137				39				1.8		92		O		1.98

		N		$22,773		15.6%		$3,553		59.4%		$2,110				45				2.1		99		N		2.15

		D		$22,904		16.8%		$3,848		59.8%		$2,301				49				2.1		95		D		2.24

		cy98		$22,621		15.5%		$3,505		56.0%		$1,967				44				2.2		93		cy98		2.52

		J '99		$22,481		16.2%		$3,642		57.3%		$2,087		25.3%		48		-9.4%		2.3		99		J '99		2.32

		F		$23,847		14.1%		$3,362		55.3%		$1,859		17.0%		46		-6.1%		2.5		91		F		2.72

		M		$23,884		12.8%		$3,057		54.7%		$1,672		-3.2%		45		-4.3%		2.7		108		M		2.49

		A		$23,842		12.3%		$2,933		56.9%		$1,669		-21.9%		42		-4.5%		2.5		106		A		2.37

		M		$23,644		11.8%		$2,790		57.3%		$1,599		-30.5%		41		-2.4%		2.6		111		M		2.31

		J		$23,587		11.3%		$2,665		56.3%		$1,501		-30.0%		38		-7.3%		2.5		112		J		2.26

		J		$23,184		10.9%		$2,527		55.8%		$1,410		-4.2%		40		0.0%		2.8		116		J		2.45

		A		$22,731		15.9%		$3,614		55.4%		$2,002		1.9%		42		-2.3%		2.1		103		A		2.04

		S		$22,448		15.7%		$3,524		56.2%		$1,981		-3.6%		37		-5.1%		1.9		104		S		1.80

		O		$22,587		16.3%		$3,682		57.4%		$2,113		-1.1%		38		-2.6%		1.8		105		O		1.71

		N		$22,612		16.4%		$3,535		56.9%		$2,012		-4.7%		43		-4.4%		2.1		94		N		2.27

		D		$22,808		16.4%		$3,741		57.3%		$2,144		-6.8%		47		-4.1%		2.2		100		D		2.19

		cy99		$23,329		13.7%		$3,188		56.9%		$1,815		-7.7%		42		-5.1%		2.3		104		cy99		2.24

		J '00		$22,891		14.4%		$3,296		54.7%		$1,803		-13.6%		45		-6.3%		2.5		103		J '00		2.42

		F		$22,694		12.6%		$2,859		55.3%		$1,581		-15.0%		42		-8.7%		2.7		107		F		2.48

		M		$22,819		13.7%		$3,126		56.4%		$1,763		5.4%		41		-8.9%		2.3		117		M		1.99

		A		$23,891		13.9%		$3,321		55.8%		$1,853		11.0%		38		-9.5%		2.1		99		A		2.07

		M		$23,906		13.7%		$3,275		54.4%		$1,782		11.4%		41		0.0%		2.3		113		M		2.04

						Inventory

				Turns		FT

		J '98		53		80

		F		49		86

		M		47		101

		A		44		102

		M		42		108

		J		41		97

		J		40		86

		A		43		89

		S		39		84

		O		39		92

		N		45		99

		D		49		95

		cy98		44		93.25

		J '99		48		99

		F		46		91

		M		45		108

		A		42		106

		M		41		111

		J		38		112

		J		40		116

		A		42		103

		S		37		104

		O		38		105

		N		43		94

		D		47		100

		cy99		42.3		104.08

		J '00		45		103

		F		42		107

		M		41		117

		A		38		99

		M		41		113

		As floor traffic (trendline) increases (more people visiting dealership),

		the number of days a vehicle stays on the dealership lot decreases (trendline).

				Days in				Incent. $

				Inventory		$ incent.		p Invent.

		J '98		53		$3,039		$57.34

		F		49		$3,104		$63.36

		M		47		$3,316		$70.56

		A		44		$3,738		$84.96

		M		42		$3,934		$93.67

		J		41		$3,693		$90.07

		J		40		$2,771		$69.29

		A		43		$3,592		$83.53

		S		39		$3,664		$93.95

		O		39		$3,810		$97.69

		N		45		$3,553		$78.95

		D		49		$3,848		$78.53

		J '99		48		$3,642		$75.87

		F		46		$3,362		$73.10

		M		45		$3,057		$67.93

		A		42		$2,933		$69.83

		M		41		$2,790		$68.05

		J		38		$2,665		$70.13

		J		40		$2,527		$63.18

		A		42		$3,614		$86.05

		S		37		$3,524		$95.24

		O		38		$3,682		$96.89

		N		43		$3,535		$82.21

		D		47		$3,741		$79.60

		J '00		45		$3,296		$73.24

		F		42		$2,859		$68.07

		M		41		$3,126		$76.24

		A		38		$3,321		$87.39

		M		41		$3,275		$79.88

		In general, in 1998, as incentives went up, the number of days in inventory went down.

		In 1999, the high demand for vehicles and the number of people visiting dealerships eliminated

		the need for all-out incentive warfare.

				Days in		Incent. $

				Inventory		p Invent.		$ incent.

		J '98		53		$57.34		$3,039

		F		49		$63.36		$3,104

		M		47		$70.56		$3,316

		A		44		$84.96		$3,738

		M		42		$93.67		$3,934

		J		41		$90.07		$3,693

		J		40		$69.29		$2,771

		A		43		$83.53		$3,592

		S		39		$93.95		$3,664

		O		39		$97.69		$3,810

		N		45		$78.95		$3,553

		D		49		$78.53		$3,848

		J '99		48		$75.87		$3,642

		F		46		$73.10		$3,362

		M		45		$67.93		$3,057

		A		42		$69.83		$2,933

		M		41		$68.05		$2,790

		J		38		$70.13		$2,665

		J		40		$63.18		$2,527

		A		42		$86.05		$3,614

		S		37		$95.24		$3,524

		O		38		$96.89		$3,682

		N		43		$82.21		$3,535

		D		47		$79.60		$3,741

		J '00		45		$73.24		$3,296

		F		42		$68.07		$2,859

		M		41		$76.24		$3,126

		A		38		$87.39		$3,321

		M		41		$79.88		$3,275

				Men		Women		Avg		Prev New		1st New		Trendsetter		Value Shop

		Industry Avg		30.2		34.1		31.7		35.4		27.7		24.2		37.1

				Under 30		31-45		46-60		61-plus

		Industry Avg		27.3		31.8		32.9		31.7

				Online		Offline		Avg

		Industry Avg		26.6		35		31.7





Sheet1

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0



&A

Page &P

Floor Traffic

Floor Traffic



Sheet2

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0



&A

Page &P

Turns

FT



Sheet3

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0



&A

Page &P

Inventory

$ incent.



		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0

		0		0



&A

Page &P

Days in Inventory

Incent. $ p Invent.



		0

		0

		0

		0

		0

		0

		0



Industry Avg

Days Willing to Wait



		0

		0

		0

		0



Industry Avg

Days Willing to Wait -- By Age of Customer



		0

		0

		0



Industry Avg

Days Willing to Wait



		





		






_1021639405.xls
Chart2

		J '98		J '98

		F		F

		M		M

		A		A

		M		M

		J		J

		J		J

		A		A

		S		S

		O		O

		N		N

		D		D

		cy98		cy98

		J '99		J '99

		F		F

		M		M

		A		A

		M		M

		J		J

		J		J

		A		A

		S		S

		O		O

		N		N

		D		D

		cy99		cy99

		J '00		J '00

		F		F

		M		M

		A		A

		M		M



Days

FT

53

80

49

86

47

101

44

102

42

108

41

97

40

86

43

89

39

84

39

92

45

99

49

95

44.25

93.25

48

99

46

91

45

108

42

106

41

111

38

112

40

116

42

103

37

104

38

105

43

94

47

100

42.25

104.0833333333

45

103

42

107

41

117

38

99

41

113



Sheet1

		Acceptable Delay in Delivery vs Date of Order

		Based on Purchase Path data and a phone survey of 4,782 new-vehicle buyers, May 22-31, 2000																																																Willing				Willing																3%		5%		7%		3%		5%		7%

								Industry		Previously		Previously		First New		First New		checking		Trend		Value				Under 30		Under 30		31-45		31-45		46-60		46-60		Over 60		Over 60		Checking		Checking				Online		Days		Offline		Days		Checking														Discount		Discount		Discount		Discount		Discount		Discount

				Men		Women		Average		New		New		Vehicle		Vehicle		column		Setter		Shopper				Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Column		Column				Shopper		Delay		Shopper		Delay		Column														to Wait		to Wait		to Wait		From Inv.		From Inv.		From Inv.

		Budget		16		24		21.3		16.4%		22		83.6%		18		21.3		17.1		28.2		Budget		16.2%		19.6		42.8%		21.2		31.2%		21.5		9.8%		24.4		100.0%		21.3		Budget		32.3%		16.4		67.7%		23.6		21.3												Budget		21.4%		28.6%		34.9%		44.7%		52.9%		66.1%

		Small		17		26		21.9		18.8%		23		81.2%		17		21.9		15.6		29.9		Small		14.4%		19.2		46.7%		22.1		26.6%		22.4		12.3%		22.9		100.0%		21.9		Small		40.1%		16.8		59.9%		25.3		21.9												Small		18.4%		22.7%		31.6%		42.3%		48.7%		61.3%

		Lower Middle		22		29		23.8		23.6%		25		76.4%		20		23.8		22.4		26.7		Lower Middle		10.6%		19.6		48.2%		23.7		25.1%		26.1		16.1%		23.5		100.0%		23.8		Lower Middle		48.9%		19.3		51.1%		28.2		23.8												Lower Middle		15.6%		19.8%		27.4%		41.2%		45.6%		58.3%

		Core Middle		36		42		38.2		34.6%		42		65.4%		31		38.2		28.8		44.4		Core Middle		8.3%		32.4		44.2%		37.6		32.6%		40.2		14.9%		38.8		100.0%		38.2		Core Middle		36.5%		29.9		63.5%		43		38.2												Core Middle		14.7%		18.3%		24.9%		49.3%		65.2%		71.8%

		Upper Middle		31		37		34.1		38.7%		38		61.3%		28		34.1		27.6		37.6		Upper Middle		7.7%		28.2		39.6%		38.6		41.6%		32.2		11.1%		29.2		100.0%		34.1		Upper Middle		35.0%		29.7		65.0%		36.4		34.1												Upper Middle		14.2%		17.9%		23.5%		38.6%		41.1%		52.7%

