Gain Loyalty

and Increase Upsells

Parts and Service Solutions

Ask Yourself... Why Greet Your
Customers?

@ How do you know every advisor is following your write-up process every time?

@ What are you losing in declined services that you never follow up on? 81 -50/0

©® Do you offer your customers thorough explanations of maintenance needed and sold? Rated

Customer

Satisfaction
As Excellent

$60 billion in annual vehicle maintenance is not performed.’

Service Sales Kit User Study
Expect Results
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Service Sales Kit

Service Sales Kit

Make it easier for your advisors to sell to every customer on the service
drive. Service Sales Kit is a selling and process management tool
(available as a mobile or desktop solution) that will improve CSI with a
proactive, consistent greeting and write-up process.
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Help advisors capture
any quick exterior
upsell opportunities.
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Vehicle Inspection
eyl
Note areas of concern
for additional upsells.
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Vehicle Report Card
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Record declined services
for future follow-up.
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Vehicle History

We nearly doubled our
hours per RO in less than
six months.

Paolo Amendola, General Manager
Steve Moore Chevrolet
Charlotte, North Carolina

Highlights

* Walk Around — inspection that allows advisors
to upsell on any quick exterior opportunities.

* Report Card — multi-point inspection
integrated into the RO that gives advisors and
technicians additional upsell opportunities.

* Forced March — establish service write-up
steps that are mandatory for service advisors
to complete.

* Declined Services — capture all declined
services and have them automatically stored
for future follow-up calls.

* Factory Style Maintenance Menus — allows
advisors to upsell additional manufacturer and
dealership recommended services based on
the customer's VIN, make, model, and mileage.

* Report Card Analysis - summary reporting of
closing ratios, alerts, and sales results through
Report Card utilization.

Drive service sales with a consistent and
enforceable write-up process with Service
Sales Kit.
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MAKING BUSINESS BETTER.
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