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1 Our Vision: Al at the Heart of Dealership Engagement

Dealership marketing has long been reactive - sending oil change reminders to customers
who already left for a competitor, running blanket promotions that erode margin with-
out rewarding loyalty, and relying on gut instinct to decide who is at risk of churning.

NextBee's Al vision is to make every marketing action predictive, every reward personal-
ized, and every customer interaction informed by data - automatically, at scale, without
adding to staff workload.

The average dealership operates with customer records fragmented across at least four dis-
connected systems: the DMS, the CRM, the marketing platform, and the service scheduler. This
fragmentation leads to misattributed loyalty, missed upsell windows, and duplicated outreach
that erodes brand trust. NextBee's Al-powered integration framework was built specifically to
eliminate this fragmentation and put intelligence to work at every moment that matters.

1.1 What AI Means for the Dealership Marketing Team

The dealership marketing team is often asked to do more with less: drive service lane traffic,
re-engage lapsed customers, convert one-time buyers into loyal advocates, and prove ROI - all
while managing campaigns across email, SMS, push notifications, and direct mail. Al within the
NextBee platform addresses each of these challenges directly:

+ From manual segmentation to predictive audience selection. Rather than building
static lists, Al-driven engagement scoring continuously ranks every customer by their like-
lihood to respond, defect, or upgrade - so campaigns reach the right people at the right
moment.

+ From generic promotions to personalized, contextual messaging. The platform uses
each customer’s transaction history, tier level, preferred reward type, and engagement
trajectory to tailor content that resonates. A Gold-tier customer who consistently redeems
service credits receives a different message than a Silver-tier customer who prefers digital
gift cards.

* From reactive churn intervention to proactive retention. Instead of noticing a cus-
tomer has gone missing, Al identifies the decay in engagement score weeks before a cus-
tomer defects and automatically triggers the right sequence - from a personalized win-
back offer to a direct task for the service advisor to call.

* From campaign guesswork to closed-loop attribution. Every Al-triggered action is
tracked end to end: which customers received it, who responded, what revenue resulted.
The marketing team sees exactly which automations are generating ROI and can optimize
in real time.

+ From operational burden to autonomous execution. Points are auto-credited the mo-
ment a Repair Order closes. Trade-in equity alerts are created the moment a vehicle meets
criteria. Review solicitations go out 72 hours after delivery. None of this requires manual
intervention from advisors, BDC agents, or marketing staff.
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1.2 The Three Pillars of NextBee AI

The NextBee Al framework is organized around three core capabilities that map directly to
the platform'’s connector architecture:

AI Pillar Connector Marketing Impact

Transaction Intelligence  DMS Bridge Converts every Repair Order, sales deal, and parts in-
voice into a real-time engagement signal. Al deter-
mines which signals warrant action and which can be
logged silently.

Relationship Intelligence CRM Sync Enriches every customer record with a live engage-
ment score, churn risk rating, and tier status. Al sur-
faces the right insight to the right person - salesper-
son, BDC agent, or service manager - at the right mo-
ment.

Incentive Intelligence Rewards Engine Learns which reward types drive the most engage-
ment for each customer segment, calibrates point
earn rates to balance program cost against redemp-
tion behavior, and enforces financial controls to pre-
vent liability overexposure.

Table 1: The Three Pillars of NextBee Al
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The Compounding Effect

Each Al pillar feeds the others. Transaction data from the DMS sharpens the engagement
score in the CRM. The engagement score determines which reward incentive is offered
and at what value. The reward redemption feeds back into the transaction record, com-
pleting the intelligence loop. Over time, the system becomes more accurate for each
individual dealership as it learns the specific patterns of its customer base.

2 AlI-Enabled and AI-Powered Modules

This section details each module within the NextBee platform that leverages artificial intelli-
gence or machine learning, explaining what the AI does, how it is trained or configured, and
what the marketing team gains as a result.

