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I. INTRODUCTION 

The 2015 NADA Dealership Workforce Study, the fourth in an annual series, represents research and 
analysis of 2014 data, including data points identified by key stakeholders as essential for like‐to‐like 
comparisons. NADA partnered with ESI Trends to design the Study and collect and analyze the data for 
comparative reports. ESI Trends is the automotive retailing industry’s leading provider of workforce 
metrics, guides and trends, and HR best practices. 

This custom report, prepared exclusively for your dealership, captures, tabulates and analyzes data 
on:  

 compensation 

 benefits 

 retention, tenure and turnover 

 hours of operation and work schedules 

With this information, you can compare your own dealership’s data against aggregated data from 
other dealerships on multiple levels—nationally, regionally, and even for your state and your brand. 
NADA and ATD member new‐car and –truck dealerships submitted 290,000 payroll records for this 
year’s Study, as well as exhaustive information on benefits and other key factors. With this report you 
have solid data to make competitive compensation and benefits decisions and enhance your 
dealership’s recruitment efforts. 

But first, let’s put the enclosed data into perspective with a look at the overall performance of our 
industry and the importance of recruiting and retaining key staff. Chief Economist Steven Szakaly of 
NADA Industry Analysis provided the information that follows. 

This year we can look back on a year of growth. We can see that wages and salaries are up, employment 
continues to rise, and the contributions by our industry have never been higher.  

Taking a step back to 2005, just ten years ago, 20,000 new‐car dealers sold just over 40.0 million new 
and used cars and together with parts and service had more than 70.0 million transactions. Back then 
new‐car dealers employed just over 1.1 million people. Today with just over 16,500 light‐vehicle retail 
outlets, just over one million employees of new‐car dealerships will sell more than 41.0 million new and 
used vehicles. They will also complete more than 35.0 million other service, parts and other sales. 

The message of course is that today’s dealership and the team that supports it are more productive. But 
it also means that key leaders, managers and frontline personnel are ever more critical to maintaining 
day‐to‐day operations. Fewer people capable of doing more tasks means a greater focus on finding, 
hiring and keeping that critical staff. 
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This need will not end in the future. While we see sales rising throughout 2015 and into the first half of 
2016, challenges do exist. Mounting pressures from online competitors, increased regulatory scrutiny 
and age‐old retail competition continue. 

That competition is also intensifying in the space for finding and retaining talent. Those dealerships that 
have figured out a way to maintain highly‐motivated long‐term employees consistently do better. They 
generate more revenue and build stronger, more profitable businesses. Learning how to compete with 
not just other dealerships but other service outlets and retail companies will be critical over the coming 
year. 

Know your marketplace. Watch for important economic indicators such as monthly new‐car 
registrations, the state of the local real estate market and indications of adequate credit availability for 
your customers. Look at local employment by major employers of your customers. Look for measures of 
the business climate produced by local Chambers of Commerce and professional organizations. And talk 
to merchants and bankers about the market conditions for other durable and non‐durable goods and 
services in your area. All of these economic measures should be showing signs of improvement in nearly 
all regions, but at different rates, as we move forward in 2015. 

What’s New in the 2015 Report 

This expanded custom report now compares your dealership not only against the nation and the region, 
but also against your state and brand—enabling the most informed decisions possible. It includes a new 
section, “How to Use Your Report,” and the Workforce Management Scorecard. Additionally, volume 
reporting now focuses on new units only (rather than new and used), consistent with all other NADA 
reporting.  
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II. HOW TO USE YOUR REPORT 

The NADA Dealership Workforce Study was designed to help dealers manage employee retention. 
Workforce studies show that on average it takes three years for a new employee to reach peak 
performance—i.e., to become his or her most productive and effective. In turn, dealership productivity 
(as measured by gross profit production) increases with the number of employees who make it to that 
three‐year mark. 

In an average dealership, barely 50 percent of all employees reach that three‐year milestone. When we 
compare gross profit as percent of sales, dealerships with high three‐year retention (greater than 70 
percent) out‐perform dealerships with low three‐year retention (less than 30 percent) by three or four 
percentage points. 

