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Welcome to the wiADVISOR Reporting Usage Guide. The Reporting Portal for wiADVISOR 
will contain On Demand reports that a user with dealer admin rights can access at any 
time, select the date range, generate the report to view onscreen or export the data to 
Excel, PDF, or a word document. The reports will cover Usage, ROI, Advisor Performance, 
and indicate areas for improved dealership service sales performance. As new reports 
become available, they will be enabled for the dealerships to view. Each report will be 
covered in detail in this document and as new reports are enabled, this document will be 
updated to include them. If you see a new report online and would like more information, 
go to the KB articles in the Technical Service Portal and download the newest version of 
this Reporting Portal Usage Guide.

Ongoing use of the reporting at the dealership level will improve overall ROI of the 
wiADVISOR program and enhance customer experience as well as service department 
profitability. It all goes back to the old adage of Inspect what you Expect and the Reporting 
Portal gives you the tools to do the inspection. So work through this usage guide and learn 
to take full advantage of what the wiADVISOR Reporting Portal has to offer.
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Click on wiADVISOR Tools.

Log into the Reporting Portal from wiADVISOR by completing the following steps:  
Click on the three horizontal lines at the top right of the dashboard from any screen.

LOGIN

Under the Reporting tab on the left, click Reports . (Note: Make sure pop-up blockers are disabled. The area at the 
far right of address bar displays a pop-up blocker icon. They can be disabled from there.)
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If you enter the site Chrysler.advisordashboard.net and see the following screen (Dealership name not next to 
Welcome (your name of (dealership name), then click the three dots (…) (See screen below)

You will see your dealership name, click it to highlight, and then hit select. (See below)

Then once again, select Reports under the Reporting tab. Once there, click on the On demand Reports tab and 
you will see the following screen.
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From the drop down box where it says Reports, select the report you wish to generate (in the screen shot above 
you see the wiADVISOR Usage Report. Select the date range (From and To), then click generate.

The longer the date range, the longer the report will take to generate. Once generated, you will see page one of 
the report on screen.

You can click and advance to see additional pages of the report.
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In addition, you can export the report into an easier format to share or review with others.

Click on the file logo and then select the format you wish the report to be converted to. You can choose Excel, PDF 
or Word. Simply click your selection, then save the file using whatever method your operating system demands. 
Here is a page of the same report we were looking at onscreen in a...

Simply click the tabs across the bottom of the spreadsheet to look at additional pages. 

EXCEL FORMAT (REQUIRES MICROSOFT EXCEL)
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Scroll down or click page advance to see additional pages

PDF FORMAT (REQUIRES ADOBE READER)

Scroll to see additional pages.

WORD FORMAT (REQUIRES MICROSOFT WORD)
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Summary: wiADVISOR Usage report provides a quick view of usage by showing how many pushes there were 
by advisor. In addition, you will see total dollars pushed through wiADVISOR by user for the selected period, the 
average dollars per push as well as the total hours pushed by advisor and dealership. In addition, you will see 
two extra blank boxes. This is for the service manager to look in their DMS, see how many ROs were written by 
the advisor total, enter this number into the column marked ROs. Then divide the push count by total ROs to get 
the percent usage of wiADVISOR by the individual advisor as well as the dealership for overall. For example, 
if Advisor A had a push count of 64, but wrote a total of 100 ROs, then 64/100 would give him a 64% usage 
percentage.

To increase sales per RO by advisor, the manager needs them to push ROs through wiADVISOR so it can be 
tracked. There will be additional reports that will track break outs of Factory Required Services Sold, Dealer 
Recommended Services Sold, Concerns/Repairs Sold as well as Triage items sold. In addition, you will be able to 
see the total number of factory required services on each RO per the menu versus what was actually sold to get 
a true maintenance penetration. It is true that sometimes there are services sold before the factory due date, but 
total dollars offered versus sold will be pretty true over a significant sample size. Also, you will getting reports 
that will show you missed opportunities by service offering so you will know individually and by entire dealership 
things such as how many times was a factory required coolant service offered and how many time turned down.

