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Rev Up Your Business: A Comprehensive Guide to Attracting More Customers for
Your Auto-Repair Workshop

This book will guide auto-repair workshop owners through the essential steps and strategies required to
attract more customers and grow their business. By implementing the tactics outlined in this eBook,
you’ll be better equipped to increase your workshop’s visibility, reputation, and customer base in today’s

competitive automotive industry.
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CHAPTER 01

UNDERSTANDING YOUR TARGET AUDIENGE

Identifying yourideal customer

Start by defining your ideal customer. What type of car owner are you aiming to
serve? Consider factors like age, gender, income level, and location. For example,
are you targeting busy professionals, families, or car enthusiasts?

Conducting market research

To gain a deeper understanding of your target audience, conduct market research.
This involves analysing industry trends, studying your competitors, and surveying
your existing customers to gather valuable insights.

Creating customer personas

Customer personas are fictional representations of your ideal customers. They help
you humanise your target audience, making it easier to craft marketing messages
that resonate. Create detailed personas, including names, backgrounds, and pain
points.




CHAPTER 02

BUILDING R STRONG ONLINE PRESENGE

Creating a professional website
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Your website is the digital face of your auto-repair workshop. Ensure it's
professionally designed, mobile-friendly, and easy to navigate. Include essential
information such as services offered, contact details, and customer testimonials.

Search engine optimisation (SEO)

Implement SEO strategies to improve your website's visibility on search engines.
Research relevant keywords, optimise your content, and focus on local SEO to
attract nearby customers.

Social media marketing

Maintain active social media profiles on platforms like Facebook, Instagram, and
Twitter. Share informative content, engage with your audience, and use targeted
advertising to reach potential customers.

Online advertising

Invest in online advertising through platforms like Google Ads and Facebook Ads.
These platforms allow you to target specific demographics and geographical areas,
ensuring your ads reach the right people.




CHAPTER 03

THE POWER OF GUSTOMER REVIEWS AND TESTIMONIALS

Encouraging satisfied customers to leave reviews
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Ask satisfied customers to leave reviews on platforms like Google Business Profile
and your website. Never offer a discount or anything else in exchange for a

review, including a positive one. Google prohibits it and it is a documented reason
for having a listing suspended.

Managing negative reviews

Respond to negative reviews professionally and promptly. Address the customer's
concerns and offer solutions publicly to show your commitment to customer
satisfaction.

Showcasing testimonials on your website

Display customer testimonials prominently on your website. Include before-and-
after photos when applicable to visually demonstrate your workshop's expertise
and quality of service.



CHAPTER 04

NETWORKING AND COMMUNITY ENGAGEMENT
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Participating in local events

Engage with your local community by participating in events like car shows, charity
drives, and community fairs. These opportunities allow you to showcase your skills
and build relationships with potential customers.

Joining automotive associations

Consider joining automotive associations or chambers of commerce in your area.
These organisations provide networking opportunities and can lend credibility to
your workshop.

Collaborating with other local businesses

Partner with complementary businesses such as auto parts stores, service stations,
or car dealerships. Cross-promote each other's services to expand your reach.

Supporting community initiatives

Show your commitment to the community by supporting local initiatives and
charities. Sponsor local sports teams or contribute to community events to build a

positive reputation.




CHAPTER 05

OFFERING EXCEPTIONAL GUSTOMER SERVIGE

Training your staff
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Invest in ongoing training for your staff to ensure they have the necessary skills and
knowledge to provide top-notch service. Friendly and knowledgeable staff can
significantly impact customer satisfaction.

Communicating effectively with customers

Clear communication is key. Explain repair processes, costs, and timelines to
customers in a way they can understand. Address questions and concerns with
patience and transparency.

Going above and beyond

Exceed customer expectations whenever possible. Offer conveniences like shuttle
services, loaner cars, or complimentary inspections to make their experience
exceptional.




CHAPTER 06

IMPLEMENTING GUSTOMER LOYALTY PROGRAMS

Rewards for returning customers
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Establish a rewards program for loyal customers. Offer discounts, free services, or
exclusive promotions to incentivise repeat business. Loyalty cards or point-based
systems work well for this purpose.