This report gives you information and guidelines to help you maximize employee retention by making 
informed decisions about operating policies related to compensation, benefits and work schedules. 
Employee pay and benefits account for the major portion of your dealership expenses, so you can’t 
afford bad decisions and you can’t afford to pay below‐market rates. 

Market‐based pay rates vary significantly based on several key factors, including total units sold, luxury 
vs. non‐luxury brands and geographical region. This report has been customized for your dealership so 
that you can compare your compensation information to other dealerships that are most like you (your 
“peer group”) based on franchise brands, location and sales volume. 

Reporting By Franchise Type: For peer group comparisons in this Study, we have designated car 
dealerships as non‐luxury or luxury based on primary dealership franchises. 

Non‐luxury franchises: Buick/GMC, Chevrolet, Chrysler/Dodge/Jeep/Ram, Fiat, Ford, Honda, 
Hyundai, Kia, Mazda, Mini, Mitsubishi, Nissan, Subaru, Toyota/Scion, Volkswagen. 

Luxury franchises: Acura, Aston Martin, Audi, Bentley, BMW, Cadillac, Ferrari, Infiniti, Jaguar, Land 
Rover, Lexus, Lincoln, Maserati, Mercedes‐Benz, Porsche, Rolls Royce, Volvo. 

Luxury and non‐luxury designations do not apply to truck dealership franchises. 

On average, compensation in luxury brand dealerships is nearly 20 percent higher than 
compensation in mass market (non‐luxury) brand dealerships. Differences in pay vary significantly 
by position and the biggest difference can be seen in sales consultant pay. Luxury brand sales 
consultants earn 40 percent more than sales consultants in non‐luxury dealerships.  

Reporting By Volume: One of the key peer group comparisons in this Study is based on dealership size 
as measured by new units retailed. Your report has been customized to compare your workforce metrics 
to the aggregated statistics for all dealerships in your region with reported unit sales volume similar to 
yours.  
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For reporting purposes, we have defined volume levels as follows: 

Annual Units 
Retailed 

Non‐Luxury Cars  Luxury Cars  Medium/HD Trucks 

Low Volume  < 675  < 700  < 160 
Medium Volume  675 to 1,340     
High Volume  > 1,340  > 700  > 160 

Reporting By Region: To allow comparisons to other industries, the information in this Study has been 
broken down into nine regions as defined by the U.S. Bureau of Labor Statistics. Your report has been 
customized to compare your workforce metrics to the aggregated statistics for all other dealerships in 
your region. The U.S. regions are named and defined as indicated here: 

 
 

Total compensation varies significantly from one region to another. Pay and benefits in the New 
England and Pacific regions tend to be significantly higher than they are in the East South Central 
and West North Central regions. There will also be some variations from state to state within 
regions, but these differences are less pronounced.  
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HELPFUL TIPS AND GUIDELINES 

To understand the Compensation section of your report, start by looking at the column labeled As % of 
National to the right of Your Dealership Average. 

1. To stay competitive, your dealership average should fall within a ± 10 percentage point range 
compared to your peer group, which is the third line below your dealership information.  
 Luxury peer group averages tend to be more than 100 percent of the all‐dealer average. Non‐

luxury peer group averages tend to be less than 100 percent of the all‐dealer average. 
 The “golden handcuffs” don’t work as they used to. Paying more than 10 percent over market 

rates is an expensive strategy for increasing employee retention. 

For example, if the regional average for your high‐volume luxury peer group is 120 percent, then 
your average should fall somewhere between 110 and 130 percent of the national all‐dealer 
average. 

2. If your dealership average is more than 10 percentage points below your peer group, do not assume 
that you should sweeten your pay plan. You need to consider other factors. 
 Productivity and pay increase significantly with tenure and experience. Go to the Retention and 

Turnover section of your report to determine if high turnover and poor retention are pulling 
down your average compensation. 

