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Getting Started

About DGPOnline

DGP Onlinés a useifriendly system designed to hefalesteamsfollow-up with their
customers and sell more vehicleBGP Onlinallows users taleliver automated mails,
mailings,marketing reports, prospect lists, ceélminders sales team statistics and myahuch
more.

DGP Onlindéies in the simplicityand effectivenessf the sales plannerthat Daily Gameplan
hasproducedfor years with the efficiency of an online CRM sygstdlost CRM systentn the
market todayare very expensive and cumbersoneit with DGP Onilee, the transition
between hightech and lowtechresults in areasyto-use, dealership focusednd inexpensive
program thatcan,with proper usagegenerategreatresultsfor your dealership

DGP Onlinallows much more personalization and customization rthaith virtually every
other CRM on the marketWhenDGP Onlinésused correctlyyou can expect to bring back
customers, set more appointments, agdnaate more sales.

ThisDGP OnlinéJser Giide outlines the steps you will need to effectivetyplement the
system with your sales team. And, as with any of our prodifcgsu have any additional
guestionsor concerns please feel free to call daamdirectly at 18883306006 Maday
through Friday6:00a.m.- 5:00 p.m. Mountain Standard TimaéAe will be more tharhappy to
assist you with your specific needs.

Thank you for choosin@GP Onlinsales and followp systens. We sincerely appciate your
business, feedbadknd referrals.

/

Scott Bergeron, President
Daily Gameplan, Inc.
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Quick StartUp Guide

Seting Up YourDealership Settings

1.) Go tonew.dailygameplanonline.conand addthe websiteto favorites
2.) Login your username andapsword.
3.) Go toDEALER UPDATHZ=ALERSHIP SETTINEHICLE MAKEBSd default your
primary vehicle for your dealership. CIERIT Check thd®EFAULBox. ClickJPDATE
4.) Go toDEALER UPDABEBRANAGEUSERSENter in all salespeople and assign them user
namesand passwords.
» The username/ou assign your sales teasannot changeso please choose
your usenames carefully We suggest €liter first initial and last name or a full
first and last name Usemnames should be more than six characters in length.
We al® strongly suggest keeping both username and password in lowercase
since the system is case sensitive.
» Thepasswords thaare assigned¢an be changed at any time during your
subscription to DGP Online.
» There are three levels of security in DGP OnlW#encreating users, please
aSt SO0 GKS Y2al FLIWINRLNARFGS aNRESe F2NJ
Salespersorr This individual onlas access to their data, reportee
ability to print letters, send emails, and print call reminder lists.
LYRAGARdIZ tyAYsSaAYyR2LIDS@at adzLd O2dzy ¢
will also appear on the home page of your DGP Online system.
Manager=! f 42 1y2¢6y la GKS a{StftAy3a al yl 3
full access to all components of the system, including contact schgdule
useNJ 2 Sl dzLJ LINA@AT SISE +FyR O00Saa G2 20
Gal yl 3S NEalsd h&&itBeir stadistids includedn the home page.
InfoManager= Thidevel of security will give you access to virtually all
aspects of the system and will not shew a salesperson on the
homepage.
» Go to the home page and check to see that all your salespeople are listed on the
home page correctly.
5.) Go toDEALER UPDABEBANAGEGOALSEnterA Y RA @A Rdzl £ &l £ S&LJS2 LX S
month. ClickEditto change salespergpQa F2NB Ol &G T2 NJ SA G KSNJ LINZ
6.) Go toDEALER UPDAHMBPEALER SETTINGALES STAWSedit Demo, Sales, T.O. to
Manager, UPs and Wrieps forecasted for the entire dealershiphese statistics
appear on your homepage and do not changress you change them.
7.) Go toCONTACSCHEDULBMANAGE PROGRAMEhese are all your contact
programs and the page where you can make programs inactive, edit, or add a new
program.
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» To make a program inactive simply clizELETERext to the program you ant to
make inactive. If you wish to reactivate the program, ggC@ONTACT
SCHEDULES>ACTIVATE PROGRAMS

» To make a program the default prograchickEDIT thencheck the box next to
Default.

