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Fixed Operations is under serious strain. Trust in dealership service has dropped nearly

50%, according to J.D. Power and Cox Automotive—and despite years of warnings,

nothing’s changed. What'’s driving this breakdown? Operational friction, long wait times,

and disjointed scheduling are quietly undermining profitability and customer confidence.

The Challenges Facing
Fixed Operations

Fixed Operations is under more pressure than ever—and the numbers make it clear: customers are losing
trust in dealership service experiences. According to both J.D. Power and Cox Automotive, trust in dealers
has eroded by nearly 50% over the past few years. And here’s the kicker: despite repeated studies, that
number hasn’t improved.

So what's driving this trust breakdown?

Long Wait Times & Bottlenecks:
The Hidden Drain on Profitability

Delays aren't just annoying—they’re expensive. Four-hour oil changes and days-long callback delays leave
customers frustrated and less likely to approve upsells. Every missed rotation or fluid flush is lost revenue.
Worse, overloaded mornings lead to underused afternoons.

As our CEO Dave Perry said:

6

The stores that are overloaded in the morning

often find themselves empty later in the day.

That imbalance hurts productivity and burns out staff.
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Walk-Ins: A Symptom of a Bigger Problem

Walk-ins aren’t random—they’re a symptom. Up to 70% of customers abandon clunky schedulers,
turning instead to phones or just showing up. The result is appointment chaos, overwhelmed advisors,
and customers who feel misled. And with no DMS entry or service history, the experience is anything
but seamless.

The Advisor Bottleneck

Advisors are stretched thin while handling check-ins, phones, updates, upsells, and more. In that
environment, key tasks like follow-ups and trust-building fall through the cracks. The result? Lower
retention, rushed communication, and missed revenue opportunities.

What the Data Tells Us

Long wait times are both a customer experience issue and a capacity management problem. Stores
that rely solely on traditional scheduling and manual processes are falling behind. Without intelligent
appointment balancing, proactive communication, and automation of routine tasks, the system cracks
under pressure.

Dealerships that embrace Al-driven solutions are seeing a shift. With smart scheduling that biases
appointments across the day, routine calls offloaded to conversational Al, and better status
communication, they're reducing wait times, smoothing out the service flow, and freeing up staff to
focus on revenue-generating activities.

By the Numbers: The Real Impact of Wait Times & Bottlenecks

@ 48% DECLINE IN CUSTOMER TRUST

Trust in dealership service departments has dropped nearly 50% since 2018, according to
a Cox Automotive study. Source: Cox Automotive

@ 4+ HOUR WAITS ARE COMMON

In many service centers, customers report wait times of four hours or more for routine
maintenance like oil changes.

These long waits significantly reduce upsell success and customer satisfaction.

70% ONLINE SCHEDULER ABANDONMENT RATE

Roughly 7 out of 10 customers abandon online service scheduling before completing an
appointment.

Each additional step in the process drops conversion by 20%.

Source: Internal dealership data shared in BLINKAI Webinar + industry best practices
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e 42% OF SERVICE CALLS ARE MISSED OR ABANDONED

On average, 42% of inbound service calls go unanswered or are abandoned due to volume
or routing inefficiencies.

This results in lost revenue, missed appointments, and walk-in chaos.

@ PEAK HOUR OVERLOAD
Service drives typically experience major appointment bottlenecks between 7:30 AM and
10:00 AM, while bays sit underutilized later in the day.

Al scheduling can help rebalance appointment loads across the day to optimize tech hours
and improve the customer experience.

20% LOWER RO VALUE IN CHAOTIC SERVICE ENVIRONMENTS

Dealerships with poor shop flow and overloaded advisors see up to 20% lower RO values
due to missed upsell opportunities and rushed customer interactions.

Source: BLINKAI Internal Dealer Analytics

Inconsistent Dealership Experiences:
The Silent Killer of Customer Trust

Ask any dealer what sets them apart, and you'll hear, “We deliver great service.” And sure—sometimes
that’s true. But the real issue in Fixed Ops isn’t bad service... it's inconsistent service.

