
THE PODIT

Jarrod Murray  /  UX Researcher  /  November 24, 2021



TABLE OF CONTENTS

Home ........................................................................................................................ 3

Group .....................................................................................................................10

Performance ..........................................................................................................14

Facebook ................................................................................................................20

Google ....................................................................................................................24

Website ..................................................................................................................28

Leads ......................................................................................................................34

Inventory ................................................................................................................43

Sales .......................................................................................................................48

Service ...................................................................................................................55



HOME
The most important metrics at a glance.
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Ad Clicks
The total clicks between Facebook and Google, the 
percentage change vs last month to date, and last 6-month 
trend, broken out by Search, Social and Total.

Website Sessions
The total number of website session this month., the 
percentage change vs last month to date, and last 6-month 
trend, broken out by Sessions and Users. 

Sales Leads
The total number of Sales Leads in the CRM this month, the 
percentage change vs last month to date, and last 6-month 
trend, broken out by New Leads, Used Leads and Total Leads. 

HOME PODS
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HOME PODS

Sales vs. Forecast
Month-to-Date Total Sales compared to Forecasted Sales for 
the entire current month, and the last 6-month trend, broken 
out by Total Sales, New Vehicles and Used Vehicles.

Dealership Visits
The number of Showroom Leads and Shown Appointments, 
the percentage change vs last month to date, and the last 
6-month trend, broken out by Total Visitors, Showroom Leads 
and Shown Appointments. 

ROs vs. Rate of Travel
Month-to-Date Total Repair Orders compared to Current Rate 
of Travel for the entire current month, and last 6-month trend, 
broken out by Total ROs, Customer Paid ROs, Internal ROs and 
Warranty ROs. 
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Marketing
The Marketing Pod allows users to select a month 
and compare Facebook and Google metrics to 
Previous Month or Previous Year.

Spend
The total cost incurred to show the ads. 

Impressions
The number of times the ads were displayed. 

CPM (Cost per thousand impressions)
Calculated: (Spend / Impressions) * 1,000 

Clicks
The number of times the ads were clicked on.

CPC (Cost per click)
Calculated: Spend / Clicks

CTR (Click Thruough Rate)
Calculated: Clicks / Impressions

Website Traffic
The Website Traffic Pod follows the Marketing Pod 
filters from above.

Channels
These broad categories are where the visitors of your 
website came from. Sourced from Google Analtyics.

Interactions
The number of time a tracking code was triggered 
by a user’s behavior… specifically when a user 
becomes a QWeb (Quality Web) User, visits a VDP 
(Vehicle Description Page), or Bounces (a single page 
session).

HOME PODS
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Traffic
The Traffic Pod allows users to select a date range 
to compare to past performance.

Leads
See a breakdown of Internet, Phone, Showroom 
and Other lead types. 

Appt Results
Where are your leads in the Leads Funnel? Are they 
being converted to Showroom Visits and Sales?

Sales Rates
See the percentage of Leads and Visitors turning 
into Sales.

Inventory
Inventory by Age
A quick view of the inventory 
by days on lot.

Inventory  by Month
A six-month trend of 
inventory levels.

Employees
Service
A six-month trend of the 
number of Techs and Advisors

Sales
A six-month trend of the 
number of Salespeople.

HOME PODS
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HOME PODS

Sales
The Sales and Service Pods allow users to select a 
date range to compare to past performance.

Sales
View the number of New and Used Vehicles sold. 

Gross Profit
View the profit from the Total Sales broken down by 
New/Used and Front-End/Back-End. 

Avg Gross Profit
View the average profit from the Total Sales broken 
down by New/Used and Front-End/Back-End.

Service
Repair Orders
View the number of Customer Paid ROs. 

Labor
View the average Customer Paid hours per RO and 
Customer Paid ELR (Effective Labor Rate). 

Sales
View the Customer Paid Gross Profit and total Sales.
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Performance Review
This pod allows users to select and compare two metrics over time.

HOME PODS

Most of the world will make“

they will be either lucky or wrong.”
decisions by either guessing

 or using their gut…



GROUP VIEW
A multi-dealership view of the Home metrics.
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Ad Clicks
These are total clicks between Facebook and 
Google, the percentage change vs last month 
to date, and last 6-month trend, broken out by 
Search, Social and Total.

