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Welcome to Build-A-Brand

A personal brand is to provide a human experience that creates and
builds customer trust and loyalty through delivering superior value. A
personal brand is created and implemented to improve sales, online
engagement, customer relationships, as well as, to enhance credibility,
build trust with audiences, and to reach professional goals.

Build-A-Brand is a complete, step by step, prospecting and marketing
system designed specifically for the professional automotive salesperson.
When you actively use Build-A-Brand’s digital tools, it will make it easy to
generate leads, follow-up, capture referrals, and create incremental sales
month after month!

Today we will be going over the following:
*Completing Your Profile

*Your Build-A-Brand Toolkit

*Reviews
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Complete Your Profile

This stage is dedicated to gathering and creating everything necessary to
build a professional-looking profile in Build-A-Brand. Your Build-A-Brand
profile is where everything is stored that appears on your website, social
media posts, and communications. You’ll manage your profile inside your
mobile toolkit.

It’s recommended at this time that you download to print the Profile
Iltems Checklist. Both this video and your checklist will guide you step-by-
step in capturing and gathering all items necessary to create a stunning
business profile.

Pro Tip: Have a friend help you capture photos or use a tripod along with
the timer setting on your mobile device’s camera. Build-A-Brand
recommends using an Apple iPhone 7, 7+, 8, 8+ or X for image capture,
due to iPhone’s “Square” and “Portrait” image capture options.

Personal Slideshow Images

Your personal image slideshow is where you get to showcase the things
that interest and matter most to you. Use photos of family, wedding,
pets, hunting, fishing, watersports, hobbies, crafts, vehicles, and anything
else that will help people identify with you.

Instructions: Locate or capture at least 6 photos of things that interest
you most. Remember, more is better!
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Website Images

Website Homepage Slider Images

Your website slider images are the first thing people see when visiting your Build-A-Brand
website. They are the introduction to potential prospects and help guide visitors to
specific areas within your website. Each slide contains a message and two calls to action
buttons. It’s important that each photo correspond with its intended purpose. It’s
important that you position yourself on the far right of all homepage slider images to
avoid being blocked by the call to action buttons.

WELCOME

2019 Chevrolet Blazer Base
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Pro Tip: If using iPhone, use the “Portrait” image option for a blurred background.

*Slide 1 — Links to your About Me and Contact Me pages. Capture a photo standing in-
front of your dealership. Preferably, where signage can be seen behind you.

*Slide 2 — links to your photo and video customer reviews. If you don’t yet have a photo
with you and a customer, simply leave the stock image in-place until you capture one.

*Slide 3 — links to your vehicle inventory. Capture a photo standing in-front of a large,
diverse, and/or unique selection of vehicles.

*Slide 4 — links to your blog page. Capture a photo where you appear busy, studying a
vehicle, or sitting at your desk.

*Slide 5 — links to your referrals page. Capture a photo holding whatever type of reward
you give to paid referrals.

BUILD-A-BRAND


http://support.buildabrand.com/get-start/website-images/

Click the title to go to that

/ section in the training portal

Website Images Continued

Profile Information
In addition to photos, your profile also requires your email address,
job title, cell phone number, and other basic contact information.

Make sure to have this information when setting up your profile:

Google Account

You’ll need a Google account for uploading videos to YouTube. You
can also use a Google account for express one-click login to your
mobile toolkit. If you do not yet have a GMail or Google account,
please visit https://accounts.google.com/SignUp now to create one.

Facebook Account

A Facebook account is needed for sharing things in social media to
create a following, and top of mind awareness. A Facebook account
can also be used for express one-click login to your mobile toolkit. If
you do not yet have a Facebook account, please

visit https://www.facebook.com now to create one.
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Video Greeting & Bio

Video Greeting

If a picture is worth a thousand words, then a video is worth a million words. Greeting your
website visitors with video means you’ll stand out from the crowd. Consider a 30-60 second
greeting, perhaps even reciting your bio while facing the camera. Your goal is to be kind and
personable, making potential customers feel at home with you.

