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Link from NNANet.net to Infiniti Dealer Direct Marketing

Select Dealer Promotions
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DEALER DIRECT
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Tynan's Nissan Aurora

NEED ASSISTANCE?

Call Program Headquarters
B00-429-6223

NATIONAL
PROMOTIONS

DEALER

PROMOTIONS v

DEALERSHIP National Promotions Dealer Promotions Results Repor’rmg

RESOURCE CENTER Leverage naticnal media buys and Target prospects and /Jor existing Dush bOU rd
direct customers to your dealership. customers to increase sales.

RESULTS VIEW ALL NOW! VIEW ALL NOWI Y VIEW ALL NOW!
REPORTING DASHBOARD

This web portal is designed to assist you and your dealership with all of your marketing needs.
If you have any guestions, please call Program Headguarters at 800-429-6223.

For assistance with Service and Accessory Marketing, visic MVdnet. cormunder the "Parts & Service’ section and select the
Customizable Marketing Materials (CMM) link.



Accessing e-Strike

Scroll bar to find e-Strike program and click on Image
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Accessing e-Strike

Select Continue
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HOME CONTACTUS PROFILE LOGOUT
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DEALER DIRECT _ _
MARKETING Nissan e-Strike

Thomas Arnburg
Hummel's Nissan

e-Strike Program Highlights =

This monthly subscription, unlimited volume, rapid
turnaround ermail program includes strong call-to-action
messaging with a look and feel that is consistent with
national campaigns and offers. Effective as stand-alone,

NEED ASSISTANCE?

Call Frogram Headquariers

et feed e-5Strike email promotions can also be followed by Dealer
Promotions direct mail to improve response rate.,
NATIONAL |
PROMOTIONS e-Strike Email Messages Include:
--Impartant Traffic-Boosting Messaging
DEALER )
PROMOTIONS --Pre-Built Termplates for Fastest Turnaround: Features
current campaigns and traffic-driving messages
DEALERSHIP --Custam (Write-Your-Own) Sales Offers

e-Strike
On-Demand Emails

RESOURCE CENTER . . .
--Direct Link to Your Website for Current Offers

--Dealer customization: Space for dynamic email
headling, dealership name, address, phone, hours of
operation, website, vehicle images and offers

RESULTS
REPORTING DASHBOARD




Accessing e-Strike

Select Launch Program to access Dashboard
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e HOME PROFILE PROGRAMS CONTACTUS LOGOUT
DEALER DIRECT —

MARKETING

Selected Dealer
Aspen RMS Nissan
Change Dealer

Easy e-Strike Enrollment:
Begin by clicking "Enrall Mow™.

Once you submit your e-Strike order, you will be contacted by a Program Headguarters (PHQ)
representative who will gather final information and answer any questions you may have.

e E-mails can be deliverad within minutes of completing your order, or you can schedule a future
deployment date.
+ You will be notified once your initial email append has been completed.

e-Strike Campaign Launch:

Begin launching your e-Strike campaigns by clicking “*Campaign Launch® below. If the button is not
displayed, your enrollment is in process. Please check back later. e

In order to remain CAN-SPAM compliant, only one email may be sent to a customer within a 24 hour
period. Therefore if two emails are created using the same customer, the emails will be deployed at
least 24 hours apart. [w]

Launch Program

@ 2010 Missan Dealer Direct Marketing | Powered by ASPEN Marketing Services.




e-Strike Dashboard

After selecting Launch Program,
you will be placed in the e-Strike
Dashboard. This screen shows
you campaigns that are currently
featured, pending campaigns that
have not been sent, and
completed campaigns.

»
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.R_nssp\y‘ " X
HOME PROFILE

N DEALER SEARCH Wgilele iV CONTACT US LOGOUT

DEALER DIRECT
MARKETING

e-Strike™

Dashboard| Campaign ~ Reports| Help‘

Create Email Now
[ & (i) D

Welcome to e-Strike, a tool you can use ta create customized sales emails quickly and easily to send ta your customers. The e-Strike email templates have been designed with the
same look and messaging as natienal campaigns and contain sirong calls-to-action o entice customers to visityour instead of a competitor's.

Chaose the type of campaign you wish to use from the drop-down menu. Scroll through the template previews to view all templates currently available or Create Your Own. Click
Create Email Now for the email template you wish to use and get started.

Selected Dealer: Nissan North America

@ Change Dealer Context

Pending Campaigns

View All
Review. make edits to and/or delete campaigns you've already created that haven't been emailed out yet.
Dealer Authorised
Campaign Name CreateDate  Category Representative Edit  Delete
Type your campaign name here 02/0212010 Sales NLuynhPham S X
Type your campaign name here. 02/01/2010 Sales MNLuynhPham rd X
Completed Campaigns View All

Review your completed campaigns.get final report data and/or duplicate a previous campaign to use again.
Mo Records Found

® 2010 Nissan Dealer Diract Marketing | Powered by ASPEN Marketing Services.




e-Strike Dashboard
Types of Campaigns:

» Featured Sales Campaigns: Campaigns that have been pre-populated with a
specific event / theme.

» Sales Campaigns: Campaigns that are flexible and can be utilized anytime with any
message/theme.

