Better Relationships,
Better Business

Dealership-wide Solutions

Ask YoursekH...

© What can | do to develop greater customer loyalty?

9 How can | manage customer relationships with fewer third-party vendors®?

Customer retention is necessary to maintain market Repeat Customers
share and sales volumes.’

Expect Results

 Drive service revenue through consistent communication that leads to increased CSlI,
appointment setting, and follow-up.

» Save time and reduce errors with accurate customer data that is accessible throughout
your dealership.

* Reduce expenses by eliminating unnecessary customer relationship and lead
management solutions from third-party vendors.
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"R.L. Polk & Co.
2 TARP Worldwide Customer Experience Agency

800.767.7879 | marketing@reyrey.com

Cost of
Acquiring Customers
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New Customers

According to a recent study, the cost to acquire
new customers is five times greater than the

« Build stronger, more profitable relationships by capitalizing on every customer interaction. cost of selling to repeat customers.” What are
you doing to build stronger relationships with
the customers you already have?

www.reyrey.com



About Customer Relationship Management

A centralized customer relationship tool, with an integrated, real-time
view of household data, that organizes tasks, appointments, leads,
and communications.
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Strong customer relationships are vital to the
Elfees Cras [ i health of any dealership. Maintain consistent
communication with your customers and
increase profits with one CRM solution.
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MAKING BUSINESS BETTER.
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