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The views and opinions presented in this educational program and any
accompanying handout material are those of the speakers, and do not
necessarily represent the views or opinions of NADA. The speakers are not
NADA representatives, and their presence on the program is not a NADA
endorsement or sponsorship of the speaker or the speaker’s company,
product, or services.

Nothing that is presented during this educational program is intended as
legal advice, and this program may not address all federal, state, or local
regulatory or other legal issues raised by the subject matter it addresses. The
purpose of the program is to help dealers improve the effectiveness of their
business practices. The information presented is also not intended to urge or
suggest that dealers adopt any specific practices or policies for their
dealerships, nor is it intended to encourage concerted action among
competitors or any other action on the part of dealers that would in any
manner fix or stabilize the price or any element of the price of any good or
service.
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How to target your ENTIRE
e CRM Database and

c Reactivates Dormant
L ~ Leads into New Customers

75%

Dormant, inactive;
leads that Lead Igniter

5 CRM Data matched against
“live” closed RO’s & Sales

Z5 ‘ : - | ROI Reporting Shows
~ > @5 “Lost” Lead Conversions

3 Sales & Service
Marketing

4 Drive Leads to Service
Department and back to
your Showroom Floor
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(I Increase your sales without |

' spending more money

$20 Average 3 party lead cost

(10,000 leads x $20=$200,000)

5%t 15 %

Average Internet Closing Ratio z
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Open doors to Unsold Leads in your. CRIV
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Results of Poor follow up.

410 Of consumers purchased
/0 their vehicles from leads

purchased by another
dealer

33% Of leads buy after 3 months
EO1OWAIPNSTEARANVI@UINIE
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How Many Dead Leads Do
You Have in Your CRM

The Average Dealership has over 10 to
20,000 Leads in their Internet Department
CRM Tool
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EnNgagementiSR s —
ENGAGE orrgets BULKED®

50 % 1w 70 %

of your Customer and
Prospect Database is
Comprised of these ISP’s

| yaroo! Cmail
@ Outlookcom |
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- 3 Step Data Cleaning Process

« Remove potential spam traps
e Bad emalil addresses
 |nvalid email addresses

Use a multi-step database cleaning
process to help ensure inbox
placement and prevent getting placed
In spam

20 % to 30 %

of the data is deemed
unusable during this process
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3SteprDatapCleaning Process

Remove Reason Description Matched %
Reputation
Blacklisted Domains __ [Blacklisted Domains | 68
Blacklisted Emails ___ [Blacklisted Addresses | 1,426
Spam Trap Incubator _ [Spam Trap Incubator | 2342
Deliverabilit
mproperly Formatted Based on RFC Rules
properly Formatted Based on Domain Rules
istoric Bounces
MX Response Filter 42
Conversion
Bogus Usernames  [BogusUsernames | 49
Profanity Usernames  [Addresses ContainingProfanity | 0
- InitialRecords: | 41,671

Total Cleam: | 32,920
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Proven Follow-Up Process

BUY;
DIE LY o unsubscribe
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« Many Dealerships don’'t have the
resources to build offers every month
— let alone target ALL their prospects

« Monthly Sales Offers from the
Dealership are sent out to the
ENTIRE database — every month
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LARGO HONDA

e For less
A Essenman HFutomolive @omﬁma;

Service (855) 818-8385
Sales (855) 818-8384

Search Pre-Owned
Value Your Trade
Service Coupons

New Vehicles

o B M) || E-Mail Preview =1 14
S = b <= E 3 =0 W
Delete  Junk Reply Reply All Forward  Print  To Do

From: Preview Engine
Subject: E-Mail Preview
Date: April 20th, 2014

To: webdeveloper@cactusskydigital.com

LARGO

HONDA Service (855) 818-8385

ooz For begs Sales (855) 518-8384
A Ecserman Hutomotive Company
Search Value Service New
Pre-Owned Your Trade Coupons Vehicles

Thinking about a new Honda?

Stop in this month

to Largo Honda and pick one up for *1999 DOWN!

We are most anxious for you to witness first hand the "Largo Honda Experience”.
As one of the Esserman Automotive Dealerships, we pledge to exceed your
expectations in all facets of our business.

We offer free delivery to your home or office. Largo Honda is your premier South
Florida Honda dealership.