Referral programs

Encourage your satisfied customers to refer friends and family to your workshop.
Create a referral program that rewards both the referrer and the new customer.
Word-of-mouth referrals can be a powerful source of new business.

Promotional discounts

Occasionally offer special promotions to your loyal customers. These can be
seasonal discounts, birthday rewards, or holiday offers. Use email marketing and
social media to promote these deals effectively.




CHAPTER 07

LEVERAGING EMAIL MARKETING

Building and segmenting your email list
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Collect email addresses from your customers, both in-person and online. Segment
your list based on customer preferences, demographics, and purchase history to
send targeted and relevant content.

Creating engaging email campaigns

Craft engaging email content that provides value to your subscribers. Share
maintenance tips, industry news, and special offers. Use eye-catching subject lines
and compelling visuals to increase open rates.

Tracking and analysing email metrics

Measure the success of your email campaigns by tracking metrics such as open
rates, click-through rates, and conversion rates. Use this data to refine your email
marketing strategy over time.




CHAPTER 08

HARNESSING THE POWER OF CONTENT MARKETING

Blogging about auto maintenance tips
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Maintain a blog on your website where you regularly post informative articles about
auto maintenance, common issues, and safety tips. This establishes your
workshop as an authority in the field.

Creating how-to videos

Produce video content demonstrating simple car maintenance tasks or explaining
common automotive issues. Share these videos on your website and social media
platforms, making sure they are informative and visually appealing.

Hosting webinars and workshops

Consider hosting online webinars or in-person workshops on topics related to car
maintenance and repair. These events can showcase your expertise and engage
your audience while building trust.




CHAPTER 09

OPTIMISING YOUR WORKSHOP FOR EFFIGIENCY

Streamlining processes
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Evaluate and refine your workshop's repair processes to minimise downtime and
improve efficiency. Implement lean management principles to reduce waste and
increase productivity.

Investing in quality equipment

High-quality tools and equipment not only improve the quality of your repairs but
also enhance your workshop's reputation. Invest in modern diagnostic tools and
equipment that can increase accuracy and speed.

Providing transparent pricing

Be transparent about your pricing structure. Provide detailed estimates to
customers before starting work and explain any additional charges. Honesty and
transparency build trust and loyalty.




CHAPTER 10

MONITORING AND MEASURING SUCGESS

Key performance indicators (KPIs)
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Identify key performance indicators (KPIs) relevant to your workshop, such as
customer acquisition cost, customer lifetime value, and conversion rates. Regularly
track and analyse these metrics to assess your marketing efforts.

Analysing customer acquisition costs

Calculate the cost of acquiring each customer through various marketing channels.
This helps you allocate your marketing budget more effectively and identify the
most cost-efficient strategies.

Adapting your strategy

Use the insights gained from monitoring and measuring success to adapt and refine
your marketing strategy. Be flexible and willing to make changes to better meet your
business goals.




CHAPTER 11

EMBRACING TECHNOLOGIGAL ADVANGEMENTS
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Software for auto-repair workshops

Invest in software solutions designed for auto-repair workshops. These tools can
help manage appointments, track inventory, and streamline administrative tasks,
improving overall efficiency.

Appointment scheduling systems

Implement an online appointment scheduling system that allows customers to book
services conveniently. This reduces wait times and enhances customer
satisfaction.

Vehicle diagnostic tools

Stay up-to-date with the latest diagnostic equipment and software. Advanced
diagnostic tools can help identify issues quickly and accurately, allowing for more
efficient repairs and improved customer trust.




CHAPTER 12

EXPANDING YOUR SERVIGES

Diversifying your service offerings
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Consider expanding your services beyond basic repairs. Offer additional services
such as detailing, tyre replacement, alignment, and customisations. Diversification
can attract a wider customer base.

Adding specialisations

Identify areas of specialisation that align with your workshop's expertise. Whether
it's hybrid vehicle repairs, classic car restoration, or a specific car brand,
specialising can help you stand out in the market.

Keeping up with industry trends

Stay informed about industry trends and emerging technologies. Being at the
forefront of automotive advancements can position your workshop as a go-to
destination for cutting-edge solutions.




