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Do you want more leads 
without spending more on advertising?

Have you ever wondered 
how you can double your sales? 

Are you looking for ways to crush your 
competition?

If you answered yes to any of these questions, then this ebook is for 
you. It will reveal the secret methods that successful dealers apply to 
scale their dealerships to new heights.
 
It will show you exactly how to double your sales in 90 days. And of 
course, like everything in life, it will require some work, dedication, and 
willingness to do what it takes to take your dealership to that new level. 

One thing for sure is that it is well worth it.



No doubt the market as a whole is rapidly changing. 

And right now, as some dealers find it difficult to adapt, they miss out 
on their sales targets and can’t even imagine that doubling their sales 
is possible.

What I’m about to share with you in this ebook are proven tactics that 
we tested on thousands of car dealerships across the US and Canada. 
These easy-to-follow methods are what you need to put in place in 
order to take your dealership to the next level and dominate your 
competitors online.

Applying them will not only attract more customers and generate tons 
of leads, it will also make it easier to close as many sales as you and 
your team can possibly handle.



Before I reveal these secrets to you, I want you to keep one thing in mind.
There is a science behind selling more cars.

And there is a formula for it.

SALES = TRAFFIC * CONVERSION



To double your sales, you have to find ways to increase your traffic 
and conversion, and that’s exactly what I’m going to show you, step by 
step.

I’ll start with how you can improve your conversion rate first.

Most dealers that come to us are asking how they can increase their 
traffic. And most of them don’t have a traffic problem. They have a 
conversion problem.

As a result, they are pouring tens of thousands of dollars in advertising 
to make up for their low conversion rates.

Otherwise, it takes 10 times, and sometimes 100 times more traffic to 
get the same results.

In this ebook, my goal is to improve your conversion rate so that each 
dollar you put into advertising has an exponential effect on your sales.

Through trial and error, I’ve come up with 7 strategies that will allow 
you to reach a wider range of car shoppers and successfully convert 
more of them.

You must increase your conversions before you start
pulling traffic. 



In this ebook, you’ll learn:

● How to understand your customers real motivations

● How to differentiate your dealership to stand out

● How to convert more prospects

● How to make your offers believable 

● How to use lead magnets to convert more traffic

● How to target a market 10 times larger

● How to bring back lost traffic

Keep reading; that’s not all.



Why Understanding Your 
Customers is the First Step
to Doubling Your Sales ?

1 STEP ONE

Until you understand your customers deeply
& genuinely you can not truly serve them.

- Rachid Ogunlary



Every business book will tell you that the more you know about your 
customers, the more profitable your business will become. Every book 
will also ask you to know who they are, what they buy, and why they 
buy it.

While it’s true, it’s also incomplete. Wonder what’s missing?

To double your sales, you need to know your customers, and you need 
to understand them better than anybody else, including themselves.

You need to get intimate with your ideal customers, find out what they 
want, what they really need, what they worry about, what roadblocks 
they face, and what they expect regarding purchasing a car from you 
today.



To double or even triple your sales, you need to address these 4 things:

• Their Roadblocks;
• Their Needs
• Their Worries; and
• Their Wants;

Let’s call them their RNW2.

Focusing on your prospect’s problems, questions, roadblocks, and 
wants is how you’ll get their full and undivided attention. Do that and 
you’ll end up with more prospects than you can possibly handle.

And when you address those things and provide your prospects with 
the right solution, that’s when you start converting that attention into 
sales, sales that soar.



So now, all you have to do is find out what’s in your 
prospects’ minds. How do you do that?

You can start by talking to your prospects as they walk into your 
dealership. Befriend them, ask them about their motivations and why 
they chose you over your competitors. This could be a very good 
starting point.

Most dealers get the same type of prospects walking into their 
dealership. To get a full picture of the market, I would recommend you 
go deeper with a quick search of around 3 or 4 keywords that your 
prospects might be using when talking about buying a car.

If I had a “Buy Here, Pay Here” dealership, for example, I would select 
the following keywords:

- Bad credit auto finance
- No credit check auto finance
- Car finance no SSN required

Once you know what keywords your prospects are using, here are a 
few places where you can go to better understand their roadblocks 
and motivations.



Google My Business and Local Directories:
(Online Reviews)
Reading your reviews will show you what people like and 
dislike about your dealership. While reading your competitors’ 
reviews will show you what they’re doing better than you, what 
mistakes to avoid, and most importantly, what void you can fill.

