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Addressing the Digital Shift in Automotive &
Motorcycle Sales
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The automotive sales landscape has transformed. Customers now rely on
digital channels, creating opportunities and challenges. This two-part white
paper explores these dynamics and introduces Antsomi CDP 365 + Chatbot.
Part one delves into the challenges of digital lead acquisition, nurturing, and
conversion. We'll analyze changing customer behavior, emphasizing the
demand for instant information and personalized experiences. We'll also
examine shortcomings of traditional marketing and introduce the core
functionalities of Antsomi CDP 365 + Chatbot, laying the foundation for a
more effective sales process. Part two will explore maximizing ROI through
CDP and Chatbot synergy.
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Chapter 1

The Evolving Market

and Persistent
Digital Lead
Challenges

The process of researching and purchasing cars and motorcycles has
changed dramatically in recent years, with many customers now conducting
extensive online research. The traditional showroom walk-in is less common,
making digital lead acquisition increasingly important.

Manufacturers, importers, and dealerships invest significant budgets in
online advertising and various digital initiatives to acquire a large volume of
leads. However, many still face the challenge of not achieving high sales
conversion rates commensurate with this investment. Why is this the case?
Because there are many obstacles in effectively and reliably converting these
digitally acquired leads into showroom visits or final sales.

Let's look empathetically at the specific issues manufacturers and dealers
face that cause many acquired leads to become "lost sales™:




e Manufacturer Side: Challenges with Digital Lead Quality and Post-
Acquisition Process

Manufacturers invest heavily in digital marketing for brand awareness and
lead generation, often resulting in a large volume of leads. However, the
purchase intent, urgency, and level of interest among these leads are
often inconsistent, meaning not all of them are "high-quality" leads from the
start. Furthermore, the system for appropriately handing over these
acquired leads to dealerships and ensuring timely follow-up is sometimes
not fully effective. The consequence is a low sales conversion rate despite
high lead acquisition costs.

e Dealer Side: Lead Follow-up is Often Inconsistent, Leading to Delayed
Responses

A significant problem is the slow response time to digital leads. Sources
indicate that "most call centers and sales teams take an average of 4 days
to respond to a lead". Customers researching online expect immediate
attention when their interest is high. When responses are delayed by even
a few hours or days, customer interest decreases. As one source notes,
"many customers won't wait for a callback to schedule a test drive; they
may not even pick up the phone after the delay”. This delay causes leads
to "go stale" and makes them difficult or impossible to contact. It's not
necessarily that the leads were low quality initially, but rather that the
delayed follow-up makes them effectively "low quality”. The quality of
follow-up can also vary based on individual salesperson experience and skills.
High employee turnover among sales staff can make consistent, high-quality
follow-up challenging. Dealers often struggle to distinguish good leads from
bad ones, wasting time on low-potential prospects or ignoring potentially
good ones. This failure to contact leads promptly when their interest is
highest is a critical issue. The question, "Tired of Losing Leads to Slow
Response Times & Poor Follow-Ups?" captures the essence of this problem.
A 4-day response time means missing the peak moment of customer buying
intent, leading to wasted advertising spend.




The Turnarou

Antsomi CDP 365 + Chatbot
Revolutionizing Lead
Management

Addressing these challenges, Antsomi CDP 365 + Chatbot is a solution that
dramatically improves lead management and customer engagement for
the automotive and motorcycle industry. By using a Chatbot, you can
eliminate the "delayed response” that is a major cause of lost sales, and
connect acquired leads efficiently to the sales process without compromising
the customer experience.

Here's what Antsomi CDP 365 + Chatbot enables:

e Instant, 24/7 Response: Customers receive an immediate response 24
hours a day, 365 days a year the moment they show interest. This
prevents losing leads due to slow follow-ups and allows engagement at
the crucial moment when customer interest is high. It effectively breaks
the current reality of "taking 4 days to respond” that sources highlight.
Keeping leads "warm" is crucial for conversion.




e Automated Initial Response and Qualification: The Chatbot engages
customers in dialogue, automatically asking about their interest in specific
models, purchasing status, budget, and desired conditions to understand
their buying intent. This allows the system to automatically qualify
leads and identify high-intent, hot prospects. This is extremely effective
for manufacturers filtering diverse leads. Qualification is vital for
prioritizing sales efforts, and effective qualification and nurturing can
generate 50% more sales opportunities at 33% less cost. It can also
reduce the number of unqualified leads reaching the sales team.

e Automated Test Drive & Appointment Booking: Through the Chatbot
conversation, customers can directly book test drives or dealership
visits on the spot. This is convenient for customers and saves sales
representatives the effort of scheduling, significantly streamlining the
booking process. Integration with calendar tools is possible.

e Dramatic Improvement in Conversion Rate: Instant responses, high-
quality initial handling, and a smooth booking process maintain and
enhance customer buying intent, maximizing the sales conversion rate.
MeinAuto.de, a major German online car leasing platform, is a successful
case study where Chatbot adoption increased leads by 10%. This
resulted from instant responses, improved customer experience, and
automated lead qualification. A case study in China showed a 21-35%
improvement in dealer lead conversion rate with the introduction of a
"Smart DCC" (Digital Call Center).

e Improved Advertising ROI: By following up on acquired leads effectively
and guiding them to the next steps (test drive, application) with a high
probability, you reduce wasted advertising costs spent on lead
acquisition. This reduces the overall customer acquisition cost.

e Deployment Across Various Channels: The Chatbot can operate not only
on websites but also on various channels where customers gather
information, such as WhatsApp and Facebook Messenger. WhatsApp is
the world's most popular chat app, and WhatsApp Chatbots help
automate conversations.

e Enhanced Conversations with AIL: Using Al allows for more dynamic,
friendly, and flexible conversations that match your brand's tone.



e Rapid Implementation and Data Integration: According to the sources,
Chatbots can be implemented quickly, potentially in as little as 24
hours. It's also easy to integrate collected lead data with existing
systems like CRM. Integrating with CRM allows lead nurturing without
adding human resources and increases the likelihood of closing deals. An
integrated CRM can unify operations, manage customer data, automate
lead flow (even from WhatsApp), and provide data-driven insights for

strategic optimization.

e Mitigating Human Factor Risks: While sources note challenges like
salesperson training gaps and high turnover, the automated and
standardized initial response provided by a Chatbot can indirectly help
mitigate inconsistencies caused by these human factors. By handling
initial interactions, the Chatbot allows sales representatives to focus on
leads that have already been qualified.
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matching your brand’s tone.

To be continued in Part 2
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contact us any time!

antsomi-contact@hakuhodody-one.co.jp

ANTSOMI
Hakuhodo DY ONE




