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Who are we? 

  A Solution Partner with Information Builders 

 

 

 Providing Business Intelligence tools and platforms since 
1975, a recognized industry leader 

 Solutions used by Ford, Auto Zone, Dealer Services 
Corporation and other large companies in the automotive 
industry 

 Leverage-BI has teamed with IB to develop tailored 
solutions for Small to Mid-Size Businesses. 



What is a Dealer Dashboard? 

A Car’s Dashboard should give you – AT A GLANCE - all the information 

you need to know to operate the vehicle at optimum efficiency.  

The same is true for a Dealer Dashboard. 

 
 

 Easy to understand 

 Timely  

 Automated 

 Accurate 

 Tailored to individuals 

 Actionable KPIs   

 (Key Performance Indicators) 



Why Use Benchmarks and KPIs? 
(Key Performance Indicators) 

Outcomes and Benefits What do KPIs tell you? 

 For the Automotive Dealership 

 Is my dealership reaching its potential?  

 What is the trend over time? 

 How am I doing compared to the 

automotive network? 

 How am I doing compared to the 

industry? 

 What are my strengths and weaknesses? 

Where can we improve the bottom line? 

 

 

 

Potential issues if benchmarks are out of line: 

Source: Brady Ware Survey 



What Should You Measure? 
(Samples – You decide what’s important for your dealership) 

 Develop KPIs for your overall dealership and for individual departments or functions. Here are 
some potentially useful KPIs for your dealership as a whole:  

 Net income as a percentage of sales,  

 Employee expenses as a percentage of sales,  

 Employee expenses as a percentage of TGP,  

 Total advertising expenses as a percentage of TGP,  

 Fixed expenses as a percentage of TGP,  

 Total expenses as a percentage of TGP, and  

 New vehicles sold to used vehicles sold.  

 

 Create separate KPIs for your new vehicle and used vehicle operations. You can use many of the 
same indicators for both areas. For example:  

 Gross profit per retail unit,  

 Advertising expenses per retail unit sold,  

 Vehicle department gross profit as a percentage of TGP,  

 Retailed cars to retailed trucks,  

 Vehicle unit days supply,  

 Average cost of ending new inventory, and  

 Average cost of retail units sold.  



More Useful KPIs 
Typical Measurements for New Vehicles, Used Vehicles, Parts, Service,  F & I 

Overall Benchmarks for Executives 

New and Used Vehicle Sales 

Service, Parts, and Finance & Insurance 

all have unique measurements 



What do other dealerships measure? 
(From a Brady Ware Survey) 

 The clear favorite was gross profit per new car or truck sold. 
More than three-fourths of the respondents (78%) cited revenue-
based KPIs as the single most useful. 

 

 The second through fourth most popular choices: 
 Advertising Cost ($) per retail unit sold 
 Total dept. compensation as % of gross profit for Parts and Service 
 F&I gross profit per new car or truck sold. 

 

 “Most dealers view higher revenue as a cure-all for whatever ails a 
dealership. But the difference between a surviving and a thriving 
dealership is how much revenue finds its way to the operating 
bottom line.” 

 

 



What’s The Process? 

 Work Methodology 

1. Define what is important to measure 

2. Define what data will be needed to calculate those measurements 

3. Establish your benchmarks – NADA, Dealer 20 Group, Ward’s Automotive,       

 …or use your own 

4. Collect all data required – automate this process, get data from your systems 

5. Create clear, concise, timely dashboards and reports to track the measures 

6. Analyze data and your results 

7. Establish specific action items for further improvement 

 


