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Challenges Solutions Results

Germain Honda of To address these challenges, Dealer OMG's efforts resulted in a
Beavercreek faced the Dealer OMG worked with definitive return on ad spend
challenge of increasing Germain Honda of Beavercreek to  (ROAS) for Germain Honda of

service business without identify key audiences using first- Beavercr.eek. The strategy also
making a large investment. party data. Th_e company c;}eated resulted |_n_ addltloneg s_ales_; _
. : a strong creative strategy that opportunities as website visitors
They needed to identify key g _ 9y PP .
y _ . focused on the experience and began to shop on the website. The
audiences, including "sold , . .
w expertise rather than specials or success of the campaign
et §erV|ced and conquest offers. The strategy included demonstrated the effectiveness of
audiences of Honda service schedules, phone calls, the approach, with a minimal
owners with under warranty website traffic that also led to investment of only $2000.00 over
vehicles who were not sales opportunities, trade tool six months.
Germain customers. completions, and other results
from the campaigns.
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