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Introduction

Dealership marketing changed more in the last 18 months than it did in the previous five years combined. Al went from
experimental to operational. Social algorithms rewrote themselves around sharing instead of engagement. Privacy regulations
killed third-party tracking. Shoppers started asking ChatGPT which car to buy instead of Googling "best SUV 2026."

The tactics that worked in 2024 are producing diminishing returns in 2026. The dealerships gaining market share aren't just
doing more of what worked before — they're adapting to fundamental shifts in how customers research, engage, and buy using
seven key marketing strategies.

Traffic to dealership websites driven by LLMs increased 15x year over year from

2025 to 2026 — signaling a fundamental shift in how car shoppers find and

evaluate dealers.

This playbook breaks down the seven strategies defining dealership marketing success in 2026, what each one requires to
execute, and why they all converge on the same foundational investments: unified customer data and autonomous Al-powered

operation.

The 2026 Dealership Marketing Playbook

Seven strategies working as a connected system

Agentic Al Shareable First-Party Short-Form  Conversational Al Creative
Content Data Video Commerce Personalization

Figure 1. The seven strategies covered in this report.
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STRATEGY 01 OF 07

Agentic Al for Customer Engagement

Marketing that never sleeps

The biggest shift in dealership marketing isn't a new ad platform or targeting technique — it's the introduction of autonomous

Al agents that handle customer engagement without human intervention.

Traditional marketing automation triggers messages when someone takes an action like Filling out a form, clicking an email, or
visiting a page. Agentic Al operates continuously, monitoring customer behavior across all marketing channels and engaging
autonomously based on real-time buying signals.

When a shopper browses inventory at 11 PM Saturday, agentic systems don't wait until Monday morning for your BDC team. Al
agents engage within minutes with personalized messages based on exactly what they viewed, their previous interactions, and
their position in the buying journey. The conversation continues over hours or days, nurturing the lead until they're
appointment-ready.

For dealerships, this means marketing no longer stops when your team goes home. Lead response happens in minutes instead
of hours whether they come in during or after dealership operation hours. Follow-up doesn't depend on someone remembering
to send it — it happens automatically. Customer engagement operates at scale without the need to increase headcount.

Search for a shopper Q
S Sarah WilSOI'I Do AN Lead Handling Agent: SMS Q

- Al at Work ’
| Hi! We're open Monday-

Emily Carter
At Work Saturday, 9 AM-8 PM. Would

10 AM this Monday work for

Michael Thompson your appointment?

Appointment Set 09:06
\. S

o Sarah Wilson: SMS

Yes, that's perfect.

09:06

® Appointment Set!

- Your Al agent is currently in conversation with this shopper. . Agent Auto Reply
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WHAT THIS LOOKS LIKE IN PRACTICE

Integrating a lead handling agent into your dealership operations enables you to instantly engage leads during the

hours of your choosing. This enables you to continue booking appointments while your team stays focused on building

human relationships. The agent eliminates the busy work while teeing up opportunities so your team stays focused on

the sale.

While competitors manually work leads during business hours, dealerships with agentic Al

engage every opportunity immediately, convert at higher rates, and compound advantages

monthly as their Al gets smarter.

STRATEGY 02 OF 07

Optimize for Al Platforms (GEO), Not Just

Google (SEO)

Winning the next generation of search

Car shoppers under 40 are increasingly skipping Google in favor
of LLM-powered platforms. They ask ChatGPT "what's the most
reliable SUV under $40,000" or tell Claude "find me luxury
sedans with good safety ratings near Denver." These Al
platforms — ChatGPT, Claude, Perplexity, Google Gemini —
provide direct answers with recommendations instead of a list
of links.

In Fact, traffic to dealership websites driven by LLMs increased
15x year over year from 2025-2026. This indicates a major shift
in consumer behavior, making a GEO (Generative Engine
Optimization) strategy a must for every dealership.

© 2026 Fullpath. All rights reserved.
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LLM-driven traffic to dealership websites, 2025-2026.
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While traditional SEO optimizes for Google's algorithm, GEO optimizes for Al platform citations and recommendations. The
strategies differ significantly.

For GEO, you need comprehensive, citation-worthy content with proper schema markup that Al platforms can extract and
reference. FAQ sections answering exact questions shoppers ask Al. Detailed local information including inventory, services, and
community involvement that establishes your dealership as the authoritative local source.

(& NewChat

Q SearchChats

B Library Your Al Assistant

Chats

Previous 7 days

Customer Service Vehicle Inq...
Electric Vehicles Inquiry Sn...

Ask anything

User Inquiry about Travis Quir...

+ X Tools )

@ Dealership Salesperson

|
S

-

WHAT THIS MEANS FOR YOUR CONTENT

Your website needs structured data (schema markup) on every page so Al platforms can parse and cite your

information. Blog content should answer complete questions with depth, not just target keywords. Local pages need
comprehensive detail about your dealership, location, and community presence.

