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30 Second Desk Log Inspection
 
Dealerships that understand good Customer relationship management, understand the importance of both quantity of information as well as quality of information. Like the saying goes, "Garbage in, Garbage out."
 
The Desk Log was created as a checkpoint to make sure you have good quality data. Each customer needs to be inspected.
 
When a vehicle comes into the service drive, the technician does a multi-inspection to diagnose the vehicle. Similarly on the sales side, your customers need a multi-inspection to make sure you close the deal. Use the desk log to do a 30 Second multi-inspection checkpoint for every logged prospect.
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1. Sales Status

This is critical for unsold prospect follow-up. You want to focus your energy on the hottest prospects. Obviously, customers who progress the furthest are where you should set your priority. By properly marking the sales status, you will know who your top prospects are at any given time.

2. Vehicle and Trade 
 
The sales person's job is to land a customer on the right vehicle. You can check this from the Desk Log. Also, make sure the sales person is loading the trades so you can flip these vehicles quickly.
 
3. Contact Information
 
Contact information equals more sales. The sales staff should be getting multiple points of contact. From the desk log you can see multiple points of contact in order of importance:
 
1. Phone numbers
2. Email address
3. Mailing address
 
4. Notes and Resolution
 
Use the Close Date icons to designate a resolution on the deal. If the sales rep does not close the deal, it is the sales person's responsibility to update the notes and indicate why the customer did not buy. Quickly inspect the notes at the end of the day.
 
Result

By doing a customer multi-inspection, you will increase your ability to close the deal, follow-up, and retain the customer.

	


 
~Service Advisor~
Strategic Services Consultant

Phone: ~Sales Person Phone~
Email: ~Reply Email Address~
Support Phone: 949.900.0300 ext. 3
Support Email: support@dealersocket.com 
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One solution, all departments.
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