Website Sessions
The total number of website session this 
month., the percentage change vs last month 
to date, and last 6-month trend, broken out by 
Sessions and Users. 

Sales Leads
The total number of Sales Leads in the CRM this 
month, the percentage change vs last month 
to date, and last 6-month trend, broken out by 
New Leads, Used Leads and Total Leads. 

GROUP VIEW
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Dealership Visits
The number of Showroom Leads and Shown 
Appointments, the percentage change vs last 
month to date, and the last 6-month trend, 
broken out by Total Visitors, Showroom Leads 
and Shown Appointments. 

Sales vs Forecast
Month-to-Date Total Sales compared to 
Forecasted Sales for the entire current month, 
and the last 6-month trend, broken out by Total 
Sales, New Vehicles and Used Vehicles.

ROs vs Rate of Travel
Month-to-Date Total Repair Orders compared 
to Current Rate of Travel for the entire current 
month, and last 6-month trend, broken out by 
Total ROs, Customer Paid ROs, Internal ROs and 
Warranty ROs. 

GROUP VIEW
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Performance Review
This pod allows users to select and compare 
two metrics over time.

Employees & Inventory
Employees
A six-month trend of the number of Sales, Techs 
and Advisors, with a month-to-date breakdown 
of the Group.

Inventory
A quick view of the inventory by days on lot.

GROUP VIEW



PERFORMANCE
A throughput report and goals calculator. 
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New Gross
See how the Average Gross Profit Percentage on New Vehicles 
compares to other dealerships on the Data Driven Platform.
Avg GP % = Avg Gross Profit / Avg Sale

Used Gross
See how the Average Gross Profit Percentage on Used Vehicles 
compares to other dealerships on the Data Driven Platform.
Avg GP % = Avg Gross Profit / Avg Sale

The Horizontal Bar Gauge shows how the dealership compares to the Top 
10% of dealerships on the Driven Data platform over the last 30 days.

The table shows how the dealership compares to the two closest 
dealerships (by %) on the Driven Data platform.

If the dealership falls under the benchmark, you can see how much money 
the dealership missed out on over the last 30 days… and how much money 
the dealership can still make this month by performing at the benchmark.



PERFORMANCE PODS
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Leads to Visitors
Are Leads being converted to Showroom Visits?
Visitor Rate = Visitors / Leads

Service
Do you hit the mark on Average Gross Profit Percentage on 
Customer Paid ROs compare?
GP % = Labor Gross / Labor Sales

Appointments Set
Are Leads being contacted to set an appointment?
Set Rate = Appts Set / Leads

PERFORMANCE PODS
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Appointments Sold
Are Appointments Shown converting to Sales?
Sold Rate = Appts Sold / Appts Shown

Appointments Shown
Are the Customers with Appointments Set coming into the 
dealership?
Show Rate = Appts Shown / Appts Set

Visitors to Sales
Are Visitors being converted to Sold?
Close Rate = Visitor Sales / Visitors

PERFORMANCE PODS
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PERFORMANCE PODS

Marketing
See the number of clicks from last 
month, a predicted Rate of Travel for 
this month, and if the dealership is 
pacing ahead or behind last month.

Website
See the number of sessions from last 
month, a predicted Rate of Travel for 
this month, and if the dealership is 
pacing ahead or behind last month.

Leads
See the number of Leads from last 
month, a predicted Rate of Travel for 
this month, and if the dealership is 
pacing ahead or behind last month.

Visitors
See the number of clicks from last 
month, a predicted Rate of Travel for 
this month, and if the dealership is 
pacing ahead or behind last month.
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Sales
See the total Sales from last month, a 
predicted Rate of Travel for this month, 
and if the dealership is pacing ahead or 
behind last month.

Service
See the total number of Customer 
Paid Repair Orders from last month, a 
predicted Rate of Travel for this month, 
and if the dealership is pacing ahead or 
behind last month.

Goals & Improvement 
Calculator

Enter a Sales Goal for the month into the 
“Sales Goal” field.  The calculator will 
fill in the current “Visitor Close %” and 
“Lead to Visitor %”.  It will then populate 
how many “Visitors”, “Sessions”, 
“Leads” and “Clicks” are needed to 
achieve this sales goal.  Users can also 
tweak the “Visitor Close %” and “Lead to 
Visitor %”

PERFORMANCE PODS



FACEBOOK
How are your Facebook campaigns performing?
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FACEBOOK PODS

Impressions
The number of times the ads were displayed. 

