THE ESSENTIAL GUIDE FOR EQUIPMENT DEALERS

How to Increase
Your Share of Wallet
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Introduction
As an equipment dealer, your goal is to get as many deals as possible, so you can
grow your share of wallet.
When you can get more business from each customer, you’ve increased your share
of wallet with that customer. Grow your overall share of wallet in the equipment sale
and rental market, and your bottom line benefits.

HOW DO YOU INCREASE SHARE OF WALLET?
Generally, it happens in three ways:
1 Win new business opportunities
2 Create additional revenue opportunities with existing machine sales
3 Protect your current equipment share of wallet
The key to increasing share of wallet is being able to readily and systematically
surface information that helps you identify new opportunities and close more deals.
Alithya’s Equipment Dealer Solution tracks, integrates and uncovers the data your
sales organization needs, serving it up in the right place and at the right time to grow
your share of wallet.
HERE’S HOW.
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Win New Business Opportunities
You can bet that your competitors are looking to grow their share of wallet at the
same time you are. Here are two strategic ways to think about new opportunities for
your dealership.

BRAND NEW PROJECTS
Third-party sources like Construction Market Data or Dodge Data can provide
information about all the major construction projects going on in your market and
what they’re worth. You can see what phase projects are in, from planning and
bidding to project award and construction start.
Whether it’s a building on a university campus or a new wing in a hospital, having
visibility into the largest construction projects in your market helps you see where
new opportunities will come from. This third-party information can be brought into
your sales workflow via your CRM system, where you can create leads and
opportunities off it.
It’s important to have a way to assess the value of any given opportunity you’re
involved with. For example, within your CRM system, you may have five opportunities
with five different subs — essentially five ways of trying to get a piece of one project.
Your tracking and reporting needs to realize that this is not five distinct opportunities,
but five ways of going after the same opportunity.

NEW-TO-YOU BUSINESS
Industry data can alert equipment dealers when a company in their territory buys or
leases a piece of machinery. This is valuable intel for a variety of reasons. When you
integrate this with your CRM data, sales leaders can know if they participated or
missed participating in any opportunity that a competitor won.
Perhaps even more importantly, this data provides important details on timing of new
opportunities. When you have data on who’s using equipment and when it was
leased, you can know when these companies are likely to re-lease a piece of
equipment from your competition. You can go after the next leasing opportunity by
initiating the sales process six months prior to lease expiration.
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Create Additional Revenue Opportunities
By additional revenue opportunities, we are talking about business that you didn’t get
at the initial sale. After initial purchase, there are potentially multiple follow-on sales
and cross-sell opportunities, including:
Preventative Maintenance
Extended Warranty
Additional Attachments
Initial
Machine Sale

Machine Control Guidance
Technical Support
Training
Preventive
Maintenance

Training

CUSTOMERS

Technical
Support

Extended
Warranty

Machine
Control Guidance

Additional
Attachments

At the time of sale is not necessarily when buyers purchase all of their add-on items.
However, when you can identify the right time to proactively follow-up on these
opportunities, it can result in 10% to 30% more revenue.
For example, what if you knew that customers are most likely to buy extended
warranties 90 days after purchase, about the time when they start to feel a bit of risk
from the purchase? Potentially highly valuable information, right? And if you only had
a handful of accounts, it wouldn’t be that difficult to track purchase dates and
schedule three-month follow-up calls about extended warranties.
Assume for a moment that you have data that tells you the ideal times to offer each
of these add-ons. And your sales team includes 150 reps, each with 50 accounts, with
each account averaging 20 pieces of equipment. Execution at scale gets complex
very quickly. It’s easy to see how significant money can get left on the table.
Alithya’s Equipment Dealer Solution systematically surfaces opportunities like
this for your sales team so you can act on them and gain more revenue.
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Protect Your Current Share of Wallet
This may sound like business as usual, and, at its very core, it is. However, when you
can help your sales team increase effectiveness by providing them with the
information they need when they need it, it helps avoid missing knowable
information, like a renewal that slips through the cracks. It can also increase
efficiency, which frees up your sales team to go after new business to increase your
share of wallet.

