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The opportunity 



First step in the  
shopping process 

Source: 2011 NABD/AutoTrader.com Buy Here Pay Here Study 

BHPH purchaser  

Credit challenged  

Traditional purchaser  



Approval Overall 
price 

Down  
payment 

Payment 
amount 

Interest 
rate 

# of years 
to pay  

Source: 2011 NABD/AutoTrader.com Buy Here Pay Here Study 

Financing  
priorities 

BHPH purchaser 

Traditional purchaser  



 
 

I sat there  
(traditional dealership)  
for 3 hours through the 

 whole dog & pony show and 
then they said they weren’t  

going to approve me. 

 -BHPH  
       Purchaser 



We also know that … 



      out of        BHPH  
customers conduct research  
prior to visiting the dealership 

4 5 

Source: 2011 NABD/AutoTrader.com Buy Here Pay Here Study 



70% use the Internet 

Source: 2011 NABD/AutoTrader.com Buy Here Pay Here Study 

BHPH shoppers  
are online 



But at the same time… 



Competition with traditional 
dealers in a traditional online 
automotive marketplace 



Dealership 
pain points 

Transparency Loyalty Compliance 



BHPH dealer priorities 

77% Promote your dealership……………………….……………….. 

47% Target shoppers with poor credit…………………………….  

35% Advertise vehicles by down payment…………………….. 

Provide high quality consumer credit applications….  25% 

Provide large quantity of consumer credit apps……. 21% 

Advertise vehicles by monthly payment…………………. 19% 

Advertise vehicles by weekly payment…………………….. 17% 

Source: 2011 NABD/AutoTrader.com Buy Here Pay Here Study 



Solution 



BHPH  
Center 

BuyHerePayHere.AutoTrader.com 
 

http://www.buyherepayhere.autotrader.com/


Aligning BHPH  
shoppers & dealer needs 



Current financing 
related messages   

28% Approval…………………………………..…………. 

Source: 2011 NABD/AutoTrader.com Buy Here Pay Here Study Q75. Now please think about when you were in the  process of financing your vehicle.   
Select the top three finance options that were most important to you from the list below. 

Overall price……………………………..……..….  26% 

Low or no down payment….…..………….. 24% 

Flexible payment schedule .……………….. 23% 



Consumer  
financing priorities   

44% Weekly/bi-weekly payments………………..…….…….. 

32% Guaranteed financing……………………….……….…..….  

Down payment………………………………….…….………... 

Payment amount……………………………………..……….. 

Interest rate………………………………….……….………….. 

31% 

27% 

21% 

Primary  
focus area 

Secondary  
focus area 

Source: 2011 NABD/AutoTrader.com Buy Here Pay Here Study Q75. Now please think about when you were in the  process of financing your vehicle.   
Select the top three finance options that were most important to you from the list below. 



• Create an environment based  
on financing & dealership first 
 

• Help dealers convey unique value  
of products, services & processes 

 

Key  
objectives 



• Help BHPH dealers differentiate  
to build trust, satisfaction & loyalty 

 
• Educate consumers & set proper  

expectations for purchase 
 

 

Key  
objectives 



Transparency 



BHPH Center features 

• Geo-targeted 

• Comprehensive dealer directory 

• Consumer learning center 

• Dealer inventory 

• Dealer microsites 

 



Stand-alone experience  
with mobile enablement 



BHPH shoppers own  
lots of digital devices 



• Video content 
 

• Helpful information 
 

• Link to dealers 
 

• Link to inventory 

 

Credit  
Help Center 



Inventory  
listings 

Local Inventory 
• Make, Model, Style Search 
• Down Payment Search 
• Weekly/Monthly Payment Search 
• VDP with photos, video, social 

links, credit links, dealer microsites 



Dealer  
microsites 

• Dealer  
information 
  

• Photos,  
video & social 
  

• Inventory 
 

• Leverage as  
dealer website 



What we  
need from you.  you.  



 
Become an  
active partner 



Photos 



Descriptions 
With as little as $299 down, you can own this vehicle for 
$299 per month! If you have no credit or bad credit, we can 
get you a Guaranteed Credit Approval. Even bankruptcies 
and prior Repo's are approved!  
 
We offer 'GUARANTEED CREDIT APPROVAL' regardless of 
your credit history. Super clean vehicle, fully serviced. Great 
daily commuter car. For more info, call Bob at 617-212-2255 
and ask about our GUARANTEED CREDIT APPROVAL.  
 
It's that easy! If you meet the requirements, YOU'RE 
APPROVED regardless of your credit history. Call BOB at  
617-212-2255 and you WILL be driving your new car. 



Merchandise  
your dealership 
online 



Emphasize  
key messages 

EASY APPROVAL! 



Include down  
payment information 



Because misleading  
pricing information is  
the top complaint of  
online shoppers 



Promote a speedy 
approval process 



Include information  
about what will get  
them approved 



Checklist of  
required documents 

Driver’s license/personal ID 

Down payment 

Paycheck stubs 

Credit history 

Bill payments 

Credit rating 



•Ad manager portal 
 
• Industry  

resources content 
 
•Reporting &  

analytics 
 
• Framework for  

additional tools 
 

Additional 
features 



No cost  
to you! 

What next? 



The model is working! 

• Launched May 2014 
 

• December 2014 
• 1000+ Active Dealers 
• 32,000+ Vehicles on site 
• Dealers from all 50 states 
• Consumer traffic from  

50 states 



BHPH Center 2014 – Post Launch Major 
Site Releases 
Key Website Enhancements: 
• SEO Browse Paths 
• Responsive design enhancements 
• Dealer inventory Dataload 

infrastructure 
  
 

Dealer Advertising Enhancements: 
• Display advertising (with simple Ad Creator) 
• Dealer Microsite Redesign (Q4) 
• Inventory Merchandising Enhancements 
• Registration Wizard (Q4) 
• Dealer Microsite Wizard (Q4) 

 



What consumers want  
from your dealership 
 
…and one thing that will give  
you access to more prospects! 

Brett Kelly 
Director, Independent  
Dealer Business 
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