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What does it take to connect with 
car buyers? To really connect?

And beyond connection, how do you 
convert? How do you get people 
to say “yes” - to you and to the 
opportunity you provide?

Once you’ve delivered, how do 
you keep a customer?  How do you 
get more online reviews, repeat 

business, and referrals? How do 
you get the maximum return on your 
investment of marketing dollars and 
time?

It all takes relationship. It sounds 
a bit cliche, but it’s as true today 
as it’s ever been. You need to build 
and maintain that “know, like, and 
trust” dynamic.

People want this connection with 
you and your dealership. And you 
can help them.

When you approach each 
opportunity as more than just a 
chance to “close a deal,” you’re 
making a lifecycle approach.

With you approach each person 
from a relationship perspective, 
you’ll give yourself the opportunity 
to repeatedly deliver value and get 
a return on that investment time 
and time again.

To illustrate this approach, 
BombBomb gives you this 
simple guide to connecting with, 
converting, and keeping customers.
If you want the super-simple 
version, it’s this:

- Truly respect people
- Think long term, not just quick sale
- Align your asks with their needs

If you’re ready for the proper guide, 
it follows on the next several pages. 
And it’s packed with a dozen video 
email examples from Zeb Olsen 
of Metro Toyota in Kalamazoo, 
Michigan. A big thanks to Zeb for 
allowing us to share these.

INTRODUCTION

CONNECT, CONVERT, 
& KEEP CUSTOMERS

RELATIONSHIP & 
LIFECYCLE MARKETING

http://bombbomb.com/
http://www.cincinnati.buyatoyota.com/en/dealer-detail/Metro-Toyota-21072/?dealercode=21072&atrkid=V3ADW2AA195A3_2892989559_kwd-119551578__75311113839_g_c_{adType}__1t1
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As you well know, the game has 
changed. It’s not about providing 
the data and inventory; your 
customers have access to it 
all. Instead, it’s about personal 
connection, unique differentiation, 
and excellent service.

For lifecycle marketing, you need 
to become a trusted advisor - 
someone they connect with today, 
trust through the purchase, and 
return to for information - with 
referrals and for repeat business.

You can make all these life cycle 
touches before, during, and after 
the sale by traditional means - 

email, phone, direct mail, other. 
When you make them with simple, 
one-to-one videos, though, you’re 
communicating in a clearer, more 
human, and more effective way.

Regardless, if these ideas and 
examples make sense to you, use 
whatever you have available to start 
making these smart, timely touches 
to win more business.

INTRODUCTION

THE TRUSTED ADVISOR
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Whether leads are coming through walk-in, call-
in your website, through seller inquiry, through 
a third party service, by referral, or by any other 
means, the first goal is to connect.

You need to reach out quickly and in a meaningful 
way. You need to generate a reply or response. You 
need to open up a conversation.

As a sales professional, you’re better on the phone 
than you are in a typed out email. And you’re better 
in person than you are on the phone. Consider 
using simple video, as Zeb does, to be there in 
person when you can’t be there in person.

Your new leads will feel like they know you before 
they even meet you.

CONNECT WITH

CAR BUYERS
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In this example, Zeb gets a new online 

lead and follows up personally to 

introduce himself, to put a face with 

the name, and to share his contact 

information. Notice that he mentions the 

person’s name and the specific vehicle in 

which he’s interested.

Click the email to play video

Click to play video

Here, Zeb gets a new online lead 

interested in the value of his vehicle. Zeb 

introduces himself and smoothly turns the 

conversation to the purchase of a new 

vehicle. Notice the use of the lead’s name 

and the specific time of year.

EXAMPLE 1:
BUYER LEAD

EXAMPLE 2:
SELLER LEAD

http://bbemaildelivery.com/bbext/?p=video_land&id=fe13c9a2-0c48-2f08-5724-03492952c1f6
http://bbemaildelivery.com/bbext/?p=video_land&id=f4f5a7f3-7953-2782-a18f-e5661d174ede
http://bbemaildelivery.com/bbext/?p=video_land&id=f4f5a7f3-7953-2782-a18f-e5661d174ede
http://bbemaildelivery.com/bbext/?p=video_land&id=fe13c9a2-0c48-2f08-5724-03492952c1f6
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Again, a nice, personal example. Notice 

how he makes clear where he’s located.

