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But first… 

TURN OFF THOSE PHONES!! 
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Welcome to the CRS Panel on 

Corporate Business 

We want your FULL ATTENTION. 

If you give it to us, we will 
GUARANTEE to increase your 

CORPORATE BUSINESS! 
 



What IS Corporate Business? 

Local/National/International Accounts 

Insurance Replacement 

Dealerships 

 

Basically, any type of company with which 

YOU have established a direct relationship! 



Now, PLEASE STAND 

(Take this opportunity to go grab a cup of water!) 

Please remain standing if Corporate Business 

comprises: 

 at least 10% of your total Revenue… 

And to the winner goes: 



An exceptional experience in Quality, 
Efficiency, and Price 



Growth of Dollar Rent a Car  

Panama 

- Started Business in May of 2003 with less than 60 cars 

in 2 locations 

- Business has grown to more than 2,300 cars and 14 

locations 

- 185+ employees 

- Average annual growth of more than 200% 

- More than 70% of revenue comes from Corporate 

Business 
 

 

 



New Headquarters 

 Efficient Operations 

 Better Service 

 Lower Price 

New main office 

building 









5 Keys to Corporate Revenue Growth 

1) GET INVOLVED 

- Manager/ owner has to get out on the street and visit clients 

- Get to know decision makers on a personal level, give cell phone 

- Sales reps have to schedule at least 1 meeting per week with Manager 

in order to get benefits  

- Respond to all emails… quickly 

 

 



5 Keys to Corporate Revenue Growth 

2) IT`S A NUMBERS GAME 

- ¨Business is a function of calling¨  

- Plant many seeds and harvest later 

- Establish minimum daily visits by corporate sales 

- Weekly sales meetings every Friday 8AM 

- Know the client, know the price 



5 Keys to Corporate Revenue Growth 

3) KNOW WHAT MAKES YOU DIFFERENT 

- Is the competition different? How? 

- SERVICE!  Automatization, Counter system, CRM. 

-  Understand and adapt to customers needs (Example: Vehicles with 

Mining Specifications) 

- Cater to customers needs in order to differentiate yourself  Ex: Waiting 

area 



5 Keys to Corporate Revenue Growth 

4) BUILD YOUR TEAM 

- Took us over 5 years to build current sales team 

- Pay them well, will get snatched up 

- Constant training- customer visits 

- Give them the right tools: Laptops, Smartphones  

- Hire a Corporate sales Assistant 

 



5 Keys to Corporate Revenue Growth 

5) DELIVER 

- Train your operations personnel to respond to customers’ needs 

- Give your people training and support 

- If there is a complaint, be the first one to step up 

 



Tip for your local Market-  

Insurance Replacement Vehicle 



Fueling Corporate 

Growth 

Elizabeth Alonso  |  Area Manager 



Elizabeth Alonso 

I have a slight accent.  A few of you may notice. 

 

If it gives you trouble, please visit: 

 

https://translate.google.com/ 



Let’s Ground Ourselves… 

• What is Corporate business? 

– For today:  everything but retail 

• Issue => Non-retail business 
takes many forms: 
– Corporations 

– Hotels 

– Insurance replacement 

– Dealership loaners/replacements 

– Entertainment industry 



What are we selling? 

• Retail = Hamburgers.  One size fits all. 

• Corporate = Clothing.  No two clients 
are alike. 



Prerequisite 

In Retail, Customer Service provides a 
competitive advantage 

 …but you can also win on price if that’s your 
thing 

 

For Corporate clients, Customer Service is a 
MUST. 

 



Prerequisite 

 
At MCar, our culture drives everything we do. 

 

Committed.  Customer-oriented.  

Tireless. 



