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• Who are we?

• Measuring network used car performance?

• Market challenges – the turbulent market we live in 

• How do you improve – and what is it worth?

Key Themes (Ana Başlıklar)

Stock and Price Management (Stok ve Fiyat Yönetimi)



    stralian B rea      ta s  s   e  a es   i r s     a in      en treet a         
   ere  by Bing

>750 people worldwide
Founded in 1996. 

1st online auction in 2001

HQ in Denmark. 

Operating out of 19 countries

c1 million vehicles 

auctioned online each year

50,000 Customers in over 40 

different countries

Over 6,000 users of Indicata 

data every day

Who are we? (Biz Kimiz?)

Autorola Group



SOLUTIONS
Customized solutions to fleet 

owners.

MARKETPLACE
Wide range of online auctions for 

European & global vehicle vendors.

INDICATA
The next generation of business intelligence & 

market insights software.

AUTOROLA Group is divided into three global business units
(AUTOROLA Grubu üç küresel iş biriminden oluşmaktadır)

Our business units (Küresel İş Birimlerimiz)



Our customer base (İş Ortaklarımız)

Partners at each layer of the industry (Her sektörden iş ortaklarımız)



• Europe's 2nd largest dealer group 
• Pricing and stock management to 102 outlets
• Bespoke pricing strategies to optimise turn and profit
• Four- ers n “C st  er     ess  ea ”   rk  ith  anage ent t  i  r  e bran h  er  r an e

• BMW / BMW Financial Services /  Alphabet
• All Pan European remarketing
• Cross border pricing and market attractiveness 
• Identification of optimum price, channel and country to sell in

• Pan European Network tracking
• Do their used car programmes actually work? 
• Do they increase residual values? 
• Do their dealers compete with independents?

Our customer base (İş Ortaklarımız)

Partners at each layer of the industry (Her sektörden iş ortaklarımız)



Classified 
websites

OEM 
websites

Franchised & 
Indipendent 

dealers

DATA CAPTURE
10m vehicles daily

AI & DATA ANALYTICS RETAIL BACK METHODOLOGY

100%
Market Av. Retail

Trade Price
(MPP)

TRADE PRICE
BENCHMARKS

Known 
market 
margins

Marketability Score
(Market Days Supply)

Pricing and Market Analysis (Fiyatlandırma ve Pazar Analizi)

Industry leading methodology (Sektör Lideri Metodoloji)

MARKET ANALYTICS & PROFIT 
IMPROVEMENT TOOLS
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vs.

How many cars in the market (12) How many sold in last 30 days (12)

30
MDS=

What is Market Days' Supply (Pazar Satış Hızı Nedir?)

Measuring a vehicle propensity to sell (for a better price)

(Bir aracın daha iyi bir fiyata satılma eğiliminin ölçülmesi)



vs. = 60
MDS

How many cars in the market (12) How many sold in last 30 days (12)

What is Market Days' Supply (Pazar Satış Hızı Nedir?)

Measuring a vehicle propensity to sell (for a better price)

(Bir aracın daha iyi bir fiyata satılma eğiliminin ölçülmesi)



vs. = 120
MDS

How many cars in the market (12) How many sold in last 30 days (12)

What is Market Days' Supply (Pazar Satış Hızı Nedir?)

Measuring a vehicle propensity to sell (for a better price)

(Bir aracın daha iyi bir fiyata satılma eğiliminin ölçülmesi)



>70

40-70

<40

SLOW MOVING STOCK
Market saturated
Price achievement could be difficult

AVERAGE STOCK
Market can absorb some stock – but should not be over-forced

FAST MOVING STOCK
Market can absorb stock
Average Market Price could be exceeded

What is Market Days' Supply (Pazar Satış Hızı Nedir?)

Measuring a vehicle propensity to sell (for a better price)

(Bir aracın daha iyi bir fiyata satılma eğiliminin ölçülmesi)



Why is MDS important?
(Pazar Satış Hızı neden önemli?)

Let’s look at some market price 
trends to show why
(Nedenini göstermek için bazı pazar fiyat eğilimlerini inceleyelim)



GERMANY

Over Covid Period European ICE pricing was stable

(Ortalama Perakende Fiyat (100 indeks)



GERMANY

It strengthened as post Covid as stock became tighter 

(Ortalama Perakende Fiyat (100 indeks)



GERMANY

But Battery Electric Vehicles 
significantly under performed

(Ortalama Perakende Fiyat (100 indeks)



GERMANY ITALY

SPAIN UNITED KINGDOM



European ICE MDS has remained 
tight supply vs demand

(Pazar Satış Hızı / Yakıt Tipi )



But oversupply of BEV’s means 
high MDS and poor sales 

performance

(Pazar Satış Hızı / Yakıt Tipi )



Why are used BEV’s so poorly preforming in Europe?
(Kullanılmış Elektrikli Araçların Avrupa’daki Performansı Neden Düşük?)

