Lubricar Inc. Protocol


	Title
	47. How to Handle Fleet Sales

	Objective
	To properly handle a potential Fleet Customer

	Responsibility
	Manager on duty or properly trained CSA

	Steps
	1. Explain to the potential fleet customer the advantages of having a billed or cash fleet account.
A. Billed consolidated billing.

B. Fleet discounts across the board (not on tires) 

C. Control over what drivers can purchase using fleet rules.

D. Easy receipt collection VIA email 

2. Gather the required information from the potential fleet customer. 

A. Total amount of vehicles 

B. Decision maker phone number

C. Email for decision-maker

D. Preference of billed or cash fleet

E. Fleet name 

3. Send information to your District Manager (or fleet manager if applicable) 

A. Create an email to your DM or FM with the above-required information. 

B. Let the customer know a DM or FM will get in contact with them to set up the fleet. 
C. Follow up with DM or FM to ensure the fleet information was received. 
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