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This success 
kit gives you 
access to all the 
resources you 
need for a crash 
course in data-
driven marketing 
in the automotive 
industry. 
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In this guide you’ll discover best practices on how 
to acquire today’s multi-channel auto consumers 
with data-driven marketing strategies. Topics 
include: customer experience, data integration, 
digital marketing, Big Data, and more.

Whitepaper

Conquesting with Offline and Online Data  
on the Auto Consumer’s Purchase Journey
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The only way to achieve real, 

targeted intelligence is by 

integrating data to create a 

360-degree customer view, 

applying third-party data 

enhancements, and utilizing 

analytics to determine distinct 

customer purchase segments.

Decision 

In this last stage of the buyer’s 

journey, the consumer has 

made a decision to visit a 

dealership and try to make a 

deal. Of course, the work is far 

from over. Consumers expect 

a seamless journey across the 

purchase cycle.  They want the 

same experience at a physical 

location as they received 

during the decision process 

when choosing which vendor 

to visit. In the next section we 

explore the important role that 

customer experience plays in 

the purchase journey. n

02. Social Status 

An executive who recently received a raise or large 

promotion may celebrate their achievement with a 

luxury or high status car that communicates their 

career and business success. 

03. Environmentally Conscious 

A growing number of consumers are considering 

environmental factors which make a hybrid or 

electric car with lower fuel consumption more 

appealing than a large gas-guzzling SUV. By 

appending demographics to your customer 

database, such as lifestyle, involvement with 

environmental organizations, education, and so on, 

these consumers can be identified and targeted 

with the right offers.

04. Just Need to Get Around 

A consumer who is only looking to get from point 

A to point B will be less interested the bells and 

whistles of a more expensive luxury car. Consumers 

in this group may just need transportation for 

neighborhood errands or getting to work and 

back. They tend to not be interested in paying for 

anything extra, and just want a dependable vehicle 

for transportation device. To send them a message 

on a high-end vehicle could send them running to 

the competition.
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have on average a 9%-to-12% open rate, 

and of those, as much as a 14% click through 

[rate].”11

Digital Advertising 

The U.S. automotive industry will spend $7.3 

billion on digital advertising in 2015 and 

reach $12.08 billion by 2019, according to 

eMarketer.10 

This spike in spend can directly be attributed 

to the auto consumer’s changing path to 

purchase. As consumers turn to digital 

channels for a huge percentage of their 

research before heading to a brick-and-

mortar building, automotive marketers are 

doubling down on their efforts to target these 

consumers and gain top-of-mind recognition.

While 20 years ago, newspaper and television 

ads were the only way to go, a variety of 

solutions now exist to target and acquire 

today’s more evolved car shopper. Car 

consumers are digitally connected – it’s time 

for the auto industry to also plug in and 

ultimately, move more cars off the lots.

Social Media 

Social media marketing isn’t going anywhere 

and dealerships are taking notice. 

According to an Automotive Social Media 

Study by Digital Air Strike8:

 � 32% of car buyers have seen Facebook 

ads and 16% have clicked on them

The Modern Digital Consumer

According to a study by PWC16

90% trust peer recommendations 

posted on social sites

71% more likely to make a purchase 

based on social media referrals

70% consider using social media to 

listen and learn about other consumer’s 

experiences 

70% active online social 

networkers and online shoppers

CONQUESTING WITH  
OFFLINE AND ONLINE DATA
ON THE AUTO CONSUMER’S 
PURCHASE JOURNEY

SOLUTION

A

Published 2015
www.RelevateAuto.com 
sales@relevateauto.com

Click here to open 
in a new window.

http://relevategroup.actonservice.com/acton/attachment/12124/f-0304/1/-/-/-/-/WhitePaper_Automotive_Conquesting.pdf
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Blogs

3 Ways to Conquest 
& Close Today’s Auto 
Consumers

Finding customers most likely 
to convert to a new brand 
offers the ideal opportunity to 
get them in the right car – the 
car you sell or manufacture.

Using Life Events to 
Target Hot Prospects

In auto marketing, timing is 
everything. It’s imperative 
for auto marketers to use 
actionable insights into the 
consumer’s state of mind when 
implementing a campaign. 

3 Ways to Improve 
Customer Experiences

As more and more vehicles tout 
a range of exciting features, 
manufacturers and dealers 
will need to compete on a 
different sphere – the customer 
experience.

Click here to open 
in a new window.

Click here to open 
in a new window.

Click here to open 
in a new window.

http://www.datamentors.com/blog/timing-everything-how-auto-industry-uses-life-events-target-hot-prospects
http://www.datamentors.com/blog/3-innovative-ways-improve-your-dealership%E2%80%99s-customer-experience-can-i-have-pedicure-my-oil
http://www.datamentors.com/blog/3-proven-ways-conquest-and-close-today%E2%80%99s-auto-consumers
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Social Media for  
the Auto Industry 

Dealerships need to capitalize 
on the opportunity of online, in-
market consumers. They need to 
engage in the channels they prefer 
and create relevant content to get 
ahead. 