Google Search Suggestions
Have you ever started typing a word into Google’s search bar 
and noticed a drop-down with suggestions?

These suggestions will show you the exact questions your 
customers are asking and what type of answers they are 
looking for.



Answer the Public (my favorite)
Answer the Public allows you to better understand the 
questions your customers are asking by generating all the 
searches related to a specific keyword or phrase. (And it does 
that in a matter of seconds).

Online Forums
Forums, such as Quora or Yahoo Answers, are also a great 
place to learn more about what your potential customers are 
talking about, what questions they are asking, and what their 
main concerns are.

Facebook Groups
Another great place to pick your potential customers’ minds is 
social media, especially Facebook’s Buy & Sell groups.



Be Different

Maybe the reason it seems that price is all your 
customers care about is that you haven’t given 
them anything else to care about.

- Seth Godin

2 STEP TWO



Most car dealers think they are in the car business. They’re wrong.

Here’s what I mean by that!

They are not really selling cars. If people just bought cars for the sake of 
having a car, we would all be driving the same identical boring car. You 
need to find out what makes you different, and you need to focus on that.

It could be special financing, the most reliable cars, the largest selec-
tion of a type of vehicle (Pickups, SUVs, …), the lowest price ever, the 
best customer experience ever, or anything that would resolve your 
prospects’ #1 RNW2.

20 years ago, I started in the car business as a Buy Here, Pay Here 
dealer. When someone asked me what I did, I always answered that 
I was a Financing Wizard. I was able to finance people nobody else 
could. I was financing and doing business with people who were rejec-
ted by banks, and business was good.

When I understood who my perfect customer was, I also understood that 
their #1 problem was that they had no SSN (Social Security Number), I 
started offering financing with no SSN required, and I saw my sales soar.

I found out about my customers’ #1 roadblock by reading about it on a 
forum about car financing.

Want to Stand out? Be different.



Now that you’ve figured out what kind of car dealer you are, let’s focus 
on how this will be translated in terms of fulfilling your prospects’ 
roadblocks, needs, worries, and wants.

In other words, your prospects only care about what’s in it for them, 
and how you can help them.

They have a problem.

Figure out what that problem is and provide the solution.

Nobody cares about your product, service,
or solution. All they care about is the
difference you can make in their lives.

- Jill Konrath



Once you do that, your sales will double, if not triple.

Bridging the gap is all it takes to scale your dealership to levels 
unseen before.

BRIDGE THE GAP.

You



It’s much easier to double your
business by doubling your conversion
rate than by doubling your traffic.

- Jeff Eisenberd

3 STEP THREE

The Formula to Convert
Qualified Prospects Into Leads



Converting more of your traffic is the fastest way to increase your sales 
overnight. Not only does it not require any additional spending, it’s also 
the easiest thing any dealer can do.

Your website must be a conversion machine. Your website should 
compel your prospects to call you or leave you their contact information 
so you can call them.

CONVERSION 
RATE



An Engaging Headline

The purpose of a headline is simple. It must grab people’s attention, 
stop them in their tracks, and make them pay attention. It must engage 
your audience, and to do that, it must solve their primary problem.

Headlines are the most important part of any advertising piece that 
you put out. If it’s interesting and catchy, people will become curious 
and read on. If it’s dull and boring, people will move on, which means 
whatever you wrote afterwards is useless, because no one will read it.

“We Finance Everyone!” 

vs

“We Will Finance You, Even If You Have No SSN And Have Been 
Turned Down by Everyone Before!”

Your headline must create a wow factor and make your prospects 
curious to read more. You have to write great headlines. That’s the #1 
skill you need to develop, no matter what type of vehicles you sell or 
who you sell them to.

A strong, catchy headline will help you convert more prospects on their 
first visit.

A weak headline or no headline is one of the main reasons 
why the conversion rate on most websites is low.

To convert more of your traffic, I’ve come up with the 3-ingredient formula:

1/



An irresistible offer is a laser-focused offer that resolves 
something critical for your audience.

A Single Irresistible Offer

Bringing a ton of traffic to your website doesn’t mean anything if that 
massive traffic doesn’t convert. And for it to convert, you need to make 
a compelling offer. Whatever it is, it needs to have value and must 
focus on solving something important to that traffic.

