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Introduction

Have you ever wondered how successful
businesses keep topping their sales
charts every year?

Every sales manager knows that any
sales team can have a successful quarter,
but closing deals consistently month in
and month out is the mark of a truly great
sales team. The secret is that successful
businesses don't just throw darts in the
dark by making sales here and there.
They analyze their sales processes,
where their leads come from, how much
time they spend converting a lead to a
deal, and how they can keep improving.

So how can you start
doing this? The answer is
SALES FUNNEL
DASHBOARD
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In today's fast-paced automotive industry,
staying ahead of the competition requires
more than just intuition; it demands data-

driven decisions. A well-crafted sales
funnel dashboard is a powerful tool that
provides real-time insights into key
performance metrics, empowering leaders
to make informed choices that drive
success.

This e-book will guide you through the
process of creating a strategic sales funnel
dashboard tailored for the automotive
industry, helping you transform raw data
into actionable intelligence.
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SALES FUNNEL DASHBOARD

CHAPTER 1

Sales Funnel

Dashboard

What is Sales Funnel Dashboard?

A sales funnel dashboard is a
visualization tool that provides a
comprehensive overview of the sales
process, tracking potential customers as
they progress through different stages of
the sales funnel. It helps sales managers,
executives, and other stakeholders
monitor performance, identify bottlenecks,
and make data-driven decisions to
optimize sales strategies.

Importance of Sales Funnel
Dashboard

Many businesses face a common
challenge when trying to expand: they
make sales, but they're often clueless
about why their products are selling, how
long their sales cycles last, or how to
effectively follow up with leads that don’t
progress past the initial stage. Questions
like “Why aren’t we getting more leads?”
or “What's causing bottlenecks in our
sales process?” remain unanswered.
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Winning companies like
Squareyards, Cisco, and Amazon
have mastered the art of
understanding and optimizing
their sales processes. These
industry leaders have built
systems that attract the right
leads and efficiently convert them
into paying customers.

They've figured out how to acquire
customers and scale their profits by
leveraging a well-structured sales funnel
that is constantly updated. This system
gives them deep insights into the
thoughts and behaviors of potential
clients throughout the buying journey.

An integral part of this success is the
use of a sales funnel dashboard. This
tool provides a visual and data-driven
overview of the entire sales process,
from lead generation to final conversion.
By consistently monitoring and
analyzing this data, companies can
identify where leads drop off, which
strategies are most effective, and how
to adjust their approach to maximize
conversions.
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SALES FUNNEL DASHBOARD

You spend $1,00,000
to acquire 100 leads

000
At the end of the sales [l. .|]
cycle, 5 leads make a wy
purchase of $1,00,000
each

Here you have a
$5,00,000 return on
$1,00,000 invested (500
percent)

Knowing this lets you accurately predict how much you will sell in the future.
Not only does this help you with your sales plan for the next quarter, but also
lets you take an informed decision on how much budget you need to allocate
in order to meet your projected target for the year.

WWW.TECHMAXTEC.COM
04



COMMON CHALLENGES IN AUTOMOTIVE DEALERSHIP SALES

CHAPTER II

Common Challenges in
Automotive Dealership
Sales

Sales managers in the automotive industry
face the challenge of navigating a complex
market. By leveraging data, you can make
informed decisions that drive growth and
efficiency, leading to better sales outcomes
and customer satisfaction.

Managing Large Volumes of Data from
Various Sources

Automotive dealerships generate data from
multiple channels: showroom visits,
online enquiries, phone calls, service
appointments, and more. This creates a
complex web of information that needs to
be effectively managed and analyzed.
Without a centralized system, tracking and
utilizing this data becomes cumbersome,
leading to inefficiencies. Sales managers
often struggle to integrate and harmonize
data from disparate sources, which can
result in incomplete or inaccurate insights.
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COMMON CHALLENGES IN AUTOMOTIVE DEALERSHIP SALES

Key Issues:

o Data Fragmentation: Information is
scattered across various systems and
platforms, making it difficult to
compile a comprehensive view of
operations.

o Data Overload: The sheer volume of
data can be overwhelming, leading to
potential oversight of critical insights.