Again, the goal here is to connect  to make someone feel like you’re a real 

person who knows what their needs and interests are. Put a face with the 

name, provide contact information, and differentiate yourself.

The examples above can be applied to referrals or to any other lead 

source you have.

PRO TIP: Pair with phone calls with emails or (better yet) video emails 

to increase the likelihood of replies and responses. Zeb 

did this nicely in the first example above. For more on this 

process click here.

PRO TIP: If you’re using a proper email tool, like BombBomb or similar, 

turn on real time alerts. We’ll tell you exactly when your email 

gets opened, your link(s) get clicked, and/or your video gets 

played. This tells you which prospects are truly interested, 

helps you prioritize your follow up, and helps you follow up 

when you’re absolutely top of mind.

Click to play video

EXAMPLE 3:
ONLINE LEAD FROM 
THIRD PARTY SITE/SERVICE

http://www.bombbomb.com/blog/lead-response-time-conversion-phone-calls-simple-videos-emails/
http://bbemaildelivery.com/bbext/?p=video_land&id=f119154c-f350-d8b2-8d2d-87c5515d9e3e
http://bbemaildelivery.com/bbext/?p=video_land&id=f119154c-f350-d8b2-8d2d-87c5515d9e3e
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You’re paying for leads with your time, your money, 
or both. You need to improve your return on that 
investment. Increasing lead conversion is the best way 
to do that.

If you can connect, you dramatically improve the odds 
you’ll convert. If you establish a connection and lay the 
groundwork for trust and rapport, you give yourself the 
opportunity to reach out again and again.

If you connect and they go cold for weeks or months, 
you’ve got a non responsive lead.

But all is not lost!

If you connect and have some exchange, you’ve got a 
responsive lead. Keep it warm!

Your goal is to move non responsive to responsive, then to 
move responsive to in person.

Once you get together to look at and drive a car, you 
follow up to close down the opportunity.

What does this take?

You have to keep good notes, ideally in a CRM (customer 
relationship management) program. Know every lead you 
have, what level of contact you’ve had, how recently you 
connected, and as much detail as you’ve learned about 
each person.

This will allow you to make all subsequent touches 
specific and, therefore, valuable.

CONVERT

CAR BUYERS
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In this example, Zeb made a note to follow 

up after a person’s vacation. 10 days later, 

he made this personal touch.

Click the email to play video

Click to play video

Here, Zeb uses an emotional, aspirational 

appeal to a lead he met in person a few 

weeks back. Notice all the details and 

opportunities he provides to reengage her.

EXAMPLE 1:
TIMELY FOLLOW UP

EXAMPLE 2:
EMOTIONAL FOLLOW UP

http://bbemaildelivery.com/bbext/?p=video_land&id=e6a6557e-7605-0a00-e20d-cd71a972dbfc
http://bbemaildelivery.com/bbext/?p=video_land&id=c8bfff51-972c-a105-a150-bf403cf84c64
http://bbemaildelivery.com/bbext/?p=video_land&id=c8bfff51-972c-a105-a150-bf403cf84c64
http://bbemaildelivery.com/bbext/?p=video_land&id=e6a6557e-7605-0a00-e20d-cd71a972dbfc
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Zeb’s lead is obviously concerned 

about safety. Notice how he 

speaks naturally, simply, and 

directly to his lead’s concerns.

Zeb’s lead is obviously interested in 

American cars. Zeb sells Toyotas, which 

don’t seem American (even though they 

are - Read story here). Notice how he 

speaks naturally, directly, and in detail 

about his lead’s interest.

