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Combat High
Turnover
at Your Dealership
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The volatility of the labor market in recent years has presented unique challenges for many 
industries. Automotive dealerships in particular have contended with worker shortages, high 
turnover and an increase in employees leaving the workforce due to retirement. All of these 
factors underline the importance of how dealers respond and adapt to abnormal market 
conditions.  

The State of the
Labor Market
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Let’s take a look at the numbers:

Dealerships have an estimated 
sales staff turnover rate of 80%1

72% of franchised dealers struggle to find 
and hire the right employees2

67% of franchised dealers 
felt that motivating and 
retaining quality employees 
was a challenge2

In 2021, 31% of dealers said they planned 
to hire to increase dealership head count 
during the year7

67%

As of December 2021, 
U.S. civilian labor force 

participation has 
declined to 61.9%3

Over ¾ of workers in the automotive 
dealership industry are male4

Prime-age male labor force participation 
declined from 94% in 1980 to 87.9% in 

2020 and is projected to decrease to 
86.6% in 20305

61.9%

As of the third quarter of 2021, 
50.3% of U.S. adults 55 and over
said they were out of the labor 
force due to retirement6

In the past two years, the ranks of 
retirees 55 and older have grown 
by 3.5 million6

50.3%

This whitepaper outlines four things you can do to start combating, or preventing, high 
turnover rates at your dealership.

Dealerships have an estimated 
sales staff turnover rate of 80%1

72% of franchised dealers struggle to find 
and hire the right employees2

67% of franchised dealers 
felt that motivating and 
retaining quality employees 
was a challenge2

In 2021, 31% of dealers said they planned 
to hire to increase dealership head count 
during the year7

67%

As of December 2021, 
U.S. civilian labor force 

participation has 
declined to 61.9%3

Over ¾ of workers in the automotive 
dealership industry are male4

Prime-age male labor force participation 
declined from 94% in 1980 to 87.9% in 

2020 and is projected to decrease to 
86.6% in 20305

61.9%

As of the third quarter of 2021, 
50.3% of U.S. adults 55 and over
said they were out of the labor 
force due to retirement6

In the past two years, the ranks of 
retirees 55 and older have grown 
by 3.5 million6

50.3%



3© 2022 Assurant Global Automotive. All rights reserved.

Sometimes, the urgent need to fill a position can result in a rushed — and less than perfect — 
hiring process for your dealership. This can have lasting consequences for your organization 
and culture. And it can cost you money. Ask yourself this: Is it worth meeting a hiring deadline 
and then having to go through the process again if things don’t work out? No matter how 
critical the need, finding the right person should always be priority No. 1. That’s why, to 
improve your odds in recruiting and hiring the right fit for your dealership, remember: It takes 
a village.

When it’s time to recruit for a position in the dealership, 
it’s easy for leadership to look for someone just like 
themselves. This can negatively affect the screening 
process. To avoid this common mistake, consider 
bringing along an indirect stakeholder with you 
when interviewing the person. If you’re hiring for 
sales, perhaps the office manager or F&I manager 
should be included. For a technician, maybe the used 
car manager or the shop foreman. If the job is for an 
office staff hire, consider the dealer or the F&I director. 
Indirect stakeholders have to live with this person, too, so 
they should have a say in your pick and can be very helpful in 
finding the right match. 

Fill vs. Fit 

It Takes a Village at Your 
Dealership

Revamp the
Hiring Process
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We normally reserve the tour of the 
dealership for people who buy a car. 
But taking prospective employees on a 
tour can be a great selling point for your 
business. Show them around. Introduce 
them to associates as you traverse 
through the building. It humanizes the 
dealership for the candidate, and it’ll 
inspire them to not only want the job, 
but also be a part of your team. Being 
greeted and encouraged by your team 
members will sell your organization for 
you. Like a test drive, the dealership 
tour gives the candidates a feel for what 
working at your dealership would be 
like. Conversely, it gives you a chance 
to evaluate how candidates interact 
with the rest of your team. The team 
environment you create will make or 
break your candidate retention program.

Take the Tour
to Humanize the 
Dealership
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With dealer turnover rates so high and a diminishing active labor force, training for new team 
members and ongoing education for existing employees are essential for employee retention. 
If you spend the time and resources training people who end up being the wrong hire, it can 
disincentivize the dealership from investing in future training. Conversely, training can help ensure 
the success of your hires who are a good match. The number one driver of employee engagement 
is a supportive work environment.2  This includes training your teams properly, showing them 
tools they’ll need to be successful and training them on how to implement those tools flawlessly in 
the eyes of your customers. 

