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STRATEGIES FOR LEAN INVENTORY TIMES  
 
Lean inventory times are here to stay – at least for a while. Every dealership is dealing with used 
inventory acquisition challenges.  It’s an industry-wide issue – globally – that has had a profound impact 
on dealership profitability. And while some dealers are prepared and are choosing to sit on their hands to 
“wait out” the inventory shortage, many others are succeeding now.  
 
To thrive in this unique inventory environment, your dealership can follow in the footsteps of those that 
are not prepared to wait out the current shortages. These dealerships have implemented sales and 
marketing strategies, specifically designed for lean inventory times, to face down inventory obstacles and 
overcome supply chain challenges at their businesses. 

Review Past Customers 
As a dealership, you have always been able to sell your way out of sticky situations. But the current 
inventory shortage presents a challenge that even the most experienced sales teams cannot solve.  
Luckily, you have a resource that is just as valuable as your team’s sales skills – a CRM filled with 
potential acquisition opportunities. Use your CRM to find acquisition opportunities based on past shopping 
behaviour, frequency of repair visits, declined services, and more. 
 
Use this information to reach out to customers with personalised messaging that speaks to their specific 
interests and situation. According to Cox Automotive, dealers that are thriving now – and as much as 
58% of them – use this type of targeted marketing strategy to communicate with customers. 
 
Visit the Service Department 
If you can’t sell your way out of the current inventory shortage situation, ask your sales team to step 
outside the confines of their comfort zone (that is the sales floor) and search for inventory acquisition 
opportunities in your service department. 
 
By paying special attention to customers that come and go from your service department, you can find 
cars with sought-after makes, models, and features. Develop a service-to-sales process that flags in-
demand vehicles when they come into the service department. This can alert your sales team to 
proactively seek out sought-after cars and develop relationships with these customers. 
 
Mine Equity 
Your technology can also give you valuable information about the equity position of your customers. 
Invest in vehicle inventory decision software to help you find customers with favourable equity positions 
in their current cars. These customers may be more likely to become buyers and trade in their current 
vehicles. 
 
Watch out for leases coming to term soon and reach out pro-actively to those customers. Off-lease 
vehicles generally make attractive used vehicles and help build up your dealership inventories.   
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Adjust Your Digital Retailing Responses 
During times of inventory shortage, you can turn your technology on its head to source more vehicles. 
Communicate to digital retailing customers that you are willing to pay top dollar for trade-ins, regardless 
of condition. 
 
This is a great way to get your inventory acquisition message out to the masses. Tell your customers that 
you’re willing to take trade-ins of all types, regardless of condition, mileage, or lease termination date.  
This strategy may convince customers, who may otherwise be reluctant to trade in their cars, that they 
can get more value for their vehicle at your dealership. 
 
Widen Your Target 
When inventory acquisition is your goal, your dealership’s reach and target audience should grow beyond 
its normal geographic boundaries. Just as many purchasers are prepared to travel out of their area to bag 
a great deal on their new vehicle, some vehicle owners may be willing to travel farther for the opportunity 
to sell their car at a great price. 
 
Adjust Your Website Content 
In addition to altering your outbound advertising strategy, you should also adjust your dealership’s 
website content to take advantage of opportunities to acquire inventory from website visitors.   
 
Use – 
• Home page banners 
• Service page banners 
• Trade-in reminders on online service schedulers 
• “I have a trade-in” check boxes to digital retailing flows 
 
Develop a Dealership-Wide Plan 
Last but not least, your dealership will need to shift strategies and adopt new processes in all areas of the 
business. You will need to get your entire dealership on the same page with your inventory acquisition 
plan – that is, you will need your marketing, sales, service and operations to all be in sync. Because your 
technology is so involved in helping you find these opportunities, make sure your entire dealership is 
connected through your various solutions. 
 
The automotive industry is currently facing some major challenges – including inventory shortages. You 
can join the ranks of those dealerships that are continuing to find success in trying times by implementing 
these sales and marketing strategies to face down inventory obstacles and overcome supply chain 
challenges at your dealership. 
 
 
Adapted from an article by Cox Automotive DSS published in Wards Auto – www.wardsauto.com 

 

 
 
 
 
 
 
 
 
 