» Pending Campaigns: Campaigns that have not been deployed. This feature gives
you the flexibility to start building a campaign but finish/deploy at a later time.

» Completed Campaigns: Campaigns that have been deployed.




Building a Campaign

Select the Campaign Tab and choose ‘Create Campaign.’
You can also create Campaigns through the dashboard by selecting the ‘Create e-mail Now’

N
y . \ > ——
! ; PROFILE DEALER SEARCH PROGRAMS CONTACT US LOGOUT

DEALER DIRECT
MARKETING

Selected Dealer
Aspen RMS Nissan

Change Dealer
e-Strikem /
Dashboarc|| Campaign ~|Admin '|Repn%|
Create Campaien &~

Pending Campaigns

Sales Y

Completed Campaigns

Click image for praview

40ffers

Create Email Now




Building a Campaign
Select Category Drop down and select type of Campaign. Click Search.

e-Strikem

Dashboard| Campaign '|Admin '|Rep0rtj| Help|

LLu__J Create Campaign

Choose template category * Indicates required fields

Choose Templates

Choose Category 2

Sales
Featured Sales B«2010 Missan Dealer Direct Marketing | Powered by ASPEN Marketing Services.
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Building a Campaign

Once you select a category, choose your Template by selecting the pencil under

‘Create Campaign’

Choose Templates

L—*“ Create Campaign

Choose template catego

* Indicates required fields

Choose Category * | Sales

.

Template Name

Offer 4

Message with Image

Message w/ Model Line
Image

Message

Description

4 Offers

1 Featured Vehicle Fhoto

1 Featured Vehicle and Offers

Basic Template - Na Photos

E 2010 Missan Dealer Direct Marketing | Powered by ASPEM Marketing Services.

Template Name: Name of the Campaign Template

Description: Summary of the Type of Campaign

Preview: A PDF sample of the Campaign Template

Create Campaign: Click on the ‘pencil’ icon to start building your Campaign

11



Building a Campaign

STEP 1: DEALER INFORMATION

CAMPAIGN BANNER SECTION:

Campaign Name: Name your Campaign

Select your e-mail Subject Line and Pre-header Text Line

e-mail Headline: This is an editable field. You can add additional text here.

O

STEP

DEALER
INFORMATION

Campaign Banner

Campaign Namey;
Email Subject Line: *

Pre-header Text Line: *

Email Headline: *

Do not leave any field blank. ALL information in this form is required.

Enter your Campaign and header information.

|Dea|er Message with Image Missan Demao

5 easier than ever to get a new Missan at ##DealerMames#

v

|
”_imited time offers from ##DealerMamess. Visit #DealerMames t vl

Come check out our exclusive offer anly for our Valued Missan
customers!

ABC
ol

Bl = Spell Check
"




Building a Campaign

STEP 1: DEALER INFORMATION
CAMPAIGN BANNER IMAGE SECTION: O B Formation

STEP

338

Campaign Banner Im

SeleCt ‘Change Image, Select an imag

Campaign :

Change Image

ill appear in the top portion of your email.

Next:

Choose Banner Images |
Folder from Drop down list

and click ‘Select’




Building a Campaign

STEP 1: DEALER INFORMATION

CAMPAIGN BANNER IMAGE SECTION:
Choose Campaign Banner by clicking on Image

—

|2:7=] Creative selection
ML= Create your creative for campaign

Folder Mame | Banner_Images v

Click on mage 10 2elect

Creative Library

©1

DEALER
INFORMATION

14



Building a Campaign
STEP 1: DEALER INFORMATION

Review DEALER INFORMATION and HOURS are correct.

Click Save & Continue
to move on to the next
step.

Click Save & Close to
save this campaign
and work on it later.
(The campaign will be
under Pending
Campaigns on the
dashboard.)

Click Close to close the
Campaign without
Saving.

Dealer Information

Review your Dealer information and hours of operatlon to ensure every‘mlng is cormrect.
Mote:If changes made to section, it only applies to this campaign. If you need to make permanent changes, contact PHQ.

Dealer Name* [Aspen RS Nissan | Logo:*

| Change Image

City:*|San Diego |
State:* | California ~|

Address;* |‘ID43‘I ‘Wateridge Cir Ste 200

- |[021215774 |
" (OO0UKUK)

|soaoooooon

(HO-X0-X0000)

|zo0ooo0000

(X00E-YOXK-XXXK)

Email Address:* |test@test.com

Zip Code

Phone:*

Fax:*

Website:* [www.testcom

Contact Us URL:" [www.testcom

Sales Hours

-

;
;
o
:

Tue *

@
-4 4

-

Click "Save & Continue” to save your information and move onto the next step of building your email.
Click "Save & Close” if you want to save your progress and come back ater to continue building your email.

Save & Continue Save and Close

"Top

[‘Lj DEALER
STER INFORMATION

You can select
different images
for Logo by
clicking on the
Change Image
Button.

15



Building a Campaign

STEP 2: OFFERS

CREATE CAMPAIGN OFFER:
This screen allows you to create your Campaign Offers by selecting
vehicle images/coupons.

Click ‘Browse’ button to select vehicle image.