A customer might have a five-star experience on Monday, only to return Thursday and feel ignored, frustrated,
or confused. Maybe it's a different advisor, a busier time, or a system hiccup—but to the customer, it just
feels like: “Why is this so difficult? I'm here to spend money — make it easy.”

Why Consistency Matters More Than Ever

Today'’s customers judge every interaction by the best experience they’ve had—anywhere. Amazon,
Uber, Apple... the bar is set. They expect fast, simple, consistent service. And when dealerships
can't deliver that? Trust breaks. Loyalty disappears.

One visit, they get quick check-in, updates, and transparency. Next time, they’'re stuck on hold,

bounced around departments, and left wondering about their vehicle. That inconsistency hurts CSI
scores and it quietly drives customers away. Most won’'t complain. They’ll just vanish.
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Where Inconsistency Creeps In

Inconsistent service isn't always about poor performance; it's often the result of unaddressed
operational gaps. Here’s where things usually go sideways:

1. STAFFING SWINGS

One visit, the customer gets your top advisor. Next time, it's someone brand-new still learning the
ropes. When experience varies by who answers the phone, trust becomes unpredictable.

2. DISCONNECTED SYSTEMS

When your CRM, DMS, and scheduler aren’t in sync, details get lost. Double bookings, repeated
questions, and missing notes scream disorganization...and customers notice.

3. SLOPPY DEPARTMENT HANDOFFS

The cracks often show between BDCs, advisors, and techs. A promise made on the phone turns
into a different story in-store. As Tammie Ventura of Hudson Automotive Group put it, “It's not about
one department. It's about how the entire process flows together.”

4. NO COMMUNICATION STANDARDS

Some advisors text updates. Some don’t update at all. Some follow up. Others vanish. Without clear
expectations, consistency dies and so does the customer’s confidence.

The Business Impact of Inconsistency

Let’s be clear. Inconsistency is a profitability issue.

And it drains
efficiency from

It drives customers It reduces upsells It damages your
toward independents and return visits. online reputation

already stretched
teams.

and quick-lube and weakens word-
chains. of-mouth.

As Dave Perry puts it:

6

You may be doing better than you were last year,
but the bar keeps going up. It's not enough to

get better—you have to get exponentially better.
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Where Al Can Help Create Consistency

Inconsistency is a human challenge. Al is the multiplier that solves it.
Here’s how:

STANDARDIZED COMMUNICATION

Al-powered phone and text tools deliver consistent, accurate messages every time. No missed details,
no bad days.

SMARTER SCHEDULING

Al balances appointments throughout the day, easing the pressure on peak hours and improving flow
for staff and customers alike.

AUTOMATED STATUS UPDATES

Al keeps customers informed with proactive updates, next steps, and reminders. No one waits for a
call that never comes.

SEAMLESS HANDOFFS

Al systems log every interaction, so departments stay aligned. Customers don’t have to repeat
themselves, and nothing slips through the cracks.

Best of all, Al doesn’t replace people—it supports them. It ensures that great service isn’t the exception.
It becomes the standard.

Clunky, Complicated Appointment Scheduling:
A Dealership’s Hidden Conversion Killer

Appointment scheduling should be simple. A customer needs service. They go online. They book a time.

However, most dealership schedulers today are clunky, outdated, and frustrating to use. They overload
customers with too many steps, unclear terminology, and a confusing experience that feels more like filing
taxes than booking a service. The result is missed appointments, lost revenue, and overwhelmed phone lines.

The Problem With Today’s Online Scheduling

Most dealership service schedulers require 5-7 steps to complete a basic appointment. And those
steps often ask customers for:

Trim level (many don’t know it) Contact info
VIN or license plate A detailed service selection (with confusing terminology)

Year, make, and model of their vehicle

Preferred advisor or bay Sometimes even a self-diagnosis of what’s wrong
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Each of these may sound reasonable from an operations perspective—but from the customer’s side,
it feels overwhelming, especially on mobile. And that's where the problem begins.