2.1 Engagement Score Engine

AI-Powered: Predictive Engagement Scoring

The Engagement Score Engine is the analytical backbone of the entire NextBee platform.
It produces a composite 0-100 score for every customer, updated every 15 minutes, that
reflects the customer’s current likelihood to engage, spend, and refer.

The score is calculated from four weighted behavioral factors:

* Recency (30%): Days since the customer’s last loyalty interaction. A customer active
within the past 7 days scores 100 on this factor; one inactive for over 180 days scores
0.

* Frequency (25%): Total service visits, app logins, and referrals in the rolling 12-month win-
dow, scaled to a dealership-specific percentile. This normalization means the score reflects
performance relative to the actual customer base, not an arbitrary universal benchmark.

* Monetary Value (25%): Total customer-pay spend in the rolling 12 months, also scaled
to a dealership-specific percentile to account for differences between high-volume and
boutique operations.

* Program Engagement (20%): Point redemptions, app interactions, review submissions,
and social shares - signals of active participation rather than passive transacting.
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The score is pushed live to every connected CRM system as the NextBee_Engagement_Score
field, making it immediately available as a campaign filter, workflow trigger, and sales conver-
sation aid.

2.2 Churn Risk Predictor

AI-Powered: Churn Risk Classification

The Churn Risk Predictor continuously monitors the trajectory of each customer’s engage-
ment score and classifies every customer into one of four risk bands: Low, Medium, High,
or Critical.

The classification logic evaluates three inputs:

+ Engagement score trajectory: A score that has declined more than 30 points within a
60-day window triggers escalated risk classification, regardless of the absolute score level.

+ Days since last activity: Customers with no loyalty interaction for 180 or more days are
automatically flagged for re-engagement campaigns.

+ Service interval gaps: The DMS Bridge tracks historical service visit cadence per VIN.
When a customer whose vehicle is due for service has not booked an appointment, the
gap is incorporated into the churn risk calculation.
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The NextBee_Churn_Risk field is pushed to the CRM in real time. When the risk level reaches
“Critical,” the system automatically creates a CRM Task assigned to the customer’s relationship
owner with a suggested intervention: a personalized call, a win-back offer, or an escalated loy-
alty incentive.

2.3 Identity Resolution Engine

AI-Enabled: Composite Key Identity Matching

The Identity Resolution Engine eliminates one of the most costly problems in dealership
marketing: the same customer appearing as multiple disconnected records across the
DMS, CRM, and loyalty platform.

The engine uses a composite key of Phone + Email + VIN to merge fragmented records into a
single “Golden Record” for each customer. The matching logic operates at multiple confidence
levels:

+ Exact match: All three keys align - automatic merge with no review required.

* Fuzzy match (85%+ confidence): Two keys match, with the third meeting a fuzzy simi-
larity threshold - triggers a merge recommendation rather than an automatic merge, pre-
venting false positives.

* Household linking: When the CRM identifies two contacts at the same address, the en-
gine groups them under a shared Household_ID, enabling shared reward pools and household-
level customer lifetime value tracking.

For the marketing team, identity resolution means campaign audiences are clean: no dupli-
cate outreach, no conflicting reward balances, and no customer who has been with the dealer-
ship for a decade being treated as a first-time visitor.
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2.4 Trade-In Equity Alert Engine

AI-Powered: Predictive Trade-In Opportunity Detection

The Trade-In Equity Alert Engine monitors vehicle age, odometer readings, and service
history data from the DMS to identify the precise moment when a customer’s vehicle is
statistically likely to be a strong trade-in candidate.