The more compelling it is, the higher your conversion rate will be. And 
the key to making it compelling is to make your offer laser-focused. 
Trying to be everything to everyone is not going to work if your objective 
is to scale your dealership.

I like one of our dealers’ irresistible offer. It is simple and straightforward.

“You’ve got a job? You’ve got $500 down? 
You’re approved.” 

2/



One Call to Action

You got a very compelling headline and created an irresistible offer 
that people just won’t ignore. Now, you need them to take action.

You must have a call to action that you can display multiple times. The 
idea is to have the same call to action so that your prospects do not get 
confused about what they are expected to do.

If you give your visitors multiple choices, they won’t know what to do, 
resulting in them leaving your website without taking any action.

Don’t give your website visitors too many options.

If you ask your websites visitors to fill out a credit app, value their trade-
ins, and sign up for a newsletter all on the same page, a big chunk of 
that traffic will feel overwhelmed and will leave your website without 
taking any action.

Give them only one choice. Show only one call to action and a big 
chunk of that traffic will comply.

A confused mind
always says ‘No’

3/



To be persuasive, we must be believable;
To be believable, we must be credible;
[To be] credible, we must be truthful.

- Edward R. Murrow

4 STEP FOUR

Make Them Believe You



One of the reasons car dealers can have great offers yet not make as 
many sales as they should is because their offers aren’t believable. 
Everyone says that they finance everyone, that their cars are the best…

Why would they believe you when all of your competitors say the exact 
same thing?

One of our dealers wanted to position themselves as the dealership 
with the lowest-priced vehicles in the area. He had an offer on his 
website listed as follows:

“We Have The Lowest Priced Vehicles Ever!” 

Doing a bit of research, I could find the same claim on multiple websites.

I recommended our client back up his claim, and added the following:

“We’ll Beat Any Written Quote on Any Similar Car by $1,000. 
Guaranteed.

And if you find it cheaper within 30 days after the sale, we’ll refund 
you 110% of the difference!”



When his prospects read the new claim, which is now backed up, they 
believe it. All risks associated with the fear of paying too much for a 
vehicle are removed.

And, of course, his conversion rate just skyrocketed.

He got their attention and reassured them.

It’s not always about money. As you found out in the first chapter, every 
dealership’s prospects are different, and each prospect has different 
roadblocks, needs, worries, and wants. Sometimes people don’t want 
to waste their time and energy. Other times, they don’t want to be 
disappointed. And oftentimes, they are just afraid of purchasing the 
wrong vehicle.

The guarantee that you offer should revolve around your added value. 
And if you can, the guarantee should have a wow factor. Shock your 
prospects. Challenge them. Remove any associated risks. 

Make your offer both appealing and believable.



If you walk in with information about you, 
they consider you a salesman. 

If you walk in with ideas and answers, they 
consider you a resource. 

Which one are you ?
- Jeffrey Gitomer

5 STEP FIVE

The Power of Lead Magnets



Most dealers try to sell prospects on the first interaction, and they do 
that only with 1 out of every 20 people who visit their website. Out of 
those 20 visitors, they are leaving out 19 people who are in the market 
for a vehicle but are not yet ready to purchase.

To target every website visitor you receive, you need to establish your 
dealership as the field expert they can always return to when they need 
their questions answered.

Your landing page should be able to sell to that 1 customer who’s 
ready to buy now and nurture the other 19, so you can do business 
with them once they become ready. Doing so has a major impact on 
your market size as it just increased by 10-20 folds.

So how do you appeal to all of your traffic?



The same way you can’t catch a fish without a hook, you need a hook 
to catch more of your prospects. You know your customers and you 
know what their roadblocks, needs, worries, and wants are.

Use that information to offer them something of value 
for free.

?
?

?
NO

HOOK!



That’s crazy!

Why would anyone want to offer something for free before they even 
consider its business?

That’s a powerful new concept that was battle-tested and proven to 
work well in the auto dealership industry.

Let me introduce you to a friend of mine, Mark. Mark is also doing 
special financing, and like you, not everyone who visits his website is 
ready to purchase a car or fill out a credit application yet.

Mark knows that, so he started offering a free ebook on his website that 
addresses his prospects’ RNW2. His ebook is titled 
“WARNING: Do Not Finance a Car Before You Read This!”.

