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EXECUTIVE SUMMARY 

This project investigates the impact of promotional financing strategies on the sales growth and 

profitability of Yamaha showrooms. The primary objective is to analyse how various financing 

offers influence unit sales, gross profit, and overall showroom profitability. Given the 

competitive nature of the automotive market, understanding these dynamics is crucial for 

optimizing financial offerings and ensuring sustainable profitability. 

The study employs a mixed-methods approach, utilizing both primary and secondary data. 

Historical sales data, including unit sales and revenue generated from different financing 

options, is gathered to assess trends and correlations. The research also includes a hypothesis 

that posits a significant relationship between sales and finance receivables, which will be tested 

through statistical analysis. 

Key findings from the research indicate that promotional financing significantly affects 

consumer purchasing behavior, leading to increased unit sales. The analysis reveals that 

attractive financing options not only enhance customer interest but also contribute to higher 

gross profits for the showrooms. Furthermore, the long-term sustainability of these financing 

strategies is examined, providing insights into how Yamaha can maintain competitive advantage 

in the market. 

The implications of this study are substantial for Yamaha showrooms. By optimizing financing 

offers based on the findings, dealerships can improve sales performance and ensure a more 

sustainable profit model. The research highlights the importance of continuous evaluation of 

financing strategies to adapt to changing market conditions and consumer preferences. 

In conclusion, this project underscores the critical role of promotional financing in driving sales 

and profitability for Yamaha showrooms. The insights derived from this study will serve as a 

valuable resource for decision-makers aiming to enhance financial offerings and achieve long-

term success in the automotive industry. 

 


