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Analysis of National Automobile Dealers Association (NADA) Performance (2010 – 2016)


Chart 1: Mean unit retail sales in thousands from 2010 to 2016
For over two decades, the National Automobile Dealers Association (NADA) has portrayed an excellent performance in terms of retail unit sales, both in the domestic and foreign markets. The increased sales in these markets can be linked to the increased demand for light trucks. 
The increased unit retail sales for domestic and foreign light vehicles can be attributed to the availability of different model choices. Following a difficult economic time from 2008 through to 2010, the company had to adopt newer approaches to increase its sales in different markets. By manufacturing different models of light trucks, the company was able to increase its customer acquisition, which significantly increased sales from 2010 through to 2016. Another factor leading to the accelerated unit retail sales in both markets is an increase in the stock market. Stock market gains played a critical role in increasing the ability of buyers to purchase new cars. Another factor that led to an increase in sales was the increasing cost of fuel. Most cars being manufactured at the time consumed higher volumes of fuel, which was a challenge, considering the tough economic times. The ability of the company to take advantage of this opportunity, and manufacture light trucks enabled them to increase sales abruptly. Manufacturing low-fuel consumption vehicles was an excellent approach because it would allow customers to enjoy the luxury of owning a car and at a lower cost. 
Although the company has been doing well in domestic market, it has failed to employ similar strategies in the foreign markets thus leading to lower sales. The problem with decreased sales in the foreign markets has been witnessed throughout the years from 2010 to 2016. The conflict facing the company is the inability to match foreign sales to domestic sales. 
Although sales in domestic and foreign markets increased simultaneously over the years, there was a major difference in the unit sales. Data in chart 1 shows that domestic unit sales were higher than foreign sales. In 2010, the average domestic unit sales were 418.4 thousand while foreign unit sales were 74.9 thousand. By 2016, domestic unit retail sales increased to 687.4 thousand while foreign sales had increased to 166.3 thousand. Despite that sales increased in both markets, there was still a major difference. The difference can be associated with lack of vigorous marketing strategies in foreign markets. Also, the difference can be linked to the limited efforts to acquire customers from foreign markets. The data presented shows that the company has been performing better over the years, with an increase in annual sales from 2010 through to 2016. 
The company should continue employing effective marketing strategies, while at the same time addressing consumer needs and interests. By understanding consumer needs, the company will be better positioned to enlarge its foreign market. Another approach that leaders in NADA should adopt is customizing foreign light trucks to match the needs of consumers outside the United States. Employing these strategies will enable the company to address the problem of lower sales in foreign markets compared to the domestic market. 
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