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B.E.S.T.  
Broadcast Essentials for Selling Today 

✓ DAILY REMINDERS 

✓ YOUR TIME TABLE  

✓ DIRECT ACCESS TO LBS PROS   

✓ NO ADDITIONAL COST, NO LIMIT OF PARTICIPANTS  

✓ THE ENTIRE LBS SITE IS AVAILABLE TO YOUR NEW HIRES



LBS is Your COVID Selling Headquarters  
50+  brand new videos since March 16. That's roughly  TWELVE HOURS  of 
new content  BY  broadcasters and  FOR  broadcaster pros specifically 
designed to help your sales efforts through this pandemic.  

✓What’s Your COVID STRATEGY? 
✓How to Work from the Home 
✓All-Star Panels and More. 
✓Over 100 articles discussing how key advertisers are dealing with COVID 

and moving forward!









Contact Gary Moore: garymoore@localbroadcastsales.com



HAVE ANY  
QUESTIONS?  
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The Coronavirus is dominating the news and the U.S. economy 
but there are glimmers of hope on the horizon for auto sales  

Most dealerships that were shuttered in March and April are now open for business.  



The Retail auto business is not like the restaurant industry, the airlines, 
or the cruise line business. When those businesses lose a customer and 
the associated revenue those dollars are lost forever.  

The automotive industry has a built in flow of business. Vehicles are 
still wearing out and leases must be given back when the lease term 
comes to an end.  





Ram Pickup outsold Chevy Silverado last year and now 
Chevy is fighting back and they are neck and neck  

In the 2nd Quarter
Chevy Silverado Ram Pickup

122,432 117,448



Remember that this is an election year. If you are in a 
battleground state political advertising may eat up a good 
bit of availability. Talk to the dealers in your market about 
locking in ad slots now for September, October, and that 
first week of November. 



The used vehicle market is poised for record 
sales in 2020 according to Edmunds



As new car prices hit record highs, analyst say  
certified pre-owned vehicles sales will rise as  

shoppers seek affordable alternatives



Total Used Sales  

2018 - 40.2 million 
2019 - 42.4 million 
2020 - ?????????????? 





THE AVERAGE AGE OF A VEHICLE 
IS NOW OVER 12 YEARS! 



There is plenty of 
pent up demand! 



NEW VEHICLE SALES 
2015 - 17,386,000 
2016 - 17,465,000 
2017 - 17,134,000 
2018 - 17,215,000 
2019 - 17,120,000 

  2020 - ????????
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909,330 Continues dominance - No one is close

585,582 Flat Sales - Chevy is nervous

536,980 The fastest growing truck line and 
chasing Chevy
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For the first time in history Ram is on pace to out sell Chevy Silverado  
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Sales Climb 

2008 187,699
2009 216,652
2010 263,820
2011 266,989
2012 336,441
2013 424,683
2014 513,693
2015 582,675
2016 615,132
2017 647,956
2018 680,135

Subaru is the only 
manufacturer to have 
11 straight years of 

sales increases!   



Subaru 12th year of record 
sales and going strong  
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Luxury Battle 2019 Sales

357,729
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298,114



DEALER CASH!
REBATES!

INTEREST RATES DEALS!



There are now 0% Finance deals for 84 months on many 
new vehicles  

On Certified Pre Owned Vehicles there are unprecedented  
0% to 3% finance programs.  

AND





New vehicle inventories could be a little short in some 
parts of the country and with some models such as 

pickup trucks  

Certified Pre Owned (CPO) vehicles are everywhere. According to 
Edmonds, through June, CPO inventories are up 31% from a year ago.  

BUT



Average Selling price of new vehicles for the 
first half of 2019 - $35,958 

Average selling price for used vehicles for the 
first half of 2019 - $ 20,320  



Edmunds noted that the number of gently used 
cars will continue to push used vehicles sales 
increases.  

Yearly sales of CPO vehicles(Certified Pre Owned) 
will explode through 2022 and should reach 5 
Million. 







Advertising & Marketing CPVR
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If the internet is so effective, why 
has advertising costs per vehicle 
continued to go up? 



1. Price
2. Selection 
3. U.S.P (Unique Selling Proposition) 
4. Prominent  & Easy Internet Locator (U.R.L.)

The Elements of Compelling 
Automotive Creative



‣ The coronavirus has hurt our business but we’re coming back. Rebates and incentives have 
never been better. Now is the time to buy a new or pre owned vehicle from ....  
‣ If you feel comfortable going to the grocery store then you will feel comfortable shopping 
for a new or pre owned vehicle here at .....  
‣ We all have our masks on our dealership is being constantly disinfected and we are ready 
to safely serve you.  
‣ You can social distance and buy a car and truck, No problem  
‣ Call or go on line. We will help you select a new or pre owned vehicle and bring it to you. 
You can test drive it by yourself.  
‣You can imagine, The virus has hurt our business and now we really, really, really want to 
sell you a vehicle more than ever before. The rebates are great, the finance deals are at 0%, 
and our prices have never been lower 



Should a dealer emphasize price or 
monthly payment in his advertising? 
Generally, when advertising New vehicles focus on 
monthly payment. 

When talking about used vehicles try to focus on price.





















The Golden Rule

If it is not driving customers to the dealers website 
with the intention of inquiring about a vehicle,  

JUST DON’T DO IT.
 If it is not driving customers to the dealers website or 

showroom with the intention of inquiring about a vehicle
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