
Success Story
By joining the Kocourek Automotive Group in 2008, 
Kocourek Ford joined one of the most established 
dealership groups in all of Wisconsin.  Today, 
Kocourek Ford is the number one F-150 dealer in 
the state thanks to strategy overhauls in search 
marketing and inventory purchasing decisions.  

When it came time for Kocourek Ford to choose a 
new provider, Dealer Teamwork was the clear 
choice.  Their strategy was a completely new way of 
managing search engine marketing (SEM), and 
initial performance resulted in instant ROI.  

Kocourek Ford saw that the transparent teamwork 
and budgetary waste reduction elements of the 
strategy were the way of the future.  In fact, 

Kocourek Ford’s General Manager, Raymond 
Carver, spoke to some of the key deciding factors in 
choosing Dealer Teamwork:

“Dealer Teamwork was the clear choice for our 
store because they had highly knowledgeable 
sta�, they operated with transparency and 
they dedicated time, from day one, to keeping 
me up-to-date on my store’s performance.  

A huge contributor to Kocourek Ford’s success 
stems from use of Dealer Teamwork’s revolutionary 
and patented MPOP™ tool.  The MPOP™, a 
Merchandising, Personalization and Optimization 
Platform, is used to manage online content 
cross-channel from a central location, in real-time.

Kocourek Ford becomes #1 Wisconsin 
F-150 dealer with modern strategies

45%
Search CTR 
Improvement YOY1

(9.52% vs 6.57%)

18%
Increase in Phone 
Calls from Ads YOY1

(157 vs 133)

28%
Impression Share 
Improvement YOY1

(63.47% vs 49.72%)

Since implementing a more modern search strategy, Kocourek Ford has seen 
great results from their SEM campaigns.  Long-term commitment to 

excellence proves frequent evaluation and adjustments deliver results.
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20%
Average CPC 
Decrease YOY1

($2.48 vs $3.11)

https://www.kocourekford.net/new/Ford/new-ford-f150-deals-wausau-wi.htm
https://www.google.com/partners/#a_profile;idtf=2058375990
https://goo.gl/dMQzSm
https://goo.gl/QU7sT7


Strategy
Modern organic and paid search best practices call for speci�city 
and relevancy across websites and ad campaigns if one hopes to 
rank highly in search.  So eliminating generic ads and adding 
dynamically populated landing pages, CTAs, disclaimers and paid 
search to Kocourek Ford’s strategy was a logical �rst step.

The dynamic functionality comes from leveraging the MPOP™.  
The MPOP™ automates real-time, cross-channel updates to 
marketing messaging and frees up time to focus on optimizing 
campaigns for engagement, conversion and cost savings.

An additional benefit of this new strategy allowed Kocourek Ford 
and Dealer Teamwork to predict demand and stock replacement 
inventory based on the highest possible ROI.  This was possible 
because Dealer Teamwork’s search campaigns and landing pages 
are segmented down to the model level.  This allows them to 
analyze ad and website metrics daily to evaluate demand of 
specific models against cost of advertising and monthly sales.

“Dealer Teamwork and the MPOP™ allow me to be more competitive and the 
speed-to-market is incredible. I am in control of my own success! No more 

waiting days or weeks for vendors to make changes to my advertising.”

Raymond Carver | General Manager | Kocourek Ford Lincoln

With a strong search strategy from Dealer Teamwork 
and the MPOP™, outstanding results have been 
achieved and have helped make Kocourek Ford the 
number one Ford F-150 dealer in Wisconsin.

On the organic side, volume of users increased 
52% YOY to Dealer Teamwork’s dynamic 
landing pages.1  This proves long-term dedication 
to keeping model-specific offers and landing 
pages current provides a more relevant search 
experience to users, yielding more website traffic.

Search Impression Share has improved YOY by 
28% showing Kocourek Ford consistently 
overtakes the competition with their messaging.1

Average cost-per-click decreased 20% YOY, 
showing that good marketing can truly cost less 
because you are working smarter not harder.1

45% improvement in clickthrough rate proves a 
more targeted and relevant advertising strategy 
plus consistent evaluation and optimization leads 
to higher engagement.1

18% increase in phone calls from ads is the  
cherry on top.  Kocourek Ford has seen 
improvements in low-funnel lead conversions YOY.  
Continued growth in engaging qualified buyers 
means more sales opportunities.1
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Results

1May 2018 vs May 2017 comparison

Pricing information and other 
attributes automatically update in 
ad copy and on the ad’s matching 

landing page via the MPOP™

AD PREVIEW TOOL RESULT

https://www.kocourekford.net/new/Ford/new-ford-f150-deals-wausau-wi.htm
https://goo.gl/dMQzSm

