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- Service Lead

A service lead can be created in the After Sales Workplace from different entry points:

Walk-In

(known/unknown customer)

The service lead is created by the service advisor directly into ASW either for a known or unknown walk-in customer

Booking an Appointment “
(unknown customer)

The service lead is created by an unknown customer in the OSM. Basic information provided: Name, Phone, E-mail, Vehicle, Date
for the Service and Service Package. The service advisor receives and works with the service lead in ASW.

Booking an Appointment “‘

(known customer)

The service lead is created by an existing customer with the use of his Account. The customer is redirected to OSM in order to
provide the basic information needed such as: in the OSM. Basic information provided: Name, Phone, E-mail, Vehicle, Date for
the Service and Service Package. The service advisor receives and works with the service lead in ASW.

Booking an Appointment > chomne m,

(audience)
The customer is provided with a link that redirects him in the OSM to provide the basic information for a service lead: Name,

Phone, E-mail, Vehicle, Date for the Service and Service Package. The service advisor receives and works with the service lead in
ASW.

OSM: Online Service Management _ -

ASW: After Sales Workplace



| Maintenance — Repair Vehicle process

Service Lead Offer Process
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B Campaign Management — Omni Channel

Terminology

e Contact

* Lists
» Static
* Dynamic
e Audience (Static Lists & Dynamic Lists)

« Campaign

 Channels (Email, SMS, Viber, Mobile Push Notification, Call Center, Google Display
Ads, Facebook Ads, HTML Banner)

e Conditions
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Contact Us

Info@onedealer.com

partnering@onedealer.com

Discover More

& https://www.onedealer.com/

https://www.linkedin.com/company/onedeale
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No part of this publication may be reproduced or transmitted in any form, or for any purpose, without the express permission of REAL
CONSULTING or OneDealer. OneDealer™ and other OneDealer products and services mentioned herein, as well as respective logos,
are trademarks or registered trademarks of REALCONSULTING or OneDealer in Germany and other countries.

Some software products marketed by REAL CONSULTING and OneDealer and its distributors contain proprietary software components
of other software vendors.

National product specifications may vary.

These materials are provided by REAL CONSULTING or OneDealer for informational purposes only, without representation or warranty
of any kind, and REAL CONSULTING, or its affiliated companies, shall not be liable for errors or omissions with respect to the materials.
The only warranties for REAL CONSULTING or OneDealer products and services are those that are set forth in the express warranty
statements accompanying such products and services, if any. Nothing herein should be construed as constituting an additional warranty.
In particular, REAL CONSULTING and its affiliated companies have no obligation to pursue any course of business outlined in this
document or any related presentation, or to develop or release any functionality mentioned therein. This document, or any related
presentation, and REAL CONSULTING or its affiliated companies’ strategy and possible future developments, products, and/or platform
directions and functionality are all subject to change and may be changed by REAL CONSULTING or its affiliated companies at any time
for any reason without notice.

The information in this document is not a commitment, promise, or legal obligation to deliver any material, code, or functionality. All
forward-looking statements are subject to various risks and uncertainties that could cause actual results to differ materially from
expectations. Readers are cautioned not to place undue reliance on these forward-looking statements, which speak only as of their
dates, and they should not be relied upon in making purchasing decisions.
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