I
%K_ DEALER SPIKE

Does your \/DP pass the
high-performance test?

More than half of your traffic — 54.1% — arrives after hours, when no one's there
to answer questions. The top 10% of dealers turn inventory 54% faster, and the
difference often comes down to what their detail pages do without them.

Run each unit through the checks below.

PRICING @ FIX TIP

Does every unit show a price — retail, Price is the first question a shopper asks, and

sale price, and the savings between 83.3% of top-turning dealers answer it on the
them where it applies? page. Add a price block showing retail, sale price,
' and savings. Apply a sale price in your inventory

tool so the discount calculates and displays

Y E S CONTINUE TO_STE; 2

a IMAGES (COVERAGE) @ FIXTIP

Does every unit have at least one 72.1% of top-turning dealers' units carry at
custom photo of the actual vehicle — least one real image. Upload custom photos of

not a stock or OEM placeholder? the actual unit through your inventory tool so
' shoppers see what they're buying.

YES CONTINUE TO STEP 3

IMAGES (DEPTH) (O | FIX TIP

Do your units carry a full set of photos Top-turning dealers average 10.2 images per

— close to 10 angles per listing? unit. Shoot multiple angles — exterior, interior,
' controls, and any wear — so after-hours

shoppers can inspect the unit themselves.

Y E S CONTINUE TO STEP 4

Q BRANDING CONSISTENCY @ FIXTIP

Do vour photos look consistent — Consistent photos signal a dealer worth

same framing, backdrop, and trusting. Set a standard backdrop, angle
quality across the lot? order, and lighting so every listing looks like it
' came from the same professional operation.

YE S CONTINUE TO STEP 5

Q BANNERS (O | FIX TIP

Do your sale units display an image A shopper scanning results decides in

banner or header callout that flags the seconds. Add an inventory image banner or
deal at a glance? header button to mark sale units so the

offer stands out before they even click.

YES CONTINUE TO STEP 6

BUYER TOOLS / [ NO | FIX TIP
CALLS TO ACTION (CTAS)

Does every VDP and search results After-hours shoppers need a next step that
page have clear, working buyer tool works at midnight. Update your VDP and
CTAs, such as Value Your Trade, Apply SRP buyer tool CTAs so every page gives a
for Financing, or Schedule Test Drive? clear way to act.

Y E S CONTINUE TO STEP 7

9 CTA VISIBILITY (O | FIX TIP

Do your buttons stand out — color-coded A CTA only works if shoppers see it. Use

and eas\l to Spot against the page? color-coded buttons that contrast with the
page so the next step is obvious.

YES

Results

(based on number of "Yes" answers)

7 Yes 4-6 Yes

STRONG NEEDS WORK AT RISK

Your VDPs are doing the selling You've got the foundation, but Your detail pages aren't selling
for you. You're merchandising gaps are costing you after-hours when you're closed, and 54.1% of
like the top 10%. Keep the buvers. Prioritize the fixes above your traffic is seeing them that
standard consistent across — pricing and images move the way. Start with pricing and real

every new unit. needle fastest. photos, then work down the list.




