


 Auto-IT Newsletter | October 2010 | Page 2

�
�—�•�–�� �‘�˜�‡�”�� �z�� �›�‡�ƒ�”�•�� �ƒ�‰�‘�á�� ���—�–�‘�� ���–�� �”�‡�Ž�‡�ƒ�•�‡�†�� �‹�–�•�� �Ô�‹�”�•�–��
web browser based module for PMDS®.  In 
August 2006 we demonstrated ‘Kaizen’, our 
advanced workshop management system, to 
PMDS® customers at road shows in Sydney, 
Brisbane and Melbourne.

The second and third applications followed in 
subsequent years:

PinPoint – versatile financial reporting and 
budgeting application with live drill down to 
source document and extensive budgeting tools.

Vantage Point – dashboards for monitoring over 
100 key performance indicators & other variables 
in your business in all departments -  combined 
with a live vehicle sales log allowing detailed  
gross analysis.

Why has Auto-IT proceeded with these 
developments?  Auto-IT has deemed it vitally 
important to extend the user experience beyond 
the limitations of terminal sessions.  Our customers 
have affirmed this direction with enthusiastic take 
up of these additional applications that extend the 
capabilities of the PMDS® system and provide a 
myriad of advanced management functions.

Adding value! These leading edge 
applications are providing our 
customers with a substantial 
competitive edge which empowers 
them to micro-manage various 
aspects of their businesses which is 
of considerable value in our ‘low net 
profit’ industry. Here are just a few 
examples of this:

1. Enabling of service advisors to see 
the progress of every repair order 
in the workshop – as it progresses 
= easier to advise customers of 
the job in progress = more service 
advisor efficiency = better customer 
experience = customer satisfaction. 
More accurate calculation of workshop 
available booking hours and display of 
work mix –  enables  less risk of over 
booking and more optimal balance of 
retail/internal/warranty.

2. Allowing department managers to log into their 
own profit reports suite locked down to their own 
security status, allowing a drill-down from an 
account reference to its source = more informed 
managers able to visualise their operating 
department in both income and expenses.

3. Easily view and analyse key indicators and 
exceptions via the dashboard to identify potential 
patterns or issues – giving more time for analysis 
and action rather than spending the time building 
reports.

4. Display a live vehicle sales log directly linked to 
the creation and amendment of deals using Deal 
Manager, or for smaller dealers use it as a manual 
sales log and still gain the power of its gross 
analysis tools.

Now we’d like to preview the 4th and potentially 
the most progressive tool soon to be released, 
suitable for all styles and size of dealership 
operations. 

Introducing Web CRM – our browser-based 
customer relationship management system. With 
Web CRM we crash tackle many of the issues 
dealerships face when using third-party CRM 
applications, and provide total flexibility over the 

Introducing Web CRM
More Leading Edge Management Tools for PMDS®

Continued overleaf
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Introducing Web CRM (Continued)

Quotable

automated & scheduled follow up events that you 
design as appropriate. 

There are many ‘firsts’ worthy of mention:

•	 Generate your own customer surveys and 
phone call scripts suitable for service and 
sales department follow up calls

•	 Actually note down your customers’ responses 
to the questions asked and generate reports 
based on the data collected, with graphically 
rich summaries and instant drill down to 
view  all answers from the individual surveys 
or calls 

•	 Create ‘issues’ when a customer has a concern 
that you wish to pass to another department 
and track that issue to its resolution. 

•	 Salesperson diary to view and record 
important events as well as use the activity 
history to quickly recall previous transactions.

PROSPECT AND SALES LEADS IN THE SAME 
FOLLOW UP EVENT DIARY

Want more? Create and maintain sales leads 
and prospects in the same user friendly browser 
environment but linked to your PMDS® customer 
files.  Many of our customers have asked for a 
prospecting management system beyond the 
standard functions in PMDS® – and here it is!

There’s lots more to tell, so please keep your eyes 
open for the PMDS User Group announcement, 
coming soon!

“The man who smiles when things go wrong has thought of someone to blame it on.”
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Auto-IT recently attended the Australian 
Automotive Dealer Association Conference at the 
Royal Pines on the Gold Coast. 

It was a three day event broken up between an 
Industry Day, Feature Day and Management 
Day. For us it was the best 
conference we had been to 
in terms of interest in our 
products and services even 
though dealer numbers were 
down on previous years. 

The event was well received 
by the dealers we spoke to, 
especially the Feature Day with 
Tom Hopkins. The number of 
people in attendance seemed 
to double on this day and 
Tom didn’t disappoint despite 
nursing a bad flu. 

One of the themes that seemed 
to transcend the conference was 
mobility and the integration 
with devices such as the iPAD. 
These devices can be used 

by Service Advisors, Valuers and Sales people to 
name a few. You will be glad to know that we have 
integrated our product with the iPAD device - if 
you are interested in this technology please speak 
to your Business Relationship Manager.

