O Xtime

A FOCUS ON

SAFEGUARDING
DEALERSHIP
GROWTH AND
PROFITABILITY

Sales plateaus and slimming margins have
combined to cause dealerships to rethink their
business strategies. Service departments are
Nno longer an afterthought. Instead, they've
become profit centers and tools for increasing
customer loyalty and retention. But with an
added focus on fixed ops comes an
added need for service efficiency.

62% of franchise dea ncerned
with increasing the efficiency of their
sService process.
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With a shift in focus to fixed ops, finding

ways to increase efficiency can add value

to your customers’ experience and profit
to your bottom line.




