Smart Calling
for Smarter Business

Ask Yourself...

@ How do | know every phone lead is being entered into my CRM system?

ealership=wide Solutions

Over 50% of
dealership advertising
cannot be tracked.?

@ How do | know which advertisements are really a waste of money?

Almost 90% of consumers today use the Internet to

research vehicles, up from 61% in 2005." How are you Average Dealership Advertising

connecting with your Internet leads? Expenditures by Medium
I} Newspaper M Direct Mail
Expect Results B rRadio I Internet

+ Uncover problems before they impact your business by reviewing recorded phone calls. B Television [ Other

* Turn Web browsers into customers with the click of a button and immediately initiate a

How much ad spend could you save
phone call with someone at your dealership.

by making all your advertising trackable
« Capture leads before they go cold and make the most out of every sale. and knowing which mediums actually work

. . [ ?
» Save time and money using Broadcast Messages to reach customers rather than for your business

keeping your staff on the phones and off the lot.

. .. . . ' Capgemini Car Online Study, 2010
» Grow profits and target your advertising by evaluating customer responses with key >NADA Data. 2010

demographic information on each incoming call.

* Save money by allocating your ad spend to sources that give you results.

855.CALLBRIGHT | www.callbright.com
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Callbright®

About Callbright

Make the most out of every phone lead and reduce ad spend with
a real-time, Web-based phone management system that tracks
advertising results, monitors and records inbound and outbound
calls, and sends broadcast messages.
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Review how each ad
campaign is working
for you.
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Gain key lead information
on each prospect call.
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Over the years we have
developed a template for
success that can take a
store like Suzuki from 5-10
sold units per week to 40-50,
and Callbright is a big part
of that process.

Paul Trippy, General Manager

First Coast Suzuki
St. Augustine, FL

Highlights

« Utilize quick and easy access to information
with ERA® Contact Management and
POWER CRM integration.

* Track advertising and sales efforts by
viewing detailed reports online or from
your inbox.

* Review recorded conversations to boost
accountability and uncover training
opportunities.

* Send pre-recorded messages to a large
number of customers.

Improve productivity and optimize campaigns
to reach your target market with Callbright's
easy-to-use, Web-based system.
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SRAART CALLIMNG
MAKING BUSINESS BETTER.
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