Oversupply through Goverment interference....ahead of real consumer demand

(Hükümet müdahalesiyle oluşan aşırı arz... gerçek tüketici talebinin önünde)

New Target
WLTP

Old Target 
NEDC

Carmakers facing €15bn in fines over 2025 

emissions targets, warns Renault CEO

UK OEMs are targeted with 22% share of BEV’s but 

achieve only 17% despite heavy discounting and 

incentives. 
£15,000 fine (₺680,000) for ever car over target

European Legislation (CAFE) UK Legislation (ZEV Mandate)

“[We] no longer have a car market – we have a government controlled supply chain……. that is out of control”



In Türkiye we see the same differential between ICE and BEV
(Türkiye’de geleneksel içten yanmalı motor ve elektrikli araç farkı) 

With the same difference in price performance (Aynı fiyat performans farkı)

Battery Electric Market Days' Supply 
significantly worse than Internal Combustion

Thus, BEV pricing has thus also been worse than ICE
Used car hyper-inflation has protected 

used car operators

These days are ending…so operators 
must adapt or die



• Supply vs Demand is the key driver of price (and success) in the used 
car market.

• The European Used car market is being hit by waves of interference 
that is making pricing unstable

• But this is nothing new for Europe (or indeed Türkiye)
• Pressure areas are different – but the turbulence outcome is the same

• However, Türkiye’s hyper-inflation has protected many players

• The key for an OEM and for a dealer is to have the right strategies to 
cope in the new markets

Interim Summary (Ara Özet)

Oversupply and Market Turbulence (Arzın fazla olması & pazar türbülansı)



But does your network really perform?
(Peki bayi ağınız gerçekten performans gösteriyor mu?)

Good used car performance = good new car performance
(İyi kullanılmış araç performansı = iyi yeni araç performansı) 

Do your dealers charge a premium vs independent dealers – helping your Residual Values?

Who sells more of your brand’s used cars – your dealers or independents?

Do your dealers have the skills to sell used cars effectively?



When assessing a dealer or OEM – we start with a health check
Bir bayi veya distribütörü değerlendirirken – bir sağlık kontrolüyle başlıyoruz

Details key performance of the operation (Operasyonun temel performans detayları)

Overview of Türkiye's OEM dealer networks ►Türkiye’s franchise dealers = 9% of used market
(UK franchise dealers = 28% of used market)

►On average OEM branded dealers only price 
0.1% more than non-franchised dealers

►Best performing were 
• 3 Japanese brands (1.2% - 1.7% above market)

►Worst performing were
• German premium brand (3.0% below market)
• French volume brand (2.1% below market)

►All networks failed at key price and stock 
strategies
• Lost opportunity = ₺3.5Bn (Minimum)

Measuring helps – but knowing how to improve is key



>70

40-70

<40

SLOW MOVING STOCK
Market saturated
Price achievement could be difficult

AVERAGE STOCK
Market can absorb some stock – but should not be over-forced

FAST MOVING STOCK
Market can absorb stock
Average Market Price could be exceeded

Opportunities through Market Days‘ Supply (Pazar Satış Hızı ile fırsatlar)

With retail pricing strategies, MDS is a key to unlocking better performance

(Perakende fiyatlandırma stratejileriyle pazar satış hızı, daha iyi performansın anahtarıdır)         

Opportunity 
Do NOT stock cars with high MDS

They take 2-3x longer to sell and will drop in 
price whilst in stock

Opportunity 

Good stock will sell fast.

If you can identify this stock, then you can 
charge a 3-5% premium



Pricing Strategies (Fiyatlandırma Stratejileri)

Dynamic Velocity Pricing (Dinamik Fiyatlandırma)

Market Average Price



Then crash price to clear aging stock at a massive loss

As market drops, they 
fail to adjust

Dealer pricing too high

Pricing Strategies (Fiyatlandırma Stratejileri)

Mistake One (a) – Initial pricing too high (Birinci Hata (a) – İlk fiyatlandırma çok yüksek)



Dealer pricing too low

Pricing Strategies (Fiyatlandırma Stratejileri)

Mistake One (b) – Initial pricing too low (Birinci Hata (b) – İlk fiyatlandırma çok düşük)

Then sell too fast – missed profit opportunity



Reprice frequently

Look to price marginally above market initially

Worst case: Sell before losses are made

Pricing Strategies (Fiyatlandırma Stratejileri)

Dynamic Velocity Pricing – On good stock (İyi Stokta Dinamik Fiyatlandırma)



Pricing Strategies (Fiyatlandırma Stratejileri)

Dynamic Velocity Pricing – On average stock (Ortalama Stokta Dinamik Fiyatlandırma) 

Reprice frequently

Take less of a premium initially

Worst case: Sell before losses are made



Pricing Strategies (Fiyatlandırma Stratejileri)

Dynamic Velocity Pricing – On poor stock (Zayıf Stokta Dinamik Fiyatlandırma)

Reprice frequently

If you must stock the car then price 
below market

Trade on quickly

All evidence says 
you are better to 
trade the car 
instead of  
retailing it



Reprice frequently

Look to price marginally above market initially

Worst case: Sell before losses are made

HOW MUCH DIFFERENCE CAN THIS MAKE?

