Turn Leads
Into Sales

Dealership-wide Solutions U.S. and Canada

Let no leads go unnoticed, whether they come from the Internet, showroom, or by telephone.
Lead Management makes it easy for your staff to capture more leads, set more appointments,
and sell more cars — in less time and with less effort.

Easily manage Internet leads and e-mail correspondence.

Capture Every Lead 5 | Cumtims oy Sk Pt i ks - o |
I [ R R, eev ||
. . e [
Drive efficiency and accountability throughout catun | Prozpece: | el urm] | et pr || tystems Masaages ] |
il the lead follow-up process, while avoiding the & e P oo 30 b LT -
. . 5 Dty Werk Pl From: [T - [ =
: lost profits associated with unsold prospects. =D e —n| e 3
0 Developed from Contact Management, Lead 1 Saurch Cloen " [ma] ]
. s B = et T R ey e ek il o St T T
Management prOVldeS a bulh'.—ll’l process i = ® Surkilc, Dru Bl Pilier PrEhr  ALOSOCT BAIPY 08 &1, RS sk Pk Wik Bchriums  Cpe Possd Miatrs 2
p Semh % 2 : 2 : e 0% CHEVRRET
that helps you capture leads, manage unsold e T e e R T o P
o [ Tt ™ ® Rpoky, et Ermal Erirysio. LE LLOMAI0F 3258 & TRLCK AYHARCIE T Fyroics Wab Solutions  Cpen Foad Moors
prospect activities, schedule lead follow-up, and o ™ * \aghan B Frad  EugniPal  LOPOT4NIM O NOGCITENION e Fpriik ok, Seksiemne oo Wesere
= Actwition & Vaughan, BE Ermadl Fiérmold Fad L9007 413 P 2008 SATURN 108 Hew Fryroics Wb Schrions  OponFoad Mobrs:
track resultsl i1 valees = gy, MEE Ervasl B erroi Bl L LaTsa A 2007 B 3001 L Fanroics il SCDoNS | Cpon Foad MOTEE
m 3 \'h"hi'h. P M el TN 1) LAHOOT 19:54 £0A T B ST [ Fprich ‘Wek Schstirm CperFomd Mt s
- = e ki, Tromis Bl aarrokl Pad LS00 80 kb L Baryrekds Wik Bslitere  Opor ol Watrs
N e ks, Thomes Ermatl i';mm”'“{ L0 B3 Ak T Foarprioichs el SCinons  Cpen Foed Mowrs
m Effective Follow-up © ANSE.Dww Drel Fuopk Pad  LTR00D 330 A el e  emimiload Rk ik Dokt | Cpert it Miskars -
= )
: Available as an integrated solution with T i
m ERA" or in a stand-alone version usable with Bt s e ot Al e e S e o e
any dealership management system, Lead
Management helps ensure that leads are [T
[ add aciwery
receiving timely and professional follow-up. i e
i Berast
© -l

WWW.reyrey.com



Dealership-wide Solutions

Lead Management gives you the practical tools Response Time - Summary

to handle every kind of prospect:
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Monitor important business metrics to help you make better business decisions.

For more information on
Lead Management, please
contact your Reynolds
Account Manager, call
800.767.7879 (U.S.) or
1.877.792.7677 (Canada),
or e-maiil
marketing@reyrey.com.

Reynolds
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MAKING BUSINESS BETTER.
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