IT°S FINALLY HERE

An Al To Help You Sell
More ‘Cars For Your
Dealership
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If you're responsible for your dealership’'s growth, and more
specifically, increasing vehicle sales through conquesting
potential vehicle shoppers who are not yet existing
customers, | have great news for you!

No, scratch that, not great news, but
UNBELIEVABLE NEWS THAT WILL BLOW YOUR MIND!
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You can now solve all your conquesting
efforts with one simple, straightforward
decision that will take you roughly one
hour to implement and launch. That's it!




No more need for printing direct
mail pieces and flyers, sighing
up for Facebook blitz events,
paying for conquest sales
events or having to run any
other marketing gimmicks
because you will literally be
generating high-quality leads
and high-grossing deals at the
lowest price possible 24/7/365
without having to lift a finger.
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| know my statement might sound far-fetched and too good to be true, but don't
worry; you won't be disappointed if you stay with me until the end of this video.
What | am about to share with you is the game-changer you've been waiting on to...

BELOW UP YOUR MONIHLY CAR SALES VOLUME!
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Look, it's no secret that the fastest opportunity to
’ predictably and consistently grow your
- dealership's sales outside of your current
database is through a robust paid ads strategy.




If you know how to predictably turn a $1
click into $7 of gross, it means you can
consistently turn $2,000 into $14,000 or
$5,000 into $35,000, or even $20,000
into $140,000 of profit every month
without ever having to worry about
where your next deals are coming.

That’s predictable growth! Unfortunately,
most dealers | know are far from enjoying
this state of “paid ads” nirvana.



Don't feel defeated. The paid ad opportunity has always .\

Google Ads

been somewhat of an unfair game between Google and
Facebook's algorithm and human beings trying to figure
out how to satisfy the Al to make ads profitable.




Google Ads

Google has provided us with insights through its *
as to how their algorithm might serve ads to vehicle shoppers, and Facebook did
something similar with their . Still, it barely
allows us to scratch the surface of the complex Al game.


https://www.thinkwithgoogle.com/consumer-insights/consumer-trends/auto-brand-mobile-micro-moments/
https://www.facebook.com/business/industries/automotive

......

It's neither fun nor straightforward to run dozens of ad creatives, to
dozens of audiences, with multiple variations, trying to keep the cost
of your impressions, clicks, and conversions under certain
thresholds to make sure you're acquiring nhew customers profitably.
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Even the most enthusiastic and dedicated digital marketing
individual could be at their computer 18 hours a day refreshing the
ads manager, culling poorly performing ads, scaling winning ones,

optimizing hundreds of keywords and making dozens of changes
every hour, and it would probably not be enough to satisfy the ad
platforms algorithm and enjoy profitable results with consistency.
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That's one of the reasons why we
never offered paid ads services to
dealers here at

TURBO MARKETING



970 Ex¢
©) S :

Sy |
T 30 ©

LA 8 & & DAY

Seeing how hard and intensely |
had to work daily with my team to
get our own ads profitable, |
always wondered how other
marketing agencies could offer
the service to dealers, or even
more puzzling, have one account
manager responsible for multiple

dealers paid ad execution. IT STILL BOGGLES MY MIND!
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No wonder most dealers see
their Google and Facebook ad
spend as an expense or as a
branding budget to make sure
their dealership Is somewhat
top of mind in the marketplace
- if that's even possible in
today's day and age - a little
like radio or TV ads would have
been a few decades ago
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The only way | can understand dealers are still swallowing the

massive cost of this unprofitable way of running ads without choking
is that they focus on vanity metrics like VDP views and traffic and have
resighed themselves to the fact that they can’t effectively track the
clicks right down to actual sales and profit in their CRM.
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Let's fantasize together for a moment about a better
automotive world where you didn’t have to rely on human
) beings to compete with Google and Facebook’s algorithm; a
e A &= world where you had an Al that understood all the nuances of
| S NI  the consumer’'s automotive micro-moments leading to the
Y=g | purchase of a new or used vehicle in your market.
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Google Ads

Imagine now that this Al took its
understanding of the algorithms to serve
thousands of ads each month for your
dealership on Google Search, the Google
Display Network, Instagram, Marketplace
and the whole Facebook stack of digital
properties, and do it all on autopilot
24/7/ 365, even optimizing your budget
across all platforms to maximize each

penny of your marketing dollars.