Spend
The total cost incurred to show the ads. 

Reach
The number of unique people the ads were served to.
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FACEBOOK PODS

Clicks
The number of times the ads were clicked on.

CPC (Cost per Click)
Calculated: Spend / Clicks

CTR (Click Through Rate)
Calculated: Clicks / Impressions
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FACEBOOK PODS

Campaigns
See a breakdown of how the Facebook campaigns are performing over time. 

If we have data,“
let’s look at data.

”
If all we have are opinions,

let’s go with mine.



GOOGLE
How are your Google campaigns performing?
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GOOGLE PODS

Impressions
The number of times the ads were displayed. 

Spend
The total cost incurred to show the ads. 

Clicks
The number of times the ads were clicked on.
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GOOGLE PODS

CTR (Click Through Rate)
Calculated: Clicks / Impressions

Conversions
The number of Vehicle Page Views, Lead Forms, 
and/or Phone Leads generated by the campaigns.

CPC (Cost per Click)
Calculated: Spend / Clicks
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GOOGLE PODS

Campaigns
See a breakdown of how Google campaigns are performing over time. The ‘Metrics’ dropdown allows user to toggle 
between ‘Impression Share’ and ‘Traffic and Conversions’ metrics.



WEBSITE
How your site stacks up against our Universal Metrics. 
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WEBSITE PODS

Users
The total number of unique visitors to your 
site this month.

Sessions
The total number of website session this month.

QWeb Users (Quality Web)
Users who perform all of these engagement actions… 
4 sessions, 400 seconds on site, and 7+ pages visited 
during the last 30 days (regardless of source).
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WEBSITE PODS

Page Views per Session
The average number of pages that are viewed during 
each session this month.

Bounce Rate
The percentage of time a user performs no interactions 
on your site. Usually a single-page session.

Average Time on Site
The average time, in seconds, visitors spent on your 
website this month.
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Direct
View the metrics for users who entered your site 
address in the browser search window or entered 
the saved tab.

Compare to Driven Data’s Universal Benchmark, 
which is the average of all dealerships on the Driven 
Data platform.

Earned
View the metrics for users that visited your site by 
clicking on a link that someone else had shared on 
a social platform.

Compare to Driven Data’s Universal Benchmark, 
which is the average of all dealerships on the Driven 
Data platform.

WEBSITE PODS
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Paid Search
This traffic came to your site from your paid search 
ads which appear in the search results of engines 
like Google and Bing.

Compare to Driven Data’s Universal Benchmark, 
which is the average of all dealerships on the Driven 
Data platform.

Paid Social
This traffic came to your site from your paid social 
ads which appear on platforms like Facebook.

Compare to Driven Data’s Universal Benchmark, 
which is the average of all dealerships on the Driven 
Data platform.

WEBSITE PODS
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Channel Grouping Comparison
See trend lines for any metric (Total Sessions, Bounce Rate %, Average Time on Site, Average Page Views) over the date 
range choosen, broken down by Direct, Earned, Paid Search, and Paid Social channels.

WEBSITE PODS

What gets measured…“
gets done.”



LEADS
Where are my Leads in the Leads Funnel?
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LEADS PODS

Leads Contacted
The number and percentage of Leads that 
have been contacted.
Contact Rate = Leads Contacted / Leads

Leads
Month-to-date Lead count along with projected 
month-end estimate.

Appointments Set
The number of Appointments Set month-to-date… not 
necessarily from the month-to-date Leads.
Set Rate = Appts Set / Leads
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LEADS PODS

Appointments Sold
The number of Appointments Sold month-to-date… 
not necessarily from the month-to-date Leads.
Sold Rate = Appts Sold / Appts Shown

Appointments Shown
The number of Appointments Shown month-to-date… 
not necessarily from the month-to-date Leads.
Show Rate = Appts Shown / Appts Set

Total Sales
The number of Sold Vehicles month-to-date… not 
necessarily from the month-to-date Leads.
Closing Rate = Total Sales / Leads
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Internet Leads
View the number of Month-to-Date leads filtered by 
New, Used, All, or Unknown. See projected Rate of 
Travel for the current month, as well as Last Month 
to Date and Last Year Month to Date.