Please see our newest Summer Deals below.
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http://cactusskydigital.com/our-services/mobile-marketing/
http://cactusskydigital.com/our-services/mobile-marketing/
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NADA

Most Popular Activities on Smartphones

EMAIL

WEB BROWSING
FACEBOOK

MAPS/ DIRECTIONS
GAMES

GENERAL SEARCH
SHARE/ POST PHOTOS
LOCAL SEARCH

READ NEWS, SPORTS
WATCH VIDEOS

@ 00 N OO g A N -
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of customers are
reading marketing
messages on a
mobile device

75% for millennials )
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Non Mobile
Enabled Emails

IVIUSH]
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4 VIohile-Enabled
f Emails
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Customers are holding onto cars
longer which locks in huge service
revenue opportunities

Email is a relationship building
tool that will:

 Convert service customers to NEW car
buyers

e Convert flnance turn downs into service
costumers

o Keep local prospects engaged with your

dealership

&

| Satisfied Service Costumers eventually. BU YAEES
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" HI |||| SENVICE COUPONSIOr:
SERVICE COUPONS All Mjﬂkeﬁ C f]fl ]VJO('IHI
‘.”-..-."

Don’t forget to include All makes and Models in your service coupons

« Bring in additional revenue f'/\ @ GMC
 Re-engage dormant leads \/
« More opportunities ’ﬂh\ @

Keeps their family in your service

lane @ B )
@ or K,/ g
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Mebile €Coupons
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=

Piaasa click on an individual coupan to print it, Problems printng (mages?

FREE BATTERY TEST cmlilﬁﬂgmsg:ﬁ“ FREE TRANSMISSION FLUSH
T - 2 O muLmiroinT nspsction  SAVE $20.00
''''''''''''''' o $1 5“’ Bl speinsirwitin ) iy siariie + Hinips poiong Transsisson i

3 Wl ey e Rl e 840

s & =g et
= wa fn bl e ST B W + inoutes Feroman o Boso Tee

“-" ’ : I “'M A e la
LOGO o 0Go| e —

e T i A
S SN - N el = S

T e

4 OIL CHANGES FOR 560,05
S0OFFADRIVELINE  “oooemesnoomoms That's $17.48  LOGO| -t
* e o o s e | — Each!l! LA
n.i____::__l._.-..,.._-.uuup..u.,_.. TSR TS R S = Al

A/C SYSTEM
CHECK

COMPLIMENTARY

HCLLIDES
& g e of @ oeiiareng sysien T e

[LOGO| —*=* ~CESSORIES

Tiza 1 g aman

s 10% OFF

T L v S Y W Ay W

e AV L S Y Sl TE W TES @R uEw

15% OFF LOGO B i i ot
MOPAR PARTS Lﬁrm——J BODY SHOP SPECIAL | LOGO I —

Eeas e an T an | o= as B 8 daas

#NADA2016
NATIONAL AUTOMOBILE DEALERS ASSOCI AT O N [




Service 281.886.0947

Service Coupons

New Vehicles

Search Pre-Owned

Trade In Appraisal

Instant Quote

NADA

—
e =
ano || E-Malil Preview —
E-EED N B
Delete Junk Reply Reply All Forward Print  To Do

From: Preview Engine

Subject: E-Mail Preview

Date: April 20th, 2014
To: webdeveloper@ca

ctusskydigital.com

STE W%R @ Service 281.886.0947

Service
Coupons

IVEN
New Search Trade Instant
Vehicles Pre-Owned In Appraisal Quote

Motor oil is the lifeblood of your vehicle. You need to change the oil every 3,000,

5,000 or 10,000

miles depending on your make and model. You may alsoc want

to consider changing the oil more frequently if:

s The weathe
* You often d

r has been extremely hot or cold
rive on unpaved roads

* Your engine is old and burns oil
» You freguently carry heavy loads

We want to make sure your car is functioning at top performance.

