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Vol.1 1 established the evolving challenges of automotive sales in the digital
age and introduced Antsomi CDP 365 + Chatbot. We highlighted key features
like instant responses, automated qualification, and streamlined booking.
Now, Vol. 2 delves into the synergistic power of integrating CDP and Chatbot.
We'll explore how CDP enhances the customer journey through data
unification, advanced segmentation, personalized messaging, and automated
nurturing. Real-world case studies will demonstrate how this achieves
significant improvements in lead conversion and sales efficiency. We'll
also discuss the feedback loop enabled by CDP and MA integration for
continuous optimization, and offer insights into future trends.
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Impact with
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While Chatbots are powerful tools for initial interaction, data capture, and
first-level qualification, their true effectiveness is amplified when integrated
with other systems like Customer Data Platforms (CDPs) and Marketing
Automation (MA) platforms.

A CDP is designed to build a unified, comprehensive profile of each
customer or lead by collecting data from various sources, including website
visits, CRMs, marketing campaigns, and, importantly, chatbot interactions.
This unified view is the foundation for personalized marketing and effective
lead management.

Here's how Antsomi CDP 365 enhances the value of Chatbot interactions:

e Data Unification and Enrichment: When a Chatbot captures initial lead
data (like name, email, specific interests, budget mentioned in
conversation), the Antsomi CDP 365 integrates this new information with
any existing data about that individual from other touchpoints (e.qg., past
website browsing, previous interactions, demographic data). This creates
a richer, more complete picture of the lead than the Chatbot interaction
alone could provide.
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e Identity Resolution: The Antsomi CDP 365 helps stitch together data
fragments from different sources, recognizing that a lead who interacted
with the Chatbot is the same person who visited certain pages or opened
a previous email. This ensures a consistent experience across channels.

e Advanced Segmentation: With the unified and enriched data from the
Antsomi CDP 365 (including specific details from Chatbot conversations),
you can create highly detailed and dynamic audience segments. For
example, you could segment "Leads who told the Chatbot they need a
large SUV, are looking to buy in the next 3 months, and have previously
downloaded an EV whitepaper". These granular segments are key for
targeted marketing.

e Personalization: The Antsomi CDP 365 can feed the unified profile
information back to the Chatbot (via APIs). This allows the Chatbot to have
more personalized conversations with returning visitors, perhaps greeting
them by name or referencing previous interests.

e Enabling Powerful Nurturing: Marketing Automation platforms use the
detailed lead profiles and segments from the Antsomi CDP 365 (including
the explicit intent captured by the Chatbot) to run highly personalized
nurturing campaigns. Workflows can be triggered directly by specific
answers or actions within the Chatbot conversation. Content can be
delivered based on the exact needs identified by the Chatbot. This direct
matching of content to expressed needs makes marketing efforts more
targeted and impactful, improving the ROI on content.
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Case Studies Demonstrating Integrated Power:
Several examples highlight the effectiveness of integrating Chatbots with
CDP/MA functionalities:

e Auto Leasing Company: This case shows a 10% increase in leads by using
a Chatbot for instant capture and qualification. While not explicitly
detailing CDP/MA integration in the provided snippets, it demonstrates
the Chatbot's power in the initial stages.

e Manufacturing Company: Used a CDP as a central hub for managing
leads. Initial capture points (like website forms, functioning like Chatbots)
fed data into the CDP, which unified, segmented, and scored leads before
sending them to MA/CRM systems. This led to enhanced lead
management, higher conversion rates, streamlined sales, and improved
ROL.

e IT Company: Used their own Al Chatbot with features akin to MA/CDP for
real-time capture, qualification based on pre-set questions, personalized
messaging, and routing qualified leads. This resulted in a significant
increase in qualified leads and a 33% higher conversion rate from
qualified lead to customer.

The integration allows for a feedback loop where engagement with
nurturing content (via MA) can inform future Chatbot interactions and refine
strategies (via CDP analysis). This means the system continuously improves
itself.
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Antsomi CDP 365 +
Chatbot Paving the
Way for Future
Automotive
/Motorcycle Sales

Implementing Antsomi CDP 365 + Chatbot allows the automotive and
motorcycle industry to streamline and dramatically improve the process
from lead acquisition to closed sale.

e For Manufacturers: Digital marketing leads can be screened and

nurtured through the Chatbot's rapid initial response and qualification.
This allows for the handover of high-value leads to dealerships,
significantly improving advertising ROI. Qualified leads are more
motivated and have higher purchase intent, leading to sales.

For Dealerships: The Chatbot engages customers at their peak moment
of interest, providing necessary information and automatically
completing test drive bookings. This allows sales representatives to
focus on leads that have already been nurtured and qualified by the
Chatbot, improving sales efficiency and generating more closing
opportunities even with limited staff. It's possible to eliminate lead loss
due to delays and dramatically increase test drive and application
rates. Proper follow-up builds relationships and enhances lead quality.

Sources indicate that the Chatbot can be implemented quickly, potentially
in as little as 24 hours, and integrates easily with existing CRM and other
systems.
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Antsomi CDP 365 + Chatbot is not just an automated response tool. It's a
powerful "Lead Management & Engagement"” solution designed to meet
the expectations of the digital age customer, keep leads fresh, prevent lost
sales, and drive test drives and final applications. By implementing this
solution, your sales process can be transformed, leading to a dramatic
increase in sales.

Looking ahead, the continued evolution of AI within chatbot technology,
combined with increasingly sophisticated data management in CDPs and MA,
points towards more autonomous and predictive lead management systems.
Mastering the integration of these tools will be a key competitive advantage.

Supplementary Notes for Advertising Agency Team:

e This document emphasizes how Chatbots (specifically illustrating the
capabilities of Antsomi CDP 365 + Chatbot) solve the universal lead
response challenges in the automotive/motorcycle industry, such as
"slow response times" and "insufficient follow-up".

e Descriptions of manufacturer and dealer challenges are strongly based on
sourced points, including the "4-day response delay"”, "lead loss/contact
failure due to delays”, "wasted advertising costs", "low sales
conversion rates”, "inefficient digital marketing generating low-
quality leads”, and "not contacting or prioritizing leads judged as low
quality".

e Challenges like salesperson "lack of training"” and "high turnover" are
supported by sources. The Chatbot's automated, standardized initial
response can indirectly help mitigate the impact of these human factors
and maintain consistent lead quality, allowing sales reps to focus on
already qualified leads.

e For case study creation, obtaining specific numerical data like the "lead
increase rate" before/after Chatbot introduction (referencing the
MeinAuto.de example), changes in "test drive booking rates,"” and
changes in "final conversion rates"” would make the story highly
persuasive.



e For case study creation, obtaining specific numerical data like the "lead
increase rate" before/after Chatbot introduction (referencing the
MeinAuto.de example), changes in "test drive booking rates," and
changes in "final conversion rates"” would make the story highly
persuasive.

e Emphasizing market trends at the beginning, such as customers'
"expectation of instant response” and the "increase in online
research”, helps establish the necessity of Chatbot adoption. While
physical experiences remain important, digital tools are indispensable.

e Antsomi CDP 365 + Chatbot's "lead qualification feature" is a crucial
selling point for improving the quality of leads handed over from
manufacturers to dealerships. This prevents overlooking promising leads
and inefficient allocation of sales resources.

e Consider including best practices for integration, such as meticulous data
mapping, using robust APIs/connectors, ensuring seamless human
handoff when needed, providing training to teams, and establishing
processes for continuous optimization based on analytics.
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