» To make a ew program fill in required fields the CREATEEW PROGRAbDX
and hitCREATE.

Your Dayto-Day Routine

1.) The frst thing the InformationManageror Managershould dodaily is tomake certain
that all customerand prospect information is loaded into the system.

2.) Thelnformation Manageor Managerisalso goingo need to send scheduled eails
daily. Go tothe bottom of the homepage SEND SCHEDULED EMAIDS carmecide if
your Salespeopldehe Manager or the Information Manageshould be responsible for
sending emails outMakeclear who will be snding out these emails.

3.) Print out ktters and pass them out to salespple To print:

» Go to bottom of the homepageSEND LETTERRINT LETTERS ICPRINT
LETTERERINT The letters should then print. After you have printed these
letters close out of thd>DF letter box and hBACKnext to the Print Letters link.
ThenREPRINT LETTERS OR POST ANSKiNG .the salespersda name
whose letters have been sent cliBIRINT SENT LETTERS TO CONTAGH LOG.
there has been an issue printing click the same buREPRINT LETTERS OR
POST AS SEHN@&foreyou post letters as sent.

4.) Print out the callist and pass them out to your salespeop{@o tothe bottom of the
homepagePRINT CALL LIST

5.) Itis advised the Information Manager Managerprints out customer angbrospect
reports and hads these out to salespeopte make sure there are no additional
updates.

*Feel free to use the demo site at any time by logging into
new.dailygameplanonline.com with:

Username:manager
Passwordscott
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Access DGP Online

» By now yothave spoken wh a staff member from DG®nlineand receivedch
username and password.

» To access D@Pnline simply enter the following address into your internet browser:
new.dailygameplanontie.com It is highly recommendethat this address is added to
your fawrites or set as younome page.

‘€ Home - Windows Internet Explorer provided by Yahoo!

—— . —
@ @ ¥ | € http:/inew.dailygameplanonline.com/default.aspx V] @ ¥y
File Edit View Favorites Tools Help R

x Y7 - @ ~ |web Search «» [Z:Bookmarks~ [T Settings v | B mall ~ )My Yaho

» Loginyour usename and @ ;
passwordand clickbOG INIf MDA’LY

you haveforgotten your GAMEP

username passwordimply
clickon the Forgotyour
Passwor® If you have

User Name:

forgotten your username p‘,‘vm.'d'_ ==

please contact us directly and
our staffwill be happy to assist

you.

»  2dz Oty Ffaz2 F00Saa ¢KS 51 Afe& DIFYSLIIyQa
managerand passworgcott. * HEDAILY.
You will recognize you are in th GAMEPLAN

demo Site and not your HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT
~ A A . Icome to Daily Gameplan's Demo Site
RS t S Kiie Betaud@ the

. Dealership Sales Statistics Forecast Actual = Track "":,ﬂi““ g‘:tslg
%
top will readWelcome TestYou | e e
ags . Demo 95 31 53 56% 94%
are welcome to utilize this demo |unw S B e ]
. . T.0. to manager 75 21 36 48% 64%
site to become more familiar s 2w ew ew
with the online system - Forecast | Actual |1 Track Forecast Actual . Track QoS
y . D EIPELSOI Ups ups |'raC % Sales | Sales '€ % “%f“
Jake Bergeron 65 11 19 29% 18 8.0 14 78% 73%
Nathan Bergeron 34 13 22 65% 11 6.0 10 91% 46%
Nicole Bergeron 30 9 16 53% 12 8.0 14 117% 89%
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> The first page that will appear as soon as you have logged into the system will include

information YR 32 f Qa NB Il NRA Y s vieKaSndiRdbial f SNE KA LI |
salepeople.

