
When body shop owners ask me how
can we get started on marketing for
our shop, I tell them to start off with
baby steps and gradually build your
efforts over time. Marketing for any
business is like chopping down a huge
tree and the average small company
does not have the means or money to
knock it down with one full swoop.
Imagine that marketing is like a big
old Redwood tree and you’re sitting
there with a little pen knife, but if you
keep hacking away at it, eventually
you’ll see results.

So, I came up with this list of five
deliverables—things you can start
doing tomorrow. Why just five? Be-
cause it’s better to do five things right,
as opposed to 500 poorly. After you’ve
successfully achieved these five things,
come up with five more, but don’t try
to do everything—advertising, public
relations, online marketing, social
media, etc.—all at once, because then
you’re setting yourself up for failure.
Make a list and work through it and
delegate if you can and then re-group
after say six months and assess what
has worked and what hasn’t.

1) Get Closer to Your DRPS
Strengthen the insurer relationships
that you currently have while always
looking for more, because you may be
doing well currently, but what if a new
shop (or an MSO) moves into your re-
gion and cuts into your workload?
We’re all aware that this is the age of
consolidation, so it’s more than likely
that new players may enter your mar-
ket at any time. If one or more of your
DRPs is shaky for whatever reason,
either shed them or figure out ways to
re-energize them.

Keep continually engaged with
your insurance agents, through e-mail
marketing, networking events, blogs,
occasional drop-in visits and social
media. Facebook and Instagram might
not be appropriate for your DRPs, but
LinkedIn is a perfect vehicle to keep
your insurance partners in the loop.
Have constant and open communication
with insurers, and offer insurer services
at your shop, such as hosting continuing
education courses, for example.

Some body shops have special
sections on their web sites dedicated

to their insurance partners. Many of
these require passwords and some
shops ask their insurance agents to
register before then can access these
exclusive sections. On these pages,
shops can offer valuable informa-
tion for insurance agents and even
maybe entertain them a little too. In
some of these exclusive sections,
insurance agents can keep abreast of
their company’s cars in your shop
and message the shop’s personnel,
if needed.

2) Get Closer to Your Community
Improve your shop’s image in the
community by host local events like a
summer barbecue, or sponsor organi-
zations that are important to the peo-
ple in your region. Don’t’ be another
faceless company and start reaching
out to the community and supporting
charitable organizations if you can. Be
sure to identify local charities that
community members have a connec-
tion with and reach out to them. Giv-
ing refurbished vehicles to people in
need is a big way to achieve this, be-
cause the local media loves these
types of stories and you’re playing a
positive role in your own backyard,
which is huge.

Too many shop owners are like
groundhogs—they stick their heads
out of their shop only occasionally
and people in their community don’t
get a chance to meet them or know
them. A body shop’s image should be
the same as a bank’s or a hospital’s—
leverage the good things you do in
the community and make yourself
visible at events and other occasions.
Check into your local chamber of
commerce and start attending their
business mixers, because if more
people see you, it can only enhance
your position in your region. If
you’re out there and your competitors
are not, there’s a distinct advantage
there for obvious reasons. You want
people to think about you when they
get in an accident and one of the best
ways to achieve this is by being seen
and building a reputation for being a
business that just isn’t into making a
buck.

3) Get More Social

Utilize social media more this year.
Use Facebook, Twitter, Google + or
Foursquare to get your message out
there especially to the younger gen-
eration of customers. Research the
newest forms of social media, but
just don’t jump in without determin-
ing if it’s right for you. There are a
lot of shops out there trying to use
certain types of social media that
aren’t ideal for them. If you start a
Google + account and then never
post anything, that looks bad. Find
4-6 forms of social media and post
items on them (pictures and videos
are best) and stay with them for the
duration. Post on a regular basis and
don’t deviate, because hammering
away at social media is the most ef-
fective way to do it. If a customer
can see that you haven’t posted any-
thing on Facebook in quite some
time, for example, it can actually
hurt your image more than you
think.

4) Update Your Web Site
I’m shocked whenever I see a big,
very successful body shop with a web
site that is obviously 5-7 years old.
With all of the great new platforms
and development tools out there, re-
modeling your web site can likely be
much easier this time around. With so
many new bells and whistles available
for even a very simple site, you can
quickly keep up with the shop down
the street and stand out online.

We all know that the Yellow
Pages are on the endangered list and
more and more people are going to
their laptops, smart phones, iPads and
other devices to find businesses, in-
cluding body shops. If a potential cus-
tomer sees a dated web site with
old-looking graphics and clunky nav-
igation, they’re going to keep looking.
It’s all about “image perceived, mis-
sion achieved” and making a good
first impression.
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Parts You Need. People You Trust.

Mark Mitsubishi
6910 E. McDowell Rd
Scottsdale, AZ 85257

Parts Center Hours
Mon - Fri:  7:30am - 5:30pm

480-663-7553FAX 480-663-7503

Mark Kia
1100 N. Scottsdale Rd.
Scottsdale, AZ 85257

Parts Center Hours
Mon - Fri:  7:30am - 5:30pm

480-425-5335FAX 480-947-3009

• Genuine Kia OEM Parts
• Fast & Free Delivery

• Efficient Service on All Orders
• Parts Specialists On Call

Genuine Mitsubishi Parts are close at hand.
Exceptional customer service, wide selection of in-stock parts and the experience 
necessary to ensure your repairs proceed smoothly and efficiently.
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Ed Attanasio is an automotive journalist based in
San Francisco, California. He can be reached at
era39@aol.com.