CORPORATE CLIENTS =  

ALL KINDS OF NEEDS 



Corporate Clients => Unique 

Needs 



Keys to Corporate Success   

1. Dedicated resources 

– Focused, professional customer service 

2. “Mass customization” 

– Tailored solutions, standardized & 
institutionalized for each corporate client 

3. Breadth and depth of offering 

– Varied needs => Varied solutions 



1. Dedicated Resources  

Focused on understanding 
and serving the unique 
(and often confounding) 
needs of corporate clients 

• Rates 

• Billing 

• Logistics 

 

 



1. Dedicated Resources  

Dedicated resources in each key operational area 

• Reservations 

• Sales 

• Operations 



What This Looks 

Like at MCar 

Dedicated Resources 



1. Dedicated Resources  

Special Services 
• Split billing 
• Deliveries & pick-ups 
• Baggage meets 
• 3rd party billing 
• Direct billing 
• PO tracking 
• Unique work weeks 

 

Operational Structure 
• Separate VIP and Retail 

reservation teams 
• Specialized sales teams 

– Studio Rentals 
– Hotels & Concierges 
– Travel Agents 
– Insurance Replacement Rentals 

• Even locations with varying 
specialties 
– Beverly Hills:  Corporate and 

VIP clients 
– Airport locations:  Retail clients 

 



2. Mass Customization  

Corporate clients typically have a 
variety of unique needs and wants. 

 

The keys to success: 

1.Custom-tailor the solution 

  to meet their needs 

– Inclusive rates, negotiated fuel 
charges, other special services 



2. Mass Customization  

2. Institutionalize the custom-tailored solution 
so that it is repeatable and reliable 

– Sweat and determination are a great starting 
point… 

– …but real success lies in incorporating their 
special requirements into your ongoing processes 



What This Looks 

Like at MCar 

Mass Customization 



2. Mass Customization  

We’ve institutionalized: 

• Billing aligned with production 
schedules 

• Deliveries & pick-ups 

• Studio rates 

• Blanket coverage for multiple 
drivers 

• Direct & Split Billing 

 

Our home, southern California, is also home to the Hollywood 
studios…great corporate clients. 



3. Breadth of Offering  
Corporate accounts have widely varying needs: 

• Insurance replacements:  Customers prefer a 
like (or better) vehicle. 

– Exotic car owners crash too 

• Corporations: 

– Middle management may be relegated to 
a Taurus… 

– …while the executive suite travels in 
Mercedes E-Class or better 

• Hotels: 

– 5-Star hotel guests demand anything and 
everything 

– Airport hotel guests seek low prices 



What This Looks 

Like at MCar 

Breadth of Offering 



3. Breadth of Offering  

Our Fleet:  Alphabet soup 

• Aston Martin 

• Audi 

• Bentley 

• BMW 

• Cadillac 

• Chevrolet 

• Chrysler 

• Dodge 

• Ferrari 

• Fiat 

• Ford 

• Hyundai 

• Jeep 



3. Breadth of Offering  

Our Service 

• Rentals from Fiat 
to Ferrari 

• A cornucopia of special 
services 

 

AND… 

• Chauffeured Transportation 
– Sister company = Wilshire 

Limousine Services 



SUMMARY:  KISS 



Hard Work, but not Hard  

1. Dedicate resources to corporate business 
– Reservations 
– Sales 
– Operations 

2. Offer custom-tailored solutions to your corporate clients 
– Rates 
– Services 
– Billing 
– Institutionalize these solutions 

3. Provide them with the breadth of products and services they need 
– From the hot seat to the corporate suite 

Perspiration Inspiration



WE HOPE THIS HELPED! 

Questions accepted in Spanish only 



Angela’s Agenda 

Corporate Profiles 

Reporting 

Web-Enabled Reservations 



Corporate Profiles 

Company Details 

General 

Purchase Order Numbers & Credit Limits 

Company-Specific Rates 

 Rate Codes 

Overrides 

 Packages 

Notes 

 



Corporate Profiles 



Corporate Profiles 



Corporate Profiles 



Reporting 

Company Listings by: 

 Revenue,  

 Sales Rep 

 Category 

Follow-Up Dates 

Incremental Sales 



Reporting 



Reporting 



Web 

Unique Logins 

Automatic Rate Quote 

Real-time rates & availability 

Reservation Booking 



Web 



Thank You! 



If you would like a copy of this 

presentation, please give us your 

business card. 


