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Omni channel for acquisition 

channels all in one area.

This provides quick 

access to all vehicle 

sources that the 

dealership has access to.

Global Search Lite 

Missed Appraisals

Group Inventory

KBB ICO

Service Drive

Lease Returns



Selecting the “Missed 

Appraisal” for the list of 

available Sources

All appraisals for the 

last 90 days

Not showing listed on 

other dealer websites

Appraisal photos 

(when taken) will show 

on the SRP 

Workflow – Missed Appraisals



Can narrow down the 

results:

Year

Make

ODO

Market Price

AND MORE!!

Ability to filter to Last 

Modified Date and 

Appraiser

Left Rail Filters



Saved Searches ensure that the team is on the same page of vehicles that need to be reviewed 

based on the expectations set by the filter parameters.

Save Search



This same workflow should be utilized for each of the available Sources

Saved Searches should be reviewed each day

Shows how many vehicles have been added since last review of the Saved Search

Save Search



Source Estimate – The 

appraised value by the 

dealership

Adj Avg Price – Average 

adjusted rBook

Open appraisal to review and 

make necessary adjustments 

and updates.

Reviewing Vehicles in Saved Search



Vehicles that have been 

reviewed and the 

dealership will work efforts 

to re-engage with the client 

will be added to a buy list.

This ensures that the 

team stays organized 

on efforts with the 

customers.

Buy Lists



Buy Lists should be 

reviewed and worked 

daily

Marking the Status of 

the vehicle to “Active” 

helps leadership to 

know which vehicles 

are actively being 

worked.

Reviewing Buy Lists



When the dealer can win the 

client back and an appointment 

has been made, Status should 

be updated to “Mark Incoming”

If the client does not engage or 

declines, Status should be 

updated to “Mark Lost”

Can now filter your Missed 

Appraisals based on these 

statuses to understand efforts 

and results.

Status



Consumer Offer Report



Future Integration 

Currently only available to 

ProfitTime Clients

Creates a better efficiency of 

quickly evaluating vehicles:

Utilization of the Lightbulb

Star Functionality

Glance Components for 
ease of financial book review

Access to VHR

Adds the additional Source 

channel of Auction vehicles!

Global Search Lite Enhanced with Stockwave



Current Strategy Page



Market Based Inventory Strategy



Future Enhancement

Planning your monthly 

Stocking Strategy based off 

your dealership sales goals, 

seasonality index and 

market performance.

Have a strategic stocking 

plan built on data to build 
and align your inventory for 

maximum impact to drive 

traffic and sales.

Upgraded Sales Planning and Stocking Page



Enter text here

Enter text here

Enter text here

Comparative Market Data





Thank you!
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