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and Productivity — -

Dealership-wide Solutions

Ask Yourself... Are Your Profits Leaking?

@ How many problems go unfixed because | never hear about them?

Monitor Performance — R
»

(2 How much time am | waiting on my managers to respond to my questions?

Expect Results

* Manage more efficiently by getting a real picture of operations, instead of relying on
others to tell you what’s happening.

* Maximize profits by catching leaks and problem areas before they become big issues.
The average dealership’s net profit before

taxes as a percentage of sales is 1.5%?*
* Improve performance by monitoring department and employee productivity based on Could yours be higher?

your specific criteria.

* Increase productivity and save time when looking for specific information.
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* NADA Data
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Sales and F&Il Reports

Know if certain employees need more coaching and

which vehicles have been on the lot too long.

Don't wait for someone else to tell you there is a
problem. Be proactive and fix problems before

they get out of hand.

Reports you can view for the Sales and F&l

departments include:

* Vehicle sales with gross figures too low.

* F&l product penetration rates under goal.
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See only what falls outside the parameters you set.

* Spot-delivered deals that need to be finalized.

* New and used vehicle sales department statistics.

¢ New and used vehicles with excessive

days in stock.

» Salespeople that aren't achieving monthly goals.
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See which customers still owe you money.
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Accounting Reports

Improve cash flow by monitoring contracts in
transit and aged receivables. You decide how
quickly receivables are reported and see only

those that need attention.
66 Exception reports available for the accounting

» Outstanding vehicle accounts receivable.

» Outstanding contracts in transit.



Reports
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Control obsolescence in your parts department

and be sure your parts counter staff is meeting PRATS, UTTH M0 SRRLES TN 13+ HONTIS TOTRL 15
the goals you set for them. By monitoring your WO LT DITAGLL TERTS TOTAL i L OF 3003 Oh 3
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parts stock and open parts tickets on a daily
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maximize revenue.
e revenue CTRE COUNTERFERSON MAME  INUOICES LINES SALES

Take action to improve efficiency in your parts -
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department after viewing these exception reports:
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» Slow moving parts and counterperson not

meeting established goals.

Reports give you insight into your stock levels.
* Revenue not billed through accounting.

» Customers who need to pick up their
special order parts.

* How many parts in inventory are
non-returnable.

Reports
THE FOLLONING SERUICE DEPARTRENT! REPAIR ORDERS WERE OPENED OUER 3 DAYS AG0 _
Do you know how many of your repair orders
ROE  CUSTOMER NARE OPENED YR MKE  CABLINE  LICENSEH  SEAUICE ADUISOR  LBR COST PTS COSYRD TOTAL have been on hold over three days? Keep track
of repair orders so you don’t lose revenue and
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177759 JOVERULCE W4/13/2069 01 DODGE TRIC RAN DAY 163 LT 6650 « Repair orders on hold.

* Repair orders invoiced but not closed.

Track repair orders that have been open too long. . Money stuck in work-in-process from unbilled

repair orders.

* Repair orders opened on vehicles recently
serviced.

* Labor gross profit lower than expected.
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* Parts gross profit lower than expected.

* Underperforming service advisors.
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General Manager Exception Reporting for ERA

SURNARY GENERAL MAMAGER
34

THE NOMBER OF UNITS HAUE BEENYIN STOCK LONGER THEM %9 DRYCS) JWEN CAR 1S 56 TOTAL LIST
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THE HUMBER OF UNLTS HAUE BEEN IN IGER THAN 45 DAVCS) USED CAR 1S 29 TOTAL LIST
THE NUMBER OF UNITS HAUE BEEN IN STOCK LONGER THAN 45 DAV(S) USED TRUCK IS 11 TOTAL LIST

THE WUMBER OF WEW RETRIL CAR  DERLSUMOT MEETING THE EXPECTED GROSS F 180 COUNT IS
THE HUMBER OF WEM RETAIL TRUCK DERLS WOT PEETIRo THE EXFELIED OF 1480 CONT 15
THE NUMBER OF WEW LERSE CAR  DERLS NOT MEETING THE EXPECTED GRO 1486 COT 15
THE WUMBER OF USED RETAIL CAR  DEALS NOT MEETING THE EXPECTED GROSS OF 2286 COUMT 15
THE HUMBER OF USED RETAIL TRUCK DERLS MOT MEETING THE EXFECTED GROSS OF 7280 COUMT IS
THE WUMBER OF USED LERSE CAR  DEALS NOT MEETING THE EXPECTED GROSS OF 2280 COUNT 15
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TOTAL NUWBER OF WNEW SALES FOR REPORTING PERTOD IS 15
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View a single-page summary highlighting what you need to know to make the best decisions.

Know how all your departments are performing on a daily basis. Don't wait for others to relay
information to you. Summary reports allow you to see the big picture and catch profit leaks
throughout your dealership. View in one place what requires your attention in your dealership.

1271629, 74
§19283.20
117728, 11
143689, 32

General Manager
Exception Reporting is a
great tool that enables me
to highlight areas | feel
need improvement.
After viewing the report

| meet with my team to
make changes needed
today and for tomorrow.

Scott Harris,

President and General Manager
Bill Harris Autormotive Group
Ashland, OH

Highlights

* Personalize tolerance levels to your
specifications.

* Provide management exception reports by
department and in one overall summary.

* Protect reports with security access.

* Easily print or review reports on-screen.

Don't waste time digging through stacks of
data for critical information you need.

Find problems or improvement areas
quickly and spend more time focusing on
making your dealership more profitable with
General Manager Exception Reporting.

Reynolds
&Reynolds.

MAKING BUSINESS BETTER.
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