		Near Luxury		28		29		28.2		47.1%		31		52.9%		25		28.2		20.4		36.5		Near Luxury		6.2%		22.2		32.4%		25.6		47.6%		28.7		13.8%		35.2		100.0%		28.2		Near Luxury		44.6%		21.4		55.4%		33.7		28.2												Near Luxury		12.4%		18.2%		24.6%		37.2%		41.3%		49.6%

		Luxury		34		36		35		62.9%		40		37.1%		32		35.0		27.5		39.4		Luxury		5.8%		31.6		21.8%		36.7		55.0%		35.5		17.4%		32.4		100.0%		35.0		Luxury		35.0%		29.8		65.0%		37.8		35.0												Luxury		10.8%		19.2%		31.4%		31.5%		36.7%		44.9%

		Prestige		39		44		39.7		81.3%		47		18.7%		38		39.7		30.2		42.7		Prestige		3.4%		29.6		17.7%		38.4		60.7%		41.6		18.2%		36.4		100.0%		39.7		Prestige		36.2%		34.6		63.8%		42.6		39.7												Prestige		10.2%		17.6%		28.1%		28.1%		30.9%		36.7%

		Sport/Specialty		53		56		53.9		42.3%		59		57.7%		47		53.9		31.6		58.6		Sport/Specialty		12.9%		49.3		47.6%		52.2		32.8%		56.9		6.7%		60.1		100.0%		53.9		Sport/Specialty		40.5%		45.2		59.5%		59.8		53.9												Sport/Specialty		8.8%		11.1%		14.9%		15.1%		18.2%		22.5%

		Minivan		23		21		21.9		30.7%		24		69.3%		17		21.9		19.4		23.3		Minivan		10.4%		17.1		42.9%		22.4		35.5%		23.7		11.2%		18.8		100.0%		21.9		Minivan		38.6%		18.6		61.4%		23.9		21.9												Minivan		26.4%		36.8%		42.6%		52.7%		73.4%		86.5%

		FS Van		46		49		47.3		59.1%		52		40.9%		44		47.3		39.8		57.5		FS Van		12.8%		41.6		35.5%		47.1		38.2%		49.7		13.5%		46.7		100.0%		47.3		FS Van		24.5%		44.1		75.5%		48.4		47.3												FS Van		14.6%		17.6%		22.9%		26.3%		34.1%		36.1%

		Compact PU		11		13		12.3		17.5%		13		82.5%		9		12.3		10.3		15.6		Compact PU		19.3%		11.1		36.1%		11.8		37.4%		12.9		7.2%		14.9		100.0%		12.3		Compact PU		26.6%		10.1		73.4%		13.1		12.3												Compact PU		18.9%		34.8%		49.7%		46.9%		72.8%		89.4%

		FS Pickup		37		39		37.6		56.8%		45		43.2%		32		37.6		29		43.2		FS Pickup		15.5%		33.1		39.8%		36.9		32.1%		39.4		12.6%		40.8		100.0%		37.6		FS Pickup		30.4%		31.7		69.6%		40.2		37.6												FS Pickup		13.2%		18.7%		23.1%		17.1%		20.8%		26.1%

		Small SUV		22		28		26.5		31.2%		29		68.8%		21		26.5		21.7		32.8		Small SUV		20.4%		23.2		31.2%		26.4		39.2%		27.3		9.2%		30.4		100.0%		26.5		Small SUV		36.5%		23.3		63.5%		28.3		26.5												Small SUV		15.7%		22.2%		31.6%		42.3%		48.6%		61.2%

		Compact SUV		28		34		30.7		38.7%		33		61.3%		27		30.7		22.8		37.4		Compact SUV		16.1%		24.7		30.8%		31.1		43.2%		32.7		9.9%		30.2		100.0%		30.7		Compact SUV		44.0%		23.6		56.0%		36.3		30.7												Compact SUV		12.1%		19.8%		28.5%		44.8%		57.6%		62.9%

		FS SUV		39		41		39.6		82.4%		47		17.6%		38		39.6		26.2		43.7		FS SUV		9.2%		35.8		27.6%		41.2		55.0%		40.6		8.2%		31.4		100.0%		39.6		FS SUV		41.6%		32.3		58.4%		44.8		39.6												FS SUV		11.6%		16.8%		23.9%		42.3%		49.1%		53.6%

		Luxury SUV		31		32		27.4		91.8%		32		8.2%		27		27.4		21.1		32.8		Luxury SUV		2.4%		26.4		24.9%		28.2		64.3%		27.7		8.4%		23.4		100.0%		27.4		Luxury SUV		53.7%		24.9		46.3%		30.4		27.4												Luxury SUV		8.9%		13.2%		19.6%		25.3%		31.4%		34.7%

				30.2		34.1		31.7		45.5%		35.4		54.5%		27.7		31.7		24.2		37.1				11.3%		27.3		35.9%		31.8		41.1%		32.9		11.8%		31.7		100.0%		31.7				37.9%		26.6		62.1%		35.0		31.7												Unwhgted Average		14.6%		20.8%		28.4%		36.8%		45.2%		53.8%

		Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.

																																																																				Percentage of intenders who say they would wait at least 30 days for the stated discount.

																																																																				Percentage of intenders who say they would buy from inventory at a discount rather than order a specific vehicle

		Notes: "Previously New" are those new-vehicle buyers who were replacing a vehicle that was also purchased new.																																																																		(assuming it had all of the major options and was an acceptable color).

		"First New Vehicle" are those new-vehicle buyers who were replacing a vehicle that was purchased used or this vehicle																																																																		Percentage indicates over and above the "best deal" price.

		represents the first new vehicle purchased.

		"Trend Setters" are those who typically demand products that are newly designed, have new features, etc.																																																																		Source: CNW Marketing Research, Inc.

		"Value Shopper" are those those who are seeking the lowest possible price for their next vehicle.

		These are the two most common buyer profiles.

																				Inventory		Floor				Incentives

														Incentives		Days in		Turns vs		as rate		Traffic				FT, Turns

				MSRP		% Incent.		$ incent.		Mfg share		Mfg. incent		vs Prev Yr		Inventory		Prev Yr		of Incent.						Index

		J '98		$22,346		13.6%		$3,039		54.8%		$1,665				53				3.2		80		J '98		3.98

		F		$22,496		13.8%		$3,104		51.2%		$1,589				49				3.1		86		F		3.58

		M		$22,408		14.8%		$3,316		52.1%		$1,728				47				2.7		101		M		2.69

		A		$22,793		16.4%		$3,738		57.2%		$2,138				44				2.1		102		A		2.02

		M		$22,873		17.2%		$3,934		58.5%		$2,301				42				1.8		108		M		1.69

		J		$22,739		16.2%		$3,693		58.1%		$2,146				41				1.9		97		J		1.97

		J		$21,996		12.6%		$2,771		53.1%		$1,472				40				2.7		86		J		3.16

		A		$22,734		15.8%		$3,592		54.7%		$1,965				43				2.2		89		A		2.46

		S		$22,618		16.2%		$3,664		56.1%		$2,056				39				1.9		84		S		2.26

		O		$22,814		16.7%		$3,810		56.1%		$2,137				39				1.8		92		O		1.98

		N		$22,773		15.6%		$3,553		59.4%		$2,110				45				2.1		99		N		2.15

		D		$22,904		16.8%		$3,848		59.8%		$2,301				49				2.1		95		D		2.24

		cy98		$22,621		15.5%		$3,505		56.0%		$1,967				44				2.2		93		cy98		2.52

		J '99		$22,481		16.2%		$3,642		57.3%		$2,087		25.3%		48		-9.4%		2.3		99		J '99		2.32

		F		$23,847		14.1%		$3,362		55.3%		$1,859		17.0%		46		-6.1%		2.5		91		F		2.72

		M		$23,884		12.8%		$3,057		54.7%		$1,672		-3.2%		45		-4.3%		2.7		108		M		2.49

		A		$23,842		12.3%		$2,933		56.9%		$1,669		-21.9%		42		-4.5%		2.5		106		A		2.37

		M		$23,644		11.8%		$2,790		57.3%		$1,599		-30.5%		41		-2.4%		2.6		111		M		2.31

		J		$23,587		11.3%		$2,665		56.3%		$1,501		-30.0%		38		-7.3%		2.5		112		J		2.26

		J		$23,184		10.9%		$2,527		55.8%		$1,410		-4.2%		40		0.0%		2.8		116		J		2.45

		A		$22,731		15.9%		$3,614		55.4%		$2,002		1.9%		42		-2.3%		2.1		103		A		2.04

		S		$22,448		15.7%		$3,524		56.2%		$1,981		-3.6%		37		-5.1%		1.9		104		S		1.80

		O		$22,587		16.3%		$3,682		57.4%		$2,113		-1.1%		38		-2.6%		1.8		105		O		1.71

		N		$22,612		16.4%		$3,535		56.9%		$2,012		-4.7%		43		-4.4%		2.1		94		N		2.27

		D		$22,808		16.4%		$3,741		57.3%		$2,144		-6.8%		47		-4.1%		2.2		100		D		2.19

		cy99		$23,329		13.7%		$3,188		56.9%		$1,815		-7.7%		42		-5.1%		2.3		104		cy99		2.24

		J '00		$22,891		14.4%		$3,296		54.7%		$1,803		-13.6%		45		-6.3%		2.5		103		J '00		2.42

		F		$22,694		12.6%		$2,859		55.3%		$1,581		-15.0%		42		-8.7%		2.7		107		F		2.48

		M		$22,819		13.7%		$3,126		56.4%		$1,763		5.4%		41		-8.9%		2.3		117		M		1.99

		A		$23,891		13.9%		$3,321		55.8%		$1,853		11.0%		38		-9.5%		2.1		99		A		2.07

		M		$23,906		13.7%		$3,275		54.4%		$1,782		11.4%		41		0.0%		2.3		113		M		2.04

				Inventory

				Days		FT

		J '98		53		80

		F		49		86

		M		47		101

		A		44		102

		M		42		108

		J		41		97

		J		40		86

		A		43		89

		S		39		84

		O		39		92

		N		45		99

		D		49		95

		cy98		44		93.25

		J '99		48		99

		F		46		91

		M		45		108

		A		42		106

		M		41		111

		J		38		112

		J		40		116

		A		42		103

		S		37		104

		O		38		105

		N		43		94

		D		47		100

		cy99		42.3		104.08

		J '00		45		103

		F		42		107

		M		41		117

		A		38		99

		M		41		113

		As floor traffic (trendline) increases (more people visiting dealership),

		the number of days a vehicle stays on the dealership lot decreases (trendline).