Here’s an example:

Hi! My name is George. I’'m a sales consultant at ABC Motors in Denver, Colorado. | look
forward to serving you and your family by always helping you find the perfect vehicle at a
great price. I’ll my extensive vehicle knowledge and experience to make buying a car the most
pleasant experience possible. When you leave in your new vehicle, you’ll know you have a
friend in the car business! Call me today at 913-555-1212 and be sure to ask for George!

Getting the Video Greeting Link

After recording your video greeting:

*Click the share icon on your mobile device to upload it to YouTube.
Visit YouTube to preview your video.

Click the Share icon.

*Choose “Email” on the far right.

Personal Bio

Creating a simple bio is easy. Your bio should be brief and help people get to know you.
Simply start with a greeting, make a note of which city & state you’re from, if you moved to
where you live now, explain a list of your favorite hobbies and interests, and finish it off with
sentence regarding why you chose to sell vehicles, and perhaps why customers enjoy
working with you.

Here’s an example:

Welcome! | grew up in Santa Rosa, California. | moved to San Diego in 2012 to be closer to my
extended family. My favorite things to do include water sports, spending time with my family,
reading a good book, riding my motorcycle, and volunteering at the local mission. | sell
vehicles because | like to help people find the perfect car, truck or SUV to meet their needs
while delivering excellent service. | look forward to meeting you in person very soon.
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Getting Started Daily Action Plan

Click the logo to
download the daily
action plan

2 WEEK BRAND TRANSFORMATION

Y BEGINNER @ INTERMEDIATE @ ADVANCED

Having an action plan to help you get to the next level is crucial to
increasing your brand awareness. Creating great habits will be key
to keeping top of mind awareness (TOMA) with your audience.
TOMA, refers to a brand or specific product being first in
customers’ minds when thinking of a industry or category.

Each one of you are at a different place in your life, with a different
target market, and sell different brands. The great news is that
there are many ways to create TOMA for you and your brand with
your Build-A-Brand tools.
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This is your hub and where you create all your content and links that
display in your website and digital business card. It is also your
communication center. We call it your Build-A-Brand toolkit.

Your Build-A-Brand Toolkit

You and only you will see and use this toolkit. Your customers will see
your website and digital business card.
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Managing Contacts

Contacts are the glue for most everything you do in Build-A-Brand.
Most of the communication tools begin by either selecting an existing
contact or adding a new one. Basic information can be entered quickly
for performing most every task. However, you can add detail to each
contact record to give your clients a more customized experience.

ADDITIONAL RESOURCES

Locating and managing contacts is fast and easy using search and filters.
SMS opt-in is noted in either green, yellow or red for quick identification.
A timeline is automatically created for every contact, keeping track of
everything they’ve sent and received from you including messages,
digital vehicle brochures, digital business card invites, video messages,
and more. You can even associate specific vehicles with each contact,
including when someone buys a vehicle from you, and whether they’ve
left you a review.
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History & Drafts

History and Drafts, allows you to quickly access both completed and
uncompleted tasks in your Toolkit. You can also view stats for each

event.

m Easily locate and manage previously created items:
- Photo and Video Reviews
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- Digital Business Card Shares

\ o P - Blog Posts
o Ly v retage - Video Messages
- Vehicle Brochures
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Activity Timeline
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Your Activity Timeline contains your entire Build-a-Brand history of
events in descending order, making it easy to see everything you've
done, and who you’ve done it with. View timelines for specific activities
by using the dropdown filter. Click on events to instantly manage them.

ADDITIONAL RESOURCES

Easily view every SMS, email, phone call, customer review, third-party
review, digital business card share, referral, video message, digital
brochure sent, web lead, appointment, and scheduled VIP test drive.

