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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 2016 

▪Three 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 
@ChevyDude

Say Hello To…

Mike Davenport 
Louisville Chevy Dude & Rockstar Auto Salesman 
Bachman Chevrolet 

Mike@ChevyDude.com 
260.602.1207      
 www.FollowMikeDavenport.com
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▪ 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!

$200



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 

@ChevyDude
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OBJECTIVES

* The benefits of social media 

* walk away with a game plan 

* sell more cars with social 

* increase sales in 2018 

* Giveaway 

* Question & Answer Session
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Be on Social to sell cars in 2018
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A little proof social sells cars! 

69,158 emotions

6,287 per month

209 interactions per day!



@DealerOn 
@ElianaRaggio 
@ChevyDude

Did you know about YouTube Community?
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4 things to think about before you post:

• Is there value for someone to look at it? 
• Is the content business related? 
• How Can I convert to a sale? 
• Will you be remembered?
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BONUS! 

Think like a consumer. What makes you stop and: 
1. Like a post 
2.Share A post 
3.Comment on a post
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A couple ideas for engagement

Ask a question about one of your products
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YOU are a SMALL business!!!!!!!!
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Facebook (non selling) groups are YUGE 
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Game Plan
1. Build your strategy (write it down) - this is unique to you
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7 step Game Plan
1. Build your strategy (write it down) - this is unique to you 
2. Post consistently and be relative (at lease 2 times per day) 
3. Break up between video, live video, and pictures 
4. Figure out your best times for your audience 
5. Add people when you can. ESPECIALLY sold customers
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Game Plan
1. Build your strategy (write it down) - this is unique to you 
2. Post consistently and be relative (at lease 2 times per day) 
3. Break up between video, live video, and pictures 
4. Figure out your best times for your audience 
5. Add people when you can. ESPECIALLY sold customers 
6. Have goals, write them down 2 times per day, and dominate 
7. Be yourself! (or develop a character) 
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The Avg Salesperson has 5.5 hours of downtime
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MikeDavenport.Rocks
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https://www.tubebuddy.com/chevydude
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What to post on

• Vlogs, weekly, semi weekly, daily, etc 
• Product demos 
• How to videos 
• Rare car allocations 
• Competitive comparisons  
• Great local SEO traffic
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http://bit.ly/garyvinstagram
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ChevyDudeApp.com 

Code mike399

• Build stronger personal relationships with new prospects 

• Provide financing tools and inventory insight to prospects 

• Track interest by seeing what prospects click on 

• Stay top of mind throughout the buying process
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VIDEO EMAILS CAN HELP YOU SELL MORE CARS 

LIKE A BOSS!



@DealerOn 
@ElianaRaggio 
@ChevyDude

The Ultimate Automotive Sales & BDC Guide 

Get these EFFECTIVE video email scripts you can start using TODAY!

DominateWithVideo.com
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How do you respond to referrals when you sold the prospect?
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Same day Thank you /review 

7 day CSI/Internet review 

 1 month  

5 months  

12 months (letter to be mailed)  

18 months  

24 months (letter)  

30 months  

36 months (letter) 

Special event TEXT message

Offline engagement

42 months  

48 Months (letter)  

54 months  

60 Months (letter)  

Christmas cards  

birthday cards  

football schedule  

basketball schedule
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Action Plan! 

1. Join the best group on Facebook: www.AutomotiveSalepros.com 
2. Read googleopoly book. Great way to SEO videos 
3. Be obsessed about making a great experience for your customer.  
4. get/make tools to engage with your customers.  
5. Have fun and transfer that fun to customers. 
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Be the first to answer the giveaway question correctly  
to win this awesome prize!

$200
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Today’s Expert

Mike Davenport 
Louisville Chevy Dude & Rockstar Auto Salesman 
Bachman Chevrolet 

Mike@ChevyDude.com 
260.602.1207      
www.FollowMikeDavenport.com



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, Dec. 14      12pm EST / 9am PST

____________________________________________ 
Expert from Facebook Shares what 

Dealers Need to Know for 2018 
____________________________________________

Phillip Rather 
Head of Automotive Partnerships at Facebook


