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100% automated
service drive program
based around a parts
and labor guarantee
Full service
department
integration and
automation within the
DMS

Mo additional
keystrokes, mouse
clicks or paperwork to
print

e

DRIVE

PRO

“Protection Beyond The Repair”

Automated. Profitable. Scalable.

RMG’s DRIVE PRO Program delivers a fully automated, low-risk solution
that strengthens service retention, creates new revenue opportunities, and
enhances the customer experience — all without changing existing
dealership processes.
Backed by controlled claims automation, minimal loss exposure, and full
administrative and underwriting support, DRIVE PRO is designed to
perform today and scale for long-term dealer success.

Program Overview

It's a real “why service
here"” marketing
opportunity for your
website, social media,
billboards, TV,

radio, etc.

Customer retention
and customer
conquest tool

Brakes and batteries
are covered

New reinsurance
dollars

$0 cost to the dealer
- no start up fees,
monthly fees, or
software integration
fees

Completely customer
funded

Requires no training

Does not compete
with any product you
are currently offering
Does not affect any
OEM Warranty or
Service Contract
business

Service advisors do
not have to sell
anything, they can just
deliver the good news

Visit our website to explore how RMG can support your dealership.
www.rmgglobalinc.com

Built on Partnerships, Designed for Dealers.




Labor Markup Example

This program adds 10% net back to labor. In the illustrated scenario, the
charge is allocated toward the insurance cost for future warranty coverage
on qualified repairs. If repairs do not meet qualification criteria, the
associated labor charge is classified as additional service gross profit
revenue that goes straight beat to the dealership

ABL MOTORS

Generates a new bucket of reinsurance dollars

No investment by Dealer

Minimal loss exposure

Low risk ratio

Controlled, automated claims process

Fully insured by the administrator and underwriter

Built on Partnerships, Designed for Dealers.



	Labor Markup Example This program adds 10% net back to labor. In the illustrated scenario, the charge is allocated toward the insurance cost for future warranty coverage on qualified repairs. If repairs do not meet qualification criteria, the associated labor charge is classified as additional service gross profit revenue that goes straight beat to the dealership

