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CDP for Automotive Retail

The Driver 360 Framework

Unifying Showroom, Digital, and Service Data into a Single Intelligence Layer




The 15-Hour Resedarch Paradox

From Selling Cars to Managing Driver Relationships

Today's buyer spends 15+ hours researching online before stepping into your showroom. They've
configured the vehicle, checked the trade-in, compared lease terms. By the time they arrive — they've
already decided. Does your team know any of this?

A customer isn't seen as one person - they're seen as three disconnected IDs. That fragmentation

costs you revenue every day.

Three Systems. One Customer. Zero Connection.

Your customer exists in three places. None of them talk to each other.

The Web Cookie The CRM Lead The DMS Record
Anonymous inventory A name and number A VIN and service history in a
browsing, EV range checks, assigned to a salesperson. back-office database.

model configs. Unlinked. Siloed from service and web Invisible to marketing and

Unknown. behavior. sales.



Why the Old Playbook No Longer Works

Cookie Deprecation Batch-and-Blast is Dead

Third-party tracking is over. Dealerships renting 24-hour syncs fire generic messages at the

audiences from Google and Facebook are wrong people. Every misfire burns budget and

losing their edge — fast. trust.

The Driver 360 Promise: Four Revenue
Outcomes

Four outcomes Driver 360 delivers in your first 90 days:

Instant Intent Service Own Your 1-to-1 at Scale

Fire the right

message the

moment a buyer

signal fires.

Revenue

Turn every service
check-in into a

sales opportunity.

Data

Build a first-party

data fortress no

algorithm can take.

Every driver gets a
message built for
them — not their

demographic.

By the end of this guide, you'll have the roadmap to own every driver relationship — for life.



The Profit Leakage No One
Is Talking About

Siloed data doesn't just frustrate customers — it drains

revenue daily with a calculable cost.

Salesperson

Calls a hot EV lead blind — no idea they spent 3

hours on the configurator.

Service Advisor

Misses $8,000 in equity and 4 months left on

lease. Says nothing.

Marketing

Burns $2,500 retargeting a customer who
bought last week.
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Driver 360 Seals Every
Revenue Drain

Not a software upgrade. A shift from reactive selling to

predictive revenue.

‘— Reactive = Predictive

Know the trade-in is coming before they list on
AutoTrader.

o— Generic = Personal

Real behavior triggers real conversations — not

mass emails.

o— Siloed - Unified

Sales, Service, and Marketing. One Driver Profile of
Truth.




Your Data Is Costing
You More Than You
Think

Identity Blindness — Your
Dealership's Most Expensive
Condition

Data flows into buckets that never connect. Thisisn'tan IT

problem — it's a direct drain on profitability.

® The Digital Blind Spot

Marketing Silo

High-intent signals — EV checks, payment
calculators — never reach your CRM. Sales calls
leads blind.

I\ Higher CPA + lower conversion

@ The Showroom-Service Wall
Sales vs. Fixed Ops

Sales never knows when a loyal service customer
is browsing new inventory. Service misses equity

and lease-end data.

I\ Missed trade-ins + service churn

@ The 24-Hour Sync Delay
The Batch Problem
Systems sync every 24 hours. A customer who

abandons a service booking at 10AM has already

booked elsewhere by morning.

I\ Lost revenue + broken experience




The Financial Case for
Change

Every number below is profit leakage with a name — and a

fix.
76% of buyers frustrated $2,500+ burned monthly
repeating info across retargeting customers who
departments. That already bought from you.

frustration kills deals.

60%

60% of service customers 23 days lost monthly to
never contacted about a manual data reconciliation
new vehicle opportunity. between systems.

This is the daily operating cost of a disconnected

dealership. Driver 360 eliminates every line item.




Destroy Every Silo.

The 3-Layer Framework for Unified
Driver Data

To solve the silo problem, a Customer Data Platform (CDP)
doesn’t just "store" data; it creates a living, breathing digital
twin of your customer. At Lemnisk, we achieve this through

a precise three-layer process designed specifically for the

complexities of automotive retail.

*— Layer 1: Real-Time Data Ingestion
Kills the 24-Hour Sync Delay

Web, App, CBRM, DMS, and showroom check-ins —
unified in milliseconds. No batch delays. No

missed moments.

@— Layer 2: Single Driver Identity (The
Golden Record)

Kills the Three Disconnected IDs

Stitches Web Cookie, CBRM Lead, and DMS Record
into one Driver Profile of Truth. Your team knows

the full picture before the conversation starts.