See a Leads Funnel of Internet Leads over the Last 
30 Days… Leads, Appointments Set, Appointments 
Shown, Appointments Sold, and Total Sales.

Conversion Rates
Month-to-Date Conversion Rates and how they are 
pacing from last month and last year.

Lead Velocity
The average speed of which the Internet Leads are 
being converted to Appointments and Sales. 

6 Month Sales by Lead Age
Of Internet Leads Sold over the last 6 months, view 
the percentage of Sales by Age Buckets. 

Active Lead by Age
View the Internet Leads marked as “Active” 
grouped by Creation Date.

LEADS PODS
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Phone Leads
View the number of Month-to-Date leads filtered by 
New, Used, All, or Unknown. See projected Rate of 
Travel for the current month, as well as Last Month 
to Date and Last Year Month to Date.

See a Leads Funnel of Phone Leads over the Last 
30 Days… Leads, Appointments Set, Appointments 
Shown, Appointments Sold, and Total Sales.

Conversion Rates
Month-to-Date Conversion Rates and how they are 
pacing from last month and last year.

Lead Velocity
The average speed of which the Phone Leads are 
being converted to Appointments and Sales. 

6 Month Sales by Lead Age
Of Phone Leads Sold over the last 6 months, view 
the percentage of Sales by Age Buckets. 

Active Lead by Age
View the Phone Leads marked as “Active” grouped 
by Creation Date.

LEADS PODS
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Showroom Leads
View the number of Month-to-Date leads filtered by 
New, Used, All, or Unknown. See projected Rate of 
Travel for the current month, as well as Last Month 
to Date and Last Year Month to Date.

See a Leads Funnel of Showroom Leads over 
the Last 30 Days… Leads, Appointments Set, 
Appointments Shown, Appointments Sold, and 
Total Sales.

Conversion Rates
Month-to-Date Conversion Rates and how they are 
pacing from last month and last year.

Lead Velocity
The average speed of which the Showroom Leads 
are being converted to Appointments and Sales. 

6 Month Sales by Lead Age
Of Showroom Leads Sold over the last 6 months, 
view the percentage of Sales by Age Buckets. 

Active Lead by Age
View the Showroom Leads marked as “Active” 
grouped by Creation Date.

LEADS PODS
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Other Leads
‘Other’ Leads are any leads in the CRM that are not 
Internet, Phone or Showrroom Leads. 

View the number of Month-to-Date leads filtered by 
New, Used, All, or Unknown. See projected Rate of 
Travel for the current month, as well as Last Month 
to Date and Last Year Month to Date.

See a Leads Funnel of Other Leads over the Last 
30 Days… Leads, Appointments Set, Appointments 
Shown, Appointments Sold, and Total Sales.

Conversion Rates
Month-to-Date Conversion Rates and how they are 
pacing from last month and last year.

Lead Velocity
The average speed of which the Other Leads are 
being converted to Appointments and Sales. 

6 Month Sales by Lead Age
Of Other Leads Sold over the last 6 months, view 
the percentage of Sales by Age Buckets. 

Active Lead by Age
View the Other Leads marked as “Active” grouped 
by Creation Date.

LEADS PODS
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New Vehicle Leads by Type

Lead Source Performance

View the breakdown of Leads by Type by either Last Year by Month, Last Year by Week, or Last 30 Days

A breakdown of individual lead sources, and where they are in the Lead Funnel (Appointments Set, 
Appointments Shown, Appointments Sold, or Total Sales).

LEADS PODS
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Leads & Appointment Results

Appointments by Employee

Track Leads through the Leads Funnel historically over the last 12 months.

A look at the Leads Funnel by Employee… who are the top performing employees and where can some 
coaching be beneficial?

LEADS PODS



INVENTORY
Your current Inventory, historical data, and your most profitable vehicles. 
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All Inventory
A look at the entire inventory. See how the 
current inventory and last 12-months of sales 
stack up to our Universal Averages.

New Inventory
See how New Inventory and last 12-months of 
sales stack up to our Universal Averages.

INVENTORY PODS
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Used Inventory
See how Used Inventory and last 12-months of 
sales stack up to our Universal Averages.