The trigger logic evaluates multiple DMS signals simultaneously:

* Vehicle age (typically 48 months or greater on a financed vehicle)

+ Odometer mileage trajectory (calculated from average daily mileage across service visit
history)

* Lease maturity dates (90, 60, and 30 days prior to maturity)

* Repair Order cost patterns (a vehicle accumulating high repair costs becomes a trade can-
didate regardless of age)

When criteria are met, the engine creates a CRM Opportunity record pre-populated with ve-
hicle details, assigns it to the customer’s last salesperson, and simultaneously triggers a person-
alized outreach to the customer with a loyalty-linked trade-in evaluation offer. The marketing
team sees which alerts converted to showroom visits and which resulted in new deals through
the Trade-In Equity Alert Effectiveness report.
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2.5 Dynamic Tier Management

AI-Enabled: Automated Loyalty Tier Orchestration

The tier management system continuously evaluates every customer’s cumulative spend
and points balance against the program'’s tier thresholds, automatically promoting or
downgrading customers and triggering the appropriate communication at each tier tran-
sition.

Tier transitions are not simply mechanical threshold crossings - the system incorporates
behavioral context:

« Upgrade celebrations: When a customer crosses a tier threshold, a personalized con-
gratulatory message is sent with the new tier’s benefits clearly articulated, reinforcing the
value of continued engagement.

+ Downgrade retention: When annual spend or points fall below a tier's maintenance
threshold, a targeted retention message goes out explaining exactly what actions the
customer can take to reclaim their previous tier - turning a potential program exit into
a re-engagement opportunity.

+ Tier proximity nudges: Customers approaching the next tier threshold (within a con-
figurable percentage) receive messages highlighting how close they are and what they
unlock by crossing it.

2.6 Preferred Reward Learning

AI-Powered: Personalized Reward Type Optimization

The Rewards Engine tracks every redemption event and builds an individual reward pref-
erence profile for each customer, stored in the NextBee_Preferred_Reward field pushed to
the CRM.

This preference data is used in two ways:

* Personalized campaign messaging: Email and SMS communications automatically ref-
erence the reward type most meaningful to the individual customer. A customer who con-
sistently redeems service credits sees “Turn your points into your next oil change,” while
a customer who prefers digital gift cards sees “Redeem for Amazon or Starbucks - your
choice.”

* Reward structure optimization: Aggregate preference data across the customer base
informs quarterly reward program reviews. If a large segment of Platinum customers
never redeems partner gift cards but heavily uses service credits, the program can be re-
configured to offer higher-value service credit conversions rather than carrying the over-
head of underutilized partner integrations.
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2.7 Fraud Detection and Anomaly Scoring

AI-Enabled: Automated Fraud Pattern Recognition

The platform’s fraud detection layer applies rule-based and pattern-recognition logic to

every reward transaction, redemption, and referral event to surface suspicious behavior
before it results in financial loss.

The system monitors multiple fraud vectors simultaneously:
+ Velocity analysis: Flags accounts exceeding configurable earn or redemption rates, iden-

tifying potential structuring behavior (multiple transactions just below the manager ap-
proval threshold).

Geofence validation: QR check-in events are validated against the dealership’s physical
location (500-meter radius by default), preventing remote or fraudulent check-ins.

+ Referral network analysis: IP address, household ID, physical address, and email do-
main are cross-checked to detect self-referral schemes. The referral network visualization
report surfaces unusual referral chain patterns for manual review.

+ Odometer anomaly detection: DMS Bridge data is scanned for odometer readings that

are lower than the vehicle’s previous recorded mileage - a signal of either data error or VIN
manipulation.

A weekly Suspicious Activity Report (SAR) is automatically generated, identifying the top 10
accounts by reward velocity and any accounts exhibiting structuring or unusual referral pat-
terns. This report is delivered to the Dealer Admin without requiring manual analysis.

2.8 Automated Communications Intelligence

AI-Enabled: Trigger-Based Multi-Channel Orchestration

The communications engine coordinates over 20 distinct trigger-based communication
flows across email, SMS, push notification, in-app messaging, CRM tasks, and direct mail
- each fired automatically based on a real-time DMS or CRM event, with no manual cam-
paign setup required for standard triggers.

