IN-HOUSE ADVERTISING

Simple Ways To Make Sure Your Shop Is “Top of Mind” With

Your Customers

You've just finished your customer’s vehicle,
‘_bui':-zdor}’t let a simple, cost-effective advertis-
ing opportunity slip away. We've used a
threetstep in-house advertising plan for
years, and we've always had a favorable
response from our customers. Here are the
nutsand bolts of the plan:

UNDERHOOD
STICKER

The first part of
our three-part
advertising
system is our
= underhood
E =  gticker. This
sticker is ap-
plied under the hood by
the technician on every car he works
on that doesn't already have one. We've found
that this sticker really helps get the car back in the
shop. When the customer opens the hood if he or she
has a problem, our sticker is right there in clear view
with our phone number and address. We also have
new customers come to us because they bought a car
that has our underhood sticker, and they know that
we've serviced the vehicle and have the history of the
vehicle.

To apply the sticker you first need to pick a highly
visible area, such as the core support, air box, strut
tower or the firewall. Use some brake cleaner on a
rag and wipe the area clean, then apply the sticker.
The stickers cost about $0.60 each.

INVOICE STICKER

The second part of our three-part system is our in-
voice sticker (see above sticker). This sticker is affixed
to every invoice after the service has been completed.
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After a vehicle is serviced and
the technician reviews our
list of free jobs (see check-
list on page 54), he then
chooses an appropriate serv-
ice. Each of these jobs nor-
mally takes less than three min-
utes. After finishing the service,
the technician writes it on the ticket

and hands it to the service writer, who then records
the service that was done at “no charge” in the blank
space on a sticker and affixes it to the customer’s in-
voice. This is always the first thing mentioned by the
customer when he or she picks up the unpaid invoice
to review the bill. It makes for a pleasant reaction |
when a customer gets more than they expected. Each
sticker costs about $0.50.
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BUSINESS CARD

The third part of
our three-part sys-
tem is our busi-
ness card. Each
paid invoice
leaves with one

of our business
cards attached. Our
business card is no ordinary
card; it’s a special plastic card that looks

and feels like a credit card, and our customers treat it
like a credit card. They place them in their wallets

Joe Stephens is the owner of Stephens Automo-
tive in Pafatine, IL, and a member of the Import-
Car Advisory Board. For the past 10 years,
Stephens has specialized in the repair of Toyota
and Lexus vehiclgs at his 6,000-square-foot
shop, staffed by three technicians and one serv-
ice writer. Stephens says fie’ll always make time
to falk shop with any shop owner; you can con-
tact him at joe@stephensautomotive.com.
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