If your doors are open, you should be advertising”.  Here is why?

1. People Shop All the Time – You’re not advertising to a standing army.  You’re advertising to a passing parade.  If you want a bigger share of the consumer market, you have to let people know about you.

2. People Move – As much as 25% of your market is mobile each year.  Each time a household moves, you have a chance to educate and motive the new consumer.

3. People Forget – How many advertising impressions do you remember from yesterday, not counting your own or your competitor’s?  You get impressions from the television, billboards, newspaper, radio just to name a few…you get 1000’s of impressions each day.

4. People often take their time before buying – most people are impulse buyers except when it comes to larger purchases (car repairs) – It is your job to keep yourself out in front of the consumer throughout the buying cycle.

5. To establish an equity position in the consumer community – What is this “When someone needs your product or service, they think of you”.  The objective is this “Get into a consumer’s brain and you’ll get into his/her bank account.  You must consistently expose your name, location and unique selling proposition (what is unique about your business) to your community.

When it comes to effective advertising, you must think long term - At a minimum, local advertisers should have a long term flexible budget, be able to show a unique selling proposition about your company and have a commitment to a long term advertising plan. At Mudlick Mail, we specialize in direct mail (solo mail) for the auto service industry. 
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