Key Al-informed behaviors within the communications layer include:

« Channel selection: The system tracks which channels each customer responds to (open,

click, conversion) and progressively weights communication toward the highest-performing
channel for that individual.

Timing optimization: Communications tied to behavioral triggers (service visit comple-

tion, deal closing, tier change) are sent at the moment of highest relevance rather than on
arbitrary campaign schedules.

Suppression intelligence: The CRM Sync checks active campaign memberships before
firing any NextBee communication, ensuring that customers already engaged in a CRM-

managed campaign are not simultaneously targeted by an overlapping NextBee sequence.
Communication fatigue is prevented programmatically.
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3 AlI-Powered Scenarios: Real Situations, Real Impact

The following scenarios illustrate how NextBee's Al capabilities play out in day-to-day dealership
marketing operations. Each is grounded in documented platform functionality.

3.1 Scenario 1 - The At-Risk Customer Saved Before They Left

Along-tenure Gold-tier customer at a Ford franchise dealership has not visited the service
lane in 95 days. Their vehicle, based on average daily mileage calculated from prior RO
records, is overdue for its next oil change.

What the Al does:

+ The Engagement Score Engine detects a 35-point score drop over 60 days, driven by zero
app logins, zero service visits, and zero redemptions.

+ The Churn Risk Predictor reclassifies the customer from “Medium” to “High” risk.
« The DMS Bridge flags the VIN as service-overdue based on mileage trajectory.

* Three simultaneous actions fire automatically:

- A CRM Task is created for the customer’s service advisor: “Loyalty Alert: [Customer

Name] is at risk. Last activity: [date]. Recommend personal call with free tire rotation
offer.”

- An SMS is sent to the customer: “Hi [Name], your [Year Make Model] is due for service.
Book this week and earn double points - your Gold status includes priority scheduling.”

- An email follow-up is queued for 48 hours later with a “Declined service completion”
bonus points offer tied to services the customer declined at their last RO.

Marketing team impact: Zero manual effort. The service manager sees the task in their
CRM queue. The marketing team sees the campaign in the Churn Risk Dashboard with open
rate, click rate, and whether the customer ultimately booked.

3.2 Scenario 2 -The Service Visit That Became a Vehicle Sale

A Silver-tier customer brings their 52-month-old financed vehicle in for an unplanned re-
pair that generates an RO of $780. The vehicle has 61,000 miles.

What the Al does:

« The DMS Bridge closes the RO, auto-credits points, and simultaneously evaluates the VIN
against trade-in equity criteria: vehicle age exceeds 48 months, repair cost is elevated, and
mileage trajectory suggests 18,000+ miles per year.

* Trade-in criteria are met. The Trade-In Equity Alert Engine fires.

+ A CRM Opportunity record is created automatically, assigned to the customer’s last sales-

person, pre-populated with the vehicle’s year, make, model, mileage, and an opportunity
source of “Loyalty Trade-In.”

10
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* The customer receives an email: “[Name], your points cover $78 toward a service repair
today - or you could put that same loyalty toward a new vehicle. We've run a preliminary
equity evaluation on your [Year Make Model]. Book a no-obligation conversation and earn
500 bonus points.”

Marketing team impact: The Referral-to-Sale Conversion and Trade-In Effectiveness re-
ports capture the full funnel: service visit to CRM opportunity to showroom visit to deal closed.
Attribution is automatic.

3.3 Scenario 3 - The Lease Maturity Campaign That Retained a Customer

A Diamond-tier customer has a lease maturing in 87 days. They have never missed a
scheduled service, have submitted two Google reviews, and have referred three cus-
tomers - all tracked in the NextBee system.

What the Al does:

+ At 90 days: The DMS Bridge detects the lease maturity date. An engagement sequence
begins. The first email is personalized: “As a Diamond member with [X] points and [N]
referrals, you've earned exclusive early access to our new model lineup. Reserve your test
drive and lock in your loyalty pricing.”