CHAPTER 13

BUDGETING AND RLLOGATING RESOURCES

Setting a marketing budget
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Determine a realistic marketing budget based on your business's revenue and
growth goals. Allocate funds strategically to various marketing channels, ensuring a
balanced approach.

Hiring and training staff

Invest in hiring and training skilled technicians and support staff. Well-trained
employees can provide better service and contribute to a positive customer
experience.

Managing finances effectively

Maintain a robust financial management system. Regularly review your financial
statements, monitor expenses, and save for future investments. Effective financial
management is vital for sustainable growth.




CHAPTER 14

LEGAL AND ETHICAL CONSIDERATIONS

Compliance with regulations

Ensure your workshop complies with all local, state, and federal regulations related
to auto repair and business operations. This includes licensing, environmental
regulations, and safety standards.

Protecting customer data

Safeguard customer information and data. Implement data security measures to
protect sensitive information from breaches or cyberattacks. Building trust with
customers requires respecting their privacy.

Ethical business practices

Conduct your business with integrity and ethical principles. Honesty, transparency,
and fairness in all dealings with customers, employees, and suppliers help build a
strong and reputable business.



WHO WROTE THIS

WE ONLY WORK WITH WORKSHOPS

New Limits is a performance marketing agency that works with auto repair
workshops. Only auto repair workshops. No restaurants, no dentists, no

gyms.

We are not neutral about any of this. We sell marketing services and you
should read the report knowing that. It is also why the sources sit at the
bottom of every section, including the ones that come from companies
selling the thing they measured.

What we actually do. We rebuild the Google profile, we run the advertising,
and we work on what happens between the enquiry arriving and the job
being booked. That third part is the one most agencies leave alone, and it
is usually where the money is.

SELECTED RESULTS / NEW LIMITS CLIENT DATA

Numbers from workshops we work with

Cost per lead, before and after rebuilding targeting $46 — $20.87
Leads in the same thirty-day window, same budget 29 — 162
Cash collected against ad spend, five months 8.25x
Monthly revenue, quarter on quarter $43k — $76k
Leads in fourteen days, one workshop 126 at $14.52
Average ticket per converted lead $3,600

Figures drawn from the New Limits client win archive. Individual results vary by market, budget and how quickly the workshop
answers the phone.



IF YOU WANT US TO LOOK AT YOUR WORKSHOP

ALL FOURTEEN GHRAPTERS,
DONE FOR YOU

Everything in this report is yours to use. Most of it costs nothing but time,
and if you work through the fourteen chapters in order you will find your

own constraint without us.

Some owners would rather have somebody else do the finding. If that is
you, we will go through your workshop the same way this report does. Your
profile, your reviews, where your enquiries come from, what happens to
them when they arrive, and what a booked job is actually costing you. You
get the findings whether or not you ever work with us.

Who this is for
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Workshops already turning over enough to grow, who want to grow, and who can
staff the work if it arrives.

Who itis not for
O Anyone looking for the cheapest option. We are not it, and we would rather say so

now than on a call.

newlimits.com.au/questionnaire

A short set of questions about your workshop. No calendar, and no sales call until you
want one.



https://www.newlimits.com.au/questionnaire

APPENDIX

THE FINE PRINT THAT PROTEGTS YOU

None of this wins you a customer. All of it can cost
you one.

Your obligations

CE

- Licensing, environmental handling and workplace safety rules vary by state in both
Australia and the United States. If you have not reviewed yours since you opened,
review them.

% Customer data

- You hold names, addresses, phone numbers, vehicle identification and payment

details. A cloud management system carries some of that responsibility, but not all
of it. Know which part is yours.
Reviews, again

Q Covered in Chapter 3, and here too because it is the compliance issue most likely to
bite. Never incentivise, never gate, never delete a genuine negative.

o Hiring and training

o The technician shortage is the constraint on most workshops' growth and marketing

cannot solve it. What you spend keeping good technicians competes with your
marketing budget for the same outcome.

Your money

Review your financials monthly rather than annually. A workshop that looks once a

year is deciding on year-old information.
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https://www.newlimits.com.au/questionnaire

