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SALES GROSS CALCULATIONS –
CRM/DMS VS ACCOUNTING

With:

Christine Andrews and Rob Campbell
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Welcome

 Agenda
• The constant battle of accurate gross
• Key areas to look at for differences
• Making the process more transparent
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The constant battle

 If there is a battle with the office over money who 
wins?

 The backstory of Sales v Office
• Salespeople and managers see, what to their 

understanding, arbitrary adjustments to gross that 
aren’t explained and that the office doesn’t realize 
you were counting on that money.

• Office staff sees sales turning in junk paperwork 
expecting them to fix it.  Sales is always asking of the 
office but never offering help to make the work easier.
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The friction points

 Individual transactions – Sales managers typically 
designate and track salesperson commissionable 
gross.

 Monthly manager commissions

 It’s hard to admit a posting mistake if challenged 
on an under payment
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Shaving of gross – just a little off the top

 Anecdotal gross – “Hi, honey – I just grossed 
$3,800 on a deal.”

 F&I/Sales Manager gross – “I see we grossed 
$3,500 on a deal.”

 Posting gross – “After we posted the deal, we 
show $3,200 gross.”

 Financial statement – the cumulative result after 
reconciled schedules and statements.
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Vehicle transactions

 Have a clearly defined “commissionable gross”

 Unknown open repair orders

 We Owes not set-up as part of the deal

 Costs come in post-sale (transportation, sublet 
bills, etc.)

 Payoffs, remaining payments are 
incorrect

 Contracting errors (rate, reserve, 
bank fees)



8/6/2020

4

WithumSmith+Brown, PC   |  Certified Public Accountants and Consultants  |  BE IN A POSITION OF STRENGTH 
BE IN A POSITION OF STRENGTH SM

6

Monthly gross

 Communicate - Bridge the gap of adjustments

 The office’s responsibility is to let sales know of 
any consistent errors.

 Prior month’s sales adjustments

 Product cancellations

 Rebate errors
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Statement gross
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Statement gross
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Keys to ending the battle

 Check that sales inventory value matches 
accounting schedule.

 Review adjustments to deals on posting with sales 
management.

 Communicate adjustments

 Routinely look at what is hitting COS
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Questions?