How to use: First off, look at the number of pushes to see which advisors are taking advantage of wiADVISOR 
and following management instructions and which ones are not. It will very easy to tell with a simple pull of this 
report.

Next, you can compare advisor performance by looking at the dollars per RO over a time period. Compare Express 
lane to Express Lane advisors and Main Drive to Main Drive advisors. Also look at the hours per RO. If you have 
advisors selling $125.00 per push and another selling $35.00 per push, then you will know where training needs to 
be done.

Furthermore, in your one on one’s with your advisors, you can look at the supporting documentation page as 
follows:

wiADVISOR USAGE REPORT
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The service manager can call up certain ROs by VIN, review with the advisor what was and was not sold. It is 
important to let the team know the numbers are being reviewed. Other reports coming soon will help with this 
as well.
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This report gives Service Managers more details as to what is being sold by the Service Advisors. It breaks 
the Total Dollars sold into Parts and Labor by type of service. In addition, this report provides two other items 
that are useful to the service manager. It gives a break out of the number of Triage Items sold by type. Also, a 
Maintenance Penetration report is included. This report looks at the percentage of Factory Required Services 
(FRS) sold versus the Total Dollar amount that is due at that service:

RO Initiations through wiADVISOR

Repeat of the Usage Report (see the wiADVISOR Usage Report). This gives a snapshot of how many times the 
Service Advisor pushed an RO through wiADVISOR during the selected date range and includes the Total RO 
Dollars.

wiAVISOR SUMMARY REPORT

Actual Dollars Sold Report

Divides the Total Dollars sold into Factory Required Services, Dealer Recommended Services, Customer Concerns 
(Repairs) and Triage Items and breaks this down even further into number of lines sold, hours sold, $ Parts, $ 
Labor and the $ Total.
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Maintenance Penetration Report

Measures a Service Advisor’s ability to sell by showing the percentage of what is actually sold to what should 
have been sold in a perfect situation.



10

Previous Next

Maintenance 
Menu

Current

$149.99

Powered By

Factory Required Services $ Pushed

Graphic representations of the Factory Required Service dollars sold, Hours sold, Dealer Recommended Service 
dollars sold, and Repair Dollars pushed. Each of the graphs includes an average line in green for a quick look at 
how the Service Advisors are doing versus the dealership average.

Triage Report

Breaks out the number of times the advisor sold various Triage Items (# of Flash Updates, Recalls, RRTs and DTCs) 
compared to the total number of pushes.
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How to Use

The service manager can view the reports not only as to who is using wiADVISOR, but how well they are selling 
the various types of services. For example:

•	 If one Express Lane Service Advisor is selling an average of $65 in FRS per RO and another is selling $35 in 
FRS per RO, then the Service Manager will know where to provide additional training

•	 If one Service Advisor sold 50 flashes in a month and another sold 4, then the odds are that the second 
Service Advisor is not using the microPod. (Use it as a barometer)

•	 If one Service Advisor is at 35% Maintenance Penetration and another is at 5%, then the second Service 
Advisor is probably skipping over FRS. Review maintenance penetrations, create atmosphere of competition 
between advisors to have the best maintenance penetration. This is good for the customer and for 
dealership. Set a maintenance penetration goal for the service department.

RO Initiations through wiADVISOR

Finally, there is a breakout by the advisor of all of the individual VINs if the service manager needs to look at 
specific ROs. Since the RO is created after the push, the RO number was not available, so the service manager 
can look up the record by VIN number and date.



12

Previous Next

Maintenance 
Menu

Current

$149.99

Powered By

wiADVISOR FACTORY REQUIRED DECLINED SERVICE REPORT
The wiADVISOR Factory Required Declined Service Report provides three important things for managing a 
department:

•	 total dollars lost from factory required declined services by advisor for selected time period 
•	 average dollars lost from factory declined services by advisor per RO push for selected time period
•	 breakout by Make of the number of times a particular service was offered, the number of times it was 

declined and percentage and dollars involved by advisor and department

Factory Declined Services Total $: Graph report showing total dollars of missed opportunity by advisor for the 
selected time period.