+ At 60 days: A CRM Task is created for the customer’s dedicated Diamond-tier service advi-
sor to make a personal outreach call.

« At 30 days: An SMS is sent with an urgency-based message and a loyalty incentive (e.g.,
1,000 bonus points on any new lease or purchase signed before the maturity date).

+ Throughout the sequence, the CRM Sync monitors CRM opportunity stage. If a deal opens,
the campaign sequence pauses automatically to avoid communication overlap.

Marketing team impact: The Lease Maturity Campaign Performance report tracks reten-
tion rate, campaign engagement, and revenue attributable to the sequence. High-CLV cus-
tomers like this Diamond-tier member are flagged for the marketing team to review as cam-
paign benchmarks.

3.4 Scenario 4 - The Referral Network That Grew by Itself

A new vehicle buyer takes delivery on a Saturday. Their loyalty profile is created automat-
ically the moment the deal is marked as funded in the DMS.

What the Al does:

+ At deal funding: A“Welcome to the loyalty program” enrollment email and SMS fire imme-
diately, including a unique referral link and a 100-point welcome bonus.

+ At delivery + 7 days: A review request fires: “[Name], how was your delivery experience?
Leave a Google review and earn 50 bonus points.”

« When the review is submitted: The engagement score increments. A “Refer a friend”
prompt is included in the post-review confirmation message, surfacing the referral link
at the moment of highest customer satisfaction.

11
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« When a referral converts: The referrer's NextBee_Referral_Count increments. At three
successful referrals, a “Super Referrer” badge is awarded with a permanent 1.5x point
multiplier.

Marketing team impact: The Referral Network Map visualizes the referral chain, shows
the viral coefficient, and identifies the program'’s top referrers - typically 5-15% of the customer
base who drive the majority of referred leads.

3.5 Scenario 5 - The Fraud Attempt That Never Cost the Dealer a Dollar

A customer attempts to submit five referrals in a single week, each using a different email
address but all originating from the same IP address and household.

What the Al does:

* The referral fraud detection layer evaluates the first two referrals: same IP address. The
second referral is flagged and blocked. No reward is issued.

* The household ID check confirms all five email addresses share the same physical address.
All referral claims are suppressed.

* The account is flagged in the weekly Suspicious Activity Report for the Dealer Admin.

+ The legitimate customer referral cooling period (30 days, maximum 5 referrals per month)
is applied to the account going forward.

Marketing team impact: The Fraud and Anomaly Report captures the blocked attempt. No
financial loss, no manual review burden. The marketing team retains confidence that referral
ROI figures reflect genuine customer acquisition.

3.6 Scenario 6 - The Declined Service That Became Recovered Revenue

A customer declines two recommended services during their RO visit: a cabin air fil-
ter replacement and a brake fluid flush. The declined services are logged in the
Declined_Services JSON array in the DMS Bridge data.

What the Al does:

* 48 hours after the RO closes, the communications engine fires an SMS: “[Name], your ser-
vice advisor noted a cabin air filter and brake fluid flush were recommended at your last
visit. Complete both this month and earn 150 bonus points - $15 in service credit.”

« The follow-up is tracked. If the customer books and completes the declined services within

30days, the Declined Service Recovery Rate report captures the revenue recovered and the
points issued.

« If there is no response within 30 days, a second follow-up fires via email with an elevated
offer (e.g., 200 points).

Marketing team impact: Declined service revenue recovery is fully attributed. Across a
multi-rooftop group, even a 15% recovery rate on declined services represents meaningful in-
cremental revenue with zero additional marketing spend.

12
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4 How We Safeguard Al Use

Deploying Al in a marketing and loyalty context introduces risks that NextBee takes seriously:
the risk of inaccurate predictions leading to poor customer experiences, the risk of Al-driven au-
tomations creating financial liability, the risk of personal data being mishandled, and the risk of
fraudulent exploitation of Al-managed reward systems. This section documents the safeguards
built into every layer of the platform.

