
Digital Marketing

A centralized content creation 
and distribution platform that 
publishes merchandised offers 
in real time to marketing 
channels, website, SEM, social 
media, and email campaigns.

“The team is phenomenal, the 
human touchpoints are excel-
lent. It’s a top-notch, highly 
reactive organization. I can call 
on a Saturday and get immedi-
ate attention.”

Judson Douglas
Director of Digital Marketing
Morgan Automotive

“Dealer Teamwork is trans-
forming the future of automo-
tive digital marketing. Today it 
demands a scalable, easy-to-
use, real-time platform like the 
patented MPOP ® has created. 
Nothing like it exists.”

www.DealerTeamwork.com

Sean Stapleton
Co-founder and CEO
Dealer Teamwork

The MPOP® is a platform that helps dealers easily 
Merchandise, Personalize, and Optimize real-time offers 
for new and used vehicles as well as service offers for the 
web. The way consumers are shopping and researching is 
changing rapidly and Dealer Teamwork has designed MPOP® 
to be at the forefront of those behavioral changes. Shoppers 
are provided information that matches their search query 
which helps the dealer truly affect their end results daily; 
generating higher quality leads at a lower price.

Dealers can create and publish highly relevant marketing 
content to all their online channels in real time with a 
single action: ‘Create once, publish everywhere.’ Inventory 
data feeds and marketing channels are aligned so that 
dealers can use one tool to create, edit, and publish digital 
advertising content for search engines, social media, and 
email marketing.

The MPOP® effectively merchandises model, trim, and VIN-
specific offers with lease terms, finance terms, savings 
amount, compliant disclaimers, CTAs, and more. The MPOP® 
creates landing pages that perfectly match the content the 
shopper is clicking on and effectively answers the shopper’s 
questions. This dynamically generated content integrates 
with the dealer’s website, SEM, social media, email 
campaigns, and video strategies. Completely customizable, 
this tool empowers dealers to be first in market with new 
offers and the ability to price and merchandise their vehicles 
and services with relevancy.

The Problem:
Effective digital marketing requires staying on top of OEM rebates, 
incentives, and offers and using this dynamic information in 
advertising campaigns. The repricing of new and used car inventory 
and creating relevant service specials, which may change at a 
moment’s notice, is time consuming to manage. Dealers or their 
agencies also have to stay abreast of the latest Google strategies in 
order to achieve high organic rankings or lower cost-per-click charges 
in SEM campaigns to stay ahead of the competition. 

The MPOP®
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How It Works:
The MPOP® creates ad campaigns and dynamically generates the landing pages that match each model-
specific offer. Through a direct API into Google, the MPOP® develops up to 184 different variations of ads 
in real time for the new model and up to 40 variations for used. Using the same content and publishing in 
as many spots as possible – organic search, paid search, social media, email campaigns – generates a 
high degree of efficiency at a low price. ‘Create once, publish everywhere.’

Dealer Teamwork’s goal is to simplify and automate digital marketing for the dealer as a DIY solution 
and/or a managed service at no charge. The MPOP® adheres to the Google Playbook rules for optimum 
indexing, maximizing opportunities for SEO, SEM, and social media. SEM ads that are extremely relevant 
to the shopper’s query rank high in search results and empower the shopper. Most importantly, the ad 
copy delivered online is specific to the shopper’s search query. Provider agnostic, MPOP® handles the ad 
development and corresponding landing pages for every VIN in the dealer’s inventory, both new and used. 
It includes the appropriate header, prices, disclaimer, pictures, videos, CTAs, and links and updates on a 
daily basis. The MPOP® provides Google with up to 184+ new vehicle ads and allows Google to pick which 
one is the best match. This results in a spending reduction because the process is optimized for Google’s 
bidding engine. 

New this year: Automated marketing for used car inventory, and complete integrations for automated 
marketing with Facebook and Facebook Marketplace. 

Creating Offers. New inventory is automatically integrated with accurate OEM rebates and incentives 
as well as real-time and geo-targeted Market Scan transactional data (Zip Code-specific lease and retail 
finance information). Offers are fully-compliant with OEM guidelines and tailored to the location of the 
dealer’s store, their lenders, and their pricing rules. When the vehicle sells or the offer changes, a new 
offer is automatically generated in its place. 

Clicking ‘view inventory’ will allow the dealer to see the Ad Quality Score for each VIN. Shown here, 
the MPOP® will identify any elements missing or expired in the offer: lease offer, APR offer and deals 
in disclosure. As the dealer inserts the missing elements, the quality score increases. Checking the 
disclosure box in the top left, the tool automatically builds out the disclosure and inserts it.

Ad Quality Score is based 
on Google’s priorities for 

optimum indexing.

If ad optimization is below 
100% (76% in this case), 
the missing components 

will be listed here.

The MPOP® has content-building tools 
to create rich, sales-oriented ads.342202



Landing Page. Dedicated landing pages are 
created to match every vehicle offer promoted 
on social media, Facebook, paid search, 
Instagram, retargeting, or display ad. The 
headers are constructed correctly – H1 and 
H2 – as well as all of the structure Google 
prescribes as best practices in order to rank 
organically for search. More importantly, 
if someone engages a lease ad, then they 
receive a landing page with a real offer that 
displays the leasing information they were 
interested in.