Enter Dealership Information

Manage Dealership Vehicle Makes [DEALER UPDATES | CONTACT SCHEDULES LOGOUT

1 MANAGE 4
» Go toDEALER UPDATHRSN EXPORT LIST TO EXCEL 8
DEALERSHIP SETTINGS ] DEALERSHIP SETTINGS > VEHICLE MAKES [-;3
MAILING LIST 4 ‘ SOURCES
then VEHICLE MAKES. e |
Phone Number [ L
(606) 123-4567 TEAMS : %

» The system ipresetwith models and makeim whichthe particular dealership can

then edit. To make any of these makes inactive simply Eldikuncheck theActive
box andclickUpdatewhen finished.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES C

¥ehicle Make Actions
AC Cobra Edit
Acura Edit
Alfa Romeo Edit
AMC Edit

» To make a particularehiclemakethe
default simply clicleditthen check the

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS
Defaultbox andclickUpdatewhen

Add Dealership Sources

finished.If you own a Chevrolet ”e:‘C'f Hoke ag cobe
. Default 4
dealership for example yourediault _— T

shouldbe Chevrolet.

[ Update ][ List ]
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Entering New Wers

» Go toDEALER
HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

U P DAT ES’I e n ‘ Name. ] Actions

Jake Bergeron Create Prospect (v GO Edit Ch
MANAG Ehen i on Create Prospect v Edit Ch

create a new 4— ‘
user on the site e e 100
simply fill in the = (707 000
required fields | ehere e ] |
andclick ot e
CREATE. — [
» When assigning et rese '
roles for new oy
dealership (o)

users there are

three different levelsof security ASalesPersors a salesperson working at your
dealership. AnnfoManageroversees and has access to everything in the system. A
Manageralso has access to the entisgstem;the only difference between Banager
and aninfoManageris the Manageris someone whalsosellsvehicles andvill have
their nameandsales statistictisted on the front page.

» When filling out the contact information yotanselect to use the dealership contact
AYTF2NXYEGA2Y 2N) dzaS GKS al f SalLl)SNddgdea Ay T2 N
where they wante-mails, letters, and phone calls to go directly in regards to each
particular user.

» The username selected must remain consisténs suggested to use a first name and
last namefor each username so it will lmasily remembered Employeenumbers are
not suggestedecause they are easy to forgett is also advised tase all lower case
characters for both user names andssavords to avoid any issukxyging in DGP
Online is case sensitive

» Hll in the security question and answergase you cannot remember your usgime so
our staffcan securely assist you in a futusdrieval.
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Editing User Information

<

EDIT DEALERSHIP USER <

Role SalesPerson v
Team Scott's Team B |V
Username [JakeB

First Name lJake

Last Name |Bergeron

Email |jake@scoﬁsautoworld.com
Is Active

Making a User Inactive

You can edit the inforttion of
your current users byglicking theEDITlink next
toanA Y RA @A Rdzl £ Q thengdit ¥ @
contact information as well as rka this
salesperson active oraative.

» You have the ability tsmake a user inactivby unchecking thds Activelink next to

GKFd AYRAGARIZ t Q&

>

VIEYSo

» Deleting a User. Go DEAER UPDATES>MANAGE>SEBN click delete next to

the salesperson. AJ- 3 S

select specific salespeople to take over these prospects and custoirys.
prospects or customers that have another salesperson will be automatically
redistributed to that salesperson first. All other prospeatsl customers will be split
evenly and randomly among the salespeople that you seletish by clicking
Delete. Once youake this action an Orphan Lettand Emailvill be distributed
informing customersof the salesperson whwill be assisting them &m this point

forward.
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Manage Goals

» Go toDEALER [DEALER UPDATES | CONTACT SCHEDULES LOGOUT =
UPDATESen ‘ MANAGE » | USERS ‘
|‘ EXPORT LIST TO EXCEL 4 ‘ GOALS \
MANAGEandthen | DEALERSHIP SETTINGS » PDFs for EMAIL [%
GOALS. [ MAILING LIST b SECURITY »
| = [ IS St i L G A P
Salesperson Name Prospect Goal Sales Goal Actions
Cliff Long 40 10 Edit
Jake Bergeron 45 13 Edit
Mathan Bergeron 35 10 Edit
Micole Bergeron 30 10 Edit
Scott Bergeron 40 10 Edit
test test 40 10 Edit

» Here you ca enter the desired number of BRUhsold Prospects) as well aales
goak for each salesperson @ach month. Go to th&DITbutton next to thespecific
al t S&LJS NE 2 gn@eéthe fleldyr8latdd 16 Rrospect Goals and Sales §oal
then clickUPDATERvhen finished When you areoneyou can clik LISTo see all
salespeopleandtheir goals.