Lﬂ_;:ﬁ Create Campaign

o-: Select campaign offers and/or mes=zage Indicates required fields

Create Campaign Offer

E Please be sure to customize each offer for this campaign.
STEP 2 DFFEHS
Purchaset Purchase?
Campaign Name Super Sales
Campaign Offer No 2

Vveniclz mage *

Click "Save & Continue” to save your information and move onto the next step of building your email.
Click "Save & Close” if you want to save your progress and come back later to continue building your email

SRR

B2 orrers

&

16



Building a Campaign

STEP 2: OFFERS
CREATE CAMPAIGN OFFER:

1) Pull Drop Down to select Category

B2 orrers

Lu—z Creative selection
J Create your creative for campaign

Folder Name | <—Select—=

Click on image to =elect

Interior_lmages

Creative Library t}:ﬁii:gL:?ne;gI;nsages

* Indicates required fields

17



Building a Campaign
STEP 2: OFFERS

2) Images of vehicles will appear, click on Image to select TET

—

_J Creative selection E 2
==| Create your creative for campaign * Indicates required fields
STEP nF FEHS-

Folder Name |Model_Line_Images  |v|
=—Select—= 4

-

Click on image to select

Creative Library

Year: 2010

370z_Coupe_Featured

370z_Coupe Cube Murano Sentra Versa_Sedan




Building a Campaign

STEP 2: OFFERS
CREATE CAMPAIGN OFFER: et
Fill out required additional information
Continue creating offers until you are at the last offer, then Click Save & s34 2nFFEHs
Continue to go on to the next step e

Create Campaign Offer

E l Please be sure customize each offer for this campaign by clicking through the tabs shown here.
STEP 2 UFFEHS
k=
Leasel Lease? Lease3 Leased
Campaign Mame test
Campaign Offer No 1

Vehice Image
Vehicle Year * 2010

Vehicle Make * |Inﬁ|mi |

Vehidle Model * | |

Financing Rate *

Financing Terms *

Monthly Lease Payment
Lease period in mant

Initial Lease Paymen| *

Financing Disclaimen *

Lease Disclaimer \ /

Click "Save & Continug” to save your information a
Click "Save & Close” if you want to save your pro

SRR

ove onto the next step of building your email
and come back later to continue building your email.




Building a Campaign

STEP 2: OFFERS
CREATE CAMPAIGN OFFER: -

B2 orrers

&

**For Purchase offers, follow the same steps as the Lease offers...

Lease1 Lease? Lease3 Purchase1 Purchase?

Campaign Mame  Test
Campaign Offer

Mo. .

Vehicle Image *
Vehicle Year * 2010

Vehicle Make * Missan

Yehicle Model * Altima Sedan
MSRP * 519,990

Image Description | Altima Sedan




Building a Campaign
STEP 3: LIST SELECTION

This step allows you to set your parameters for customers to e-mail. You can select
customers in the current database or upload your own lists (please view guidelines for

Imported Lists.)

Once selection has been made, click Save & Continue.

Customer Selection Source
Select category of who you would like to email.

Data Source Owners
[JHandraisers
[1Previously Loaded Prospect(s)
[INew Praspect List(s) |

ile Radius from Dealer

Customer Vehicle Criteria Add new

H Browse ] Import List Import Guidelines &
Format

Leave blank to select ALL or specify a Make, Model and/or Year.

Make Model Model Year From Model Year To

Al v [ ~| | v X

Sales Criteria

Include = ALL or Select Exclude to apply additional filters.

Include Exclude
® O SoldVehicles Mew  [¥] PreQwned

Mote: Customer vehicle criteria selections are not required. If no selections are made, then all eligible customers based on the above criteria will be
included. If selections are made, this will limit the number of eligible customers for the campaign.

Customer Count Calculation

Customer count for above selection criteria: Calculate

Mote: Customer count includes Owners, Handraisers and Previously Loaded Prospects with valid email address only. Count does not include
new prospect list(s) that may have been loaded for this campaign_

Click "Save & Continue” to save your information and move onto the next step of building your email.
Click "Save & Close™ if you want to save your progress and come back later to continue building your email

A 3 LIST
arer SELECTION

CUSTOMER SELECTION SOURCE

-This section lets you choose which lists to upload.

Check Box to select type of list.

For a New Prospect List, click the ‘Browse’ button and upload
your list.

Select Mile Radius by clicking drop down.

*CUSTOMER VEHICLE CRITERIA

-This section allows you to pick certain Makes and Models.
Click the Drop downs to make your selection.

Select vehicles by Make, Model, Year, and Mileage
**Click ADD NEW to add another vehicle make™*

SALES CRITERIA
-This section allows you to pick from either New or
PreOwned Vehicles for Sales Customers

CUSTOMER COUNT CALCULATION
This section gives you a customer count based upon your
selections. Click on the ‘Calculate Button.’

21



Building a Campaign

STEP 4: REVIEW & ORDER

This is the last step to building a campaign. This is the Summary page of the
campaign which allows for editing and previewing.

LIST
SELECTION

Campaign Information )
.5TF-F 3

To Edit or Preview, click buttons. A new window will appear when you click Preview with the
campaign.

To change Images for Header Image, Logo, click
Edit and the ‘Change Image’ buttons will appear.