Factory Declined Service Average $ per push: Graph showing the average dollars per RO push per advisor of missed 
opportunity by advisor. The green dashed line is the dealership average for comparison purposes.
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Breakout of Declined Services by Make: List of all factory required services that were due at the various mileage 
intervals that were displayed on wiADVISOR. The report displays the number of times it was offered by advisor 
as well as dealer total, the percentage of times declined by advisor as well as dealership, and the lost dollars 
involved in not selling the particular service by advisor and by dealership.

How to Use

Things to look for on the wiADVISOR Factory Required Declined Service Report:

•	 Look at the average dollars of declined services per advisor. This number goes hand in hand with the 
maintenance penetration chart from the Summary Report. It is a good measure of advisor performance. If you 
have three advisors that have an average of $40 in declined services per RO pushed and another at $90, then 
you know where you need to motivate, train or replace. The manager needs to decide what an acceptable 
average is and manage to it.

•	 Look at key services such as Tire Rotation. This is a critical service as it gets the vehicle up in the air and the 
wheels off, leading to brake work, exhaust leaks, fluid leaks, CV joint work, etc. If you have an advisor with 
70% declined tire rotations, then additional training is needed as he is costing the dealership quite a bit of 
money, not only for the rotations, but all of the spin off work as well.

•	 This report pinpoints where your missed opportunity revenue is as it relates to factory required maintenance.
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wiADVISOR APPOINTMENT LEDGER SUMMARY REPORT
Summary: The wiADVISOR Appointment Ledger Summary Report accumulates data from the Appointment Ledger, 
concentrating on the assigned advisor for the appointments, the appointment source, the type of services booked, 
and finally, the user that created the appointment.  The final piece who made the appointments, will not work 
properly until sometime in March of 2014. For the time being, it will only show “system user”, but the rest of the 
report is very helpful as well.

Keep in mind that the selected date range in the wiADVISOR Appointment Ledger Summary report reflects the 
day that the appointments were created on. If a dealer books ten appointments today and runs the report, it will 
show the ten appointments created today, even though the appointments could have been set for next week 
or next month. If the dealer wants to know what date or how many are booked for a certain day, then use the 
appointment ledger and look at the day, week or month in question.

Page 1 above, list the advisors, the total # of appointments created for them, and then breaks out the source of the 
appointment (whether it was generated in the Appointment Ledger or from the Online Service Scheduler).  Then 
the report breaks out the dollars of the service categories that the services were booked for: Factory Required, 
Dealer Recommended or Repairs/Concerns. A dealer will use this section to determine if the appointments are being 
distributed according to plan as well as to determine if the user is suggesting services or not.
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Page 2 is a graphical pie chart displaying the distribution of the advisors. 

Page 3 is a graphical representation of the appointment source.
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Page 4 is a chart displaying the user that actually created the appointment (coming in March of 2014), once again 
breaking out the dollars for each of the service types.

Page 5 is a graphical representation in the form of a pie chart showing the user that created the appointment.
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Page 6 is a pie chart breakout showing the dollars booked by user creating the appointment.
N/A at this time. To be added later.

Page 7 on are the details of each appointment by user who booked the appointment with the details for the 
appointment.
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wiADVISOR APPOINTMENT LEDGER – MISSED APPOINTMENT REPORT
Summary: This is a report that can be generated for any selected date and it displays the customer name, 
assigned advisor, appointment time and date, appointment status (Missed), phone number, year, Make, Model, 
last 8 of the VIN, email address and dollars that were booked on the appointment.  This report is used for a  
quick follow-up of missed appointments. Keep in mind, the Appointment Ledger changes an appointment status 
from Booked to Shown only when wiADVISOR is used to push the RO. If the RO is not pushed within 1 hour of 
appointment scheduled due date & time or if an advisor used the DMS directly to push the RO, the appointment 
status will change to Missed and appear on this report.


