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Case Study: RBM of Atlanta -North  

Mercedes -Benz, Alpharetta, GA  

New Mercedes Dealership Opens Doors Exact Month The Long Recession Begins,  

But Intense Focus on ôGetting Found Onlineõ at Search Engines and Review Sites 

Drives Ongoing Success  

 

The Power of First-Party Leads  

Advanced SEO & Online  

Reputation Management:  



RBM North Results Snapshot: 
 

¶ 85% of marketing budget dedicated to digital (no TV, radio, 
major newspapers) - and 85% of total store business now 
generated online 

 
¶ Despite being newest store in major metro market, has  

cornered 10% more market share than its four established 
regional competitors 

 
¶ 74% of digital business (and 63% of total store business) 

driven directly from search engines and review sites - or  
@ 800 calls/leads a month 

 
¶ SEO/Website & Review Sites drive three-quarters of digital 

business, at just 15% of monthly digital spend  
 
¶ 135% growth in website traffic from eXtéresAUTO SEO  

campaign, with SEO now driving 44% of all unique visitors 
 
¶ eXtéresAUTO Reputation Management leads to 1110% 

growth in direct, review-site-generated calls, with these 
leads closing 15 points higher than any others 

Randy Powell, General Manager 

Peter Leavy, General Sales Manager 

Bethany Johnson, Internet Manager 
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I.  
w.a bƻǊǘƘΩǎ {ŜǊƛƻǳǎ /ƘŀƭƭŜƴƎŜ 
 
IƻǿΩǎ ǘƘƛǎ ŦƻǊ ōƻƴŜ ŎƘƛƭƭƛƴƎΚ ¸ƻǳΩǊŜ ŀ ōǊŀƴŘ-new Mercedes dealership, whose 

gorgeous brick-and-mortar doors opened right when the recession officially 

began (Q4 2007), and auto sales begin their dizzying 30%-Ǉƭǳǎ ŘŜŎƭƛƴŜǎΦ ¢ƘŀǘΩǎ 

the story of RBM North of Alpharetta, GA, the newest store in a family-owned 

Mercedes dealership group operating in Atlanta for 45 years. Their first year 

unfolded right as the worst economic crisis since the Great Depression dug its 

heels in, and their grand-opening balloons were deflated against the backdrop 

of bank bailouts and a bursting housing bubble.  

 

And not only was RBM North the youngest Mercedes dealership in a metro 

market with four well-ŜǎǘŀōƭƛǎƘŜŘ aŜǊŎŜŘŜǎ ǇƭŀȅŜǊǎΣ ƛǘ ǿŀǎ ŀ ΨŘŜǎǘƛƴŀǘƛƻƴΩ 

store situated in a near-rural exurb on the rim of ever-expanding Atlanta, with 

limited physical traffic and visibility. While their location touched on affluent 

ȊƛǇ ŎƻŘŜǎΣ LƴǘŜǊƴŜǘ aŀƴŀƎŜǊΣ .ŜǘƘŀƴȅ WƻƘƴǎƻƴΣ ƭƛƪŜǎ ǘƻ ƧƻƪŜΥ άƳŀƴȅ ƻŦ ƻǳǊ 

ΨŘǊƛǾŜ-ōȅǎΩ ŀǊŜ ŎƻǿǎΦέ 

 

! ƴƛƎƘǘƳŀǊŜΚ Lǘ ŘƛŘƴΩǘ ǘǳǊƴ ƻǳǘ ǘƘŀǘ ǿŀȅΦ Lƴ ŦŀŎǘΣ w.a bƻǊǘƘ Ƙŀǎ ōŜŜƴ  

extraordinarily successful, and has now staked out 10% more market share 

than any of their far more established, larger regional competitors. The key to 

their success: while most dealerships have slowly migrated to digital  

strategies, under the leadership of GM Randy Powell, RBM North embraced a 

nearly-млл҈ ŘƛƎƛǘŀƭ ƳŀǊƪŜǘƛƴƎ Ǉƭŀƴ ŦǊƻƳ ΨƘŜƭƭƻΦΩ {ǇŜŎƛŦƛŎŀƭƭȅΣ tƻǿŜƭƭ ƪƴŜǿ ǘƘŀǘ 

given the overwhelming consumer realities (for luxury dealerships online auto 

shopping rates run to 90%*), his remote destination location, and the fact 

that they were an entirely unknown entity in a brutally competitive market, 

he had to focus intensely and cost-ŜŦŦƛŎƛŜƴǘƭȅ ƻƴ ōŜƛƴƎ ΨŦƻǳƴŘΩ ƻƴƭƛƴŜΦ  

 

²ƘƛƭŜ ǘƘŜƛǊ ΨƻƴƭƛƴŜ ǾƛǎƛōƛƭƛǘȅΩ ŎŀƳǇŀƛƎƴ Ƙŀǎ ŜǾƻƭǾŜŘ ƻǾŜǊ ǘƛƳŜΣ ǘƘŜ ǇƛƭƭŀǊǎ ƘŀǾŜ  

become: 1) to establish the most powerful, first-page search engine visibility 

2) to stand out as the #1 consumer choice, with a powerful, positive online 

review presence.  

 

w.a bƻǊǘƘ ǎǿƛǘŎƘŜŘ {9h ǇǊƻǾƛŘŜǊǎ ǘƘǊƛŎŜ ōŜŦƻǊŜ όŀǎ tƻǿŜƭƭ Ǉǳǘǎ ƛǘύ άǘƘŜȅ Ǝƻǘ 

ƛǘ ǊƛƎƘǘέ ǿƛǘƘ Ŝ·ǘŞǊŜǎ!¦¢h ƛƴ ŜŀǊƭȅ нллф - when they also began systematic 

Online Reputation Management with eXtéresAUTO. Their case study reveals 

the dramatic impact that advanced SEO and Reputation Management cam-

paigns can have on a dealership, and details their fully tracked results with 

eXtéresAUTO from February 2009 through July 2010. 

Powell knew that given the 
overwhelming consumer  
realities...he had to focus  
intensely and cost-efficiently 
ƻƴ ōŜƛƴƎ ΨŦƻǳƴŘΩ ƻƴƭƛƴŜΦ  

w.aΩǎ ƎƻǊƎŜƻǳǎ ƴŜǿ ŦŀŎƛƭƛǘȅ 

 

ά!ǎ ŀ ǊǳǊŀƭ ΨŘŜǎǘƛƴŀǘƛƻƴΩ ǎǘƻǊŜΣ Ƴŀƴȅ ƻŦ wa. 
bƻǊǘƘΩǎ ŘǊƛǾŜ-ōȅǎΩ ŀǊŜ ŎƻǿǎΗέ 
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* J.D. Power & Associates, New Autoshopper.com Studies 


