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Trading summary 

Net profit as % of sales 3.0-3.5% 

Days to dealership breakeven* 24

Dealership structure Orientation GP % 

New 44% 9-10% 

Used 12% 10-12% 

Parts 12% 21-23% 

Service 32% 63-65% 

100% 13-15% 

Front end (vehicle operations) 56% 

Back end (fixed operations) 44% 

Finance and insurance income 10% of total gross 

Other income and incentives 10% of total gross 

Total dealership

* Based on a full month i.e. 30 days

Orientation = Where does the gross come from? GP % = How strong are my margins?

Note these orientation benchmarks provide a guide for achieving above average results in the market today. However, businesses that deliver sustainable 
results over a longer time frame tend to have a slight front-end bias to their operations.

People 

Gross per employee per month $17,483 
Net profit per employee per month $4,360 

Vehicle operations
Product New Used 

Gross profit per unit* $4,250-$4,750 $3,000-$3,500 

Used/new ratio (retail) n/a 0.7 

Days supply 50-60 50-60 

Stock turns p.a. 6-7 6-7 

Gross ROI** 52% 54% 

* Includes holdback, bonuses, aftermarket and load reversals but excludes F&I
** Gross as a % of cost of sales x turns p.a.

People New Used 

Units per sales staff per month 15 16

Gross profit per salesperson per month $63,750-$71,250 $48,000-$56,000
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Finance and insurance (F&I)

F&I product New Used 

Finance penetration 32-35% 26-28% 

Finance income per contract $3,000-$3,200 $2,500-$2,700

Finance per retail unit sold $831 $604 

Insurance per retail unit sold $65 $92 

F&I selling gross per vehicle retailed $679

People 

Vehicles retailed per F&I staff per month 50-60 

Salaries and commissions as a % of income 26% 

F&I income per dept employee per month $39,751

Fixed operations

Parts department Sales mix % GP % 

Retail/counter 7% 31% 

Wholesale/trade 27% 19% 

Workshop 24% 31% 

Warranty 18% 9% 

Internal 20% 19% 

Other sales 4% 18% 

Total 100% 21-23% 

Operational benchmarks 

Days supply 45-50 

Stock turns p.a. 7 to 8 

Monthly sales per employee $122,748 

Monthly gross per employee $26,222 

$ sales per $ salary $15.2 
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Service department Sales mix % GP % 

Labour 

• Retail 59% 81% 

• Warranty 14% 66% 

• Internal 27% 73% 

Total labour sales 100% 74% 

Sublet sales 16% 

Total gross profit (% sales) 63-65% 

Operational benchmarks 

Performance index (productivity x efficiency) 100-105% 

Monthly labour sales per technician $23,700

Monthly labour gross per technician $17,237 

Parts/labour ratio 0.64 

Ratio of chargeable to non-chargeable 1.2-1.4 

Parts and service absorption 50-52% 

Retention – relative service size** $2,751 

Department profitability

Vehicle operations 

New Used 

% Gross $/Unit % Gross $/Unit 

Gross profit* 100% $4,250- 
$4,750 100% $3,000-

$3,500

Sales staff salaries and comms 13.6% 649 20.2% 639 

Manager salaries and comms 6.6% 316 8.9% 280 

Aftermarket salaries and comms 1.2% 58 0.5% 16 

Other salaries 3.3% 156 5.6% 176 

Pre-delivery costs 5.3% 252 – – 

Free service/policy 1.1% 54 – – 

Used warranty – – 2.4% 76 

Advertising 3.7% 179 8.9% 281 

Training 0.2% 12 0.1% 3 

Floorplan 13.9% 664 6.4% 202

Demonstrator expenses 2.5% 118 2.7% 84

Selling gross profit 48.7% $1,800-
$2,300 44.3% $1,250-

$1,750 

Selling gross profit per salesperson $33,837 $22,085 

Selling gross profit per employee $20,057 $12,296 

** Labour sales per new retail unit sold per month

* Includes holdback, bonuses, aftermarket and load reversals but excludes F&I
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Fixed operations Parts % gross Service % gross 

Salaries (non-chargeable) 31.5% 31% 

Advertising and promotion 0.8% 1.1% 

Training 0.2% 1.8% 

Policy/freight 2.3% 2.6% 

Tools and supplies 0.4% 1.5% 

Equipment and vehicle maintenance 1.9% 3.7% 

Sick/holiday – technicians – 6.1% 

Selling gross profit 62.9% 52.2% 

Selling gross profit per technician – $10,956 

Selling gross profit per employee $16,913 $6,338 

% Gross 

Administration and salaries 5.8% 

Training 0.1% 

FBT (net of contributions) 0.5% 

Payroll tax 2.6% 

Superannuation 5.2% 

Long service leave 0.5% 

Rent (or mortgage interest) 10.1% 

Rates and taxes 1.6% 

Property maintenance/outside services 2.8% 

Telephone 0.3% 

Insurance (including workers compensation) 3.1% 

Office supplies/stationery 0.4% 

Professional fees 0.7% 

Data processing 1.9% 

Bank charges and taxes 0.3% 

Interest (overdraft/working capital) 0.7% 

Bad debts 0.0% 

Depreciation 1.5% 

Electricity 0.7% 

Travel and entertainment 0.6% 

Management fees 0.4% 

Miscellaneous 2.2% 

Total fixed expenses 42.0% 

Dealership overheads

Overheads are shown as a percentage of total dealership gross profit. This includes gross profit from the New, Used, Parts and Service departments, 
but excludes net F&I income which is brought into dealership profit at a selling gross level.
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