Manage Sales Statistics

'S |DEALER UPDATES | CONTACT SCHEDULES LOGOUT

» Go toDEALER UPDATIRSN T MANAGE » I
DEALERSHIP SETTIN@Sthen | ST P
DEALERSHIP SETTINGS 4 ‘ VEHICLE MAKES ‘
SALES STATS MAILING LIST 4 | SOURCES i
— ‘ SALESSTATS 1 ‘
Edit | TEAMS W]

» Here you can manage the goals for the entire dealership relating to Demos, Sales, T.O.
to Manager, UPs, and WrHdps.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

Sales Statistics Actions
Demo Edit
Sales Edit
T.0. to manager Edit
UPs Edit
Write Up Edit

10| Page



DGPOnline User Guide

Contact Schedules

» The Daily Gameplan hase-written over twentydifferent contact schedulefr your
dealership useYou have the ability to edit these letterspeails, and call referrals at
anypoint intime as well as delete or add additional contact schedules. Ounpitéen
contact schedules are included Engish as well as Spanish.

Manage Contact Schedules

» Go to CONTACT SCHEDUIHES to
5 [CONTACT SCHEDULES | LOGOUT MANAGE PROGRAMEhere are already contact
MANAGE PROGRAMS 3 ,
J I schedules set up for you to use which you can
ACTIVATE PROGRAMS . . . . .
! either use as is, edit and use, or simply delete if

you feel it does notelateto your dealership at any point in time.

» If you do not want to use a whole schedule, for example yomaot have 5 year leases,
then hit delete next to the program name.

Program Name Program Type Actions

4 year program Prospect Edit Delete Manage Steps
S Year Lease Customer Edit Delete Manage Steps
Credit Turndown Prospect Edit Delete Manage Steps
Do Mot Contact Customer Edit Delete Manage Steps
Da Mot Contact Prospect Edit Manage Steps
P L LSS Fan IS RA LS TS

Pk To personalizepecific steps for each schedule ciM&nage StepsOnce you hae
clicked manage steps youll see a list of stepsroucan addanyadditional information
you chooseo the letters, emails, or follow up phone cal Always remember to click

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT
: i Saveto the program
EDIT PROGRAM STEP
Step Name S Year Lease - 1 Day Email When you are fi n |Shed .
From Type Salesperson (v |
Contact Type O Letter @email O call
Contact Days
Subject A quick note from [SalesPerson] at [Dealer] P YOU Caralso add
D P ct], .
Eggiﬁiﬁ];;izde to] take a minute to thank you for choosing your [Vehicle] from L add Itlonal Com ments to
1al ted to let ki that, rt of the [Dealer] team, I H
coarrfr?'\iwt'taer; :o r:a&:n;usuur::lz\;t yaou Zsrepf:orr?plet:f5 s?:isef:ed?am o |etters Or e—mal IS before

So whether you need assistance setting up your first service visit, or you
have a friend or relative who needs help with their next vehicle purchase, I
am always here to help.

Message
Thanks again for your business. v
You can use Yariables in the Message and Subject Fields. Real values will be substituted. |
[Dealer] = Dealership Name 11 P a g €
[SalesPerson] = Salesperson's Name (First Last)
[Prospect] = Prospect's Name (First Last)
[Vehicle] = Vehicle Name
[DealerPhone] = Dealer Phone
[SalesPhone] = Salesperson Phone
[SalesEmail] = Salesperson Email
[SalespersonTeam] = Salesperson Team

Save
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sending them outndividually.

> If you want to create a new program of contact simply go to the box on the top of the

page and fill in the required fields.

CREATE PROGRAM
Program Name

Program Type Prospect Program ||

Default O
Active
Activate Contact Schedules
» First go tocCONTACSCHEDULESenN to 157 (RN PG R OGOUT-
7 ACTIVATE PROGRAMS i

4 N
AT

» The programs you have dctivated are listed here. If you choose teaetivate any of

the schedules simply click the activate button next to the program.
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