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Transforming Inventory Management for an Auto Dealer — From
DealerSocket to Predictive Al Leadership

Client Overview
« Name: Mid-Sized Auto Dealership

« Size: 10 rooftops across the Midwest
« Annual Sales: 18,000 vehicles

 Platform: Previously DealerSocket Inventory+

Business Challenges

 Inventory recommendations were largely reactive, based on historical
sales.

« Inflexibility in adapting to local economic trends, consumer financing
availability, or seasonal events.

« Executive management lacked real-time, actionable inventory strategy
Insights.

« Stock aging issues, particularly with sedans and lower-tier trims.

Engagement Summary

The client recognized the need to move from static inventory management

to a dynamic, predictive, Al-driven strategy — and selected LJA New Media
to lead this transformation.

LJA New Media partnered with a leading regional auto dealership group, to
transform their inventory management processes. Previously reliant on
DealerSocket’s Inventory+ platform, the client faced challenges with slow-
moving inventory, limited forecasting accuracy, and missed growth
opportunities. Within six months, LJA New Media implemented an Al-
powered predictive inventory platform, enabling a 27% improvement in
inventory turnover and a 15% uplift in gross margin per vehicle.
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Approach & Solution Framework

LJA New Media deployed a multi-phase engagement model, leveraging
advanced Machine Learning (ML), Large Language Models (LLMs), and
Reinforcement Learning (RL):

1. Predictive Micro-Market Forecasting
« Developed ML models incorporating regional demand data, seasonal
buying patterns, fuel price shifts, and local economic indicators.
« Predicted vehicle demand at a micro-market level with 90%+ accuracy.

2. Continuous Learning Pipelines
« Deployed AutoML pipelines that retrained prediction models bi-weekly
based on new sales and lot data.
« Enabled real-time strategy adjustments as market conditions evolved.

3. Al-Generated Inventory Strategy Briefs
« Fine-tuned LLMs to analyze internal dealership sales conversations,
customer service tickets, and CRM data.
« Delivered monthly natural language inventory strategy reports for the
General Managers across rooftops.

4. Real-Time Inventory Portfolio Optimization
« Implemented a reinforcement learning system to dynamically
recommend pricing adjustments, trade-in offers, and promotion timing.

5. Financing-Driven Stock Optimization
« Integrated customer credit data insights to recommend stocking
vehicles with the highest financing eligibility and approval rates in each

region.



Quantifiable Results (After 6 months)

KPI Before (DealerSocket) After (LJA New Media) % Improvement
Inventory Turnover Rate 6.8 turnslyear 8.6 turnslyear 27%
Average Gross Margin per Vehicle $1,200 $1,380 15%
Average Vehicle Days-to-Sell 57 days 44 days -23%
Discounting Rate on Aging Inventory 11% 7% -36%

Qualitative Gains:

« Executives received clear, Al-generated briefs improving decision-
making agility.

« Local managers praised more accurate seasonal stocking (e.g., SUV
stock increases ahead of harsh winter forecasts).

« Customer satisfaction rose due to faster availability of in-demand
models.

Key Success Factors:

« Data Infrastructure Readiness: Leveraged Velocity’s existing CRM and
DMS systems seamlessly.

« Executive Alignment: Conducted CxO workshops to align business goals
with Al implementation.

« Phased Rollout: Piloted at 2 rooftops before expanding group-wide,
minimizing operational disruption.

« Customization: Tailored model hyperparameters to dealership-specific
dynamics rather than using off-the-shelf scoring.
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Strategic Relevance

The automotive retail sector is undergoing a paradigm shift
driven by changing consumer expectations, supply chain
volatility, and digital innovation. In this context, predictive
inventory management is no longer a luxury — it is a necessity.
The client's collaboration with LJA New Media strategically
positions the dealership group at the forefront of this
transformation by:

« Mitigating Risk: Reducing dependency on historical data
alone, allowing for dynamic adaptation to shifting market
forces.

« Enhancing Profitability: Utilizing Al to optimize inventory
composition and pricing, directly impacting gross margins
and financial performance.

« Strengthening Customer Experience: Ensuring faster access
to in-demand vehicles, improving loyalty and satisfaction.

e Building Competitive Advantage: Empowering leadership
with Al-driven insights that foster proactive, rather than
reactive, decision-making.

By embracing advanced ML, LLMs, and reinforcement learning
methodologies, the client has not only improved operational
efficiency but also future-proofed its business against emerging
industry disruptions.

Ready to transform your business with Al-driven solutions?
Contact LJA New Media today to schedule a discovery call
and explore how our Al Solutions can propel your business to
new heights.