¢ Manual Data Processing: Reliance
on manual data entry and analysis
increases the risk of errors and
delays.

Delays in Decision-Making Due to
Lack of Real-Time Insights

In the fast-paced automotive market,
timely decision-making is crucial.
However, many dealerships suffer from
outdated reporting systems that provide
historical data rather than real-time
insights. This lag hampers the ability to
respond swiftly to market changes,
customer enquiries, and internal
performance issues.

Key Issues:

e Outdated Information: Decisions
are often based on historical data,
which may not reflect current market
conditions or internal performance.

o Slow Reporting Processes:
Generating reports manually can be
time-consuming, delaying the flow of
information to decision-makers.

¢ Reactive Management: Without real-
time data, managers are forced to
react to problems after they occur
rather than proactively addressing
them.
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Inefficient Sales Processes Leading
to Lost Opportunities

Inefficiencies in the sales process can
result in missed opportunities and lost
revenue. Common inefficiencies
include poor lead management,
lengthy follow-up times, and
inadequate tracking of customer
interactions. These issues can frustrate
potential customers and cause them to
lose interest or turn to competitors.

Key Issues:

o Lead Leakage: Without a robust
system to track leads, potential
customers can slip through the
cracks.

o Slow Response Times: Delays in
following up with leads can reduce
conversion rates and customer
satisfaction.

¢ Inconsistent Sales Practices:
Variability in how sales processes
are executed can lead to inconsistent
customer experiences and missed
sales opportunities.
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ADDRESSING THESE CHALLENGES WITH TECHMAX

SALES FUNNEL DASHBOARD

CHAPTER III

Addressing These Challenges with
Techmax Sales Funnel Dashboard

o
4 l‘
CENTRALIZED DATA NEAR TO REAL-TIME
MANAGEMENT INSIGHTS

Techmax’s dashboard centralizes data from
various sources, such as CRM systems,
marketing platforms, and sales databases,
into a single, unified interface. It reduces
data duplication and inconsistencies by
consolidating information, ensuring more
accurate reporting and decision-making.

The dashboard delivers near to real-time
insights by continuously updating data and

metrics as sales activities occur. Facilitates
prompt intervention when issues arise, such as
identifying a sudden drop in lead conversion
rates or spotting a bottleneck in the sales
process.

OPTIMIZED SALES
PROCESSES

The dashboard can track and analyze every
stage of the sales process, identify bottlenecks,
and provide actionable insights to improve
efficiency and conversion rates. Highlights
areas where leads are stalling or dropping off,
allowing for targeted improvements to move
leads through the funnel more effectively.
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ADDRESSING THESE CHALLENGES WITH TECHMAX

SALES FUNNEL DASHBOARD

TECHMAX SALES FUNNEL DASHBOARD

BMW Vehicle Sales Lead Tracker

Qualified Leads Test Driven Test Driven rate Booked Leads Closed Leads Closed Rate

404% PY:303| » +61.7%

4162 2622 83.48% 1027 177%
Closed Leads Cy vs PY

C¥lesdsi490 PV Leads: 303
©C Closed Lesc @9Y Closss Lead

Source

2 209 @3

Closed Leads- Campaign

0 0 0

& sse
450 3143

Lead Segmentation Sody Sole

Stage ®Quaifcation ®Vebicles Shortisting * TD Schaduled ®Test Drven © Offer Submitted @ Closed

Techmax’s Sales Funnel Dashboard equips sales teams with the tools
needed to manage sales processes more efficiently, respond swiftly to
changes, and drive higher conversion rates by integrating data, delivering
real-time insights, and optimizing workflows.
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BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

CHAPTER IV

Behind the Scenes: Building
a Sales Funnel Dashboard

Creating a Sales Funnel Dashboard isn't just about data; it's about crafting a tool that
empowers sales managers with actionable insights to drive their sales forward. This
meticulous process involves several key steps, each crucial in shaping a dashboard
that not only informs decisions but also integrates seamlessly into the fabric of
organizational strategy.

Step 1: Map the Process Blueprint in an Automotive
Dealership

What is a Process Blueprint?

