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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 

70+  brand new videos since March 16. That's roughly  FIFTEEN 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.

✓ 100s of articles discussing how key advertisers are dealing with COVID 

and moving forward!





Contact Gary Moore: garymoore@localbroadcastsales.com
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2008 13,113,000

2009 10,347,000 


-

-

-

2017 17,212,000 


2018 17,323,000 


2019 17,023,000 


2020 14,665,000  -13%


Total Light Vehicle Sales 


2020 was not a good year 
BUT it was not a complete disaster 

Here Is why.... 




Retail sales to individuals — 8% 

Sales to fleet and commercial customers — 43% 



The Number of Dealerships in the USA 

Franchise Dealers 
2019   18,275

2020   18,314 

Independent Dealers 
2019   28,640

2020   30,125 





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



There is plenty of 
pent up demand! 



896,626 787,372

703,023 624,637

576,569 593,057

2019 2020

-12.2%

-11.2%

+2.8%

New Light Truck Sales 



352,825 324,708 -7.8%

324,825 280,297 -13.8%

298,112 275,042 -7.8%

2019

Luxury Sales
2020



DEALER CASH!
REBATES!

INTEREST RATES DEALS!





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

shoppers seek affordable alternatives



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.




Total Dealership Advertising Expenditures 

$9.25 Billion for 2020 Est. 

$9.5 Billion for 2021 Est. 




Advertising Expenditures by Category 2019 


Internet          56% 


T.V.                 14.5%


Radio             10.3% 


Direct Mail     8.5% 


Print               5.9% 


Other              4.9% 


 




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. 








Advertising & Marketing CPVR
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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



I would not purchase a vehicle without a test drive 62% 


I cannot trust the quality unless I see it in Person. 52%


 It is hard to know exactly what you are purchasing online 46% 


I want to be able to test drive multiple vehicles 45% 


It is more difficult to return a vehicle if there is a problem 31% 

The Advantage 0f Traditional Brick-and-Mortar Dealers 

5 Barriers to Online Selling. McKinsey & Company 



‣ We will come to you for a test drive and you can test drive it alone from your driveway. We’ll bring a lawn chair and 
wait. You could also come to the dealership. 

‣ You can test drive as many as you like and do it all by yourself. 

‣We will get you approved on line.

‣ We will appraise your trade online. 

‣ If you are comfortable going to the grocery store then you will certainly be comfortable coming to our dealership. We 
are constantly sanitizing for your safety and ours too. 

‣ Purchasing while social distancing is no problem. 

‣ We want you to meet the mechanic that comes with your vehicle. We’ll bring him to your house if you like. 

‣ Meet the mechanic who certified your car. He’ll tell you all about it. 

‣ Pictures can lie, your eyes on the vehicle won’t. 


And 
The unconditional money back guarantee 


Great Unique selling Propositions for Today 



‣ Your dog won’t ride in it.

‣ You decide the glovebox is too small.

‣ The color of the vehicle clashes with the color of your boat. 

‣ Your boyfriend doesn’t like the color of the upholstery. 

Or

‣ You suspect the vehicle is possessed by an evil spirit. 

‣ Bring it back to us and we will refund every last penny you paid us With 

absolutely no questions asked! 

If you Buy a vehicle from us and: 



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



HAVE ANY 

QUESTIONS? 
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