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Used car acquisition has never been more important. As new 
car inventory continues to lag behind demand, filling your lot 
with quality, used cars can help keep your sales rolling in.

But do you have a strategy to bring in used cars? Are you 
mining your database to find all the options that may exist?

Many people are more open than ever before to let go of that 
extra vehicle they may not be using. A targeted used car 
strategy can reach those owners and get them to your 
dealership for a Win/Win sale.

FILL YOUR PIPELINE WITH USED CARS



INDUSTRY TRENDS
Used Car Sales are on Fire!

The average national price of a used car is $23,643 
as of 2021 according to the National Automobile 
Dealers Association (NADA).

This is an increase of around 12.5% over the 
average price of a used car one year ago, which 
was $21,020.1

1. https://www.autolist.com/guides/how-much-for-used-car

2. Google Consumer Survey conducted Jun 11-23

of owners interested in 
selling their car believe that 
itis a good time to sell now270%



Attracting car SELLERS may be a change for your 
business model, but it just takes a solid strategy.

Follow our four-step process to build your car 
selling strategy and fill your lot.

HOW TO ATTRACT CAR SELLERS



CREATE A
BUSINESS 
PLAN
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STEP ONE



4-STEP BUSINESS PLAN

WHO IS YOUR 
AUDIENCE
What information do you have 
in your database that can help 
you define and target your ideal 
audience?

• Demographics
• Market Insights

WHAT IS YOUR 
OBJECTIVE
What do you want to gain from 
this campaign?

• Data
• Leads
• Vehicle Acquisition

WHAT ARE YOUR 
COMPETITORS 
DOING
Audit competitors to see what 
they are doing to acquire 
vehicles.

• Message
• Creative
• Offers

HOW DO YOU 
REACH THEM
What tactics will you use to 
reach your target audience?

• Website
• Digital Advertising
• Email
• Social



CRAFT YOUR
CUSTOMER
JOURNEY
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STEP TWO



Think through the journey your customer will take when engaging with your campaign.

Develop strong messaging, a clear CTA and a landing destination that reinforces your message and gives the 
customer clear information on how to sell their car.

When creating your digital showroom, make sure to think about these things:

1. Message

2.Destination

3.Google Business Profile

CRAFT YOUR CUSTOMER JOURNEY



Develop a strong message that will engage your 
audience and clearly communicate how they will 
benefit from selling their vehicle to your dealership.

IDENTIFY THE MESSAGE
CRAFT YOUR CUSTOMER JOURNEY



• Value Proposition
• Instant Offer

• We pay more than…

• Offer Appraisal Tool

• Clear CTA/Next Steps

CREATE A LANDING DESTINATION
CRAFT YOUR CUSTOMER JOURNEY

Things to include on your landing page:



BUILD DIGITAL 
MARKETING 
PLAN
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STEP THREE



Now it is time to gather the data 
and build the assets you need for 
your marketing strategy. In 
addition to building creative 
assets, don’t forget to gather the 
data you need to target your 
audience effectively.



ORGANIC STRATEGIES TO CONSIDER
USE A KEYWORD STRATEGY TO CAPTURE YOUR AUDIENCE.

Customize headline with Sell Us Your Vehicle

Include matching verbiage and add to landing 
page to improve Ad ranking and CTR.

Sitelinks and ad extensions

Embed keywords in your SEO and Google Business 
Profile so that you show up in search.

• Google Trends

• Google Analytics
• Answer The Public

Tools for Keyword Research:

Examples: “Sell My Car”, “What's My Car Worth”



ORGANIC STRATEGIES TO CONSIDER
SOCIAL MEDIA CAMPAIGN

Your social media channels are a great place to engage 
with your customers where they spend their free time. 

Post regularly on social with your vehicle acquisition 
messaging.

Idea for social posts:

• Post your ad messages on your channel adding a 
personal invitation to visit your dealership. Include 
a link to your landing page.

• Create an infographic representation of the buying 
process to capture interest.

• Record a video in your showroom talking through 
the process.



PAID STRATEGIES TO CONSIDER
SOCIAL MEDIA CAMPAIGN

Decide which of your social channels will reach the right audience. 

These channels are perfect for a used car message:

• Facebook

• Instagram

• TikTok

• Use DMS/CRM data to build lookalike audiences for your paid social
• Promote reviews



PAID STRATEGIES TO CONSIDER

• Paid Search
• Discovery Ads
• Local Ads (GMB)
• YouTube
• Digital TV
• OTT
• LinkedIn



GOOGLE BUSINESS PROFILE
You need to be regularly making posts 
(every other week) on your Google 
Business Profile talking about your vehicle 
acquisition strategy so customers are 
aware.



EMAIL MARKETING

Email is still a great way to reach your customer base. Refine your 
email targeting to reach customers in your DMS or CRM who meet 
the following criteria:

• Customers who own multiple vehicles

• Customers who have owned their vehicles more than 3 years

• Customers who have declined service



MEASURE
SUCCESS
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STEP FOUR



POST CAMPAIGN DEBRIEF
The campaign is over. Now what? Don’t forget to look at all the metrics against your original goals and measure 
the effectiveness of the campaign. Important metrics to consider for each channel:

ORGANIC
• Page/Site views
• Bounce Rate
• Time on Site
• Leads
• GMB engagement

PAID
• Impressions
• Click Thru Rate
• UTM Tracking
• Leads
• Test & Learn

SOCIAL
• Leads
• Engagement Rate
• Followers
• Reviews
• Buyer Match Back

EMAIL
• Open Rate
• Click Thru Rate
• Leads
• Buyer Match Back



Randal Gullette,
Digital Agency Manager

Randal has almost a decade of digital 
automotive experience building tailored 
cross-channel solutions to help Ansira 

dealers succeed. Her background in 
customer service, IT, CRM, ERP and digital 
marketing has deepened her partnership 

with the largest automotive clients across 
the United States to improve their business 

efficiencies, processes, and digital footprint.

AUTHORS

Marissa Smith,
Digital Performance Strategist

Marissa is a Digital Performance Strategist with 
over 10 years of experience in digital marketing 

in partnering with clients. She is passionate 
about creating impactful strategies and using 

data to innovate custom and results-driven 
marketing efforts. Her expertise includes 

website A/B testing and optimization, overall 
branding, and case studies regarding landing 

pages and finance content.

David Ridenour,
Team Lead, Digital Advertising

David has been working to master his craft in 
digital advertising for the past 8 years. He has 

spent the majority of that time working 
specifically in the automotive industry, where he 

has continuously developed innovative and 
effective advertising strategies for auto dealers all 
across the country. When David isn’t busy chasing 

his twin 2-year-old boys and 5-month-old boy 
around, he spends most of his not-so-free time 
watching sports or enjoying the summer days at 

the lake.



NEED SUPPORT? WE’RE HERE FOR YOU.
AUTOMOTIVE@ANSIRA.COM  |  ANSIRA.COM/TIER-3-DEALERS
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