#NADA2016
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Sample Senvice RePort

Jerry's Toyota
Service Report for May, 2015

<Previous Month - Next Month>

# of Service Matches

Revenue

Customer Pay Revenue $121,566.61
Warranty Revenue $0.00

Total Revenue $121,566.61

Average Revenue per RO $246.09

First Service Visit - More Than 180 Days Since $0.00 $0.00 $0.00 $0.00
Vehicle Purchase Date

First Service Visit - Less Than 181 Days Since $431.36 $107.84
Vehicle Purchase Date

More Than 365 Days Since Last Service Date $15,298.19 | $339.96
271-366 Days Since Last Service

181-270 Days Since Last Service

Less Than 180 Days Since Last Service

Vehicle with no Sales nor Service History

$121,566.61 | $246.09
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Drive More Leads to
your Dealership
Website

The success behind a BDC is the combination
of people, process and execution ultimately
leading to increased traffic

\  Phone Ups

\ * |nternet Leads
 Unsold Traffic
| « Owner Retention
« Database Mining

 Referral and Lead
Generation

#NADA2016
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Sample Dealership Website Traffic Report

Google Analytics

& Sessions
1,400

Pages/Visit
Site Avg: 2.79

Total Traffic Sour_ces: 116

Acquisition Behavior
Source { Medium T

% New Bounce Rate Avg. Session

Sessions Seastona New Users Duration

24,091 54.31% 13,084 51.09% 2.93 00:02:55

% of Total: Avg for View: % of Total: Avg for View: Avg for Avg for View:
B8.92% 57.22% 84.40% 53.57% View: 279 00:02:44
(27,094) (-5.08%) (16,503) (-4.61%) (6.07%) (6.75%)

google / cpc 7,588 (31.50%) 46.14% 3,501 (26.76%) 72.72% 2.08 00:01:51

google / 6,674 (27.70%) 58.65% 3,914 (2991%) 35.80% 3.70 00:03:28
organic

(direct) /
(none)

5,106 (21.19%) 58.56% 2,990 (22.85%) 51.70% 2.78 00:03:11

Lead Igniter 688 (2.86%) 36.63% 252 (1.93%) 46.80% 2.86 00:02:52

sampack.com i
I referral 658 (2.73%) 24.47% 161 (1.23%) 29.64% 3.66 00:04:46
bing / organic (2.62%) 67.14% 423 (3.23%) 26.83% 4.40 00:04:14

yahoo /

{7 . .
organic (2.50%) 53.16% 320 (2.45%) 35.55% 3.40 00:03:32
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I Reports

Reports tell you which customers click through from the
email to your website and show you what they are looking at

- S mwwmm

Cmarcian@aol.com New Vehicles Michael Marc 4103452345 Chevrolet Silverado 2011 104643
dredm@baybroad.net New Vehicles David Red 4103456789 Unknown 0 104643
kbert@yahoo.com Pre-Own Vehicles Lorenzo Villa 3023452345 Chevrolet Camaro 2010 104643
Lorenp@Comcast.net New Vehicles Paul Loren 5714563456 5717863456 Chevrolet Traverse 2011 104643
Tleidy@aol.com New Vehicles Tom Leydi 4103452367 Chevrolet Tahoe 2009 104643
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Targeted Follow-Up
Gets Them Hooked

« If they click on a link for used cars,
they are a prospect for used cars

« If they click on a link for service, they are
a prospect for service

#NADA2016
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Prospect Activity Tracking

* A prospect receives a sales
email from your dealership
with links to New Vehicles, Pre-
Owned Vehicles, Value My
Trade, and Service Coupons.

e Based on what links they click,
use marketing automation to
follow up with targeted letters
related to their interest.

WEBSITE |
REVISITS

e Take it a step further, and send
follow-up messages to website
visitors and re-visitors based
on what pages they viewed.

#NADA2016
NATIONAL AUTOMOBILE DEALERS ASSOC I AT | O N [




30

You Have the Lleads!

Feedyour BDEC WIth'hot prospects through
datamining and targeted follow-up.

Mine Your: Data for: New LLeads
Send Targeted Message
Automate Follow-Up

Convert Leads into Sales

N =
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Questions
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Convert Dead Leads to
Hot Prospects With
Data Mining

Please visit the NADA Pavilion in
the Expo Hall for information on
accessing electronic versions of
this presentation and the
accompanying handout

materials, and to order the
Peter “Webdoc” Martin workshop video recording.

President
Cactus Sky Digital

Baltimore, MD
410-296-2343 @WebdocPeter
#NADA2016

peter@cactusskydigital.com
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