
BUST DATA MYTHS ABOUT 
ONLINE SHOPPING BEHAVIOR

LEARNING OBJECTIVES 
Upon completion of this workshop, you will be able to:

CONSUMERS WANT MORE PERSONALIZATION

•  Identify the top five steps to an effective data and personalization marketing strategy for your dealership
•  Create a list of questions to ask your marketing partners to ensure alignment of your dealership’s marketing goals
•  Classify what is myth and fact as it relates to data quality and security
•  Define behaviors and triggers that show that shoppers are getting ready to turn into buyers
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VARIABLES BUILD TO CREATE PERSONALIZED EXPERIENCES

WHAT ARE WE WAITING FOR
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are happy with the car 
buying experience today%

SOURCE: 2015 Autotrader Car Buyer of the Future Study



LEVERAGING DATA TO DRIVE PERSONALIZED EXPERIENCES FOR CAR BUYERS TODAY

USE AS MUCH DATA AS YOU CAN TO PERSONALIZE RIGHT AWAY

FOLLOW A CONSUMER’S BEHAVIOR TO ADD TO THE DATA-ENABLED EXPERIENCE ALONG THE WAY
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KEEP IN FRONT OF SHOPPERS IN CONTEXTUAL PLACES AND LIFESTYLE SPACES

FOLLOW CONSUMERS WITH PERSONALIZED ADVERTISING

UTILIZE DATA TO CREATE THE ULTIMATE PERSONALIZED EXPERIENCE WITH TRULY PERSONAL DEALS
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WEBSITE ENCRYPTION + DATA SECURITY

BUYING CUES THAT SHOW SHOPPERS ARE READY TO BUY NOW

Q&A



The views and opinions presented in this educational program and any accompanying handout material are those of the speakers, and do not necessarily represent the views or opinions of NADA. The speakers are not NADA representatives, and their presence on the program is 
not a NADA endorsement or sponsorship of the speaker or the speaker’s company, product, or services.

Nothing that is presented during this educational program is intended as legal advice, and this program may not address all federal, state, or local regulatory or other legal issues raised by the subject matter it addresses. The purpose of the program is to help dealers improve the 
effectiveness of their business practices. The information presented is also not intended to urge or suggest that dealers adopt any specific practices or policies for their dealerships, nor is it intended to encourage concerted action among competitors or any other action on the part 
of dealers that would in any manner fix or stabilize the price or any element of the price of any good or service.

Jessica Stafford
SVP & General Manager, Autotrader.com
Atlanta, GA
404.568.6552
jessica.stafford@coxautoinc.com
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