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OBJECTIVES & LEARNING AGENDA

To get current Toyota owners to stick with Toyota and help them find their perfect next Toyota.
Owners modeled to be in market for a new vehicle are guided through a personalized
approach to the shopping and buying process.

» Is the content engaging to the user?

» Is the content visually appealing to users?

» What other information would a user want in this email?

» Are users reading the content?

- What content are the users focused on?

* Do these emaills provide enough information to guide a user down the purchase
funnel?

- How many types of vehicles are users thinking about?



TEST ENVIRONMENT

Sticky is an eye tracking & emotion measurement platform. We quantify the view-ability of creative content by
capturing where users look & survey responses. Users understand they are not viewing the email in an email
client application and that their clicks are tracked but they won’t be taken out of the email testing experience.

» Test platform: Sticky by tobiipro
* Audience size: 33 qualified test results out of panel of 280
» Audience criteria:

o Live in North America

o Age 18-60

o Gender M/F

o Toyota Owners



EMAIL



LEASE OFFER OPTIMIZATION EMAILS

SHOP (Challenger) 3V Offers



IMK — SHOP
(Challenger)

Overview
Email Overview

* Personalized experience that encourages Toyota owners to
identify their VOI or self-identify that they are not in market.

- Communication serves Toyota owners their top four
migration model vehicles.

Cadence/Sent

- Sent at the beginning of each month.

Mobile Desktop
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IMK — SHOP
(Challenger)

Engagement Results
« Content below the fold received the least amount of

interest but users did scroll down to see the entire email.
» Users focused on the Prius call-to-action, followed by the
Tundra call-to-action, and the animated gif module’s call-

to-action.
» Users also clicked the YouTube button in the social

media module.



IMK - SHOP
(Challenger)

Heatmap Results
- Users paid attention to the headline (1.9 seconds)

and Prius vehicle image (4.9 seconds) the most.

* These top two areas have the highest impact and are
the top areas of interest.

» After the headline and Prius vehicle image the user
scrolled down and skimmed (read the text quickly to

get a general idea of the meaning.)



IMK - 3V

Overview

Email Overview

 Designed to drive dealer traffic and sales by featuring a
strong retail message and relevant product information.

- The communication features a consumer’s top three
migration models, local offers and preferred dealer.

Cadence/Sent

+ Sent mid-month (excluding Sales Event months
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Lease: Excludes official fees, taxes and dealer charges.
fodel 6252 $389 / for 36 months 52999 DUE AT SIGNING. NOT ALL CUSTOMERS WILL QUALIFY.

signing includes DOWN PAYMENT of $2000 and FIRST MONTHLY PAYMENT of $389. Security deposit
required with exception of prior Toyota Financial (TFS) financing ‘andjor TFS tier rating in which a security
deposit may be waived. Tax, title and license are extra. Based on Mode! 6: 930 including delivery,
processing and handling and NET CAPITALIZED COST of $25,685. Excludes offcial fees, taxes and dealer charges.
LEASE END PURCHASE OPTION is $14,803 plus tax, ttle and license. Customer is responsible for disposition, excess
wear and tear foes, and $.15 per mile over 12,000 miles each year. Dealer participation may affect final negotiated price and
applicable taxes. Monthly payment may vary depending on final price of vehicle and your qualifications. Must take delivery
from dealer stock. Dealer sets final price. Offer valid 04-03-2018 through 04-30-2018 in AR, L OK, TX only. See dealer

hicle and least
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Finance:
11.9% Annual Per

2018 86 through Toyota Financial Services. Higher rates apply for customers with lower credit ratings. Specific vehicl
subject to availabillty. APR may not be combined with any ofher Customer Cash or lease offers. Monthly payment for
$1000 financed is $14.71. Must take retail delivery eale al actual price. Offer valid 04-0
through 04-30-2018 in AR, LA, MS, OK, TX only. Contact participating dealer for details.

Cash Back:

4500 Customer Cash from THIS on a new 2018 86. Customer Cash is not available with Special APR or Lease offrs. Must
ery from doaler stock. Daaler sets final prico. Ofer vald 04-03-2018 through 04-30-2018 i AR, LA, MS, OK, TX.

