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INTRODUCTION AND GUIDING PRINCIPLES
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In-Person Experience

• The Acura Digital Revolution (ADR) introduces 
an Omnichannel Digital Sales Experience 
(ODSX), to enable clients to complete their 
purchase 100% through an omnichannel (in 
person or online) digital process. This includes 
the use of iPads to elevate the in-person 
purchasing experience for your clients while 
driving client retention.

• This guide shows one recommendation for a 
client walking in. We believe this 
recommendation enables a transparent and 
seamless experience – and we believe it can 
be flexed to fit the client, the dealer, and the 
real-life environment. 

• This is a practical guide on how to use ODSX. 
But this guide represents only a few of the 
many ways our clients and dealers can choose 
to interact with ODSX.
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Guiding Principles

Use this as a guide to 
update your workflow 
to sell the ZDX

Since each dealership is 
different, incorporate 
these recommendations 
into your own existing 
process as you see fit. 

The key is creating a client-
focused and friction-free 
experience that works for 
your dealership.

Apply Modern Selling 
Skills

For each step, we have 
annotated opportunities to 
apply Modern Selling Skills. 
We have provided 
suggestions on how you 
can continue to drive 
transparency, control, 
simplicity and 
seamlessness into a 
personalized purchasing 
experience.

Take Advantage of 
Technology

The Omnichannel Digital 
Sales Experience (ODSX) 
enables several 
experiences that make the 
buying process more 
enjoyable. In this guide, we 
will highlight key moments 
where technology can be 
used to create an effective 
and streamlined 
experience.



6

Different Ways to Take the Client Through ODSX

Recommended Flow
This option provides the client with a more interactive and streamlined experience using iPads and 
your current computers at your desk (with internet connectivity).

Traditional Flow 
ODSX can still be used to do deals end-to-end your current computers and laptops (with internet 
connectivity) for a more traditional desking process.

Omnichannel Flow
The client can choose to start online, and the dealer can see the deal in ODSX and continue the transaction.
The client can also walk-into the store and choose to complete certain steps online later.
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Decision Tree

Client goes into showroom Sales Consultant Evaluates Client Needs

Client Completed Online Action
• Online Secure Checkout
• Online Customer Order ZDX
• Appointment

Client Walks In (No Online Action)

Dealer Greets Client
    “Did you have a Vehicle in Mind?”

Business-as-usual

Other

ZDX

Dealer Asks the Client
• “Did you find one in our online inventory that you liked?”

• “If yes, did you start to buy, place a deposit or book an appointment”

Search for Client
• DSP – Deal
• DSP – Appointments 
• DSP – Order Management

Continue Transaction
• See Omnichannel Flow (Online to 

In-Store)

Yes

Assigned Sales Consultant
• Sales Consultant does needs assessment
• Sales Consultant validates actions taken by the customer online
• Sales Consultant initiates Test Drive

New Transaction
• See Recommended Flow (with iPads)

Complete Checkout In-Store
Continue Transaction
• See Omnichannel Flow (Online to In-Store)

Complete Checkout Online
• See Omnichannel Flow (In-store to Online)

No/Default
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What does the iPad Enable

While the use of iPads for ODSX is not required, we believe using iPads elevates 
the experience in the following ways:

Allows the client to have more control with 
an interactive F&I menu to help them 
review and select their F&I products.

Dealers can cast documents onto the 
iPad; and clients use the same device 
for a seamless signing experience.

Allows the client to have the payment 
estimator on their hands for a more 
personalized experience.

Accessory (dock and/or handstrap) and iPad bundles available on the iN → ODSX Program Resources → Hardware Ordering Portal.
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Review of Modern Selling Skills (MSS)
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Recommended Flow (Using ODSX and MSS Together)

Step 1 - Greeting and Check-in
• Sales Consultant warmly greets the client.
• Sales Consultant Asks: “Did you have a vehicle in mind, maybe the all-new electric ZDX?”

 If Yes, ZDX
     Did you find one in our online inventory that you liked?
 Did you start to build your ZDX online, or booked an appointment?

• If the client started an appointment, a deal or has a customer order, the Sales Consultant can find the 
Client on ODSX using their Workstation. 

