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In The Spotlight ... John’s Annex Auto Repait

166 Main Street ® New Haven, Connecticut 06512 ¢ 203-469-0812

N 5 4 -

Tochncian Chris Sabre, Steve Fletcher, Owrer John Flanagon,
and Technician Tm Astorino.

Eight years ago John Flanagan bought cﬂliliﬂlil'll'é?'lg {r(-’ /
Annex Auto Repair in New Haven Con- TIMES ~

necticut. They have a state of the art fa-

cility with six bays and four technicians. All four are ASE certified. John
says their success is a result of honesty and great customer relations.

They have always run a shop that prides itself on customer service, family
values, and a staff that will do absolutely any repair on any vehicle. All of
his employees communicate with their customers.

They have all the most up-to-date technology and are fully computerized.
They are also an emissions certified service center.

John’s Annex Auto Repair became an Auto Service Expert in April 1998
by the previous owners. Auto Pride had all of the tools and materials they
needed to make their service center look professional and be competitive
in their market.

Sperry Auto Warehouse provides John’s Annex Auto Repair with quality
parts, quick delivery and competitive pricing. All very important compo-
nents, but equally important is the marketing support they offer through
the Auto Service Experts Program. Sperry is providing them with tools
and programs that help keep them profitable and competitive.

Sperry Auto recently completed their Raybestos Box Top Promotion to
kick off the addition of Raybestos to their product line. Over a six week
period customers were urged to save all of their Raybestos box tops. The
Box Tops were redeemable for Stop & Shop gift cards and went into a
drawing for various giveaway items including the grand prize of an HD
TV.

The response was great. Forty-four service centers qualified. Sperry gave
out almost $1300 in gift cards and 10 of their customers received prizes
from the drawing. The grand prize winner was John Flanagan, owner
of John's Annex Auto Repair. Congratulations!
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Auto Pride Spring Brake
Rehate Promotion

This promotion generated some big
numbers. Those Auto Service Ex-
perts who took advantage of this
promotion did very well with it.
There were a total of 242 rebates
processed. The total tickets were
$161,848.00, the average ticket was
$669.00, the total rebates were
$7,064.00 and the average rebate
amount was $29.00.

The Auto Service Experts listed to
the right were the top performers of
this promotion. They did an excel-
lent job and really benefited from
it. Pearl River Service said, “It was
an effective program and definitely
generated sales with their cus-
tomers. They are already seeing the
$10.00 come back coupons from
those customers who received re-
bate checks.” Nicholas’ Fleet St.
Shell said, “The promotion was
great. Once they started telling
their customers about the rebate it
generated a lot of business.”

Top Performers

Country Club Service

573 Tuckahoe Rd, Yonkers, NY
If-It's Auto Parts

1053 Unity Center Rd, Pittshurgh, PA

Nicholas' Fleet St. Shell
601 S. Luzerne Ave., Baltimore, MD

North Middletown Service, Inc.

123 North Middletown Rd
Pearl River, NY

Pearl River Service
327 N. Middletown Rd
Pear] River, NY

S & J Service
460 Saw Mill River Rd
Yonkers, NY

Watch for the Fall Maintenance Rebate
Promotion to run September 1st-
November 30th, 2010,

New 2010 Auto Service
Expert Programs

Auto Pride continues to bring you
exciting new programs
Auto Pride Collector Cars:

This is our 1st Auto Pride car in
the series. It is a 1955 Chevy

Welcome New Auto Service
Expert Members

Advanced Auto & Tire
Westfield, NJ

—

AMB Automotive Repairs
Hawthorne, NJ

—

American Auto Care
Dundalk, MD

“

B & B Auto Repair
Plainfield, NJ

—

Bobbs Enterprise
Lumberton, NC

—

Danny’s Auto Repair
Plainfield, NJ

—

Flathouse Tires
Plainfield, NJ

—

Haris Auto Center
Baltimore, MD

—

Haris Auto Service
Baltimore, MD

Jay & Al’s Auto Service
Plainfield, NJ

“

JWK Auto Service
Shannon, NC

—

Martinez Garage
Lumberton, NC

—

Netherwood Auto Repair
Center
Plainfield, NJ

—

Torh’s Valero
Watchung, NJ

—

Nomad and your Dealer Imprint is
available on the back window at no

extra charge. (see details in newslet-

ter)
Box Top Program:

The Auto Pride box top program is
up and running. We need for each
shop to register on this program
and send your registration form
into the Auto Pride headquarters.
Start turning those box tops into
cash.

Cintas Uniforms:

The Cintas Uniform program has

excellent pricing. The national pric-

ing that has been negotiated is typi-
cally 10%-50% better than the
prices most shops are paying on a
local level.