Most dealerships haven't started optimizing for Al platforms yet. Early movers will establish

authority in Al training data before competitors understand what's happening. When someone

asks an Al "best Toyota dealer in Phoenix," you want your dealership cited in the answer.
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STRATEGY 03 OF 07

Instagram's Share-First Algorithm: Create
Shareable Content

Educational beats promotional

Instagram fundamentally changed its algorithm in late 2025, prioritizing shares over likes and comments. Content that gets

saved and shared to friends now receives dramatically more reach than content that just gets engagement.

This shift rewards practical, valuable content that people want to pass along. For dealerships, that means educational tips,
money-saving advice, and actionable information, not just glamour shots of inventory.

What's working now:
» Short-Form video tips that solve specific problems: "3 things to check before buying a used car,
you're upside down on your trade," "What dealers won't tell you about lease-end options." These get shared because they

How to negotiate when

help the viewer's friends.
e Carousel posts with educational content: "5 warning signs your transmission is failing," "What those dashboard lights
actually mean," "Monthly payment vs. total cost: what to watch." People save these as reference guides and share them with

family members who may be car shopping.

THE FORMAT SHIFT

Stop creating content designed for likes. Start creating content people want to send to their spouse, their kids, or their

parents. Educational beats promotional and helpful beats impressive.

Repurpose your service department's expertise. Your techs know what breaks, what to watch

For, and what customers ask about most. Turn that knowledge into shareable content that

positions your dealership as the helpful local expert.

© 2026 Fullpath. All rights reserved. Page 7
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STRATEGY 04 OF 07

First-Party Data Strategies and CDP
Investment

Own your data, own your marketing

Third-party cookies are dying. Privacy regulations are tightening. The targeting tactics that powered dealership digital

marketing for a decade are becoming less effective or outright impossible.

The dealerships adapting fastest are those investing in First-party data infrastructure, specifically Customer Data
PlatForms (CDP), that unify all customer interactions into complete, actionable profiles.

) (&) @ @) %) (&

A CDP collects and unifies data from every touchpoint: website behavior, ad engagement, email opens, service visits, phone
calls, showroom interactions, trade-in appraisals. So instead of fragmented data across disconnected tools, you get unified

customer profiles updated in real-time.
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This matters because, while you can't target third-party audiences anymore, you can target your own known customers with
precision. Someone who serviced their car twice this year, browsed F-150s on your site last week, and opened an email about
truck inventory yesterday? That's a conquest opportunity you can act on if your systems can successfully connect and surface
those data points.

WHAT CHANGES

Marketing shifts from targeting strangers based on third-party data to nurturing known customers based on their
actual behavior with your dealership. Email campaigns become hyper-personalized because you know exactly what each
person viewed and when. Retargeting focuses on your website visitors with messaging specific to what they looked at.

This only works if customer data unifies in real-time. Batch exports between systems inevitably

create gaps. A true CDP foundation means website behavior informs service follow-up, service
visits trigger sales outreach, and every interaction updates the complete customer profile instantly.

STRATEGY 05 OF 07

Video Marketing Evolution: Short-Form
Dominates

30 seconds beats 8 minutes

Long-form video walkarounds and detailed reviews still have their place, but short-form video now drives the majority of video

engagement for dealerships.

YouTube Shorts, TikTok, Instagram Reels, and Facebook Reels all prioritize content under 60 seconds. The algorithm boost for
short-form is significant: your 30-second walkaround can reach 10x more people than your 8-minute detailed review.

What's working in automotive:
* Quick inventory highlights: 15-30 second walkarounds hitting key fFeatures. "Just got this Bronco—here's what makes it
special." Fast-paced, punchy, scroll-stopping.
» Educational snippets: "Here's how to pair your phone in a Toyota" or "What is Toyota Safety Sense actually doing?" Practical
content that helps current and potential customers.
» Behind-the-scenes content: Quick clips from the service bay, reconditioning process, delivery celebrations. Humanizes your
dealership, builds trust.

© 2026 Fullpath. All rights reserved. Page 9
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One Piece of Content, Four Algorithm-Boosted Placements

YouTube
Shorts

TikTok

1 Video 10x Reach

Instagram
Reels

30 sec, smartphone vs. long-form video

Facebook
Reels

f N\ 4 )\ ? \
\. J

PRODUCTION REALITY

You don't need a production crew. A sales manager with a smartphone can create a week of short-fForm content in 20
minutes. Authenticity beats polish. Helpful beats perfect.

Post the same short-form video across YouTube Shorts, TikTok, Instagram Reels, and Facebook

Reels. One piece of content, four algorithm-boosted placements. Maximum reach, minimal
production time.

STRATEGY 06 OF 07

Conversational Commerce: Two-Way
Messaging Replaces Forms

Conversations convert better than forms

Lead forms are dying. Conversion rates on traditional "Get a Quote" forms continue declining as shoppers develop form fatigue
and privacy concerns.

