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• Founded in July 2009.


• Ron has over 15 years of experience working in ALL

   platforms of traditional media as it relates to interactive.


• We are fortunate to work with an extremely diverse client base. This 
provides us with a better depth of understanding for client needs and 
strategy.


• We currently work with over 50 powersports dealers from across the U.S.


• Our main focus is SMS marketing and tying effective mobile components to 
that service. 




• We excel at integrating mobile to traditional media as well as social and 

online media.


• Member of the Mobile Marketing Association since 2009.
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WHAT IS MOBILE MARKETING? 
Mobile Marketing, simply stated, is communicating with the consumer

via cellular (or mobile) device.



Some of the ways you communicate with consumers via mobile

marketing:

• Short Message Service (SMS, Texting)

• Multimedia Messaging Services (MMS)

• Bluetooth, Wireless and Infrared

• Mobile Internet (WAP site) and Social Media

• Mobile Applications



Cheaper than traditional means for both the consumer and the marketer - and easy 
enough for almost any age group to understand and engage with - Mobile Marketing 
really is a streamlined version of traditional eMarketing.
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MOBILE MARKETING STRATEGY 

If you’re not doing mobile marketing 
successfully then how can you expect to be 

doing any other marketing with much 
success?
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CUSTOMER LOYALTY 
It costs about 5Xs as much to attract a new customer as it costs to keep 
an old one. - White House office of Consumer Affairs



The probability of selling service to a new customer is 1 in 16, while the 
probability of selling service to a current customer is 1 in 2. 


- Earl Sasser, Harvard Business School



Repeat customers spend 33% more than new customers. - Retail Active




It's easier to get present customers to buy 10 percent more than to 
increase your customer base by 10 percent. - Eastbridge Consulting 
Group
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CUSTOMER LOYALTY 
NO cards, NO points, NO hassles



Consumers don’t want complicated. They want engagement

on their terms through their preferred means of communi-

cation.



• A loyalty program is transactional. Customer loyalty is not.

• Loyalty programs generalize behaviors.

• Loyalty programs breed commoditization.


Giving away products and services or deep discounting does not build a 
loyal customer base.
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Why dealerships are using mobile:



•  Reach customers with immediacy and relevancy.
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• With the right mobile vendor a mobile strategy can be implemented 

with minimal time required from your staff.
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• Get your staff involved. Brainstorm creative ideas that can leverage 

your past events and promotions that delivered the highest ROI.


•  Build a better customer profile through data gathering and 
enhancements. Your data is GOLD


•  Use your social media to draw your audience to your mobile 
platform.
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•  SMS delivers messages right to your customer and can elicit 

responses in a matter of minutes or even seconds.

 

• Mobile kiosks allow customers to engage with you on their own 

terms by signing up to receive content and offers from you.



• Loyalty offers tied to things like check-ins at your dealership can 

drive more foot traffic and ultimately revenue.
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•  Robust database capabilities to allow 
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•  Advanced reporting so you can 
measure response and success of not 
just your mobile marketing but also 
mobile used in other media channels.
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MOBILE IN THE POWERSPORTS INDUSTRY 
What to look for in a mobile partner and platform:



•  Reputable firm with references, membership in organizations like the MMA, and a 

history of mobile innovation and interactive implementation.
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QUESTIONS? 

Text   AIMEXPO  to  55678 
 

7 Media Group will text you with 
access to exclusive content relevant 

to today’s presentation. 