3. Pay plans are rarely the primary cause of high turnover and low retention. Other factors that you 
should consider are hiring practices, onboarding, training, mentoring and work schedules. 
 The type of pay plans you have in place can impact retention, particularly in sales. Plans based 

on 100 percent commission are losing favor because they do not appeal to many new recruits.  
 To determine if work schedules and hours worked may be causing poor retention, go to the Paid 

Time Off and Benefits section of your report to compare yourself to your peers. 
4. If your dealership average is more than 10 percentage points higher than your peer group, do not 

assume that you are over‐paying your employees for the same reasons cited above. 
 High retention/low turnover will increase the average tenure of your employees. Longer‐

tenured employees tend to be more effective and productive, which will increase your average 
compensation compared to your peer group. 

5. Another very important statistic is the Median. Your median will only be displayed for job titles with 
at least nine payroll records, typically sales consultants and service technicians.  
 If you rank compensation from lowest to highest, the middle of the list is your median. Your 

peer group median represents the middle of the bell curve or 50th percentile. 
 To be competitive, your target compensation level should probably be on the higher side of your 

peer group median—how far on the high side is based on your compensation philosophy. 
6. If you operate in a competitive labor market, use all available sources, including your own 

employees, to stay on top of pay rates in your local market.
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III. YOUR WORKFORCE MANAGEMENT SCORECARD 

One of the key features of your custom report is the Workforce Management Scorecard that compares 
and ranks your dealership against at least 15 peer‐level dealerships on key metrics related to 
compensation, retention, tenure and turnover.  

The Scorecard does not cover all job titles, but is focused on primary producers—department managers, 
sales consultants, F&I consultants, service advisors, service technicians, parts counterpersons, etc. 

You must have a minimum of three employees in each job title to have your performance ranked against 
your peers. 

UNDERSTANDING YOUR SCORECARD RESULTS 

Your Scorecard gives you a snapshot comparison of key metrics—compensation, tenure, retention, 
turnover—for your entire dealership (“All Positions”) compared to aggregated statistics for your peer 
group. There are also scores for specific key positions. 

Department managers are broken out as a group for comparison purposes. This group of managers 
includes only the primary departments found in a typical dealership—sales (new and used), F&I, 
service, parts, body shop, and office/admin. 

As indicated in this sample scorecard, you can compare the averages for your dealership to the averages 
for your peer group. You can also see how your average compares to your peers’ when the averages are 
ranked from highest to lowest on a percentile scale. (Red = bottom quartile, Blue = top quartile) 
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{ŀƳǇƭŜ wŜǇƻǊǘ Scorecard
Your Peer Group: Pac. Toyota/Scion

Key Employment Metrics Position Your
Dealership

Your Peer
Group

Your Percentile Rank

Average Compensation All Positions $77,133 $69,069

Average Tenure All Positions 6.4 yrs 5.9 yrs

One-year Retention All Positions 83.7 % 75.4 %

Three-year Retention All Positions 55.4 % 51.5 %

Annualized Turnover All Positions 22.8 % 34.4 %

Average Compensation All Dept. Managers $124,459 $137,944

Average Tenure All Dept. Managers 8.6 yrs 7.4 yrs

Three-year Retention All Dept. Managers 53.9 % 65.4 %

Annualized Turnover All Dept. Managers 23.1 % 25.4 %

Average Compensation Sales Consultants $76,012 $70,288

Average Tenure Sales Consultants 4.1 yrs 4.0 yrs

Three-year Retention Sales Consultants 47.4 % 37.2 %

Annualized Turnover Sales Consultants 47.4 % 73.6 %

Average Compensation Service Advisors $72,219 $67,717

Average Tenure Service Advisors 5.3 yrs 5.0 yrs

Three-year Retention Service Advisors 57.1 % 49.6 %

Annualized Turnover Service Advisors 42.9 % 36.8 %

Average Compensation Service B-Tech $78,206 $56,256

Average Tenure Service B-Tech 8.9 yrs 7.3 yrs

Three-year Retention Service B-Tech 76.2 % 66.2 %

Annualized Turnover Service B-Tech 4.8 % 15.2 %

Average Compensation F&I Manager $95,519 $143,256

Average Compensation Parts Counter $58,392 $48,326

Average Compensation Office/Admin $29,150 $32,875

ID: 01234567 
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Sample Report Scorecard
Your Peer Group: Pac. Toyota/Scion

