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Here's a detailed, practical guide on how the Sales Team at a Toyota dealership can
improve their time management, broken down into actionable sections.

s Streamline Lead Management and Prioritisation

Implement a robust CRM system

A strong Customer Relationship Management (CRM) system (e.g., VinSolutions, DealerSocket, or even
Salesforce with automotive add-ons) allows the team to track every lead, schedule follow-ups, and monitor
customer interactions in one place. This prevents leads from slipping through the cracks and reduces time
spent searching for information.

Qualify leads early

Train sales staff to quickly identify high-potential customers versus casual browsers. This allows them to focus
energy on serious buyers, improving closing rates and saving time.

Prioritise hot leads

Use lead scoring in your CRM to flag customers who have interacted frequently (e.g., multiple website visits,

responded to emails). Follow up with them first each day.

© Improve Appointment Scheduling and Showroom Flow
Promote scheduled appointments
Encourage customers to book appointments rather than walk-ins. This allows salespeople to prepare vehicle
options in advance, reducing wait time and enabling a smoother experience.

Pre-prepare vehicles

Have vehicles cleaned, fuelled, and ready for test drives before appointments. This eliminates downtime
waiting for the car to be pulled up.

Use showroom "zones"

Divide the showroom into designated areas (e.g., new arrivals, test drive prep, finance discussions). This
makes it easier for salespeople to move customers through each stage efficiently and helps them manage

multiple customers during peak hours.

B8 Automate and Simplify Administrative Tasks

Use email and text templates

Save time with pre-written emails/texts for reminders, thank-yous, and promos.

Digitise paperwork

Use e-signatures and online forms to cut paperwork time.

Standardise Trade-in evaluations

Have a clear, documented process for evaluating trade-ins (perhaps even using tools like Kelley Blue Book

instant cash offer) so that these tasks don’t slow down the sale.
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Block time for follow-ups

Encourage sales staff to set aside dedicated time each day just for outbound calls and emails, rather than
reacting to them throughout the day. This reduces context switching and increases productivity.

Teach objection handling skills

Better-trained salespeople can handle objections faster and avoid prolonged or unproductive discussions,

freeing up time to work with more customers.

® Reduce Bottlenecks in Financing and Delivery

Coordinate with finance in advance

Make sure all documents and finance pre-approvals are ready before the customer sits down to sign. Sales
and finance teams should meet briefly each morning to align on expected deliveries and paperwork status.
Offer pre-delivery checklists

Prepare a checklist for final delivery steps to avoid last-minute surprises or delays, making the experience

smoother and faster.

@, Leverage Data to Improve Efficiency

Track conversion metrics

Regularly review metrics like time-to-close, follow-up attempts per sale, and lead response times. Identify
patterns: which steps take longest, and where do customers drop off?

Hold quick daily huddles

Brief team stand-ups at the start of each day to review appointments, daily priorities, and outstanding tasks

help everyone stay aligned and focused.
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