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Website drives up car sales

B Dealers say customers
drawn by Mankato-based

MinnesotaCars.com have
an idea of what they want

By Dan Hienaber
Free Press Staff Writer

MANKATD = When Theresa
MeLaughlin decided it was time
to et her mext used car, it didnt
help her much to have car lots
in the area overflowing with
frade-ins.

She was looking for the car
that is to automobiles what the
Birack tape is to the music
industry. She was looking for a
station wagon.

could  have

The  guiest
involved several weekends

combing car lots throughout
southern Minnesota or the TéAn
Cities looking for the Mercury
Sable wagon that McLaughlin
really wanted. Or, worse, it
could have meant settling for a
vehicle she didn'Tt want,

But an Intermet business
started in Mankato five years
ago, called MinnesolaCars.com,
kept her from having to do
¢ither, The potentially daunting
job was reduced to several
clicks of a computer mouse, a
few telephone ealls and fwo
trips i Austin

“It was great; I didn't have to
waste time oF mileage or any-
thing." MeLaughlin said. “T only
had 1o look at the good possibil-
ities."”

MinnesotaCars.ecom  allows
customers Lo use the Internet to
check out thousands of new and
used wvehicles in a databaze
built up by private sellers and
more than 135 area dealerships,
Hundreds of new listings are
added each week

Using the Web site's mmré:ih
system, AR BATTOW r
search by bpe of vehicle, make
and model, yvear, price amd
mileage. Buyers can also enter
a zip ecode and namrow their
search to vehicles in an ares
ranging firom 25 miles away to
the entire region, which now
stretches into morthern Iowa.

That's an area owners Mike
and Jules Nulmﬁ;icentlf a:f-lfd
to their system uying a -
lar company there,
MinnesotaCars.com is a proj-
et the Nolans have been work-
ing on since 1665, when Mike
Malan still owmed a radio sta-
tiom in Mankato, He was already
working with local car dealer-
ships that brought ads through
the station. It was 1905 that he

Crunching the numbers

Here are a few statistics from
the MinnesodaCars com Wels
gite:

B Acvedniebe 15 viewsd every TS
secondls bebween & am and mad-
night.

B The sverage vist to the site
last= 12 minntes and 34 seconds,

B Mot Website hits carre dur
i the miighitinme bours when the
Coatone rit or office uring!

i hits, or office iz,
ecpual homee views,

B MinnesotalCars oorm has gore
firomn sverasing 10000 vehicle
views per month in 108 to more
thearn 240,000 views per month
W,

W There are mone: than 135 deal-
ers using the site and L1100 private
sellers buy ads each vear

talked five of them — Snell
Motors, Mankato Ford, Heintz
Maotors, Austin Ford and Dick
Ol=zon Motors of Madelia — into
spending about 300 each to
help get the Web site started,

“1 told them, “You've done
dumber things than this with
H400," Mike Molan =aid,

For Michae] Rstom, Mankato
Fard prezident, it was an easy
decision.

He was alveady looking for a
way to make hizs uzed vehicle
inventory available to Ford's

rate offices and other
erships through the Inter-
The same information used
for MinnesotaCars.corm ¢ould
also be used for that purpose.
And Molan is also willing to for-

o0
dea
net

ward the information to other

Internet competitors such as
Car Soup and the Auto Trader.

It doesn't bother Rstom that §

sOme  Customers,
MeLaughlin, out of town to do
business. He said he more than
makes up for it with the cus-
tomers who are dreawn to
Mankato by the service.

The Web site also helps
Mankato Ford by giving cus-
tomers a way to educate them-
sgelves about the vehicle they
want before visiting the dealer-
ship, he said. A high
of the people who inguire about
a wvehiele through Minneso-
taCars.com turmn into buyers if
they visit the lot, Abowt 350vehi-
cles were sold that way through
the dealership last year.

Molan creditz a decizion to
hire Jeff Van Hee as a sales
manager in 1887 for much of the

including

Jay Zabel is using Mankato-based MinnesotaCars.com to sell his Mercedes-Benz.

company’s rapid growth. Van
Hee, who owns 5 of the
company, has logged $38 million
in sales.

By far, 2002 was the biggest
year for growth, Nolan said. The
company has acquired the lowa
company that designed its soft-
ware, Molan has also started
publishing his own catalog to

compele with Auto Trader. His
Internet customers pay an extra
fee tor bee im the catalog, which is
sold at convenience stores.

Jay Zabel said he is using Min-
nesotaCars.com. along with
classified ads in The Free
Preszs, to sell his ear, which he
admits 15 a vehicle for which
there is only a small number of

potential buyers, He's selling a
1608 Mercedes-Benz with
about 136000 miles.

He hasn't received a single

call yet
"It kind of an esoteric car —
it’s not for everyone — 5o [ have

to have some patience,” Zabel
said. “T'm going to have Lo hit the
right perzon at the right time."