A Process Blueprint serves as a visual depiction of how a company generates and
captures marketplace value. In the context of an automotive dealership, this includes
acquiring new customers, fulfilling existing customer needs, and enhancing product
and service offerings.

Steps Involved in Process Mapping:

1. Identify the Starting Point

Webform

Salesforce

Whatsapp

Walk-Ins

09
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BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

Start with a sticky note to mark where each process initiates. Most automobile
companies generate leads through multiple channels. For example, leads who
contact you through a webform on your homepage, leads who interact with you on
social media, leads who email you, and leads who comes directly to the showroom.
The first step is to capture all these leads and tag them based on their source.

Source

Walk In 114 (23%)

,— Ads 209 (43%)

\Website 167 (34%)

This is the sales funnel lead source chart of an automotive industry in which 43%
of the leads came through ads, 34% of leads are from website whereas 23% of
the leads are walk ins to the showroom.
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BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

2. Identify the Ending Point

Webform

Closed
deal

Salesforce

Whatsapp

Walk-Ins

Use another sticky note to indicate where each process concludes. The primary
ending point in most sales funnels is the successful completion of a sale. This means
that a lead has progressed through all stages of the funnel, agreed to the purchase,
and has become a customer.

For instance, in an automotive dealership, this would mean the lead has signed the
purchase agreement and taken ownership of the vehicle. Clearly outline what
constitutes the ending point. This could be a signed contract, a completed transaction,
or a fully onboarded customer. The criteria should be specific, measurable, and
understood by all team members.

WWW.TECHMAXTEC.COM 1



BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

3. Fill in the Gaps

Webforms

Salesforce

Test

i —_— Closed
Drive

Deal

Whatsapp l
No

Reschedule
Test Drive
walklns —

Once you've identified your starting and ending points, it's crucial to map out the
journey in between. This involves detailing each step a lead takes through the sales
funnel, ensuring you capture every critical stage.

For example, after a prospect views an online ad, they might "Click ad," "Visit
landing page," and "Fill out contact form and after that turn the leads into
qualified leads and then into the “Test Drive” phase. Continuously asking,
"What happens next?" helps you clearly outline the progression.

With your leads organized and scored according to how well they match your
ideal customer profile, the next step is to move them through the sales funnel.

Automated lead nurturing emails are an efficient way to maintain engagement.
For instance, you could send a welcome email immediately when someone signs up
for a trial, followed by a feature highlight email a few days later. If a lead frequently
visits your pricing page without purchasing, an automated email offering reasons to
buy could nudge them towards conversion, ensuring you stay connected with leads
throughout their journey.
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BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

4. Connect the Steps

‘

Webforms

Salesforce

N Test offer Price - Closed

Drive Submitted Negotiation Booked Deal

Whatsapp J'
No

Reschedule
Test Drive
walkkins  —

Once all steps are mapped out with sticky notes, connect them with arrows to
illustrate the flow of each process. This visual representation clarifies how prospects
or customers move through your business processes.

As you guide customers through the sales funnel, the goal is to smoothly transition
them from one stage to the next. Starting with awareness, you attract a broad
audience with compelling marketing strategies. Once leads show interest, you
engage them with targeted content and communication, offering value and addressing
their specific needs. Finally, in the decision stage, you focus on converting these
leads into customers by managing critical touchpoints like test drives, price
negotiations, and financing discussions.

Throughout this journey, sales funnel dashboard helps you track progress, and

ensure no opportunity is missed, facilitating a seamless transition from interest
to purchase.

WWW.TECHMAXTEC.COM 13



BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

Step 2: Identifying Critical Phases

When refining your business operations, it's crucial to identify the critical points where
mistakes could have significant consequences. In automotive dealerships, critical
phases might include:

Leads Progression

Totallead
Potental

This diagram provides a
detailed overview of the lead
journey within an automotive
dealership's sales funnel. It

Qualification

Vehicles Shortlisting

TD Scheduled highlights the critical phases
each lead goes through, from

Test Driven initial contact to final
purchase.