 

Applying Modern Selling Skills

• Assess if the client is interested in an ODSX-supported vehicle

• Understand if the client has completed something online (view 
inventory, custom build a ZDX or make an appointment)

• Seamlessly pick up from where the client left off if the client 
already started a deal; or if they have an appointment for a test 
drive.
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Recommended Flow (Using ODSX and MSS Together)

Step 2 - Needs Assessment and Explore Cars
• Sales Consultant walks around the dealership with the Client to understand preferences 
• Sales Consultant offers the client for a test drive (collecting documents in compliance with state rules)
• Sales Consultant asks if the client has a trade-in and views condition to add to deal later
• Sales Consultant can use the iPad to view Acura.com (Tier 1) on a browser. Then filters for the dealer 

inventory and selects the Client’s target vehicle 
• If desired MTOC (Model, Trim, Options, Color) is unavailable, Sales Consultant can guide the client to build and order their ZDX, and 

place a deposit using an iPad

• Client can have more control using the payment estimator to explore charging packages, add-ons.
•  If client is unsure of cost of home charger installation, the Sales Consultant can help direct them get a quote on HomeElectric.Acura.com

Applying Modern Selling Skills

• Ask open-ended or follow-up questions to understand the needs 
of your client. Ask how much time the client has.

• In some cases, your client may want to do a virtual walkaround or 
test drive; prepare pre-recorded videos and test video 
conferencing links

• Use the Modern Selling Skills Storybook to connect with the client

• While you are on the lot, inspecting the trade-in and taking 
photos after the test drive saves your client a trip to the lot
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Recommended Flow (Using ODSX and MSS Together)

Step 3 – Build Deal
• Using the iPad, Client starts deal online with their chosen ZDX by clicking Buy Online and logging in or 

creating an account on Acura.com. The dealer should be selected by default.
• Client fills in Personal Details (creating a lead)
• At this point, the Client can continue checkout on the iPad, guided by the dealer; or the Sales 

Consultant can invite the client to their workstation and pick up the deal from the ODSX Dealer Portal 
by filtering for the client’s name and selecting the newly created deal. Once at the workstation, the 
Sales Consultant opens the Digital Transactions App and docks the iPad. 

Applying Modern Selling Skills

• To ensure that nobody else creates a deal with the client’s chosen 
vehicle, the Sales Consultant can offer to take a deposit. 

• Continue to engage the client by highlighting the importance of 
creating an Acura.com account (performance lease offer, App, AHE)

• When your dealer website is connected to Acura.com, you can 
direct the client to use the dealer website to begin their purchase.

• Using iPads creates a more interactive and transparent purchasing 
experience for the client; but it is not required.
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Recommended Flow (Using ODSX and MSS Together)

Step 4 - Negotiate Deal and Trade-in
• Sales Consultant works with Client on deal and confirms terms, add-ons, complimentary charging 

package and subscriptions
• If adding a trade-in, Sales Consultant can enter VIN and mileage, and use Kelley Blue Book and 

Blackbook to get Instant Cash Offer (ICO) 
• The Sales Consultant can choose the ICO or their own Dealer Offer, and enter the value to the Actual 

Cash Value to update the monthly payment or cash total

Applying Modern Selling Skills

• Continue to ask questions and actively listen to identify add-ons, 
and the suitable charging package for the client

• Leverage the ODSX functionality to get multiple ICOs for 
transparency; and use those offers to configure a competitive 
custom dealer offer, if desired.

• Use ODSX to add a trade-in or adjust the client’s downpayment. 
This allows for a recalculation of their lease/financing terms, and 
a seamless negotiation with the client.
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Recommended Flow (Using ODSX and MSS Together)

Step 5 - Purchase F&I Products, Accessories, Extras
• Sales Consultant casts the F&I menu on the iPad and guides the Client through options. 
• Sales Consultant can offer to get them a beverage, so the client has time to explore on their own and 

feel in control.
• Client selects F&I products, can customize packages as needed 
• Sign an acceptance-declination sheet (if dealer policy), and Client signs the F&I sheet on iPad
• Alternatively, the Sales Consultant can swivel their workstation to show the F&I menu, or print 

documents for viewing options and signing documents.

