
CHALLENGE
Provide 30+ dealers with full visibility on shopper 

engagement through the entire customer journey, 

optimize inventory efficiency and improve monthly sales 

performance. Also, implement a data-driven, multi-touch 

attribution model to measure return on ad spend (ROAS) 

and understand the true impact of the corporate 

marketing strategy on dealership sales. 

SOLUTION
Prime Motor Group needed to find the right attribution 

solution. One that provided in-depth engagement and 

inventory insights for dealerships, and the executive 

roll-up reports that the corporate marketing team 

needed to measure and increase marketing efficiency 

and ROAS. The group found all of this with Signal from 

PureCars. 

“One of our primary goals for last year was to develop a 

single source for real attribution data,” said David 

Rosenberg, CEO of Prime Automotive Group. “Cut the 

argument on who provided what lead, or appointment 

set rates… just show us what we spend and the impact 

on sales. Signal does that for us and PureCars provides 

suggested actions to improve ROI month over month.”  

Prime Motor Group Increases ROAS & Vehicle Sales with Signal Pro  

Signal enables Prime Motor Group to measure and understand the impact of digital channels on shopper 
engagement and sales - both at the group and dealer level. Based on actionable insights from Signal, the 
group adjusted their digital strategy to increase return on ad spend (ROAS) and vehicle sales.

Signal Pro is a data-driven, multi-touch 

attribution solution that uses a unique model 

to weigh the value of digital channels - paid 

and unpaid - for ROAS and sales. PureCars 

worked closely with Prime Motor Group to get 

Signal Pro implemented for all 36 dealerships 

in their network, and train teams on the 

simple, user-friendly interface. 

With Signal Pro, every dealership had instant 

access to cross-channel reporting, shopper 

engagement and inventory performance data 

to inform stocking, merchandising and sales. 

At the same time, the corporate marketing 

team had the executive roll-up reports they 

needed to analyze digital channel 

performance, validate vendor reporting and 

benchmark dealers’ results. 

“One of our primary goals for last year 
was to develop a single source for real 
attribution data. Signal does that for us 
and PureCars provides suggested 
actions to improve ROI month over 
month.” - David Rosenberg
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Prime Toyota Route 2 Uses Engagement 
Score to Increase Corolla Sales by 150%

Prime Toyota Route 2 was faced with a unique  

inventory challenge in late 2018. The store 

depleted their core model inventory and received 

an influx of new Corollas. They typically averaged 

six Corolla sales each month; based on their 

inventory and sales objectives, they needed to 

sell 12 Corollas in one month. 

When reviewing Engagement Score metrics 

provided in the Shoppers section of Signal, 

PureCars noted that Prime Toyota Route 2’s most 

highly stocked new car, the Corolla, had a low 

Engagement Score. While there was plenty of 

online interest and Corolla received many SRP 

views, shoppers were not viewing VDPs or 

submitting lead forms. After further investigation, 

PureCars found that Prime Toyota Route 2’s 

advertised lease price was the highest in the 

area. 

After Prime Toyota Route 2 updated their price to 

better align with the market, PureCars analyzed 

market reports based on YTD Corolla purchases 

and advised Prime Toyota Route 2 on the areas 

to target for sales. PureCars then cultivated and 

deployed a Corolla-centric marketing campaign. 

All of these strategic adjustments paid off for 

Prime Toyota Route 2. The dealership sold 18 

Corollas that month, 150% above the monthly 

sales objective. 

RESULTS
Armed with the information from Signal Pro, Prime 

Motor Group was able to see a clear link between their 

digital advertising and vehicle sales at the group and 

dealership level.  PureCars provides them with the 

actionable insights they need to make data-driven 

decisions and efficiently adjust their multi-channel 

marketing strategy to increase ROAS and sales. 

Once they adjusted their marketing strategy based on 

Signal’s insights, Prime Motor Group saw greater 

return on ad spend every month from paid search, 

display and social media. 

“The information we get from Signal empowers us to 

make broad stroke decisions on which channels and 

third parties to invest in and which ones to back out 

of,” Rosenberg said. “We provide this information to 

our dealership executives and take action on it each 

month. Our team is better equipped to make more 

insightful marketing decisions with Signal’s data.”  
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