The Drop-Off is Real — And It's Expensive

Industry data and insights reveal two critical stats every service manager should know:

Conversion rates drop by 20% for every additional step in the online scheduling process.

70% of online service scheduling attempts are abandoned before completion.

Let that sink in. Seven out of ten people who start the process of making an appointment online give
up before they finish. That's a staggering amount of lost revenue, lost time, and lost trust.

And what happens next? They pick up the phone—and that’s where the chaos begins.

The Domino Effect on Call Volume

When customers abandon online schedulers, they don’t disappear—they flood your phone lines.
They call during commutes or lunch breaks, hoping someone can do what the website couldn’t.

The problem is that the phone experience is rarely better. Calls get stuck in phone trees or passed
to busy advisors. Details are missed. Expectations are unclear. Appointments fall through the cracks.

The average store misses or abandons 42% of inbound service calls. And when broken schedulers
drive customers to the phone in the first place, the system—not the staff—is to blame.

Why It Hurts the Business

Clunky scheduling is a direct hit to your bottom line:

MORE CALLS = MORE WALK-INS =

More missed calls, longer wait times, More drive chaos, unassigned advisors,
and a stressed-out BDC. and inefficient shop loading.

FEWER COMPLETED APPOINTMENTS =

Fewer ROs, less upsell opportunity, and lower shop utilization.

And in the bigger picture, it adds to the very issue we're all trying to solve: the erosion of trust in
dealership service departments.
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How Al is Reshaping
Fixed Operations

Dealerships that embrace Al in the service lane are seeing higher appointment volumes, smoother BDC
operations, and customers who actually enjoy their experience. But the key is how it’s applied.

Let’s break down exactly how Al is transforming Fixed Operations.

1. The Power of Al in Service 2. Enhancing Efficiency

BDCs & Scheduling

In traditional BDCs, staff juggle endless
calls, follow-ups, and updates. Al lightens
the load by handling routine tasks
automatically:

* Al voice and SMS tools answer inbound
calls 24/7, booking and confirming
appointments without human help.

e Outbound campaigns—recalls, reminders,
follow-ups—run on autopilot, increasing
contact rates.

e Al taps into your DMS to access real-time
availability and vehicle history, matching
customers with the right service at the
right time.

3. Al as a Solution to

Appointment Scheduling
Friction

Instead of clunky forms, customers just say,
“Ineed an oil change Friday at 9.” Al takes
over and checks availability, references
service history, and books in seconds.

It also simplifies the experience by:
e Auto-filling known data

* Recommending services
e Eliminating unnecessary steps
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Without Replacing the
Human Touch

Aldoesn’'tremove people from the process,
it clears the noise so they can do what
matters.

With Al handling oil change bookings and
simple questions, staff can focus on:

¢ High-touch conversations
* Service upsells

* Problem-solving

* Building loyalty

. Reducing Bottlenecks in

Communication & Service
Transparency

Missed updates and vague timelines
erode trust. Al solves this with consistent,
automated communication:

» Status updates at key points: check-in,
diagnosis, repair, completion

e 24/7 self-serve access via text or voice

¢ Automated reminders to cut down on no-
shows

CETTTTT .



The Business Case for Al in
Dealerships

As more dealers face increasing service demands, staff shortages, and customer expectations for speed
and convenience, the ROI of Al becomes crystal clear.

From boosting appointment volumes to improving retention and reducing operational strain, Al is proving to
be one of the most effective tools dealerships can deploy—not tomorrow, but today.

Data-Driven Impact

e INCREASED SCHEDULED APPOINTMENTS & RO GROWTH

One of the most immediate and measurable benefits of Al is an increase in scheduled
appointments—without requiring additional staff or marketing spend.

