
A quick question: how many of you have read a book on 
marketing? Of those who have, how many of you have 
read more than one? Now consider, how did you become 
expert in repairing cars? Was it by studying one book or 
one task? Or by doing it many times over?

Now, more than ever, you need to focus on getting 
customers through the door. So how do you achieve 
this?

What makes you different?
Before you even think about advertising, you need to 
understand what exactly it is you are offering. Evaluate 
what equipment you have in the workshop and how it 
can be used. 

Do you have a jig in the corner that is getting little 
use? Could you market B2B and focus on doing heavy 
repairs? Do you have the necessary equipment (lifts, for 
example) to offer a “vehicle check service” to fleets that 
have had vehicles stood still for a long period? Could you 
provide “Covid-19 sanitisation cleans” to sterilise fleet 
vehicles to help other companies protect their staff.

Does your staff have transferable skills sets? Could 
the painters be providing a machine polish or valeting 
service for cars that have been immobile for long 
periods? MET and panel staff doing brake and tyre 
checks?

Think about the number of car dealerships that have had 
cars stood still for three months.

Are you family owned? How do you market that?

How you educate the customer on how you repair 
their car, step-by-step is more valuable than offering 
to pay an excess or “cash back”, for example. What 
to expect throughout this process will mean more to 
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them than “free estimates” and telling them “you care”. 
Demonstrating you care is much more valuable.

Your immediate concern at this moment is cashflow. 
Think about the “quick fixes” that will get cash flowing 
in your direction. Are you just fixing vehicles or are you 
providing a service that takes all the stress away after 
an accident?

Research your market?
You might have a unique selling point (USP) but who 
do you market that to? Have you researched the 
demographics of the area? Have you looked at what 
dealer franchises are in your area?

Research, test and measure. You can use Google 
analytics to help you do this.

Social media marketing
There are many different types of marketing you can 
do, but at this moment you need to be moving quickly 
and dynamically. Social media marketing can be free 
and useful, it can be paid for and have an impact, or well 
researched, well planned and used with a concentrated 
effort to obtain maximum potential.

Guess which I do for my business? All of them.

Doing something that is not polished is better than doing 
nothing. Doing something now with a quick boost of 
paid assistance on Facebook could get your post in front 
of people who may not have noticed you otherwise. 

The question is not “can you afford to”, but “can you 
afford not to”.

Whatever the question, the answer should be “yes”. 
Then manage it using a properly planned marketing 
campaign. If you are too slow, that potential customer 
will have moved on to one of your competitors.
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