4.1 Data Accuracy and Integrity Controls

Safeguard: Data Quality at the Source

Al is only as good as its inputs. NextBee enforces data quality at the point of ingestion,
before any Al model or scoring engine operates on the data.

+ Idempotent transaction keys: Every DMS transaction (RO, sales deal, parts invoice) is
assigned a SHA-256 hash key. Duplicate events are detected and suppressed before any
reward is issued or engagement score is updated.

+ VIN validation: All VINs are validated against the ISO 3779 17-character standard, with
WMI (World Manufacturer Identifier) verification. Anomalous or malformed VINs are quar-
antined for review.

+ Odometer sanity checks: Odometer readings are validated against prior visit history.
A reading lower than the vehicle’s last recorded mileage, or one that implies physically
impossible daily mileage (greater than 500 miles per day), is flagged and excluded from
engagement calculations.

+ Canonical data model: All partner data schemas (CDK, Reynolds, Tekion, Salesforce, Hub-
Spot, etc.) are normalized to a single canonical internal model before any processing oc-
curs. This prevents schema-specific quirks from corrupting downstream Al calculations.

4.2 Financial Exposure Controls

Safeguard: AI-Managed Reward Liability Governance

The Rewards Engine includes multiple independent financial controls to ensure that Al-
driven reward issuance never creates uncontrolled liability.

* Per-customer caps: Total reward value per customer is capped at $500 per month and
$5,000 per year. Any Al-triggered reward that would breach these thresholds is automat-
ically queued for Dealer Admin approval rather than auto-issued.

+ Earn holding period: Points earned from service visits are held in a “pending” state for
7 days before becoming redeemable, preventing the Al from issuing rewards on transac-
tions that are subsequently voided.

+ Clawback automation: If an RO is voided or a vehicle deal is unwound after points have
been issued, the Al automatically deducts the corresponding points. Negative balances
are carried forward and offset against future earnings.

13
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+ Outstanding liability monitoring: The Rewards Engine continuously calculates total
unredeemed points liability (unredeemed points x point value) and alerts the Dealer Ad-
min at configurable thresholds ($10,000, $25,000, and $50,000 by default). No manual
calculation is required.

* Manager override thresholds: Any single redemption exceeding $200 requires explicit
manager approval, regardless of the customer’s tier or engagement score.

4.3 Customer Data Privacy and Security

Safeguard: Privacy-by-Design Architecture

All personal data processed by the NextBee Al system is handled in compliance with ap-
plicable privacy regulations, including TCPA and CAN-SPAM, with PCI DSS compliance gov-
erning any payment-adjacent reward redemptions.

+ Opt-out enforcement: Customer opt-out status is ingested from the CRM and enforced
across all Al-triggered communications. An opted-out customer is removed from all active
campaign sequences immediately and is suppressed from any new sequences.

+ Communications compliance: All automated SMS communications are governed by TCPA
consent records. All automated email communications comply with CAN-SPAM unsub-
scribe requirements. These controls are applied programmatically, not reliant on human
review.

* API security: All DMS and CRM integrations use OAuth 2.0 or partner-certified secure
interfaces (Fortellis for CDK, RCI for Reynolds, APC for Tekion). API tokens rotate on con-
figurable schedules. All data in transit is encrypted.

+ CRM field write protection: CRM users are granted read-only access to all NextBee-
managed fields by default. Only the NextBee integration service account can write to these
fields. If a CRM administrator manually modifies a NextBee field, the next sync cycle de-
tects and reverts the change, logging the event in the audit trail.

+ Redemption identity verification: For redemptions exceeding $50, the customer must
verify via a one-time password (OTP) sent to their registered phone number, ensuring that
Al-issued rewards are only redeemed by the verified account holder.

+ Geofence enforcement: QR-based check-ins are validated against the dealership’s phys-
ical location (500-meter radius). Remote or fraudulent check-ins cannot generate points.

