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Increase engagement and reduce opt-outs with 
better control and visibility of customer preferences 
across systems, brands, and state requirements.
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The misdiagnosed loyalty problem 

No matter how appealing your offers are, loyalty performance in  
automotive often fails because the customer experience is inconsistent.

In practice, customers meet your brand across a spread of touchpoints, including OEMs, 
dealers, finance, apps, connected services, websites, and call centers. Each one creates 
preference signals that define what they want, how often, on which channel, and what  
they want to avoid.

When those signals aren’t controlled and visible across your ecosystem,  
“loyalty” becomes a guessing game. Common challenges include:

•	�One system sending a service offer after a customer opted out elsewhere

•	�A customer updating preferences in a portal, but downstream tools  
fail to reflect this change

•	�Brand and dealer communications overlapping, creating fatigue

•	�State privacy requirements adding friction because teams aren’t confident  
what should happen where

Preference management is how you turn those failure points into an operating  
model - one single source of truth for customer preferences, governed centrally  
and applied consistently.

And what changes when preference data is managed well?

•	�Engagement rises because messages stay relevant and expected

•	�Opt-outs fall because customers can tune the experience instead of escaping it

•	�Loyalty improves because trust is reinforced in everyday interactions

•	�Growth is supported because retention and repeat purchase behavior become  
easier to influence with permissioned, accurate data
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Why “across states” changes the game

State privacy laws have created a practical requirement  
for consistency and proof across jurisdictions. 

For automotive brands operating nationally, that means your preference model  
has to stand up against a long list of regulations including: CCPA/CPRA (California),  
VCDPA (Virginia), CPA (Colorado), CTDPA (Connecticut), UCPA (Utah) and TDPSA (Texas)  
- each with its own scope and requirements.

But rather than thinking marketers need to become privacy specialists as well,  
you should focus on finding a preference management system that makes it easier to:

•	Maintain a clear record of customer choices

•	Honor opt-outs and preference changes reliably

•	Show what a customer chose, when, and how it was applied

For example, the CPA includes consumer rights such as the right to opt out of targeted 
advertising, the sale of personal data, and certain profiling activities, alongside access, 
correction, deletion, and portability rights. And CCPA gives consumers rights including the right  
to know, access, delete, opt out of the sale of personal information, and non-discrimination.

Across states, the operational takeaway is simple: customer choice needs to be captured 
clearly and enforced consistently across systems, channels, and teams.
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Improving loyalty performance  
with preference management

High-performing loyalty programs share a common foundation: preference 
data is treated as a governed system, not a set of disconnected settings 
pages. A practical operating model has four parts:

1. Capture preferences where  
customers actually engage

Loyalty data doesn’t only come from “profile 
settings.” It comes from moments throughout 
the customer journey. From service scheduling 
to app onboarding, finance interactions, 
connected services sign-ups, warranty 
registrations and event RSVPs, there are so 
many opportunities to gather customer data. 

Syrenis supports preference capture 
through customer-facing experiences 
so customers can clearly state what 
they want. This is then enforced across 
the brand ecosystem, enhancing the 
customer experience and building loyalty.

Syrenis is designed to synchronize 
consent and preference updates  
across connected systems so changes 
made in one place are reflected where 
data is used.

Syrenis centralizes consent and 
preference data so teams can operate 
from one governed view, instead  
of reconciling conflicts after the fact.

Syrenis supports internal workflows  
with a customer service portal,  
so teams can update preferences 
quickly while maintaining a clear history 
of changes.

3. Apply and update preferences  
in real time across systems

Loyalty programs live or die on “did we  
honor the choice?”. That requires more  
than storage. If updates take hours or days  
to reach downstream tools, you create  
a window where the experience can break. 

2. Centralize preferences  
into a single source of truth

Automotive stacks are rarely simple. CRMs, CDPs, 
dealer systems, email platforms, mobile apps,  
and analytics tools all store versions of “what  
the customer wants”. When those versions don’t 
reconcile, teams end up acting on whichever 
record they can see, creating conflicting messages, 
duplicated outreach, and avoidable opt-outs.

4. Support internal teams with controlled  
access and accountability

Customer choice isn’t only managed by customers. 
Service teams and support teams often need to 
update records during live interactions, so without 
governed access and a clear change history, 
updates become inconsistent, hard to verify,  
and difficult to defend during escalations or audits.



Building stronger data without heavier forms

Preference management improves loyalty when customers can  
express what they want without being forced into long, one-time forms.

Progressive profiling enables you to collect first-party preference insights over time through 
relevant questions, surveys, or polls during digital journeys - building anonymous preference 
profiles against a unique identifier. When a customer later becomes known and PII is captured, 
historic preference profiling data can sync so teams can see more of the journey and build  
a clearer picture of the individual.

Why this matters for loyalty:

•	Customers share more when the request is timely and proportional

•	The experience stays cleaner because you’re not asking for everything upfront

•	Marketing gets better preference signals to shape journeys, content, and offers

•	You build richer profiles over time without relying on third-party cookies
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Syrenis enhances the customer experience and enables more effective marketing  
by helping marketers gather preference signals in small steps during digital journeys. 
Our platform then retains the information under an anonymous identifier, and carries 
that history forward when the customer later identifies themselves.
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Ready to enhance your loyalty scheme?

If you’re exploring the strategy:

Share this guide internally to align marketing, privacy,  
and technology teams on a single operating model.

If you’re ready to operationalize:

Request a Syrenis demo to see how preference data  
can be captured, centralized, synchronized, and governed  
across complex automotive environments.

Request a demo: syrenis.com/book-a-demo/

Note: This guide is informational only and does not constitute legal advice.

syrenis.com

https://syrenis.com/book-a-demo/