Road Side Assistance Program:

The New Road Side Assistance pro-

gram is available. For just $0.35
each you can guarantee your cus-
tomer a tow OR battery boost
within 12 months of the original

.
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Stock # 48-0228

Account Number:

service. This is limited to a maxi-
mum reimbursement of $60.00 any
where in North America. (Mini-
mum Purchase is 100 or $35.00)
(see details in newsletter)

Labor Warranty Program:

We now offer a 12 month 12,000
mile North American Warranty
program. The North American
Warranty is a proven, effective mar-
keting tool that can increase your
business by building greater cus-
tomer acquisition and loyalty. It is
common knowledge in our industry
that consumers will generally
choose a repair facility that offers a
printed, nationwide warranty over
one that does not. The North
American Warranty enables your
shop to offer consumers a 12
month / 12,000 mile parts and
labor warranty on most of the serv-
ices your shop offers.

Ask your Auto Pride sales person for de-
tails on all these programs.
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Introducing The Auto Pride
Roadside Assistance Program

As an added benefit for your customers you can now offer complimentary ROADSIDE ASSISTANCE on the products
and/or services you sell. Auto Pride Roadside Assistance is available 24 hours a day, 365 days a year, anywhere in the
United States and Canada.

Auto Pride Roadside Assistance includes ONE jump-start or ONE tow within one (1) year from the date of product
or service purchase. It covers passenger cars, vans and light trucks. This service in only valid on the vehicle for which the
product or service was purchased and is provided on a reimbursement basis. Service is limited to a maximum reimburse-
ment of $60.

Service excluded: RV’s, fleet vehicles, or vehicles off the road (winch out), trailers, any vehicle in tow, vehicles over one ton capac-
ity, commercial vehicles, any vehicle at a repair facility, any vehicle which at the sole determination of the service provider is in
such condition that service is likely to result in damage to the vehicle, service not dispatched through the toll-free number, as well
as claims postmarked after thirty (30) days.

HOW DOES THE AUTO PRIDE ROADSIDE ASSISTANCE PROGRAM WORK?

Any time a customer purchases a part from an Auto Pride store or has service performed by an Auto Pride Auto Service
Expert location, they can be given an Auto Pride Roadside Assistance Certificate good for ONE (1) year from the date of
purchase or service. The certificates are not tied to any specific product or service, it is up to the store or Auto Service
Expert to determine who receives a certificate. The key issue is the customer must have a dated receipt for a product pur-
chase or service to show the certificate is within the 12 month time period when submitting for reimbursement. The
Auto Pride Roadside Assistance Certificate is valid for ONE (1) jump-start or ONE (1) tow service within 12 months of
the date of product/service purchase.

When a customer wants to utilize the Auto Pride Roadside Assistance Certificate they MUST call the Toll-Free Dispatch
Number on the certificate. Dispatch will notify a service provider in the area who will then respond to the customer’s lo-
cation and provide the needed service (jump-start or tow). The customer will pay the service provider at the time of serv-
ice and submit for reimbursement.

INFORMATION REQUIRED for REIMBURSEMENT
1. Customer name, address and telephone number
2. ORIGINAL dated road service receipt
3. ORIGINAL Roadside Assistance Access Certificate
4. A photocopy of the dated product/service purchase receipt
ALLOW 45 days for processing

Enrollment in the program is easy and affordable, just 35¢ per certificate in packages of 100. To enroll, simply complete
the information requested below and fax to (908) 251-5836 or contact your Auto Pride representative.

For program enrollment, please complete the following and return to your

Auto Pride Representative for processing.

Date:

Contact:

Store/Shop Name:

Address:

City: State: Zip:

Telephone: ( ) Fax: ( )
To Enroll, FAX this completed form to (908) 251-5836

Auto Pride Distributor:

Don’t Drop the Ball With
Your Staff

Many owners in our industry do
not grasp the concept of being the
“Coach” for the business. The
“New Business Model” to incorpo-
rate today is instead of being the
“King” of the business we must
now become the “Coach” of the
business. Most owners/managers
think as long as I supply the right
training and information, the staff
should be able to take it from there
by themselves. This is absolutely
one of the biggest mistakes shop
owners make in this industry. Em-
ployees do not have the same self-
disciplines as entrepreneurs.

When a staff member takes any
course, it is Management’s respon-
sibility to re-enforce the experience
and information learned from the
course back at the shop immedi-
ately. The only way a person learns
new methods and procedures is by
having them re-enforced and sup-
ported on an on-going basis be-
cause the “culture” of the Shop is
being changed to a higher level of
Professionalism. For anyone to do it
all by oneself is next to impossible
when the desired approach is “out
of the box” to past routines.

