CREATING A SEAMLESS ONLINE TO IN-STORE EXPERIENCE

Team Approach

A Team Approach requires a team of people who can work together to provide a seamless online to in-store digital retailing experience for your customers.
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(A completed DR submission reduces time to complete the sale by 30 minutes®)

YOUR DR TEAM: ‘ RECEPTIONIST

COX AUTOMOTIVE | DIGITAL RETAILING

DIGITAL CONCIERGE Q

*Cox Automotive 2018 Future of Digital Retail Study

DIGITAL SALES CONSULTANT

. . o
submitted online

F&I MANAGER

© B2 i



CREATING A SEAMLESS ONLINE TO IN-STORE EXPERIENCE

Single Point of Contact Approach

Alternatively, some dealerships may adopt a Single Point of Contact Approach:. A Single Point of Contact is empowered to handle a deal from lead to purchase.
This streamlines the sales process and provides an enhanced customer experience.

54

Shopper
Submits Lead

Shoppers experience
Digital Retailing on your
dealership website,
Autotrader, and/or KBB
listings.

YOUR DR TEAM:

Quality
Response

This is your opportunity
to acknowledge and
confirm shopper deal
details, answer any
questions, and ask for
missing information to
expedite the in-store
experience.

EC‘IQ

Set

Appointment

Confirm an

appointment time for

the shopper to test
drive the car, meet the

sales person, and
choose their desired

next step.

The Huddle

Communicate shopper
deal and appointment
information to
appropriate DR team
members. Ensure a

positive first impression

when shopper arrives
o o
O M

— Instore

£Q

Greeting

The receptionist greets
and quickly identifies
DR shoppers to ensure
seamless online to

instore transition.

IGN

— Instore
Appointment "=

The sales manager
should know all details
and history from online
submission. Don't ask

shopper questions

they've already
answered online!

NEW!

Shopper
determines
next step:

Test Drive
OR

Finalize
DR Desking

Finalize deal details using
any DR information
submitted online

(A completed DR submission reduces time to complete the sale by 30 minutes®)

‘ RECEPTIONIST

COX AUTOMOTIVE | DIGITAL RETAILING

DIGITAL SALES MANAGER

*Cox Automotive 2018 Future of Digital Retail Study

F&I MANAGER

il

F&I
Finalize Deal

If F&I selected online,
this will greatly expedite
process, again
reinforcing value of
Digital Retailing.