Campaign Information

Campaign Name: Dealer Message with Image Nissan Demo

Preview

Email Subject Line: It's easierthan everto get a new Nissan at##DealerMame##

Pre-header Text: Limited time offers from ##0ealerMamess:. Visit ##0ealerMamets today.
Email Headline: Come check out our exclusive offer only for our Valued Missan customers!

Campaign Banner Image: titan_frontjpag

Loge: Missan_logo JPG




Building a Campaign
STEP 4: REVIEW & ORDER

After you click ‘Edit’ the ‘Change Image’ buttons will appear. Select the button
and you will be taken back to the Step 1 Image Library. Select your new Image
and when you are back in this screen, select the ‘Update’ Button.

) 4 REVIEW &
o ORDER

Campaign Information

Campaign Name:

Email Subject Line:

Pre-header Text:

Email Headline:

Campaign Banner Image:

Logo:

|Dea|er Message with Image Missan Demao |

| It's easier than everto get a new Missan at #FDealerMame## V|

| Limited time offers from #FHDealerMames®. Visit ##DealerMamed# t v|

Come check out our exclusive offer only for our Valued Missan
customers!

titan_frantjpag

Missan_logo JPG

©

Change Image

Change Image

23



Building a Campaign
STEP 4: REVIEW & ORDER

Review & Verify DEALER Information is correct. If needed, click ‘Edit’ and

‘Preview’ to review and make necessary changes.

Dealer Information

Dealer Name:
Street Address:
City:

State:

Zip Code:
Phone:

Fax:

Email Address:
Website:
Contact Us URL:

Hometown Nissan

123 Main Street

Anytown

MY

98765-4321

8885551212

8880000000
dealer@hometownnissan.com
hitp:ihwww hometownnissan.com

http:ifwww. hometownnissan.com

Sales Hours
Sunday Closed To Closed
Monday 900 AM To %00FPM
Tuesday 900 AM To %00FPM

Wednesday 900AM To %00FPM
Thursday 900 AM To %00FPM
Friday 900 AM To 9:00FM
Saturday 900 AM To 900FPM

m Preview

TEF 4
STEP

REVIEW &

ORDER

24



Building a Campaign
STEP 4: REVIEW & ORDER

Review & Verify offer templates are correct. Click ‘Edit’ and ‘Preview’ to review -
and make necessary changes.

i REVIEW &
Offers o 4 ORDER

Purchase 1

T mEm

Dealer Message: Special offer on our Featured Vehicle the 2010 Missan Murano. Come into Hometown Nissan to find out more!

Purchase 2 \

Vehicle Image: Muranojpg

Image Description: NA

25



Building a Campaign

STEP 4: REVIEW & ORDER

Review & Verify list selection criteria is correct. If needed, click ‘Edit’ and make
changes to parameters.

List Selection Criteria

(

El

<
List Selection Criteria
) ) Rz REVIEW &
7 b=

Data Source: Owners
Radius: All
Sales: Include Mew and Preowned vehicles
Customer Vehicle Criteria: Make: All & Model: All
Customer Count: 0

Seed List
This is a list of Dealer personnel e-mail addresses who will receive the e-mail campaign as if they were a customer.

To add an e-mail, select ‘Add New Seed.” Image below will appear. Fill out Seed Information and click ‘OK.’

Seed List

This is a list of email addresses of people within your Dealership who will
receive the email as if they were a customer in your chosen database.
This gives you a live confirmation that your email went out the specific time
it was delivered and that it looks the way you wanted it.

DO NOT CLICK through on these emails or your tracking
will be skewed.

Add New Seed

First Last

i Cance
e-mail Delet - —
Name Name

Bob Missan bobnissan@hometownnissantestcom 3

26



Building a Campaign

STEP 4: REVIEW & ORDER
Test Campaign L

Once you have verified everything is correct, you can now send yourself a
“Test Campaign’ before submitting your order. Type in the e-mail address that
you want the test campaign sent to and click ‘Send Test e-mail.’

Seed List Test Campaign ’ REVIEW &
STEP ORDER
Send yourself a test message now to receive a live preview of

This is alist of email addresses of people within your Dealership who will this email before you send it to customers.

receive the email as if they were a customer in your chosen database.
This gives you a live confirmation that your email went out the specific time

itwas delivered and that it looks the way you wanted it. E-mail Address: | K |

DO NOT CLICK through on these emails or your tracking
will be skewed.

Add New Seed

First Last e-mail Delet
Name MName
Bob Missan bob.nissan@hometownnissantestcom %

Send Now : &
Send Later: O | i

Send the campaign now or on at a later date. To Send Later,
select the calendar and pick your date.



Building a Campaign

STEP 4: REVIEW & ORDER

LAST STEP

To send your e-mail campaign, click ‘Submit Order.’ t
WARNING: You CANNOT make edits after you submit your order.

OR

) 4 REVIEW &
o ORDER

Click ‘Save & Close’ if you want to save your progress and come back later to
review , make changes and to send your e-mail.

Click "Submit Order" to send this email. WARHNING: You cannot make edits after you click " Submit Order".If you choose
the Send Now option, your Email will be sent IMMEDIATELY.

Click "Save & Close" if you want to save yourprogress and come back laterto r - changes, and send your email.
Back Save and Close m

Click ‘Submit Order’ to send
campaign to customers

28



Building a Campaign

After hitting Submit Order button, the following box will appear. Select Submit
Order if you’re ready for your order to be fulfilled.

b E REVIEW &

Submit Order Close

oo
e, el ORDER

29



Congratulations! Your Campaign is complete!