Applying Modern Selling Skills

• This section can be completed with the same Sales Consultant to 
maintain a single point of contact; or the Sales Consultant can 
bring the F&I Manager to the Client to make an introduction.

• Using an iPad allows the Sales Consultant to cast the F&I menu. 
ODSX brings in an interactive platform that allows clients to 
explore different F&I options to provide more control for the 
client.

• Consider leaving the client with the F&I menu to explore options 
while grabbing their preferred beverage

• Share anecdotes or scenarios that highlight the value of F&I 
products
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Recommended Flow (Using ODSX and MSS Together)

Step 6 - Finalize Credit Application and Sign Documents
• Client completes credit application via ODSX Concierge link on their personal device; selects their lender 

(NOTE: multiple lenders will only be visible if those lenders are configured in ODSX and are DFE-enabled)
• Prepare the DMV Registration/pink slip and other final documents to prepare for delivery.
• For leases and financing deals, the Sales Consultant/Manager or F&I Manager logs into iDeal (for AHFC 

deals) or to UniFi (for third-party lenders). They send the Remote Signing link to client; or print out lending 
documents. Client signs the documents.

• Sales Consultant casts additional ODSX documents to iPad; Client signs documents
• Alternately, the client can continue using the ODSX Concierge link on their device to sign documents

Applying Modern Selling Skills

• Use the ODSX Concierge link to fill out their credit application on 
their personal device and to sign documents using their own 
personal device or store iPad.

• ODSX makes it easy for the Sales Consultant to send the Client a 
copy of the signed documents (email, print out or save to drive)

• ODSX provides options to digitally sign documents, or physically 
print out documents for signing. Use the simplest process for your 
client or per local regulations.
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Recommended Flow (Using ODSX and MSS Together)

Step 7 - Make Payment
• Client selects a method of payment, provides information to Sales Consultant or F&I Manager
• Sales Consultant collects payment (per current dealer process) and records payment in ODSX on 

workstation, printing receipt for client.
• Sales Consultant books deal using ODSX 
• Sales Consultant gets the iPad and ensures the client is signed out of Acura.com, and close any other 

browsing tabs the client has opened 

Applying Modern Selling Skills

• ODSX supports several payment options including Cash, Check, 
ACH, Credit Card or a connected terminal (requires configuration)
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Recommended Flow (Using ODSX and MSS Together)

Step 8 - Vehicle Delivery
• Client completes the Personalized Settings Worksheet 
• Prepare the DMV Registration/pink slip and other final documents needed for delivery.
• Sales Consultant does walkthrough of vehicle using Perfect Delivery Checklist* on ODSX using the iPad
• Schedule a second delivery (redelivery) or a check-in, if the client prefers.
• Remind the client to download the Acura EV app
• After delivery, don’t forget to generate the RDR in your DMS or iN. Include the client’s selected charging 

package on the RDR.

Applying Modern Selling Skills

• Use the Perfect Delivery Checklist as a guide to walk the client 
through some key features of the ZDX

• Use delivery to mention the importance of the Acura EV app to 
manage their vehicle, and to claim their charging credits.

• Ensure that the client’s vehicle has AcuraLink® Connected by 
OnStar® activated to enable OnStar’s safety features.

• Consider offering delivery options to the client’s location to 
provide a uniquely personalized experience.

*Available now on iN. Will be available on ODSX Summer 2024
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Use the Traditional Flow if: You don’t have iPads in the showroom; or if the client prefers the dealer drives the 

deal using a traditional deal creation process within ODSX. 

Prior to starting the deal, consider doing a walkaround and/or a test drive if they haven’t done so already.

1. Make sure the client is comfortable at your workstation; consider offering a beverage before starting.

2. Sales Consultant opens ODSX at their workstation and clicks on the Vehicle Inventory (VI) Tile.

3. Sales Consultant searches for the vehicle the client was interested in and confirms if there are any active 

deals associated with the vehicle (Active Deals column).