Follow the Car  
vs. Follow the Customer

Follow the Car” and “Follow the 
Customer” are methods of data 
mining and using actionable 
insights to find new conquests. 

3 Keys to Attracting 
Connected Consumers

As connected cars become the 
future of the automotive industry, 
dealers must learn how to attract, 
and retain, this new breed of 
customer. 

Click here to open 
in a new window.

Click here to open 
in a new window.

Click here to open 
in a new window.

http://relevategroup.actonservice.com/cdnr/72/acton/attachment/12124/f-0312/1/-/-/-/-/3%20Keys%20to%20Attracting%20Connected%20Auto%20Consumers-%20Infographic.jpg
http://www.datamentors.com/blog/follow-customer-vs-follow-car-two-methods-automotive-prospecting-infographic
http://www.datamentors.com/blog/how-auto-dealers-can-use-social-media-sell-cars-infographic
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Product Sheets

Click here to 
learn more about 

RelevateAutowww.DataMentors.com | 813-960-7800 | info@datamentors.com

 

FINDING YOUR NEXT 
CUSTOMER JUST GOT EASIER 

Included on every RelevateAuto lead record: 3 Name
 3 Address

 3 Make

 3 Model
 3 Year

Premium selects include: 3 In the market for a new 
vehicle

 3 Consumer demographics 3 Segmented wealth 
modeling

 3 Email address
 3 IP address for online 
targeting

SOLUTION

A

RelevateAuto’s Follow the Car solution provides cutting edge insights 

into your database for highly targeted marketing. Because making the 

right offer, to the right person, at the right time matters.

FOLLOW THE CAR

To take your customer acquisition to the next level,  

email JMartins@datamentors.com or call 813-960-7800.

You sold a vehicle or have serviced it for years.  

Now that’s it’s been resold or traded, don’t you 

want to know who the new owner is?

Our proprietary Vehicle Ownership Verification Process means 

you know when a vehicle you sold changes owners, who the new 

owners are, how to contact them, and which offer will be most 

relevant. 
This means: 

 � No more wasted marketing efforts 

Why spend money sending expensive, vehicle specific direct mail when the 

person may not even own the car anymore? Follow the Car makes sure you get 

the most value out of your marketing.

 � New Service Prospects 

Working with a service center that knows a vehicle’s history is appealing to 

most consumers. Targeting new owners of vehicles you’re familiar with is a great 

opportunity to ramp up your service center profits.

 � Optimized Audience Targeting 

RelevateAuto is enhanced with data that goes beyond name and phone number 

to show you a comprehensive view of your customers and prospects including 

demographics, lifestyle behaviors, and more. 

www.DataMentors.com | 813-960-7800 | info@datamentors.com

 

Relevate Auto possesses the largest and most accurate data in 

the automotive marketing industry. With information on over 225 

million consumers, 180 million VINS, 170 million email addresses, 

demographics, and online consumer IDs, the depth and quality of 

our auto data is unmatchable.

THE INDUSTRY LEADER IN 
CROSS-CHANNEL AUTO INTELLIGENCE

From advanced demographic modeling and trade/

purchasing patterns to detailed VIN targeting and customer 

data optimization, Relevate Auto has the data assets and 

automotive marketing experience to ensure your strategic 

marketing success. 

RelevateAuto includes the 

following data on every lead 

record:

P Name

P Address

P Make

P Model

P Year

Premium selects include:

P In the market for a new vehicle

P Consumer demographics

P Segmented wealth modeling

P Email address

P IP address for online targeting

How It Works
 � Records are sourced through sales and service of new and used 

vehicles throughout multiple channels

 � VINs are decoded in-house during the build process 

 � Proprietary methods are used to scrub out records where the vehicle is 

no longer on the road

 � Records are matched to online IDs for cross-channel marketing

Our collection methods from our sources undergo extensive due diligence to 

be 100% compliant with state and federal laws. We conform to the Shelby Act, 

DPPA, and other similar legislation, making our auto leads appropriate for all 

types of marketing initiatives. Ongoing testing shows our data is 40%+ more 

accurate than other data sets, and only Relevate Auto has daily, weekly and 

monthly processes that track vehicle dispositions. 

SOLUTION

A

DataMentor’s solution Relevate Auto possesses the largest 

and most accurate data in the automotive marketing industry. 

With information on over 225 million consumers, 180 million 

VINS, 170 million email addresses, demographics, and online 

consumer IDs, the depth and quality of our auto data is 

unmatchable.

Click here to learn 
more about 

Follow the Car 

http://relevategroup.actonservice.com/acton/attachment/12124/f-0313/1/-/-/-/-/RelevateAuto.pdf
http://relevategroup.actonservice.com/acton/attachment/12124/f-0314/1/-/-/-/-/RelevateAuto-Follow%20the%20Car.pdf

