
Data Mining ⟶ Mine Deals

DriveCentric Auditor Checklist 

Merging Customers/Deals

Customize columns to match the list below 
+ Add Filter ⟶ “Deal Date Created” ⟶ This Month (or Last Month depending on audit timeframe)

Scan for duplicates by filtering by each of the columns you added
by clicking on the column header. 

Manage Call Log

Review “Summary” for all inbound calls with “Add
Deal” or “-” in the DEAL column.  If it is an
opportunity to do business, click “Add Deal” or “Add
Customer” (which will also add a new deal) if there is
no name associated yet. 



Finding a duplicate where one deal is “open” and the other “dead”, look to the dead reason.  If
it is one of these 6 reasons*, no further action is needed.  

Finding a duplicate where one deal is “open” and the other “dead”, look to the dead reason.  If
it is NOT one of these 6 reasons*, click through to profile ⟶ Deals ⟶ click open the deal deal
⟶ Rescue ⟶ mark Dead for one of the 6 reasons* noted above. 

If one deal is open and the other delivered, click through to the customer record ⟶ Deals ⟶
open the delivered deal ⟶ Deal Merge

If there’s no duplicate customer record, just a duplicate deal:

If both deals are in an open status, open one and mark dead for one of the 6 reasons* below

                                                                               *

Open the Customer Card and click on “Possible Duplicate” at the top to begin the merge process.



Click the book icon      to customize columns 

DriveCentric Post-Audit Checklist 
Bad Lead Audit 
Open Data Mining

Filter as such (select “current month” when applicable)

Spot check validity of bad lead claim.  Expl: This lead was marked dead due to “bad lead” but the customer is engaged
and still in the market for a vehicle: 



Reconcile Sold Deals
Go to the Sales Dashboard and click on the people icon underneath the “Delivered” stage. This brings
up all Sold Deliveries that may have a duplicate in the system.  

Click “Select” ⟶ Next if you determine they are the same client

DriveCentric Post-Audit Checklist 

If it is not the same customer, click “Ignore Duplicate”
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