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BEING IN FIRST PLACE - IS NOT ENOUGH
-increase your search engine exposure and traffic up to 10x
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Definition - “branding” claim ownership- of a product or service!

“ebo” is the answer to claim ownership of your virtual market areal - engine branding optimization

Searches for
-nging brandi imization — u
@ >y banino onitioon SALES - SERVICE - PARTS
“sbo’ targets online consumers that are currently
In the market place searching for products and
services. It utilizes the different search patterns in
your own and your compastitor's virtual market
areas to bring these consumers 1o you.
“ebo” increases your visibllity to these online
consumers by branding across the main
search engines! —
A “ e
Inereasing your online prezence will brand your s =
products, services and business and give more
opportunity to all of the profit centers of your YOUR YOUR YOUR
dealership. WEBSITE LS DEALERSHIP




“eba” Built around today's consumers facts

The [nternet has changed our business dramatically over the last 10 years
and [s changing more everyday. The key to internet success was simply to

Online Consumer Facts stay in top position, however, that is no longer the case,
-Consumers are no longer visifing 6-7 Being on top is just not enough — at least for forward-thinking dealers
dealerships before converting to a sale with the vision to embrace today's online consumer generation. We have

adapted to new compliances, new selling technigues and processes over
the last few years. Have you adapted and prepared for an industry that is
completely virtual or will be in the near future?

-Consumers are shopping, researching
and eliminating products, services and
businesses onhine.

—Consumers are visiting only 1-2 The Internet has empowered consumers more than ever. Having the lowest
businesses ready to purchase with time published price online is less effective today, and will ke even less
saved from shopping online. effective tomorrow, as CONsUMErs grow even more savvy, as well as more

demanding. The environment has changed for our industry.
-67% of consumers consider other

consumers experiences and reviews an Today's consumers want a simple time-saving process with more value for
important factor in their choice of their money and uses the internet more every day to select products,
preducts, services and place to do services and businesses.

businass with

=abic vz ot e s nEaE A Consumers are well aware that you need them more than they need you.

:gynd[::ig;%m m: mm:h:r:.ﬁf A “ebo” - [power suite] is designed to attract serious shoppers, converting

opportunities browsers into opportunities that are ready to buy for every one of your profit

centers, including sales, parts, and service. It is one of the most complate

and powerful anline branding solutions that you will find anywhere and

| includes the same proven strategies; tools and processes that was |
developed, tested and implemented for over 3 years.,

Complete Online Markeﬁng:smt, _'gy.. :

- . T ‘ekipsk- Competitor ViM.A. “ebo” MUl shing A :
g“"lk'nef’"e'r'mm ~ Niche Buzz Sites  Pump—Out eKlosk Power-Bridging sl m’:"tﬁ’ fmm--
Review and Rating System indexing Auto 45ale Ne

Can be used for or against !

Did you know that over 90% of all sales begin online? If you
are seen only once in a search tier- you are not capturing
you're share of opportunities in your V.M.A. it mariet area)

ebao” ensures your seen in each search tier up to 10 or more times-
Capture more of your v.m.a.’s opportunities for all departments.




Industry Facts — Driving “ebo”
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Consumer reviews can have a huge impact on your business!

73% of shoppers will read online businass and dealership reviews written by other uh

shoppers. One (1) negative review seen online could cost you thousands if not L, et b e

hundred of thousand dollars per year. The answerl"eba’ power suite includes your v i i

very own review engine for online reputation, By having your own review enging, e :’—;‘_2}_::".;.'3‘:_,":,‘_-;[3:;3::' =

you can out rank the national review sites with hundreds of your own consumer — - L

reviews rather than one that gets posted with the national sites. — -

(Yahoo!/Caobalt study 2008) e
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Industry Survey Reports: el TR Pt
S Lo e s R L gy 4
Today's consumens are not visiting 5-7 dealarships as they have in he past, they are o —— iy
shapping onfing narmowing down thedr inferest and anly visiting 1-2 dealers before purchase. :."'.’.‘:"_f::- ——
Dealers have to take a mare committed approach to today's onling line consumer genaration. ___ e P e ;
Mearty 90% percent of new car shoppers research auto dealerships online before they make E e
thedr first visit 1o a lot. ::"“.'I‘?-:':._,
T2% of consumers refy on search engines o choose the dealarships they will visit (Source: H [ s
‘Yahoo! and 2007 Dealer eBusiness Performance Study Fart ) 28% of consumers have . i L
reduced newspaper and magazine reading, and are wakching less TV. It is time to shift ar= = b
budgets from old to new media, (Source: Forrester Research.) g
[ i —
- —
Internet Marketing's biggest strength is moving consumers from awareness to preference. 'y Ere,, l'_
Lising the same approach as traditional media in creating brand awareness, Virtual branding -3 P —
across all 3-major search portals results 0 actionatle opportunities for all of your dealerships L
\" b cadV
— ——

"abho

ebo” - V.M.A. Profile / Search Bridging-Linking Strategy

Product/Service Virtual Market Area
Direct Search Brand your business in direct Jump Search Gain the edge — being seen
Protect your branding and offline search pattems of your products  Been seen when consumers search in each search pattern for
advertising. and services for competitive products your local vma and your
competitors V.M.A,
A
.“‘1‘
.‘-1

b

expand-dominate-retain your v.m.a.

