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Executive Summary

WhatsApp is the dominant messaging channel in every market DOXA operates
in — Ireland (85% daily usage), the UK (75%+), and South Africa (97%
smartphone penetration). Yet the major automotive Al platforms were built for
the US market, where SMS dominates. This creates a structural gap: dealer
groups outside North America are using tools architected for the wrong
channel.

This whitepaper presents the data on why WhatsApp-first outreach delivers
fundamentally superior engagement, conversion, and ROI for dealership
customer re-engagement compared to email and SMS — and what this means
for your lead generation strategy.

The Channel Comparison

Metric Email SMS WhatsApp
Delivery rate 85-92% 95-98% 95-99%
Open rate 15-25% 85-95% 95%+
Response rate 1-3% 8-15% 35-55%
) 6-48 3-5 ,
Time to open ) 1-5 minutes
hours minutes
Conversational? No Limited Yes — native
Rich media support Limited No Yes — photos, docs, links
Al conversation capable No Limited Full conversational Al
GDPR/POPIA Built-in consent
. Complex Complex
compliance framework

The numbers tell a clear story: WhatsApp delivers 4-5x the open rate of email
and 10-20x the response rate. But the real advantage is qualitative —
WhatsApp is a conversational channel, which means customers can reply, ask



guestions, and engage in natural dialogue rather than clicking a link in a
broadcast.

Market Penetration: Why WhatsApp Wins Outside
the US

85% 75%+ 97%

Ireland — daily UK — daily WhatsApp South Africa —
WhatsApp users users smartphone
penetration

In each of these markets, WhatsApp is not just popular — it is the primary
communication channel for the majority of adults. It is how people talk to
family, friends, tradespeople, and increasingly, businesses. Reaching
customers on WhatsApp means reaching them in the channel they already live
in, rather than competing for attention in a crowded email inbox.

Speed-to-Lead: The 5-Minute Window

Research from DaveAl, validated by multiple automotive industry studies,
shows that responding to a customer enquiry within 5 minutes makes you 21 x
more likely to qualify that lead compared to a 30-minute response. After one
hour, lead qualification probability drops by over 90%.

This is where Al-powered WhatsApp outreach becomes transformative. When a
customer responds at 10pm on a Saturday, the Al responds instantly — with
automotive-native language that understands trade-in intent, vehicle
ownership context, and buying signals. No lead goes cold because a
salesperson was unavailable.



The Automotive Use Case

Database mining and re-engagement

A dealership's DMS contains thousands of past customers. WhatsApp outreach
with personalised messaging (customer name, their vehicle, your dealership
brand) achieves a 45-55% open rate and 8-12% active conversation rate. From
a database of 5,000 contactable customers, a single campaign can generate
50-80 active conversations and 15-25 qualified trade-in prospects.

Vehicle valuation via WhatsApp

When a customer expresses interest in trading their vehicle, DoxaConnect's Al
detects the intent and sends a branded valuation link within the WhatsApp
thread. The customer submits vehicle details, mileage, photos, and finance
status — all from their phone, within the same conversation. No other platform
combines WhatsApp Al outreach with integrated vehicle valuation in a single
thread.

Lead scoring and escalation

Every WhatsApp conversation is scored on a 0-100 intent scale. When a
customer's score crosses the escalation threshold, the sales team receives a
real-time alert with full conversation history and a revenue estimate. The
handoff from Al to human is seamless — the salesperson picks up a warm,
qualified prospect, not a cold call.

Why US Platforms Can't Compete Here

Impel, DriveCentric, and VinSolutions were built for SMS-first North America.
Bolting WhatsApp onto an SMS architecture doesn't work — WhatsApp requires
different rate limiting (to protect your Business API reputation), different
compliance frameworks (GDPR/POPIA vs US regulations), different conversation
design (conversational vs broadcast), and different integration patterns.

DoxaConnect was architected WhatsApp-first from day one. The entire
conversation engine, rate limiting system, compliance framework, and
reporting layer were designed for WhatsApp as the primary channel — not an
afterthought.



Getting Started

DoxaConnect can be live on your existing customer database in under 5
minutes. We ingest your DMS data, validate phone numbers, score prospects,
and launch your first WhatsApp campaign — all from one platform.

Contact us: sales@doxa.co - +353 1 908 1570 - doxa.co/products/connect
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