Auto-IT @ AADA

Auto-IT’s AADA A-Team (L to R): 
Aaran Newman (Sales & Marketing Director), Brent Jones (BRM), 
Michael Cross (ER Sales Mgr) and Geoff Miller (BDM)

“Time is a great teacher, but unfortunately it kills all its pupils.”
“Never take life seriously. Nobody gets out alive anyway.”
“The only way to keep your health is to eat what you don’t want, drink what you don’t like, 
and do what you’d rather not.”

Quotable

PMDS® specialist David Neideck has 
been with Auto-IT in many forms 
since 1993. He has helped shape the 
product to what it is today. In 2007 
he left briefly to work on some high 

end technology projects at Nepean Motor Group (a PMDS® client). 
He returned a year later to re-join the team in looking after all of our 
valued PMDS® clients. David likes to specialise in Showroom and 
customer follow-up modules.  

On any given day David (he recently celebrated his 50th birthday) may 
be working on a server install, training a client, testing new products 
or solving tricky problems. Out of work hours David is a keen musician 
and can be spotted around Sydney clubs playing keyboard.

Staff Profile
David Neideck
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Like most of us, you probably 
receive a steady stream of 
unsolicited emails promising 
top billing for your Website on 
Google ... all for just $xxxx.xx.

Before you sign up for any of these 
services, I’d like to offer a few 
cautionary words. 

Firstly, no one can promise a 
specific ranking position on a 
Google organic search. Search 
position is determined by a set of 
complex algorithms administered 
by Google and Google alone. There 
are a number of measures you can 
take to optimise your chances of 
a favourable rank position but you 
cannot direct Google to rank you at 
number 1 or 3 or even in the top 10.

Be especially sceptical of SEO 
firms and Web consultants that 
send you email out of the blue. 
Even Google itself receives these:  

    “Dear google.com, I visited your website and 
noticed that you are not listed in most of the major 
search engines and directories...” 

Beware of SEOs that claim to guarantee rankings, 
allege a “special relationship” with Google, or 
advertise a “priority submit” to Google. There is 
no priority submit for Google. In fact, the only way 
to submit a site to Google directly is through their 
‘Add URL’ page or by submitting a Sitemap and 
you can do this yourself at no cost whatsoever.

Many self-proclaimed SEO experts rely on 
Google’s AdWords service to bid for a position in 
the Sponsored Links area at the top and side of 
a search result (shown above inside the orange 
borders). 

Companies bid for AdWords ad space by selecting 
keywords and an amount they are prepared to pay 
if someone clicks their ad. That’s why this type of 
marketing is called Pay Per Click or PPC. Costs for 
these ads can spiral very quickly out of control 

and the ROI is questionable at best. 

These are not real search results - they’re 
advertisements, pure and simple. Consequently, 
most people don’t rely on them as credible search 
results when conducting their own Google search.

Organic (genuine) search results appear in the 
main body area (highlighted in blue in the above 
example). Google sums it up best on their own 
Webmaster Central site: “Advertising with Google 
won’t have any effect on your site’s presence in 
our search results. Google never accepts money 
to include or rank sites in our search results, and 
it costs nothing to appear in our organic search 
results.”

SEO - The Right Way

SEO comprises a series of ongoing activities; 
some technical and some not; with one direct 
outcome in mind – high organic search engine 

What is Search Engine Optimisation (SEO)?
And why it’s not the black magic ‘experts’ would have you believe.

Continued overleaf
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SEO - The Right Way (continued)

rankings and subsequently, greater Web 
visibility.  The more visible your site is 
on the Web, the more traffic it receives, 
the better it’s ranked by Google and on 
it goes.

In fact, one of Google’s key metrics 
for determining the value of your site 
to a search query is your level of link 
popularity - simply, the number of 
other sites that link to yours.  Arranging 
reciprocal links with industry partners, 
suppliers and other complimentary 
(and relevant) Websites is a good way to 
boost your results in this area.

Check that Google has Indexed You

Go to Google and in the search box, 
enter, “site:yoursite”. If you don’t see any 
results, you need to check the structure 
and content of your site. Google, like 
most search engines, is text-based. This means 
that Googlebot (Google’s indexing robot) can’t 
read text included in images or in most rich 
media files other than Flash files, or pages that 
are hidden behind JavaScript or require sign-
in. Making sure your content is text-based and 
readable helps make it more accessible to humans 
and to Googlebot.

Create an XML/HTML Sitemap

A proper sitemap provides the most legitimate 
means to communicate a site’s contents to a 
search engine. Moreover, it offers a ‘last line of 
defence’ against changes to ranking policy by the 
big 3 (Google, Bing & Yahoo).

