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y Database Management
d( iver S,Cif Cle The first step to advanced CRM

« Secure Data Housing via in
« Intelligent Customer to Vé

“l am convinced that outsourcing our CRM as opposed to having it in house is the best way to go”
- Vince Vermaak (BMW Dealer Principal)




— 3 Lead Generation through
o Efficient Direct Marketing
drivers'circle Market growth driven by customer centric communication

proe
 In-house Advertising and T 5 ,
« Personalised Communicatic i N

« Harmonised Branding 360':' \,‘

* Precise Targeting

« 360° Advertising Exposure Exposure I

- Efficient Market Penetratic Ui led /

» Superior Brand Awareness P 4 )
* Increased Advertising Perfor B -
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Q { “We've done 60 or 70 Chevrolet Optra’s over the last 2 months, the campaign has gone very well”

- Bruce Cannon (GM Sales Manager)




— Lead Generation through
<5 Efficient Direct Marketing
drivers'circle Market growth driven by customer centric communication
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& Motor Retail
‘:@ Barloworld
Motor Retalil

“We were sold out by Saturday morning - 25 Yaris Toyota Zens gone! Going to be difficult to match this
current magic”
- Elize Cloete (Toyota Sales Manager)
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- Correspondence & Retention
d(ivefs'circle High Customer Life Time Value through tailored correspondence

» Successful Customer Acquisition and Referral
* Improved Customer Retention

+ Seamless Sale & Service Follow U Ilf
« Strategic Interaction Forecasting \ | —
* Personalised and Branded Correspo.. \ I
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have a better idea of our customer interaction on the sales front, but in our after sales departments as well.”

{ “The relationship we have enjoyed with Drivers’Circle has been invaluable to us as a Motor Group. Not only do we
Q - Chris Prinsloo (Barloworld Automotive Executive)
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The Case Management System

Business intelligence inspired by superior client understanding

drlvers leCle and real-time dealership monitoring

S -

« Live Online Architecture

« Transparent Complaint Management
* In-depth Customer Profiling

«  Current Staff Monitoring

» Detailed Internal Reporting

* Precise Customer Satisfaction Indexing
« Complete Turnaround Tracking
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DEALERSHIP

" “We find that the feedback we get from Drivers'Circle is far better than our (OEM) CSI results”
- Vince Vermaak (BMW Dealer Principal)




About Us

Over ten years of progressive growth lead by

drlvers Cerle ceaseless evolution

 Owner Managed
« On-going Company Success
— Developed in South Africa
— State-of-the-Art Infrastructure
— Over 70 satisfied Clients
— Broad Spectrum of Clients
» Superior Staff

« Endless Improvement through In-house
Development Team

« Countless tailored Solutions
*  Multiple successful Implementations

anything we would put into place here”

¢ “The company Drivers’Circle takes a personal role in the dealership and it far outweighs
Q - Rowan Michael (BMW Dealer Principal)
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- The Benefits of Drivers’Circle

d(ivefs'circle Drivers’Circle, the corner stone of ongoing success

» Zero Maintenance Expenditure

« Low Cost Relationship Management
» Fortified Data Housing

* Increased Leads & Sales

» Improved Customer Satisfaction
» Extended Customer Life Time Value
« Transparent Accountability

* Precise Dealership Management

“...We have substantially reduced our above the line marketing spend and placed a lot of focus on our
below-the-line efforts.”
- Chris Prinsloo (Barloworld Automotive Executive)




“...CCS has played a vital and leading role in driving-the process as well as sharing best practice...”
- Chris Prinsloo (Barloworld Automotive Executive)



