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Lion Country Kia approached

A |Oca| dealerShip Staying Dealertrack with an exciting challenge:

ahead of the curve.

to attract and retain today’s modern
car buyers.

Lion Country Kia opened in 2009 and continues to be a
local, family-owned dealership in State College, PA.

A Dealertrack customer since its opening, the dealership
has never been afraid to adopt new tools — such as the
Dealertrack CRM, DMS, compliance platform, and
inventory solution — to help grow sales and streamline
operations. This progressive attitude, combined with a

staff that embraces technological advances, has helped

it stay ahead of the curve in the rapidly transforming retail
automotive market.
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A better online
shopping experience
powered by smart
technology.
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Lion Country Kia was seeking opportunities to capture the modern car buyer — one
who prefers to do all the research, inventory shopping, and even financing, online — with
easy-to-use and engaging tools that would generate more deal-ready leads. Additionally,
the tools had to integrate seamlessly with Lion Country Kia existing Dealer.com website
and other Dealertrack solutions.

“We wanted to be ahead of the curve with the Internet, but we didn’t want to spend time
reinventing the wheel,” said Casey Flynn, Sales Manager at Lion Country Kia.

With these goals in mind, Lion Country Kia implemented Dealertrack’s Digital Retailing
tools in August 2014. The tools offered a streamlined online experience that walked
customers down the path to a sale, allowing them to calculate a monthly payment
and complete a prequalification form.

Complete integration meant that all leads were immediately logged into Lion Country Kia
Dealertrack CRM for quick follow-up. This was an especially critical step for deal-ready
financing leads. “The prequalification leads were the hottest leads we had. As soon as one
of those came through, our CRM flagged it so we could call within minutes,” said Flynn.

Lion Country Kia also met the demand of today’s shoppers for a faster dealership
experience by putting back-end processes in place that ensured the work a customer
did online carried over into the store.
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Grow sales and
streamline operations.

“The prequalification leads were
the hottest leads we had. As soon
as one of those came through,
our CRM flagged it so we could
call within minutes.”

Sales Manager, Lion Country Kia
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More finance-ready leads, higher gross
profit, and less time in-store.

Lion Country Kia quickly saw a jump in website traffic

and time on-site. Shoppers progressed through the steps
and generated more deal-ready leads with a closing ratio
above the industry average of 15%. But the most
impressive result was the gross profit increase for Digital
Retailing leads vs. traditional leads. The dealership quickly
realized that online shoppers who scoured the Internet for

information knew Lion Country Kia prices were fair and
haggled less than traditional shoppers. “These customers
were ready to move forward, which eliminated a lot of
the arm wrestling and price negotiation we got with
traditional buyers,” said Flynn. Online shopping also
cut in-store time to about an hour, which boosted

customer satisfaction.

“People want to research online, nalil
down the price, and even figure out
financing. By giving them as many

pieces of the deal puzzle as they want
In an easy-to-follow process, we have a
big advantage in our market.”

Sales Manager, Lion Country Kia
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The Results:

0/0 Average higher new and
used back-end gross on
Digital Retailing leads.

Lead-to-close O/O
sale ratio on finance
leads in June 2015.

0/0 Overall higher gross Cutting in-store HOU R
profit with Digital transaction time to

Retailing leads.. approximately...

*As compared with traditional leads obtained during the same period. **As compared with traditional leads obtained during the same period.
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Lion Country Kia
has never been so
competitive since

leveraging Dealertrack

Digital Retailing

tools.

While traditionalists say a transparent
Digital Retailing experience
compresses gross and hurts
business, Lion Country Kia proves

the exact opposite.” Thanks to
seamless, easy-to-use tools that led
the buyer down the purchase path,
the dealership attracted modern
buyers, closed more deal-ready
leads, gained gross, and increased
customer satisfaction.

*** The information in the above case study is based on the results reported
by Lion Country Kia. Your results may vary.
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Innovation
Through Integration

Dealertrack is a leading provider of digital solutions to the
automotive retail industry. Our integrated and intuitive approach
to products and services makes your workflows more efficient,
transparent, and profitable. From Digital Retailing tools that
bridge the gap between the online and in-store experience

to the largest lender network in North America, we help enable
the transformation of auto retailing through a comprehensive
solution set spanning DMS, Fixed Operations, Sales and F&l,
and Registration and Titling.

Dealertrack, Inc.

1111 Marcus Avenue, Suite M04
Lake Success, New York 11042

877.488.0517
www.dealertrack.com
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