Consider implementing the follow-
ing DAILY coaching and support
procedures:

- Coach the team positively about
the importance of the customer/
client’s positive experience when
they are in our HD shop. Stop and
sincerely compliment (don’t pa-
tronize) an employee when you
see him or her doing something
right. Remember we may only see
the actual HD customer/client 2
to 3 times per year. “When we
step onto the shop’s property...its
show time.”

- Re-enforce the importance of com-
plete vehicle/equipment inspec-
tions and documentation of the



facts regarding the inspection be-
cause we are being hired by the
client for our knowledge and skill
and we will act as Professionals
representing the client.

- Remind everyone the importance
of detailed time documentation by
using the time clocks properly to
ensure correct billing procedures
can take place at the front counter

- Each Friday afternoon or Satur-
day morning calculate the previ-
ous week’s average billed hours
per invoice and the shop effi-
ciency number for that week.
Every Monday morning before the
day gets started, start the week by
reporting these two numbers to all
personnel reminding them of the
targets we need to achieve as a
“team.”

- Record each week on a large
white-board in the staff room the
shop’s billed hours and efficiency
number for the previous week
and progress for the month. This
re-enforces an accountability pro-
cedure in place establishing new
habits. It will also allow you in
examining the internal proce-
dures required to achieve desired
results. We are all working for the
same purpose.

Always re-enforce to the staff the
positive acts and things accom-
plished the previous week. Encour-
age everyone to always think and
act as a TEAM.

Review the monthly sales objectives
by category such as fluids, tires,
parts, maintenance labor and diag-
nostic labor. Break the monthly
sales objectives into daily targets
(based on your actual days
opened each month) and summa-
rize the month by showing this also
on the white-board with a daily
graph/chart as to how the shop is
doing compared to objectives. Con-
sider a graph/chart title to the ef-

fect “TEAM RESULTS - WE
ARE THE BEST.”

This is a process so be patient but
stay focused each day as you too are
going through a transition in “how”
to manage your business. Managing
your business today is complex and
very in-depth, but this is why your
shop is the BEST at what you
doeceeeeiniii YOU CAN DO IT!!

By Bob Greenwood, president of
Automotive Aftermarket E-Learning
Centre Ltd., a husiness management
resource for shop owners
(www.aaec.ca).

Bob can be reached by phone at
800/267-5497; or by e-mail at
greemwood @aaec.ca.

The Main Ingredient to
Stardom is the
Rest of the Team

Today no business is going to be
successful without the “right people
on the bus.” This means that every-
one within the shop has to realize
that they are not an island unto
themselves. They are only as strong
and successful at their career as the
people they are surrounded with.

These statements are reinforced
when you look at the complexity of
running a shop business today. No
one person can do it alone. No one
person knows all the solutions. No
one person knows all the techno-
logical answers or profit building
processes. No one person is “King”
or “Queen” in a successful business
today, however, working collec-
tively together with accountability
checks and balance processes in
place the entire shop team reaches
stardom.

Each shop staff member from the
back, to the front counter and over
into the office, is a key part of the
overall success of the business.
Each and every person also plays
an important role in creating the
picture or image the business has in

JULY HOT PACK!!

You will be seeing your HOT PACK in the next
few weeks! The HOT PACK is filled with specials
and promotional items, as well as business build-
ing and marketing tools from your Auto Pride dis-
tributor and suppliers. Everything in the HOT
PACK is there to help your business. We have pro-
vided you with programs and tools to keep you
competitive and aggressive in your market. Make
sure you go through them.

Look for the Auto Pride Magnuson-Moss
Warranty Act Yield Signs, the Auto Pride
2011 Galendar Program Fiyer, the
Collector Car Program Flyer, the Auto
Pride Road Side Assistance Program
Fiyer and Various other

Auto Pride materials.

the eyes of the client and public.
Does every member of your shop
staff clearly understand this today?

Focus must be given to building a
strong dynamic team culture in the
business. This is imperative if
everyone wants to enjoy a career,
instead of a job and also allow the
business to move forward.

I recommend a good team brain-
storming session where Manage-
ment first explains the importance
of the shop conducting its affairs
throughout acting as a team, the
benefits this brings to everyone,
and then ask for their input as to
how we can bring it all together.
What are “our issues” that create a

weak link in the chain? What must
“we change” in our processes to

ensure everyone is accountable to
each other?

I am confident that when each per-
son understands how their day to
day thoughts and actions reflect on
the entire shop, the team will real-
ize that together we will reduce our
stress, make for an extremely en-
joyable working atmosphere, in-
crease our personal incomes and
create a tremendous amount of
pride because they are part of a
very unique shop which is second
to none in their area.

By Bob Greenwood