Replacing traditional website forms is conversational commerce through two-way messaging. Text message conversations,
Facebook Messenger, Instagram DMs, or WhatsApp for international shoppers. Real-time, back-and-forth communication that
feels personal instead of transactional.

© 2026 Fullpath. All rights reserved. Page 10
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Why this works better: Forms feel like data collection. Conversations feel like help. Someone can text "Do you have any
4Runners in white?" and get an immediate response with photos, pricing, and availability. No form Ffields. No waiting. Just the
information they want.

The infrastructure requirement: This only scales with the right technology. Manual text responses during business hours can
lead to missed opportunities. Shoppers message at night, on weekends, or whenever they're thinking about it. Conversational Al

or two-way SMS agents handle initial engagements, qualify interest, provide information, and escalate to your team when

appropriate in accordance with your dealership’s playbook.

BEST PRACTICE

Make your phone number clickable and text-enabled on your website and ads. Promote "Text us at [number]" instead of

"Fill out this form." Train your team to respond to texts like conversations, not like fForm submissions requiring formal
follow-up.

Conversation rates on text-based engagement significantly exceed traditional forms. Lower

fFriction, immediate gratification, more personal connection. Shoppers who text convert at higher

rates than shoppers who Fill out forms.

STRATEGY 07 OF 07

Al-Powered Creative Personalization
at Scale

One-size Fits all advertising is over

The days of one ad creative for everyone are over. Dynamic creatives that adapt to each viewer are now accessible to

dealerships of all sizes through Al-powered tools.

This means different shoppers see different versions of your ads based on their behavior, interests, and position in the buying
journey. Someone who viewed trucks sees truck-focused creatives. Someone who's visited your website three times sees
urgency messaging. Someone who abandoned a trade-in appraisal sees equity-focused creatives.

@) == QX=" R) ==
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What's possible now:

» Email campaigns that dynamically populate with the exact vehicles each customer viewed, with personalized messaging

based on how recently they browsed and whether they've visited before.
* Ad creative that automatically adjusts headline, image, and call-to-action based on the viewer's previous interactions with

your dealership.
» Website experiences that personalize inventory displays, chat prompts, and calls-to-action based on customer data and

behavior patterns.

-

s

Your Dealershi
' R Latest Chevrolet in stock at Bob's Chevrolet

Dealership | Check out our latest deals on lot
POS i t ive Eq u i ty') ['ad http://www.dealership.com/trade/car/.
.

Shop our latest chevrolet Specials | We
See what upgrades you may be eive new cars on lot every week
eligible for in just a single click!

® SMS
o MESSAGES

Exciting update: It seems you

can now upgrade to the ‘

latest Chevy model!

o )
V(> [\ =N
$499 mo. | 36 mos. B .
Learn More
k Hey, Aaron!
You may be eligible to
upgrade your car payment

THE TECHNOLOGY SHIFT

Al tools can now generate creative variations at scale without manual work. You provide the core assets and messaging,

Al produces dozens of variations, tests performance, and optimizes automatically.

WHY THIS MATTERS FOR DEALERSHIPS

Your inventory changes constantly. Generic brand messaging doesn't move metal. Personalized creative that shows
shoppers exactly what they're interested in—the white 4Runner they looked at yesterday, the F-150 similar to what
they test drove last week—dramatically outperforms one-size-fits-all advertising.

This level of personalization requires unified customer data. You can't personalize without

knowing what each customer viewed, clicked, and engaged with. This is why CDP investment (#4)

enables creative personalization (#7). They work together.
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The Common Thread

What all seven strategies require

Autonomous Al
Operation

Unified Customer Data

Every interaction across web, ads,

service, email, and phone — Engagement, follow-up, and

connected in one profile, in real- creative optimization that runs 24/7

time. without human intervention.

The Foundation That Makes All 7 Strategies Work

Both must exist in real-time for any single strategy to compound.

These seven impactful marketing strategies all require two things traditional dealership marketing didn't:

Unified customer data in real-time. GEO needs comprehensive content. Al agents need complete customer profiles.
Personalization requires knowing what each person viewed. Conversational commerce works better with purchase history and
service records. All of this demands data unified across every touchpoint — not in batch exports, but in real-time.

Autonomous operation that doesn't wait For humans. Agentic Al engages customers overnight. Conversational Al handles
initial messaging. Dynamic creatives adjust without manual work. These winning strategies operate continuously, not just during

business hours.

The dealerships dominating marketing in 2026 are those that invested in infrastructure like Customer Data Platforms and

Al-powered systems that enable these tactics. The ones falling behind are still trying to execute 2026 strategies while
operating on 2022 technology. Your playbook For 2026 isn't just adopting these seven tactics. It's building the Foundation
that makes all seven possible.
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