				Days in				Incent. $

				Inventory		$ incent.		p Invent.

		J '98		53		$3,039		$57.34

		F		49		$3,104		$63.36

		M		47		$3,316		$70.56

		A		44		$3,738		$84.96

		M		42		$3,934		$93.67

		J		41		$3,693		$90.07

		J		40		$2,771		$69.29

		A		43		$3,592		$83.53

		S		39		$3,664		$93.95

		O		39		$3,810		$97.69

		N		45		$3,553		$78.95

		D		49		$3,848		$78.53

		J '99		48		$3,642		$75.87

		F		46		$3,362		$73.10

		M		45		$3,057		$67.93

		A		42		$2,933		$69.83

		M		41		$2,790		$68.05

		J		38		$2,665		$70.13

		J		40		$2,527		$63.18

		A		42		$3,614		$86.05

		S		37		$3,524		$95.24

		O		38		$3,682		$96.89

		N		43		$3,535		$82.21

		D		47		$3,741		$79.60

		J '00		45		$3,296		$73.24

		F		42		$2,859		$68.07

		M		41		$3,126		$76.24

		A		38		$3,321		$87.39

		M		41		$3,275		$79.88

		In general, in 1998, as incentives went up, the number of days in inventory went down.

		In 1999, the high demand for vehicles and the number of people visiting dealerships eliminated

		the need for all-out incentive warfare.

				Days in		Incent. $

				Inventory		p Invent.		$ incent.		Index

		J '98		53		$57.34		$3,039		100.0

		F		49		$63.36		$3,104		102.2

		M		47		$70.56		$3,316		109.1

		A		44		$84.96		$3,738		123.0

		M		42		$93.67		$3,934		129.5

		J		41		$90.07		$3,693		121.5

		J		40		$69.29		$2,771		91.2

		A		43		$83.53		$3,592		118.2

		S		39		$93.95		$3,664		120.6

		O		39		$97.69		$3,810		125.4

		N		45		$78.95		$3,553		116.9

		D		49		$78.53		$3,848		126.6

		J '99		48		$75.87		$3,642		119.8

		F		46		$73.10		$3,362		110.6

		M		45		$67.93		$3,057		100.6

		A		42		$69.83		$2,933		96.5

		M		41		$68.05		$2,790		91.8

		J		38		$70.13		$2,665		87.7

		J		40		$63.18		$2,527		83.2

		A		42		$86.05		$3,614		118.9

		S		37		$95.24		$3,524		116.0

		O		38		$96.89		$3,682		121.2

		N		43		$82.21		$3,535		116.3

		D		47		$79.60		$3,741		123.1

		J '00		45		$73.24		$3,296		108.5

		F		42		$68.07		$2,859		94.1

		M		41		$76.24		$3,126		102.9

		A		38		$87.39		$3,321		109.3

		M		41		$79.88		$3,275		107.8

				Men		Women		Avg		Prev New		1st New		Trendsetter		Value Shop

		Industry Avg		30.2		34.1		31.7		35.4		27.7		24.2		37.1

				Under 30		31-45		46-60		61-plus

		Industry Avg		27.3		31.8		32.9		31.7

				Online		Offline		Avg

		Industry Avg		26.6		35		31.7

		Index of Incentives -- First Qtr 2000										Nissan % of

				Industry		Industry Lo		Industry Hi		Nissan		Ind. Avg.

		Budget		114		106		121		116		101.8%

		Small		112		110		118

		Lower Middle		116		112		119		115		99.1%

		Core Middle		117		115		123

		Upper Middle		112		109		115		110		98.2%

		Near Luxury		108		106		111		106		98.1%

		Luxury		115		114		118		117		101.7%

		Prestige		104		98		108

		Sport/Specialty		108		106		117

		Minivan		116		111		119		118		101.7%

		FS Van		112		104		113

		Compact PU		117		115		121		115		98.3%

		FS Pickup		103		101		107

		Small SUV		111		108		114		108		97.3%

		Compact SUV		109		107		117		111		101.8%

		FS SUV		108		105		109

		Luxury SUV		108		106		110		107		99.1%

		100=January, 1997

		Of the total incentives given to a customer, the share provided by the manufacturer to the customer and the share provided

		to the customer by the dealer.

				% Mfg.		% Dealer

		Budget		51.4%		48.6%

		Small		52.8%		47.2%

		Lower Middle		54.6%		45.4%

		Core Middle		49.1%		50.9%

		Upper Middle		47.6%		52.4%

		Near Luxury		51.2%		48.8%

		Luxury		55.6%		44.4%

		Prestige		42.3%		57.7%

		Sport/Specialty		56.8%		43.2%

		Minivan		52.5%		47.5%

		FS Van		47.1%		52.9%

		Compact PU		51.2%		48.8%

		FS Pickup		48.8%		51.2%

		Small SUV		47.3%		52.7%

		Compact SUV		49.1%		50.9%

		FS SUV		51.2%		48.8%

		Luxury SUV		55.6%		44.4%

		Of the total manufacturer incentives, the percent that went directly to the customer and the percent that was provided

		to the dealership and/or its personnel (such as F&I, sales staff, sales manager, etc.)

				To customer		To dealer

		Budget		81.2%		18.8%

		Small		85.6%		14.4%

		Lower Middle		79.3%		20.7%

		Core Middle		77.4%		22.6%

		Upper Middle		79.4%		20.6%

		Near Luxury		71.7%		28.3%

		Luxury		68.4%		31.6%

		Prestige		64.5%		35.5%

		Sport/Specialty		79.3%		20.7%

		Minivan		77.7%		22.3%

		FS Van		70.3%		29.7%

		Compact PU		82.8%		17.2%

		FS Pickup		61.9%		38.1%

		Small SUV		63.4%		36.6%

		Compact SUV		65.8%		34.2%

		FS SUV		56.9%		43.1%

		Luxury SUV		51.7%		48.3%

		Of the dealer incentives to the customer, the percent that were taken from gross profit, increased equipment,

		increased trade value and "other"

		All Dealers

				Gross		Equipment		Trade Value		Other		Total

		Budget		30.8%		18.6%		39.4%		11.2%		100.0%

		Small		31.4%		17.6%		36.9%		14.1%		100.0%

		Lower Middle		35.6%		18.3%		35.2%		10.9%		100.0%

		Core Middle		38.8%		19.9%		37.4%		3.9%		100.0%

		Upper Middle		41.3%		15.2%		39.4%		4.1%		100.0%

		Near Luxury		44.4%		11.1%		38.6%		5.9%		100.0%

		Luxury		52.6%		9.2%		37.2%		1.0%		100.0%

		Prestige		65.8%		7.4%		22.2%		4.6%		100.0%

		Sport/Specialty		42.3%		26.4%		28.1%		3.2%		100.0%

		Minivan		40.8%		21.2%		35.6%		2.4%		100.0%

		FS Van		52.7%		36.8%		9.2%		1.3%		100.0%

		Compact PU		27.7%		16.8%		41.8%		13.7%		100.0%

		FS Pickup		39.1%		25.9%		23.6%		11.4%		100.0%

		Small SUV		41.3%		15.4%		36.2%		7.1%		100.0%

		Compact SUV		42.7%		15.7%		34.6%		7.0%		100.0%

		FS SUV		62.9%		16.3%		18.6%		2.2%		100.0%

		Luxury SUV		66.1%		12.6%		17.8%		3.5%		100.0%

		Nissan Dealers

				Gross		Equipment		Trade Value		Other		Total

		Budget		31.6%		17.2%		42.7%		8.5%		100.0%

		Lower Middle		36.2%		17.5%		38.9%		7.4%		100.0%

		Upper Middle		38.9%		16.4%		42.2%		2.5%		100.0%

		Near Luxury		40.5%		10.6%		41.5%		7.4%		100.0%

		Luxury		49.7%		10.1%		39.7%		0.5%		100.0%

		Minivan		44.4%		18.7%		35.8%		1.1%		100.0%

		Compact PU		32.8%		15.3%		42.6%		9.3%		100.0%

		Small SUV		34.6%		14.1%		39.1%		12.2%		100.0%

		Compact SUV		41.9%		14.7%		36.6%		6.8%		100.0%

		Luxury SUV		55.3%		10.3%		29.3%		5.1%		100.0%
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		Acceptable Delay in Delivery vs Date of Order

		Based on Purchase Path data and a phone survey of 4,782 new-vehicle buyers, May 22-31, 2000																																																Willing				Willing																3%		5%		7%		3%		5%		7%

								Industry		Previously		Previously		First New		First New		checking		Trend		Value				Under 30		Under 30		31-45		31-45		46-60		46-60		Over 60		Over 60		Checking		Checking				Online		Days		Offline		Days		Checking														Discount		Discount		Discount		Discount		Discount		Discount

				Men		Women		Average		New		New		Vehicle		Vehicle		column		Setter		Shopper				Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Column		Column				Shopper		Delay		Shopper		Delay		Column														to Wait		to Wait		to Wait		From Inv.		From Inv.		From Inv.

