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Live Demo  Y  
Technology  Responsive (RESS) 
Pros:  Fully customized website designs and open CMS  

RESS – 2nd Generation Responsive 
Spanish Platform (not Google Translated) 
Website Personalization (Amazon-like) 
Integrated soft-pull credit technology enhances lead response  
CAROI – Digital Marketing ROI/DMS Integration 

Cons:    Responsive Platform released early 2015 
!
It’s no secret that Dealer E-Process is one of the most impressive automotive website platforms 
on the market today. Since the start of the Automotive Website Awards, Dealer E-Process has 
taken home top honors in the website category each and every year.   
  
Their current platform was developed utilizing 2nd generation responsive website technology 
(RESS- Responsive Server Side), are fully OEM compliant, and include features such as full-site 
search, mega menus, customizable VDPs, vehicle configuration, and much more.  
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This year, Dealer E-Process has made some significant updates to their platform with tools such 
as CAROI, Website Personalization, True Spanish Platform, Dealer Watch, RouteOne 
Integration, and iSpy click path intelligence. All of the new features are seamlessly integrated 
and work hand-in-hand to provide dealers with the greatest insight into a customer. 
 
For the 2016 AWA Awards, we have a separate write-up for the CAROI software. We encourage 
dealers to read this review so they can understand the power of this new marketing automation 
platform.  

 
Dealer E-Process has also adopted an Amazon-like experience of personalizing the content of the 
website.  Once a consumer searches within the site, the platform utilizes iSpy data to pre-populate 
sections of the website such as site search, banners, model scroller, video and live chat. This 
allows dealers to essentially remarket within their own website while presenting relevant website 
content to the shopper. The areas in red reflect those which would dynamically change. 
  
Mobile First Impressions  
  
Dealer E-Process' mobile integration provides users with many tools to narrow their search and 
save time when using the smaller, Smartphone screen. The Smartphone interface aligns with their 
RESS responsive website technology to provide the ultimate consumer experience.   
.  
 

 
While most website providers have moved to a responsive website design, Dealer E-Process takes 
mobile marketing one step further. Their internal report will break down phone calls, chats, texts, 
and lead forms that are submitted from mobile devices and desktop devices. The platform will 
also break down leads that are submitted from Search Result Pages (SRP) and Vehicle Detail 
Pages (VDP).  
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Spanish Website Platform   
  
Dealer E-Process has created a complete, fully translated Spanish platform. All vehicle 
information down to the specs and testimonials are translated (not using Google Translate) in the 
new platform. The URL and meta data is fully translated as well to provide a seamless website 
design.  
  

 
 
Dealers who operate in markets with high percentages of Spanish speaking residents need a fully 
compliant Spanish language solution. Many previous attempts at Spanish website platforms, by 
other website companies, have been underwhelming. In many cases, the Spanish was poorly 
translated and the cultural changes in website design were never addressed.  
  
In addition to Spanish language websites, Dealer E-Process offers integrated Google 
AdWords/Bing campaigns in Spanish. The combination of in-language advertising and Spanish 
content pages makes for a great marketing success story,   
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Mega Menus  
  
The Dealer E-Process Mega Menu comes equipped with customizable widths and heights, links, 
colors, images, and content. All customization changes can be made in real-time, allowing the 
dealer to test the options that work best for them. The ability to customize the entire menu allows 
dealers to offer faster connections to videos, coupons, inventory, services, and so on.   
 

 
The Mega Menu allows all website content to be connected directly to the navigation tree. As a 
result, the menu design serves to boost SEO rankings by indexing the deep linked pages. 
Traditional menus often require dealers to hide second and third level pages, because if included 
the menu would become too long.   
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Customizable VDPs (Vehicle Details Pages) 
 
Dealer E-Process has developed the first customizable Vehicle Details Page (VDP) in the 
automotive industry in order to solve a problem for most dealers: choice and flexibility. The new 
responsive customizable VDP gives dealers thousands of combinations to display their vehicles, 
just the way they want. 
 

 
Why are customizable SRPs and VDPs important for dealers? The answer is simple: conversion. 
Dealer E-Process has shown that when the correct designs are presented to consumers, they can 
engage and submit leads on SRPs as well as VDPs. So dealers must test which designs work best 
to turn online shoppers into sales opportunities.  
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Dashboards and Reports  
  
Dealer E-Process simplified the reporting process and has created clear and clean reporting 
dashboards for their clients. The dashboards have actionable widgets, and provide data in such a 
straight-forward manner, that even the most detailed information is easy to understand. This year, 
they have integrated the product log-in option. This tool allows dealers to choose a specific 
dashboard to view with the click of a button.    
  
Three popular reports included in the Dealer E-Process platform are:   
  

•! Dealer Report - The Dealer Report shows conversions by device type and leads 
by sales channel; an example is shown on the following page. This report is similar 
to a website analytics report, and includes VDP activity as well. Dealers are not 
overwhelmed by the report which quickly gives a snapshot of their website 
performance, and can be broken down into specific data points.  

 
•! Dealer Grade - This report gives dealers a scorecard, and a list of things that can 

immediately help their online merchandising. The dealer grade report provides the 
dealer with clear, actionable data that can help boost VDP views and sales 
velocity.  

