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Marketing Plan Template for Dealerships
Use this simple template to create a focused marketing plan for your dealership.
1. Business Goals -

e What do you want to achieve?
Example: Increase car sales by 20% in the next 6 months, grow social media following, or
improve customer satisfaction.

2. Target Audience

e Who are your customers?
Example: Families looking for affordable SUVs, young professionals seeking electric
vehicles, or first-time car buyers.

e What do they need?
Example: Budget-friendly options, fuel efficiency, or high-tech features.

3. Marketing Budget

e How much can you spend?
Example: $5,000 per month for ads, events, and content creation.

4. Marketing Channels

e Which platforms will you use to reach customers?
Example:
o Social Media: Instagram, Facebook, TikTok for ads and posts.
o Email: Monthly newsletters with deals.
o Search Engines (SEO): Optimize your website for keywords like "best car deals
near me."
o Traditional Ads: Billboards or local radio spots.

5. Strategies and Tactics

e Brand Awareness:

o Run social media campaigns with videos of your cars.

o Sponsor a local event or car show.

o Use referral marketing to get customers to recommend your dealership.
e Lead Generation:

o Offer free test drive sign-ups on your website.
o Create engaging blog posts (e.g., “Top 10 SUVs for Families”).
o Use targeted ads for specific car models.
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e Customer Engagement:

o Post reviews from happy customers.
o Respond to questions on social media.
o Send follow-up emails to potential buyers with personalized offers.

6. Promotions and Special Offers

e What deals will you offer?

Example: Discounts for trade-ins, zero-down payment offers, or free maintenance for the
first year.

7. Action Plan

e List tasks and assign deadlines:
Example:
Week 1: Launch Facebook ad for SUVs.
Week 2: Post Instagram stories showcasing deals.
Week 3: Host a free car wash day to attract local traffic.
Week 4: Email potential buyers about end-of-month specials.
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8. Tracking and Measuring Success

e Metrics to monitor:

Website visitors.

Social media likes, shares, and comments.

Number of test drives booked.

Sales increase.

e Use tools like Google Analytics, Facebook Insights, or simple spreadsheets to track
progress.
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9. Review and Adjust

e At the end of each month, ask:
o What worked well?
o What didn’t work?
o What can we do better next month?

This plan keeps you organized and focused on what matters most: connecting with customers and
driving sales!



