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Organise your service operations by giving
your advisors clear, comprehensive
information about their workload

Service advisors interact with your
customers more than any other employee in
your dealership. Help them stay more
organised with the Service Daily Work
Programme.

Personalised Daily
Programs
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With the Service Daily Work
Programme (SDW), service
advisors work from individual
daily reports that include a Oto
doO list of work to be
accomplished, and work to
prepare for what is scheduled in
your dealership that day. Armed
with SDW, advisors can
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confidently complete tasks, : . i e —
contact customers, and plan for Clear and concise management data gives
the day ahead. you an overview of your staffOs

work programme

POWER
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daily work programme from POWER
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The Competitive Edge

Organisation leads to customer satisfaction,
which gives you a competitive edge.
Advisors can make notes on their reports,
explaining why a vehicle is still in the shop,
what is going on with a certain part, why
they did not upsell a job, or simply that
work is finished. Then you can review these
notes to stay up-to-date on service issues.
With SDW, you can track and manage:
e Jobs completed but not picked up.
* Jobs on hold.
e Jobs in the shop for more than
a specified number of days.
e Jobs that have missed their promised
times and are not yet complete.
e Customers to contact with special order
parts not picked up, etc.
* Reservations due in the shop.
e Previously identified work needed
on customers’ cars that now requires
their attention.

In addition, SDW displays lost sales —
suggested merchandise that was not sold
on an job card. This way, service managers
are aware if an advisor needs additional
training in upselling.
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Customer Follow-Up

SDW makes it easy to contact customers at
the right time, whether it's for a follow-up
to service performed, or as a friendly
reminder about services still needed. SDW
can help you capture and upsell service
opportunities and expedite cash flow from
customers who:

e Missed their reservations.

e Declined recommended services.

* Need to pick up their Special Order Parts.

SDW can be set up to run automatically
each night, so your advisors have their
reports at the start of the business day. With
SDW, your service advisors can make the
most of their day.

For more information on Service Daily Work, please contact your Account Manager,

call us on 0800 525 262 or email marketing@kalamazoo.co.uk






