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1 - Dealer Input

Owner 8 Boat

Information

OPERATION:

Keep Your Customers
Boating

\__

Dealer Virtual BDC Post Sale Follow Up Process

Day 2

2 - Email

* Thank you

* Introduce vEDC's
role

* Sets the stage for
phone cantact

* Dealer Branded

Day 5

Day 5
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3 - SMS/Text

Alert customer of
today's phone
contact

Opt-Out

Ome question Survey

4 - Phone Call

* Focus on first days
boating
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Cperation of boat?

* (perate as
expected?

= One guestions

Survey

If Opt-Out

v
9 - Weekly 8 - Immediate
Recap Feedback
Reporting

* Status of all owners

* Mew Boater
Satisfaction Index
IMBCEI)

* Report trends

F 3

* All phone contacts
*Excellent Report
*Trouble Reports

6 - Document
Call

+  (Call sSummary
+ Details to help

dealer prioritize
and take action

7 - Hot
Transfer

OPTIOMNAL

completed Survey or Dealer Contact Requested

Phone
Contact

?

Day 7

5 - Text

* Sarry we missed
You...

* One Question
Survey

* Dealer Contact?
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