 
•! Lead Conversions - The lead conversion report takes all of the website 

engagement and shows conversion by desktop, tablet and mobile traffic. A portion 
of the lead conversion report is shown below. Conversions can include lead forms, 
phone calls, chats, text messages, trade-in evaluations and pre-screen credit 
applications. These leads are then matched to the traffic sources which include 
paid search. The sales funnel can be inspected effortlessly using this report.   
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Dealer Watch  
  
Dealer E-Process has integrated a new tool this year that allows dealers to monitor all of their 
online reviews. This tool also allows you to keep an eye on your competitor’s review rankings as 
well. The tool manages all reviews in real-time from review sites and social media outlets. Dealer 
Watch automatically powers the dealer's website with positive testimonials and alerts dealers 
daily when a review is posted on any site. The platform tracks positive and negative reviews and 
shows all review information such as date, provider, and average ratings in the dashboard. 
Dealers can respond to reviews directly from the dashboard.   
 

 
Dealers can preset what star-level reviews they would like to post to their website. They also have 
the ability to post their own customer testimonials and include features such as video as well.   
  
Reputation management is becoming increasingly popular and shoppers are choosing the 
dealerships with the better online reviews. Therefore, it is important for dealers to track their 
reviews as well as their competitors. Dealer Watch allows dealers to benchmark their online 
reviews and see how they stack up against various competitors, all from the reporting dashboard.   
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iSpy Visitor Tracking Technology   
  
The iSpy technology shows dealers lead form submissions, along with the corresponding 
consumer shopping activity in real-time. The lead history and attribution-modeling tool saves 
lead records, and drills down to review specific actions the visitor has taken. Having the ability to 
view consumers who come back to the site, and which vehicles are viewed during the visits, will 
give dealerships complete transparency into the shopper's interests and purchasing behavior.   
 

 
 
Dealers are able to react to consumers in real-time to speak to them about the vehicle they are 
currently viewing. Guiding the shopper in real-time will allow them to ask questions and get 
answers sooner, leading to faster sales.   
  
Dealer E-Process tracks consumers IP address and cookie data, matches it with their lead data, 
and allows dealers to greet the shopper with a personalized message using the integrated chat 
software.   
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Click Path Update  
  
Understanding a shopper's click path gives great insight into their shopping behavior and the 
engagement of a website. Dealer E-Process simplified the inspection of click paths with their 
color coded system. By color coding the data, dealers have the power to easily differentiate 
between VDP clicks, SRP clicks, Current Leads, and Other Leads. Understanding where the 
consumer clicked before and after a lead gives the dealer a better data view into what types of 
vehicles interest the shopper, not just the one lead submitted. 
  
The tool reports all click path performance data, and pulls all iSpy and Google information to 
create accurate click paths.   
 

 
 
Powerful Pricing Rules 
 
One of the most impressive features of the Dealer E-Process platform is the Price Manager tool, 
which gives dealers the ultimate flexibility in pricing their vehicles. The screen capture below 
does not do justice to the powerful pricing rules that can be setup in their platform. We suggest 
that dealers get a demo of this feature because it is a big time saver.  
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Vehicle Configuration   
  
The Vehicle Configurator eliminates the need to rely on the OEM website, and gives customers 
the ability to build a vehicle using relational data. This ensures that the customer will not build a 
vehicle that doesn't exist. Shoppers can choose features and packages, match incentives and 
programs, and connect to in-stock inventory matches.   
  

 
 
The tool also provides information such as NHTSA crash data, accolades, vehicle awards, and 
360 degree interior and exterior spins with hot spots.   
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Virtual Credit Consultant  
  
The Virtual Credit Consultant guides shoppers through the data entry process. The concierges 
serve to encourage consumers to complete online forms, even lengthy credit application forms. 
As consumers continue do more of their shopping online, form completions can go a long way. 
The interactive form has increased completion rates by 300%, proving to be quite successful.  
 
 

 
 
Lead forms completed by the Virtual Credit Consultant are automatically stored in the 
dealership's CRM. The integration of CreditMiner allows dealers to review leads, and determine 
the credit worthiness of consumers that are coming in through various channels.   
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RouteOne Integration  
  
RouteOne eliminates the extra steps in the financial process, and stores all information in the 
system. Dealers no longer have to log into their CRM to view financial data. All lead types are 
recorded in the dashboard, and dealers can view which financial tool the lead was generated by.  
 
CreditMiner Integration on Lead Forms  
  
CreditMiner uses basic consumer information such as name, email address, and phone number to 
pull their credit history as well as information on their current vehicle. Dealers can use the 
information on the shopper's current vehicle to progress the lead. Phone calls, emails, and all 
sales processes can be completely customized to ensure the most relevant conversations occur 
with customers right off the bat.  
  

 
 
In the example above, you can see how CreditMiner is integrated into traditional website lead 
forms. If the consumer checks off this box, the dealer can get information to determine the credit 
worthiness of the customer. This allows the dealership’s sales team or BDC to present relevant 
offers of credit that the consumers can qualify for, due to the pre-screening technology.  
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Virtual Service Advisor  
  
Many times, shoppers search a dealership's service pages but do not schedule an appointment. 
Consumers are reluctant to schedule a service online because there is a lack of price transparency, 
and they do not want to schedule a service without knowing what fees they are committing to. 
The Virtual Service Consultant guides shoppers through the process and explains what prices 
correspond to the recommended services.   
 

 
The software can also list other recommendations the dealer would like to suggest to their 
customers. The Virtual Service Advisor up sells the customer based on the age and mileage of 
their vehicle and shows the packages directly from the OEM guidelines.   
 
 
Complete AWA Research Report 
 
If you would like to purchase the 330 page AWA Research Report and Buyers Guide, please 
visit: www.awa.autos 
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