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Activities can be tailored to meet any specific warranty
requirements. Remember that manufacturers are concerned Answers are saved for

about the CSI level too. Quite often, they try to find out on
their own about “warranty repair” customers CSI level and
consequently reward dealerships for having good marks.

future reference and
reports.
You will know more
about your customers
than you ever have.

Improve your existing

Tango's Service Reports will be of great help when you need LTI :TKL

to evaluate the effectiveness of your service retention SE— 01LET
strategy. Not only will the reports provide you with the M T
results on the calling effort of your personnel, but alse they

will supply you with statisties shewing an actual % of sales of

service appeointments. Furthermore, they will provide you

with statistics showing the probability of eventual sales (Fig.

11 and 12).

Think of the advantages of working with knowledge of a EEEET) e sws]

customer’s behavior and needs.

Think of the advantages of knowing about the real
performance of your personnel.

Another great product by Tango Software inc.
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