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1 What the Up Log Does 7 Record Activity on the Visit Where It Happened

2 Fresh Up 8 Working & Bought Elsewhere

3 PG - Power Greeting 9 Opportunity Reports

4 Appointments 10 Daily Sales Manager Use

5 Fresh Appointment + Self-Generated 11 Quick Definitions

6 BDC First Visit



DealSync Up Log Training Manual

2

1 What the Up Log Does

The Up Log can manage the salesperson rotation/order used by the dealership

and records customer-facing activity throughout the day. Its reports are only as

accurate as the individual visit records.

Up Log page example. Customer and employee data are obscured.

2 Fresh Up

Fresh means the customer's first in-person opportunity at the retailer for that

particular deal. The customer can still be Fresh if they leave before contact.

Fresh does not mean PG occurred.

3 PG - Power Greeting

PG means contact was made with the customer. It does not mean a product

presentation occurred. If the customer enters the lot and leaves before anyone

can say hello, PG should not be checked. If a dealership representative makes

contact, even briefly, PG occurred.
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4 Appointments

Appointment means the customer arrived because an appointment had been

established. Mark an appointment Fresh only if it is actually the customer's first

in-person visit for that deal.

If great follow-up gets a customer who has already visited back into the store,

record the return as an Appointment only - not Fresh.

5 Fresh Appointment + Self-Generated

In most situations where an Appointment is also Fresh, the salesperson

generated the first visit through a repeat customer, referral, social media,

personal marketing, networking, or another configured source. Record

Appointment + Fresh + Self-Generated + Source when all are true.

6 BDC First Visit

If the BDC schedules the customer's first visit and a salesperson receives the

customer because it is their turn, record Fresh Up with the BDC box checked.

Do not call the appointment salesperson self-generated.

Example Up Log entry controls. Dealership options may vary.

7 Record Activity on the Visit Where It Happened

Do not carry activity forward or backward between visits. Visit 1 might be Fresh

+ PG + Test Drive. If the customer returns later, does not test drive again, but is

written up and sold, Visit 2 should show Write Up + Sold only.
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8 Working & Bought Elsewhere

Working is for legitimate hot opportunities still being actively and consistently

followed in the CRM. Bought Elsewhere is used when the customer tells the

dealership they purchased elsewhere. Lost Reason, Reason Source, and

Purchased From can be recorded when known. Do not guess.

Customer status and lost-sale controls example.
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9 Opportunity Reports

Opportunity Reports can be filtered by time, team, and salesperson. Interactive

metric boxes can open the individual opportunities included in the number,

allowing management to move from a metric to the customers behind it.

Opportunity Reports example. Customer-level data are obscured.

10 Daily Sales Manager Use

Sales Managers should review each salesperson's activity daily to identify

where they can add value to the salesperson or a current customer opportunity.

The review should look for missed contact, process gaps, legitimate Working

opportunities, appointments/returns that may need manager involvement, lost

opportunities, and self-generated activity.

The purpose is to help today - not simply audit the salesperson after the

outcome is already decided.
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11 Quick Definitions

Fresh
First in-person visit for this particular deal.

PG
Customer contact occurred.

Appointment
Customer arrived because an appointment was

established.

BDC
BDC attribution; can coexist with Fresh.

Self-Generated
Salesperson created the opportunity; identify source.

Working
Hot opportunity actively followed in CRM.

TD
Test Drive on this visit.

WU
Write Up on this visit.

TA
Trade Appraisal on this visit.

Sold
Sold result on this visit.
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