Measuring Recovery: The Leading Indicators
That Predict Revenue

Dealer Metrics - Greenlight Insights

Most dealerships measure one thing about their sales effort: closings. Cars sold, gross booked, units
moved. For the immediate sales floor, that's fine — the feedback loop is short.

But apply that same closings-only lens to declined-lead recovery and it quietly kills the program.
Because recovery pays off over months, not days, measuring only closings means you're staring at a
lagging indicator and concluding "this isn't working" long before it's had a chance to work.

The dealerships that succeed at recovery measure something different: the leading indicators that
precede recovered revenue.

Why closings are the wrong first metric for recovery

Here's the timing problem. A declined customer's path back might be a 60-to-90-day credit-improvement
journey. During those months, there are no closings to show — by definition. If your only metric is deals
closed, the recovery program looks like a flat line of zero for weeks, and the natural conclusion is to pull
the plug.

That's exactly backwards. During those "zero-closing" weeks, a well-run recovery process is generating
a lot of signal — customers responding, agreeing to plans, hitting milestones. Those signals are the
early evidence that closings will come. Ignore them, and you'll abandon a working program right before
it produces revenue.

Closings are a lagging indicator. They tell you what already happened. To manage recovery, you need
indicators that tell you what's about to happen.

The three leading indicators that predict recovery

Three metrics, tracked consistently, give you a real-time read on whether recovery is working — long
before the closings show up.

1. Response rates. Of the declined customers you're following up with, how many are actually
engaging — replying, answering, opening? Response rate is the earliest signal of all. A healthy
response rate means your outreach is relevant and your customers are still reachable. A falling one is
an early warning that your cadence or messaging needs attention, while there's still time to fix it.

2. Re-engagement conversations. Beyond a passive response, how many customers are having real
conversations about their path forward — discussing their trigger, their progress, their re-application?
Re-engagement conversations are a mid-funnel signal: these are customers actively moving through
the recovery journey, not just acknowledging a message. The volume of these conversations predicts
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how many will reach re-application.

3. Progress milestones. How many customers are hitting the specific markers on their path back —
the credit-score improvement, the job-tenure threshold, the down-payment target? Milestones are the
latest-stage leading indicator, the closest thing to a closing without being one. A customer hitting their
milestone is a customer about to become approvable. Counting milestones-in-progress tells you your
near-term recovered-revenue pipeline.

Together, these three form a funnel: responses lead to conversations, conversations lead to milestones,
milestones lead to closings. Watching the funnel fill from the top gives you weeks or months of
forewarning about the revenue coming — and early diagnosis when something's off.

What these indicators let you actually do

Measuring leading indicators isn't just reassurance that recovery is working. It makes the program
manageable:

* You can course-correct early. A dropping response rate flags a messaging or cadence problem
while you can still fix it — instead of discovering the issue three months later when the closings don't
materialize.

You can forecast. Milestones-in-progress give you a real pipeline view — you can estimate near-term
recovered revenue instead of hoping.

* You can prove the program's value before the closings land. When leadership asks "is this
recovery thing working?" in month one, you can point to a filling funnel rather than an empty closings
column.

You can allocate effort. Knowing which customers are responding and progressing tells you where
attention is best spent.

Why "gut feel" isn't enough

Some dealerships track recovery informally — a manager's sense of whether "things are moving." That
fails for the same reason storing leads in a CRM fails: without explicit measurement, the signal is
invisible, and invisible signal can't be managed.

The leading indicators have to be counted, consistently, and reviewed on a regular cadence by the
person accountable for recovery (the Chief Declined Leads Officer). What gets measured gets
managed; what stays a gut feeling gets abandoned the first time closings look slow.

Keep the measurement simple

You don't need an elaborate analytics stack. At minimum, track for each recovering customer: whether
they responded, whether they're in active re-engagement, and which milestones they've hit — alongside
the basics of identity, decline reason, recovery trigger, next action date, and last engagement.

The discipline matters more than the sophistication. A simple, consistently-maintained view of response
rates, re-engagement conversations, and milestones beats an elaborate dashboard nobody updates.
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The bottom line

If you measure declined-lead recovery only by closings, you'll conclude it's failing right up until the
moment it succeeds — and you'll probably quit first. Recovery plays out over months, and its progress
lives in leading indicators: response rates, re-engagement conversations, and progress milestones.

Track those, review them consistently, and you can see recovered revenue coming before it arrives —
forecast it, manage it, and prove its value while it's still building. Measure the signals that precede
revenue, and recovery becomes a managed channel instead of a leap of faith.

Recovery you can measure. Greenlight tracks the leading indicators — response, re-engagement,
milestones — so you can see recovered revenue coming, not just hope for it. See what it could be
worth: app.greenlightrecover.com/roi

Related reading: The Declined Lead Recovery Playbook (Chapter 12) - "What Is a Chief Declined Leads
Officer (CDLO)?"
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