Barry Allen &

® +18176825566
® camerondmoore09@gmail.com

OO NG IR

Active Walk-in
Vehicles Referrals Chat Timeline SMS
(2) (4)
All M +Add Task/Note

- Video Message
Barry Allen opened the Video
Message Top 7 Best Testimonials:
Build-A-Brand Compilation... from
camerondmoore09@gmail.com

- Video Message
Barry Allen opened the Video
Message Top 7 Best Testimonials
Build-A-Brand Compilation... from
+18176825566

- Video Message
EMAIL: Hi Barry, This is Cameron
Moore from Build-A-Brand. | just
created a short personal video
message for you. If you have
Show more

- Video Message
SMS: Hi Barry, This is Cameron Moore

Home  NewReview Actiity SendCard Add Contact

1:40 PM

1:37 PM

1:37 PM

1:37 PM
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Leaderboard, Ran & Achievements

Leaderboard, Stats and Rank are your report card for everything you do
in Build-A-Brand. See how you compare to other salespeople in your
dealership, and dealer group. View your overall marketing value
contribution using selected date ranges, or view activity on individual
metrics. Achieve higher levels when you reach certain thresholds on

twelve different activities.
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Stats

Displays a breakdown of your
marketing value contribution
using multiple metrics. View
each metricindividually, along
with their marketing value
contribution.
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Achievements

A breakdown of your
achievements and levelsin
Build-A-Brand.
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Reviews

Your photo and video customer reviews/recommendations are
displayed on your website in order to build trust with current and
future prospects. Your reviews can be shared in social media by both
you and your customers, helping create your online brand, as well as
create “top of mind awareness” for future car-buyers.

ameR SKELTON
sl
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Arlandus Singleton Reviews the 2016 Houston Harris Reviews the 2019 Ford Anthony Berryman Reviews the 2015
Chrysler 300 Fusion Ford F-350 Super Duty
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Why call it a recommendation?

When a customer hears the word “Review” it could
scare them. They may think that it is going to be
long. When you use the term “Recommendation” it
sounds better, and you are more likely to get the
recommendation from them.

When you hear the term recommendation just know
it is the same thing as a review. We choose to train
our clients to say recommendation rather than
review because it has been proven provide better
results.

BUILD-A-BRAND



Your photo and video customer reviews are displayed on your
Build-A-Brand website in order to build trust with current and
future prospects.

BJ Brown's Customer Reviews

Jay Clacher Reviews the 2018 Ford Katherine Shelton Reviews the 2015 Juvy Armoir Reviews the 2015 Toyota
Expedition Ford Explorer Corolla

KELTON

Marcus Scott Reviews the 2019 Ford Rita walls Reviews the 2014 Bulck Joshua Funderburk Reviews the 2018
F-250 Super Duty LaCrosse Ford Explorer

Your reviews can be shared in social media by both you and
your customers, helping create your online brand, as well as
create “top of mind awareness” for future car-buyers.

BUILD-A-BRAND



WHEN to ask and HOW to ask for the
recommendation.

The best time to ask for the recommendation/review is right before

your customer goes to finance. This is one way you could ask for the
review:

You — “ Mr./Mrs. customer thank you so much for allowing me to
help you find the right vehicle. Do you mind if | ask you for a favor?

Customer — Sure, whats the favor?

You — “Would you complete a quick recommendation for me it takes
less than 30 seconds. It would mean a lot to me and also help other
people see what kind of experience they can receive when they
purchase a car from me.”

I)I

Customer — “Sure

Once your customer completes the recommendation/review you
want to then tell them what will happen next.

You - “Thank you so much for completing that recommendation for
me. What will happen now is you will go to the finance office when
the finance managers calls you back. | am going to go make sure
your new vehicle is cleaned up, gassed up, and ready to go. Once
you complete your paperwork we will take a quick photo with your
new car for that awesome recommendation you gave me. Then we
will take like a 10 second video talking about your experience,
sound fair?”

BUILD-A-BRAND



How to Prepare

Before asking your customer to complete the
recommendation, you want to make sure that you are

ready.

You will need the following:

First and Last Name

Phone Number

Email Address

Zip Code

Stock Number of the Vehicle they bought

BUILD-A-BRAND



#1 You want to make sure that you have added your customer and
the vehicle they have purchased to the review. Go to salesrater.net

and login.

33

BUILDABRAND

camerondmoore09@gmail.com

A

LOGIN

OR
If you have already connected
Facebook/Google to Build-A-Brand:

SIGN IN VIA FACEBOOK

SIGN IN VIA GOOGLE

Forgot your password?
Contact us

© 2019 Build-A-Brand

#2 Click “New Review” icon

New Review Icon

Enter login credentials
here.