The HTML page is for users and presents a 
navigation list of all pages in the site. The XML 
page is for the search engines. Both pages contain 
links and information about the pages in your 
site/s and assist Google with the indexing process.

Create Content-Specific Title Tags

Google responds better to different content-
specific Title tags for each page in a Website. 
Make sure you don’t use the same title for every 
page (like Joe’s Prestige Cars). Create a different, 
relevant Title tag for each page on your Website, 

like “Maserati & Ferrari Servicing, Maintenance 
& Repairs | Joe’s Prestige Cars”. Just note that 
anything beyond 69 characters (incl. spaces) will 
be truncated.

Improve Quality & Relevance of Written Copy

Search engines are becoming smarter all the 
time and are less influenced by some of the tricks 
employed by ‘SEO Specialists’. Flagrant ‘keyword 
stuffing’ throughout the site or ‘landing’ pages 
littered with keywords can actually damage your 
ranking and even get you removed from Google 
altogether.

However, inserting highly-targeted and relevant 
keywords and phrases in each page – that is, 
material that truly corresponds with prospect 
searches – improves rankings demonstrably. 

Google no longer uses the Keyword meta tag in 
Websites to index and rank sites, so the use of 
quality written content matters more than ever. 
And after all, relevant, useful quality content is 
ultimately what your site should be all about, 
shouldn’t it?

If you’d like to know more about SEO, feel free to 
contact me at pf@auto-it.com.au.

Peter Fritz - eBusiness Manager
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In August this year Auto-IT gathered staff in the 
Melbourne office to celebrate the 25th year with the 
company of developer Wong York Wai. The occasion 
was marked with a cake and Wong was presented 
with a watch.

Following the celebration Wong said “I am truly 
honoured and hope to hit half a century mark if 
things allow. I enjoy serving this company and it’s an 
honour to work with a great professional team, past 
and present. I hope I can keep contributing further 
until my used by date!”

Wong’s presentation comes off the back of another 
twenty-two recently awarded to staff in recognition 
of their loyal service to Auto-IT exceeding 10 years.

Still Going Strong after 25 Loyal Years!

Auto-IT’s CEO, Ken Fife, thanks one of the 
company’s longest-serving and dedicated 
employees, Wong York Wai for 25 years of 
loyal service.
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Question: When I print a report and select the 
fourth option to ‘Export and View’ the screen 
displays an error message “C:\PROGR~1\
PMDSXL\PMDSXL.EXE. The system cannot 
find the path specified.  I also receive the same 
message when I attempt to print a Deal Contract, 
Loan Car Form and Victorian L-Form.

Answer: The PC that is running this process 
requires the PMDS® Excel Viewer program to be 
installed. This software will allow the automatic 
opening of the nominated PMDS® report using 
the appropriate PC program (ie Microsoft Excel, 
Notepad etc). The PMDS® Excel Viewer program 
is free of charge to all PMDS® End Users.

If you require a copy of the PMDS® Excel Viewer, 
please contact your Business Relationship 

Manager or the 
PMDS® Support 

Department 
via email 

pmdssupport@
auto-it.com.au.

Tech Tips

Auto-IT has and will continue to write all available 
factory interfaces. Many of these interfaces make 
your business more efficient and effective. Don’t 
miss out on giving your business a competitive 
edge! 

To find out more about how these interfaces 
can benefit your business and how to set these 
interfaces up please speak to your Business 
Relationship Manager.

•	 BMW CSi Report
•	 Ford DSB Project
•	 Hino (HIPS) financial reporting interface
•	 Holden RIM (in development)
•	 Holden Trade Club
•	 Honda SST Checkerboard (information 

bulletin to follow shortly)
•	 Honda Super Service Menu (SSM) Datapak 

Integration
•	 Landrover Super Service Menu (SSM) 

Datapak Integration
•	 Mercedes Super Service Menu (SSM) 

Datapak Integration
•	 Mitsubishi Capped Price Servicing

•	 New Holland Invoice upload interface (in 
development)

•	 Peugeot Repair order extract (in 
development)

•	 Peugeot Service code data (in development)
•	 Subaru Fast Service functionality
•	 Subaru PSRV Interface
•	 Toyota Taipan (in development)

New Factory Interfaces
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Saturday September 11, 2010 
saw the first Auto-IT Golf Day 
held at Elsternwick Golf Course.  
It was a good day, although the 
quality of the golf left a little to be 
desired.

Wayne Rushworth won the 
day on 48 strokes and Dominic 
Alfonsi won the “Bradman 
Award” for the highest score.  
Trophies were awarded by Kelvin 
Gilbert in a low key presentation 
at the Elsternwick Hotel.

Auto-IT Inaugural Golf Day

The Last Laugh

END


