Cox Automotive
CASE STUDY

Elevation Marketing helps leading
online automotive marketplace
win more business by re-engaging
hundreds of one-time purchasers.
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BACKGROUND

The Cox Enterprises family of companies traces its
roots back 120 years when founder, James M. Cox
bought the Dayton Daily News. The $26,000
investment proved to be the seeds for the massive
communications, media and auto services company
that exists today.
In the 1960s, Cox Automotive purchased
Pennsylvania’s Manheim Auto Auction. Merging its
tremendous success in the live auctions world and
the technology revolution initiated in the late 20th
century, Cox took business to the online environment,
too, launching AutoTrader.com in 1999. In 2010, it

purchased Kelley Blue Book and began rapidly
expanding into software and other online tools for
all types of auto purchasers and sellers – retail
customers, wholesalers, dealers and more.
In 2018, ManheimExpress.com was launched
and became a popular wholesale marketplace for
independent car dealers around the country to help
them keep their used car inventory fully stocked. The
site offers an exclusive app, concierge services to help
dealers list inventory for rapid sale, and other perks
that allow dealers to buy and sell efficiently
and quickly.

CHALLENGE

While Manheim Express enjoyed huge success
in its initial launch, the Cox marketing team
noticed a drop in activity from certain market
segments. Specifically, it tracked several
thousand one-time purchase customers who
had not engaged in a follow-up transaction
in the last 60 to 180 days. Trying to hit an
ambitious sales goal of 50,000 automobile
purchases for the year, Manheim Express
leaders were looking for a sales boost.
The company engaged Elevation Marketing
to create an omnichannel campaign targeting
this group of one-time purchasers for the month
of November. If it could gain some traction in
the traditionally slow sales month, Elevation
would be hired to stay on for a December
year-end push.

STRATEGY

The Elevation team initiated a four-part plan to immerse
itself in the Cox Automotive and Manheim Express brands,
make needed recommendations, and ultimately execute
the campaign. The plan included:

PHASE 2: RESEARCH &
RECOMMENDATIONS
Elevation then dove deep into researching the audience
Manheim Express served: thousands of independent
auto dealerships around the country. Elevation
also studied the buyer persona Manheim Express
catered to. It learned of his or her primary needs and
expectations from a service like Manheim Express,
communication style and other personality and
job-related characteristics.

PHASE 1: DISCOVERY
The team conducted stakeholder interviews and reviewed
internal documents and marketing materials to fully
understand the Cox brand story and company philosophy.
With numerous brands under one umbrella, it then drilled
down into the evolution of Manheim Express, its goals and
how it served customers by making the dealer wholesale
purchasing experience efficient, hassle-free and with added
features that helped dealers actually move inventory, too.

Leveraging findings, the Elevation team
recommended a 3-part omnichannel retargeting
strategy that involved direct mail, a phone
campaign and email follow-up. The strategy would
also involve two unique promotional offers. The first
would promote a “zero buy fee” and the second would
focus on app enhancements that could upgrade the
user experience and feed a buyer or seller more relevant
data. The latter message would have more of a “look
what’s new” feel and both messages would be carefully
crafted to align with existing marketing and branding
tone and style.

PHASE 3: CONTENT DEVELOPMENT

PHASE 4: CAMPAIGN EXECUTION

With approval from Cox Automotive leadership, Elevation
dove quickly into writing content for direct mail, emails,
and also crafted call-in scripts for how to handle live calls
with leads and also how to leave appropriate voicemail
messages that could initiate a call-back. The campaign
would start with the direct mail pieces, then follow-up
calls, and complete with the email campaign.

With the Manheim Express team’s full approval, Elevation sent its direct mailers
to two audiences, a “control” group receiving messaging about the app and
other benefits associated with using Manheim Express, and a “test” audience
receiving the “zero buy fees” promotion.
Calls were then initiated for the phone campaign. Callers referenced the scripts
developed by Elevation and emails were sent as a follow-up, all while the
Elevation team tracked data and performance to gauge new opportunities
or to make possible adjustments. With considerable momentum gained in
November, Elevation was asked to continue its efforts in December with a
second round of mailers, another call campaign and more emails in December
to help Manheim Express achieve its year-end sales goal.

DELIVERABLES

•

Direct mailer content development

•

Email messaging created

•

Phone scripts crafted for call campaign

•

Full direct mail campaign execution

•

Phone campaign

•

Complete email campaign execution

•

Data and results tracking

Email campaign

BUSINESS WINS

More than 700 additional cars sold from once inactive leads
The campaign helped Manheim
reach its year-end sales goal by
nurturing leads that were inactive
only two months prior. Some of the
highlights of the campaign included:

When reached by phone, a live person showed interest more than 70% of the time

Actively re-engaged more than 430 clients for future business

Many clients purchased more than one vehicle – a 1.6 cars/purchaser average

ABOUT ELEVATION

Insight. Innovation. Impact.

Elevation Marketing is one of the most dynamic, integrated
B2B agencies in the US, and for good reason — our strategic,
fully integrated approach aligns sales and marketing to
deliver remarkable results for clients whose buying cycles,
customer behaviors and channels to market are uniquely
their own. Marketing B2B companies successfully requires
deep understanding of the B2B space, a knack for compelling
brand stories, and the ability to execute effectively when

buyers are companies, not consumers. With proven B2B
acumen, unparalleled research and exceptional creative
design, we develop data-driven marketing strategies and
build memorable brand experiences that empower lasting
customer relationships for clients in every industry
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