MAXIMIZE FIRST-PARTY OPPORTUNITIES

First-party opportunities are those you create without
much outside assistance & at a relatively low cost-per-
acquisition. Prioritize these, as they close at the
highest rates & deliver above average gross profit.
First-party opportunities can be developed from
multiple sources, including your website, your
database efforts, networking & social selling.
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PRICE YOUR VEHICLES “TO MARKET”

“Call for Price” means "Highest Price” to today's
buyers, & it ensures you not only reduce your walk-in
traffic, but also your leads & calls. If you want to drive
more at-bats in the form of calls, leads and
(especially) walk-in traffic, price your vehicles (both
new and used) close to the expectedselling price.
Then, be prepared to defend that price.
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LEVERAGE MARGINALLY-MEASURABLE
DIGITAL MARKETING

Marketing that cannot be tracked to the sale is not
Inherently bad; but it also shouldn't gobble up the bulk
of your budget. Once you've maximized opportunities
with the measurable sources available, explore ways
to drive more at-bats through branding & by using
tools like photo overlays & actual new car photos.
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