Click to play video

Click to play video

EXAMPLE 3:
FOLLOWING UP ON 
SPECIFIC CONCERNS

EXAMPLE 4:
FOLLOWING UP 
ON SPECIFIC INTEREST

https://www.cars.com/articles/the-2015-american-made-index-1420680649381/
http://bbemaildelivery.com/bbext/?p=video_land&id=d2b094d3-c9a6-f75a-39d4-038b39204e7b
http://bbemaildelivery.com/bbext/?p=video_land&id=41328924-2583-e090-b78e-908042ec8ca2
http://bbemaildelivery.com/bbext/?p=video_land&id=d2b094d3-c9a6-f75a-39d4-038b39204e7b
http://bbemaildelivery.com/bbext/?p=video_land&id=41328924-2583-e090-b78e-908042ec8ca2
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Zeb knows what his responsive lead 

is looking for  and he has a specific 

opportunity.

Notice the smart use of his mobile 

phone to provide excellent service 

along with a strong sales pitch.

Zeb doesn’t want to let a warm lead go 

cold. Notice how he reaches out after a 

couple days with incentives and details 

for the specific vehicle in which his lead 

expressed interest.

Click to play video

Click to play video

EXAMPLE 5:
SHOW THEM DETAIL

EXAMPLE 6:
KEEP IT WARM

http://bbemaildelivery.com/bbext/?p=video_land&id=f467040d-a4f5-915d-f707-1000c5ad7b5e
http://bbemaildelivery.com/bbext/?p=video_land&id=9c089292-9132-907b-f1de-7400a76d14e8
http://bbemaildelivery.com/bbext/?p=video_land&id=f467040d-a4f5-915d-f707-1000c5ad7b5e
http://bbemaildelivery.com/bbext/?p=video_land&id=9c089292-9132-907b-f1de-7400a76d14e8
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Here, Zeb is following up with a 

couple who test drove a car with 

him. He’s reaching out to keep them 

engaged  or to cut them loose. Notice 

how the video allows him to deliver 

the message in a way a typed out 

email or even a voicemail can’t.

Straight to the point, Zeb asks for a yes 

or no from this lead. To optimize your 

time, keep your notes current, and move 

forward, you want a simple yes or no.

Click to play video

Click to play video

EXAMPLE 7:
WHERE THINGS ARE

EXAMPLE 8:
YES OR NO

http://bbemaildelivery.com/bbext/?p=video_land&id=c8b5c694-4f0d-b873-e490-30a7c3fefcf1
http://bbemaildelivery.com/bbext/?p=video_land&id=e0bf96ee-3ae2-3f4e-14a9-2cfff6b15157
http://bbemaildelivery.com/bbext/?p=video_land&id=c8b5c694-4f0d-b873-e490-30a7c3fefcf1
http://bbemaildelivery.com/bbext/?p=video_land&id=e0bf96ee-3ae2-3f4e-14a9-2cfff6b15157
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What a strong promise! And what a timely 

touch. Immediately after a test drive, 

Zeb follows up in a personal way to 

share appreciation, to provide additional 

information, and to manage expectations. 

He’s setting the table for a smooth 

purchase process.

Again, you can do this without video. 
But you can’t do it without notes.

To make the most of your investment in leads, you have to give yourself 

reasons and opportunities to reach out. This is only possible when you 

truly value each person, understand their needs and interests, and align 

your asks with who and where they are.

In watching Zeb’s videos, notice the “trusted advisor” role he’s taking on   

beyond a straight sales role. He seamlessly blends the two. And if you’re 

wondering, those are simple webcam videos recorded in real time at his 

desk. He uses a little whiteboard to let each person know the video is 

just for him or her in the thumbnail image.

Click to play video

EXAMPLE 9:
IMMEDIATE FOLLOW UP

http://bbemaildelivery.com/bbext/?p=video_land&id=0aec702b-1354-18fe-f1ef-3c36e7196cf6
http://bbemaildelivery.com/bbext/?p=video_land&id=0aec702b-1354-18fe-f1ef-3c36e7196cf6
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Happy customers who’ve enjoyed personal 
connection, experienced unique differentiation, 
and received excellent service from you are a great 
source of online reviews, repeat business, and 
referrals.

