CASE
STUDY

LEAD MANAGEMENT
SYSTEM CUSTOMIZED TO
MEET SPECIFIC NEEDS OF
AUTOMOTIVE OEMS

Client Background

Our client is a leader in the U.S. automotive lead distribution
industry. The company provides

* Innovative solutions for lead scoring, prioritization,
validation, and appended.

+ Enterprise level CRM bi-directional data transfer.

* Generates unparalleled business intelligence analytics,
which are presented through a lead performance dashboard.

In the U.S., there are seven major OEMs and dealer groups-about

1400 dealers-using the client’s services to increase sales, simplify
the process to find clients, and analyze performance.
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Business Challenge

In order to be competitive in the rapidly developing market, the client focused on the
following business goals:

+ Build an enterprise lead management system, which included lead and sales
management, lead nurturing, lead data appending and normalization, bi-directional
integration with OEM dealers’ CRMs, etc.

+ Customize products for specific OEM needs that support all OEM processes,
standards, organizational structure, style of work, culture, metrics, etc.

+ Provide world-class analytics service that allow customers to track progress metrics,
identify and predict issues and risks, and help customers make timely and balanced
business decisions.

Project Description

SoftServe created an efficient and flexible solution that could be easily adjusted for new
clients and needs. SoftServe used its Abiliton approach to provide software architecture,
business analysis, design feature and component implementations, and Ul design. Quality
was built-in throughout the entire process.

Value Delivered
The value delivered to the client included:

* Increased business and revenue thru implementing inventory lead generation and
management, lead program management improvements, and a concierge program.

+ Developed business intelligence reports, which opened doors for new client contracts.

+ Updated monthly product releases included features requested by business,
operations, and customer support teams.

+ Improved scalability, flexibility, and maintainability of the product

* Increased volume—as result business and revenue increased thru implementations
and improvements of the lead processing system (LPS).
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ABOUT US

SoftServe is a digital authority that advises and provides at the
cutting-edge of technology. We reveal, transform, accelerate, and

optimize the way enterprises and software companies do business.

With expertise across healthcare, retail, media, financial services,
software, and more, we implement end-to-end solutions to deliver
the innovation, quality, and speed that our clients’ users expect.

SoftServe delivers open innovation—from generating compelling
new ideas, to developing and implementing transformational
products and services.

Our work and client experience are built on a foundation of
empathetic, human-focused design that ensures continuity from
concept to release.

We empower enterprises and software companies to (re)identify
differentiation, accelerate solution development, and vigorously
compete in today’s digital economy—No matter where you are in
your journey.

Visit our website, blog, Facebook, Twitter, and Linkedln pages.

USA HQ

201 W 5th Street, Suite 1550
Austin, TX 75703
+1 866 687 3588

EUROPEAN HQ@

One Canada Square
Canary Wharf
London E14 5AB
+44 (0) 800 302 9436

info@softserveinc.com
www.softserveinc.com

softserve


https://www.softserveinc.com/en-us/
https://www.softserveinc.com/en-us/blog/
https://www.facebook.com/SoftServeCompany/
https://twitter.com/SoftServeInc
https://www.linkedin.com/company/softserve/

