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Dealer Appointment Diary

Audi Bolton

You have
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TelephoneSuccess™ sends your sales team an email everyday, detailing the
appointments they should expect from the calls taken through the system.
You will get an overview e-mail too. Naturally that’s providing we have
access to your Sales People’s e-mail addresses! What's the result?
Appointments...

Appointments today

Welcome to TelephoneSuccess™

More than just a warm welcome... Here is where we
display critical information and the odd invaluable
sales tip too!

Welcome to TelephoneSuccess™

The business telephone can be a barometer of your results. The
upgraded facilities we've built into this version are designed to help
you maximise your sales success. Now “Sales Made™ are included in
the reporting there is a direct connection between this system and
your profits.

To getthe most out of the new system, update the details we hold

about your sales team listed on the right.

Dealer Team List

Dealer Team List

Your Team: Add A

Dealer Name Calls Appointments Keep your finger on the pulse with up to the minute

AudiBolton  Adam 10 60% %em —  records of your team and their performance.

Audi Bolton Becky 9 78% Delete

Audi Bolton Gary 7 71% Delete

EAit A
Call Summary ey
£

You can now identify not only who telephoned, where from, when they called and 3

how well your team did, but also the ultimate sales results. Plus hover over each
traffic light and the questions hint appears!

You have received

60
calls this month
245573 Adam Contact 01234567890 customer@. 30/0310 Website Audi Q7 Used A2 07/04/10 O
Name
1920 3@ :® 5@ 0 70 :® 1@ 10® 19
Call Traffic Analysis
e — e Making sure you have someone around to answer
e ) et e the phone is not as easy as it might sound.
i — ‘ . Sometimes customers call before you are even

open. One of the new reports within
TelephoneSuccess™ is a traffic report that keeps
you in the know.
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Calls to Listen To

Calls to Listen To

The following calls have been flagged for your attention:

Reference Salesperson Customer Name

U233884 Becky Customer Name Review
U245579  Adam Customer Name Review
U244619  Gary Customer Name Review
U243140 Becky Customer Name Review
U239914  Adam Customer Name Review

Comparison Report

We listen to all of the enquiries we publish on
TelephoneSuccess™ and keep our ears open for
calls that require your urgent attention. Missed sales
opportunities, missed buying signals, customer
issues and great calls for praise will be highlighted
for you, so you can speed up this crucial part of your
day. That must be a winner if you're a super busy
Sales Manager!

Comparison Report

Dealership | AudiBolton v
View

Who’s better than me? New reports include one that tells
you who is best. Actually it tells you how you are doing
against the average in your brand, region, sector and
country. Stuff you need to know when you're running a
busy sales team? Get ready to measure yourself against
the rest of the 100's of dealers using the programme with

you.

KPIl Report

KPI report

Comparison of Call Results
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Call Volume Appointments
= Showups = Sales

Support

Often TelephoneSuccess™ customers want to
contact us.... Here is the easy route which

>

Appointment Rate

Compare your Sales Team’s call volume, appointment rates,
show up’s and sales at a glance.

call volume

includes links to Useful Documents, Frequently

Asked Questions and Industry News.

Reports

No of Customers® Requests

pm— —_—
By o TR
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Clear, bright, dynamic and easy to read reports are
located in their own menu page.
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Summary of New Features

Features

TelephoneSuccess™

IV

New Look
TelephoneSuccess™

Homepage / Dashboard

b
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Brand New Feature

e o &

A visual overview of the most
frequently used features

Dealer Appointment Diary
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Brand New Feature

[ i ™

POV

Individual daily appointment

reminders sent to your Sales

Team, with an overview of all
appointments sent to you

Welcome to TelephoneSuccess™
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Brand New Feature
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Critical information and tips will
appear here from time to time

Dealer Team List
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Brand New Feature

2 o ol

Add, edit or delete Team Members

Call Summary

Improved Feature

ol \

Identify who has telephoned,
where from, when they called and
how well your team did

Call Traffic Analysis
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Brand New Feature

4

> Shows the volume of incoming

sales calls per week, day and hour.
It's a great way to plan phone

cover

Calls to Listen To
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Brand New Feature

e 44

POV

Missed sales opportunities or
great calls for praise will now be
highlighted for you, so you can
speed up your use of the system

Comparison Report
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Brand New Feature

s a2l

This report tells you how you are
doing against the average in your
brand, region, sector and country

KPI Report
Key Performance Indicator

Improved Feature

Shows appointment rates,
whether the customers showed up
for their appointments and
ultimately if a sale was made

Clear, bright, dynamic and easy to

Reports Improved Feature read reports are located in their
own menu page
=%
liw_v\“,;t-r An easy way to contact us. Plus
Support Brand New Feature links to useful documents, FAQ’s

and industry news
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