Retention & Turnover Comparison
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Sample Report Scorecard
Your Peer Group: Pac. Toyota/Scion
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{ŀƳǇƭŜ wŜǇƻǊǘ Scorecard
Your Peer Group: Pac. Toyota/Scion

Turnover by Demographics
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Comparative Compensation Data
Management Positions

Top 10%

Dealer Principal/ Owner
NationalAverage Lower 25% Median Upper 25%
As % of

Your Dealership ------ --- --- --- ---

All Car Dealerships 100%$310,247 $121,046 $204,803 $345,276 $706,984

Non-Luxury Hi-Volume 143%$487,432 $172,300 $296,793 $502,916 $1,197,467

Pac. Non-Luxury Hi-Volume 134%$457,114 --- $331,698 --- ---

CA Non-Luxury Hi-Volume ------ --- --- --- ---

Pac. Toyota/Scion ------ --- --- --- ---

CA Toyota/Scion ------ --- --- --- ---

Top 10%

Dealer Operator/Gen Mgr
NationalAverage Lower 25% Median Upper 25%
As % of

Your Dealership ---       --- --- --- --- ---

All Car Dealerships 100%$393,822 $188,204 $270,178 $407,769 $629,698

Non-Luxury Hi-Volume 122%$408,931 $235,235 $348,928 $526,861 $764,300

Pac. Non-Luxury Hi-Volume 101%$337,045 $215,388 $268,904 $377,667 $708,547

CA Non-Luxury Hi-Volume 108%$361,892 $227,314 $300,936 $400,315 $708,547

Pac. Toyota/Scion 118%$394,912 $215,388 $268,904 $572,051 $798,082

CA Toyota/Scion 135%$450,390 --- $286,832 --- ---

Top 10%

Controller/Business Mgr
NationalAverage Lower 25% Median Upper 25%
As % of

Your Dealership ------ --- --- --- ---

All Car Dealerships 100%$195,059 $83,085 $116,000 $155,053 $200,639

Non-Luxury Hi-Volume 113%$140,864 $101,829 $138,024 $167,731 $220,996

Pac. Non-Luxury Hi-Volume 108%$135,164 $111,450 $121,804 $155,053 $185,930

CA Non-Luxury Hi-Volume 109%$136,149 --- $122,324 --- ---

Pac. Toyota/Scion 100%$124,524 --- $122,324 --- ---

CA Toyota/Scion ------ --- --- --- ---

ID: 01234567 
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Retention and Turnover Comparative Data

Management Positions

Median Tenure
at Termination

Three-yearOne-year
RetentionRetentionAll Dept. Managers Turnover Tenure Actives

Annualized Average Median Tenure

Your Dealership ------ --- --- --- ---

All Car Dealerships 83%36% 62% 7.6 yrs 4.7 yrs 1.5 yrs

Non-Luxury Hi-Volume 83%27% 62% 7.4 yrs 4.6 yrs 1.4 yrs

Pac. Non-Luxury Hi-Volume 85%28% 65% 7.4 yrs 4.8 yrs 1.2 yrs

CA Non-Luxury Hi-Volume 84%31% 63% 6.8 yrs 4.6 yrs 1.1 yrs

Pac. Toyota/Scion 85%25% 65% 7.4 yrs 5.2 yrs 1.6 yrs

CA Toyota/Scion 85%28% 64% 7.1 yrs 5.4 yrs 1.6 yrs

Median Tenure
at Termination

Three-yearOne-year
RetentionRetentionDealer Principal/ Owner Turnover Tenure Actives

Annualized Average Median Tenure

Your Dealership ------ --- --- --- ---

All Car Dealerships 100%11% 98% 28.5 yrs 28.8 yrs ---

Non-Luxury Hi-Volume 100%0% 99% 29.5 yrs 29.6 yrs ---

Pac. Non-Luxury Hi-Volume 100%0% 100% 30.9 yrs 29.7 yrs ---

CA Non-Luxury Hi-Volume ------ --- --- --- ---

Pac. Toyota/Scion ------ --- --- --- ---

CA Toyota/Scion ------ --- --- --- ---

Median Tenure
at Termination

Three-yearOne-year
RetentionRetentionDealer Operator/Gen Mgr Turnover Tenure Actives

