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modern
marketing

Hold the phone

Dear Mrs Crosbie,

It's been a few days since you dealt with our
les Executive, Sam, to discuss your choice of car.

If you are still looking for your next ar and would
like us to contact you again, please let us know.
You can also visit our website anytime to check
our ourrent stock and finance offers.
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Sinclair SKODA Swansea

Sponsored

For a limited period at Sinclair SKODA we have
some exclusive offers so you can drive away a
Brand New SKODA!

Exceptional offers and prices on
SKODA OCTAVIA and SUPERB

New SKODA Offers

A silent salesperson

am-online.com

customer's desired specification. Therefore,
making customers better aware of an
evolving stock situation should be an
essential pillar of your digital marketing.
Fortunately, automating this process is
relatively easy and very cost-effective
to address, avoiding the need for
proactive input from busy sales statff.
Subscribing prospects to tailored
stock alerts — which are relevant to their
specific enquiry — performs the function
of a 'silent salesperson’, helping dealers
to recapture dormant leads that may
otherwise go elsewhere. The return on
investment can be significant, with the
potential to add dozens of additional used
car sales over even just a few months,
at a cost-per-sale that is significantly
lower than with other digital services.

Social work

When it comes to communicating with
consumers, there are times when neither
email nor telephone are the optimal
approach. Instead, engaging with
customers through paid-for campaigns on
social media platforms can complement
ongoing awareness-building activity and
deliver tangible results for the business.

Data-driven marketing on social platforms

can prove to be remarkably fruitful,
and no platform is as geared towards
supporting marketing programmes
as Facebook. In fact, there is no other
initiative that can deliver highly qualified
leads so cost-effectively or so rapidly.

In recent years, Marketing Delivery
has developed unrivalled expertise in
supporting dealers to make the most of
the opportunities provided by Facebook,
which is now reflected by our status as
an official Facebook Agency Partner
—unique in the automotive sector.

Facebook's influence on new car
purchases in particular can be seen in
two key metrics. Firstly, the age group
consuming the most automotive content
is 45 to 54 — one of the most relevant age
groups for franchised dealerships. Secondly,
the highest consumption of automotive
content happens on Thursday and Friday,
with the lowest on Saturday, supporting
the view that Facebook plays a key role
as a research platform to prepare for
weekend visits to see and test drive cars.

For dealer groups who invest in such
programmes, cross-checked customer
data enables adverts to be placed in front
of known prospects on the social media
platform, further increasing the likelihood

BENTLEY

THANK YOU FOR YOUR INTEREST.

Dear Mr Burgess,

Thank you for your recent enquiry and for your interest in the iconic Bentiey. It is our

For more information, call 01892 599 913,
visit www.marketingdelivery.co.uk or
email get.in.touch@marketingdelivery.co.uk
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Advertising feature

HAVE WE GOT YOUR
NEXT CAR IN STOCK?
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LATEST OFFERS

CONTACT US

Dear Evelyn

We thought you might appreciale being kept up to

of conversion and a boost in profitability.
Going one step further, our LeadBox
system places interactive lead generation
adverts on social media platforms to
reach an even wider audience of likely
prospects and enable them to submit a
pre-populated enquiry direct to the dealer.
Facebook advertising is proving to
be the top source of paid-for traffic for
numerous dealers, with up to three times
the volume of visitors compared with traffic
brought in via Google AdWords. Most of
the traffic referred by our programmes
is also of a higher quality than from
other sources, because the prospects
are further down the purchase funnel.
Contacting prospects and customers
through their preferred communications
channels, whether that is via email, a
telephone call, or across a social media
platform, is central to exploiting the
value of a high-quality database — and
ultimately to boosting conversion rates
above the typical industry averages.
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