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Keep your overhead low and use your own 
money to grow. 

Those have been the keys to growth 
for AutoRevo Ltd., a Dallas-based provider of 

software for selling cars online. 
The company offers vehicle dealers a single 

software system for marketing and selling cars 
on major automotive shopping Web sites such 
as eBay Motors, AutoTrader.com, CraigsList, 
Google and Cars.com. 

By Bill HEtHCoCk | Staff WRitER AutoRevo helps dealerships across the coun-
try design and customize their Web sites, man-
age the site’s content and, most important, get 
their inventory on the auto-shopping sites. 

Dealers can also track online traffic trends, 
the number of hits their sites get, the most 

AutorEvo Ltd. hAs hAd tripLE-digit rEvEnuE incrEAsEs for four yEArs running

driving AMBition: from left, Randy Roberts, Mark Hoffman and Chad 
Polk of autoRevo ltd. pose with cars from a dealership their company 
serves. autoRevo provides clients with software and a platform for market-
ing and selling vehicles on major automotive shopping Web sites.
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popular pages and what keywords are luring in 
users. They can collect lead information such 
as a prospect’s name, phone and e-mail address 
— and print window stickers. 

About 85% of vehicle shoppers turn to the 
Internet before they buy, and that number is 
growing, says Chad Polk, AutoRevo president. 

Previously, car dealers had to enter inventory 
information into individual auto Web sites. 

AutoRevo isn’t the first to create a system 
that allows dealers to enter inventory into mul-
tiple Web sites, but its system is the fastest 
growing and most comprehensive, Polk said. 

“We create a complete one-system ap-
proach,” Polk said. “It’s a centralized point for 
managing all of their inventory marketing. We 
were able to accomplish it through good use of 
technology.” 

AutoRevo’s platform is software-as-a-ser-
vice, or SaaS, and is built on Microsoft’s .Net 

infrastructure. Polk said he’s not sure how 
much market share AutoRev holds because the 
industry is such a niche market. 

Fast growth 
Founded in December 2003, AutoRevo 

has had triple-digit revenue growth for four 
straight years, including a 125% increase this 
year. It expects to rake in revenue of about $1.3 
million in 2007 and is projecting $2.4 million 
for 2008. 

About 550 dealerships use AutoRevo today. 
Dealerships pay $249 to $800 a month for the 
service, depending on the package of options 
they select. 

AutoRevo has 14 employees and plans to 
hire 10 or 11 more in 2008, based on the com-
pany’s revenue projections, Polk said. 

Polk is proudest of the fact that AutoRevo 
was started without borrowing venture capital 
and has grown without going into debt. The 
company was launched with just $85,000 in 
seed money and has funded its growth out of 
profits, he said. 

It’s important for startups to be patient and 
thrifty in the early days, said Mark Hoffman, 
chief technical officer. 

“We’ve learned to stay very focused,” he 
said. “The best advice we can give budding en-
trepreneurs is do everything you can (in-house) 
to keep your overhead low. Without doing that, 
we wouldn’t have been able to survive on next-
to-nothing in income.” 

Staying debt-free 
Polk, Hoffman and a third partner, Randy 

Roberts, started in a one-room office in West 
Plano, where they frantically wrote code. Now 
they operate out of a 5,000-square foot office 
at 7920 Belt Line Road in Dallas. Polk and 
Roberts were personal friends, and Polk knew 
Hoffman because both worked as consultants 
for Buchanan Associates, a Las Colinas infor-
mation technology consulting, professional 
service and outsourcing company. 

“The best thing we ever did was we didn’t 
load up the company with debt, and we didn’t 
go get VC money,” Polk said. “We’ve grown 
incrementally.” 

Moving forward, AutoRevo plans to con-
tinue reinvesting profits in the company and 
accelerating sales and marketing to get more 
dealerships to subscribe to the service, Polk 
said. 

AutoRevo’s growth has been fun to watch, 
said Greg Merritt, manager of the partner de-
velopment group for Fairfax, Va.-based Carfax 
Inc. The two companies work together to al-
low dealers to purchase Carfax Inc.’s vehicle 
history reports directly from AutoRevo-hosted 
Web sites. 

“It has been great working with them,” Mer-
ritt said. “It has been an interesting ride to 
watch Chad’s company grow, having partnered 
with them when they were just getting off the 
ground. They are very tech-savvy and very re-
sponsive.” 

A nicE ridE
coMpAny: autoRevo ltd.
BusinEss: Car dealership marketing software
AddrEss: 7920 Belt line Rd., Suite 450, 
Dallas 75254
 oWnErship: Private
top EXEcutivE: Chad Polk, president
EMpLoyEEs: 14
AnnuAL rEvEnuE: $1.3 million (2007); 
$2.4 million (projected, 2008)
phonE: 972-715-8600 
WEB: www.autoRevo.com