Pricing Strategies (Fiyatlandırma Stratejileri)

Dynamic Velocity Pricing – On good stock (İyi Stokta Dinamik Fiyatlandırma)



Pricing Strategies (Fiyatlandırma Stratejileri)

Dynamic Velocity Pricing – On good stock (İyi Stokta Dinamik Fiyatlandırma)

In first 30 days NO quality car should be priced below the market

HOW MUCH DIFFERENCE CAN THIS MAKE?



Lost Opportunity Analysis (Kaybedilen Fırsat Analizi)

Assessment of dealer opportunities to improve profits (Karı arttırmak için fırsatların değerlendirilmesi)

Good MDS cars

Sold below 100%

In less than 30 days

List of all the missed pricing opportunities

Opportunity missed in 
month

Annual missed 
opportunity



Pricing Strategies (Fiyatlandırma Stratejileri)

Dynamic Velocity Pricing – On poor stock (Zayıf Stokta Dinamik Fiyatlandırma) 

Reprice frequently

If you must stock the car then price 
below market

Trade on quickly

All evidence says 
you are better to 
trade the car not 
retail it



High quality 
stock

Poor quality 
stock

High Stock 
Turn

Low Stock 
Turn

Market Days‘ Supply – Dealer Health Check
(Pazar Satış Hızı – Bayi Sağlık Kontrolü)

All dealers get initial healh check to identify and quantify opportunity

(Fırsatları belirlemek ve ölçmek için tüm bayiler sağlık kontrolünden geçer)



High quality 
stock

Poor quality 
stock

No Pricing based on 
vehicle quality

Market Days‘ Supply – Dealer Health Check
(Pazar Satış Hızı – Bayi Sağlık Kontrolü)

All dealers get initial healh check to identify and quantify opportunity

(Fırsatları belirlemek ve ölçmek için tüm bayiler sağlık kontrolünden geçer)



Poor quality 
stock

Market Days‘ Supply – Dealer Health Check
(Pazar Satış Hızı – Bayi Sağlık Kontrolü)

All dealers get initial healh check to identify and quantify opportunity

(Fırsatları belirlemek ve ölçmek için tüm bayiler sağlık kontrolünden geçer)



Poor quality 
stock

Don’t stock poor cars…..
Trade them on and find better 
ones

Market Days‘ Supply – Dealer Health Check
(Pazar Satış Hızı – Bayi Sağlık Kontrolü)

All dealers get initial healh check to identify and quantify opportunity

(Fırsatları belirlemek ve ölçmek için tüm bayiler sağlık kontrolünden geçer)



Poor quality 
stock 297 x 8.4  x ₺68,000 = ₺170m

297 x 13.4 x ₺68,000 = ₺271m

Trading poor cars  and souring better
= ₺101m improvement

Across all OEM networks this is c₺1.0bn improvement

Market Days‘ Supply – Dealer Health Check
(Pazar Satış Hızı – Bayi Sağlık Kontrolü)

All dealers get initial healh check to identify and quantify opportunity

(Fırsatları belirlemek ve ölçmek için tüm bayiler sağlık kontrolünden geçer)



2 Opportunities = c₺3.5bn per year

Poor quality cars – ₺1.0Bn opportunityHigh quality cars –  ₺2.5Bn opportunity

Market Days‘ Supply – Dealer Health Check
(Pazar Satış Hızı – Bayi Sağlık Kontrolü)

All dealers get initial healh check to identify and quantify opportunity

(Fırsatları belirlemek ve ölçmek için tüm bayiler sağlık kontrolünden geçer)



Indicata Dealer Pro – Making it happen on the ground
(Indicata Bayi Stok Yönetimi – Pazarda bunu gerçekleştiriyor)

A full stock and pricing management tool (Tam kapsamlı bir stok yönetimi ve fiyatlandırma aracı)

CEO overview report  - branch health checker Stock warning system

Day by day stock and market price tracking
and recommended actions

Regular Customer Success engagement and review



Summary (Özet)

Full stock and pricing management to drive network performance

(Bayi ağının performansını artırmak için stok ve fiyatlandırma yönetimi)

1. The market is always turbulent. 
But hyper-inflation has protected many players

2. Understanding supply / demand is key 3. Indicata reporting a start

4. Identification of opportunities to increase profit 5. Implementation of stock mgt. & price strategies 6. Opportunities to grow networks profit and 
performance – supporting new car sales



Many thanks

Any questions
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