
DEALER SUCCESS GUIDE

NAVIGATING 
ECONOMIC 
CHALLENGES

As the saying goes:  
when times are good, advertise. 

When times are bad,  
advertise more.

Sales, profitability and gaining quality leads are a priority to all dealers. 
And during difficult economic times, it can be extremely tempting to 
cutback or eliminate advertising completely. If your sales are decreasing, 
which ultimately results in a profit loss, cutting your advertising 
budget might seem to be the only solution. However, advertising 
can still help increase sales during and even after tough times.

Cutting back on advertising may create a short-term cash flow 
increase, but it can also create a long-term brand struggle. 
It’s still important to have visibility and stay in front of your 
customers during the buying journey — especially considering 
today’s shortened window in the typical car purchasing cycle. You 
need to keep spending to keep your customer pipeline full.

HERE FOR DEAL DOERS.

https://b2b.kbb.com/


Notably, this percentage is down from 88% in 2021, 
likely the result of consumer shopping behaviors 
starting to normalize as we begin to put the pandemic 
in our rearview mirror.1 Regardless, 86% said 
they plan to use content marketing sources again 
when researching future vehicle purchases.1

And this trend is not unique to the automotive 
industry. In a recent study by Lucidpress, 85% of 
marketers surveyed reported an increase in demand 
for content among their customers over the last year, 
giving many businesses good reason to increase their 
content marketing budgets even more in 2022.1

Cox Automotive recently partnered 
with research experts GFK on our 2022 
Content Influence Study. Based on 
surveys among over 2,000 new vehicle 
buyers and shoppers, we found that 
an overwhelming 83% used content 
marketing sources when researching 
their upcoming vehicle purchase 
during the “purchase” phase online.

Good news! Consumers are 
shopping despite the obstacles.
They still need cars and there still is demand. But 
their behaviors are constantly changing, especially 
with current events top-of-mind. Your communication 
strategy should adapt as their needs evolve. This 
is true for more than the automotive industry. 

Prioritizing online visibility is important to most businesses.  
Time after time we see that when companies 
pull back instead of pivoting their marketing 
strategy they lose share — and fast.

In 2021 88%  
used content 
marketing sources 
when researching 
their upcoming 
vehicle purchase.

88%

In 2022 83%  
used content 
marketing sources 
when researching 
their upcoming 
vehicle purchase.

83%

Regardless, 86%  
said they plan 
to use content 
marketing sources 
again when 
researching future 
vehicle purchases.

86%

Source: 1. 2022 Cox Automotive Study
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THE DEAL DOERS SOLUTION

ARE YOU TAKING ADVANTAGE OF 
THE OPPORTUNITIES TODAY’S 
MARKET PRESENTS?

During a recession, competitors could cut back on advertising, 
downsize, or completely shut down. When competitors leave 
the market, your market share can increase, and you have 
an opportunity to gain new customers. Thus, advertising in a 
slow economy will show consumers that you exist and are an 
alternative to competitors.

CHECK OFF THE STRATEGIES BELOW YOU ARE ALREADY USING:

 � Engage customers with compelling messaging to sustain demand and protect loyalty?

 �  Stay in front of your potential customer every step of the buying process online

 �  Implement retargeting practices and monitor them frequently to make sure they are performing

 �  Run marketing campaigns to gather data, and consistently analyze that data to make changes when needed

 �  Market your brand experiences to specific customers based on 
their preferences instead of just marketing the car

 �  Use best-in-class third party listings sites (like Cox Automotive!) to ensure data 
is optimized and you are staying in front of ready-to-buy shoppers

 �  Advertise outside your usual radius to capitalize on shoppers you’d be willing to deliver a car to

 �  Advertise your service offerings and appointments to keep existing customers 
and gain new ones (since service is 50% of a dealers typical revenue)

Are you using nVision to help inform your digital marketing strategy?
nVision is Cox Automotive’s exclusive digital marketing analytics dashboard that provides actionable 
reports on your marketing performance and predictive insights based on real shopper engagements. 
Leveraging nVision reporting makes it easy to see your dealership’s digital advertising ROI and 
optimize your results with the performance, market, audience, and vehicle inventory data you need.  

Get the word out and sell vehicles with display advertising built for dealers
Display advertising should do just that: put your brand and inventory on full display for transaction-
ready buyers to see. And with a suite of display products on Autotrader, KBB.com and across the web, 
your inventory will have further reach and greater relevance to car shoppers ready to purchase.

HERE FOR DEAL DOERS.

https://b2b.autotrader.com/dealer-marketing/vehicle-listings/nvision-analytics/
https://b2b.autotrader.com/dealer-marketing/display-advertising/


THE DEAL DOERS SOLUTION

CHECK OFF THE STRATEGIES  
BELOW YOU ARE ALREADY USING:

 �  Are you ensuring your dealership 
brand, experience and offerings 
are visible and accurate? 

 �  Do you update your sales and service offerings, 
especially ones that help your brand stand out?

 �  Do you consistently update your hours 
and sales/service team information?

 �  Do you have regular communication inside 
your dealership for what advantages your 
brand offers and is your team trained in 
sharing your unique differentiators?

 �  With the changed landscape, does 
your brand just sell the cars you have, 
or do they sell an experience?

 �  Are you advertising outside your usual 
radius to capitalize on shoppers you’d 
be willing to deliver a car to?

 �  Do you have ads that feature  
content and creative that  
stand out?

Advertise your vehicle delivery availability 
to increase your sales footprint.
Autotrader’s suite of delivery advertising solutions makes it 
easier than ever to promote your vehicle delivery services, 
expand your sales footprint, and close more deals.

ARE YOU FOCUSING ON INCREASED 
AWARENESS FOR YOUR 
DEALERSHIP AND SERVICES?

If your business is running, 
you should advertise it.
Advertising will prevent customers from 
forgetting about your company or thinking 
you’ve shut down, so they consider you 
when making purchases. Additionally, 
marketing displays confidence in your 
company. If your business is visible in 
the marketplace, then it helps show that 
you are a credible and secure choice.

During difficult times, 
consumers focus more 
on what they need than 
what they want.

Consumers tend to research more 
about their purchases. Thus, 
consumers will pay more attention 
and rely more on advertising.

HERE FOR DEAL DOERS.

https://b2b.autotrader.com/dealer-marketing/delivery-advertising/


Ready to empower your sales, retain more 
customers and increase your business? 

If so, connect with one of our Autotrader team 
members TODAY so that you can continue to drive 

your dealership forward by clicking HERE.

WE’RE YOUR  
PARTNER IN SUCCESS

https://b2b.autotrader.com/contact/