Dealerships that integrate BLINKAI's Al-driven scheduling and service communication tools
typically see:

* 15-30% increase in appointment volume within the first 30 days of launch

* Better appointment load balancing, leading to higher tech productivity
A lift in RO values due to more consistent upselling and reduced drop-offs

* Al fills the gaps in the process—capturing after-hours demand, converting abandoned
scheduling attempts, and ensuring every opportunity is answered.

e LOWER MISSED CALL RATES & ABANDONMENT RATES

The average dealership misses or abandons up to 42% of inbound service calls. That'’s a
staggering volume of potential revenue slipping through the cracks daily.

With Al handling overflow, after-hours, and routine scheduling inquiries, dealerships have:

* Reduced missed call rates to under 10%
e Cut appointment abandonment by up to 40%

* Reclaimed thousands in lost revenue each month by recapturing customer intent

In short, Al ensures that no call goes unanswered—and no customer gets left behind.
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@ HIGHER CUSTOMER RETENTION & REDUCED DEFECTION

Customer loyalty hinges on two things: consistency and convenience. Al delivers both.

By streamlining scheduling, increasing communication transparency, and reducing wait times,
dealerships see a measurable improvement in:

» Customer satisfaction scores (CSI)
* First-service-to-third-service retention

e A significant drop in customer defection to third-party repair shops

And when the post-service experience is followed up with Al-powered outbound reminders and recall
campaigns, retention only grows stronger.

Al vs. Traditional Service Scheduling: A Comparison

FEATURE TRADITIONAL SCHEDULING AI-ENHANCED SCHEDULING

Availability Business hours only 24/7/365
Conversion Rate 30-40% average 60-80% average
Call Dependence High Low (SMS/voice handled by Al)
Customer Effort 5-7 manual steps 1-2 conversational steps
Missed Calls 30-40% <10%
Integration Often disconnected systems Fully integrated with DMS, CRM, scheduler
Consistency Depends on staff availability Always consistent
Labor Load BDC agents must handle every call Al handles routine volume

This comparison speaks for itself. With Al, dealerships move from reactive to proactive, delivering a
smoother, more scalable experience—both for customers and internal teams.
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Dealership That Successfully Integrated Al

Let’s bring the data to life with a real-world success story.

CASE STUDY

Hudson Auto Group

29 DEALERSHIPS | CENTRALIZED SERVICE BDC

Faced with surging call volumes and uneven scheduling across locations,
Hudson Auto Group partnered with BLINKAI to streamline service operations.

CHALLENGES:

* High abandoned call rates
* Inconsistent scheduling experiences
* Limited BDC capacity across stores

* Inefficiencies in status check calls
and appointment confirmations

Al IMPLEMENTATION:

* Integrated BLiNKAI's conversational

Al for inbound scheduling

¢ Automated outbound appointment

reminders and follow-ups

* Enabled Al-driven status check
responses and after-hours booking

RESULTS:
* 25% increase in completed
appointments

* 60% drop in missed calls

* Higher productivity across 63 BDC
agents

» Significant lift in customer
satisfaction and fewer walk-in
disruptions

As BDC Director
Tammy Ventura shared
in our webinar:

&

It just lifts a heavy load. My
team still carries a lot, but
now they have the space
to focus on real customer
relationships instead of just
chasing down phone calls.
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Overcoming Common Concerns
About Al Adoption

While the benefits of Al in Fixed Operations are clear, adoption can still bring hesitation—especially from
BDC managers, service directors, and even customers. And that’s fair. Change is challenging. But what
we've found time and again is that most of the concerns about Al stem from outdated assumptions or
incomplete information.

Let’s address the big ones head-on.

Addressing Pay Plans & BDC Morale Concerns

One of the first questions that comes That frees up your team to:

up in Al discussions—especially in the * Focus on higher-converting outbound
BDC—is this: campaigns

 Follow up on open ROs and declined services

“If Al is booking appointments, how will
my team get paid?”

