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Customer Success Stories

DealerRater information, commercials (linked from YouTube for SEM 
purposes), short-notice blogs and much more.

Facebook in particular has been a very useful tool for this client, especially 
because of their closely-knit, family-operated staff and loyal customers.  While 
the content of the website changes regularly, the content of the Facebook page 
can be increased, changed, or deleted as necessary on an almost daily basis.  
In addition, the Facebook provided yet another branding opportunity with a 
permanent URL that cannot be forgotten: www.Facebook.com/SunToyota. 

The Results
Within 60 days of launch of the new website, Sun Toyota saw an increase in 
targeted traffic.  For nearby cities, unique visits increased as much as 200% (for 
a single city).  From their most targeted cities, Port Richey, Clearwater and 
Pinellas Park, traffic increased 24.86%, 23.3% and 11.05% respectively.  Also, 
the website page rank has increased from 2 to 3 in that short time.  Since the 
inception of Rainmaker, Google indexed pages have multiplied from 250 in 
June to 523 in the first week of September 2009.

Furthermore, Sun Toyota has been able to scale back their paid search adver-
tising, or PPC.  It was initially scaled back to $4,000/month from $6,000/month, 
and is now at $0.  Through the organic optimization and marketing of Izmocars’ 
Rainmaker Program, Sun Toyota has been able to reap far more “relevant” 
traffic while reducing their marketing expenditures by $6,000/month from PPC.  
As of August 2009, Sun Toyota saw just shy of 500 leads from the website and 
Rainmaker efforts, and is currently enjoying a 4.78% conversion rate.

Finally, after the recent “Cash for Clunkers” government program, Sun Toyota 
came out as the #1 highest-paid Toyota dealership of all SET, which is com-
prised of over 200 Toyota dealerships. 

Lessons Learned
Working with Sun Toyota has proven to be an invaluable lesson in the value of 
the client relationship.  With a communicative, enthusiastic point of contact at 
the dealership, Rainmaker components have been simple and easy to imple-
ment.  With his assistance in providing content, especially for the Facebook 
page, Sun Toyota’s prognosis for growth is astounding.

The other obvious lesson to be taken away from this experience is that organic 
marketing through free, highly-trafficked channels such as Facebook can take 
the place of expensive PPC or paid search advertising, so long as the client 
relationship is maintained with fresh, new content on a regular basis.
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