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Reports by Tab

Reynolds and Reynolds is committed to helping you get the most out of your reporting, 
especially during these challenging times. Use this guide to uncover opportunities to make 
or save your dealership money.
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Cash Alerts 

Review Variable and Fixed Receivables. Make sure there are no outstanding issues 
causing delays in receiving money the dealership is owed.

Summary Tab

Vehicle Inventory Alert 

Drill into new vehicles in inventory not on floor plan to easily make an assessment 
of cash opportunities in your inventory, should you need cash quickly.

Store Summaries
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Variable

Look at your 10 Oldest Unbooked Receivables and 10 Oldest CIT Receivables 
reports. Are there car deals not yet funded that can provide cash?

Summary Tab

Department Summaries

Fixed

Review key expenses. Are they aligned with the business you are doing?   
Could they be reduced?

Pre-Owned or New 

Look at your 10 Oldest Units in stock. Are there vehicles in stock/floored that may 
be causing excessive floor plan interest? 
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Expenses Summary

Review Each Sub-Category

Review expense accounts to determine if expenses align with the current business 
climate and reduce where possible.

Summary Tab
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Review Each Sub-Category

Drill into these sub-categories to see who owes the dealership money.  How quickly are 
you getting the money back in-house? Are there issues with any accounts? 

Unbooked Retail

Review all unbooked vehicle sales. These must be posted to understand a realistic view 
of any outstanding CIT, cash down, outstanding manufacturer rebates/dealer cash, etc.

Contracts In Transit

Look at your outstanding CIT. Work on collection as the new vehicles sold still need to 
have the flooring paid while limiting the interest piling up. 

Warranty A/R

Review your outstanding warranty claims. New claims need to be submitted, and anything 
rejected should be re-submitted for payment. Review rebate and incentive receivables to 
work on getting these paid.

Cash Analysis Tab

Receivables
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Cash Analysis Tab

Asset/Liabilities

Trending

Monitor a trending view of your cash flow. Look over the last year and see where 
there may be outliers you need to drill in to.
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Inventory Tab

By Type

Analysis

Inventory Turnover

Look for any inventory 
that should be traded 
or wholesaled.

Review Each Sub-Category

See if there are any vehicles in inventory that can be sold retail or wholesale to relieve 
accumulating interest. 

Open RO’s

Review Each Sub-Category

Review Open RO’s that need to be closed, especially warranty and internals, so warranty 
claims can be paid and internals are charged to the proper vehicles.

Model Pacing

Use this report to 
identify which models 
continue to sell.



Reynolds and Reynolds

9 1.877.792.7677 | canadian_marketing@reyrey.com | www.reyrey.ca

Sales and F&I Tab

Car Deals

Car Deals Reconcile

Review any deals with variance between F&I and accounting and adjust accordingly 
to provide accurate compensation.  

Marketing 

Sales by Zip Code

Use this report with your CRM to target the most productive zip codes with your paid 
search advertising budget. 

Finance

Lender Report

Review all lenders to identify which banks 
will provide the most profit per deal.  

Lender Report

Determine who gives you the best terms, 
including banks that leave “room” for  
product sales.
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Fixed Ops Tab

Open RO’s

Review Each Sub-Category 

Are there aged repair orders that can be closed to generate warranty or customer payments?
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Fixed Ops Tab

Marketing

RO’s by Zip Code

Review activity by Zip Code. Target paid search advertising budget to the most profitable  
zip codes. Use limited zip codes that are less profitable to test proactive specials and offers. 

Parts Wholesale Analysis

Consider offering or expanding delivery 
range. Are there accounts that have not 
been active recently that were in the past?  

Parts Wholesale Analysis

Identify customers whose business is up and 
work with them for additional opportunities 
like keeping OE filters in stock. 
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