Daily Checklist for Success
Each day we need to strive to be 100% efficient in all the areas we can control.

Here are some items to check on each day to help you grow car count and profitability:

· Store Appearance – neat, clean and orderly (inside & out)

· Staff Appearance – clean shaven, well groomed, attire is clean & pressed

· Phone Skills – “Thank you for calling _______ (America’s Service Station), this is _______ (Tim Ross) how can I help you?
· Never diagnose over the phone

· Goal – “Is now a good time to bring in your car?” – Always Ask This Question

· The only goal each time someone calls is to get them to bring their car into your shop.

· Do you give your customers a sense of urgency when they come into your shop?

· Make sure you and your employees make each customers feel like they are the last customer of the day
· Do you offer speed of service?

· How long does it take to do a preliminary PMI to find that one safety or maintenance issue?  You should only be pitching one item to see if your customer is a buyer (safety item first, then maintenance item – Saves Time).
· Your close ratio goes down significantly if you do not pitch a PMI service within 20 minutes of the customer checking in their vehicle.

· Does every oil change car and broke car get a PMI done on it?

· If you are not doing PMI’s on each car, you are losing money.

· Are you pitching your customers PMI’s and broke car items in the bay as a show & sell?

· Your close ratio dramatically improves when you show a customer the repair or maintenance service needed.

· Do you track your customers as they come in the door on some kind of tracking form?

· When did they arrive, who is their assigned technician & sales person, what are they there for, was the PMI completed, were parts ordered, were parts received, was the customer called with updates and what was the final sale of broke car items and PMI items.

· This is where most people lose money everyday – they failed to:

· Conduct PMI’s on each broke and oil change car

· The speed of service was so slow that customers did not want to buy anything by the time you pitched the job

· Does your management team practice selling service to each other to make sure they are well prepared when speaking with a customer?  Practice makes perfect and increases your close ratio dramatically.
· Does your staff know how to handle the standard objections we face each day?

· Not enough time, not enough money, getting rid of the car, too expensive, not the decision maker.

· Does your staff know your features and benefits and how to use them when selling service?

These are just a few items to review each day with your staff to make sure you are running at peak efficiency.  

Remember:  “Inspect What You Expect!! & Train Everyday!!”

Following this basic road map will make you a lot of money.
