
Live Client Example: 

FSM EMAIL+
An Actual Client. 
Amazing ROI. 
All Revenue Verified as New.
Multiple Cost-Centers Impacted.



FullSpeed Marketing Approach



CAMPAIGN OVERVIEW

Campaign Performance Summary

54
Sales Matches

Total vehicles matched to campaign efforts

157
Service Matches

Service appointments attributed to 
campaign

11%
Sales Conversion

Percentage of total dealership sales

The campaign successfully targeted 100,000 customers, generating significant engagement across sales and service departments. With 
514 total vehicles sold during the period, campaign-attributed sales represented a strong 11% conversion rate.



Sales Match Performance
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Sales matches showed consistent growth throughout the campaign, reaching 54 
total matches by campaign end. The trajectory demonstrates effective audience 
targeting and messaging resonance.

New Vehicle Sales

44 matches (after 4 exclusions)

Gross Profit: $53,656.11

Used Vehicle Sales

10 matches (0 exclusions)

Gross Profit: $19,645.22

Total Impact

$73,301.33 in gross profit



Service Department Revenue

Total Matches
451 service appointments tracked to campaign

Exclusions
294 previous repair orders or exclusions identified

Final Revenue
157 matches generating $59,533.92

Service matches represented 4% of total repairs (3,820 total) during the campaign period. The $156,337.06 in total matched revenue was 
refined to $59,533.92 after removing exclusions and previous repair orders, demonstrating strong incremental service business.



DIGITAL PERFORMANCE

Campaign Reach & Engagement

100K

Customers Targeted
Total audience reach across all channels

4,920

Website Visits
Direct traffic generated from campaign

29

Vehicles Acquired
Trade-ins processed through campaign

24

Resold Units
Acquired vehicles successfully resold

The 24 vehicles acquired and resold generated $24,864 in gross profit, demonstrating the campaign's effectiveness in driving trade-in activity and 
inventory turnover.



Email Marketing Performance
Campaign Highlights

Six strategic email deployments reached 350,883 total sends with 
strong engagement metrics. Peak performance occurred during 
initial launch and mid-campaign pushes.

Average open rate: 17.12%

Average click rate: 1.37%

Highest open rate: 19.95%

Highest click rate: 1.99%



Email Deployment Results
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Drop 5 achieved the highest open rate at 19.95%, while Drop 6 delivered the strongest click rate at 1.99%. Follow-up emails to engaged 
audiences consistently outperformed initial deployments, validating the multi-touch strategy.



Website Traffic Sources
Google Analytics revealed diverse traffic sources driving dealership website visits. FullSpeed Conquest campaigns generated 4,869 
sessions with a 98.3% new user rate and 58.64% engagement rate, demonstrating strong new customer acquisition.

Google CPC
14,157 sessions, 52.93% engagement

Google Organic
14,079 sessions, 78.27% engagement

Direct Traffic
10,258 sessions, 74.38% engagement

Facebook Ads
6,633 sessions, 55.34% engagement

FullSpeed Conquest
4,869 sessions, 98.3% new user rate, 58.64% engagement

Edmunds Referral
3,512 sessions, 95.79% engagement



Top Performing Email Content
Most Clicked Offers

$1,000 OFF New Cars: 13.73% click share1.

Trade-In Promotions: 11.58% click share2.

0.9% APR Financing: 10.36% click share3.

$659 Lease Special: 9.66% click share4.

$499 Monthly Payment: 9.28% click share5.

Content Strategy Insights
Price-focused messaging and trade-in incentives drove the highest 
engagement. Financing offers and specific monthly payment callouts 
resonated strongly with the audience.

Green vehicle promotions and EV-specific content generated solid interest at 
3.99% click share, indicating growing market appetite for electrified options.



Campaign Success Summary

Total Revenue Impact
$132,835.25 combined gross profit from sales and service matches

Customer Acquisition
211 total matches across sales and service departments

Digital Engagement
4,920 website visits from 100,000 targeted customers

The FSM Conquest Email campaign delivered measurable results across all key performance indicators. Strong email engagement, diverse 
traffic sources, and consistent conversion rates demonstrate the effectiveness of integrated digital marketing strategies for automotive 
retail.



OEM Compliant Creative Proof Samples