4.4 AI Decision Transparency and Auditability

Safeguard: Full Audit Trail for Every AI Action

Every change made by the Al - to an engagement score, a tier level, a reward balance, or
a churn risk classification - is logged with the contributing factors and a timestamp.

+ Engagement score audit trail: Every score change is logged with its contributing factors:
for example, “+5: Service visit on [date]; —2: No app login in 30 days.” Marketing managers
and service advisors can review the full history for any customer.

14
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+ CRM data discrepancy detection: The syncengine validates that the NextBee_Points_Balance
in the CRM matches the authoritative balance in the NextBee ledger on every sync cycle.
Discrepancies are logged and the CRM value is automatically corrected.

+ Sync failure alerting: If the Al sync engine fails to connect to the CRM API for three con-
secutive attempts, an alert is sent to the dealer’s NextBee admin and the NextBee support
team. All pending updates are queued and retried with exponential backoff - no data is
silently lost.

* Suspicious Activity Reports: The weekly SAR provides a documented record of every
anomaly the Al flagged, what action was taken, and the outcome. This report is retained
for compliance and audit purposes.

4.5 Human Oversight and Escalation Paths

Safeguard: AI Recommends

The NextBee Al is designed to automate high-volume, low-risk actions autonomously
while routing high-stakes decisions to human reviewers.

* Merge recommendations vs. automatic merges: The Identity Resolution Engine auto-
matically merges records only when all three composite keys (Phone + Email + VIN) match
exactly. Fuzzy matches (85%+ confidence) generate a recommendation for human review
rather than an automatic action.

« Approval queues: Rewards above the configurable manager threshold, accounts flagged
by the SAR, and engagement score anomalies are all surfaced as actionable items in the
Dealer Admin dashboard - the Al identifies the issue and recommends an action, but does
not execute it without human sign-off.

* Program pause capability: Any reward issuance rule, campaign sequence, or the entire
program can be paused instantly by a Dealer Admin without disconnecting underlying
system integrations. Human control is never subordinated to Al automation.

15
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5 Whether You Have an Existing Solution or Are Starting Fresh:
How NextBee AI Fits

Dealership marketing teams come to NextBee from two very different starting points. Some
have existing CRM workflows, loyalty programs, or DMS integrations that have been in place
for years. Others are adopting a structured engagement and loyalty platform for the first time.
This section addresses both paths.

5.1 For Dealerships with Existing Marketing Solutions

If your dealership is already running campaigns through a CRM like Salesforce, HubSpot, Vin-
Solutions, or Elead - or if you already have a basic points program or marketing automation in
place - NextBee’s Al layer enhances rather than replaces what you have.

5.1.1 Augmenting Your Existing CRM with AI Intelligence

Your CRM is your relationship management hub. What it likely lacks is real-time transactional in-
telligence from the DMS and a continuously updated behavioral score for every contact. NextBee's
CRM Sync adds this layer without requiring any change to your existing CRM workflows:

* The NextBee_Engagement_Score, NextBee_Churn_Risk, NextBee_Tier_Level, and NextBee_Points_Bala
fields are pushed directly onto existing CRM contact records.

* Your existing email templates and workflow automations can immediately use these fields
as dynamic merge tags and segmentation filters - no rebuilding required.

+ Existing CRM campaign memberships are ingested by the NextBee suppression engine to
prevent communication overlap. Your existing campaigns are protected, not overridden.

5.1.2 Replacing Manual Segmentation with AI-Driven Audiences

If your marketing team is currently spending hours each week building campaign lists by fil-
tering CRM contacts on last purchase date or visit frequency, the Engagement Score Engine
replaces that manual work with a continuously maintained, Al-updated ranking. Lists can be
built in seconds using score thresholds rather than complex multi-field filters.

