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As the world shifts to working and learning from home in an effort to slow down the spread of the 
COVID-19 virus, the online world is experiencing a drastic shift in behavior.

Expect all businesses and consumers to be wary of hard sales, and try to focus on messaging that 
connects and supports your customers. 
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In addition, there are 382,000 job openings and counting as Amazon, Walmart, Domino's, 7-Eleven, 
Kroger, Safeway, Trader Joe's, CVS Health, Pizza Hut, Papa Johns, and more businesses hire to meet the 
coronavirus demand.

According to a recent post by iCrossing's VP of Programmatic, Amanda Betsold stated that media 
consumption is up as people spend more time at home. Her blog, published on March 27th reviewed the 
following points:

 46%
of consumers are using social media 
more vs. a week ago

 Visits to news sites are up by 33% as 
people look for information related to 
COVID-19

Visits to eCommerce sites like 
Amazon, Walmart, and Target are up 
by 3.8% and continuing to trend 
upward

Visits to travel sites increased by 
9.5% as people cancel upcoming 
travel plans

40% 
of consumers are using their desktop 
or laptop more vs. a week ago

Out of Home advertising has 
decreased by 47% vs. a week ago

New Market Behavior Arrives with COVID-19



Observations on the Automotive Industry

The timeline for car purchases can span months. Within that time, countless micro-moments occur, 
resulting in consumer turning to their devices to answer a question or to address a specific need.

According to Microsoft’s latest updates on US online behavior, between March 6th and April 4th, there 
has been an increase in searches for:

A buyer’s journey starts online. This entry point makes your online presence necessary for your brand, 

as well as for the stages that follow in the funnel as potential customers look for on-the-go answers. 

Which Car Is Best for Me
Moments

Is This Right for Me
Moments 

Can I Afford It
Moments 

Where Should I Buy It
Moments 

Am I Getting a Deal
Moments  

It’s Time for a New Car Getting on the Short List From Digital to Dealership Customer Loyalty

Over 900 Digital Touchpoints in  3 Months

occurred
on mobile

%71
139 Google Searchers

14 YouTube Videos

89 Images

69 Dealer Interactions

186 Manufacture Interactions

Explored
14 Brands

Considered
6 Brands

Decided Between
2 Brands

Vehicle purchase incentives such as “specials,” “sales,” “deals,” and “offers” 

New vehicles (25% growth!)

New + luxury vehicles (38% growth!)

New + non-luxury vehicles (19% growth!)



If your brand appears front and center during a user's search, there's a good chance that 
they'll remember you. Not being there allows an opening for your competitors, giving them a 
chance to seize the moment as the consumer gets closer to buying a vehicle.

Based on historical data, searches for “dealership near me” increase during 
May-August/September. This tendency means that March and April are essential for 
marketers as users are online comparing brands and answering questions such as “which car 
is best” “does it suit my needs”.

As concerns for the coronavirus rise, many dealerships have either decreased their online 
marketing budget or stopped advertising altogether. This change in strategy opens the market 
for remaining advertisers to increase their online market share, capture traffic at a low CPC 
due to little competition, and establish themselves as top-of-mind dealerships. 

BMW is one of the companies that is considering increasing its planned investments in China. 
The CEO of the BMW Group in China, Jochen Goller, confirmed that BMW resumed operations 
at their offices and plants in China on February 17th as COVID-19 was more controlled by 
health authorities in this country.  We expect a similar behavior in the U.S. as the authorities 
control the virus.



Responding To The Current Market

Provide at-home test drives to potential customers and wandering users

Redirect your traditional marketing budget to online marketing to adjust for the estimated 
shift in time spent online

Reallocate your budget to top-performing car models and brands

Leverage social media platforms to connect with potential buyers by featuring content 
(videos for test drives, different picture formats, live streaming)

Display your most popular car models with all specific descriptions on your website and 
add interactive content as 360 views for customers to take virtual tours

Share reviews from past buyers to promote word of mouth recommendations online

Reroute office calls to mobile phones

Add a chatbox to your site for easy interaction

Update your website and your Google My Business/Bing Places to inform potential 
customers of changes in opening hours, service, etc

Generate content based on the car models you want to promote such as reviews for new 
car models

Create Display Remarketing Campaigns with banner ads  to increase engagement for the 
brands you want to promote during high-season (May-September) and target visitors from 
the past 60 days

Build new audiences to remarket to those who have viewed or interacted with specific car 
models and brands on your website

Run local YouTube campaigns to build brand awareness

Prepare your keyword list with variations such as online catalog, online prices, online 
shopping, online purchase and similar phrases to capture potential customers who are 
searching

Use ad extensions such as call extensions, lead forms extensions, sitelink extensions, and 
click to call extensions to increase direct engagement

Revising Your PPC Strategy



Make sure you are tracking all efforts including:

Establish yourself as a trusted dealership provider via ads on the search results page 
through Google My Business & Bing Places

Monitor developing events and modify your budget through budget management

Update your negative keyword lists at both account and campaign level using trending 
search queries that could drive irrelevant traffic

Chat interactions
Financial related forms (if your dealership offers credit):

Website Engagement:

Get Approved
What’s My Trade-in Worth? 
Request e-price
Submit Credit Application

Clients that stay on the site for a specific amount of time
(longer than average or using converters benchmark) 
Clients that visit a specific number of pages
(more than average or using converters benchmark)

Solutions For Your Business

Google My Business: This free and easy-to-use tool helps businesses and organizations 
manage their online presence across the Google platform, including Search and Maps. Update 
your business information to help customers find your business and share your story with 
them.

SEO: Organic traffic is rising fast. Make your content relevant with trending keywords to 
appear on the top of the SERPs.

Yext: The Yext Search Experience Cloud allows businesses to control facts available online 
wherever customers are searching for them-across search engines, maps, apps, voice 
assistants, and chatbots.

Call-Only Campaigns: Call-only campaigns encourage customers to contact you by 
simply clicking or tapping your ad. With call-only campaigns, your bid prioritizes calls to your 
business over clicks to your website.

Audience Targeting: This feature helps you narrow down probable methods to reach your 
target audience. As your consumers engage online, connect with them by narrowing down 
interests, behaviors, demographics, and locations through your ads campaigns.

YouTube Campaigns: As consumers engage on YouTube, video marketing can help you 
create brand awareness, prompt consideration of your services, and drive traffic to your 
website.

Microsoft Advertising: Showcase your business to exclusive audiences and expand your 
brand with Microsoft Advertising. We are offering a $250 coupon for new accounts that add 
Microsoft to their marketing mix.
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Bing Places: This free tool enables local business owners to add their listing to Bing Maps. 
Being featured on Bing Maps ensures visibility and it displays content that is useful in 
real-time.