The following confirmation will appear. Please contact Program Headquarters as needed.

LLE—J Campaign Confirmation

Submit Complete

Congratulations! You have successfully submitted your campaign! Reference the Dashboard section of e-Strike to review campaign delivery
details, and be sure to check back after 24 hours to view campaign report details (Email Performance by List and Email Performance by
Domain). These reports will update daily, as new campaign information becomes available. If you have any questions, please contact:

Program Headquarters

Phone: (800) 429-6223

Fax: (800) 418-9351

E-mail: ContactNissan @ supportcenter.net

Done

© 2010 Nissan Dealer Direct Marketing | Powerad by ASPEN Marketing Services.

TO CHECK THE COMPLETED STATUS OF YOUR CAMPAIGN, ACCESS YOUR DASHBOARD AND
LOOK UNDER COMPLETED CAMPAIGNS AT THE BOTTOM OF THE SCREEN.

Completed Campaigns View All

Review your completed campaigns,get final report data and/or duplicate a previous campaign to use again.

Campaign Name Submit Date Category e-mail Count Preview  Copy Report Campaign
Summary
- i . .
Super Sales February 2/4/2010 251:59 FW  Sales 5900 " = Vigw Preview

30



Customization: Brand your e-Strike e-mail!

We’ll upload your web-ready creative at no additional charge.

« e-mail: ContactNissan@supporicenter.net with the images you would like loaded.

e Please follow the formats listed below:
 Jpg file format

« 72 dpi
» Image size may vary based on where you want to load the image:
« Banner: 592 x 147 pixels
» Vehicles: 280 x 151 pixels
» Dealer Logo: 173 x 96 pixels (You may choose your own Dealer Logo)

» Featured Vehicle Images: 592 x 257 pixels

Creative fees may apply for custom creative requests.
» Please contact your Nissan MSR for details.

31




E-mail Cleansing Service Included

Prospect lists are cleansed to ensure the highest delivery rates possible. The e-mail
cleanse process corrects e-mail addresses, such as:
customer@yaho.com TO customer@yahoo.com
noe-mail@noe-mail.com is flagged as a Bad e-mail and is sent off for e-mail
append.
Corrects missing or incomplete .com, .net suffixes.

32



REPORTING:

There are three reports that can be accessed within e-Strike
a) Performance by List
b) Performance by Domain

Reports can be viewed through 1) the Completed section on the Dashboard or 2) via the Reports link on

the top menu bar.

Completed Campaigns View All
Review your completed campaigns,get final report data and/or duplicate a previous campaign to use again.
§ ) § , Campaign
Campaign Name Submit Date Category e-mail Count Preview  Copy Report Summary
e A . .
Super Sales February 2/4/2010 25159 PM  Sales 5900 o = View Preview
e-Strikem ————
Dashboard | Campaign '|A{nin - | Reports | Help | \ N
. [ <

e-Strike Reports

Campaign Summary Reports

33



REPORTING Cont.:

Once in the reporting module, the reports will be listed by campaign name and sorted with most recent
deployed campaign on top:

| & Print @ Back Q Forward
start Date [1/1/2006 = End Date |4/29/2009 = ] Refresh |

4 4 I'. of1 b Pl | Select a format =] Export
o e-Strike™

Email Campaigns
Dat=ile

-} Email | £~ Subscribe

Start Date End Date  Template Type Emails Sent Performance By Performance By
List Domain

Spring Car Care 03/27/2009 04/29/2009 Service 3200 View View

Service 4 03/26/2009 04/29/2009 Service 4685 View View

& pril Specials 04/02/2009 04/28/2009 Service o268 View View

Page 1 of 1 As of 4/28/2009 4:23 PM

1) Campaign Name: List of deployed campaigns

2) Performance by List: Campaign performance at the list level
a. Report is available 24 hours POST campaign deployment

3) Performance by Domain: Campaign performance at the domain level
a. Report is available 24 hours POST campaign deployment




REPORTING: Performance by List

Results are at the campaign level for your DEALER. This report is available 24 hours post
campaign deployment. Because open rates are skewed by the preview pane and images being
turned on/off, this metric is not widely recognized within the industry as being reliable. It is
standard in the newer e-mail clients to have images turned off until the recipient either adds the
sender to a white list or the recipient turns on images. With images turned off, the transparent pixel
we use to track opens will not render and therefore will not track back as an open. Further, open
rates will be counted for e-mails seen in a preview pane with images turned on, even though the
customer may not have read the e-mail. Note, this report will be available to view 24 hours after
campaign deployment.

Commonly Used Terms:

Hard Bounce: E-mail that has bounced back to the sender undelivered without having been
accepted by the recipient's mail server. For example, e-mail addresses that no longer exist at the
domain or have been spelled incorrectly, such as customer @yaho.com instead of
customer@yahoo.com.

Soft Bounce: E-mail that has bounced back to the sender undelivered after it has already been
accepted by the recipient's mail server. For example, a recipient’s e-mail inbox is full or an “out of
office” notification is turned on.