5.1.3 Adding a Revenue Attribution Layer Your Current Solution Lacks

Many existing dealership marketing solutions send communications but cannot close the attri-
bution loop back to DMS revenue. NextBee's DMS Bridge connects campaign sends to specific
Repair Order closings and deal fundings. If you are running seasonal campaigns or win-back se-
qguences today without knowing their revenue impact, NextBee adds the closed-loop attribution
those campaigns have been missing.

5.1.4 Migrating an Existing Loyalty Program

If your dealership already operates a points or rewards program, the implementation process
includes a historical data migration phase: existing point balances, tier statuses, and customer
histories are imported into the NextBee system before go-live, ensuring no customer loses their
accumulated value and no existing relationships are disrupted.
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5.2 For Dealerships Adopting AI-Powered Marketing for the First Time

If your dealership has not previously operated a structured loyalty program or integrated your
DMS with your marketing platform, NextBee provides a complete end-to-end solution rather
than a series of disconnected tools.

5.2.1 Starting with the Right Foundation

The DMS Bridge ensures that from the first day of go-live, every service visit and vehicle sale
is automatically captured and converted into an engagement signal. There is no manual data
entry, no weekly CSV exports, and no gap between what happens in the service bay and what
the marketing team knows about.

5.2.2 Building a Customer Base with Measurable CLV from Day One

Customers who were previously anonymous to your marketing team - known only by their VIN
in the DMS - are enrolled into the loyalty program at their first qualifying transaction and imme-
diately begin building an engagement history. The Engagement Score Engine begins scoring
every new enrollee from their first interaction, providing the marketing team with an actionable
ranking of the customer base within weeks rather than years.

5.2.3 A Proven Engagement Progression Path

The platform’s default configuration includes a complete set of lifecycle triggers that cover the
most common and highest-value marketing scenarios for a dealership:

* New vehicle delivery enrollment and referral invitation

* Service visit points confirmation and review solicitation

* Declined service follow-up with bonus point incentive

+ Lease maturity engagement sequence (90/60/30 days)
 Churn risk intervention with personalized win-back offer
+ Birthday and purchase anniversary lifecycle rewards

+ Re-engagement campaign for customers inactive for 180+ days

Each of these is active out of the box, requiring only the customization of earn rates, point
values, and communication copy to reflect the dealership’s brand. The Al automation is pre-
wired; the marketing team focuses on message quality rather than workflow architecture.

5.2.4 Benchmarked from the Start

For new adopters, the Monthly Business Review (MBR) cadence provided by the dedicated Cus-
tomer Success Manager includes benchmarking of key program metrics - service lane revenue
attribution, churn rate, referral viral coefficient, and tier distribution - against anonymized data
from comparable dealerships in the NextBee network. New adopters do not start blind; they
start with a performance baseline and a clear path to improving against it.
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AI Capability

Value for Existing Solution Users

Value for New Adopters

Engagement Score Engine

Enriches existing CRM contacts
with a live behavioral score imme-
diately

Provides a ranked view of the en-
tire customer base within weeks of
go-live

Churn Risk Predictor

Adds predictive risk intelligence to
existing CRM workflows and task
queues

Establishes a proactive retention
program where none existed

Identity Resolution

Cleans fragmented records accu-
mulated across legacy systems

Builds a clean customer master
from the first transaction

Trade-In Alert Engine

Augments existing equity mining
tools with loyalty-linked context
and offers

Creates a structured service-to-
sales handoff process from scratch

Fraud Detection

Protects existing reward liabilities
from exploitation

Prevents liability exposure from
the start of the program

Revenue Attribution

Closes the attribution gap in exist-
ing campaign reporting

Establishes a measurable ROI
framework for every marketing
investment

Table 2: Al Value Matrix: Existing vs. New Adopters

Whether you are looking to enhance your existing marketing stack with Al intelligence
or build a complete engagement platform from the ground up, NextBee’s Technical Solu-
tions Architect team is ready to map your specific situation to the right capabilities.

https://web.nextbee.com/contact-us.html
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