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Paperwork is not ahead of production

Results:
Vehicle is not ready for customer pick up

Customer calling for vehicle status means low CSI

Cash flow not keeping up with demand... using your - credit line to pay payroll or bills

Accounts receivable is higher than 10% of monthly revenues in 30 days

Reduced gross profit

Increased stress, reduced morale

Increased cycle time

Typical Body Shop:

Reactive
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Blueprint
The best place for the job, because every job is custom

Knowledge Funnel
Create a formal document defining the pre-collision condition of the vehicle before we start 
the repair. This will include the viewpoint of each person involved (technician, parts, painter, 
production & writer, etc.) then signed using the Easy Blueprint/QC app into the RO file jacket 
as a permanent record.

Proactive
Rome Body Shop:
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The Forecast

Number of days in the shop
Damage Profile - Severity
Projected profitability by income category
Customer “relationship call” cycle
New load on shop resources by department, by technician,by writer
Defines action item priorities by department (decision-priority technology)
Cars to fix - Parts to buy - Customers to call
Production cycle where the car will be on any given day based on hours worked per man 
per day per car, including admin and sublet days, with consideration of holidays and 
weekends and the projected date due
Cycle time of mission-critical parts
Cycle time of all parts

INCLUDES:

“Exceptional Managers Manage by Exception.”
MEASURE TO MANAGE
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