OPTIMIZING THE LIFECYCLE FOR EACH PIECE OF EQUIPMENT
What if you could gain detailed visibility into the equipment that a customer
purchased or rented, including all the related technical information, trade information,
usage, opportunities and service calls — as well as customer service agreements and
warranty information? It would help the sales team become much more productive
and informed when interacting with customers daily.
Take, for example, the optimal time to renew an equipment lease. Research indicates
that, if you hit the timing right, you have a much higher probability of renewal. Miss
the ideal timing, and renewal rates can drop by as much as 50%.
The Alithya Equipment Dealer Solution can alert reps about renewals at the ideal
time.
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MINING VALUABLE EQUIPMENT DATA
Another way to improve the effectiveness of sales team is to make equipment usage
data readily accessible. While some sophisticated systems use IoT technology to
capture intel, it’s more likely that multiple people across your organization — from
call center representatives to service technicians — are interacting with customers
and machinery every day.
Suppose a service person learns that a piece of equipment is being more heavily
utilized than expected, which may impact maintenance requirements and warranty
limits. This seemingly small piece of data — that may be relatively insignificant to the
person who recorded it — could totally alter the pattern of how you should be
following up with this customer and when to begin the sales conversation about
replacement equipment.
Perhaps this usage information is already being captured. Most equipment dealers
house their order, sales and service history in their back-office ERP system. With
access to this system, the sales team may be able to get to the rows of order history
and usage data and sort through it for their own customers.
However, this approach has its challenges:
> It’s time consuming — time that could be better spent on high-value tasks like
selling
> The seller may not be able to find the information, or they may miss something
> It is performed at the salesperson level - and not consistently executed across the
organization
And this example is about just one piece of data from one customer. Every day,
multiple people throughout your organization are interacting with many customers in
many ways, learning all types of important details. What if you could organize this
information and serve it up in ways that your sales team can act on? This is the type
of competitive edge that results in uncovering new opportunities and growing
share of wallet.
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Making ERP Data Visible to Your CustomerFacing Team
What if you had a way to take all the ERP information you log and use it to grow your
share of wallet?
Alithya’s Equipment Dealer Solution is capable of all types of ERP system integration,
including:
> Equipment inventory – currently available for sales/rental, past sales, and
customer-owned equipment
> Service calls and equipment service history
> Warranties and customer service agreements
> Complete equipment history in one place – sales, trade-ins, service, rental
All the information the sales team needs is pulled from the ERP system into a
360 view of each account and each piece of equipment sold or leased. In easy-todigest screens, they can view data by sales, by rentals and by service calls, providing
valuable insight into how customers are buying and using their equipment.

This information can keep salespeople informed about service history, so they can
effectively speak to it with clients. It also helps them have more relevant
conversations with customers about usage, lease renewals and potential purchases.
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Summary
With the Alithya Equipment Dealer Solution, you get an overall smarter approach to
your sales strategy with a holistic CRM solution that surfaces more actionable
opportunities for your organization. Recognizing that you know the metrics that drive
your business, we work together to define the desired business outcomes and design
your unique CRM system.
The solution is relatively simple to implement and adopt. The results are measurable,
and you’re in the driver’s seat to make adaptations based on your evolving business
needs.
MOST IMPORTANTLY, THIS SOLUTION HAS BEEN PROVEN TO HAVE A MATERIAL
IMPACT FOR EQUIPMENT DEALERS NATIONWIDE.

ABOUT
ALITHYA

ALITHYA IS AN AWARD-WINNING MICROSOFT DYNAMICS PARTNER, WITH OVER 10
GLOBAL AND NATIONAL MICROSOFT AWARDS. WE HELP EQUIPMENT DEALERS
IMPROVE THEIR SALES PIPELINE AND FORECAST ACCURACY BY USING TECHNOLOGY
TO EMPOWER THEIR TEAMS. WE ALSO HAVE UNIQUE ADOPTION AND TRAINING
SERVICES TO ENSURE YOUR ORGANIZATION UNDERSTANDS AND EMBRACES THE
LATEST TECHNOLOGIES, ULTIMATELY DRIVING SALES ENABLEMENT AND BEST
PRACTICES. LEARN MORE.

CONTACT US

About Alithya
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ALITHYA GROUP INC. IS A LEADER IN STRATEGY AND DIGITAL TRANSFORMATION IN NORTH AMERICA.
Founded in 1992, the Company counts on 2,000 professionals in Canada, the United States and Europe.
Alithya's integrated offering is based on four pillars of expertise: strategy services, application services,
enterprise solutions and data and analytics. Alithya’s Microsoft practice covers a wide array of capabilities,
including Dynamics, Azure, business and advanced analytics, digital solutions, application development and
architecture.
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