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VinSolutions CRM is most effective when different features are used appropriately to Joe Webb
provide a superior customer experience and drive more sales. DealerKnows President President
Joe Webb shares his top tips for things to do—and not to do—with VinSolutions CRM. DealerKnows

5 DOs WHILE USING VINSOLUTIONS CRM:
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Understand that different prospects require
different follow-up.

Not all leads are created equal. To sell more cars,
you need to provide an experience that meets
customer needs and their stage in the car buying
journey. Create different follow-up processes for
your different lead sources.

Create custom statuses to keep all shoppers
on the right track.

A long-distance buyer can't just swing by your
showroom for a test drive, and a hot prospect needs
attention. Any lead can be changed from a standard
process to a custom process. Keep your customers
moving along the correct path.

Analyze your processes and fix all alerts.

Remember that former employees, especially
those with admin or manager privileges, may have
created processes that no longer fit. Fine-tune your
processes to ensure no customers are left behind.
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Visually prioritize tasks and give insight into
the “why,” not just the “what” and “when.”

Using secondary images makes it easy for your
team to scan and prioritize the most important
tasks. A brief explanation with context helps them
instantly comprehend how each task is connected
to your sales process.

Embrace accountability by performing daily
one-on-one meetings with salespeople using
the Coaching Dashboard.

In General Settings, select the salesperson you
wish to review using Sales Rep Group and Name.
Change the Date Range to "Previous 30 Days” to
assess accountability over that time frame.

Start with the salesperson’s Forecasted sales.
Examine the Leads Assigned. Pay close attention
to "Hot" & leads—and encourage your salespeople
to flag "Hot” customers who are ready and able to
buy. Active Leads Without Recent Engagement
will identify customers that need attention now.
Active Leads Without Future Follow-Up shows
potential customers to bring back in the mix.

(See next page for example.)
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Leads Assigned
Total: 191 Active Leads Without Recent Engagement Active Leads With Engagement Active Leads Without Future Follow Up
Row Count: 67
Hot ﬁ:
Lead Last Last
s = Customer Lead s"“d Age L"':T Inventory vr'::'“: Attempted Actual
‘ Type ource (Days) e Type ntere Contact Contact
Internet
Contacted: Jimmy Carpenter Internet Carmow Chat 1 Used 2020 Toyla 0818/202410:26
1 Highlander AM
Phone: i
Alex Murphy Internet AutoTrader.com T Used 2008 Buick 06/17/2024 05:07
Walk-In: H Lucerne PM
Kbb Ico Kelley 06/18/2024 10:51
QOther: Bob Gardner Internet Blue Book 1 Unknown AM

5 DON’Ts WHILE USING VINSOLUTIONS CRM:

Don’t forget to check lead sources regularly
in your processes.

Don’t over-task your managers!

This includes text alerts, processes, calls, texts,
or emails. Your managers should be focused on
guiding the sales team and finding more revenue
opportunities, not selling cars. Be realistic about
what they can accomplish, and keep them
focused on the highest priorities.

Many providers have multiple sources.

Don’t let your team overuse the VIN brochure.

This could get your emails flagged as spam.

Don’t allow salespeople to ask prospects to
optinto SMS text themselves.

Instead, opt them in to SMS text manually, which
will then send a message the prospects can use

to opt out. This will result in a significantly larger
percentage of customers opted in to receive your
text messages. To use this approach, you must
properly and legally collect the prospect’s contact
information, with the appropriate disclaimer on your

Don’t let customers wither away in the
“Lost” and “Bad” status.

Instead, set up custom rules for different
“Lost” scenarios. Was the deal lost because
the customer bought elsewhere? They could
buy from you in the future. Was the deal lost
because you couldn’t agree on price? A new
OEM incentive might help you sell that
customer a car.

lead collection forms. For more information on how
this works in VinSolutions CRM, please consult your
Performance Manager.

CRM success boils down these key factors: the right settings and processes for your dealership, proper training, tailored content for
customers, correct utilization, and team accountability. Master these fundamentals to get the most from your customer data, and of
course reach out to your Performance Manager to help you understand your store's data.

Want to dig deeper?

Watch Joe describe these tips in detail at:
https://www.vinsolutions.com/dealer-resources/blog/5-dos-and-donts-using-vinsolutions-crm
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