Gross Margin-Profit Worksheet

This worksheet contains a template that will assist you to bring together your pricing decisions and demand estimates to calculate estimated total receipts, gross margin and gross profits for the coming six month period.  

There are two columns of numbers, in red, where you may enter data.  

Column A will contain your decisions on prices and charges for the period in question.  When you initially open the spreadsheet, it will contain in those cells the “average” forecasted prices and charges for that period.

Column D will contain your decisions on quantities you expect to sell for each product and service.  When you initially open the spreadsheet, it will contain in those cells the “average” forecasted sales per dealership for that period.
You should replace those prices and charges in Column A with your own price and charge decisions for the period and replace the quantities in Column D with your own estimated sales for the period.  Remember, the market’s demand for your dealership’s products and services can, in most circumstances, vary within the ranges shown in the “Sales Forecast for the Period”.  The amount of increase or decrease from the average expected demand will be impacted by your and your competitors’ decisions on prices, service charges, promotion expenditures and distribution, training and credit policies.

The most challenging work here will be the estimates of service quantities.  Some will take some patience and attention to detail in developing good forecasts  ---  but, that is no different from a real dealership.  You might consider using your dealerships actual service sales from the last similar period (Spring – to – Spring or Fall – to – Fall) as a starting point and make adjustments according to any changes in your and your competitors’ pricing, etc.
The rest of the cells on the spreadsheet are protected and the calculations are automatic.  
