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Changing how retail automotive
business is done

DMS integration saves time and effort, improves
accuracy, and enhances sales.

gration. And it is more than justa fad; integra-
tion is actually changing how retail automo-
tive business is done.

The importance of integration was highlighted
by General Motors’ announce-
ment of its Integrated
Dealership Management
System (IDMS) program in
January, 2006. That program is
all about improving retail
processes, dealer business sys-
tems and communications, with the vision of mak-
ing GM the easiest manufacturer for dealers to do
business with.

In partmership with Quorum Information
"Technologies Inc., one of just two GM-approved
IDMS suppliers for North America, GM of
Canada Limited (GMCL) has been moving along
the path of integration for quite a while. The more
compact Canadian marketplace has allowed the
companies to move quickly to implement specific
integration points for dealers. There are two pri-
mary integration pathways:
¢ Horizontal integration is integration within
the dealership. All departments share a common
database, work from the same information and
communicate easily, resulting in many efficiencies;
most notably, reduction of duplication in data
entry. In additon, horizontal integration helps
reduce duplicate customer records and provides all
departments the same 360-degree view of each
customer, thus helping dealerships become more
customer centric. In Quorum’s XSELLERATOR sys-
tem, business and customer retenton manage-
ment processes are built right into the core soft-
ware rather than in a separate module.

The automotive industry is on the path of inte-

“Integration
eliminates re-keying
of data.”

e Vertical Integration takes OEM systems/data
and processes and integrates them into the DMS,
which provides sales opportunities and eliminates
re-keying of manufacturer data into the software,
saving hours of work. Essentially, integration is
intended to bring the OEM
business flow and the traditional
DMS business flow together,
with the result being that dealer-
ships make more money.

Maury Marks, President and
CEO of Quorum provided
Canadian auto dealer with a rundown of some of the
integration points that have already been imple-
mented in the company’s software, in conjunction
with GMCL, and a preview of some of the inte-
gration points that are on the drawing board.

Manufacturer leads

This integration point permits dealers to import
Manufacturer Leads directly from GM, thus
potentially generating sales. Quorum has also
developed a “Best Practice” process for assigning
and monitoring all GM Leads.

How it works:

® GM leads are integrated from GM into the
DMS and automatically assigned to specific sales
people.

e Sales staff work the GM Leads using the Sales
Desktop, which tracks the progress on all leads.

e The DMS provides reports that allow all GM
leads to be monitored.

Electronic Vehicle Invoicing (EVI)
"This integration point improves the efficiency of
processing vehicle invoices by providing paperless
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electronic vehicle invoices (EVI) and instant access
to complete and accurate data on new vehicle
inventory. It also has a Best Practice electronic
process for handling vehicle inventory.

How it works:

¢ Invoice data is received from GM electronical-
ly and processed automatically. No re-keying
required (except for vehicle transfers).

e Automated accounting for the purchased vehi-
cle is handled through the click of a button.

¢ Integration to purchase orders and work orders
allows dealer-installed options to be added.

e Sales staff can access the retail copy (no costs or
key codes) of the EVI.

e Sales managers can e-mail or desktop fax the
EVI for Dealer Transfers.

e EVlis accessible from the vehicle record at any
future time by everyone in the dealership.

Currently in development

Integrating GM’s incentives and residuals informa-
tion into the DMS has been called the “holy grail”
of integration — something every dealer will under-
stand. Quorum, GM, and a dealership in Ontario
piloted this integration point. Three of the benefits
are:

e Reliable quotes help improve the entire cus-
tomer experience and work as a sales tool to help
sell cars. Dealerships can provide customers with
assurance that every available incentive is applied to
their deal.

e The system tracks expired incentives/residuals
and implements all the compatibility rules to pre-
vent costly mistakes.

e Abonus is the integration into Quorum’s Vehicle
Delivery reporting and accounting system, ensure-
ing that the proper incentives are always claimed
and posted. The net result is clean receivables.

Roadmap for 2007
In June of this year, Maury Marks was the featured
speaker on a Cross-Canada Tour, co-sponsored by
Microsoft, meeting with GMCL and Saturn retail-
ers in five major cities. Integration was the primary
topic of discussion. Attending dealers got a look at
Quorum’ new reporting portal, the Real-Time
Dashboard powered by Microsofts SQL Server
2005, which provides easy and immediate access to
key business information on a real-time basis.
GMCL and Quorum presented the dealers
with a selection of 12 potential integration points
for 2007, and they were asked to vote on their inte-
gration priorites. This feedback, combined with
feedback from all existing customers, will allow
Quorum and GMCL to put their development
emphasis on the points that are most important to
Canadian GM dealers. @

To find out more about Quorum’s “Integration Road Map”
call 1-888-267-6180 extension 267.