Offer Submitted

Negotation

Booked

Closed

¢ Lead Qualification:

Before prospects even get to the test drive, it's essential to qualify leads effectively.
This phase involves assessing whether a potential customer is genuinely interested
and has the means to purchase. As illustrated in the chart, leads naturally drop out of
the sales funnel at each critical phase. For instance, while the total number of leads is
7,000, only 4,162 of those progress to become qualified leads.
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BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

Qualified Leads By Model
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This chart shows the leads that are qualified based on the vehicle model. This helps
the sales team to personalize the messages based on the model that a particular
lead has shown interest in.

« Initial Contact and Follow-Up: o Test Drive/lDemo:
The initial contact phase sets the tone for
the entire customer relationship. This
includes responding to inquiries promptly
and providing relevant information that
addresses the customer’s needs.

The test drive allows customers to
interact with the vehicle in a real-
world setting, providing a tangible
experience that can significantly
influence their purchasing decision.
After the initial contact, send a follow-up As leads move through the funnel,
email that includes a link to a detailed the number decreases further. In the
brochure, customer testimonials, or a leads progression chart, out of 4,162
special promotional offer. This not only qualified leads, only 3,141 have
keeps the lead engaged but also provides scheduled a test drive, and of those,
them .With useful information to aid their just 2,622 actually attended.
decision-making process.
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BEHIND THE SCENES: BUILDING A SALES FUNNEL
DASHBOARD

Re-engagement techniques

To cope with the lost test drives, it's
crucial to identify why leads are
dropping off at this stage. This could
involve following up with those who
didn’t attend, offering flexible
rescheduling options, or addressing any
concerns that might have prevented
them from following through.

Personalizing the outreach and providing
incentives, like a special offer or a vehicle
feature demonstration, can also help re-
engage these leads and bring them back
into the sales funnel. Sales managers can
understand the sales velocity (measures
how quickly prospects move through the
sales pipeline, convert to customers and
generate revenue for the sales team) and
take necessary steps.

WWW.TECHMAXTEC.COM

o Offer submitted:

After a customer completes a test
drive, they have had the opportunity
to evaluate the vehicle and
determine its fit for their needs. The
"Offer Submitted" step is where the
salesperson provides a formal offer
to the customer, outlining the
specifics of the deal and addressing
any remaining questions or
concerns. Example: The offer might
detail a base price of $30,000 with a
$2,000 discount, financing at 3% for
60 months, a trade-in value of
$5,000, and an additional 2-year
maintenance package.

According to the leads progression
chart, from the 2,622 test drives
done, the offer was submitted to
2,089 leads. The remaining leads
can be reached out to understand
the issue and also suggesting other
models that might meet their

requirements.
16



BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

» Price Negotiation:

The objective during price negotiation is to
reach an agreement that satisfies both the
customer and the dealership. To achieve
this, transparent communication about
pricing is essential, ensuring that
customers understand the value they are
receiving. Offering flexible financing
options and providing fair trade-in
evaluations can also help bridge any gaps
between the customer’s expectations and
the dealership’s pricing structure.

» Booked:

The booking stage is pivotal because it Reach out to these leads with

represents a deeper commitment from the  personalized communication that

lead, indicating they are serious about acknowledges their concerns and

exploring a purchase. Here, out of 1581 offers solutions, such as flexible

leads who have negotiated, 1021 moved financing plans, limited-time

to the next step and booked the vehicle. discounts, or additional perks like
extended warranties. Providing an

Re-engagement techniques added incentive can nudge hesitant
leads to move forward with the

Using a sales funnel dashboard, the booking.

sales manager can quickly identify the
lost leads in between price negotiation
and booked stages and can re-engage
with them. This can be done by
understanding why leads are dropping
off. Common reasons could be price
concerns, uncertainty about financing
options, or a lack of perceived value.
Directly addressing these objections
can help ease concerns.

WWW.TECHMAXTEC.COM 17



BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

e Closed:

Closed Leads Cy vs PY
CY Leads: 490 PY Leads: 303

@CY Closed Lead @PY Closed Lead

Jan Feb Mar Apr May Jun

The closing stage is the final and most
crucial step in the sales funnel process,
where all the efforts of lead generation,
nurturing, and negotiation culminate in
a completed sale. At this stage, the
objective is to finalize the transaction
and ensure that the customer is fully
committed to their purchase,
transitioning from a prospective buyer
to a satisfied customer. Here we can
see the current year and previous year
closed leads, this will help managers to
measure the success rate.

