Fremont Motor Company Case Study

DEALER PROFILE
Fremont Motor Company is the largest dealer
group in Wyoming, with Ford, Lincoln, Chrysler,
Dodge, Jeep, Ram, Chevrolet, Buick, GMC,
Toyota, and VW rooftops throughout the state,
and in Nebraska.
RESULTS

August 2016*

VDP Views

296

Cost per VDP View
Vehicles Sold

$3.37
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Cost per Vehicle

$13.13

Sales Velocity Increase

176%

Holding Costs Savings

$3,162

New Visitors

Jeff Running
Director of E-Commerce
Fremont Motor Company
Lander, Wyoming

160

* Based on LotLinx data for Fremont Casper Chrysler Jeep Ram Dodge
New, used, and CPO vehicles

STEPPING UP,
TAKING COMMAND
How LotLinx is helping a young E-Commerce Director
take ownership of auto buyers in his market

The story of the Fremont Motor Company dates back to 1938, when two Wyoming men purchased
a dealership in the town of Lander, WY that sold Fords and Lincolns. Clyde Guschewsky and his
partner Blair Stouffer already owned a garage in Riverton, 22 miles northeast of Lander, and
despite the fact that the Depression was in full swing, they had their eyes on a bigger prize.
In the nearly 80 years that followed, the Fremont
Motor Company, named for the Wyoming county
where Lander and Riverton are found, has grown and
prospered. Today, the company is Wyoming’s #1 auto
group, with nearly
a dozen rooftops in
Wyoming and one in
Nebraska. It’s difficult
to drive anywhere in
the Equality State
without spotting the
Fremont Motor logo.

Definitely not one of your “old car dogs”

Jeff’s a millennial. His family moved around a lot
when he was a kid, and he says he learned that
he wasn’t afraid to experience new places and
try new things. When
he graduated from
Montana State, Jeff
was ready for a career in
pharmaceutical sales.
But he soon found
himself in Sheridan,
WY, where his parents
were living. In need
of a job, he walked
into the Fremont store
in town, and by the
“Since moving full-on with LotLinx, we’ve seen
next week, he was
very large market share gains despite having
a very recessed market here in Wyoming.”
selling cars.

If Fremont’s past is a
testimony to the value
of hard work and
commitment to the
motoring public, its
future is likely to rest
in part in the hands
of Jeff Running. Jeff
is the auto group’s
E-Commerce Director,
and if he has his way, the Fremont Motor Company
will become nothing less than, in his words, “the
aggregator of new and used car buying in Wyoming.”
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Jeff has been with
Fremont now for over
five years, and he’s
moved quickly through
the ranks, assuming responsibility for the auto group’s
E-Commerce activities nearly two years ago. “I manage
all of our digital marketing, social media, reputation

— SCORECARD: FREMONT MOTORS RESULTS FROM LOTLINX - AUGUST 2016 —

NEW SHOPPERS
DELIVERED TO
THE WEBSITE

160

VDP VIEWS
ON FREMONT
MOTORS WEBSITES

296

COST
FOR EACH
VDP VIEW

3.37

$

VEHICLES SOLD
ATTRIBUTED TO
LOTLINX SHOPPERS

25

COST PER
VEHICLE SOLD
THROUGH LOTLINX

13.13

$

management, and all 19 of our websites,” Jeff says.
“So I stay pretty active.”
Because he grew up outside of the auto industry, Jeff
believes he looks at it “with a fresh lens that all the
old car dogs here in Wyoming don’t really have.”
“Auto traditionalists,” Jeff says, “still trust newspapers
and direct mail and radio ads and billboards to
reach the consumer.” But shortly after becoming
E-Commerce Director, he ran an attribution survey to
determine how Fremont customers were finding the
cars they bought. And what he determined was the
“really, really, really strong correlation between what
people are buying from us, people we’ve never seen
before” and their use of online tools to research cars.
As for the tool that stands out most for Jeff? You
guessed it — LotLinx.

Owning the customer

“Being able to target my vehicles through
LotLinx means I’m able to put the right
vehicle in front of a customer before they
even knew we had it.”

Jeff was introduced to LotLinx several years ago by a
vendor who was helping him devise a photo strategy
for vehicle merchandising. He was intrigued by the
prospect of using LotLinx to drive potential buyers
to his primary website, and he began to test its
effectiveness.
The results of his attribution survey prompted Jeff
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ON THE VALUE OF LOTLINX

“WHAT I LOVE ABOUT LOTLINX IS THAT WE GET TO OWN THAT TRAFFIC. WE’RE DRIVING THEM TO OUR
OWN SITE, WHERE WE HAVE THE OPPORTUNITY TO CONVERT THEM TO CUSTOMERS.”

— FREMONT MOTOR GROUP - AUGUST 2016 —
to begin a larger rollout of the
LotLinx platform. “Being able
to focus on specific VINs,”
he says, “and then watching
the number of customers that
come in is a great way to really
show the value of that traffic.
Last month, in August, we
ended up with 1.64 VINs per
customer, which really helped
drive down our cost per VDP
view. I was impressed.”

SALES VELOCITY
INCREASE
WITH LOTLINX

176%

“For me,” Jeff continues, “it’s really about taking
ownership of our customers. For so long, this industry has
been allowing other vendors to sell us customers – to sell
us our own customers. I always hated that mentality.”

LotLinx is his go-to solution
When it comes to appropriating his digital marketing
budget, Jeff has become exceedingly deliberate. His
“homogenous strategy” includes such tried-and-true

SAVINGS

FROM REDUCED
HOLDING COSTS

3,162

$

components as pre-roll and
SEM, but he concentrates
the majority of his spend on
LotLinx. “What I love about
LotLinx and the biggest value
for me,” Jeff reports, “is we
get to own that traffic. It’s our
own customers on our own
site, and it’s our responsibility
to be able to convert them. I
love that mentality.

“Frankly, I think that’s the best opportunity we can have
– to be able to take care of these customers the way we
know we can, rather than relying on another vendor that
just wants to sell to us. In fact, since cutting out vendors
like Autotrader and Cars.com and moving full-on with
LotLinx, we’ve seen very large market share gains, despite
having a very recessed market here in Wyoming.”
This is one E-Commerce Director who has a good fix on
the future.

LotLinx: Transforming Digital Automotive Retail
To set up a meeting with a LotLinx consultant, go to lotlinx.com/schedule
For general information, call 1 800 625 LINX or visit lotlinx.com

LotLinx, Inc. 412 South Wells Street, Chicago, IL 60607
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