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Laying the Groundwork

• Sales Taxes
• Chart of Accounts
oOEM
oCentralized Accounting

• Miscellaneous Fees / Credits
• Parts Pricing Matrices



$24,000

Additional annual parts 
income based on an 
average lift of $0.40 for 
stores selling 5,000 parts 
per month.

Parts Retail Mark Up Option
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Single System Philosophy with Service Price Guides
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Effective Labor Rate Report

Monitor



Upsell Analysis Report
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Exception Reporting

Monitor



Rey Virtual Assistant

Monitor



Coming together is a beginning, staying 
together is progress, and working 
together is success.

Henry Ford



When Operational Gaps Hit the Financials
Adam Rosenfield, CPA



Leveraging Your DMS: 
Are You Using It Enough?

Important Lingo
• Unapplied Labor
• Dirty Cores
• Parts Pad
• UIOs

General

• We use the DMS to gather and interpret data
• DMS is one of the most underutilized tools a dealer 

has
• Clean vs. Dirty Data

• Policy Expense
• Tech Efficiency
• Sublet
• Work In Process (WIP)



• Setup and Mapping issues
• Dirty cores
• Upsell and Declined Service
• Open RO’s 
• Work in Process
• Parts Pad to GL reconciliation

• minimum items to consider
• Special Order Parts
• Write-up and other general forms

Common Reporting and 
Operational Issues
The DMS already holds the data, are we acting on it?

What are the potential issues with current and 
future technology? 



Setup and Mapping Issues
• Template setups that quietly create accounting and 

compliance risk
• Shop Supplies Credit
• Sales and other taxes 
• Other common mapping mistakes

 CODE  TOCS  1 TITLE  TOYOTA-SERVICE CUSTOMER  

SALE ACCOUNT  COST ACCOUNT  INV. ACCOUNT  %  
-------------- -------------- -------------- --------  

LABOR TAXABLE  4400  6400  2470  
LABOR NON-TAXABLE  4400  6400  2470  
PARTS TAXABLE  4700  6700  2410  
PARTS NON-TAXABLE  4700  6700  2410  
SUBLET LABOR  4460  6460  2460  
SUBLET PARTS  4460  6460  2460  
G.O.G.  4770  6770  2430  
SHOP SUPPLIES  7193  

PAINT MATERIALS  7194  
BODY SHOP ADDL CHGS  
FREIGHT  7185  
CORE DEPOSIT  2410  
SALES TAX CODE  1  
SPECIAL ORDER DEP  



Key Metrics & Ratios That 
Expose Profit Leaks
Trending Reports & Follow Ups

• Absorption Rate
• Hours per RO, Tech productivity/efficiency

• The product is time
• Common misconception

• Unapplied Labor % of gross
• Labor Utilization
• Parts Aging
• Parts Days Supply
• Parts Turnover (excess inventory)
• Parts Wholesale % of total
• Policy Expense % of gross



Questions?



Get in touch with us
Cory Coler

Reynolds and Reynolds
cory_coler@reyrey.com

www.reyrey.com

Adam Rosenfield, CPA
Rosenfield and Co.

adam@rosenfieldandco.com
www.rosenfieldandco.com

Thank you!
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