Unsubscribe: A request by a recipient to be removed from future e-mail communications. This total
includes both clicks completed via the footer link, and by the recipient clicking the spam button
provided by his/her e-mail client.

Unique Click-Through: The initial process of a single visitor clicking on a
dvertisement and/or link and going to the advertiser's Web site.

35



REPORTING: Performance by List

Sample of a Performance by List Report:

o e-Strike™

List Criteria:

Campaign Performance by List

Campaign Name: Spring Car Care
Campaign response measurement is not complete until all data is received through 04/24/2009

Customer Source: Owners, Previously Loaded Prospect List(s)
Radius: All
Sales: Include New and Preowned Vehicles

Make: All & Model: All

¢+ Campaign Summary
Emails Sent: 4685
Dealer Mame: Hometown Motors Emails Delivered: 2716
Dealer Id: 48723 Emails Opened: 138
Campaign Name: Spring Car Care Click Throughs: 12
lemplate |ype: Senvice Total Bounces: 1968
Email Subject: Check out our current car care specials today! Hard Bounce: 111
Soft Bounce: i)
Date Sent: 0312542009 Other Bounce: 1788
Fesponse Dates: 03/25/2009 To 04/24/2009 Unsubscribes: 56

36



REPORTING: Performance by List

O e-Strike™

Campaign Performance by List

Campaign Name: Spring Car Care
Campaign response measurement is not complete until all data is received through 04/24/2009

¢ Campaign Summary

1 Emails Sent: 46585

Dealer Mame: Hometown Motors 2 Emails Delivered: 2716
Dealer |d: 43723 2 Ermails Opened: 128

Campaign Mame: Spring Car Care g5 Click Throughs: 1z
lemplate lype: Senice 6 Total Bounces: 1969

Email Subject: Check out our current car care specials today! ¥ Hard Bounce: 111

g Soft Bounce: ¥o

Date Sent: 032/25/2009 10 Other Bounce: 1788

Response Dates: 02/25/2009 To 04/24/2009 11Unsubscribes: 56

List Criteria: Customer Source: Ossners, Previously Loaded Prospect List(s)
Radius: All

Mote: Values that have underline are hawe drill
Sales: Include Mew and Preowned Wehicles down feature in order to see category features

Make: All & Model: All

1) Response Dates: Report details are for a 30 day period.

2) List Criteria: Customer selection criteria for the campaign results being displayed.

3) e-mails Sent: Number of e-mails deployed for this campaign.

4) e-mails Delivered: Number of e-mails delivered for this campaign.

5) e-mails Opened: Number of e-mails that have been opened.

6) Click Throughs: Number of customers who have clicked through content in the e-mail.

7) Total Bounce: Total number of e-mails that have bounced.

8) Hard Bounce: Total number of e-mails that have bounced back to the sender undelivered without having been accepted by the
recipient's e-mail server (i.e.: e-mail addresses that no longer exist at the domain).

9) Soft Bounce: : Total number of e-mails that have bounced back to the sender undelivered after it has already been accepted by

the recipient's mail server (i.e.: a recipient’s e-mail inbox is full or an “out of office” notification is turned on.

10)  Other Bounce: Total number of e-mails that have bounced back to the sender undelivered without having

been accepted by the recipient's e-mail server (i.e.: technical issues at customer’s e-mail server).

Unsubscribes: A request by a recipient to be removed from future e-mail communications.
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REPORTING: Performance by List
@ e-Strike™

Campaign Performance by List

Campaign Name: Spring Car Care
Campaign response measurement is not complete until all data is received through 04/24/2009

Emails Sent:

Dealer FMame: Hometown Motors Emails Delivered:
Dealer 1d: A48T23 Emails Opened:
Campaign Mame: Spring Car Care Click Throughs:
lemplate |ype: Service Total Bounces:
Email Subject: Check out our current car care specials today! Hard Bounce:
Soft Bounce:
Date Sent: 03252009 Other Bounoce:
Response Dates: 03252009 To 04242009 Unsubscribes:
List Criteria: Customer Source: (Owners. Previously Loaded Prospect List(s)
Radius: All

MNote: Values that have underiine are hawve drill
Sales: Include Mew and Preowned Wehicles down feature in order to see category features

Make: All & Model: All

Sample of e-mails Sent using drill down feature:

@ e-Strike™

Campaign Mame: Spring Car Care

Campaign Date: 03/27/2009

Details - Emails Sent

Customer First Name Last Name  Email Address Address City State ZipCode Home Phone Work Phone % .

ryme For privacy

Company South Jordan Utah 84095

Company Salt Lake City Utah 84117 B801-266-3054 B801-268-8863 F
reasons, First

Company Spokane WalleyWWashington 99212 519 5357738 N L

Company Kearns Utah 84118 B801-968-2045 B801-554-5686 ame ) aSt

Company Midvale Utah 84047 B801-548-5288 801-815-0203 Name, e-mall

individual Casper VWyoming 82609 307-421-1305 Add ress an d

Individual Spanish Fork  Utah 34860 B01-794-0675

Individual Murray Utah 84123 801-916-7701  801-818-0773

Individual west valley  Utah 84128 955-8258 913-8384 Add ress h ave

Individual Taylorsville Utah 84123 B801-347-1101

Individual Salt Lake City Utah 84128 B01-651-1364 b d

Individual ‘WWest Jordan  Utah 84084 B801-840-1581 B801-584-7125 een remove

Individual Draper Utah 24020 B801-523-1196  801-680-1050

Individual North Satt Lake Utah 84054 B801-588-3351 from repO rt

Individual Salt Lake City Utah 84116 B801-671-9835

Individual Salt Lake City Utah 84108 B01-581-9244 m pl

Individual Midvale Utah 24047 B01-255-7462 sa es.

