
Automotive CRM Buyer’s Guide
Do I need a CRM?

Customer Relationship Management (CRM) systems are pivotal tools in the modern automotive

industry. These platforms not only streamline sales processes but also enhance customer

service and retention by maintaining detailed records of customer interactions, preferences, and

purchase history. Visit www.DrivingSales.com to learn about the top-rated CRMs.

How do I determine which CRM is right for me?

Finding the right CRM can be complex, with numerous options and features to consider. To

assist you in making the most informed decision for your dealership, we've compiled a list of

essential questions to ask when researching and comparing CRM solutions. This section is

designed to guide you through the critical aspects of CRM functionality, integration capabilities,

support, billing practices, and more. By asking these questions, you can uncover valuable

insights into how well a CRM fits your dealership's unique needs and objectives, ensuring you

choose a system that not only meets but exceeds your expectations.

Questions for Dealership and Team

1. Objectives and Challenges
a. What are our main goals for implementing a CRM? (Improving customer service,

increasing sales, streamlining operations)
b. What specific challenges are we looking to address with a CRM? (Lead management,

customer retention, sales process inefficiencies)
2. User Requirements and Technical Considerations

a. Who will be the primary users of the CRM, and what are their needs? (Sales team, service
advisors, BDC, etc.)

b. How tech-savvy is our team, and what level of complexity can they handle?
c. Do we need mobile access to the CRM for on-the-go updates and information retrieval?

3. Features and Functionality
a. What are the most critical features we need in a CRM? (Contact management, sales

pipeline visualization, email integration)
b. How important are customization options for our workflow and processes?
c. Are we looking for a CRM with built-in marketing automation tools, or do we plan to

integrate with a separate marketing platform?
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d. Do we require advanced analytics and reporting features to track sales performance and
customer trends?

e. How will the CRM manage and enhance customer experiences throughout their journey?
4. Integration and Compatibility

a. How does our current tech stack (Email platforms, social media tools, DMS) need to
integrate with the CRM?

5. Support, Training, and Compliance
a. What kind of customer support and training do we expect from the CRM provider?
b. What are our expectations regarding data security and compliance with regulations?

6. Budgeting and ROI
a. What is our budget for a CRM, including initial costs and ongoing subscription fees?
b. How will we measure the success of the CRM implementation? (Increased sales, higher

customer satisfaction scores, reduced response times)
7. Scalability and Future Growth

a. Considering our future growth, how scalable does the CRM need to be?
8. Experience and Industry Fit

a. What has been our experience with previous CRM systems, and what lessons have we
learned?

b. Are there specific industries or businesses similar to ours that the CRM has successfully
served?

9. Implementation and Adoption
a. How do we plan to hold our team accountable for using the CRM?
b. How quickly do we plan to launch the new CRM?

Questions for CRM Providers

To ensure you select a CRM that best supports your dealership's unique needs and goals, it's crucial to

engage potential providers with targeted questions. The following questions are designed to uncover

detailed insights about each CRM's features, functionality, and the value it can bring to your operations.

Use these inquiries to facilitate meaningful discussions with providers and make an informed decision.

Operational Considerations

1. Data Migration and Integration
a. How will our existing customer data be migrated to your CRM?
b. How well does your CRM integrate with our current tools and systems?

2. Customization and Scalability
a. How customizable is your CRM to fit our dealership processes?
b. As our dealership grows, how scalable is your CRM solution?

3. Training and Support
a. What does the initial training process look like?
b. How responsive is your customer support team?

4. System Performance and Reliability
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a. What is the average uptime for your CRM?
b. How often are system updates performed?

5. Features and Limitations
a. Are there any known limitations of your CRM that could impact our operations?
b. Can you provide case studies or references from similar-sized dealerships?

6. Security and Compliance
a. How do you ensure the security of our customer data?
b. Are you compliant with relevant regulations like GDPR?

7. Feedback and Development
a. How do you collect and incorporate client feedback?
b. What is the roadmap for future features?

Billing-Related Questions

1. Billing Cycle and Methods
a. What is the billing cycle, and which payment methods do you accept?

2. Subscription Plans and Inclusions
a. Detail the different subscription plans and what's included in each.
b. Are there any essential features that are billed separately?

3. Additional Costs
a. Are there any additional costs, such as setup fees or costs for additional users?
b. How are overages billed if we exceed the usage limits?

4. Contract and Renewal Terms
a. What are the renewal and cancellation policies?
b. Is there an auto-renewal clause?

5. Changes in Pricing
a. How do you communicate changes in pricing or billing structure?
b. In the event of a price increase, how much notice will we be given?

This comprehensive list will help ensure that you have a full understanding of both the operational

functionality and the financial commitments involved in adopting a new CRM system, allowing you to

make an informed decision that best suits your dealership's needs.

Visit www.DrivingSales.com to learn about the top-rated CRMs in the automotive industry.
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