®— Layer 3: The Intelligent Decision
Engine

Kills Generic Marketing

If a customer is 6 months from lease-end and is
browsing 'New Arrivals', they get an exclusive

Early Loyalty appraisal from the CDP engine, not a

generic coupon.

One Driver Profile of Truth. Every team. Every channel.

Zero profit leakage.




The Technical
Difference: Batch vs.
Readl-Time

This is the gap between what your current system does —

and what Driver 360 delivers.

Feature

Data Update
Speed

User
Recognition

Personalization

Channel Reach

Legacy
Systems
(DMS/CRM)

Every 24 Hours
(Batch)

Known Leads

Only

Static /
Template-
based

Email & SMS

only

Lemnisk Driver
360

Milliseconds
(Real-Time)

Anonymous +

Known Drivers

Behavioral /

Intent-based

Omnichannel
(WhatsApp,
Web, App, Ad-
tech)

Every row in this table is a revenue gap. Driver 360

closes all of them — simultaneously.




Real-Time Use Cases

Turning Intelligence into Interaction

A Driver 360 framework is only as valuable as the actions it

drives, shifting dealerships from reactive to predictive by

turning unified data into high-value customer moments

across key retail pillars.

Use Case 1: The "Warm' Showroom
Handover (Pre-Sales)

The Scenario: A customer configures a Hybrid car

and uses the trade-in tool online.

The Problem: Enters as a “walk-in”; the salesperson

starts from scratch.

The Driver 360 Way: The customer connects to shwi-

Fi or checks in, the salesperson gets an instant alert.

The Intelligence: "On-site. Hybrid Premium (Silver).
Trade-in: $18.5K. Viewed EV Charging.”

Use Case 2: Predictive Service
Orchestration (Fixed Ops)

Scenario: Vehicle nearing 60,000-mile service.
Problem: Generic service emails get ignored.
Driver 360: The CDP detects interest in new SUVs.

Intelligence: Personalized WhatsApp: service

reminder + VIP test drive of a new SUV.

Use Case 3: The 'Precision' Lease-End
Journey (Retention)

Scenario: A customer is 6 months from lease end.

Problem: Generic outreach misses shift to EV

interest.
Driver 360: The CDP tracks real-time intent signals.

Intelligence: lourney pivots to EV-focused offers

across email, web, and SMS.



Intelligence in the
Service Bay (Fixed
Ops)

Predictive Service Orchestration &
Closing the Service Churn Loop

£
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Fixed Ops isn't just a repair center — it's the engine of

profitability. Most service marketing is blind. Driver 360

=

changes that.

Predictive Service Orchestration

Intelligence: Vehicle approaching 60k service
+ customer browsing Trade-In Values.

Action: 'Hi lohn, your SUV is due for its 60k
service. We've reserved the 2026 SUV you were
looking at for a VIP test drive — with a

guaranteed trade-in appraisal while you wait.'

Closing the Service Churn Loop

Once out of factory warranty, customers drift
to independents. If a lapsed customer
searches 'brake pad costs' on your site, the
CDP fires an immediate Loyalty Offer to their
mobile — capturing the booking before they

look elsewhere.

The service bay isn't a cost center. With Driver 360, it's

your highest-converting sales floor.




Stop Sending the
Same Email to 10,000
Different Drivers

Real-Time Website Personalization &
Omnichannel Journey Orchestration

Traditional automotive marketing relies on broad "segments"
(e.g., "All SUV Owners") This "batch-and-blast" approach results
in high "Unsubscribe" rates and wasted ad spend. The Driver
360 Decisioning Engine allows you to treat every driver as a
"Segment of One."

Real-Time Website Personalization

A driver who owns a 2021 Sedan sees their car's Live
Trade-In Value and 'Compare to 2026 Model' — not a
generic truck banner.

Result: 40% increase in time-on-site.

Omnichannel Journey Orchestration

A customer abandons a vehicle configurator — a
'‘Save My Build' email is sent = no open — an

Instagram 'Finish Your Build' ad fires next morning.

The Goal: Moving from "Stalking" (showing the
same ad over and over) to "Orchestration" (moving

the customer to the next logical step).

Instant Activation Engine

Right channel. Right message. Right moment
— WhatsApp, personalized landing page, or
live sales floor alert. Fired automatically on

real-time signals.

Every driver is a Segment of One. Driver 360 treats them

that way — at the speed of their intent.