@ 133

BUILDABRAND

Cameron
Moore *
Business Development Director %’I

Build-A-Brand Motors @ ¥
RATING: % # & (5] ERUL

ACTIVITY FOR LAST 30 DAYS:

63 $1106

New Blog Post Business Card

QI<!J

Video Message Send Brochure
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https://salesrater.net/account/login

#3 Select or Add Customer

You can select from you list of contacts or add a new customer if
you have not added them yet. If you are adding a new contact just
follow the example below. If you are selecting a contact just click
the name and press next in the top right corner and go to step #4.

Customer Information Customer Information

Search by Name, Phone, or Email for ®Add photo
Contact

crews

X Search Q

laing

= +1 - 9408675003

Michael Jenkins [#This is a mobile phone number

crewslaing@gmail.com

Scott Pearson

I 38654
Aldo Garcia SMS Opt-In (Manually Opt-In on
I 11/28/18)
]
Chris C
I
Brendon Allen
I
I
crews laing After adding contact
+19408675003
crewslaing@gmail.com pFESS next.
crews laing
® K ¢ 2 ft A ¢ 1

Home New Review Activity Send Card Add Contact Home New Review Activity Send Card Add Contact
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#4 Add Stock Number or Select from
dropdowns

Add stock
number

New Customer Review  [J5i4 New Customer Review

Cameron Moore v Cameron Moore v

Enter Stock # n Enter Stock # n

Used v

Select a year v 2016
Make v Audi
Model v allroad

Select from
dropdowns.
ft A ¢ ft A ¢ 2
Home New Review Activity Send Card Add Contact Home New Review Activity Send Card Add Contact
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#5 Select How To Send The
Recommendation/Review

Choose Device

Use this Device

* Customer completes review on
your device.

Create Review

You can give this device to a >
customer for creating a new full
review.

OR

Send Link to Customer )
Customer completes review

on their device.

A

EJEE Send Link via SMS

Send link to customer for creating
full review on customer device

A text will go to +19408675003

Customer completes review from the

; Copy Link
link you send to them.

Copy link and send it to customer
by E-mail or Hangout (if you don't
have customer's phone number)

Customer completes review by
scanning the QR code from their

Generate QR-code device.

Generate QR-code and share it to <
customer.

B B

<Back

#f 4 { B %

Home New Review  Activity Send Card Add Contact

* This is recommended to get best results
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#6 What your customers will see when
completing the recommendation/review.

Before we begin...

The first thing it will ask

Would you like to possibly earn $200 by yo U r C U Sto m e r fo r is a

providing a referral?

referral!

=i

Enter valid number

Submit & Add Another Star Rating Star Rating

crews, please rate your crews, please rate your
experience with experience with
See Terms of Service
Cameron Moore Cameron Moore
Not Rated  Excellent ]

It will ask your
customer to rate their
experience with you.

¥ ;.
“

Next >
agree to the terms of service

By clicking Next, you

BUILD-A-BRAND



#6 Continued

It will ask your customer 3 simple questions.

Customer Feedback Customer Feedback Customer Feedback

——
9 Cameron Moore %} Audi allroad ﬁ Build-A-Brand Motors
‘m uol 1

Please tell us what you liked Please tell us how Cameron Please tell us about your overall

most about working with helped you with your 2016 Audi purchase experience and finance

Cameron allroad experience with Build-A-Brand
Motors

<Back

BUILD-A-BRAND



#7 How to complete the review

Customer Review

Thank You!
If your customer has completed the
With the contact information that you have

I'EYIEW on your de.VICE, it will gl\_/e them provided, you should be receiving a text
this screen. You will want to wait until message or email at any moment. Please open
you get a photo with your customer to the link and share your review to our other

. review websites.
complete the review.
Please hand this device back to your

salesperson
Your customer will get a text asking them
to share their review. When your
customer clicks that link it allows them to
share that same review, they left you by
copying it, and put it on third party sites
like your dealerships google page,
dealerrater, and cars.com.

f X § B %

Home New Review Activity Send Card Add Contact
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#7 Continued

= 33

BUILDABRAND

Cameron
Moore

Business Development Director
Build-A-Brand Motors

RATING: % % % . a(5)

ACTIVITY FOR LAST 30 DAYS:

923 63 | $1106

Customer Engagements Sent/Published Value

* K =

New Review

New Blog Post Business Card

@ B B

History Video Message Send Brochure

Click the History Icon

The Gold stars let you know that the
customer has completed the review.
Now, just select edit, to add the photo.