Closed Leads- Campaign

Eid Campaign

o

50

DSF Campaign 105] ~ +75.0% | +45
Summer Campaign 103 | » +585%| +38
National Day 100] » +449% | +31

93] 7 +632%] +36

New Year 89|, +712% | +37

40

PY Closad Lead
30
CY Closed Lead
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Re-engagement techniques

To re-engage customers who have
stalled between the booking and
closing stages, the sales team can
introduce special discounts or
promotions that are available only
for a limited time creating a scarcity
mindset. Communicate these offers
clearly in your follow-up
communications, emphasizing the
deadline to create a sense of urgency.
For example, “Act now to receive an
additional $500 off your purchase if you
finalize the deal by this weekend!”

N

This insights will help a
sales manager to gain
precise insights into
which campaigns are
most effectively
converting leads into
closed deals. This
enables data-driven
decision-making and
allows for the
optimization of future
campaigns to maximize
sales outcomes.

WWW.TECHMAXTEC.COM
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BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

Step 3: Develop Action Guides or Templates

Each Critical Phase deserves its own
Action Guide. These guides outline the
essential steps to navigate these critical
points smoothly, ensuring they are
practical and easy to use.

Developing Action Guides:

e Document as You Go: Record
processes in real-time using tools like
Loom or your smartphone. This
method allows you to capture the
step-by-step procedures and insights
while they are fresh, ensuring that the
guides are accurate and reflect the
most effective practices.

e Practical Approach: Prioritize
developing guides for the most
impactful and frequently encountered
processes. This ensures that your
team has practical resources to
address key stages effectively. Email
templates can be highly effective in
managing customer interactions
through each critical phase of the
sales funnel. By standardizing
communication, sales teams can
ensure consistency, save time, and
enhance their ability to move leads
through the funnel efficiently.

WWW.TECHMAXTEC.COM

The email templates can be
prepared for Lead qualification
phase, Test drive scheduling phase,
Price negotiation phase, Closing
sale phase and Post purchase
follow up phase.

Template Example for Lead
Qualification Phase

Subject: Welcome to [Dealership
Name]! Let’'s Get Started.

Body: "Hi [Customer Name], Thank
you for your interest in [Vehicle
Model]. To help us provide the best
service, could you please share more
about your needs and preferences?
This will help us match you with the
perfect vehicle. Looking forward to
your response!

Best regards,

[Your Name]
[Your Contact Information]

19



BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

Step 4: Building Your Core Team

| 2

With the process Blueprint and Action
Guides established, ensure your team
operates at peak efficiency by aligning
responsibilities based on the Process

Blueprint.

+ Accountability Clarity: Clearly define
who is responsible for each critical step.
This clarity ensures that everyone
knows their exact duties and whom to
approach for each critical phase of the
sales funnel.

» Workload Balance: Identify overloaded
or underutilized individuals. Track key
performance indicators (KPIs) such as
the number of leads handled,
conversion rates, and average response
times. If one team member is handling a
disproportionate number of test drives
while another has a lighter load,
consider redistributing tasks or offering
additional support where needed.
Balancing workloads helps prevent
bottlenecks and ensures that all critical
phases are handled promptly.

WWW.TECHMAXTEC.COM

o Future Hiring Needs: Assess the
current and projected needs of
your team based on the demands
of the Process Blueprint. Identify
roles that may require additional
support or new hires to maintain
efficiency and meet business
goals. Anticipating future hiring
needs allows you to proactively
address staffing gaps, ensuring
that your team can handle growth
and changes in demand without
disruption

The sales managers can identify
not only how quickly your team is
closing deals but also how
efficiently they are doing so by
analyzing the sales velocity.

It provides insights into the efficiency
of your sales process and helps
identify opportunities for improvement.
Understanding and optimizing sales
velocity is crucial for sales managers
looking to maximize their team’s
performance.