Wouldn't it be cool to run
thousands of ads targeting
every opportunity to sell a

vehicle instead of relying

on a few dozen ads and

cross our fingers that you
or your paid ads specialist

has chosen the right

. message and promotion to

i, ’n generate some traction?




Imagine now that this Al would monitor the thousands of ads and cut the
underperforming ones, scale the winning ones, and make more than 10,000
changes every month to the ads, the creative, text, budget, and audiences, all
while managing a list of half a million to one million keywords to make sure
your dealership is at the top of every search query possible in your market and

make sure the best ads are served to the best potential prospects, so your
cost per click and lead is at all times the lowest possible.







n Now you might be saying to yourself: “Yes, Sean, that's great; but as

you know, generating clicks and traffic is only part of the solution. As

you know, most clicks go to a dealer’'s website to die without nothing
ever happening!” and unfortunately, you would be right; up to now.




Imagine if the same Al that served the
thousands of ads to prospects would
also be “alive” and active on your
dealership’'s Website to make sure
that every visitors who clicked on one
of your ads were also served with the
best possible online experience and
call-to-action to optimize the quality
and quantity of your leads.




With that set up %
in place, the Al
would not only

know where
prospects are
coming from, =
where they are
at in their
automotive
buying journey
and what
excites them..

.but it would also be on your Website
tracking what vehicle shoppers are looking at
and interested in so it could continually serve

them the ideal call-to-action to get you
quality leads at the best price possible.
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OK, let's go even crazier and
imagine that the Al could also
provide prospects with a dynamic,
individualized phone number -
both in your online ads and on your
Website - so you could track
offline leads like phone calls and
associate them to unique clicks
~—_—__and potential buyers throughout

m the buying journey all while

\ populating your CRM
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Talking about your CRM; let's say we could also feed the Al with your last 12

months of sales and your current opportunities so that the Al would even know
who are the most likely candidates to purchase a new or used vehicle from you
and track the ongoing sales and profits of every click, phone call and lead.

MMMMMMMMM



Wouldn't this be insane; |
mean, insanely great for

your conquesting efforts?

| get it, sounds like science
fiction, right?

But it's not.

This automotive artificial
intelligence system does
exist and is currently working
for the benefit of close to
one thousand dealers of all
brands who are experiencing
extraordinary results.




How would you like to
see an increase In your
conversion rate as
high as 3867% or enjoy
a 47.8% lower cost per
lead and a 40.3%
lower ad spend?

That's a massive amount of additional opportunities for close to half the money spent!

You could be on your way to predictably double your sales while acquiring
new customers for the lowest cost possible and do it all on auto-pilot!

turbs

ARKETING



That's the power of artificial
Intelligence for the benefit
of your dealership

-

Think about it; Jeff Bezos is no
longer the only one who can
use Al to grow sales
predictably; nhow, you can too!




Just make sure you don't let the new terminology I'm
sharing with you, the concept of machine learning or
Al's power to get you quality leads at the lowest
price possible, overwhelm you. It shouldn't!
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Everything | explained

happens automatically
by reading your dealership’s
Website and making sure your
digital footprint is a true
extension of your online
business, all while offering the
ultimate digital engagement to
your visitors.



The only decision you have to make is to remove the poor guy or gal who
is trying to profitably run ads for your store against Google and
Facebook's algorithm; and instead let the Al go to work to provide you
with an unfair advantage, crush your competition and grow your sales.

WOULD YOU LIKE TO SEE IT LIVE?



Reach out using this link, and let
me show you the Al at work on
w your dealership’s Website; it
/ won't take more than 15-20
“ - minutes.



https://www.turbomarketingsolutions.com/apply-strategy-session

It doesn't matter if you're making your first
steps with paid ads or if you're an SEM veteran
that's been through all the trenches and have

the scars to prove it; you won't believe your
eyes wWhen you see this incredible tool at work!

I've never been so excited and so confident to say:

LET'S SELL SOME CARS!
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