Full Reviews Digital Business Cayds Blog Posts

LR S0 4R 4k 1

Freeman Peterman

& Drafted on 3/22/2019 by Cameron Moore

Danielle
Schellenger

oW W W W

[ Drafted on 3/22/2019 by Cameron Moore

RS R 4 1

Joey Wel

& Drafted on 3/13/2019 by Cameron Moore

BN N 1

Eadi Miictafa

f 4 { B %

Home New Review Activity Send Card Add Contact
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#7 Continued

Select add photo, you will be adding the photo you took with your
customer next to their new car! If you have a video, you can upload it

here also.
DO NOT add images that are DO NOT add images that are
Add Photo copyrighted. Only use images that copyrighted. Only use images that
are "free for commercial use" or are "free for commercial use" or
Take OrDS,fA?:; uptod ones that you take yourself! ones that you take yourself!
Click here to Learn More and find Click here to Learn More and find
great sources for images. great sources for images.
Add Video
Take or Select a Video For optimal display, please use For optimal display, please use
landscape-oriented images. landscape-oriented images.
" "MAIN PHOTO
wﬁ r\nt-- ? 9?’1 A‘H‘l:ﬂ H‘ V* Aré-‘r =§n '-m;l"r»n wﬁ ~nat Argr <.§q Am%*m
Press the plus sign to If you have more
add the photo of you than one photo
and your customer. you can add it.
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#7 Continued

Review & Publish

Press publish. Once you press publish your
customer will get a text with a link to share on
social media and the photo you took of them.

crews laing 288 8
2016 Audi allroad 4/2/12019

Cameron was so great to work with.
Cameron Listened to what we wanted
and got us the best deal possible.

24 Share & Edit

New Name

= 1 o *
. * g 2018 Aston Martin 1/28/2019

Home New Review Activity Send Card Add Contact
Vanquish S

Z' View in Your Website
(7 7o) Yo "0
Select which social platform you
want to share the recommendation
on

Hashtags: #comeseseamerer#buildabrand
pastiipselling #BAB #yourownwebsite ¥sxandi

Share to your social network:

G+ ¥ in t

Tard  Add Contact

33| Tryit
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Recommendation Recap

Getting reviews are powerful for creating Top-of-Mind Awareness for you and
your brand. When you share the review to social media, you want to make sure
that you make the post all about your customer and their great experience.

[ Clinton Becker is & feeling happy with Robert Minnish and 5 Lot
e others at Wilmington Auto Center Chrysler Dodge Jeep RAM.
March 28 at 5:40 PM - Wilmington, OH - @

I met Mary at the beginning of February while she was here getting an oil
change. We chatted for a bit and decided to check out some vans. Well friends
please congratulate my newest Raving Fan and friend Mary on her new 2019
Chrysler Pacifica. Thank you Mary for trusting me to be Your Car Guy. Enjoy! |
want to also give a shoutout to my friends Sandy and Bob for going to get the
van for Mary!

THE HONEST CAR GUY

Click to see preview

A 4

PIISH : R
Chami

CLINTONBECKER.COM
2019 Chrysler Pacifica - Mary Minnish review

PRO TIP — If you are friends with your customer on social media, tag them in the post. If you
are not friends with them, ask if you can add them and tag them in the post.

Get a recommendation/review from every customer you sell a car to. The more
recommendations you get the better validation you will gain that your experience is what
your audience is looking for.

BUILD-A-BRAND


http://www.clintonbecker.com/reviews/2019-chrysler-pacifica-58120?fbclid=IwAR0Qyrtc-eX7_Da0aMBKar2HYFiVbxz2-NQYo5l0L0KbzGqNu7U5F1YUTHg

