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About DealerOn

Digital Dealer Website Excellence Award Overall Winner 
 An Unprecedented 6 Years In A Row! 

DrivingSales Top Rated Website Provider 2011 thru 2015

Two time AWA award winner 

Google AdWords Certified Partner

More Dataium Monthly ASI Winners than all others 
combined

DealerOn’s website customers have an average 
documented lead increase of 200%





@DealerOn
@ElianaRaggio
@signontheline

Say Hello To…

Bobbie Herron
CEO of Herself (Well –Almost)

PartnerWithBobbie@Gmail.com
989.672.9945

@signontheline



 If you have questions during the presentation, 
please submit them using the “Questions” feature 

 Questions will be answered at the end of the webinar

 A link to the recorded webinar will be emailed to you 
within 24 hours and will also be posted on 
DealerOn.com/webinar as an On-Demand Webinar



After the presentation, be the first to answer 
the giveaway question correctly to win this awesome prize!



After the webinar, please fill out our short survey 
and let us know what YOU thought of today’s presentation!
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Tweet Much?

@Dealeron

@ElianaRaggio

#dealeronwebby

@SignOnTheLine
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OBJECTIVES
* BDC Staffing and Scheduling for Success

* Process Gets Personal – When You Create It

* Creating Engagement through Contact

* Video Engagement and Texting Compliance

* Time for the Giveaway – Stick Around!

* Question & Answer Session (The Best Part)
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Perception is Reality
Seriously. Check Your Mindset

“Leads” Are People Too
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Personalize Your Process
The Small Things Matter

CRM Setup – Custom is Key

• Plug and Play is NOT Ok
• Clean it Up and Customize Everything
• Use it.  For real.  Be Like NIKE and Just Do It
• Mindset Alert – You have a personal assistant you never trained.
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Why “Choose” You
Stand Out!

Look around at your competitor.  Are you impressed?
You’re Dealership is not Unique.  You can be though!
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Your Customer is Available.
Are You?

26.3%

10.1%

Scheduling to Win 
Ghosting Your Staff

After Hours Game Plan
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Round Robin VS The Bucket
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Internet Qualifiers
It’s a Choice

Consequence VS Reward
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After Hours “Template” Option



@DealerOn
@ElianaRaggio
@signontheline

Ready…Set…Go…
Read the “Lead” - Name, Source, Questions, Past “Lead” Files

Respond Quickly but with Quality

Brilliant at The Basics
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NON Customer Initiated

Payoff Request
Customer in Equity
Handraiser/Event

Customize the Conversation
The Source Holds all The Secrets

Customer “Lead” Initiated

Payment Ads
Trade In-Buyer

Finance Application
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Weak VS Powerful

Active Listening
Just Ask Already

First Response
The “Phone Call”

Is This a Good Time  VS  Do You Have a Few Moments

Don’t Disclose the Vehicle

Pro - Tips
Voicemail

Watch Your Words – Don’t Create Objections
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First Response
The First “Email”
Pro - Tips
• Mindset Alert – You’re Dealership is not Unique.  You can be though.
• Call me maybe?
• Its Not All About You.
• Get Personal. Compliment, Recognize, Obligate and Give a Next 

Step. 
• Watch Your Words. Are You Creating Objections? 
• Manners Matter. 
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The Handraiser/Event “Lead”
The “Black Sheep”
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The “OEM” Sent It In
Customer is Clueless
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We NEED Your Trade
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Standard “Lead”

Sweat the Details
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Nurturing the “Lead”
VS Follow Up

The average buying experience sucks 
Workarounds Don’t Work – Offer and ASk

Pro - Tips

Be Specific – Ask For What You Want - CTA
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Emails That Engage

Subject Lines Matter
Opening Statement
Short and Sweet
End With a Question

Just Say No to Automation

Pro - Tips
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What’s a “Template”?

If at First You Don’t Succeed

Call Me Maybe

Your Vehicle is in Demand

Why Cant We Be Friends

I Will Not Give Up on Us

Is It Me

Its So Hard to Say GoodbyeI Am Trying to Get Your Attention

This Will Only Take 26 Seconds
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Video
Humanize Yourself

Tips and Tricks

Short and Simple
Introduce Yourself
Deliver Value 
Ask for The Call

Practice makes Perfect
Create a Generic Library
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Texting (Legally)
#PracticeSafeText

Where Can They Opt-In?
Signature Line
Email Requests
Demo Agreement
Buyers Order
Repair Order
Everywhere!!!!
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Overcoming Obstacles

Get Out of Your Own Way
Sell Yourself not The Car
They Aren’t Taking the Bus

Pro - Tips
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Overcoming Obstacles
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Appointments

Confirmation

Soft VS Hard

Missed Chances

Customer Experience

Pro - Tips

VIP Process
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The Handoff
The New Meet & Greet

Follow Through on Expectations
Pro - Tips
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How many opportunities equal a sale?
You Cant manage what you don’t measure

They Actually Gave You A Chance You Never Heard Back from Them

• How many engaged?
• How many set an appt?
• How many appt’s were confirmed?
• How many showed up?
• How many sold?

• How many never engaged?
• How quickly did you respond?
• Did your FIRST email address the ? 
• Did you continue to follow up?
• How Long Did You Continue For?
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The Bottom Line: Make It Easy
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SUGGESTED RESOURCES

* Me – Obviously!

* The EKX Automotive BDC and Internet Sales Group

* Hubspot Blog Resources

* CRM Support for Processes
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ACTION ITEMS

* Review Your “Lead” Hours

* Customize Your Processes

* Download the “Template” Resources

* Join a Virtual “20 Group” – Think FB
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Be the first to answer the giveaway question correctly 
to win this awesome prize!
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Say Hello To…

Bobbie Herron
CEO of Herself (Well –Almost)

PartnerWithBobbie@Gmail.com
989.672.9945

@signontheline
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After the webinar, please fill out our short survey 
and let us know what YOU thought of today’s presentation!
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Thursday, Feb. 15       12pm EST / 9am PST___________________________

Beard & Hair – Ask Me Anything! 
(BAHAMA)

___________________________
Shaun Raines
“The Hair”
Vice Pres. of Business Development

Greg Gifford
“The Beard”

Vice Pres. of Search & Social