Individual Murray Utah 84121 B801-598-0656

Individual Salt Lake City Utah B801-966-6226
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REPORTING: Performance by Domain

This is report is available 24 hours post campaign deployment. Domains are defined by the IP
address, a code made up of numbers separated by three dots that identifies a particular computer on
the Internet. All devices sharing a common part of the IP address are said to be in the same domain.
Identifying which domains your customers are using will assist in uncovering issues and trends that
are caused by domain-specific factors, such as filtering, blocking, e-mail client problems and
demographics unique to each domain.

Sample of Performance by Domain Report:

@ e-Strike™

Campaign Performance by Domain
Campaign Name: April Specials
Campaign Date: 04/02/2009

Domain Hame Sent Delivered Bounce % of Delivered by Bounce Rate Open Rate Click Through Rate UnSub Rate
Domain
MAHOO.COM 2188 2028 158 9277 % T.23 % 1.51 % 0.41 % 0.00 %
AOLCOM 1141 1108 33 97.11 % 2.89 % 5.87 % 0.88 % 0.00 %
HOTHAIL.COM 671 661 10 898.51 % 1.459 % 14.45 % 1.94 % 0.00 %
Isbcglubal.net 425 398 31 9277 % T7.23 % 6.53 % 210 % 0.00 %
MSN.COM 154 150 4 97.40 % 2.80 % 16.23 % 1.30 % 0.00 %
GMAIL.COM i i 1 98.72 % 1.28 % 1.28 % 0.00 % 0.00 %
IATT.MET i3 57 16 T72.08 % 21.52 % 12.33 % 0.00 % 0.00 %
comcast.net 47 40 v 85.11 % 14.359 % 0.00 % 0.00 % 0.00 %
IAMERITECH.NET 42 40 2 95.24 % 4.75 % 4.75 % 2.38 % 0.00 %
WOV AY . COM 16 o 16 0.00 % 100.00 % 0.00 % 0.00 % 0.00 %
Cther Domainz 431 350 21 81.21 % 18.79 % 16.94 % 6.28 % 0.00 %
Total 5268 4909 359 93.19 % 6.81 % 6.36 % 1.35 % 0.00 %

Domain: Domains are defined by the IP address, a code made up of numbers separated by three dots that identifies a particular computer on the
Internet. All devices sharing a common part of the |IP address are said to be in the same domain. ldentifying which domains your customers are using
will assist in uncovering issues and trends that are caused by domain-specific factors, such as filtering, blocking, e-mail client problems and
demographics unique to each domain.
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REPORTING: Performance by Domain
@ e-Strike™

Campaign Performance by Domain

Campaign Mame: April Specials

Campaign Date: 04/02/2009 1 2 3 4 5 6 7 8
Details

Domain Name Sent Delivered Bounce % of Delivered by Bounce Rate Open Rate Click Through Rate UnSub Rate

Domain

MAHOO.COM 2186 2028 158 G277 %% T.23 % 1.51 % 041 % 0.00 %%
AOL.COM 1141 1108 33 57.11 % 2.89 % 5.87 % 0.88 % 0.00 %
HOTMAIL.COM 671 6651 10 53.51 % 1.49 % 14 .45 % 1.94 % 0.00 %%
l=bcglobal.net 429 298 31 9277 % 7.23 % 5.53 % 2.10 % 0.00 %
MSN.COM 154 150 4 ST 40 % 2.60 % 16.23 % 1.30 % 0.00 %%
GMAIL.COM s Ty Gill 98.72 % 1.28 % 1.28 % 0.00 % 0.00 %
IATT.NET T3 16 TB8.08 % 21.92 % 12.33 % 0.00 % 0.00 %
comcast.net 47 z 85.11 % 14.89 % 0.00 % 0.00 % 0.00 %
IAMERITECH.NET 42 40 2 95.24 % 476 % 475 % 2.38 % 0.00 %%
WMYOWANAY . COM as o 15 0,00 %% 100.00 % 0.00 %o 0.00 %% 0.00 %%
Other Domains 431 350 21 81.21 % 18.79 % 16.94 % 5.26 % 0.00 %
Total 5268 4809 359 93.19 2% 6.81 % 6.36 % 1.35 % 0.00 2%

Domairn: Domains are defined by the IP address. a code made up of numbers separated by three dots that identifies a particular computer on the
Internet. All devices sharing a common part of the IP address are said to be in the same domain. ldentifying which domains your customers are using
will assist in uncovering issues and trends that are caused by domain-specific factors, such as filtering, blocking, e-mail client problems and
demographics unique to each domain.

1) Sent: Total number of e-mails sent to that Domain.

2) Delivered: Total number of e-mails delivered to that Domain.

3) Bounce: Total number of e-mails that have bounced.

4) % of Delivered by Domain: % of e-mails delivered to that domain using a calculation of Delivered / Sent.

