NADA N336 Day 2 Takeaways 
Percentage of sales 
Found a solution for used cars turned quickly- working with service department
Service is where the money is
Sell more used cars and less gross
100$ recovery for a loss and how that number is multiplied
Don’t throw away $100!
Importance of writing your checks with your managers once a month
You can have too little frozen capital AND too much frozen capital
Sending a letter out the day following an auto renewed contract
We need to train our service advisors more because that’s where our money is coming from
Better process of getting cars through service
Collect money right away before it’s due-use the schedule we went over
Follow up with wholesale accts. Receivable
Average return on sales is 2.2% in auto industry
Have managers do the cost of $100 so they can put it in perspective
Work your pay plan!
Have the manager call their accounts instead of someone else
Figure out who from outside is paying your staff
Stress volume and turning vehicles instead of gross (multiple takeaway comments)
NO auto renewed contracts!
Watch all the vendor spiffs
If you can’t measure it, you can’t manage it
Verifying Contracts and knowing where they are
Create an annual KPI
Sales – cost of sales = gross profit
Shop your vendors
It is better to turn more vehicles than increase gross!
If your receivables are less than 15% of your sales, you are probably not extending enough credit. If over 50% probably extending too much credit.
Watch the pennies: take tags off of dealer trades
Park in the back, come though service, inspect the body shop—be present everywhere!
Don’t put full tanks of gas in used cars 
[bookmark: _GoBack]Comparatively, It is much tougher to make money in the auto industry than in others.





