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The views and opinions presented in this educational program and any 
accompanying handout material are those of the speakers, and do not 
necessarily represent the views or opinions of NADA. The speakers are not 
NADA representatives, and their presence on the program is not a NADA 
endorsement or sponsorship of the speaker or the speaker’s company, 
product, or services.
Nothing that is presented during this educational program is intended as 
legal advice, and this program may not address all federal, state, or local 
regulatory or other legal issues raised by the subject matter it addresses. The 
purpose of the program is to help dealers improve the effectiveness of their 
business practices. The information presented is also not intended to urge or 
suggest that dealers adopt any specific practices or policies for their 
dealerships, nor is it intended to encourage concerted action among 
competitors or any other action on the part of dealers that would in any 
manner fix or stabilize the price or any element of the price of any good or 
service.



#NADA2016

3

Where Performance Meets Profit: The Dealer 
Body Shop
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30-50%
PERFORMANCE INCREASE
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8-12%
INCREASE IN NET PROFIT
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Finite Marketplace

Cycle-Time
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Cycle-Time
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INSURANCE

FACTORY WORLD
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Does This Sound Familiar?
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Primary Stumbling Block
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Reactive Collision Center
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Final Estimate
Pre-Collision ConditionVehicles stall

75% - 90%
1 hour or more
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Symptoms: Reactive Collision Center
• Folders everywhere

• Phones ringing off the hook

• Comebacks are the norm, not the exception

• Parts returns over 3%

• Revenue spiking at the end of the month

• Double entry everywhere

• Balancing tickets to DMS for hours on end (50-250 hours a month)

• Receivables more than 10% in 30 days

• Supplements greater than 5% after teardown

• Every mistake = reduced production

• Every mistake takes money off the bottom line

• Controlled chaos
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Body Technician Score Card
Monthly Revenue Per Body 
Technician:
• $100,000 = A++ shop
• $85,000 = A+ shop
• $70,000 = A shop
• $60,000 = B shop
• $50,000 = C shop
• $40,000 or less = D shop
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Proactive Factory
Best Practices:
• Procedures
• People 
• Technology
• Benchmark
• Analysis/Consulting
• Collaboration and Training

13



#NADA2016

Best Practices
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Procedures – Blueprinting 

Blueprinting
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Parts Person Body Man Painter
Writer Mechanic Production Manager
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Procedures – Writer QC Checklist
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Procedures – GAME CHANGER

Full vision of the pre-collision condition
vehicle before we begin the repair
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Procedures – Mirror Matching
• Upon receipt

• Parts dispatch

• Test Fit

• Signatures

• Before the car goes to Paint

A GREAT BODYSHOP HAS A GREAT PARTS 
DEPARTMENT
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Procedures – Quality Assurance Checking

• Body to Paint

• Paint to Body

• End of job QC
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Procedures – QC Checklist
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Procedures – Teaming
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Shop Floor

Front Office

Production/Shop Mgr

Techs

Writers

Inefficiency and Bottlenecking
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Procedures – Teaming 
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Shop Floor

Front Office

Techs

Writers
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Procedures – Teaming
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Bottleneck
Inefficient 200%

Increase
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People – Teaming 
Results:
• Scalable
• Maximizes bandwidth
• Optimizes quality and accuracy of information
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Procedures – Recap
• Paperwork ahead of production

• Blueprinting

• Mirror matching

• Teaming

25



#NADA2016

Best Practices
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People – Jobs 

4 admin jobs in every 
body shop:

27

WRITER

CUSTOMER SERVICE

PRODUCTION

PARTS
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People – Parts Department
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 Order Received
 Return
 Blueprint
 Dispatch
 Post Invoice
 Mirror Match
 Core Charges

Revenue Per Parts Person

Job Description Impact 
on Shop Performance
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People – Writer
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Job Description Impact 
on Shop Performance

 Blueprint
 Dispatching
 “Walk Around”
 Communicate with 

Customer
 Schedule Work

Revenue Per Writer
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People – Customer Service
• Schedule your work
• Open tickets
• Cashier
• Customer service 

update calls
• Maintain paperless 

environment
• And more
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People – Keeping Results Consistent 

• Train

• Monitor

• Measure/Benchmark

• Analyze/Consult 

• Collaborate
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Best Practices
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REAL – TIME
33

Better decisions faster. Better results.
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Technology – Single Point of Entry

34



#NADA2016

Technology – The Track To Run On
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Customer Service

Production

Writer

Parts

RO
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Technology - Forecasting

Forecasting
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Technology – The Objective Plan
• Number of days in shop -

Projected delivery date
• Projected profitability
• Type of collision
• Load on shop by:

– Tech
– Writer
– Shop

• Where the car will be  
on any given day of the 
repair
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…continued on next slide
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Technology – The Objective Plan
• Customer “love-call” 

cycle
• Parts cycle-time 

tracking 
• Defines action-item 

priorities by 
department
– Cars to fix 
– Parts to buy 
– Customers to call
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Technology – Mobile Technology

SPEED AND ACCURACY

39

DATA COLLECTION & DATA DISTRIBUTION
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Technology
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Technology – Blueprinting

46



#NADA2016

Technology – Dispatching
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Technology – Dispatching
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Technology
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Technology- Daily Workaround
• Set Production 

Expectations Daily
– Define the production 

steps
– Set the timing  for 

production
– Set priority  for 

production

• Job details at fingertips 
during walk around

• Accurate inventory and 
vehicle status
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Technology
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Technology – Production
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Technology – Recap 

• User-friendly

• Single point of entry

• Multiple platforms (Mobile, Desktop, Cloud)

• Powerful and global

• Wireless

• Paperless
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BEST PRACTICES - RECAP
• Procedures
• People 
• Technology
• Benchmark
• Analysis & 

Consulting
• Collaboration 

& Training
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Best Practices – Results 
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INCREASED PROFITABILITY

INCREASED PERFORMANCE
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Questions
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Please visit the NADA Pavilion in 
the Expo Hall for information on 
accessing electronic versions of 

this presentation and the 
accompanying handout 

materials, and to order the 
workshop video recording.
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