		Budget		16		24		21.3		16.4%		22		83.6%		18		21.3		17.1		28.2		Budget		16.2%		19.6		42.8%		21.2		31.2%		21.5		9.8%		24.4		100.0%		21.3		Budget		32.3%		16.4		67.7%		23.6		21.3												Budget		21.4%		28.6%		34.9%		44.7%		52.9%		66.1%

		Small		17		26		21.9		18.8%		23		81.2%		17		21.9		15.6		29.9		Small		14.4%		19.2		46.7%		22.1		26.6%		22.4		12.3%		22.9		100.0%		21.9		Small		40.1%		16.8		59.9%		25.3		21.9												Small		18.4%		22.7%		31.6%		42.3%		48.7%		61.3%

		Lower Middle		22		29		23.8		23.6%		25		76.4%		20		23.8		22.4		26.7		Lower Middle		10.6%		19.6		48.2%		23.7		25.1%		26.1		16.1%		23.5		100.0%		23.8		Lower Middle		48.9%		19.3		51.1%		28.2		23.8												Lower Middle		15.6%		19.8%		27.4%		41.2%		45.6%		58.3%

		Core Middle		36		42		38.2		34.6%		42		65.4%		31		38.2		28.8		44.4		Core Middle		8.3%		32.4		44.2%		37.6		32.6%		40.2		14.9%		38.8		100.0%		38.2		Core Middle		36.5%		29.9		63.5%		43		38.2												Core Middle		14.7%		18.3%		24.9%		49.3%		65.2%		71.8%

		Upper Middle		31		37		34.1		38.7%		38		61.3%		28		34.1		27.6		37.6		Upper Middle		7.7%		28.2		39.6%		38.6		41.6%		32.2		11.1%		29.2		100.0%		34.1		Upper Middle		35.0%		29.7		65.0%		36.4		34.1												Upper Middle		14.2%		17.9%		23.5%		38.6%		41.1%		52.7%

		Near Luxury		28		29		28.2		47.1%		31		52.9%		25		28.2		20.4		36.5		Near Luxury		6.2%		22.2		32.4%		25.6		47.6%		28.7		13.8%		35.2		100.0%		28.2		Near Luxury		44.6%		21.4		55.4%		33.7		28.2												Near Luxury		12.4%		18.2%		24.6%		37.2%		41.3%		49.6%

		Luxury		34		36		35		62.9%		40		37.1%		32		35.0		27.5		39.4		Luxury		5.8%		31.6		21.8%		36.7		55.0%		35.5		17.4%		32.4		100.0%		35.0		Luxury		35.0%		29.8		65.0%		37.8		35.0												Luxury		10.8%		19.2%		31.4%		31.5%		36.7%		44.9%

		Prestige		39		44		39.7		81.3%		47		18.7%		38		39.7		30.2		42.7		Prestige		3.4%		29.6		17.7%		38.4		60.7%		41.6		18.2%		36.4		100.0%		39.7		Prestige		36.2%		34.6		63.8%		42.6		39.7												Prestige		10.2%		17.6%		28.1%		28.1%		30.9%		36.7%

		Sport/Specialty		53		56		53.9		42.3%		59		57.7%		47		53.9		31.6		58.6		Sport/Specialty		12.9%		49.3		47.6%		52.2		32.8%		56.9		6.7%		60.1		100.0%		53.9		Sport/Specialty		40.5%		45.2		59.5%		59.8		53.9												Sport/Specialty		8.8%		11.1%		14.9%		15.1%		18.2%		22.5%

		Minivan		23		21		21.9		30.7%		24		69.3%		17		21.9		19.4		23.3		Minivan		10.4%		17.1		42.9%		22.4		35.5%		23.7		11.2%		18.8		100.0%		21.9		Minivan		38.6%		18.6		61.4%		23.9		21.9												Minivan		26.4%		36.8%		42.6%		52.7%		73.4%		86.5%

		FS Van		46		49		47.3		59.1%		52		40.9%		44		47.3		39.8		57.5		FS Van		12.8%		41.6		35.5%		47.1		38.2%		49.7		13.5%		46.7		100.0%		47.3		FS Van		24.5%		44.1		75.5%		48.4		47.3												FS Van		14.6%		17.6%		22.9%		26.3%		34.1%		36.1%

		Compact PU		11		13		12.3		17.5%		13		82.5%		9		12.3		10.3		15.6		Compact PU		19.3%		11.1		36.1%		11.8		37.4%		12.9		7.2%		14.9		100.0%		12.3		Compact PU		26.6%		10.1		73.4%		13.1		12.3												Compact PU		18.9%		34.8%		49.7%		46.9%		72.8%		89.4%

		FS Pickup		37		39		37.6		56.8%		45		43.2%		32		37.6		29		43.2		FS Pickup		15.5%		33.1		39.8%		36.9		32.1%		39.4		12.6%		40.8		100.0%		37.6		FS Pickup		30.4%		31.7		69.6%		40.2		37.6												FS Pickup		13.2%		18.7%		23.1%		17.1%		20.8%		26.1%

		Small SUV		22		28		26.5		31.2%		29		68.8%		21		26.5		21.7		32.8		Small SUV		20.4%		23.2		31.2%		26.4		39.2%		27.3		9.2%		30.4		100.0%		26.5		Small SUV		36.5%		23.3		63.5%		28.3		26.5												Small SUV		15.7%		22.2%		31.6%		42.3%		48.6%		61.2%

		Compact SUV		28		34		30.7		38.7%		33		61.3%		27		30.7		22.8		37.4		Compact SUV		16.1%		24.7		30.8%		31.1		43.2%		32.7		9.9%		30.2		100.0%		30.7		Compact SUV		44.0%		23.6		56.0%		36.3		30.7												Compact SUV		12.1%		19.8%		28.5%		44.8%		57.6%		62.9%

		FS SUV		39		41		39.6		82.4%		47		17.6%		38		39.6		26.2		43.7		FS SUV		9.2%		35.8		27.6%		41.2		55.0%		40.6		8.2%		31.4		100.0%		39.6		FS SUV		41.6%		32.3		58.4%		44.8		39.6												FS SUV		11.6%		16.8%		23.9%		42.3%		49.1%		53.6%

		Luxury SUV		31		32		27.4		91.8%		32		8.2%		27		27.4		21.1		32.8		Luxury SUV		2.4%		26.4		24.9%		28.2		64.3%		27.7		8.4%		23.4		100.0%		27.4		Luxury SUV		53.7%		24.9		46.3%		30.4		27.4												Luxury SUV		8.9%		13.2%		19.6%		25.3%		31.4%		34.7%

				30.2		34.1		31.7		45.5%		35.4		54.5%		27.7		31.7		24.2		37.1				11.3%		27.3		35.9%		31.8		41.1%		32.9		11.8%		31.7		100.0%		31.7				37.9%		26.6		62.1%		35.0		31.7												Unwhgted Average		14.6%		20.8%		28.4%		36.8%		45.2%		53.8%

		Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.

																																																																				Percentage of intenders who say they would wait at least 30 days for the stated discount.

																																																																				Percentage of intenders who say they would buy from inventory at a discount rather than order a specific vehicle

		Notes: "Previously New" are those new-vehicle buyers who were replacing a vehicle that was also purchased new.																																																																		(assuming it had all of the major options and was an acceptable color).

		"First New Vehicle" are those new-vehicle buyers who were replacing a vehicle that was purchased used or this vehicle																																																																		Percentage indicates over and above the "best deal" price.

		represents the first new vehicle purchased.

		"Trend Setters" are those who typically demand products that are newly designed, have new features, etc.																																																																		Source: CNW Marketing Research, Inc.

		"Value Shopper" are those those who are seeking the lowest possible price for their next vehicle.

		These are the two most common buyer profiles.

																				Inventory		Floor				Incentives

														Incentives		Days in		Turns vs		as rate		Traffic				FT, Turns

				MSRP		% Incent.		$ incent.		Mfg share		Mfg. incent		vs Prev Yr		Inventory		Prev Yr		of Incent.						Index

		J '98		$22,346		13.6%		$3,039		54.8%		$1,665				53				3.2		80		J '98		3.98

		F		$22,496		13.8%		$3,104		51.2%		$1,589				49				3.1		86		F		3.58

		M		$22,408		14.8%		$3,316		52.1%		$1,728				47				2.7		101		M		2.69

		A		$22,793		16.4%		$3,738		57.2%		$2,138				44				2.1		102		A		2.02

		M		$22,873		17.2%		$3,934		58.5%		$2,301				42				1.8		108		M		1.69

		J		$22,739		16.2%		$3,693		58.1%		$2,146				41				1.9		97		J		1.97

		J		$21,996		12.6%		$2,771		53.1%		$1,472				40				2.7		86		J		3.16

		A		$22,734		15.8%		$3,592		54.7%		$1,965				43				2.2		89		A		2.46

		S		$22,618		16.2%		$3,664		56.1%		$2,056				39				1.9		84		S		2.26

		O		$22,814		16.7%		$3,810		56.1%		$2,137				39				1.8		92		O		1.98

		N		$22,773		15.6%		$3,553		59.4%		$2,110				45				2.1		99		N		2.15

		D		$22,904		16.8%		$3,848		59.8%		$2,301				49				2.1		95		D		2.24

		cy98		$22,621		15.5%		$3,505		56.0%		$1,967				44				2.2		93		cy98		2.52

		J '99		$22,481		16.2%		$3,642		57.3%		$2,087		25.3%		48		-9.4%		2.3		99		J '99		2.32

		F		$23,847		14.1%		$3,362		55.3%		$1,859		17.0%		46		-6.1%		2.5		91		F		2.72

		M		$23,884		12.8%		$3,057		54.7%		$1,672		-3.2%		45		-4.3%		2.7		108		M		2.49

		A		$23,842		12.3%		$2,933		56.9%		$1,669		-21.9%		42		-4.5%		2.5		106		A		2.37

		M		$23,644		11.8%		$2,790		57.3%		$1,599		-30.5%		41		-2.4%		2.6		111		M		2.31

		J		$23,587		11.3%		$2,665		56.3%		$1,501		-30.0%		38		-7.3%		2.5		112		J		2.26

		J		$23,184		10.9%		$2,527		55.8%		$1,410		-4.2%		40		0.0%		2.8		116		J		2.45

		A		$22,731		15.9%		$3,614		55.4%		$2,002		1.9%		42		-2.3%		2.1		103		A		2.04

		S		$22,448		15.7%		$3,524		56.2%		$1,981		-3.6%		37		-5.1%		1.9		104		S		1.80

		O		$22,587		16.3%		$3,682		57.4%		$2,113		-1.1%		38		-2.6%		1.8		105		O		1.71

		N		$22,612		16.4%		$3,535		56.9%		$2,012		-4.7%		43		-4.4%		2.1		94		N		2.27

		D		$22,808		16.4%		$3,741		57.3%		$2,144		-6.8%		47		-4.1%		2.2		100		D		2.19

		cy99		$23,329		13.7%		$3,188		56.9%		$1,815		-7.7%		42		-5.1%		2.3		104		cy99		2.24

		J '00		$22,891		14.4%		$3,296		54.7%		$1,803		-13.6%		45		-6.3%		2.5		103		J '00		2.42

		F		$22,694		12.6%		$2,859		55.3%		$1,581		-15.0%		42		-8.7%		2.7		107		F		2.48

		M		$22,819		13.7%		$3,126		56.4%		$1,763		5.4%		41		-8.9%		2.3		117		M		1.99

		A		$23,891		13.9%		$3,321		55.8%		$1,853		11.0%		38		-9.5%		2.1		99		A		2.07

		M		$23,906		13.7%		$3,275		54.4%		$1,782		11.4%		41		0.0%		2.3		113		M		2.04

				Inventory

				Days		FT

		J '98		53		80

		F		49		86

		M		47		101

		A		44		102

		M		42		108

		J		41		97

		J		40		86

		A		43		89

		S		39		84

		O		39		92

		N		45		99

		D		49		95

		cy98		44		93.25

		J '99		48		99

		F		46		91

		M		45		108

		A		42		106

		M		41		111

		J		38		112

		J		40		116

		A		42		103

		S		37		104

		O		38		105

		N		43		94

		D		47		100

		cy99		42.3		104.08

		J '00		45		103

		F		42		107

		M		41		117

		A		38		99

		M		41		113

		As floor traffic (trendline) increases (more people visiting dealership),

		the number of days a vehicle stays on the dealership lot decreases (trendline).

