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who were already
using the Interner to
'hu_'|1'u them sell scaff,”
bur there were still
those who fele thar

lhu_r it th'_u L_&__;[u:n:d

the Interner, it would
o0 away.

Those dealers ended
up being the ones
thar went away, while
the Interner  stayed.
Which brings me
to perhaps the most
inspiring person ar the
summit: 23 year-old
Grant Gooley, a L]i:._{il'.!]
marketing manager for
| !;.HAI]“".] LI'L'.l]R‘l'.\l"lii‘
who paid his own way
to get to Vegas and who
stayed at one of Vegas'
maore }.‘L'“l'l”'l‘[‘.li:f:ﬁl‘
hotels, taking the bus
to the Summic each
day. He was on a mission w
prove social media ROI - and
brought a video of sound bires
1"1'”!“ 1]11...' sImart ;'I]'ll;.l \\'L‘I.i"l"l.'i]ﬂil'!g
folk at his dealership that had
me spinning back to the anti-
Interner talk of the nineties. Here
1sa !‘-;!an“ng: “I don't understand
how social media would help sell
a car..You cant really sell a car
with the Internet...l don't use
]:'ii'..‘i.'l:‘““i\'. I'-IL'L.!.“HL' PL‘“P]L' COome
IN 1o the dealership... It is

hard to gain rapport and trust
through typing. |
havent used social
|'|'||'.H.“i] hl..‘c.l'll.‘{l._’ l]'ll'lﬁt'
people | could reach
out to [ already speak
to on an everyday

basis...”

This is not to L|il1g
a very successful
dealership in
Toronto, nor to in any way
be prejudicial abour our ven
progressive nvighlmrk to  the

2011 Innovation Cup Winners

Grant devoured ar the
I"Jt'i\ing.'*r:llu.-x Executive
Summir,

Girant is young, cager,
c]tul:._-"rliu. and |1.1.~,ki1 ynate
and he knows that to
survive, :{1.'.'4|¢'r'.\|1'i|h
must continue to focus
on how best to reach
the people that are their
customers, and where
to  find, understand,
and interact with them
— and how to thank
|]'II..'!'|]. .t]!i\ }'{rltll:._t
man is our industry’s
furure and we had
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Leht row AsantageTec)  better  pay  attention
Cars.com

to it ""-],1|.-m{iu:t_: three
dayvs with the most
progressive dealers -
and seeing the face of
the furure in Grant

north. | believe that what Grant
is ]IL'.Ll'ing is whar many young
people starting in dealerships are
hearing from management and
sales people across this country
[ﬂlt].{‘_{. L'H(_'ll "'i“]'['lt‘l"“!"n\" L'Xllrl'.'h‘;inl_'_
their dilemma just as Grant's
general manager did: "Can |
honestly say that it has generated
5'.!|L'$:I’ N“ I (.'.;'l!'lll,. I Liﬂ!ll‘l wWant o
be bothered with it ...it is the
generational swing we have o be
ready for which is vou: the
weny-boppers...” Whart |
love about this
dealership s
that they were
all  willing 1o
g0 on <amera
about social
media and
participate  in
a project thar
is based on,
;Hl.l'.]. |'“H]r|l| o
be shared on, social media - and
I am conhdent that [in::.' will be
receptive to the information that
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- left me truly excited
about what will come
next for all of us and the
wivs in which -.]i:_:‘il.l] media
and coherent rational ractical
[!'li:]‘il'iil'l‘l-__: 'ﬁ'l.iEI I.]ri[l:___" LS '.l” Al ©VEnN
more prosperous 2012, To see
Grant’s video go o hup://www,
drivingsalestv.com/2011/10/
grants-journey-ro-the-summit-
and-beyond/
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