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The offer
Ford’s current strategy pre-empts buyers with a same-day test-drive offer, but the activation budget is uncalibrated and the conversion path is not measured. We propose KEN to turn this into a closed-loop system: (1) Calibrate the in-market rate to Ford’s own buyers, so you know exactly how many are ready to buy this quarter. (2) Move the 60/40 brand-activation split from doctrine to Ford’s own data, so every dollar is spent where it works hardest. (3) Measure the test-drive conversion path in real time, so you can optimise the offer and the creative without waiting for dealer reports. This will lift in-store conversion from the category proxy of 6 percent (Urban Science, reported via Demand Local) to a measured Ford number, and cut cost per sale by reallocating spend to the channels that drive the most test drives. The work starts with a one-day calibration workshop on 2026-09-15, and the first live numbers are in your dashboard by 2026-10-01. No unapproved discount is applied; the proposal is priced at catalogue rates.
Where you are
1. In market rate. The category proxy for in-market rate is 5 percent (summitpartners.com), but Ford’s own rate is still calibrating. The value in play is the proxy, not a measurement of Ford’s buyers.
1. Conversion path. The category proxy for in-store conversion from digital is 6 percent (Urban Science, reported via Demand Local), but Ford’s own path is not measured. The test-drive offer is gated behind a same-day appointment guarantee, but the conversion rate from invitation to test drive is unknown.
1. Current strategy. Ford’s active strategy shifts 50 percent of the USD 4,000,000 budget into activation, funding paid search and CTV that serve the test-drive invitation the moment the buyer types 'safe family SUV' or 'best EV for new drivers'. The offer is the test drive, not the car, and the creative shows the buyer in the driver’s seat, not the vehicle specs (strategy run 51aedaeb-6b6c-4e2b-a315-349050f1c488).
1. Brand activation split. The category proxy for brand to activation split is 60/40 (deepmarketing.it), but Ford’s own split is not calibrated. The current strategy shifts 50 percent of the budget into activation, which is inside the tolerance band of the 60/40 rule (RULE-BRAND-ACTIVATION-6040).
What changes
1. In market rate. Ford’s in-market rate moves from the category proxy of 5 percent to a measured Ford number, so you know exactly how many buyers are ready to buy this quarter.
1. Conversion path. The test-drive conversion path is measured in real time, so you can optimise the offer and the creative without waiting for dealer reports. In-store conversion lifts from the category proxy of 6 percent to a measured Ford number.
1. Brand activation split. The 60/40 brand-activation split moves from doctrine to Ford’s own data, so every dollar is spent where it works hardest.
How we do it
1. Move 1. Calibrate Ford’s in-market rate to its own buyers, so you know exactly how many are ready to buy this quarter.
1. Move 2. Measure the test-drive conversion path in real time, so you can optimise the offer and the creative without waiting for dealer reports.
1. Move 3. Optimise the 60/40 brand-activation split to Ford’s own data, so every dollar is spent where it works hardest.
Why us
KEN is the only agentic operating system that calibrates marketing laws to your own buyers, so you can plan against your own numbers rather than the category proxy. (: Dealers should protect the test-drive experience, because most new-car buyers say the test drive alone is what sold them the vehicle.)
Commercial terms
	Item
	Quantity
	Term
	Amount

	Calibration Programme: The measurement layer. Every marketing law carried as a parameter with a status of proxy, calibrating, measured or drifting, moved off the textbook by observations fro
	1
	12 months
	$36,000.00

	KEN Core Licence: The agentic operating system. The kernel, the brain, the front door, the run ledger and the evidence rule, so Ford can see the test-drive conversion path in real time and o
	1
	12 months
	$114,000.00

	Total, 12 months
	
	
	$150,000.00


Amounts in US dollars, exclusive of tax. The database computed every figure in this table from the catalogue. No amount here was written by a model.
The first move
A one-day calibration workshop on 2026-09-15, where we agree the burning platform and the preconditions for success. The first live numbers are in your dashboard by 2026-10-01.
What we are assuming
1. Ford’s marketing team will grant KEN access to its paid search, CTV and dealer locator data, so we can measure the test-drive conversion path in real time.
1. Ford’s dealers will share test-drive appointment data, so we can close the loop from invitation to sale.
1. Ford’s leadership will act on the calibrated in-market rate and the measured conversion path, rather than defaulting to the category proxy.
1. No rivals of Ford’s own are recorded in the brain, so we assume none are material to this proposal.
Risks we can see
1. Dealers do not share test-drive appointment data, so the conversion path remains unmeasured. Early warning: No test-drive data appears in the KEN dashboard by 2026-10-15.
1. The calibrated in-market rate is lower than the category proxy, so the activation budget is reduced. Early warning: The in-market rate calibration shows a number below 5 percent.
1. The measured conversion path shows the same-day appointment guarantee is filtering out serious buyers, so the offer needs to change. Early warning: The test-drive conversion rate from invitation to appointment is below the category proxy of 40 percent (Four Eyes, reported via Demand Local).
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