				Days in				Incent. $

				Inventory		$ incent.		p Invent.		FT

		J '98		53		$3,039		$57.34		80

		F		49		$3,104		$63.36		86

		M		47		$3,316		$70.56		101

		A		44		$3,738		$84.96		102

		M		42		$3,934		$93.67		108

		J		41		$3,693		$90.07		97

		J		40		$2,771		$69.29		86

		A		43		$3,592		$83.53		89

		S		39		$3,664		$93.95		84

		O		39		$3,810		$97.69		92

		N		45		$3,553		$78.95		99

		D		49		$3,848		$78.53		95

		J '99		48		$3,642		$75.87		99

		F		46		$3,362		$73.10		91

		M		45		$3,057		$67.93		108

		A		42		$2,933		$69.83		106

		M		41		$2,790		$68.05		111

		J		38		$2,665		$70.13		112

		J		40		$2,527		$63.18		116

		A		42		$3,614		$86.05		103

		S		37		$3,524		$95.24		104

		O		38		$3,682		$96.89		105

		N		43		$3,535		$82.21		94

		D		47		$3,741		$79.60		100

		J '00		45		$3,296		$73.24		103

		F		42		$2,859		$68.07		107

		M		41		$3,126		$76.24		117

		A		38		$3,321		$87.39		99

		M		41		$3,275		$79.88		113

		In general, in 1998, as incentives went up, the number of days in inventory went down.

		In 1999, the high demand for vehicles and the number of people visiting dealerships eliminated

		the need for all-out incentive warfare.

				Days in		Incent. $

				Inventory		p Invent.		$ incent.		Index

		J '98		53		$57.34		$3,039		100.0

		F		49		$63.36		$3,104		102.2

		M		47		$70.56		$3,316		109.1

		A		44		$84.96		$3,738		123.0

		M		42		$93.67		$3,934		129.5

		J		41		$90.07		$3,693		121.5

		J		40		$69.29		$2,771		91.2

		A		43		$83.53		$3,592		118.2

		S		39		$93.95		$3,664		120.6

		O		39		$97.69		$3,810		125.4

		N		45		$78.95		$3,553		116.9

		D		49		$78.53		$3,848		126.6

		J '99		48		$75.87		$3,642		119.8

		F		46		$73.10		$3,362		110.6

		M		45		$67.93		$3,057		100.6

		A		42		$69.83		$2,933		96.5

		M		41		$68.05		$2,790		91.8

		J		38		$70.13		$2,665		87.7

		J		40		$63.18		$2,527		83.2

		A		42		$86.05		$3,614		118.9

		S		37		$95.24		$3,524		116.0

		O		38		$96.89		$3,682		121.2

		N		43		$82.21		$3,535		116.3

		D		47		$79.60		$3,741		123.1

		J '00		45		$73.24		$3,296		108.5

		F		42		$68.07		$2,859		94.1

		M		41		$76.24		$3,126		102.9

		A		38		$87.39		$3,321		109.3

		M		41		$79.88		$3,275		107.8

				Men		Women		Avg		Prev New		1st New		Trendsetter		Value Shop

		Industry Avg		30.2		34.1		31.7		35.4		27.7		24.2		37.1

				Under 30		31-45		46-60		61-plus

		Industry Avg		27.3		31.8		32.9		31.7

				Online		Offline		Avg

		Industry Avg		26.6		35		31.7

		Index of Incentives -- First Qtr 2000										Nissan % of

				Industry		Industry Lo		Industry Hi		Nissan		Ind. Avg.

		Budget		114		106		121		116		101.8%

		Small		112		110		118

		Lower Middle		116		112		119		115		99.1%

		Core Middle		117		115		123

		Upper Middle		112		109		115		110		98.2%

		Near Luxury		108		106		111		106		98.1%

		Luxury		115		114		118		117		101.7%

		Prestige		104		98		108

		Sport/Specialty		108		106		117

		Minivan		116		111		119		118		101.7%

		FS Van		112		104		113

		Compact PU		117		115		121		115		98.3%

		FS Pickup		103		101		107

		Small SUV		111		108		114		108		97.3%

		Compact SUV		109		107		117		111		101.8%

		FS SUV		108		105		109

		Luxury SUV		108		106		110		107		99.1%

		100=January, 1997

		Of the total incentives given to a customer, the share provided by the manufacturer to the customer and the share provided

		to the customer by the dealer.

				% Mfg.		% Dealer

		Budget		51.4%		48.6%

		Small		52.8%		47.2%

		Lower Middle		54.6%		45.4%

		Core Middle		49.1%		50.9%

		Upper Middle		47.6%		52.4%

		Near Luxury		51.2%		48.8%

		Luxury		55.6%		44.4%

		Prestige		42.3%		57.7%

		Sport/Specialty		56.8%		43.2%

		Minivan		52.5%		47.5%

		FS Van		47.1%		52.9%

		Compact PU		51.2%		48.8%

		FS Pickup		48.8%		51.2%

		Small SUV		47.3%		52.7%

		Compact SUV		49.1%		50.9%

		FS SUV		51.2%		48.8%

		Luxury SUV		55.6%		44.4%

		Of the total manufacturer incentives, the percent that went directly to the customer and the percent that was provided

		to the dealership and/or its personnel (such as F&I, sales staff, sales manager, etc.)

				To customer		To dealer

		Budget		81.2%		18.8%

		Small		85.6%		14.4%

		Lower Middle		79.3%		20.7%

		Core Middle		77.4%		22.6%

		Upper Middle		79.4%		20.6%

		Near Luxury		71.7%		28.3%

		Luxury		68.4%		31.6%

		Prestige		64.5%		35.5%

		Sport/Specialty		79.3%		20.7%

		Minivan		77.7%		22.3%

		FS Van		70.3%		29.7%

		Compact PU		82.8%		17.2%

		FS Pickup		61.9%		38.1%

		Small SUV		63.4%		36.6%

		Compact SUV		65.8%		34.2%

		FS SUV		56.9%		43.1%

		Luxury SUV		51.7%		48.3%

		Of the dealer incentives to the customer, the percent that were taken from gross profit, increased equipment,

		increased trade value and "other"

		All Dealers

				Gross		Equipment		Trade Value		Other		Total

		Budget		30.8%		18.6%		39.4%		11.2%		100.0%

		Small		31.4%		17.6%		36.9%		14.1%		100.0%

		Lower Middle		35.6%		18.3%		35.2%		10.9%		100.0%

		Core Middle		38.8%		19.9%		37.4%		3.9%		100.0%

		Upper Middle		41.3%		15.2%		39.4%		4.1%		100.0%

		Near Luxury		44.4%		11.1%		38.6%		5.9%		100.0%

		Luxury		52.6%		9.2%		37.2%		1.0%		100.0%

		Prestige		65.8%		7.4%		22.2%		4.6%		100.0%

		Sport/Specialty		42.3%		26.4%		28.1%		3.2%		100.0%

		Minivan		40.8%		21.2%		35.6%		2.4%		100.0%

		FS Van		52.7%		36.8%		9.2%		1.3%		100.0%

		Compact PU		27.7%		16.8%		41.8%		13.7%		100.0%

		FS Pickup		39.1%		25.9%		23.6%		11.4%		100.0%

		Small SUV		41.3%		15.4%		36.2%		7.1%		100.0%

		Compact SUV		42.7%		15.7%		34.6%		7.0%		100.0%

		FS SUV		62.9%		16.3%		18.6%		2.2%		100.0%

		Luxury SUV		66.1%		12.6%		17.8%		3.5%		100.0%

		Nissan Dealers

				Gross		Equipment		Trade Value		Other		Total

		Budget		31.6%		17.2%		42.7%		8.5%		100.0%

		Lower Middle		36.2%		17.5%		38.9%		7.4%		100.0%

		Upper Middle		38.9%		16.4%		42.2%		2.5%		100.0%

		Near Luxury		40.5%		10.6%		41.5%		7.4%		100.0%

		Luxury		49.7%		10.1%		39.7%		0.5%		100.0%

		Minivan		44.4%		18.7%		35.8%		1.1%		100.0%

		Compact PU		32.8%		15.3%		42.6%		9.3%		100.0%

		Small SUV		34.6%		14.1%		39.1%		12.2%		100.0%

		Compact SUV		41.9%		14.7%		36.6%		6.8%		100.0%

		Luxury SUV		55.3%		10.3%		29.3%		5.1%		100.0%

				Incent. $

				p Invent.		FT

		J '98		$57.34		80

		F		$63.36		86

		M		$70.56		101

		A		$84.96		102

		M		$93.67		108

		J		$90.07		97

		J		$69.29		86

		A		$83.53		89

		S		$93.95		84

		O		$97.69		92

		N		$78.95		99

		D		$78.53		95

		J '99		$75.87		99

		F		$73.10		91

		M		$67.93		108

		A		$69.83		106

		M		$68.05		111

		J		$70.13		112

		J		$63.18		116

		A		$86.05		103

		S		$95.24		104

		O		$96.89		105

		N		$82.21		94

		D		$79.60		100

		J '00		$73.24		103

		F		$68.07		107

		M		$76.24		117

		A		$87.39		99

		M		$79.88		113
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Sheet1

		Acceptable Delay in Delivery vs Date of Order

		Based on Purchase Path data and a phone survey of 4,782 new-vehicle buyers, May 22-31, 2000																																																Willing				Willing																3%		5%		7%		3%		5%		7%

								Industry		Previously		Previously		First New		First New		checking		Trend		Value				Under 30		Under 30		31-45		31-45		46-60		46-60		Over 60		Over 60		Checking		Checking				Online		Days		Offline		Days		Checking														Discount		Discount		Discount		Discount		Discount		Discount

				Men		Women		Average		New		New		Vehicle		Vehicle		column		Setter		Shopper				Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Column		Column				Shopper		Delay		Shopper		Delay		Column														to Wait		to Wait		to Wait		From Inv.		From Inv.		From Inv.