Your To-Do Marketing List for 2015

See Your To-Do Marketing List, Page 53



Having a shabby web site is like
having an ugly waiting room or dirty
bathrooms. So, if your site is outdated,
make a point to get a new one in 2015.

5) Get a Blog!
A decade ago, people didn’t take blogs
seriously. They thought a blog was for
amateur poets or quilting clubs, but
those days are long gone. Blogs are an

ideal way to enhance your Search En-
gine Optimization (SEO) because
Google indexes blog articles and will
move your company’s name up the
rankings by using a blog.

It’s inexpensive to create a blog
(using Word Press, for example) and
linking it to your web site. There’s a
lot going on at any busy shop, so ideas
for articles are plentiful. Once you
start looking around for blog article
leads, you’ll see that there is a wealth
of great things for you to write about.
Did your shop recently win an award?

Are you gearing up to work on alu-
minum vehicles? In what ways are
you a green shop? A blog will keep
people coming back to your web site,
because blogs provide new, relevant
information and by posting at least 2-
4 times every month, there is always
something fresh and new for your cus-
tomers to read.

Ed Attanasio 
2005 Vallejo Street
San Francisco, CA 94123
415.994.5335
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Galpin Subaru
Santa Clarita

(818) 778-2005
(818) 778-2090 Fax

www.galpin.com

Kearny Mesa Subaru
San Diego

(800) 548-9124
(858) 300-3331 Fax

Mon.-Fri. 7-6
cguth@kmhyundaisubaru.com

www.kearnymesasubaru.com/parts

Marin Subaru
San Rafael

(415) 257-4690
(415) 257-4684 Fax
Mon.-Fri. 7:30-5:30; Sat. 8-4

marinmazdasubaru@yahoo.com
www.marinsubaru.net

Puente Hills Subaru
City of Industry
(626) 322-2555

(626) 322-2600 Fax
Mon.-Fri. 7-6; Sat. 8-3

parts@puentehillssubaru.com
tony@puentehillssubaru.com

Subaru of Glendale
Glendale

(818) 550-1500
(818) 549-3850 Fax

Mon.-Fri. 7-6; Sat. 8-4
parts@glendalemitsu.com
www.subaruofglendale.net

Sierra Subaru of
Monrovia
Monrovia

(626) 359-8291
(626) 932-5660 Fax

Mon.-Fri. 7-6; Sat. 8-4
parts@sierracars.com
www.sierraauto.com

Maita Subaru
Sacramento

(877) 484-4870
(916) 484-4876

(916) 484-4878 Fax
Mon.-Fri. 7:30-5:30

www.maitasubaru.com

Shingle Springs Subaru
Shingle Springs
(530) 676-0444

(530) 677-6528 Fax
www.shinglespringssubaru.com

Subaru of Santa Cruz
Santa Cruz

(800) 549-8490
(831) 420-1402

(831) 420-1923 Fax
Mon.-Fri. 7:30-6; Sat. 8-5

parts@santacruzsubaru.com
www.santacruzsubaru.com

Camelback Subaru
Phoenix

(866) 641-9880
(602) 776-6407 Fax

Mon.-Fri. 7-6; Sat. 8-4
wholesaleparts@camelbackdifference.com

AutoNation Subaru
Scottsdale
Scottsdale

(480) 425-2950
(480) 425-2948 Fax

Mon.-Fri. 7-6; Sat. 7-4

Subaru Superstore
of Chandler

Chandler
(877) 443-3239
(480) 268-2402

(480) 621-3805 Fax
Mon.-Fri. 7-6; Sat. 7-5

subaruparts@shopsubaru.com
www.shopsubaru.comThe following dealerships are eager to serve

your needs. Call your local Subaru collision
parts specialist today!

SO. CALIFORNIA

SO. CALIFORNIA

NO. CALIFORNIA

ARIZONA
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publisher@autobodynews.com
write us!write us!

Start Your FREE
Mail Subscription.

CALL 800-699-8251

The source for timely 
information that every 

body shop needs!
e-mail:

jmomber@autobodynews.com

800-699-8251

To advertise
call Joe Momber at:

www.autobodynews.com

Promote your business with 
an exclusive article featuring 

your products or services.

800-699-8251
CALL: Joe Momber for details!

Promote your business with 
an exclusive article featuring 

your products or services.

800-699-8251
Call for details!

publisher@autobodynews.com

Want to Contribute to this Southwest Edition?Give us your opinion on matters affecting the industry.

write us!write us!

www.autobodynews.com

Autobody News WebsiteAutobody News Website
at  www.autobodynews.com

Register Your Email for OurSee the NEW

Free Monthly NewsletterFree Monthly Newsletter
at  www.autobodynews.com

Register Your Email for Our

Free Twice Monthly NewsletterFree Twice Monthly Newsletter

www.autobodynews.com
CHECK IT OUT!

e-mail:
advertising@autobodynews.com

800-699-8251

To advertise
call Advertising Sales at:

www.autobodynews.com

The source for timely 
information that every

e-mail:
shartman@autobodynews.com

800-699-8251

To advertise
call Sean Hartman at:

www.autobodynews.com
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