GM & Sales Manager Quick View

You Shouldn't Have to Ask

DealSync puts the answers in front of you.

Welcome back, DealSync!

Here's a quick look at your store for April 2026
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Today's Deals — April 30, 2026

D DEL DATE CUSTOMER NAME SALES 1 SALES 2 TYPE LEASE

21738 04/30/26 Edward Harris New
21758 04/30/26 Kevin Smith New
21763 04/30/26 Charles Torres Used

Know the opportunities, the deals,
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STOCK # cAR STATUS DELIVERY M NOTES

GA11738 2024 Toyota Tundra

GA11758 2024 Toyota Tundra TBA

GAN763 2021 Chevrolet Silverad...

the people, and what needs attention.

A management view built for the questions General Managers and Sales Managers ask every day:

Who is really working customers?

See Fresh opportunities, appointments, Working customers,
lost opportunities and the individual customers behind the
numbers.

Where can my managers help right now?

Drill into salesperson activity and find the opportunities that
need a manager call, a next step, or coaching before the
customer is gone.

What deals are stuck?

See deals still in Finance, OAC, orders, deposits, TBAs and
other dealership-defined activity without chasing people for
an update.

Are we following the process?

See customer contact, test drives, write-ups, appraisals,
appointments, self-generated business and sold results by
salesperson and by visit.

What is actually happening with our gross?

Keep front and back gross visible through the Finance-to-
Office handoff, with reconciliation and change
accountability.

Stop managing from yesterday's story.

See today's business while you can still do something about it.
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One System. A Clearer Picture.

DealSync turns daily dealership activity into management visibility.

Seeit

Use it

Opportunity Reports
Fresh, Appointments, Working, Lost, Self-Generated

Salesperson Drill-Down
Individual activity, results and coaching history

Activity & Finance Visibility
Orders, Deposits, TBA, OAC, In Finance

HOG & Gross

Front, Back, Total, Reconciliation, Funding

Used Car Production
Production stage, Days-to-Lot, Turn Rate

Trade % & Leaderboard

Inventory acquisition and salesperson performance

Your CRM tells you who to follow up with.

Your DMS records the transaction.

Move from a number to the actual customers behind it.

Review activity daily and find where management can
add value.

Know which deals need attention without asking
around.

Keep the Finance-to-Office handoff visible and
accountable.

See what is holding inventory up and protect used-car
velocity.

See trends quickly and know where the team stands.

DealSync helps management see
what is happening in between.

From first opportunity to final gross: the deals, the
people, and what needs attention, in one view.
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Better data. Real accountability. Smarter decisions.



