
Sales and F&I Solutions

U.S. 

r e y n o l d s  a n d  r e y n o l d s

800.767.7879  |  www.reyrey.com

F
&

I 
M

e
n

u
 S

e
ll
in

g

Your Way
Your Menu Tool

Ask Yourself...

? 	 Is my F&I department consistently reaching my profit goals?

? 	 Are all my F&I products being presented to all my customers all the time?

? 	 What steps am I taking to maintain compliance in the F&I department?

? 	 Are my customers satisfied with my F&I process?

? 	 How much profit am I losing on contracts rejected due to errors?

Aftermarket income made up 29% of  
new and used vehicle gross profit in 2008 
– up 1.5% from 2007. How much extra 
money could you make with a convenient, 
consistent, and enforceable menu-selling 
process?

Source: NADA Data, 2009

F&I – What’s It Worth?

1 NADA Data, 2009
2 Reynolds Menu-Selling Study
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Expect Results

•	 Increase gross profit by an average of 44% on deals.2

•	 Build a consistent F&I process tailored to your business.

•	 Reduce compliance risk with a dependable, repeatable menu-selling method.

•	 Improve customer satisfaction with a professional, consultative sales model.

•	 Eliminate errors associated with manual processes that lead to profit loss. 

As sales slowed, the decrease in gross profit made profits 
generated by finance, insurance, and service contracts 
increasingly important to the new vehicle department.1
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Highlights

Rework deal payments on-the-fly to help •	
customers make purchase decisions.

Monitor and enforce usage with •	
customizable reporting.

Set minimum and maximum mark-ups  •	
and discounts.

Present products several ways — print, •	
display, slide show, brochure, and video.

Share templates across multiple stores.•	

Increase sales and customer satisfaction with 
a simplified, no-pressure presentation and 
purchase process. With F&I Menu Selling, 
you can improve efficiency, reduce errors, and 
increase customer satisfaction.

About F&I Menu Selling

Increase profit and manage compliance with an integrated, automated 
menu-selling tool that is customized to the way you do business.
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Compare multiple deal 
packages, side-by-side, 
from one screen.

Select the right operation and roll 
it to the RO with pricing already 
calculated.

Reynolds customers experienced an 
average increase of 44% in back-end 
gross profit when using menu-selling.
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Review real-time deal 
updates and payments 
based on menu choices.

F&I – What’s It Worth?