		Budget		16		24		21.3		16.4%		22		83.6%		18		21.3		17.1		28.2		Budget		16.2%		19.6		42.8%		21.2		31.2%		21.5		9.8%		24.4		100.0%		21.3		Budget		32.3%		16.4		67.7%		23.6		21.3												Budget		21.4%		28.6%		34.9%		44.7%		52.9%		66.1%

		Small		17		26		21.9		18.8%		23		81.2%		17		21.9		15.6		29.9		Small		14.4%		19.2		46.7%		22.1		26.6%		22.4		12.3%		22.9		100.0%		21.9		Small		40.1%		16.8		59.9%		25.3		21.9												Small		18.4%		22.7%		31.6%		42.3%		48.7%		61.3%

		Lower Middle		22		29		23.8		23.6%		25		76.4%		20		23.8		22.4		26.7		Lower Middle		10.6%		19.6		48.2%		23.7		25.1%		26.1		16.1%		23.5		100.0%		23.8		Lower Middle		48.9%		19.3		51.1%		28.2		23.8												Lower Middle		15.6%		19.8%		27.4%		41.2%		45.6%		58.3%

		Core Middle		36		42		38.2		34.6%		42		65.4%		31		38.2		28.8		44.4		Core Middle		8.3%		32.4		44.2%		37.6		32.6%		40.2		14.9%		38.8		100.0%		38.2		Core Middle		36.5%		29.9		63.5%		43		38.2												Core Middle		14.7%		18.3%		24.9%		49.3%		65.2%		71.8%

		Upper Middle		31		37		34.1		38.7%		38		61.3%		28		34.1		27.6		37.6		Upper Middle		7.7%		28.2		39.6%		38.6		41.6%		32.2		11.1%		29.2		100.0%		34.1		Upper Middle		35.0%		29.7		65.0%		36.4		34.1												Upper Middle		14.2%		17.9%		23.5%		38.6%		41.1%		52.7%

		Near Luxury		28		29		28.2		47.1%		31		52.9%		25		28.2		20.4		36.5		Near Luxury		6.2%		22.2		32.4%		25.6		47.6%		28.7		13.8%		35.2		100.0%		28.2		Near Luxury		44.6%		21.4		55.4%		33.7		28.2												Near Luxury		12.4%		18.2%		24.6%		37.2%		41.3%		49.6%

		Luxury		34		36		35		62.9%		40		37.1%		32		35.0		27.5		39.4		Luxury		5.8%		31.6		21.8%		36.7		55.0%		35.5		17.4%		32.4		100.0%		35.0		Luxury		35.0%		29.8		65.0%		37.8		35.0												Luxury		10.8%		19.2%		31.4%		31.5%		36.7%		44.9%

		Prestige		39		44		39.7		81.3%		47		18.7%		38		39.7		30.2		42.7		Prestige		3.4%		29.6		17.7%		38.4		60.7%		41.6		18.2%		36.4		100.0%		39.7		Prestige		36.2%		34.6		63.8%		42.6		39.7												Prestige		10.2%		17.6%		28.1%		28.1%		30.9%		36.7%

		Sport/Specialty		53		56		53.9		42.3%		59		57.7%		47		53.9		31.6		58.6		Sport/Specialty		12.9%		49.3		47.6%		52.2		32.8%		56.9		6.7%		60.1		100.0%		53.9		Sport/Specialty		40.5%		45.2		59.5%		59.8		53.9												Sport/Specialty		8.8%		11.1%		14.9%		15.1%		18.2%		22.5%

		Minivan		23		21		21.9		30.7%		24		69.3%		17		21.9		19.4		23.3		Minivan		10.4%		17.1		42.9%		22.4		35.5%		23.7		11.2%		18.8		100.0%		21.9		Minivan		38.6%		18.6		61.4%		23.9		21.9												Minivan		26.4%		36.8%		42.6%		52.7%		73.4%		86.5%

		FS Van		46		49		47.3		59.1%		52		40.9%		44		47.3		39.8		57.5		FS Van		12.8%		41.6		35.5%		47.1		38.2%		49.7		13.5%		46.7		100.0%		47.3		FS Van		24.5%		44.1		75.5%		48.4		47.3												FS Van		14.6%		17.6%		22.9%		26.3%		34.1%		36.1%

		Compact PU		11		13		12.3		17.5%		13		82.5%		9		12.3		10.3		15.6		Compact PU		19.3%		11.1		36.1%		11.8		37.4%		12.9		7.2%		14.9		100.0%		12.3		Compact PU		26.6%		10.1		73.4%		13.1		12.3												Compact PU		18.9%		34.8%		49.7%		46.9%		72.8%		89.4%

		FS Pickup		37		39		37.6		56.8%		45		43.2%		32		37.6		29		43.2		FS Pickup		15.5%		33.1		39.8%		36.9		32.1%		39.4		12.6%		40.8		100.0%		37.6		FS Pickup		30.4%		31.7		69.6%		40.2		37.6												FS Pickup		13.2%		18.7%		23.1%		17.1%		20.8%		26.1%

		Small SUV		22		28		26.5		31.2%		29		68.8%		21		26.5		21.7		32.8		Small SUV		20.4%		23.2		31.2%		26.4		39.2%		27.3		9.2%		30.4		100.0%		26.5		Small SUV		36.5%		23.3		63.5%		28.3		26.5												Small SUV		15.7%		22.2%		31.6%		42.3%		48.6%		61.2%

		Compact SUV		28		34		30.7		38.7%		33		61.3%		27		30.7		22.8		37.4		Compact SUV		16.1%		24.7		30.8%		31.1		43.2%		32.7		9.9%		30.2		100.0%		30.7		Compact SUV		44.0%		23.6		56.0%		36.3		30.7												Compact SUV		12.1%		19.8%		28.5%		44.8%		57.6%		62.9%

		FS SUV		39		41		39.6		82.4%		47		17.6%		38		39.6		26.2		43.7		FS SUV		9.2%		35.8		27.6%		41.2		55.0%		40.6		8.2%		31.4		100.0%		39.6		FS SUV		41.6%		32.3		58.4%		44.8		39.6												FS SUV		11.6%		16.8%		23.9%		42.3%		49.1%		53.6%

		Luxury SUV		31		32		27.4		91.8%		32		8.2%		27		27.4		21.1		32.8		Luxury SUV		2.4%		26.4		24.9%		28.2		64.3%		27.7		8.4%		23.4		100.0%		27.4		Luxury SUV		53.7%		24.9		46.3%		30.4		27.4												Luxury SUV		8.9%		13.2%		19.6%		25.3%		31.4%		34.7%

				30.2		34.1		31.7		45.5%		35.4		54.5%		27.7		31.7		24.2		37.1				11.3%		27.3		35.9%		31.8		41.1%		32.9		11.8%		31.7		100.0%		31.7				37.9%		26.6		62.1%		35.0		31.7												Unwhgted Average		14.6%		20.8%		28.4%		36.8%		45.2%		53.8%

		Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.

																																																																				Percentage of intenders who say they would wait at least 30 days for the stated discount.

																																																																				Percentage of intenders who say they would buy from inventory at a discount rather than order a specific vehicle

		Notes: "Previously New" are those new-vehicle buyers who were replacing a vehicle that was also purchased new.																																																																		(assuming it had all of the major options and was an acceptable color).

		"First New Vehicle" are those new-vehicle buyers who were replacing a vehicle that was purchased used or this vehicle																																																																		Percentage indicates over and above the "best deal" price.

		represents the first new vehicle purchased.

		"Trend Setters" are those who typically demand products that are newly designed, have new features, etc.																																																																		Source: CNW Marketing Research, Inc.

		"Value Shopper" are those those who are seeking the lowest possible price for their next vehicle.

		These are the two most common buyer profiles.

																				Inventory		Floor				Incentives

														Incentives		Days in		Turns vs		as rate		Traffic				FT, Turns

				MSRP		% Incent.		$ incent.		Mfg share		Mfg. incent		vs Prev Yr		Inventory		Prev Yr		of Incent.						Index

		J '98		$22,346		13.6%		$3,039		54.8%		$1,665				53				3.2		80		J '98		3.98

		F		$22,496		13.8%		$3,104		51.2%		$1,589				49				3.1		86		F		3.58

		M		$22,408		14.8%		$3,316		52.1%		$1,728				47				2.7		101		M		2.69

		A		$22,793		16.4%		$3,738		57.2%		$2,138				44				2.1		102		A		2.02

		M		$22,873		17.2%		$3,934		58.5%		$2,301				42				1.8		108		M		1.69

		J		$22,739		16.2%		$3,693		58.1%		$2,146				41				1.9		97		J		1.97

		J		$21,996		12.6%		$2,771		53.1%		$1,472				40				2.7		86		J		3.16

		A		$22,734		15.8%		$3,592		54.7%		$1,965				43				2.2		89		A		2.46

		S		$22,618		16.2%		$3,664		56.1%		$2,056				39				1.9		84		S		2.26

		O		$22,814		16.7%		$3,810		56.1%		$2,137				39				1.8		92		O		1.98

		N		$22,773		15.6%		$3,553		59.4%		$2,110				45				2.1		99		N		2.15

		D		$22,904		16.8%		$3,848		59.8%		$2,301				49				2.1		95		D		2.24

		cy98		$22,621		15.5%		$3,505		56.0%		$1,967				44				2.2		93		cy98		2.52

		J '99		$22,481		16.2%		$3,642		57.3%		$2,087		25.3%		48		-9.4%		2.3		99		J '99		2.32

		F		$23,847		14.1%		$3,362		55.3%		$1,859		17.0%		46		-6.1%		2.5		91		F		2.72

		M		$23,884		12.8%		$3,057		54.7%		$1,672		-3.2%		45		-4.3%		2.7		108		M		2.49

		A		$23,842		12.3%		$2,933		56.9%		$1,669		-21.9%		42		-4.5%		2.5		106		A		2.37

		M		$23,644		11.8%		$2,790		57.3%		$1,599		-30.5%		41		-2.4%		2.6		111		M		2.31

		J		$23,587		11.3%		$2,665		56.3%		$1,501		-30.0%		38		-7.3%		2.5		112		J		2.26

		J		$23,184		10.9%		$2,527		55.8%		$1,410		-4.2%		40		0.0%		2.8		116		J		2.45

		A		$22,731		15.9%		$3,614		55.4%		$2,002		1.9%		42		-2.3%		2.1		103		A		2.04

		S		$22,448		15.7%		$3,524		56.2%		$1,981		-3.6%		37		-5.1%		1.9		104		S		1.80

		O		$22,587		16.3%		$3,682		57.4%		$2,113		-1.1%		38		-2.6%		1.8		105		O		1.71

		N		$22,612		16.4%		$3,535		56.9%		$2,012		-4.7%		43		-4.4%		2.1		94		N		2.27

		D		$22,808		16.4%		$3,741		57.3%		$2,144		-6.8%		47		-4.1%		2.2		100		D		2.19

		cy99		$23,329		13.7%		$3,188		56.9%		$1,815		-7.7%		42		-5.1%		2.3		104		cy99		2.24