20



BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

Step 5: Crafting the Dashboard

Creating a sales funnel dashboard is a
critical step in transforming your sales data
into actionable insights. This dashboard
serves as a comprehensive tool that
visualizes your entire sales process,
enabling you to monitor performance,
identify bottlenecks, and make data-driven
decisions that enhance sales effectiveness.
Here's how to craft a sales funnel
dashboard, with a focus on data alignment
with your Process Blueprint:

» Understanding the Sales Funnel
Stages

Before building the dashboard, it's essential
to map out the key stages of your sales
funnel—typically, these include Awareness,
Interest, Decision, and Action. Each stage
represents a different phase in the customer

journey, from initial contact to final purchase.

Understanding these stages ensures that
your dashboard tracks the most critical
points in your sales process, allowing you to
monitor lead progression and conversion
rates effectively.

Example: In an automotive dealership, your
sales funnel might include stages like Lead
Generation, Test Drive, Offer Submitted,
and Booking. Each stage should be clearly
defined and measurable.

WWW.TECHMAXTEC.COM

DECISION

SALES
ACTION I:“NNEL

+ Data Alignment with Process
Blueprint

The next step is to ensure that the
data feeding into your sales funnel
dashboard aligns with your Process
Blueprint. The Process Blueprint
outlines the specific steps and
actions within your sales process,
providing a roadmap that your
dashboard should follow.

21



BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

Key Points:

Identify Key Metrics: Determine which
metrics are most relevant to each stage
of your sales funnel. For example, in the
Test Drive stage, you might track the
number of test drives scheduled versus
those completed.

Consistency Across Systems: Ensure
that data from different sources (CRM
systems, marketing platforms, sales
reports) is consistent and integrated into
the dashboard. This alignment is crucial
for accurate tracking and analysis.

¢ Customizing the Dashboard Layout

Interactivity: Include interactive
elements that allow users to drill
down into specific data points, such
as filtering by date range, lead
source, or sales representative.

In here, users can view the data of

Design the dashboard layout to be user-
friendly and tailored to the needs of your
sales team. The layout should provide a
clear visual representation of your sales
funnel, with each stage displayed in a
logical sequence.

Key Considerations:

» Visual Representation: Use graphs,
charts, and tables to represent data
visually. This makes it easier to identify
trends, patterns, and outliers.

Dynamic Lead Segmentation

Summer Campaign
668 21%)

New Year 623 (20%)

05F Campaign
610 (19%

National Day
620 20%)

Eid Campaign 622 (20%)
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specific model, data on a specific year
and month.

Key Performance Indicators (KPIs):
Highlight KPIs for each funnel stage,
such as conversion rates, average
time spent in each stage, and the
overall sales velocity.

22



BEHIND THE SCENES: BUILDING A SALES FUNNEL

DASHBOARD

e Continuous Monitoring and Optimization

BMW Vehicle Sales Lead Tracker
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Once your sales funnel dashboard is live, it's Example: If the dashboard reveals
crucial to continuously monitor its performance a high drop-off rate between the
and make adjustments as needed. Regularly Offer Submitted and Booking
review the data to identify any inefficiencies or stages, you might decide to
areas for improvement within your sales implement additional training for
process. sales reps on handling objections

during this critical phase.
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CONCLUSION

Let’s scale up your sales

In today’s competitive automotive industry, the ability to consistently close deals and
accelerate sales growth hinges on a well-structured and data-driven approach. As a
sales manager, mastering the art of building and utilizing an effective sales funnel
dashboard is crucial to your success. This ebook has provided you with the tools
and insights to create a powerful dashboard that not only tracks your sales process
but also identifies opportunities for optimization at every stage.

From identifying critical phases in your sales funnel to leveraging actionable data,
every step is designed to enhance your team’s performance and drive measurable
results. By understanding the nuances of each stage—whether it's generating leads,
managing test drives, or closing deals—you can streamline operations, reduce
friction points, and ultimately increase your sales velocity.

The journey to sales excellence is ongoing, but with the right strategies in place,
you'll be poised to lead your team to greater achievements and sustained success.
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