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CHAPTER 4

Turning browsers into buyers
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Turn curiosity into commitment

Every visitor on your website represents a potential customer, and your ability to guide them
from browsing to action directly impacts your bottom line. With over 62 digital touchpoints
shaping each purchase journey’, buyers are researching more and comparing harder.

When your website anticipates uncertainty — clarifying pricing, simplifying options,
and making next steps effortless — you transform curiosity into commitment.

Be the answer to their questions on your VDP

Your Vehicle Detail Pages (VDPs) represent one of your highest-value
conversion moments. This is where design, messaging, and usability
converge to reinforce confidence and remove hesitation.

The mission

e Enhance VDPs that guide shoppers through every decision point

e Present transparent pricing that builds trust and speeds up
conversion

e Create clear, action-oriented CTAs that turn visits into leads
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Question 1: "Is this the right vehicle for me?"

When shoppers reach your VDP, they’re in an intent-driven mindset — they want
confidence that this vehicle fits their lifestyle and needs.

Best practices for VDPs:

° Use authentic, consistent photos that tell the car’s story — exterior to interior to details
° Present key vehicle details like trim, mileage, and fuel economy in a clear, scannable layout

° Include transparent condition descriptions that build trust and reduce hesitation

_\@/_ What shoppers need: Immediate visual confirmation that this vehicle matches their

- needs, lifestyle, and expectations.
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Question 2: "Can | afford it?"

Price uncertainty is one of the biggest barriers to purchase. Your pricing strategy
should eliminate confusion and make affordability clear.

Compare

Add 3 More Vehicles

MSRP: $31,710 © MSRP: $35,700 ©

2025 Honda Accord
SE

Contact Dealer

2025 Honda CR-V EX

Contact Dealer

% Featured Highlights

VIN: THGCY1F40SA022892 VIN: 5J6RS4H46SL017445

Exterior Color

Urban Gray Pearl

Exterior Color
Meteorite Gray Metallic

Interior Color
Black

Interior Color
Black

Engine Engine

Turbo Turbo
Regular Unleaded I-4 1 Regular Unleaded I-4 1

Drivetrain Drivetrain

ssssssssssssssssssssss

1-Speed CVT W/0D 1-Speed CVT W/0D

Best practices for VDPs:

e  Show upfront pricing that highlights what’s included — warranties, delivery, or service packages

° Display current incentives where shoppers compare payments, not hidden on a specials page

° Use dynamic payment calculators connected to lenders for real approval terms

° Include real-time trade-in tools with VIN-specific offers for consistency online and in-store

_\\ ' ’/_ What shoppers need: Clear, transparent pricing with immediate understanding of
monthly costs and trade-in impact.
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Question 3: "Where should | buy my car?"

Trust is the foundation of every conversion. Shoppers want proof
you’'re the right dealer to buy from.

2025
DEALER

OF THE YEAR
2 8.2.2.0

SIONQ  (@shomrer e * Sales: (888) 888-8888 . Parts: (888) 888-8888 . Service: (838)888-8888 9 1864 High Grove Lane, Naperville, IL 60540

Shop v Electrified Vehicles v Finance v Specials v HyundaiPrograms v Service&Parts v AboutUs v Q

I recently purchased a 2025 Sonata Hybrid
from them and | couldn't be happier! The
staff was friendly, knowledgeable, and
made the whole process a breeze. | highly
recommend this dealership to anyone
looking for a new Hyundai! - Jamie V.

Select a Salesperson

Find Your Vehicle Dan Richards
() Sales Consultant
L 2 A ;
‘ i !I' 5.0 ¥ e e (130 reviews)
All Types v || Anvears v || AllMakes v || AllModels v || Any Price Rang (i a
L Show reivews

Will Robinson

i Sales Consultant
i § Fe A Ve v 1 :
Inspire Hyundai o 1 4.9 fede e (98 reviews)

Show reivews

Get Directions

Maya Cooper

Sales Consultant
4.8 #e e fefe fe (142 reviews) '

Show reivews

Best practices for VDPs:

° Integrate customer reviews directly on your VDPs, not just on a testimonials page
° Display badges and certifications that validate quality and connect to your “Why Buy” messaging

° Let shoppers choose their team by featuring bios or specialties that build comfort and reduce
friction

° Present transparent pricing with MSRP and discounts side by side to reinforce honesty and value

\

~()~ What shoppers need: Social proof, credentials, and transparency that prove you're a
g customer-focused business.

~
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Question 4: "What's my next step?"

Your CTAs turn intent into action. Make the path clear, confident, and friction-free.

¥ Sales: (630) 524-4216 | Service: (630) 599-8924

& 1488 W Ogden Ave, Naperville, IL60540  ® Open Today Sales

TOYOTA ./ NAPERVILLE

Buy Online New Vehicles v Pre-Owned v Finance v  Parts & Service v About Us v @200 ,9\ Q

TSRP1

$32,903
= + — Dan Wolf Discount -$1,000
- TOYOTA NAPERVILLE { —— 631,903
> ;
iJ —1
- N
Payment Calculator
Q) Text Us!
(36) Photos Schedule Test Drive

Whats My Trade Worth ?

L\

Get An Instant
Trade-In Offer!

Your Instant Offer

$15,680

# Schedule Service

Best practices for VDPs:

° Prioritize one clear primary CTA that drives your highest-value action
e  Support it with connected options (like trade-in or financing) that flow naturally from the main path
(]

Limit excess CTAs and widgets — cleaner layouts convert faster and keep shoppers engaged

\

~(0)~ What shoppers need: A focused, friction-free path that makes taking action feel
/@\ simple and rewarding.
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CTA effectiveness in automotive

Dealer Inspire analyzed over 1 billion impressions and millions of CTA clicks
across 3,800 dealer sites to find what works best.

The takeaway: Simple, action-first verbs consistently outperform passive or vague phrasing.

Category Top Performer :ﬁi:::;x; Avoid Key Takeaway
Urgency and
¢ Price Get Today’s Price Reveal Price Prli)crieceDIeI:?ci)ls, mnlr;(eed;?ge?::\éi glilic\fes’
offer.
Estimate

Calculate Payments Shoppers prefer quick

= Payment / Payment See/ Show Paymeqts, clarity, “calculate” feels
Payment Options Customize . .
Calculator simple and certain.
Payments
, Start Buying Start My Decisive, confident
“ Purchase Buy Now Process, Start Purchase, Buy verbs build trust and
Purchase From Home purchase intent.
Book a Test Drive / Firm, af:tlon—orlented
. Reserve Test Request Test wording converts
& Test Drive Schedule a Test . . o
. Drive Drive curiosity into
Drive .
commitment.
Text My Trade Value Estimate / Clear, conversational
Trade-In (SMS) / Value Your Get Trade Value Check Trade phrasing signals speed
Trade (Web) Value and simplicity.

Want to go deeper?

Explore the full playbook for more VDP and CTA strategies and
examples — plus a look at what’s next in Chapter 5: Retain & Recapture.

: =L 2l
Read Chapter 4
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