		J '00		$22,891		14.4%		$3,296		54.7%		$1,803		-13.6%		45		-6.3%		2.5		103		J '00		2.42

		F		$22,694		12.6%		$2,859		55.3%		$1,581		-15.0%		42		-8.7%		2.7		107		F		2.48

		M		$22,819		13.7%		$3,126		56.4%		$1,763		5.4%		41		-8.9%		2.3		117		M		1.99

		A		$23,891		13.9%		$3,321		55.8%		$1,853		11.0%		38		-9.5%		2.1		99		A		2.07

		M		$23,906		13.7%		$3,275		54.4%		$1,782		11.4%		41		0.0%		2.3		113		M		2.04

						Inventory

				Turns		FT

		J '98		53		80

		F		49		86

		M		47		101

		A		44		102

		M		42		108

		J		41		97

		J		40		86

		A		43		89

		S		39		84

		O		39		92

		N		45		99

		D		49		95

		cy98		44		93.25

		J '99		48		99

		F		46		91

		M		45		108

		A		42		106

		M		41		111

		J		38		112

		J		40		116

		A		42		103

		S		37		104

		O		38		105

		N		43		94

		D		47		100

		cy99		42.3		104.08

		J '00		45		103

		F		42		107

		M		41		117

		A		38		99

		M		41		113

		As floor traffic (trendline) increases (more people visiting dealership),

		the number of days a vehicle stays on the dealership lot decreases (trendline).

				Days in				Incent. $

				Inventory		$ incent.		p Invent.

		J '98		53		$3,039		$57.34

		F		49		$3,104		$63.36

		M		47		$3,316		$70.56

		A		44		$3,738		$84.96

		M		42		$3,934		$93.67

		J		41		$3,693		$90.07

		J		40		$2,771		$69.29

		A		43		$3,592		$83.53

		S		39		$3,664		$93.95

		O		39		$3,810		$97.69

		N		45		$3,553		$78.95

		D		49		$3,848		$78.53

		J '99		48		$3,642		$75.87

		F		46		$3,362		$73.10

		M		45		$3,057		$67.93

		A		42		$2,933		$69.83

		M		41		$2,790		$68.05

		J		38		$2,665		$70.13

		J		40		$2,527		$63.18

		A		42		$3,614		$86.05

		S		37		$3,524		$95.24

		O		38		$3,682		$96.89

		N		43		$3,535		$82.21

		D		47		$3,741		$79.60

		J '00		45		$3,296		$73.24

		F		42		$2,859		$68.07

		M		41		$3,126		$76.24

		A		38		$3,321		$87.39

		M		41		$3,275		$79.88

		In general, in 1998, as incentives went up, the number of days in inventory went down.

		In 1999, the high demand for vehicles and the number of people visiting dealerships eliminated

		the need for all-out incentive warfare.

				Days in		Incent. $

				Inventory		p Invent.		$ incent.

		J '98		53		$57.34		$3,039

		F		49		$63.36		$3,104

		M		47		$70.56		$3,316

		A		44		$84.96		$3,738

		M		42		$93.67		$3,934

		J		41		$90.07		$3,693

		J		40		$69.29		$2,771

		A		43		$83.53		$3,592

		S		39		$93.95		$3,664

		O		39		$97.69		$3,810

		N		45		$78.95		$3,553

		D		49		$78.53		$3,848

		J '99		48		$75.87		$3,642

		F		46		$73.10		$3,362

		M		45		$67.93		$3,057

		A		42		$69.83		$2,933

		M		41		$68.05		$2,790

		J		38		$70.13		$2,665

		J		40		$63.18		$2,527

		A		42		$86.05		$3,614

		S		37		$95.24		$3,524

		O		38		$96.89		$3,682

		N		43		$82.21		$3,535

		D		47		$79.60		$3,741

		J '00		45		$73.24		$3,296

		F		42		$68.07		$2,859

		M		41		$76.24		$3,126

		A		38		$87.39		$3,321

		M		41		$79.88		$3,275

				Men		Women		Avg		Prev New		1st New		Trendsetter		Value Shop

		Industry Avg		30.2		34.1		31.7		35.4		27.7		24.2		37.1

				Under 30		31-45		46-60		61-plus

		Industry Avg		27.3		31.8		32.9		31.7

				Online		Offline		Avg

		Industry Avg		26.6		35		31.7
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		Acceptable Delay in Delivery vs Date of Order

		Based on Purchase Path data and a phone survey of 4,782 new-vehicle buyers, May 22-31, 2000																																																Willing				Willing																3%		5%		7%		3%		5%		7%

								Industry		Previously		Previously		First New		First New		checking		Trend		Value				Under 30		Under 30		31-45		31-45		46-60		46-60		Over 60		Over 60		Checking		Checking				Online		Days		Offline		Days		Checking														Discount		Discount		Discount		Discount		Discount		Discount

				Men		Women		Average		New		New		Vehicle		Vehicle		column		Setter		Shopper				Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Yr Old		Column		Column				Shopper		Delay		Shopper		Delay		Column														to Wait		to Wait		to Wait		From Inv.		From Inv.		From Inv.

		Budget		16		24		21.3		16.4%		22		83.6%		18		21.3		17.1		28.2		Budget		16.2%		19.6		42.8%		21.2		31.2%		21.5		9.8%		24.4		100.0%		21.3		Budget		32.3%		16.4		67.7%		23.6		21.3												Budget		21.4%		28.6%		34.9%		44.7%		52.9%		66.1%

		Small		17		26		21.9		18.8%		23		81.2%		17		21.9		15.6		29.9		Small		14.4%		19.2		46.7%		22.1		26.6%		22.4		12.3%		22.9		100.0%		21.9		Small		40.1%		16.8		59.9%		25.3		21.9												Small		18.4%		22.7%		31.6%		42.3%		48.7%		61.3%

		Lower Middle		22		29		23.8		23.6%		25		76.4%		20		23.8		22.4		26.7		Lower Middle		10.6%		19.6		48.2%		23.7		25.1%		26.1		16.1%		23.5		100.0%		23.8		Lower Middle		48.9%		19.3		51.1%		28.2		23.8												Lower Middle		15.6%		19.8%		27.4%		41.2%		45.6%		58.3%

		Core Middle		36		42		38.2		34.6%		42		65.4%		31		38.2		28.8		44.4		Core Middle		8.3%		32.4		44.2%		37.6		32.6%		40.2		14.9%		38.8		100.0%		38.2		Core Middle		36.5%		29.9		63.5%		43		38.2												Core Middle		14.7%		18.3%		24.9%		49.3%		65.2%		71.8%

		Upper Middle		31		37		34.1		38.7%		38		61.3%		28		34.1		27.6		37.6		Upper Middle		7.7%		28.2		39.6%		38.6		41.6%		32.2		11.1%		29.2		100.0%		34.1		Upper Middle		35.0%		29.7		65.0%		36.4		34.1												Upper Middle		14.2%		17.9%		23.5%		38.6%		41.1%		52.7%

		Near Luxury		28		29		28.2		47.1%		31		52.9%		25		28.2		20.4		36.5		Near Luxury		6.2%		22.2		32.4%		25.6		47.6%		28.7		13.8%		35.2		100.0%		28.2		Near Luxury		44.6%		21.4		55.4%		33.7		28.2												Near Luxury		12.4%		18.2%		24.6%		37.2%		41.3%		49.6%

		Luxury		34		36		35		62.9%		40		37.1%		32		35.0		27.5		39.4		Luxury		5.8%		31.6		21.8%		36.7		55.0%		35.5		17.4%		32.4		100.0%		35.0		Luxury		35.0%		29.8		65.0%		37.8		35.0												Luxury		10.8%		19.2%		31.4%		31.5%		36.7%		44.9%

		Prestige		39		44		39.7		81.3%		47		18.7%		38		39.7		30.2		42.7		Prestige		3.4%		29.6		17.7%		38.4		60.7%		41.6		18.2%		36.4		100.0%		39.7		Prestige		36.2%		34.6		63.8%		42.6		39.7												Prestige		10.2%		17.6%		28.1%		28.1%		30.9%		36.7%

		Sport/Specialty		53		56		53.9		42.3%		59		57.7%		47		53.9		31.6		58.6		Sport/Specialty		12.9%		49.3		47.6%		52.2		32.8%		56.9		6.7%		60.1		100.0%		53.9		Sport/Specialty		40.5%		45.2		59.5%		59.8		53.9												Sport/Specialty		8.8%		11.1%		14.9%		15.1%		18.2%		22.5%

		Minivan		23		21		21.9		30.7%		24		69.3%		17		21.9		19.4		23.3		Minivan		10.4%		17.1		42.9%		22.4		35.5%		23.7		11.2%		18.8		100.0%		21.9		Minivan		38.6%		18.6		61.4%		23.9		21.9												Minivan		26.4%		36.8%		42.6%		52.7%		73.4%		86.5%

		FS Van		46		49		47.3		59.1%		52		40.9%		44		47.3		39.8		57.5		FS Van		12.8%		41.6		35.5%		47.1		38.2%		49.7		13.5%		46.7		100.0%		47.3		FS Van		24.5%		44.1		75.5%		48.4		47.3												FS Van		14.6%		17.6%		22.9%		26.3%		34.1%		36.1%

		Compact PU		11		13		12.3		17.5%		13		82.5%		9		12.3		10.3		15.6		Compact PU		19.3%		11.1		36.1%		11.8		37.4%		12.9		7.2%		14.9		100.0%		12.3		Compact PU		26.6%		10.1		73.4%		13.1		12.3												Compact PU		18.9%		34.8%		49.7%		46.9%		72.8%		89.4%

		FS Pickup		37		39		37.6		56.8%		45		43.2%		32		37.6		29		43.2		FS Pickup		15.5%		33.1		39.8%		36.9		32.1%		39.4		12.6%		40.8		100.0%		37.6		FS Pickup		30.4%		31.7		69.6%		40.2		37.6												FS Pickup		13.2%		18.7%		23.1%		17.1%		20.8%		26.1%

