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The Grudge Match was a great prospecting tool 
and phone training system. I look forward to all 

the future sales we will get from the week.
- Jay Carley, GM of first-ever Grudge Match 

winning dealership, LHM Toyota Peoria



In June 2014, Car Wars pitted two rival dealerships, Larry H Miller’s Toyota 
Peoria and Van Tuyl’s Midway Nissan, against each other to create the first-
ever Grudge Match. The Grudge Match created an exciting, fun atmosphere 
at each dealership, but the end results had even bigger implications: All it 
takes to make a team better on the phone is a little inspiration, competition 
and relentless utilization of a feedback loop that shows them how they’re 
doing. 
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CASE STUDY

      ar Wars is a first-of-its-kind competitive scoreboard call tracking platform that puts 
dealers in a head-to-head competition to drive more appointments into the store. We 
chose two huge rivals participating in Car Wars to compete in the Grudge Match, making 
them eligible to win prizes including trophies, vacations, and of course, bragging rights. 

The week of the Grudge Match saw phones ringing off the hook, salesmen running 
around the showroom floor, and managers looking for every opportunity to win more 
points. 

Though LHM Toyota Peoria ultimately took home the win, both dealerships had 
outstanding weeks. Without any increase in ad spend or special training of car salesmen, 
both dealerships booked a record number of appointments due to the Grudge Match.  
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DEALERSHIPS BEFORE 
GRUDGE MATCH

DEALERSHIPS DURING 
GRUDGE MATCH

requested 
appointments 
each week.

Secured a 
quarter of those 
appointments.

requested 
appointments.

secured appointments.

BOOKING RATE

The improvement to the right took only one week. The match exposed the true 
potential of these sales teams with just a little motivation and friendly 
competition.

That’s more than                                    

                             their  typical number of 
                             booked appointments.
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Picking up

                                    calls                
                                    within a 
                                    few rings.

Picking up about

                          calls within a 
                          few rings.

WEEK BEFORE THE 
GRUDGE MATCH

WEEK OF THE 
GRUDGE MATCH

LHM Toyota Peoria may have taken home the massive trophy for the Grudge Match, 
but Midway Nissan’s results show that a dealership doesn’t have to win to make an 
improvement at their dealership. The Grudge Match competition and an almost 
obsessed utilization of Car Wars sparked Midway’s sales team to pick up those phones 
and set those appointments.

What’s most stunning about these numbers is not their sheer volume (which IS impressive), 
but the quality of the calls. Because the Grudge Match motivated salesmen to pick up 
the phones and help customers more rapidly, the number of set appointments rose 
dramatically.

During the Grudge Match, they followed up on soft 
appointments 4x more than they did the week 
prior.
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JUNE

GRUDGE MATCH

4x
647

200



      Grudge Match benefits salesmen on an individual level, too. The top-performing 
salesman of the entire match was Cody Smith from VT Midway Nissan. 
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Cody Smith set the standard on the phones, bringing in the most individual points and 
even came in on his off days to help his team. Not only did he improve call volume, he 
focused on the quality of those calls. His hard work drove his customers to post great 
reviews about him on the dealership’s website. 

For a salesman to be successful on the phone, it’s all about having good numbers across 
the board. This includes requesting and securing appointments, connecting outbound 

calls, following up with customers and picking up the call quickly.
Smith’s hard work and his tireless utilization of Car Wars reporting earned him an all 
expenses paid Caribbean trip for two.
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The quickest, easiest way for a dealership to increase its bottom line is 
to get better on the phone. Grudge Match proves what can happen 
when dealers focus on phone skills, quality outbound calls, and 
on making the appointment on every call.
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Interested in seeing success like this at your dealership? 
Start booking more appointments with Car Wars.

Already using Car Wars? Enter your dealership into the 
next Grudge Match to see who Owns the Phone.

GET A DEMO

ENTER YOUR DEALERSHIP
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http://www.carwars.com/cw/index.cfm
info.carwars.com/grudge-match

