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Stoneacre enhances 
engagement through 
Marketing Automation
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Digital Marketer at Stoneacre



Nurturing online leads 
with web tracking 
functionality to segment 
users and proactively 
respond to their of-the-
moment behaviours

“

“
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In the hot seat: 
Emma Fox,           
Digital Marketer

Company: 
Stoneacre

Focus: 
Understanding 
customers’ needs 
based on their 
individual website 
journeys – and 
delivering hyper-
personalised content 
as a result[SP1]  

Sector: 
Automotive

Size: 
2,900 employees 
based in 105 franchise 
UK outlets

Where 
were we?
Whether providing new and used cars or aftersales, 
Stoneacre has been a trusted automotive dealer 
since 1994, and currently turns over £1 billion per 
annum.

With 26 brands within the range – from 

‘first car comfort’ vehicles such as 

Suzuki through to aspirational models 

including Aston Martin – the nationwide 

organisation also has Triumph and 

Harley Davidson motorcycles available.

Being part of a fast-paced, customer-

centric industry, Stoneacre is no 

stranger to the importance of 

strengthening consumer relationships 

– both online and in-person. Therefore, 

our team recognises the vital nature 

of nurturing individuals throughout 

their own hyper-personalised journeys, 

because no single car-buying experience 

is ever the same.

Having previously been sending out 

one-way email comms to our contact 

base with very little segmentation, we 

wanted to do more to cater for every 

individual consumer and prospect. 

This was particularly important during 

the first UK lockdown in 2020 when 

all physical events – which typically 

play a huge role in the overall car 

buying experience – were temporarily 

suspended.

Recognising our nationwide showrooms 

were no longer available for shoppers to 

book appointments and drop-in, we had 

to work on clever ways to fill the void of 

face-to-face interactions but not dilute 

our customer-first approach – which 

meant we turned our attention more to 

the powers of online content.

However, the way to achieve this 

wasn’t via one-way comms because 

we recognised that consumers were 

keen to engage with ultra-relevant 

digital comms that responded to their 

of-the-moments interests. Although 

a challenge during a difficult climate 

– when customers’ needs were ever-

evolving – we knew that to drive online 

engagement, marketing automation 

would be required.
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What did we 
go through?
Beginning our research phase, we identified a few 

automation specialists but found their demonstrations to 

be quite complicated – the functionality appeared to be 

far too complex when speed was of the essence and so 

one by one, they were failing to tick all our boxes. That 

was until we came across Force24.

Taken through the platform by consultant Davey 

Hennessey, you couldn’t fault his knowledge. We also 

had Adam Oldfield [Force24 CEO] join us too so it was 

fantastic to have that level of service and accessibility 

from the get-go. Straightaway we saw how smooth 

and easy-to-use Force24 was and because it had every 

feature we wanted – and some additions we’d not even 

considered such as lead scoring – it was an obvious 

choice.

Of everything we were shown, the big ‘pull’ was its 

simplicity. With this tool we can create email builds in 

minutes rather than hours – with a straightforward drag 

and drop feature – all while still being able to ensure our 

content is hyper-relevant, ultra-personalised and full of 

information customers want to read, at a time they want 

to consume it.

Following the integration period, we soon created 

numerous journeys to target various customer groups – 

utilising real-time data – and that meant our messages 

were no longer being loosely received by all, but being 

sent to the right person, at the right time.
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Where are 
we now?
As well as having the capabilities to create dynamic email content 
swiftly – crafted and sent on the same-day if and when required – 
we’re able to nurture customers for longer with intuitive web tracking 
functionality.

Now, we can segment individuals and follow each 

person’s of-the-moment online behaviours because 

we’re understanding their digital journeys when 

they happen. From that, we’re providing even more 

support at various touchpoints because we know when 

to speak to them, and when to ease off so they can 

enjoy a more powerful customer experience. That has 

been a huge benefit for us, and the real purpose as to 

why we invested in Force24 in the first place.

Although we have numerous campaigns live 

throughout the year, a particular highlight centred 

on our popular ‘Jackpot’ events. Typically, we’d use 

these physical get-togethers as an opportunity to 

dress up our showrooms, and provide individuals with 

industry-leading offers and incentives throughout. 

Usually held quarterly, we had to hold-off on these 

during the various lockdowns.

However, once in-person bookings returned and 

restrictions eased, our first Jackpot event back 

benefited from a sophisticated email marketing 

automated campaign. And that alone led to:

• 404 customers booking themselves onto an 

appointment

• Generating 148 sales as a result

Because everything was done seamlessly via savvy 

automation, we also were able to invest the time 

we saved into converting customers, strengthening 

these relationships, and providing an all-round better 

experience despite being faced with a challenging 

climate.

In future, we’ll also be making more of Force24’s lead 

scoring feature. Previously, we’ve relied on open rates 

as our sole marketing metric, however, with this level 

of sophisticated engagement evaluation, we’ll be able 

to prioritise the hottest leads, feed this information 

into our sales team, and enhance our real-time 

interactions and tailored dialogue as a result.
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Summary 
With Force24, the possibilities are mind-blowing. The real benefit 
has been our ability to nurture website leads, meaning we’ll not only 
be speaking to customers and prospects on a more granular level, 
but we’re achieving a huge return on investment because we’re 
doing things swifter and smarter – at the click of a few buttons. It’s 
an exciting time to be talking to people through their individual car 
buying journeys and with marketing automation, we’re putting them 
in the driver’s seat every time[SP2].



Get in touch
If you want to talk about your marketing 
call us 0845 272 5990 or email  
info@force24.co.uk

Force24 Ltd, Office 2, Indigo Blu, 14 Crown Point Road, Leeds, LS10 1EL
0845 272 5990 - info@force24.co.uk