“When we invest in our people through continuing education, we show them that we value them 
and that they are part of our long-term plan,” says Sean Browning, National Vice President, 
Assurant Dealer Services Development & Training. “We must make training a culture in our 
organization and not just an event. When it becomes a culture, our organization becomes our own 
farm system for our future leaders.”

In this ever-changing market, dealers are turning to the Automotive Training Academy by Assurant 
for the development support they need. Specializing in F&I, sales, service, development and 
compliance, and digital retailing, the Automotive Training Academy arms your dealership with 
necessary tools and resources to reach your profit potential. 

Establish New Employee Training 
and Growth Plans
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Here’s a look at some of the
most popular dealer training courses:

Sales Professional’s
Blueprint 

F&I Professionals
Class 

Service Advisor’s
Blueprint

See all courses 
offered through the 
Automotive Training 

Academy

Online and offline:
Virtual and in-person class options allow you the flexibility to select your learning 
environment and schedule. In 2021, 22% of the courses our team taught were 
hosted virtually through the Assurant Virtual Learning Program.

22%

https://www.assurant.com/partner-with-us/vehicle-protection-services/automotive-training-academy/auto-training-academy
https://www.assurant.com/partner-with-us/vehicle-protection-services/automotive-training-academy/auto-training-academy
https://www.assurant.com/partner-with-us/vehicle-protection-services/automotive-training-academy/auto-training-academy
https://www.assurant.com/partner-with-us/vehicle-protection-services/automotive-training-academy/auto-training-academy
https://www.assurant.com/partner-with-us/vehicle-protection-services/automotive-training-academy/f-i-training/virtual-learning-platform
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The good news is employee turnover can frequently be prevented. In fact, 52% of employees 
who leave organizations say their managers could’ve done something to retain them. While 
you may not always be able to decrease the workload for your staff, you can set clear goals 
for each department, ensure all members of the team are working in a single, streamlined 
process and prioritize efforts throughout the year.

Align the
Entire Team
Toward 
Common 
Goals

According to Gallup, the top reasons employees leave jobs include:8

1.  Lack of career opportunities
2.  Unrealistic expectations
3.  Excessive workload
4.  Lack of clear prioritization and communication
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Setting your dealership’s annual F&I profit goals is often easier than identifying the small, everyday 
steps your team needs to take to meet those goals. The key to connecting your overarching 
profitability targets and your team’s day-to-day actions is to establish a process for measuring 
your performance consistently, starting with benchmarking and moving through to regular check-
ins. If you’re struggling with creating impactful benchmarks that align with your big-picture goals 
and keep your teams engaged, you aren’t alone.

The main reasons it’s so difficult to create the right performance standards comes down to 
two factors: data and time. You need to research market share opportunities. You need to 
regularly evaluate how successfully other dealerships are performing in your region. You need 
to understand where you fit in to your local competitor set and how your ranking changes. You 
need to map out the role each member of your teams will play, how their strengths can be used 
and how their weaknesses can be improved. And you need to process all of this information — 
and more — to create impactful performance plans that drive profitability while growing your 
employees and keeping them engaged with your dealership. Then you and your management 
team need to support those plans. This is a tall order to complete, yet it’s necessary for employee 
retention and profitability. Many dealerships are too busy, don’t have the right resources or simply 
aren’t in the habit of analyzing all this information regularly. That’s where Assurant’s expertise and 
proven approach to performance benchmarking comes into play. 
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As a performance partner with more than 50 years of F&I expertise, Assurant helps dealerships 
across the country build, enhance and execute on the measurement and training plans needed to 
achieve their long-term profitability and employee retention goals.

Partner With
Assurant 
Dealer 
Services

Covering the Basics

Comprehensive F&I
product suite

Marketing materials
for all F&I products

50+ years of
experience

Taking a Step Up

All five reinsurance 
participation
strategies

Award-winning
training for the full team

Marketing materials 
for all F&I products

Driving the Future

Innovative protection 
coverage for the EV and 
hybrid vehicle market

Digital retailing and 
winning omnichannel
sales strategies

Nationwide car-buying 
research and consumer 
insights
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“The people really make a difference for us. We are on the left 
side of the page in the 20 Group Composite because of our 

relationship with Assurant Dealer Services.”

Mark Normandin 
Normandin Chrysler Dodge Jeep Ram

Jessica M.
Jim Shorkey Auto Group

assurant.com/dealer-services

“The Automotive Training Academy taught me to provide a 
customer experience that is more than just presenting products 
and services ... so I can continue to improve my process, my PVR 

and overall performance.”

What Our
Dealer Partners
Say About Us:

http://Assurant.com/dealer-services
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