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  SCIENCE   ART SELLING CARS 
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Offline operational excellence  
separates outstanding online 
marketers from everyone else 
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1 VEHICLE SELECTION 
The right inventory at the right price 
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2  ACQUISITION PROCESS 
How to buy – not just sell – cars 
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3  TRANSPORTATION 
The fastest destination to your dealership 
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4  RECONDITIONING 
It’s all in the details 
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5  PRICING 
Pricing pays 
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6  PHOTOS & VIDEOS 
Every image sells your story 
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7 DESCRIPTIONS 
Tell them what will sell them 
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8  CUSTOMER HANDLING 
Deliver the experience the customer expects 
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 Experience is only partially enabled online 
Consumer experience expectations are escalating 

Shop Test Drive Negotiate F&I Contract Delivery 
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Dealers at the center of the retail transaction; financing happens earlier 

Seamless transition between online and in-store 

Shop Negotiate F&I Contract Delivery Test Drive 

FRONT-END FUNDAMENTALS 
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The industry will continue to innovate  

Top dealers are technology- and data-focused 

Success is the confluence of these 8 key areas 

Operational efficiency is what will set you apart from 

everyone else 
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KEY TAKEAWAYS 



Brett Kelly 
Director, Independent Dealer Business 

What BHPH Shoppers Want 
From Your Dealership 



Connection 
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Efficiency 
 +  

=  

Transparency Compliance  +  
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BHPH buyers don’t  
use the internet 
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out  
of 4 5 

Source: NABD/Autotrader. Buy Here Pay Here Study 

conduct 
research  

BHPH CUSTOMERS 

prior to visiting 
the dealership 
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We also know that … 



21 Source: NABD/Autotrader. Buy Here Pay Here Study 

BHPH 
shoppers  

are online 

70% 
use the Internet 
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BHPH 
shoppers  

own lots of 

digital  
devices 
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Connection 
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68% 
Visits are from 

mobile 

Source: Buy Here Pay Here Center Site Statistic 
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Stand-alone experience  
with mobile enablement 
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June 2014 March 2015 

Number of Visitors 

Source: Buy Here Pay Here Center Site Statistic 

June 2014 March 2015 

˃ Leads based on tracked phone calls and emails 
May 2014 Present 

L E A D S  G R O W T H  



29 Source: Buy Here Pay Here Center Site Statistic 

10% 
Conversion 

rate 
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BHPH dealers  
CAN’T win through 

TRANSPARENCY  
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Aligning BHPH shoppers  
& dealer needs 
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59% 
49% 

36% 

Determine dealership/

financing

40% 
51% 

64% 

Find a vehicle

I am interested in

BHPH purchaser  Credit challenged  Traditional purchaser  

First step in the 
shopping process 

Source: NABD/Autotrader. Buy Here Pay Here Study 
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44% 

32% 31% 
27% 

21% 
19% 

12% 

41% 

21% 

13% 

38% 

19% 

Approval Overall 
price 

Down  
payment 

Payment 
amount 

Interest 
rate 

# of years 
to pay  

Financing priorities 

Source: NABD/Autotrader. Buy Here Pay Here Study 

BHPH purchaser  Traditional purchaser  
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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 

“ 

“ 
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Emphasize  

key 
messages 
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EASY 
APPROVAL! 
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Include information  
about what will get  

them approved 
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Include 
down  

payment 
information 
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Don’t 
forget 

vehicle 
price & 

monthly 
payment 
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Because misleading  
pricing information is the top 
complaint of online shoppers 
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…..and regulators 
Transparency 
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You’re in it alone 
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Disclaimers 
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Disclaimers 

The price you see is the same as you pay. No hidden costs!!!!, No Worries!!. We've been here for more 

than 7 years now. We specialize in bad credits, no credits, foreclosure , multiple repos , short job time, 

disable customers , college students, dreamers. We accept letter heads, cash pay workers, self 

employed and business owners. 
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Dealer Resources 
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Merchandising Enhancements 

Tune Up Garage 
 
Tips to improve the visibility of 
each vehicle listing 
 
Tips to improve the dealer 
page 
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Efficiency 
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Customer 
HANDLING 
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What we  
need from 

YOU 
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Become  
an active 

PARTNER 
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www.BHPHsetup.com 

Two-step dealer 
enrollment process 
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Merchandise 
YOUR 

dealership 

online 
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Search engine optimized 
dealer microsites 
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Connection 
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Efficiency 
 +  

=  

Transparency Compliance  +  
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