
Integrated Voice of the Customer 

Program Design 

Department-focused survey 

program helps dealers to listen 

more effectively to customers 

to uncover crucial customer  

experience opportunities.  

 

Setup 

Dealer can be up and running in 

as little as 24 hours. Our pro-

gram integrates with ADP, DIS, 

NDS, PFW, EBS, JDIS/EQUIP and 

more. 

 

Execution 

Customer information, surveys, 

distribution and processing are 

automated through data trans-

fer; no work from the dealer is 

required. Paper and online re-

sponse options are available for 

Sales, Service, Parts and Rental 

divisions. 

 

Reports 

Reports and feedback are avail-

able 24/7 through web-based 

application. Returned surveys 

are imported daily . 

SATISFYD’s Integrated Voice of the Customer (VOC) solution gives you 
the tools to identify and act on important customer feedback.  Listen-
ing to your customer is an essential step in retaining existing custom-
ers, as well as adding new ones. VOC is a base tool for building the op-
timum Customer Experience environment at your dealership.  

By giving your customers the opportunity to communicate areas for 
improvement, you will make them feel more connected to your busi-
ness. Through VOC, their comments can also help drive innovation, im-
prove profitability and create a customer pull-based environment.  

The Voice of the Customer solution provides valuable insights that can 
empower employees to create a more responsive organization that will 
drive sustained growth.  

SATISFYD has partnered with John Deere dealers since 1998. Our solutions are cus-

tomized to meet the unique needs of the John Deere dealer to ensure that we pro-

vide the right answers at the right time to create actionable improvement in the cus-

tomer and employee experience. 



Primary Goals 

Support Existing Goals 

Most dealers have defined processes 

and goals around improvement. A    

department specific focused survey is 

an effective way to assess progress at a 

deeper level. 

 

Confirm best practice alignment  

The customer satisfaction questions 

are designed around John Deere and 

SATISFYD dealer best practices. This 

alignment allows for continual meas-

urement and assessment of feedback. 

 

Uncover improvement opportunities  

Each survey can uncover different are-

as in your business that need attention. 

Using this dealer focused feedback you 

can improve the overall customer ex-

perience.  

 

Provide action planning input 

The knowledge gained can be used to 

drive internal strategic planning and 

location improvement strategies.  

 

Validate movement on existing goals 

Using the reports, you are able to track 

experiences over time to discover if the 

strategies implemented are driving 

change and exceeding expectations.  

SATISFYD Voice of the Customer Solution 
Investment Summary 

Service Includes Price 

Department 

specific survey 

Up to 20 mailed surveys 

per month + Full Survey 

Starts at $50/
department 

Additional     

Surveys 

Ability to change amount 

month to month 
$2.50/survey 

For more information, pricing and answers to your questions, 

please contact our Customer Success team at 630-276-7900 

or customersuccess@satisfyd.com.    

Dealer Spotlight: 

Tom Schuneman, GM, Schuneman Equipment 

How did you use the program specifically for your needs? 

The department manager for the survey follows up on every 

survey with comments on anything that is negative, neutral, or 

suggestions so we can clearly understand what the customer is 

needing, wanting, etc.  Many times we can solve problems very 

quickly and proactively, as without this survey many times we 

wouldn’t have known.  The follow up also happens on ratings 

of 3 or less on 5pt scale or 7 or less on 10pt scale. 

What outcome did you achieve from using this program? 

Although I can’t tell you exact numbers, we have drastically 

increased our overall rating in locations where it was poor.  We 

have also been able to correct some errors or situations where 

we could get better.  It’s great because we can follow up with 

that specific customer on a change we made that was a sug-

gestion of theirs.  There are also specific things we identify 

through the survey follow up on coaching moments with em-

ployees that we can use to improve. 

Would you recommend SATISFYD? Why?  

Absolutely I would recommend, especially if there is good fol-

low up with customers.  Most customers are surprised when we 

call and follow up as they say most of the time no one ever calls 

on survey responses. 