Annualized Average Median Tenure

Your Dealership ------ --- --- --- ---

All Car Dealerships 93%11% 81% 11.1 yrs 9.1 yrs 4.8 yrs

Non-Luxury Hi-Volume 94%13% 81% 11.2 yrs 9.8 yrs 5.9 yrs

Pac. Non-Luxury Hi-Volume 91%11% 73% 10.1 yrs 6.8 yrs ---

CA Non-Luxury Hi-Volume 92%13% 79% 10.2 yrs 6.8 yrs ---

Pac. Toyota/Scion 96%4% 92% 14.5 yrs 13.8 yrs ---

CA Toyota/Scion 94%6% 94% 13.8 yrs 12.7 yrs ---
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Positions included in data sectionǎ: 
Management:      Dealer Principal/ Owner        General Sales Manager 

Dealer Operator/ General Manager      Fixed Operations Director 
Controller/ Business Manager       Executive Assistant 

 
Office and Admin:    Admin/ Office Manager     Clerical Staff: AP/AR/Title 
        Accountant/ Accounting Manager  Cashier 
        Human Resources Manager    Receptionist/ Switchboard 
        Payroll Manager 
 
Sales Position:      Sales Manager/ Desk Manager    Product Specialist   
        Used/ CPO Sales Manager    BDC Reps/ CSRs/ Scheduler 
        Fleet/ Commercial Sales Manager  CSI/ Client Relations Manager 
        F&I Manager/Producer      Sales Training Manager 
        F&I Assistant        Advertising/ Marketing Manager 
        Internet Sales/ BDC Manager    U/C Reconditioning Technician 
        Sales Closer/ Team Leader    Dealer Trade Driver 
        Sales Consultant      Car Buyer 
        Internet Sales Consultant 
 
Service Positions:    Service Manager      Dispatcher 
        Express/ Quick Lube Manager    Warranty Administrator 
        Shop Foreman/ Assistant Manager  Detail/ PDI/ Prep Manager 
        Service Advisor/ Writer      Appointment Coordinator 
        A‐Tech/ Master/ Team Leader    Porter/ Lot Person/ Detailer 
        B‐Tech/ Journeyman      Courtesy Shuttle Driver 
        C‐Tech/ Apprentice/ Trainee    Rental Staff 
        D‐Tech/ Express / Lube      Inventory Manager 
        Inventory Control      Inventory Clerk 
       



ID: 01234567

IV‐5

 

 

 Parts Positions:     Parts Manager        Parts Driver 
        Warehouse/ Assistant Manager   Parts Shipper/ Receiver 
        Wholesales Parts Sales      Parts Stockerperson 
        Parts Counterperson      Parts Clerk (Admin) 
 
Body Shop Positions:    Body Shop Manager      A‐Tech/ Master Metal/ Painter 
        Body Shop Foreman      B‐Tech/ Journey Metal/ Painter 
        Estimator/ Advisor      C‐Tech/ Apprentice Metal/ Painter 
        Body Shop Admin Support    D‐Tech/ Helper 
 
Miscellaneous:      IT Systems/ Network Manager    Maintenance/ Janitor 
        Website Manager/ Webmaster    Security Guard 
         
 
     



Hours of Operation and Work Schedules
Pac. Non-Luxury 

Hi-Volume
Non-Luxury Hi-

Volume
All Car DealershipsYour Dealership

Hours of Operation

Sales - Average Number of Operating Hours/Day

100.0 %99.3 %99.6 %% Open on Saturday

12.1 hrs10.7 hrs9.9 hrs12.0 hrsSaturday (if open)

100.0 %52.5 %40.9 %% Open on Sunday

10.6 hrs7.6 hrs7.5 hrs8.0 hrsSunday (if open)

Full Service - Average Number of Operating Hours/Day

100.0 %98.0 %92.1 %% Open on Saturday

10.2 hrs9.2 hrs8.5 hrs8.0 hrsSaturday (if open)

12.8 %15.4 %9.5 %% Open on Sunday

9.0 hrs7.4 hrs7.7 hrsSunday (if open)

