Commercial Dealership CRM Optimization

Turn Your CRM into a Sales Engine for Fleet Vehicles & Services

Purpose

Maximize CRM usage to drive fleet sales, increase service penetration, and build stronger commercial customer
relationships.

Why CRM Optimization Matters

Visibility Consistency m Conversion
Stay on top of accounts, Standardize communication, Move prospects through the
leads, and follow-ups proposals, quotes, and sales cycle faster and with
touchpoints more value

CRM Best Practices for CAMs

Daily Power Hour

e Block time to update notes, complete tasks, and send follow-ups

e Prioritize activities using pipeline stage and deal size

Account Segmentation

e Tag accounts by industry, size, lifecycle stage, and service needs

e Identify dormant & orphaned accounts for re-engagement or service outreach

Fleet Lifecycle Tracking
e Record in-service dates, replacement timelines, and vehicle types

e Set future contact dates for cycling and review discussions

Fleet Services Integration

e Log fuel card, telematics, maintenance program enrollment

e Track upsell opportunities and service renewal dates

Alerts & Automation

e Create custom alerts for fleet renewals, aging inventory matches, or contract anniversaries

e Automate email touchpoints and service reminders for top accounts

Key CRM KPIs for CAMs

. Number of new fleet . Number of Initial . Number of Cash Flow
opportunities created Meetings w Analysis & Fleet
monthly Customers Management

Presentations
. Number of Commercial Sales . Number of TRAC leases, Telematics &
Fleet Management Programs signed
ups

Tools for Success

Fleet List Templates

Discovery Call Scripts

Standardized entry format for account details Preloaded templates for needs analysis

Automated Reminders

Sales Activity Dashboard

Stay proactive with future fleet needs Track what's working and what's not

Outcome

Transform CRM from a data dump into a strategic sales accelerator—fueling better forecasting, deeper
relationships, and higher revenue per account.
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