Trust, Privacy, and
Data Security

Navigating Consent in a Data-Driven
World

A vehicle is a customer's second-largest lifetime purchase.
With cookie deprecation and rising GDPR/CCPA regulations,
managing driver data is now a legal and ethical requirement,

not just a marketing advantage.

Building a "First-Party Data
Fortress"

Stop renting audiences from Facebook and
Google. Driver 360 collects signals from your
own website, CRM, and DMS — building a
data fortress you own from first click to final
trade-in.

Unified Consent Management

Lemnisk CDP acts as the central Consent

@ Brain. When a driver opts out at the Service
Desk, that preference syncs across Email,
SMS, and Web in milliseconds. Zero

compliance leakage.

Security at the VIN Level

Lemnisk’s architecture is built on enterprise-
grade security protocols, ensuring that:

@ e Data is Encrypted at rest and in transit.

e Access is Role-Based: Your service techs
see what they need, and your marketing

team sees what they need.

You own the relationship with the driver — from the

first click to the final trade-in. No big tech dependency.




The Lemnisk
Command Center

Empowering Your Team with
Actionable Insights

For a busy dealership, more data is a burden. What's
required is better clarity. The Lemnisk Command Center
gives every team — Sales, Service, Marketing — one

intuitive interface.

&

The Single Driver View

Every driver has a Unified Profile: propensity score to trade
in, top 3 most-viewed models, lifetime service spend. Every

cold call becomes a consultation.

5

The Low-Code Journey Builder

Drag an Audience (Leases ending in 6 months) to an Action
(Send personalized WhatsApp with trade-in value). If no
engagement, auto-pivots to a targeted Instagram ad. Weeks

of IT work done in minutes.

L

Real-Time Intent Alerts

'Mark S. used the Payment Calculator 3x in 2 hours. High
intent for the 2026 SUV.' Or: 'Sarah L. is in the waiting room.
$5,000 positive equity. Offer a 15-minute appraisal now.'

One dashboard. Every driver. Every team. Every

channel. Zero profit leakage.




Measuring Success
(The ROI of Driver
360)

Forget open rates. Driver 360 is measured in trade-ins

captured, leases retained, and ad spend recovered.

12 10 18%

Service-to-Sales Conversion

High-equity service customers converted to live sales
opportunities.

30%

Churn Eliminated

Service abandonment reduced through unified owner

journeys.

3.2X

Lifetime Value

CLV increase for Driver 360-enrolled customers over 24

months.

A customer retained through Driver 360 is worth 3.2x

more than one acquired through paid media.




THE PATH TO TRANSFORMATION

The Deadlerships That Lead Tomorrow
Are Building Today.

Three phases. Accelerated deployment. Measurable ROI.



The Implementation

Roadmap

Deploying Intelligence Without
Disrupting Operations

Lemnisk’s implementation is designed as an "Overlay
Strategy"—it sits on top of your existing DMS and CRM,
pulling data via secure APIs without requiring you to switch

your core software.

o1

Phase 1: Connect

Connect website SDK, CRM feeds, and DMS logs via secure
APIs. Goal: Real-time data flow. No system replacement

required.
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Phase 2: Unify

Run Identity Resolution. Build Driver Profiles of Truth.

Configure consent management and suppression lists.

03

Phase 3: Activate

Launch three High-Impact journeys: Abandoned
Configurator recovery, Service-to-Sales alerts, Lease-End

retention. Measure. Scale.

Most dealerships recover measurable ROI within 90

days. What's the cost of waiting another quarter?




Driving the Future

The era of the Generic Dealership is over. In a world where
customers can buy a car from their smartphone, the
physical dealership's greatest value is the relationship.
Lemnisk doesn't just provide a platform — we provide the
intelligence to make those relationships profitable again. By
unifying your data into a Driver 360 View, you aren't just

selling a car. You are securing a driver for life.

Connect

Web, CRM, and DMS. One real-time intelligence
layer. No heavy lift.

Know

One Driver Profile of Truth. Every driver. Every

team.

Act

Right message. Right channel. Right moment.
Every opportunity captured.

The era of the Generic Dealership is over.
Contact the Lemnisk team to begin your
Driver 360 journey today!

Book your demo now



https://www.lemnisk.co/get-a-demo/
https://www.linkedin.com/company/lemnisk
https://www.youtube.com/channel/UCm2TZCEeWNk8vY4OBUIq17g
https://www.lemnisk.co/
https://www.instagram.com/lemnisk_official/
mailto:mailto:marketing%40lemnisk.co?subject=
https://www.facebook.com/LemniskCo/
https://twitter.com/LemniskCo