Express Lube - Average Number of Operating Hours/Day

96.2 %95.3 %82.6 %% Open on Saturday

10.3 hrs9.0 hrs8.4 hrs7.0 hrsSaturday (if open)

11.5 %11.0 %4.9 %% Open on Sunday

---7.5 hrs8.4 hrsSunday (if open)

Parts - Average Number of Operating Hours/Day

100.0 %97.3 %91.5 %% Open on Saturday

9.9 hrs8.9 hrs8.1 hrs6.5 hrsSaturday (if open)

16.2 %12.3 %5.2 %% Open on Sunday

9.0 hrs7.1 hrs7.7 hrsSunday (if open)

Body Shop - Average Number of Operating Hours/Day

66.7 %45.8 %35.8 %% Open on Saturday

9.9 hrs5.9 hrs5.9 hrs8.0 hrsSaturday (if open)

---0.8 %0.7 %% Open on Sunday

---------Sunday (if open)
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Employee Benefit Programs
Pac. Non-Luxury 

Hi-Volume
Non-Luxury Hi-

Volume
All Car DealershipsYour Dealership

Health & Dental Plans

Dollar Amount of Health Insurance Premiums Paid by Dealership - Employee Only

14.3 %17.5 %19.7 %$0 - $2,000

21.4 %47.6 %51.0 %$2,000 - $4,000

35.7 %28.6 %29.0 %$4,000 - $6,000

0.0 %0.0 %1.3 %$6,000 - $8,000

21.4 %4.8 %2.5 %$8,000 - $10,000

7.1 %1.6 %3.5 %Over $10,000

Dollar Amount of Health Insurance Premiums Paid by Dealership - Employee Plus One

18.2 %4.1 %1.6 %$0 - $2,000

27.3 %28.6 %24.6 %$2,000 - $4,000

27.3 %26.5 %26.9 %$4,000 - $6,000

0.0 %16.3 %23.9 %$6,000 - $8,000

18.2 %20.4 %11.5 %$8,000 - $10,000

9.1 %4.1 %11.5 %Over $10,000

Dollar Amount of Health Insurance Premiums Paid by Dealership - Employee Plus Family

34.4 %31.9 %29.2 %Yes$0 - $2,000

40.6 %19.7 %19.4 % $2,000 - $4,000

6.3 %16.0 %16.8 % $4,000 - $6,000

9.4 %8.0 %19.6 % $6,000 - $8,000

6.3 %8.5 %9.1 % $8,000 - $10,000

3.1 %16.0 %14.8 % Over $10,000

% Offering Employees Flexible Spending Accounts (FSA)?

91.5 %83.0 %71.7 %Yes% of All Dealerships

% Offering Employees Health Saving Accounts (HSA)?

19.1 %39.2 %31.2 %Yes% of All Dealerships

% Contributing to Employee Health Saving Accounts (HSA)?

100.0 %71.8 %71.3 %Yes% of All Dealerships Offering
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Employee Benefit Programs
Pac. Non-Luxury 

Hi-Volume
Non-Luxury Hi-

Volume
All Car DealershipsYour Dealership

Company Cars

Positions - % of Dealerships Providing Company Cars or Demonstrators

89.2 %93.9 %88.4 %General Manager

27.0 %30.4 %21.6 %General Sales Manager

21.6 %28.3 %31.1 %Sales Manager

2.7 %13.4 %17.9 %F&I Manager/Producer

13.5 %22.7 %19.1 %Controller/Office Manager

13.5 %20.6 %27.1 %Service Manager

5.4 %9.3 %10.4 %Parts Manager

0.0 %6.9 %21.7 %Sales Consultant

Positions - % of Dealerships Providing a Car Allowance

5.6 %8.0 %6.7 %General Manager

11.1 %10.5 %19.2 %General Sales Manager

11.1 %16.0 %18.6 %Sales Manager

0.0 %15.6 %19.7 %F&I Manager/Producer

25.0 %15.2 %14.3 %Controller/Office Manager

13.9 %12.7 %12.0 %Service Manager

11.1 %11.0 %12.3 %Parts Manager

0.0 %11.4 %21.0 %Sales Consultant
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