* Make true retention calls, not just take orders

Forward-thinking dealerships have adjusted
pay plans to reward conversion rates, outbound
effort, and retention impact—rather than just
raw inbound volume.

It's a valid concern, particularly in stores
where BDC agents are compensated based
on completed or shown appointments.

BUT HERE’'S THE SHIFT IN THINKING: As BDC Director

. Tammy Ventura explains:
Al doesn’t take appointments away from your

team—it unlocks more opportunity. ‘

In reality, Al removes the repetitive, routine
calls—oil changes, tire rotations, status
checks—that often clog the lines.

We didn’t lose morale—we
gained momentum. My team
has more time to sell and

connect, and we’re doing
better than ever.
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Maintaining the Human Touch in Customer Interactions

A common concern:

“Will Al make our service feel robotic?”

Customers don't care who helps them. They
care how well they’re helped.

If Al provides fast, easy, respectful service,
they’re satisfied. And when empathy or
complexity is needed, Al hands off to a human.

With BLiNKAI's intent detection and smart
escalation, the experience becomes a
perfect blend:

* Al handles speed and accuracy

* Your team brings emotional intelligence and
sales expertise

That's not removing the human touch, it's
refining it.

Handling Al Integration with Existing Systems (Xtime, DMS, etc.)

One of the top IT questions:

“Will this work with our current systems?”

BLiNKAI is designed to plug into what you
already use:

» Xtime and other schedulers

*DMS platforms like CDK, Reynolds,
Dealertrack

* CRMs and call tracking tools

BLiNKAI respects your rules, books within
your blocks, updates customer records, and
mirrors your current preferences.

Managing Customer Resistance to Al-Based Interactions

Some customers will always prefer speaking
to a person and that'’s fine because Al isn't
about forcing automation.

Rather, it offers options.

* Some want to call
 Others prefer texting

* Many book at 2 a.m. without needing to
talk to anyone
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Al meets customers where they are, creating a
smooth, natural experience. And when needed,
it connects them to your team instantly.

The numbers speak for themselves:

* Al-powered SMS gets 3-5x higher response
rates than calls

e Automated status updates reduce “just
checking” calls by 30-40%

* Most customers don’t even realize they're
talking to Al
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Best Practices for Implementing
Al in Fixed Ops

With the right focus, the right partner, and a smart rollout plan, Al can start delivering results within
days—and scale from there.

Where to Start: Identifying Your Biggest Bottlenecks

Don't try to solve everything at once. Focus on the friction points that hurt the most. That's where
Al delivers the fastest ROI.

As one dealer put it: * Inconsistent communication dragging
down CSI

“Pick your biggest pain point. Solve that

first. Then build on it.” EXAMPLE:
If 40% of calls go unanswered mid-morning,

drop Al into that window. You'll recover
Common high-impact targets: lost revenue fast—without changing your
staffing.

* Missed calls during peak hours
e Low conversion from online schedulers Once that's working, expand into follow-ups,

* High volume of status check calls scheduling, and outbound campaigns.

Strategies for Blending Al with Human Interaction

Alisn’t here to replace people. It's here to let them shine.
Blend automation and human interaction like this:

e Let Al handle routine tasks (scheduling, confirmations, reminders)
» Escalate complex issues to live agents automatically
* Equip your team with Al interaction insights for better handoffs

e Use Al dialogue as a training tool—many teams are learning from the way Al communicates
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Training & Change Management for BDC & Service Teams

The tech works. « Align KPIs and pay plans to reflect blended
roles

The question is—will your team « Celebrate early wins and share success

embrace it? stories

When teams see Al as support—not
The key is transparency and inclusion: replacement—resistance turns into

* Involve BDC leaders early in the process momentum.

* Train teams on what Al does (and doesn’'t do)

Regularly Measuring & Optimizing Al Performance

Al provides real-time insights—but the right entry points, supporting your team
only if you use them. through the transition, and continuously

measuring performance, you'll unlock more
The best results come from treating than just operational efficiency. You'll create
Al as a partner, not just a platform. a frictionless service experience that keeps

customers coming back.