“eha”-

Combines all the intellengence reports and bridges the different tiers of searches giving you the max dominating exposure to capture more organic
oppertunities when they are the hottest and ready to buy!




Understanding ‘'ebo’ ...

Tier 4- Traditional Lead methods- when consumers start considering the
purchase of their next vehiclec!

Tier 3 — Consumers Researching: Consumers compare products and
services which will best suite their needs and/or by eliminating products
and services. Third party companies sell researching consumer leads to
dealers that have a very poor closing rate of onlby 6-8%.

Tier 2- Consumers are not loyal: Industry data shows nearly 80% of all
consurmers defect from the original lead channel and trend to search locally

Tier 1- Buyers: "ebo" positions your company to target consumers that are
currently in the market and ready to purchase

Mote: Traditional leads time line to purcahse is up to 90 days!
“ebo” strategy targets consumers that are ready to buy after they leave the traditional
Lead channel and researching locally on where to buy!

“ebo" targets consumers that are ready to purchase now!

Powersuite Platform

eHub +eReview Engine that dellvers the most advance functlonality in the industry, by
providing Interactive environment for researching new and used cars, supported reviews
and news, giving enline consumers all the infermation they need te make buying decisions,.
Resulting in more quality opportunities far your team too close. Consumers are in contral
today and our program//solutions will provide them the confidence in buying, servicing at
your dealership.

efeview Engine all-one solutions bullt into your eHub , unseen anywhere else in the
marketplace, that Includes: Reputation management (enline C51/ consumer reviews) and a
strang closing tool. FACT- over 76% of consumers stated they consider reviews of other
consumers an impartant factor when deciding where to purchase from.

ekioshs — are additional optimized Buzz sites built for organic searches and total brand
domination in the search results. Each virtual kiosk |5 designed Independently around

e different profit centers induding financing, service and parts.
e ePump-out Kiosks— Selecting key competitors outside your PMA, we optimize additional
S Aol kiosk that are targeted for search results from within their PMA providing our dients the
+eHub and Bu ability to gain market share and additional sales, service opportunities directly In their
R 2 ﬂﬁﬂ e competitors v.m,a.
T e "o’ Power Bridging ~ A powerful technigue developed to ensure your main site stays in
5 *{hri‘ldquxm first/top positicn as well as branding in other search patterns previously not ranked by
sCar Buzz. bridging search tiers and your "ebo” power suite displaying throughout search results in your
q V.MLA and your competitors V.MLA,
Systam: “aho” Publishing Network- Offsite SEO with relevant content is an important part of our
*Miche Buzz Kiosk program success, bridging the content back to your network and main website, We have a
; A% large publishing network that we publish content to weekly directing articles and content
'mﬂrﬂgrrg- back to your siteand your “ebo” power sulte.
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Publishing Network and ®ba” properties

I H!!I'ISHING NETWORK 1 Authority sites are classified by search engines that provide Informational

reviews, business ratings and higher volume traffic sites. These sites are
indexed much more often then normal websites.

“eba” Authority Publishing Network

Cur sites provide guality information on Chur main network publishing sites:
products and services across a comprehensive AutouTube warw,auloutube. com
range of industries internationally. They focus My Car Ganl waw miycargeni com

bringing businesses and customers together My Dealer Reviews v m Erreylews com
quickly and efficiently and to encourage Py M edin Liue s vyrmsdinlive eom
meaningful long term business relationships. Wehvo W, el cam

Hagghs Jautos wwvw negledgutos com

Genie Bugz Wi ge

Auto ecafe woww auloscale

Your *ebo™ network published on our network weekiy- with e PO - s
-z | listings dai ¥
T A: client website - l - Yo
. e e . = | B: power suite — “ebo” —r— LG
# 5 —
-m El C: publishing network - W .
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“ebo” Branding defined!

r BanElic After "ebo”
Increase maln sites rankings In all search patterns IR e— o
Protact off line advertising
Increase footprintin V.M.A, i i o e
Gain competitors opportunities and mare iy e e
Protect online reviews and ratings :‘_ . R et e e .11
“branding” claim ownership- of a praduct or Before abo” =~ =
senicel "ebo’ is the answer to claim e
ownesship of your virual markel areal " ey = T, ST
Protect Your Traditional off-line without "sbo” —
adverlising: Over 80% of consumers : e — o
hear or see an ad, they will go online and !-—- e S ety b ¢ et e B o« s e,
search for your business- is your = Vi e By N
compeltition showing up as well? "ebo” ‘_‘;::___q':‘_\ s '--r-.;.
ensures you have complete first page —— o Eianant -
listing on search engines so you are nol T —
driving sales to your competitors! b e T Ui bl o ::*, T
. — competitors M v ™ A
Ovwer 80% of sales start online from Bew faes s e ot i e o e e gy
research too price reguest Are you only A A e o - Ry e
bail'lg seen 1-2 times? WerE e LR == T e T i il T
iy e e~ LT -l
— - "'\-u:'l'"ll',.
Imagine what your sales could be if you T S e,
Qe&nupmgjsmn 20 times! e Comoetitons ~-ﬂ..;.__/




KNOCK-OUT THE #
COMPETITION /
WITH © a”

GET ... more exposure GET ... more opportunities GET ... more customers

n ]
GET ... more market share GET E'bl:! Toll Free: 1-866-673-5376
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