He used to get 5 leads out of every 100 people who visited his website. 
Out of those 5 leads, he made 1 sale. After he started offering the free 
ebook, he started generating 25 leads out of every 100 visitors and is 
closing 3 sales.

100 VISITORS

5% CR

1 SALE5 LEADS
(20% CLOSE RATE)

100 VISITORS

25% CR
3 SALES

25 LEADS
(12% CLOSE RATE)

When your website has a lead magnet, you’ll close 3X 
more sales. That’s a 300% increase. 



Mark found a way to appeal to a larger percentage of his traffic. His 
free ebook helped him in 2 ways:

• it built his credibility among his website visitors and prospects; and 
• it helped him collect his prospects’ emails

That’s the power of lead magnets.
What is a lead magnet?

Lead magnets come in many forms. They are what they sound like, 
something that attracts leads.

They are usually content-based guides that solve a specific problem 
for your potential buyers. You can offer these lead magnets from your 
website in exchange for a prospect’s email address.

They could be free consultations, tutorial videos that you send to your 
prospects, coupon codes, quizzes, or even Facebook Live videos. As 
long as your lead magnet provides value and asks them for their email, 
you’re good to go.

You’ll position yourself as a trustworthy expert, and will be remembered 
when your prospects are ready to buy. Your lead magnets will 
dramatically increase the level of trust your prospects have in your 
dealership.

And it doesn’t stop there !

With lead magnets, you provide value in advance, free 
of charge, and build up the relationship before your 
competitors do.



After noticing the success his first ebook brought him, Mark added 2 
more free ebooks that he started sending out to his prospects via email 
in order to nurture the relationship he had started with them.

Both ebooks revolved around financing and car buying.

After that, Mark created a free quiz that he started emailing to his pros-
pects to qualify them.

“Wanna Test Your Real Credit Score?

Find out what is Your Real Credit Score That Financial Institutions 
Use to Make Their Decisions.”

The quiz is used to qualify his traffic by asking a few general questions 
such as “Do you have a job?”, “How long have you been on that job?”, 
and “What’s your monthly revenue range?”, ...

Most of his traffic is curious to find out what their real credit score is and 
Mark is qualifying them on the spot by giving them a score and an offer. 
“Congratulations. Your score is 85/100. Drive out today with your 
dream car. Please, contact one of our advisors at...”

While most people know their score (300-850 FICO Score), they are 
drawn by that offer and want to know what their “Real Credit Score” is.

When you offer something of real value to your prospects, something 
that addresses the roadblocks or worries they face, without asking them 
to buy from you in return, we start converting 2, 3, or even 4 times more.



Opportunity is never lost... it simply moves
 on to someone else if you don’t seize it!

- Kim Garst

6 STEP SIX

Grow the Size of the Pie



AUTO MARKET

3% READY TO BUY

37% ALMOST READY TO BUY

60% DON’T KNOW
THEY NEED A NEW CAR YET

Did you know that most dealers are targeting only prospects who are 
ready to buy a car RIGHT NOW? And that these ready-to-buy prospects 
represent only 3% of the market?

Reaching these buyers is easy and that’s why most dealers do it. You 
just need to passively list your inventory on different classifieds and 
hope that buyers choose you over your competitors.

(Information gathering mode
They know they need a car. 
They don’t know how or which one.)

The market is bigger than most dealers think.



A staggering 37% of all prospects are in either information-gathering or 
problem-aware modes, (we’ll call them, the Almost-Ready Prospects) 
meaning that they know they need to buy a vehicle, but aren’t ready to 
make the purchase right now. 

To double your sales, I addressed how you can increase your conversion rate.

The 60% left of the market don’t even know they need a car yet. To move 
them up takes more time and more nurturing. We’ll discuss how you can 
do that in a different ebook as dealers first need to address the almost-
ready-to-buy segment of the market before they go after that 60%.

The 37% of the market is almost ready. They just need some convincing 
and a little nurturing. 

Where do you target them? How do you engage them?

The answer to the first question is simple. Target the almost-ready 
prospects with Facebook and Google ads. It’s the most effective way to 
reach and engage them, well before they start searching on classifieds 
where you’ll be listed among 1,000s of your competitors.

Targeting a market 10x the size of your current one 
is where the goldmine is.



Engaging your prospects with information and solutions to
answer their questions is the way to scale your sales by a factor
of 10x, as your market size just increased from 3% to 40%.