Gontact participating dealer for detals

C-HR
Lease: Excludes official fees, taxes and dealer charges.
“Lease a new C-HR XLE Model 2404: $18 36 months / with S: UE AT SIGNING. NOT ALL CUSTOMERS WILL
QUALIFY. Amount due at signing includes DOWN PAYMENT of $2000 and FIRST MONTHLY PAYMENT of $199 (includes
$500 deduction from either all or a combination of Toyota Motor Sales Toyota Financial Services or Gulf States Toyota).
urity deposit required with exception of pri Financial S (TFS) financing history and/or TFS fier rating
which a security deposit may be waived. Tax, fille and license are exira. Based on Model 2404 TOTAL MSRP $23.780
ing and handling and NET CAPITALIZED COS 0,466. Excludes offcial fees, taxt
ASE OPTION is $13,317 plus tax, title and license. Customer is resi
oss fees, and $.15 per mile over 12,000 miles each year. Dealer participation ma
negotiated price and applicable taxes. Monthly payment may vary depending on final price of vehicle and your g
Must take delivery from dealer stock. Dealer sets final price. Offer valid 04-03-2018 through 04-30-2018 in AR, LA, MS, OK,
X only. See ealer for v m detai

Yaris

11.9% Annual Percentage Rates (APR) for 72 months UALIFIED CUSTOMERS who finance a new 2018

Yaris through Toyota Financial Services. Higher rates apply for customers with lower credit ratings. Specific vehicles are

subject to availability. APR may not be combined with any other Customer Cash or lease offers. Monthly payment for every
0 financed is $14.71. Must take retail deli tock. Dealer sets final actual price. Offer valid 04-

through 04-30-2018 in AR, LA, MS, OK, TX only. Contact participating dealer for details.

Please do not reply to this emal. This is a post-only, outbound email. We will be unable to respond to your reply.
This Toyota marketing communication is intended for residents of the United States only.

1f you have questions or concerns about this email or Toyota Marketing, please use the links below.

Unsubscribe | Manage Preferences | FAQ | Contact Us | Your Privacy Rights

©2018 Toyota Motor Sales, U.S A
Attn: TMNA Marketing, P.

Desktop
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IMK - 3V

Engagement Results

» Users spent 3.5 seconds on the hero module and read the
copy.

» Users skimmed (read the text quickly to get a general idea of
the meaning) the body copy module under the hero module.

» Users only skimmed through the lease offer copy for the top
two venhicles.

» User attention dropped off at the Yaris body copy and lease
area. Users spent 0.4 seconds on the vehicle image, 0.9

seconds on the copy, and 1.4 seconds on the lease offer.



IMK - 3V

Heatmap Results

* These top two modules have the highest impact and are
the top areas of interest.

* The C-HR module areas received the second amount of
attention in the email.

» Users scrolled down to see the entire email then

skimmed through the content that interested them.



IMK - SHOP (Challenger) and 3V Offers

Survey Results

(Shop) When we asked users what they would like to see in this email: 49% of users said they
want to see photos of interiors, 37% want to see different angles of the cars, 22% want to see
action shots of cars being driven, 15% of users want to see people in the cars in real life, and 38%
of users stated the emaill is fine as is.

(Shop) When we asked users if there is any additional shopping content that would interest them,
within the email: 61% of users said they want a competitive comparison tool, 43% want a Kelley
Blue Book vehicle value page, 40% want to see local dealership information, and 38% would like
a link to Toyota awards and accolades page.

(3V) On the 3V email we asked the users how important are local vehicle deals and financing
options, when shopping for a new vehicle: 65% of users said financing options are very important,
26% say that it’'s important, 7% are neutral about it, and 3% say financing options aren’t important.



IMK - SHOP (Challenger) and 3V Offers

Survey Results

When we asked users to describe the emails they have seen, overall: 60% of users said the
emails are interesting, 24% called the emails helpful, 11% called the emails generic, and 5% of
users called the emails overwhelming.

We asked users what type of information they would like to see more of in the emails: 47% of
users want to see upcoming vehicles, 44% want to see more images of vehicles, 43% want to see
offer details, 36% would like to see specific vehicle trims, 24% are interested in additional
dealership locations, only 5% stated none of the above.

Our last question to users had them answer in short answer form, we asked users if there are any
other pricing or vehicle information you'd like to see in these emails. 66 users, 27.7% said no, 27
users, 11.3% said none. 2.1% or 5% of users said N/A, 1.7%, 4 users said nothing, 1.3%, 3 users,
said MSRP, 0.4% or 1 user said “350007, 1 user said there is good information regarding pricing, 1
user said local dealership information, and 1 user said “all.”



IMK - SHOP (Challenger) and 3V Offers

Key Findings & Recommendations

« 49% of users want to see interiors of
vehicles and 37% want to see different
angles of the cars.

* Most users, 61%, want to see a
competitive comparison tool and 65%
of users say that financing options are
very important.

» 43% of users want to see a Kelley
Blue Book vehicle value page.

 Feature interior photos and different

angles of vehicles in both emails.

* Link to a competitive comparison tool

in the Shop email, for example:
comparing pricing information between
OEMSs, comparing on safety
information, consumer ratings, and
warranty information.

- Show KBB market range versus

MRSP in the 3V emaill.