		Small SUV		22		28		26.5		31.2%		29		68.8%		21		26.5		21.7		32.8		Small SUV		20.4%		23.2		31.2%		26.4		39.2%		27.3		9.2%		30.4		100.0%		26.5		Small SUV		36.5%		23.3		63.5%		28.3		26.5												Small SUV		15.7%		22.2%		31.6%		42.3%		48.6%		61.2%

		Compact SUV		28		34		30.7		38.7%		33		61.3%		27		30.7		22.8		37.4		Compact SUV		16.1%		24.7		30.8%		31.1		43.2%		32.7		9.9%		30.2		100.0%		30.7		Compact SUV		44.0%		23.6		56.0%		36.3		30.7												Compact SUV		12.1%		19.8%		28.5%		44.8%		57.6%		62.9%

		FS SUV		39		41		39.6		82.4%		47		17.6%		38		39.6		26.2		43.7		FS SUV		9.2%		35.8		27.6%		41.2		55.0%		40.6		8.2%		31.4		100.0%		39.6		FS SUV		41.6%		32.3		58.4%		44.8		39.6												FS SUV		11.6%		16.8%		23.9%		42.3%		49.1%		53.6%

		Luxury SUV		31		32		27.4		91.8%		32		8.2%		27		27.4		21.1		32.8		Luxury SUV		2.4%		26.4		24.9%		28.2		64.3%		27.7		8.4%		23.4		100.0%		27.4		Luxury SUV		53.7%		24.9		46.3%		30.4		27.4												Luxury SUV		8.9%		13.2%		19.6%		25.3%		31.4%		34.7%

				30.2		34.1		31.7		45.5%		35.4		54.5%		27.7		31.7		24.2		37.1				11.3%		27.3		35.9%		31.8		41.1%		32.9		11.8%		31.7		100.0%		31.7				37.9%		26.6		62.1%		35.0		31.7												Unwhgted Average		14.6%		20.8%		28.4%		36.8%		45.2%		53.8%

		Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.																						Source: CNW Marketing Research, Inc.

																																																																				Percentage of intenders who say they would wait at least 30 days for the stated discount.

																																																																				Percentage of intenders who say they would buy from inventory at a discount rather than order a specific vehicle

		Notes: "Previously New" are those new-vehicle buyers who were replacing a vehicle that was also purchased new.																																																																		(assuming it had all of the major options and was an acceptable color).

		"First New Vehicle" are those new-vehicle buyers who were replacing a vehicle that was purchased used or this vehicle																																																																		Percentage indicates over and above the "best deal" price.

		represents the first new vehicle purchased.

		"Trend Setters" are those who typically demand products that are newly designed, have new features, etc.																																																																		Source: CNW Marketing Research, Inc.

		"Value Shopper" are those those who are seeking the lowest possible price for their next vehicle.

		These are the two most common buyer profiles.

																				Inventory		Floor				Incentives

														Incentives		Days in		Turns vs		as rate		Traffic				FT, Turns

				MSRP		% Incent.		$ incent.		Mfg share		Mfg. incent		vs Prev Yr		Inventory		Prev Yr		of Incent.						Index

		J '98		$22,346		13.6%		$3,039		54.8%		$1,665				53				3.2		80		J '98		3.98

		F		$22,496		13.8%		$3,104		51.2%		$1,589				49				3.1		86		F		3.58

		M		$22,408		14.8%		$3,316		52.1%		$1,728				47				2.7		101		M		2.69

		A		$22,793		16.4%		$3,738		57.2%		$2,138				44				2.1		102		A		2.02

		M		$22,873		17.2%		$3,934		58.5%		$2,301				42				1.8		108		M		1.69

		J		$22,739		16.2%		$3,693		58.1%		$2,146				41				1.9		97		J		1.97

		J		$21,996		12.6%		$2,771		53.1%		$1,472				40				2.7		86		J		3.16

		A		$22,734		15.8%		$3,592		54.7%		$1,965				43				2.2		89		A		2.46

		S		$22,618		16.2%		$3,664		56.1%		$2,056				39				1.9		84		S		2.26

		O		$22,814		16.7%		$3,810		56.1%		$2,137				39				1.8		92		O		1.98

		N		$22,773		15.6%		$3,553		59.4%		$2,110				45				2.1		99		N		2.15

		D		$22,904		16.8%		$3,848		59.8%		$2,301				49				2.1		95		D		2.24

		cy98		$22,621		15.5%		$3,505		56.0%		$1,967				44				2.2		93		cy98		2.52

		J '99		$22,481		16.2%		$3,642		57.3%		$2,087		25.3%		48		-9.4%		2.3		99		J '99		2.32

		F		$23,847		14.1%		$3,362		55.3%		$1,859		17.0%		46		-6.1%		2.5		91		F		2.72

		M		$23,884		12.8%		$3,057		54.7%		$1,672		-3.2%		45		-4.3%		2.7		108		M		2.49

		A		$23,842		12.3%		$2,933		56.9%		$1,669		-21.9%		42		-4.5%		2.5		106		A		2.37

		M		$23,644		11.8%		$2,790		57.3%		$1,599		-30.5%		41		-2.4%		2.6		111		M		2.31

		J		$23,587		11.3%		$2,665		56.3%		$1,501		-30.0%		38		-7.3%		2.5		112		J		2.26

		J		$23,184		10.9%		$2,527		55.8%		$1,410		-4.2%		40		0.0%		2.8		116		J		2.45

		A		$22,731		15.9%		$3,614		55.4%		$2,002		1.9%		42		-2.3%		2.1		103		A		2.04

		S		$22,448		15.7%		$3,524		56.2%		$1,981		-3.6%		37		-5.1%		1.9		104		S		1.80

		O		$22,587		16.3%		$3,682		57.4%		$2,113		-1.1%		38		-2.6%		1.8		105		O		1.71

		N		$22,612		16.4%		$3,535		56.9%		$2,012		-4.7%		43		-4.4%		2.1		94		N		2.27

		D		$22,808		16.4%		$3,741		57.3%		$2,144		-6.8%		47		-4.1%		2.2		100		D		2.19

		cy99		$23,329		13.7%		$3,188		56.9%		$1,815		-7.7%		42		-5.1%		2.3		104		cy99		2.24

		J '00		$22,891		14.4%		$3,296		54.7%		$1,803		-13.6%		45		-6.3%		2.5		103		J '00		2.42

		F		$22,694		12.6%		$2,859		55.3%		$1,581		-15.0%		42		-8.7%		2.7		107		F		2.48

		M		$22,819		13.7%		$3,126		56.4%		$1,763		5.4%		41		-8.9%		2.3		117		M		1.99

		A		$23,891		13.9%		$3,321		55.8%		$1,853		11.0%		38		-9.5%		2.1		99		A		2.07

		M		$23,906		13.7%		$3,275		54.4%		$1,782		11.4%		41		0.0%		2.3		113		M		2.04

						Inventory

				Turns		FT

		J '98		53		80

		F		49		86

		M		47		101

		A		44		102

		M		42		108

		J		41		97

		J		40		86

		A		43		89

		S		39		84

		O		39		92

		N		45		99

		D		49		95

		cy98		44		93.25

		J '99		48		99

		F		46		91

		M		45		108

		A		42		106

		M		41		111

		J		38		112

		J		40		116

		A		42		103

		S		37		104

		O		38		105

		N		43		94

		D		47		100

		cy99		42.3		104.08

		J '00		45		103

		F		42		107

		M		41		117

		A		38		99

		M		41		113

		As floor traffic (trendline) increases (more people visiting dealership),

		the number of days a vehicle stays on the dealership lot decreases (trendline).

				Days in				Incent. $

				Inventory		$ incent.		p Invent.

		J '98		53		$3,039		$57.34

		F		49		$3,104		$63.36

		M		47		$3,316		$70.56

		A		44		$3,738		$84.96

		M		42		$3,934		$93.67

		J		41		$3,693		$90.07

		J		40		$2,771		$69.29

		A		43		$3,592		$83.53

		S		39		$3,664		$93.95

		O		39		$3,810		$97.69

		N		45		$3,553		$78.95

		D		49		$3,848		$78.53

		J '99		48		$3,642		$75.87

		F		46		$3,362		$73.10

		M		45		$3,057		$67.93

		A		42		$2,933		$69.83

		M		41		$2,790		$68.05

		J		38		$2,665		$70.13

		J		40		$2,527		$63.18

		A		42		$3,614		$86.05

		S		37		$3,524		$95.24

		O		38		$3,682		$96.89

		N		43		$3,535		$82.21

		D		47		$3,741		$79.60

		J '00		45		$3,296		$73.24

		F		42		$2,859		$68.07

		M		41		$3,126		$76.24

		A		38		$3,321		$87.39

		M		41		$3,275		$79.88

		In general, in 1998, as incentives went up, the number of days in inventory went down.

		In 1999, the high demand for vehicles and the number of people visiting dealerships eliminated

		the need for all-out incentive warfare.

				Days in		Incent. $

				Inventory		p Invent.		$ incent.

		J '98		53		$57.34		$3,039

		F		49		$63.36		$3,104

		M		47		$70.56		$3,316

		A		44		$84.96		$3,738

		M		42		$93.67		$3,934

		J		41		$90.07		$3,693

		J		40		$69.29		$2,771

		A		43		$83.53		$3,592

		S		39		$93.95		$3,664

		O		39		$97.69		$3,810

		N		45		$78.95		$3,553

		D		49		$78.53		$3,848

		J '99		48		$75.87		$3,642

		F		46		$73.10		$3,362

		M		45		$67.93		$3,057

		A		42		$69.83		$2,933

		M		41		$68.05		$2,790

		J		38		$70.13		$2,665

		J		40		$63.18		$2,527

		A		42		$86.05		$3,614

		S		37		$95.24		$3,524

		O		38		$96.89		$3,682

		N		43		$82.21		$3,535

		D		47		$79.60		$3,741

		J '00		45		$73.24		$3,296

		F		42		$68.07		$2,859

		M		41		$76.24		$3,126

		A		38		$87.39		$3,321

		M		41		$79.88		$3,275

				Men		Women		Avg		Prev New		1st New		Trendsetter		Value Shop

		Industry Avg		30.2		34.1		31.7		35.4		27.7		24.2		37.1

				Under 30		31-45		46-60		61-plus

		Industry Avg		27.3		31.8		32.9		31.7

				Online		Offline

		Industry Avg		26.6		35
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