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1. Utilization 

2. Daily Dollar Average 
 T&M per day 

 Incremental Sales Yield 

3. Revenue per Unit 

4. Fleet Costs 

5. Personnel Costs  

 

 

Bonus – Reservation Analytics 
 

 

KPI’s 



• Measures number of vehicles on rent versus total 
rentable fleet 

• Should be measured at same time of day for 
consistency and best historical significance 

• Should include all units that could be rented -  in 
maintenance, managers’ cars, etc. 

 

 

 

Utilization  



By Car Class 





      All Car Classes  



• Time & Mileage and Incremental Sales both 
divided by number of days 

• Combined is usually referred to as Daily Dollar 
Average (DDA) 

• All optional coverages, upgrades, underage driver, 
additional driver, pre-paid fuel, revenue 
generating items such as GPS units, baby seats, 
ski racks, chains, toll passes etc. 

 

 

 

Daily Dollar Average  



Daily Dollar Average 







Total Monthly Revenue Divided by Average 
number of Rentable Units in the Month 

 

Revenue per Unit 



 

  

  

 

  

  

 

Car Class 
is What is 
Important 



 

 

 Utilization

Month to 

Date 

Daily Activity Report (first 2 pages – Summary) 

[Type a quote from 
[





• Average Cost per Unit = Total Cost of Owning 
the Unit Divided by Total Number of Units 

• Depreciation + Interest or Lease Cost 

• License Plate/Sticker 

• Excise Tax if applicable 

• Gain or Loss on the Sale of the Unit 

Fleet Costs 



 

• Salary and Wages of all Employees 

• Bonus and Incentive Plans 

• Payroll related costs 

• Taxes 

• Benefits 

 

 

Personnel Costs 



Utilization 

• What is it Today? 

• Projected Utilization = Reservation Flow, 
Due Back Units, Fleet Additions/Deletions, 
Vehicles Due/Coming out of Maintenance 

• Etc 

 
 

Metrics you Should Look at Every Day 



Daily Dollar Average 

• Time & Mileage Revenue per Day 

• Incremental Sales Yield per Day 

• Are your Counter Agents Properly 
Motivated?    Do You Need to Have a Daily 
Staff Meeting to Fire up the Troops? 

• Spiffs 

• Tracking Rental Sales Agent Activity 

• Dollars & Penetration Percentage 

 

 

 
 

Metrics you Should Look at Every Day 



Personnel  

• Staffing Levels 

• Upcoming busy periods – potential staff 
increase 

• Upcoming slow periods – potential staff 
decrease 

• Excessive overtime 

 

 

What You Should Look at Every Week 



• Reservation Flow 

• Look at Reservation Count every day 

• But you should look at your Reservation Flow on a weekly 
basis 

• Airport operation – 3 or 4 weeks out 

• Local Operation – 1 to 2 weeks out 

• Depends a lot on the business 

• Much in the Way of Reservation Analytics – could spend 
entire presentation on this area 

• Here are some reports which I will display very quickly 

 

 

 

 

 

 

What You Should Look at Every Week 



Average Rate by Pickup Date 
The Average rate by Pickup Date report shows the assigned rate, total rate and 
average rate per day for each reservation having a pickup date within the date 
range that you select.  The total number of rental days, sum of the total rates and 
overall average rate per rental day are included at the bottom of the report  





Booking System Report 
The Booking System report breaks down reservations booked through each  
Selected booking system, including totals for bookings and cancellations, 
average length of rental, and average lead time between booking and pickup 
date. 



Turn Down Report 
The Turn Down Report can be used to track the reasons why referral 
requests are not fulfilled.  Report  selection options will only include 
reasons and systems for which there are events on the day(s) displayed. 



Turn Down Analysis Report 



Fleet 

• Cars to Pull (based on mileage, in service date) 

• How many cars do you need to pull based on 
demand/seasonality? 

• Scheduled New Deliveries 

What  You Should Be Looking at Every 
Week 



Revenue Per Unit 

• Overall 

• Break it Down into T&M per Unit and 
Incremental Sales per Unit 

• By Car Class 

• Upgrade Revenue by Car Class 

 

 

What  You Should Be Looking at Every 
Month – as soon as the month is  



Fleet Costs 

• Fleet Costs expressed on P&L as $ per Unit  

• However if you combine RPU with Fleet Costs then the metric is 
expressed as Fleet Cost as a % of Revenue 

• This metric, in a study conducted by a well known analyst and 
presented at the Car Rental Show of over 100 P&L’s found that 
fleet costs expressed as a % of revenue was the best predictor of 
profitability of all the metrics 

• Analyze by Dollar & by Percentage of Revenue 

• Percentage of Revenue should not exceed 40%  for a traditional 
rental operation (most profitable operations run in the low 30’s) 

• A dealership rental operation typically has much lower overhead 
costs and can afford to have higher percentage  

 

From P&L Reporting 



Personnel Costs 

• Should be at 20% or less of Total Revenue 

• However operations with a generous counter sales and/or 
management bonus plan will see a higher % of revenue and are 
often very profitable 

• Personnel Costs in the study referred to earlier were found to be a 
very poor predictor of profitability 

• In fact, some of the most profitable operations had very high 
personnel costs – slight inverse correlation 

From P&L Reporting 





Report Summary 



As we all know, a car rental operation does not run itself 
so you can’t go into auto pilot mode 

You must be on top of the business on a Daily, Weekly and 
Monthly Basis 

Fortunately, technology has made it easier than it was 
even 10 years ago 

 

Thanks for your Attention! 

In Summary… 
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