
Doing More With Less:  
How CDK Performance Consulting 
Can Take Your Dealership Further
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Making Changes That Lead  
to Profits

During the past year, dealers have had to make changes to adapt to 

the current environment. Now, with the continued growth of virtual 

shopping and prolonged chip shortages, how can dealers continue 

to make changes to ensure profits keep coming in? Thankfully, 

there are many options for dealers to change the products they’re 

using. Even better are the small changes that can be made to 

dealership processes, and how those adjustments can provide 

results. To make these decisions most effectively, many dealerships 

rely on the help of a consultant.

Setting Benchmarks 
Consultants bring a keen sense of observation to the dealership, 

noticing small changes that can be made to improve the processes 

already in place. Do you ever wonder how much it will take to make 

bold changes that would improve ROI at the dealership? Is the low 

hanging fruit too low to see, not feeling worth the effort, or not 

supported by your team? Setting benchmarks is key for getting 

your team on board with processes changes and ensuring they’re 

achieving performance goals.  

Benchmarking can drive change in your dealership to help with 

budgeting, future decisions, planning and forecasting. This process 

helps you examine the best standard of performance for your 

dealership. The first step is to look for the areas in your dealership 

that need improvement. Once the proper data is collected, then 

you can begin studying the strategies on how to improve and drive 

change.  

Productivity Is Essential to  
Drive Business 

As we all know, the automotive business can become complicated. 

But stripped to its essentials, this is what a consultant sees:

In the Fixed Operations department, you buy two things— labor 

hours and parts  — and they become the assets that you sell to 

others. But you also invest in facilities, utilities and administration, 

plus you have to take into consideration protecting and maximizing 

the utilization of those vital investments.

The industry pays a great deal of attention to protecting Parts 

inventory. We count every single part once a year and sometimes 

we count them throughout the year.

How is the Service department different? While it’s true that flat rate 

Technicians are only paid when they’re working, the investment is 

already there to provide them with an environment where they can 

work. That investment must be maximized and the best way to do 

that is through high productivity.

Source:  JD Power

$43,358 $22,207
Average selling price 

of a new vehicle

Average retail selling 
price of used vehicles

Source:  2020 NADA Data

$6.69 253,012
Million Service 
and Parts sales

Technicians  
(including 

body shops)

Let's look at some areas where a consultant could help set 
standards for your dealership success.

For hourly paid Technicians, the case is doubly compelling since 

the business is investing in hours regardless of whether they’re sold 

or not. And, unlike parts, these hours are volatile. If a part doesn’t 

sell today, you can sell it tomorrow. If an hour of labor isn’t used, 

then it’s gone forever.

So why is productivity that is less than 100% accepted? In many 

cases, productivity of 80% and less is tolerated. Would you feel the 

same way if 20% of your Parts inventory disappeared overnight?
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An outside eye is necessary to get a better perspective on operating 
at your full potential. Consultants help identify opportunities for 
improvement with data, analytics, and insights by reviewing these 
critical areas:

CONSULTANTS CAN HELP MANAGEMENT 

INCREASE PRODUCTIVITY BY SETTING 

BENCHMARKS TO:

• Ensure that enough work is available

• Remove time-wasting obstacles such as trips to the Parts  

counter or the front desk

• Ensure that there’s a high sales rate for additional repairs

• Monitor Technician time daily and make corrections in a  

timely manner

• Use productivity information as a tool to drive it higher

• Operations  

Are you implementing best practices to your processes?

• Business Office  

Is your ROI on point?

• Sales  

How can your sales improve?

Change Is Here 
How an Objective Evaluator  
Can Help 

Change was essential in 2020. In 2021, the circumstances are 

different, but the demand for change remains the same.

The rapid transformation to touchless car sales has taught us 

that the brainpower behind a business is a vital resource. Our 

industry scrambled to reevaluate business strategies, processes, 

and investments in order to keep up with the needs of customers. 

That was step one. But for dealerships finding success during the 

time for change — and those still catching up — the next steps are 

crucial.

Automotive retailers adapting for a new retail experience are 

bound to see an increase in showroom visits while maintaining a 

need for modern retailing solutions. As the spectrum of customer 

experience demands widens, the need for performance consulting 

is greater than ever.

In the push toward optimizing dealerships for touchless retailing, 

those doing it right have made the car-buying journey a quick, 

easy and comfortable process for their customers. Many dealers 

have found integrated DMS solutions facilitate a faster, smoother 

buying experience and offer penny-perfect calculations that build 

trust with consumers. Failing to adapt could result in customers 

avoiding your dealership altogether.

The status quo simply does not translate to today’s market: 

processes that merely got by in the traditional, pre-pandemic 

retail environment are now failing in a touchless environment. It’s 

imperative for dealerships to work with consultants and continue 

to evolve. The dealerships finding the most success today are 

establishing permanent process change that is embraced by not 

only car shoppers, but employees on the floor, behind the desks 

and in the Service lanes.

of calls resulting in a 
scheduled appointment 

when using Performance 
Consulting.

64%

Source: CDK Global 2019 
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Are you ready to take your dealership further? CDK Performance 

Consulting is a sustainable, repeatable and predictable process 

model that produces quantifiable results. 

CDK Performance Consulting Helps 
You Sell More 

Increase in closing 
additional work when 
vehicle is in the air. 

Doing More With Less  

While it’s human nature to stick to the comfort of past behavior 

during times of adversity, it’s actually an ideal time to bring in the 

outside eye of a consultant. As we continue to deal with reductions 

in staffing and inventory levels, there’s still an opportunity to make 

a profound change in the industry. Consultants are key to leading 

you there.

The need to do the most with the resources you have has always 

been there, but now is the time to reexamine your resources and 

reevaluate the way you conduct business with consumers.

Even in times when inventory is limited, you can build trust by 

improving customer relationships. You can also take steps to 

incorporate best practices into Service (see the stat above), and to 

maximize the margin in every deal. 

Additionally, there’s the opportunity to take a fresh 

look at your car-buying process, and compare it with  

the way your customer want to purchase a vehicle.                

Consider how people purchase things on the internet. It’s one-

stop shopping for everything — even groceries.  A consultant 

can help you look at what the customer wants and show you 

how to give it to them with the fewest touches. 

Customers are also moving to a more empowered digital process. 

Are your processes and systems making it easy for them to do 

business with you? Is it easy to get a virtual trade appraisal? Is it 

easy to arrange financing and budget information? Were you able 

to get all the information to purchase? Were you responded to in 

a fast and efficient manner? Can you have this delivered to you? 

Evaluating so many questions may be overwhelming, but a 

consultant can make addressing them easier so your process and 

business can be more successful. 

19%

Source: JD Power and Associates proprietary mystery shopping programs

For more information on how CDK can help, contact 

your sales representative or email sales@cdk.com

WITH AN OUTSIDE PERSPECTIVE ON YOUR SIDE, 

YOU CAN:

• Better understand new processes and ideas

• Identify areas in your dealership prone to profit loss

• Discover opportunities to improve workflow efficiency and profits

• Adopt best practices without affecting dealership culture

• Monitor progress through weekly review of your dealership’s data

• Keep in step with trends impacting the industry

• Stay informed of the latest customer insights

• Establish benchmarks to help you achieve your goals



Learn more at CDKGlobal.com

© 2021 CDK Global, LLC / CDK Global is a registered trademark of CDK Global, LLC.  21-6302


