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Normally planning and budgeting for BHPH 
dealers would be either completed or well on its 
way to being wrapped up by now.

But this year – and probably the next few – is 

highest in more than a decade. And it’s expected to 
remain around that rate for the foreseeable future.

planning and forecasting – and for your 

we can control. Dynamics we can’t fully control 

those we can control need to be controlled 

Let’s look at some of the key budgeting lines 

perspective.
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These top the list as the chip 
shortage and other supply chain issues are 
severely hampering new car production.

Production shortfalls have been forecast to 
be as much as 10 million units. That has already 

lease returns are a key pipeline to replenish 

drivers of expiring leased vehicles are choosing 

to a new unit.
The same mindset exists on the ownership 

because of the new car bottlenecked pricing – 
causing a steep rise in used pricing.

The situation has become so distorted 
that some franchise dealers are refusing to 
sell a new unit unless the customer has a 

charging fees for any car purchase without a 
trade-in.

So proper budgeting of your asset 

petroleum products and other associated 
reconditioning costs are already rising per unit.
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workers.
BHPH dealers have to be smart in their 

planning for their retail operation. Being more 

can maximize and accelerate their online 

accelerated migration to – or expansion of – 
digital retail. 

opportunity to control operating expenses 

and goals more accurate and in line when 
developed properly.
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inaccurate scoring and fraud were already 
rising and contributing to dwindling share for 
BHPH dealers.

As more aggressive subprime lenders 

to dip into the void and grab BHPH market 
share.

profitability by uncovering more approvable 

platform that harnesses an almost limitless 

your decision process to safely and logically 
maximize your budgeting and forecasting 
accuracy.

BHPH dealers are usually roughly 

decentralized folks.

a few years ago – is accessible to all.
The time to act is now.
The budgeting and planning process will be 

ever with those key industry issues continuing 
on. But you can leverage it to your advantage 
and win! 

John M. Giamalvo is head of subprime 
automotive for global award-winner www.
TrustScience.com Inc. He can be reached at john.
giamalvo@trustscience.com or (516) 770-4185.
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