5) Bounce Rate: % of total e-mails that have bounced for that domain. Uses calculation of Bounce / Sent.

6) Open Rate: % of customers who have opened e-mail using a calculation of Open Rate / Delivered.

7) Click Through Rate: % of customers who have clicked through e-mail using a calculation of Click Through
Total / Delivered.

8) Unsubscribe Rate: % of customers who have unsubscribed using a calculation of Unsubscribe Total /

DeIivered.




REPORTING: Performance by Domain

S-Striker Note: Val h derlined h drill d f '
@ ote: Values that are underlined have a drill down feature In
Campaign Performance by Domain d d | d 1 f 1
— - order to see category details and customer information.
Campaign Name: April Specials
Campaign Date: 04/02/2009
Domain Name Sen Delivered Bounce =2 of Delivered by Bounce Rate Open Rate Click Through Rate UnSub Rate
Domain
[ AHOO COM 2028 158 BZ.TT %% T.23 % 1.51 % 0.41 % 0.00 %
I OL. COM 1108 33 B7.11 %% 2.89 % 5.87 % 0.88 % 0.00 %
HOTKAIL. COM 661 ao B8.51 % 1.48 % 14.48 % 1.84 % 0.00 %
lsbcglobal.net 358 31 B2V % F.23 % 6.53 % 2.10 % 0.00 %%
MSN.COM 150 4 o740 % 280 % 16.23 % 1.20 % 0.00 %
GMAIL.COM FF a B8.72 % 1.28 % 1.28 % 0.00 % 0.00 %
lATT.NET SF 16 T8.08 % 21.92 % 12.33 % 0.00 %% 0.00 %%
comcast.net 40 i B5.11 % 14.89 % 0.00 % 0.00 % 0.00 %
I“MERITECH.MET 42 40 2 B85.24 % 476 % 476 % 238 % 0.00 %
WV OWVAS ICOM & o A& 0.00 % 100.00 % 0.00 % 0.00 % 0.00 %
Other Domains A 350 81 81.21 % 18.79 % 16.94 % 5.25 % 0.00 %
Total 5268 4909 359 93.19 % 6.81 % 6.36 % 1.35 % 0.00 %%
Domairn: Domains are defined by the IP address. a code made up of numbers separated by three dots that identifies a particular computer on the
Internet. All devices sharing a common part of the |IP address are said to be in the same domain. ldentifying which domains your customers are using
will assist in uncowvering issues and trends that are caused by domain-specific factors. such as filtering. blocking. e-mail client problems and
demographics unique to each domain.
& Print @ Back @ Forwarcll T Email | =7 Subscribe
|
o4 4 IL of 13 ] | select a format =1 Export
i D e-Strike™
*For privacy
Campaign Name: Spring Car Care H
reasons, First
Campaign Date: 03/27/2009 N L t
Detal Emails Sent by YAHOO.COM ame’ as
Customer First Name Last Name Email Address Address City State ZipCode Home Phone Work Phone Name e_mail
Type ’
Company Midwvale Utah 34047 801-548-6298 &01-815-0203
Address and
individual Spanish Fork Utah ‘B4660 801-T84-0675
individual Taylorsvile  Utah 24123 801-247-1101 AddreSS have
Individual Salt Lake City Utah 34128 B801-551-1364
Individual West Jordan  Utah 34084 801-840-1581 801-594-7T125 been removed
Individual North Salt Lake Utah 84054 801-599-3351
Individual Salt Lake City Utah 84108 B801-581-9244
Individual VWest Jordan  Utah 4084 B01-969-5913  801-280-4745 from report
individual Sic Utah 4117 801-2F7-7620
Individual Vest Jordan  Utah 84088 201-586-3358 8015454273 sampIES-
Individual Layton Utah 34040 B801-T71-8874 801-T76-5565
Individual Sandy Utah 34070 B801-571-8926 801-383-4018
Farmington Utah 84025 330-103%
West Jordan  Utah 84084 801-282-0128
West Valley  Utah 84120 B01-849-2462  B801-486-0144
City
Kearns Utah 34118 B01-913-7373  B801-262-5428
Holladay Utah 24117 801-949-7949  801-277-5813
West Valley  Utah 84119 B801-347-2666 801-604-9554
City




REPORTING: Tips

Each report view provides the following functionality:

1) Print capability
2) Back Button: Allows for you to go back to previous screen/page.
3) Forward Button: Allows for you to move forward to next screen/page.
4) e-mail: Option allows ability to e-mail report details.
5) Subscribe: Option allows for ability to schedule report to run at given day or time.
6) Refresh: Allows report to be refreshed.
7) Export Feature: Allows report to be exported to various format types by selecting
the format type and hitting Export.
1 2 3 4 5
&= Print @ Back @ Forwarl:ll % Email | =7 =Subscribe
S Refresh |
& < I:I of 1 |- =1 Select a format - Expc:r't?
Select a format
ML file with rep-c_ur't_data
O -svike SoY (epmima, dslimisd)
MHTML {(web archiwve)
Campaign Performance by Domain e
Campaign Name: April Specials Ll
Campaign Date: 04/02/2009




Dealer Direct

- Marketing

Program Headquarters
888-635-4836

43