New Vehicles. Scrolling down 
the landing page reveals additional 
model information that has been 
customized to this dealership and 
their market. A YouTube video is 
added onto every landing page 
because Google gives priority to 
YouTube. (see blue arrow) Today’s 
consumers are more inclined to 
watch video than read. 

343203



Used Cars. NEW. MPOP® will automatically pencil out every used car in the dealer’s inventory. On the 
back end, dealers set up a rate table with the terms, money down, and finance APR they want to use to 
build the offer. Based on the resulting feed, MPOP® will automatically create 30 different variations of ads 
for every stock number in every used vehicle feed. The dealer is required to do absolutely nothing. When 
the customer engages with the offer, they are delivered to the matching landing page.

The creative consistently 
promotes transactional 
data throughout the site. 
From landing ads to offers. 
Clicking ‘Get Special’ (see 
blue arrow) delivers a form 
that will include options on 
how the customer wants to 
build their deal: it gives the 
lease and purchase options, 
and ‘submit’ delivers the 
form to the CRM.  
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Social Media is utilized for new and used vehicles as well as service campaigns. If a shopper has been 
on the dealer’s website, they may receive a retargeting ad within their Facebook or Instagram feed. The ad 
will feature the same offers and transactional data as the vehicles viewed on the website. Engaging with 
the social media ad is going to drive that shopper back to the website and that same offer – never losing 
the customer intent. 

Facebook Marketplace. As part of their MPOP® used car strategy, every dealer gets access to Facebook 
Marketplace – the modern-day Craigslist. At no charge, MPOP® will push listings directly into Facebook 
Marketplace, and consumers will engage dealers through Facebook Messenger providing low-funnel leads.

Email Campaign Builder. Dealers can insert their offers into HTML-formatted email, adjusting the layout 
and styling in the MPOP®. The code is copied to email service for distribution or to any CRM the dealer 
is using where it will create a dynamic and responsive email campaign in real time. It will syndicate to all 
channels with the appropriate UTM tagging for tracking in Google Analytics. 

Dealer Teamwork is focused on thinking like a customer – one who may not know exactly what they are 
looking for. They develop ads and corresponding landing pages for body styles, brands, and for transac-
tional data because shoppers search in different manners. A shopper may search: ‘Used Jeep Cherokee for 
under $20,000.’ A relevant ad costs less and gets more click throughs. 

Service. MPOP® will create landing pages around each dealer’s biggest service offerings such as batter-
ies, brakes, oils changes, tires, etc. For Son Kia’s oil change campaigns (shown below), Dealer Teamwork 
has designed the ad to drive traffic back to the Op Code-specific landing pages – providing value for the 
consumer and the search engine. Ads can also be pushed to paid search and social media. Most service 
departments are ignored in the dealership’s marketing plan, even though it is one of the largest profit 
centers. Dealer Teamwork’s account management team ensures each dealership gets a robust service 
strategy on top of new and used strategies. 

One click goes straight to 
the service scheduler.

Built off the primary URL of the website and  
optimized 100% for search and attribution.

High volume 
service offers.
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Reporting. In order to manage performance, Dealer Teamwork uses Google Data Studio. This reporting 
platform is a free tool providing transparent data. Specifically, Dealer Teamwork can be graded on their 
number of website calls and calls from ads. Data regarding visit conversions identifies the number of 
shoppers who interacted with the dealer’s ad and then, in the next 30 days, actually entered their store. 
For example, the dealer can see that their $xxx ad spend resulted in xx customers visiting their dealership 
for sales or service. Dynamic number insertion assists in tracking conversions.

In addition, budget and conversions around each model can be individually tracked. Dealers can see the 
click thru rate, cost per click, the cost per conversion, and what they are losing to budget. It’s easy to 
move money to areas where it is needed most.

Client Services. Every dealer gets two client services managers who are experts in the automotive 
market: 1. search engine marketing and social media marketing manager, and 2. an account manager who 
is their day-to-day contact and addresses organic optimization, MPOP® utilization, enhancements on the 
website, etc. The Client Services team conducts a weekly call with the dealer to go over goals and rapidly 
changing variables. Dealer Teamwork places a high value on staff and hires for attitude, ethics, and effort. 
Dealer Teamwork is a Google Premier Partner, and they require all client-facing employees to become 
Google-certified. 

Pricing. No mandatory contracts are required. MPOP® uses flat pricing for paid search management fees 
vs. percentage of spend.

What do dealers say about the MPOP®?
“What’s been impressive is their improvement year-over-year, especially in terms of impression share and 
the efficiency of AdWords. I have seen anywhere from 10-15% gains in my stores utilizing the MPOP, and that 
includes some challenging brands. The team is phenomenal, the human touchpoints are excellent. It’s a top-
notch, highly reactive organization. I can call on a Saturday and get immediate attention. Ease of use is also a 
key feature for us; my team can create specials on THEIR OWN, and it’s pushed out automatically. Over our two 
years, they’ve proactively adjusted and started to implement different tactics and channels by asking for and 
getting feedback and ideas from the dealers. It has fueled their evolution and their growth.”
Judson Douglas
Director of Digital Marketing
Morgan Automotive
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