Optimization tips:

AsD P h hared:
¢ Audit scheduling flows regularly sbave Ferry has share

* Track KPIs like appointment lift, call
deflection, and CSI

* Adjust Al scripts based on trends

* Meet with your Al partner often (at BLINKAI, It's not either Al or your team—

we review transcripts and performance data it's how you orchestrate the
alongside your team to fine-tune results) connection. When done
right, everybody wins: the

Al gets smarter. customer, the BDC, the
Your service lane gets stronger. adv,'so,-, and the bottom line.

Start Smart, Scale Strategically

Al can revolutionize Fixed Ops—but only if
it's implemented with intention. By identifying
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The Future of Al in Automotive Fixed
Operations

Al has already begun transforming Fixed Operations—but we're just scratching the surface.

What's ahead is not just faster scheduling or fewer dropped calls. It's a reimagining of how service departments
operate, how customers engage, and how dealerships drive profitability through precision, personalization,
and predictive intelligence.

Here’s a glimpse of what's coming next—and how Al is poised to shape the next generation of Fixed Ops
excellence.

Emerging Al Technologies in Dealerships

The current wave of Al in dealerships focuses on conversational Al—automating calls, texts, and
scheduling. But emerging technologies are moving deeper into the service lane, unlocking new
value in areas like:

e Natural Language Processing (NLP) to * Voice Al integrations in kiosks and mobile apps,
understand and respond to complex customer enabling customers to book or check status via
questions, complaints, and repair concerns voice—completely hands-free

* Al-powered diagnostics that assist service * Shop load forecasting algorithms that balance
advisors and techs by analyzing customer- incoming service demand with technician
reported symptoms against known failure availability and parts readiness
patterns

These technologies aren’t theoretical—they’re already in early deployment across select progressive
dealership groups. The future will see Al evolve from a scheduling assistant to a real-time operational
strategist.

Predictive Maintenance & Al-Driven Service Recommendations

Right now, many service recommendations are reactive. A customer comes in, a multipoint inspection
reveals an issue, and the advisor makes the pitch. But what if your dealership knew what the
customer needed—before they walked in the door?

That's where Al-powered predictive maintenance steps in.

Leveraging:
* Telematics data from connected vehicles  Vehicle age, make, and model failure data
* Driving behavior patterns * Previous service history
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Al can automatically identify upcoming service
needs and generate highly personalized
recommendations. Imagine a world where the
system reaches out before the check engine
light comes on—saying:

Based on your driving habits
and mileage, it's time to

replace your brake pads.
Would you like to schedule
for this Friday at 10:30 a.m.?

This shift from reactive to predictive engagement builds trust, boosts RO values, and locks in retention—
because your dealership becomes the customer’s proactive vehicle health partner.

Al's Role in Fleet Management & Heavy Truck Dealerships

Fixed Ops in fleet and heavy truck environments is complex—and ripe for disruption.

Fleet managers face challenges like:

e Coordinating maintenance across dozens (or
hundreds) of vehicles

* Minimizing downtime while ensuring compliance

* Tracking service history across multiple OEM
platforms

e Communicating scheduling needs without
disrupting operations

Al has the power to simplify and scale all of it.

With Al-driven tools:

* Fleet service schedules can be automatically
optimized based on usage, mileage, and job
cycle

* Recurring maintenance triggers can be
automated via telematics integration

* Bulk appointment booking and smart queueing
reduce administrative burden on service
managers

e Real-time communication via SMS or fleet
portals keeps managers informed without
manual follow-ups
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As Dave has noted, heavy
truck dealerships represent
a huge opportunity:

6

Fleet customers may be more
resistant to change—but they
have more to gain from Al—

because complexity is their
norm.