INVENTORY PODS

All Current Inventory
This Pod allows users to filter to New, Used, or All Inventory and group by Make, Price, or Age…allowing users to compare current 
inventory to recently sold units (last 12-months).
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Current Inventory Heat Map
Another way to visualize New, Used, or entire Inventory grouped by Age and Price.

Sold Inventory Heat Map
Another way to visualize New, Used, or All Sold Vehicles grouped by Age and Price.

INVENTORY PODS
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Inventory Power Rankings
This Pod can be filtered to New, Used, or All Inventory, and allows users to see the Sold Vehicles that 
brought in the most value. A Power Ranking is determined by:
((front-end gross + back-end gross) + (est. future gross on trade-in)) / (the number of days to sale)

INVENTORY PODS

Errors using inadequate data are“
much less

”than those using no data at all.



SALES
Month-to-Date Sales, Historical Data, Trends and more.
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SALES PODS

Total Sales
Month-to-Date Sales compared to Last Month-to-Date 
and Last Year Month-to-Date. As well as projected 
Rate of Travel, Forecast Sales and Average Gross. See 
a breakdown of New/Used/Lease and Percentage of 
Sales vs Universal Benchmarks.

New Sales
Month-to-Date Sales compared to Last Month-to-Date 
and Last Year Month-to-Date. As well as projected 
Rate of Travel, Average Gross, Average Days to Sale 
and Percentage of Sales vs Universal Benchmarks.

Used Sales
Month-to-Date Sales compared to Last Month-to-Date 
and Last Year Month-to-Date. As well as projected Rate 
of Travel, Average Gross, Average Days to Sale and 
Percentage of Sales vs Universal Benchmarks.
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SALES PODS

Sales History

Historical Index

View Total Sales broken down by New and Used as well as a 6-month forecast.

This shows if the dealership has historically performs better (+) or worse (-) than baseline.
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SALES PODS

Year Over Year
View Leads, Visitors, Sales and 
Percentage of Sales by Type data for 
this year and previous two years.

Total Gross Profit
Month-to-Date Gross Profits compared to Last Month-
to-Date and Last Year Month-to-Date. As well as 
dealership profits vs Universal Benchmarks.
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SALES PODS

Back Gross Profit
Month-to-Date Gross Profits compared to Last Month-
to-Date and Last Year Month-to-Date. As well as 
dealership profits vs Universal Benchmarks.

Front Gross Profit
Month-to-Date Gross Profits compared to Last Month-
to-Date and Last Year Month-to-Date. As well as 
dealership profits vs Universal Benchmarks.
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SALES PODS

Top 10 Cities
See where Sales and Leads are 
coming from. 

Discount Trend
Visualize the variance between Average List 
Price and Average Sale Price, and how that 
compares to the Universal Benchmark.
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SALES PODS

Employee Sales Summary
Use the Department dropdown to choose either Sales or Finance, then the Employee dropdown to select the desired 
employee to view past Sales Totals and Gross Profits.

99 percent of
  all statistics
“

    only tell
49 percent of the story.”



SERVICE
View Repair Order metrics by Job Type or Technician.
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SERVICE PODS

Customer Paid
Month-to-Date statistics for Jobs, Hours, Total 
Sales and Sale per Job as well as Last 30 Days 
comparison to Universal Benchmarks.

Warranty
Month-to-Date statistics for Jobs, Hours, Total 
Sales and Sale per Job as well as Last 30 Days 
comparison to Universal Benchmarks.
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Internal
Month-to-Date statistics for Jobs, Hours, Total 
Sales and Sale per Job as well as Last 30 Days 
comparison to Universal Benchmarks.

SERVICE PODS

Repair Shop
Month-to-Date totals for Labor, Sales, 
Parts, Tech Hours and ROs with historical 
comparison and projected ROT.
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SERVICE PODS

Performance Review
This pod allows users to select and 
compare two metrics over time.

Employee KPIs
Select a time frame, job type, a role, and/or an individual employee to see a breakdown of Service KPIs.
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SERVICE PODS

Employee Summary
Select a time frame, job type, and/or a role to view ROs, Hours, Jobs, Labor and Parts totals.

The goal is to turn data 
into information

“
      and
information into insights.”