That is where your lead magnets can be handy. You could put up 
ads offering them a free ebook that would help them resolve their 
roadblocks and find a car that meets their needs.

That’s how you move them from their problem-aware and information-
gathering modes to the ready-to-buy mode.

By advertising something that is valuable to them, and offering it for 
free in the form of a lead magnet (an ebook, …), you’ll be collecting 
their emails in the meantime. And when these almost-ready prospects 
become ready, you’ll be the first dealership on their mind.

With their emails, you can start nurturing them and building the 
relationship.

Whatever you do, you must advertise in such a way you’re reaching 
out to the entire 40% of the market that is ready or almost-ready to buy.

P.S. We cover Facebook Ads in great detail in “5 Easy Ways to Use 
Facebook Ads to Hook Smokin’ Hot Leads” Ebook.

Just increasing the size of your market will more than 
double your sales.



Retargeting is the perfect strategy for getting 
back hot prospects who left your website without 
taking action.

- Saad Laraki - V12

7 STEP SEVEN

Convert Traffic 
After They Leave Your Website



Convert Traffic 
After They Leave Your Website

Let me ask you this.

By now, you know how to convert more of your traffic into leads, and 
you’re able to engage with and nurture the almost-ready prospects as 
well.

Let’s think of a ready-to-buy prospect, John. He is in the market to buy 
a used car. He hops onto his laptop searching for a car, and lands on 
your dealership. He spends a bit of time browsing your inventory until 
his phone rings.

John gets distracted on the phone. So, he shuts off his laptop. The next 
time John goes online, he goes on with his life, completely forgetting 
about your dealership.

Now imagine Jane. She’s interested in buying a used car as well. 
She browses the internet and lands on your dealership page. Jane is 
interested in what you have to offer but is not ready to buy for another 
month or two. By then, chances are, she would have forgotten about 
your dealership.

With retargeting, your ads will appear on websites John and Jane visit 
when they’re online, reminding them to come back to you when they’re 
ready to purchase.

What about the traffic that left your website without a trace? 
Have you ever wondered how you can convert them into buying customers?
If they came to your website, they must be interested, right?



Retargeting ads follow your website visitors on social media platforms 
like Facebook and Instagram as well as on other websites like Yahoo, 
CNN, ESPN, ...

Even after you start offering lead magnets on your website, 50% or 
more of your website visitors will leave your website without leaving 
any information. Retargeting them gives you a second chance to bring 
back clients that are interested in your cars.

Retargeted prospects are 70% more likely to make a purchase than 
someone that would have just seen your vehicles once on your website.

70% MORE LIKELY
TO BECOME A CUSTOMER



Retargeting lost traffic also proved to be one of the most effective 
methods of advertising. Our dealers see a 96% increase in the number 
of leads they get, which results in 26% more sales.

Look, I’m going to be honest with you. Doubling or tripling your sales is 
no walk in the park. You need to be committed to going the extra mile. 
With the strategies I’ve shown you in this ebook, you have everything 
you need to get started and reach your goals.

Sometimes, all you need is someone to help you take the first step.

96%
INCREASE IN THE NUMBER

OF LEADS THEY GET

26%
MORE SALES

Book A Free Marketing
Strategy Session



The only way to double or triple your sales is to be willing to go the extra 
mile and to carefully apply the strategies I explained in this ebook. 
Following these 7 steps will bring you results that exceed even your 
own expectations.

I already explained to you everything you need to know to get started and 
reach your dealership’s full potential. But if you need more guidance, 
or just have questions that need answers, feel free to contact one of our 
Marketing Advisors who will draw a marketing plan for your dealership 
to take it to the success it deserves.

Keep in mind this will NOT be a sales call as you’ll be speaking with 
one of our Marketing Advisors who will draw up a marketing plan that 
suits your specific dealership’s needs.

Book Your No-Obligation FREE Marketing Strategy Session to 
Double and Triple Your Car Sales!

These free marketing strategy sessions are limited to 15 dealerships 
per month and are only intended for interested and serious car dealers 
who are committed to going the extra mile and applying the 7 steps 
to double their sales. Contact us only if you are ready to take your 
dealership to the next level.

Want to Double, or even Triple Your Sales? 
Book Your Free Marketing Strategy

Session Today (Worth $1,200)

or visit https://www1.v12software.com/strategy-session

https://www1.v12software.com/strategy-session