4. Sales Consultant clicks on the Vehicle, and on the Vehicle Details page, clicks on the “Start a Deal” button.

5. On the New Deal page, the Sales Consultant can select an existing client profile; or create a new client by 

going to the Customer Tab and then clicking on the Build Customer button. 

– If the Sales Consultant creates a new Customer, the Sales Consultant collects information about the client to complete 

their profile. Make sure the name, email, phone number and Zip Code fields are filled in. Then clicks on Add Customer. 

– IMPORTANT: The vehicle in a new deal, by default is not reserved. Other Sales Consultants can create deals with 

those vehicles. As needed, the Sales Consultant can also put a hold on the vehicle within ODSX by taking a deposit. 

See Deal Confirmation and Reserving VINs.

6. After confirming the client has been added, the Sales Consultant clicks on the Start button on the New Deal 

page

Traditional Flow (no iPad Experience)
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After selecting the vehicle on ODSX, and linking the client profile with the vehicle:

Traditional Flow (no iPad Experience)

8. Continue configuring the deal using the Desking, F&I Menu and other tabs 

on the Deal screen. The Sales Consultant can also swivel the monitor or print 

documents (e.g. four-square sheet) so that the client can have more information.

9. Finish the deal by completing the necessary credit 

applications, documents, payments. You can also print 

any necessary documents for a wet signature; or 

choose to upload a file of the signed documents. For 

lease or financing deals, don’t forget to Import the 

deal into UniFi or iDeal, and sign any additional 

documents.

10. After collecting payment, the Sales Consultant 

prints a receipt and clicks on Book Deal; then 

generate the RDR in the DMS or iN and include 

charging package on the RDR.
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Use the Online to In-Store flow if: You learn that 

client made an appointment online, ordered a 

ZDX, or started the deal by selecting a ZDX and 

logging in.

1. Depending on the situation, the Sales 

Consultant searches for the Client using 

different sections/tiles in ODSX using iPad or 

Workstation:

1. If the client has an appointment, use the 

Appointments (A) Tile

2. If the client ordered a ZDX, use the Order 

Management (OM) Tile

3. If the client started a deal, selected a vehicle and 

logged in, check the Deals (D) Tile

2. Sales Consultant reviews the information on 

ODSX and confirms with the Client the steps 

they have taken.

3. Sales Consultant continues the deal based on 

Client’s information and ODSX information

*not a complete list of DSP Concierge functionality

Omnichannel Flow Summary – Online to In-Store 

Once you find the deal associated with the 

client, you can use the ODSX Concierge page 

to view details about client activity.
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Use the In-store to Online flow if: You start the deal with the client in the store, but they prefer to complete 

it later.

1. Sales Consultant continues the deal in-person until the Client prefers to complete the deal later

2. IMPORTANT: If the Client prefers to pause, the Sales Consultant may offer to put a hold on the 

vehicle within ODSX by taking a deposit to prevent others from creating deals on that vehicle. This 

process can be reversed, as needed. See Deal Confirmation and Reserving VINs.

3. Sales Consultant can pause desking at any time. Examples of these key moments* include: 

• Credit Application (including adding a co-buyer and uploading documents)

• Signing documents (including signing deal sheet or F&I documents.

3. On desking pause, Sales Consultant confirms Client’s contact information and preferred 

communication methods

4. Sales Consultant sends ODSX Concierge link to Client via email/text

5. Client can complete outstanding steps online using their personal device; or resume their deal in-

person as needed. Sales Consultant can also offer virtual touchpoints – calls, texts, video calls – to 

continue to discuss the deal based on the client’s communication preference.

*not a complete list of DSP Concierge functionality

Omnichannel Flow Summary – In-store to Online
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Step 1. Navigate to iN to Login to ODSX Dealer Portal
Select Sales, then Omnichannel Digital Selling Exp. (ODSX)
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Step 2. Navigate to Deals Module in ODSX Dealer Portal
25

25

From the ODSX home page, select the menu to view all modules

Menu
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Step 2. Navigate to Deals Module in ODSX Dealer Portal
26

26

In the menu, select the Deals module under the Apps tab
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Step 3. Start Deal in ODSX Dealer Portal
27

27

In the Deals module, select the Start Deal button in the top right
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Step 4. Select Vehicle
28

