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| Je wint het in de showroom als....




| Gebruikte bronnen bij aankoop van een auto

dealer / salesperson visit
family & friends

test drives

vehicles seen on the road
call with dealer salesperson

in person:

T 84%

. search engine
online video

dealer sites

vehicle evaluation / comparison sites
auto review sites / forums/ blogs

ad seen online (display)

social media sites

Ofﬂlne ......................................................................................................

print (magazines, newspapers, mailings)
TV

outdoor

radio

Source: 2015 Google / TNS Global Auto Shopper Study.
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Het kruimelpad naar aankoop

Foto's bekeken

Importeurs
website bezocht

Zoekopdracht
bij Google

Video op YouTube

e ten bekeken

advertenties

Bij vrienden en
familie
geinformeerd

Confidential & Proprietary

Social media van
het merk bezocht

Autotest gelezen

TV commercial

bekeken Financiering
bekeken

Facebook pagina
van merk bekeken

Video
advertentie

gezien Mobiele
zoekopdrach

gezien

Aanbod dealer

bekeken

Car configurator

gebruikt

Inruilvoorstel
ingevuld Bij dealer

dealer website
bekeken

mobiel gebruikt
Website krant

bezocht

Proefrit
aanvraag

J/ Testrit

—

Dealer gezocht op
telefoon

Op display
advertentie
geklikt

Reviews gelezen
van gebruikers

Dealer bezocht

Model vergelijker
bekeken
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: " : Explored
Stacy's car-buying journey included over 14 S,a.,ds

900 digital touchpoints® in a 3-month period
A omom @ @

139 Google Searches B
14 YouTube Videos

Considered
6 Brands

89 Images

69 Dealer Interactions

Occurred
on Mobile

Po@dOB

186 Manufacturer Interactions

Decided Between
2 Brands

*Touchpoints = searches, website visits, video views, clicks

1 Methodology: Google partnered with Luth Research. Luth analyzed the digital activity of its opt-in panel participants. This article details the

cross-device clickstream data of one individual named Stacy over a period of three months.
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The low number of dealer visits and test drives indicate

that the decision journey itself happens before

Dealership visit metrics (global averages)

1.6 1.7

Average number of visited Average number of test

dealers drives

1.8 - Latin America 2.0 - Middle East

1.8 - Middle East 1.9 - Australia

1.6 - APAC 1.8 - North America

1.5 - Europe 1.8 - Latin America

1.5 - Australia 1.7 - APAC

1.4 - North America 1.5 - Europe

Source: Google Gearshift 2020 // Base: All new car purchasers Global n = 13517, North America n = 2.567, Latin America n = 1.750, Europe n = 6.000, Middle East n = 950, APAC n = 1750, AU n = 500
Questions asked: Q19: How many different dealership locations did you visit prior to purchasing? // Q23: How many different test drives did you take prior to your purchase?
Color coding: relevant results above global average are highlighted in green, and below highlighted in red

KANTAR | Google | Global



| Hoe vind je nu die
potentiéele klant op
het juiste moment?



| Met de artificial

intelligence van
Google en
Facebook!



| Expert tips voor 2021:

Genereer data!

Gebruik Call Tracking

Implementeer Store Visits

Combineer zoek, display en video campagnes
Maak maximaal gebruik van de Al van Google



