IMIANAGING BY THE NUMBERS

Finance and Insurance at a Glance

Retail dealership net F&l income
across the board has risen about
10% each of the last four years.
By almost all anecdotal
accounts, Regulation Z, issued by
the Board of Governors of the
Federal Reserve System to imple-
ment the federal Truth in Lending
Act, as part of an overarching
consumer protection program is
largely responsible. Because
disclosure is such am important
part of Regulation Z, early
adapters and now most retail
dealers have developed a struc-
tured system, the menu, to clear-
ly show consumers what they are
purchasing. As a result, more
products have been introduced
and purchased. In many cases,
CSI have improved as well.

Specifically, both domestic and
regular import net F&l income
are up almost 11.5 percent.
Luxury net F&l income is actually

down, but may be due to sub-
vened rates from their manufac-
turers’ finance arms.

New vehicles: All Dealer
Benchmark® $915

Gap insurance is at 32.6 percent
for regular imports and 31.3
percent for all domestic. Luxury
imports show low numbers,
again with high leasing percent-
ages where the manufacturer’s
finance arm included gap in the
rate; there is a smaller opportu-
nity for luxury dealers to sell gap
insurance.

Extended service policy penetra-
tion for regular import is 33.3
percent and 38.4 percent for all
domestic. Again, luxury lags
here, as leasing cycles turn over
before an aciual need or a value
can be determined.

Pre-paid maintenance is hit-and-
miss, as the manufacturers’
administration fees cause the

actual costs to appear higher
than if it were calculated and
sold at retail.

Pre-owned vehicles: All Dealer
Benchmark® $872

Gap insurance is at 50.1 percent
for regular imports and 39.7
percent for all domestic. Luxury
imports show low numbers, for
the same reason as the new
vehicles.

Extended service policy penetra-
tion for regular import is 36.3
percent and 42.7 percent for all
domestic. Again, luxury lags as it
does in new vehicles.

Pre-paid maintenance doesn't
fare any better here than in new
vehicles. However, luxury shows
a 19.5 percent sales penetration.

Other products are sfill gaining
momentum as menus continue

to expand for both new and
pre-owned vehicles:

* Lolack/vehicle GPS systems
(especially in metro luxury mar-
kets and border cities )

* Tire and wheel insurance
* Alarms
* Eiching

The key to high customer
safisfaction and high F&I profits
is spending the correct amount
of time presenting the products
to every customer. AW

**All benchmaorks are compliments
of NCM Associates and have been
provided by Kevin Cunningham,
director of business development.
Quuestions, concerns or comments
regarding benchmarks or Twenty
Group programs can be e-mailed to
Twenty@AutoDealerMonthly.com.

Let’s talk about the

VOISYS Inyour headl.

At the beginning of every new month, there's a new challenge. Something
Is saying "where are you going to get your sales this time?” Well, listen
to us, because when you have VOISYS™. in your head and on your team,

your job becomes a lot easier. You're a hero. Guaranteed.

People with bad luck and bad credit can add big bucks to your bottom
line if you know how to handle them. That's where we come in because
VOISYS™ generated over 8,000,000 new leads nationwide in just the last
three years with our full spectrum of VOISYS™ programs. We guarantee

our programs, performance and results 100%.

Good is good. Bad can be just awesome.

1-800-438-8642
WWW.vVoisys.com

YOUR COMPLETE LEAD GENERATION

A member of the CI g

“We’'re the car guys helping car guys!”