28

On the New Deal page, navigate to the Vehicle tab to select the vehicle to be held for the client
• Note: Client or lead details do not need to be entered at this time

Click on row 
to select 
vehicle
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Step 5. Click Start
29

29

Once a vehicle has been selected, click Start in the bottom right of the New Deal page to continue

Vehicle details will display once 
vehicle has been selected
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Step 6. Click Confirm Deal Action
30

30

You will be taken to the Desking screen. Select the three dots in the top right corner and click Confirm Deal
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Step 7. Confirm without Payment
31

31

You can enter payment details or select Confirm without Payment to confirm deal without any form of payment
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Step 8. Success! Deal Confirmed
32

32

Receive ‘Success Deal Confirmed’ alert when deal has been confirmed.
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Vehicle is Reserved
33

Vehicle Status will show as ‘Reserved’ on the Vehicle Inventory page once the deal has been confirmed
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Revoking the Deal Confirmation
34

Dealer can click Revoke the Deal Confirmation on the ‘Desking’ tab of the deal if they wish to cancel the reservation



35

Revoking the Deal Confirmation
35

When user clicks on Revoke Deal Confirmation, they see a confirmation popup 



36

Deal Confirmation Revoked
36

Success! Deal Confirmation Revoked alert displays when reservation has been canceled
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Vehicle is Unreserved
37

Vehicle status automatically changes back to ‘Stocked In’ when deal confirmation is revoked (reservation has been canceled)
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Recommended Hardware Setups – Bundle A

iPad + Swivel Dock + Detachable Case

Applications:

Screen Mirroring: Client screen on iPad is mirrored to a shared monitor.
• Dealer can view what client is seeing and help client with digital purchase

• Mirroring is engaged when the iPad is docked

Screen Casting: Dealer can cast key moments from DSP to iPad for client to review.
• Viewing Financial documents and getting client signature

• Client can undock iPad to disable screen mirror for privacy

Example: Screen Casting for Document Review
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Recommended Hardware Setups – Bundle B

iPad + Case with Handstrap

Applications:

Showing Acura EV App: iPad is preloaded* with the Acura EV App and shown to the client
• Share articles from the App

• Help answer EV related questions and show how public charging works

Example: Showing the Acura EV App in the Showroom Floor

*Dealer must download the app via AHM provided QR Code
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Recommended Hardware Setups - Pricing

Photo Bundle Details Cost

• Apple iPad 10th Gen 64GB (Wi-Fi only or 5G/Wi-Fi)

• VAULT Connect Case 

• VAULT Connect Grip + Hand Strap

• VAULT Connect Stand w/ swivel base

• USB + HDMI + Ethernet hub

• Power supply

• USB-C to USB-C cable

Apple iPad 10th Gen 64

Wi-Fi Only $25.07 for 36 months

5G/Wi-Fi for $28.88 for 36 months

Bundle A: iPad + Case + Dock

Bundle B: iPad + Case

Photo Bundle Details Cost

• Apple iPad 10th Gen 64GB (Wi-Fi only or 5G/Wi-Fi)

• VAULT Connect Case 

• VAULT Connect Grip + Hand Strap

Apple iPad 10th Gen 64

Wi-Fi Only $17.63 for 36 months

5G/Wi-Fi for $21.44 for 36 months

*Note: Apple devices are leased; all accessories (dock/handstrap) are owned by dealership. A la carte options available via Insight

Last updated: 6/5/2024
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Recommended 
Bundle Amounts

If your 

dealership 

has…

# of 

Recommended 

bundles

Less than five 

sales consultants
2-3

More than five 

but less than ten
3-5

Over ten sales 

consultants
4-7

NOTE: Minimum bundle size is 2 for orders placed 

via the Huntington Hardware Ordering Portal
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How To Order

Step 1: Go to the ODSX Hardware Leasing Portal
• Use your browser and go to Acura-ODSX.com 

• Password: odsx2024

• Or on Interactive Network, go to Sales → ODSX → 

Program Resources → Hardware Ordering Portal

Step 2: Click On Enroll Now 
• Provide your order details and business details. 