In the coming years, expect Al platforms to tailor
features specifically for the fleet and commercial
segments—delivering predictive maintenance,
uptime optimization, and better control over
operational cost-per-mile.



What’s Next for Fixed Ops & Customer Service Innovation

The evolution of Fixed Operations won’t just be about automating what's already there. It will be
about creating new service experiences entirely.

Here's where the industry is headed:

Fully integrated service journeys Al as a training tool—analyzing
that begin with a voice command advisor conversations and
in the car and end with mobile customer feedback to improve
payment and pickup close rates and coaching

MOTORS

Al-powered ROI forecasting tools Hyper-personalized experiences,
for service directors, helping where Al tailors offers, reminders,
identify where to expand hours, and communication preferences
adjust staffing, or launch new to each customer’s unique history

services

And beyond technology, what'’s next is a cultural shift:
* From reactive operations to intelligent service ecosystems.
e From manual effort to automated optimization.

* From standard service to strategic customer engagement.
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Transforming Fixed Ops:
What Comes Next?

The automotive industry is shifting—and Fixed Operations is no longer the quiet, behind-the-scenes
profit center. It's becoming the front line of customer loyalty, retention, and dealership growth.

Alis not a far-off future. It's here, and it’s already delivering results for dealerships that choose to lead, not lag.

Let’s take a look at what that transformation means for your team, your customers, and your bottom line.

The Competitive Advantage of Al in Fixed Operations

Dealerships that have adopted Al are pulling ahead—plain and simple.

Answering more calls and missing fewer opportunities

Booking more appointments with less friction

Reducing chaos in the drive and improving advisor efficiency

Freeing up their BDCs to focus on retention, upsells, and revenue-driving interactions

Delivering a consistent, customer-first experience that builds trust with every visit

Key Takeaways for Dealerships Considering Al

If you're exploring Al for your service department, here’s what you need to remember:
Start with your biggest pain point.
High call volume? Appointment abandonment? Walk-in chaos? Solve one, scale from there.

Remember that Al doesn’t replace your team—it empowers it.
The goal is efficiency, not replacement.

Customer experience improves with speed and clarity.
Al delivers both, 24/7.

Integration is key.
Choose Al that works with your DMS, CRM, and scheduler—not around them.

Your success depends on strategy.
The tech is powerful, but how you implement it determines the results.

As you consider Al adoption, remember: the dealerships seeing the greatest success are those who
lean in with clear goals, internal champions, and the right partners at their side.
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Next Steps for Implementation

Ready to move from research to rollout? Here’s how to get started:

1. Audit your current processes.

Where are calls being missed? Where is your BDC stretched thin? How many steps does it take to
book online? This is your Al opportunity map.

2. Align your team around the “why.”

Set the tone: Al is here to support the team, not sideline it. Include BDC managers, service directors,
and advisors in early conversations.

3. Define success metrics.

Whether it's lowering missed calls, increasing appointment conversion, or reducing no-shows—know
what you're solving for.

4. Pilot with purpose.

Start with one high-impact use case—like inbound scheduling or status updates—then expand.
Early wins create momentum.

5. Choose a partner, not just a platform.

Look for a solution that offers integration, training, and ongoing optimization—not just software.
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How BLiNKAI Can Help:

BOOK A DEMO TO SEE Al IN ACTION

At BLINKAI, we're redefining how Fixed Ops works.

Our platform is designed specifically for the complexities of dealership service departments, blending
intelligent automation with seamless customer interaction and real-world dealership integration.

With BLIiNKAI, you can:

Automate up to 70% of routine service calls

Boost appointment volume without increasing staff

Dramatically reduce missed calls and walk-ins

Provide a consistent, high-quality customer experience—every time

Empower your BDC and drive measurable profitability

Book a demo today to see how BLiNKAI works in real-time. We'll
walk you through the exact workflows, integrations, and results

our dealers are already achieving.

(®) (737) 777.8879

(=)"sales@blinkai.com

o . .
(@)Fwww.blinkai.com
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