Why build that from scratch over and over again? It 
takes so much time and so much money. Especially 
when the cheapest leads you have are the ones you 
already converted and pleased.

Right after the purchase, ask people for reviews and 
testimonials, which help generate and convert future 
leads. Reviews are the evidence certain types of 
buyers need before they give you the “yes” you want.

From there, stay in touch over time. Make yourself 
available. Stay top of mind.

When that conversation about a car purchase comes 
up at the office or at the party, your name should be 
the one they share. And be proactive about it - ask 
your past clients for referrals.

When it’s time to get another car, your phone number 
should be the one they call. Let them know you’re 
here to serve.

KEEP

CAR BUYERS
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In this example, Zeb delivers a sincere 

thank you and directs a past client to a 

specific place to write a review.

Click the email to play video

Click to play video

Here, Zeb reaches out 90 days after a 

couple’s purchase. Simple and sincere   

while asking for a referral.

EXAMPLE 1:
THANKS AND 
REQUEST FOR REVIEW

EXAMPLE 2:
CHECK IN AT 3 MONTHS

http://bbemaildelivery.com/bbext/?p=video_land&id=584b9caa-f3f0-6eb2-0089-611d5d99cb9b
http://bbemaildelivery.com/bbext/?p=video_land&id=95fdf4f4-1f90-e2ab-a86e-70b14dfe4189
http://bbemaildelivery.com/bbext/?p=video_land&id=95fdf4f4-1f90-e2ab-a86e-70b14dfe4189
http://bbemaildelivery.com/bbext/?p=video_land&id=584b9caa-f3f0-6eb2-0089-611d5d99cb9b
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Another check in - this one after 

180 days. Again  he makes himself 

available and asks for a referral.

Here, Zeb’s doing two things   and 

doing them both better with video. 

He’s checking in a couple years after 

purchase. He’s also introducing himself 

and putting a face with the name.

Click to play video

Click to play video

EXAMPLE 3:
CHECK IN AT 6 MONTHS

EXAMPLE 4:
CHECK IN AT 30 MONTHS

Keeping customers means keeping your pipeline full through repeat 

and referral business. It means generating more online reviews, which 

help generate and convert future leads.

So, if you’re looking at these examples and wondering “who has the 

time for all this?”, then turn it around and ask “who doesn’t!?”

Your best and least expensive leads are those you’ve already won over. 

Make the touches to keep them engaged over time and to stay top of 

mind, so you’re always there for the next opportunity.

http://bbemaildelivery.com/bbext/?p=video_land&id=a6ca542c-f57c-ce21-fa0b-8010b719101d
http://bbemaildelivery.com/bbext/?p=video_land&id=27d7053f-9fce-cf0e-f479-b6246d5305f2
http://bbemaildelivery.com/bbext/?p=video_land&id=a6ca542c-f57c-ce21-fa0b-8010b719101d
http://bbemaildelivery.com/bbext/?p=video_land&id=27d7053f-9fce-cf0e-f479-b6246d5305f2


BombBomb.com

A lifecycle approach looks at each opportunity to provide value before, 

during, and after purchase. People can feel that perspective and 

attitude as they work with you.

Hopefully, you’ve seen some simple touches that build relationship and 

win more business here in this guide.

BombBomb  |  Relationships Through Video

BombBomb.com  |  Colorado Springs, Colorado, USA  |  866 209 4602

We understand. Check out our free, 

26-page guide to overcome your 

fear and start winning with video.

Zeb closed 2 deals with 

video during his 2 week 

free trial with BombBomb. 

Really.

Give it a go right now with 

no credit card info required.

Need Help With Video? Ready To Try It Yourself?

Download the Guide Give BombBomb a Try

http://bombbomb.com/
https://www.facebook.com/BombBomb
https://twitter.com/bombbomb
https://www.linkedin.com/company/bombbomb
http://app.bombbomb.com/app/form/?form_id=5d1efd5f-5865-4f62-5d5a-b0d5edb5b33b
http://bombbomb.com/trial/?