• Process should take ~15 minutes to complete

Step 3: Credit Review and Approval
• After order submission, your enrollment will take 1-2 

days to get processed and approved.

• Dealerships will be notified if there is an issue with 

their credit application, or if additional information is 

required.
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How To Order

Step 4: Sign Documents
• Once approved, Huntington will generate the agreements 

and send this electronically to the Dealership via DocuSign

• Once the dealership signs the agreement, the order will be 

processed and fulfilled by Insight

Step 5: Delivery
• Once the agreement is signed, standard delivery should 

take 1-2 weeks.

• All Apple devices for bundles are leased; all accessories 

(dock/handstrap) in bundles are owned by the dealership

NOTE: For any issues with your order, contact: acura.support@huntington.atlassian.net

For a la carte orders, please email acura-odsx@insight.com your dealer number, dealer 

name, address, and contact information for primary business contact 

(name/phone/email).

mailto:acuradealer@insight.com


ADDITIONAL SUPPORT AND FAQs
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Getting Support46

For Dealers with complete ODSX Implementation

ODSX-enabled dealers will be invited to an optional, weekly ODSX Dealer Support Webinars Details will be

provided via iN.

For Technical Support:

Phone Support: (833) 247-2240

E-mail Support: DSPSupport@tekion.com 

Chat support is also available via the Get Help icon in ODSX

For general ODSX questions

Go to Interactive Network (iN) → Sales → ODSX → Program Resources



47APPENDIX



48

Recommended Default Configuration

iPad

• Download the Casting App - Digital Transactions  

• Non-Incognito Mode for Safari or Chrome w/ 

Bookmarks (Tier 3/Tier 1/CPO/AHE sites, etc.)

• For Safari/Chrome: has to have Tier 3 Website as 

the homepage

• Acura EV App

Sales Associate Workstation
• Dealer Portal (Open)

• Bookmarks on DSP (Deals/Appointments/etc.)

• Bookmarks to Tier 1 website, dealer website and 

Acura Home Electrification page
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Setting Up Casting on the iPad
Casting enables several features on DSP including being 

able to share an interactive F&I menu, and document 

signing.

1. Ensure your iPad is connected to the Internet and 

that the iPad is in the dealer Wifi network 

2. Download Digital Transactions App from the 

Apple App Store  on the tablet

3. Open the app on the tablet

If your dealership participates in Mobile Device Management (MDM) 

please make sure your IT team ensures the application is allowed. 

Casting Configuration
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Casting Configuration

4. Log in using the AHM SSO 

credentials or your ODSX DSP login
5. Name your iPad on the Digital Transactions App

6. Log into ODSX DSP on your dealer workstation to see if the 

iPad is available for casting. It should have the name you 

configured in the previous step.



CIAM

Email

Password

Sign in

Sign in

MyGarage

American Honda 

Finance

Dreamshop

Acura Home Electrification 

(ZDX)

Acura EV 

(ZDX)

AcuraLink 

(CPO)

✓ Schedule service appointments

✓ Access to owners manuals

✓ How-to videos for how to use vehicle features

✓ View service and warranty information

✓ Manage connected services and subscriptions

✓ View and act on open recalls

✓ View billing statements

✓ Set up automatic payments

✓ Sign up for paperless statements

✓ Make payments

✓ Search for and purchase parts and 

accessories for Acura products

✓ Get dealer-specific pricing for 

purchases

✓ View home electrification 

products and options

✓ Receive estimates for home 

electrification products

✓ Select charging packages

✓ Schedule installation

✓ Track and manage ZDX orders

✓ Manage connected services and 

subscriptions

✓ Locate public charging stations, find 

Acura dealers, and favorite locations

✓ Contact concierge

✓ Check vehicle status

✓ Schedule service appointments

✓ Schedule service appointments

✓ Request roadside assistance

✓ Check vehicle status

✓ Remote start/stop (if subscribed)

✓ Remote lock/unlock (if subscribed)

✓ Locate vehicle (if subscribed)

Creating a Acura.com account gives clients 

access to all of Acura’s digital properties. 

Client account is required to generate 

Personal Lease Offer with incentives
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