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How To Start Your Owmn Auto Tune-Up Shop

Thi s business idea is one of those recession proof
opportunities that can put you on "easy street." Wen
the econony heats up and inflation increases the cost
of living, people beconme "do-it yourself" conscious,

| ooki ng for ways to save noney. \Wenever the econony
falters, people again are searching for nethods of
savi ng noney and maki ng what they al ready own | ast

| onger.

The marketing principles outlined within this report
enphasi ze t he noney- nmaki ng potential of an independent
auto tune-up shop in any part of the country. One of

the secrets of success in this business is the

speci alization. No |longer do auto owners expect their

nei ghbor hood service station to keep their cars tuned-up
and runni ng snoothly.

There are several reasons for the dem se of the |oca
"do-it-all" auto mechanic: first, there are very few auto
mechani ¢cs runni ng service stations anynore. A good
journeyman aut o mechani ¢ can earn nuch nore, w thout the
responsibility, by hiring out to big-tinme auto

deal ershi ps. Most service stations today are sinply gas
and tire selling outlets operated by the major oil
conpani es who advi se you to take your nechanical problens
el sewhere for repair. Wien you do find one with a nechanic
on duty, the prices are such that only the very rich can
afford them

There's al so the problem of unethical operators. Al though
nmany state | egislatures have enacted |licensing and consuner
protection safety neasures, the rip offs continue. The crux
of the problemis that nost auto owners do not realize
they' ve been taken until after the fact, and then it's too
| ate. After being taken once or tw ce, anbng consumers turn
to "do-it-yourself" auto repair until they run into
technol ogy and advanced el ectronics of the ignhition system
on today's cars. That's when they'|ll be needing your help.

It really doesn't take any special education or training to
set up and i ndependent auto tune-up shop. Any autonotive

repair experience you may have will help, but a sinple
know edge of basic tune-up procedures is all that's really
necessary. In fact, the inportant prerequisites will be a

strong busi ness sense and an ol d fashi oned "down-hone" to
get along with people.

Renenber this fact: In staring and operating this business,
it's not mandatory that you be a qualified auto mechanic;
but your success will depend upon your ability to "serve
others," and upon having a genuine desire and ability to
do a good j ob.

Thi s neans renmenbering faces and nanes; addressing
custonmers by first nanmes as you get to know t hem and
listening to them interacting with their problenms and
achi evenents. The best way to explain the kind of "people
enpat hy" you need for success in any kind of service
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business is to think of all your custoners as close friends.

You can start this business in your garage--and even on
a part-time basis. Run an ad in your |ocal paper:

QUICK IN & OQUT AUTO TUNE- UPS. . . Low cost guar ant eed.
We pick up and deliver...Call Jimat 123-4567

Place a simlar ad or notice on all the bulletin boards in
your area. To drum up business and get the ball rolling,
you coul d even solicit custoners via phone. Sinply start
calling people out of the phone book. Tell themthat your
shop is offering a change-of season special on auto tune-
ups--in and out in |ess than an hour for $5, plus parts,
whi ch usually run | ess than $10, and then ask themif
they'd like for you to pick up and deliver their car

this afternoon or evening.

Anot her way of nanagi ng, building and pronoting your
business is via the service stations and auto parts stores
in your area. Have posters or signs painted, advertising
your "quick in-and-out" tune-up service. Take them around
to all the service stations that don't handle auto repair,
and to the auto parts stores, and ask themto put your
signs in their wi ndows.

The next thing would be to hand out your business cards
wherever you go and to everybody you neet. G ve a handfu
to your friends, and ask themto wite their nane on the
back of the cards and hand them out for you. You could
prom se thema dollar or two for every custonmer who
brings in a card with their name on it. You'll be quite
pl easantly surprised at how fast your business will grow
when you take advantage of these pronotional nethods.

Still another idea is to have advertising circul ars made
up. Pay sone junior high school students to hand t hem out
at busy shopping centers on weekends, especially after
the first cold snap or hot spell of the year. If you live
in a large nmetropolitan area, |eave off stacks at your
downt own parking |l ots and get the | ot attendants to hand
them out as the people pay their parking fees.

You shoul d be able to trade tune-up work for free radio
advertising, especially after or during any change in the
weat her. This kind of advertising should work very well for
you, so plan on it and use it at those tines when people
are nost likely to be thinking about a tune-up

You can set this business up very sinply and operate it
according to the sophisticated tine-saving nmethods of the
highly capitalized franchi sed operations.

This neans an el ectronic check of the ignition system and
scientific diagnosis of the engine. Check with the auto parts
and tools distributors in your area. They should be able to
steer you onto the national manufactures or suppliers of the
equi prent you need.

Here's how to buy the equi pnent: Decide upon a supplier and
expl ai n your business plan to him Tell himyou want to
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fi nance the cost of the equi pnment through your |ocal bank
with himas your co-signer. Get the bank to draw up the
papers, nmake a | ayout of your shop and equi pnent with the
hel p of your supplier, and that's all there is to it.

After you've electronically checked the ignition, the next
step in your quick tune-up procedure is to replace all parts
that aren't operating properly. This usually neans points,
condenser and plugs. In sone cases this nay include a new
rotor, distributor cap, fuel filter, air cleaner and nmaybe
spark wires. Be hesitant to suggest extras beyond the basics
until your business is established. Spray sone chem cal
cleaning fluid into and on the carburetor, start the engine,
set the timng, nake any necessary adjustnents--and the job
is conplete. You charge the custonmer about $10 for parts,
(according to your cost) plus $5 for |abor, and you shoul d
be on your way to a good incone.

As you becone established, and as your customers gain
confidence in your work, you'll be able to suggest and sel
them such things as new batteries, battery cables, starters,
voltage regulators, alternators and soneti nmes even generates
--when these parts are not working properly and need
replacenent. It's inportant that you don't sell, or even

al | ow your custoners to buy parts fromyou that are not
real |y needed for continued trouble-free operation of their
vehi cl es. Anot her thing: when you do replace a najor piece
of equi pnent on a custonmer's auto, always schedul e the

repl acenment work for a tinme when you're not handling regul ar
in and out tune-up customers. In other words, you m ght
schedul e the replacenent of a generator for Monday, after
advi sing the custoner of the need on Friday. Suggest that

he |l eave the car with you all day, and pick it up on his
way home fromwork. O he could stop by on his way to work,
and you take himto work, replacing the generator during
the day, and pick himup after work.

The charge for replacing a major engi ne conponents such as
suggested shoul d be $10 plus the cost of the replacenent
part. It's also very inportant that whenever you contract
to do this kind of work, you have the work done and the car
ready for your custoner at the time promised himit'll be
ready. No one likes to wait around for the conpl etion of
work that was prom sed to be done at a specific time. By
completing the work on tine, and having your custoner's car
properly serviced as promised, you'll build nore long-term
loyalty than any fancy advertising, "come-on" gimmicks or
rock-bottom prices ever offered.

So the thing to do as you organi ze your business is to

est abl i shed accounts---sources of whol esale priced parts--
with the najor auto parts distributors in your area. You'l
want to rmaintain a general supply of new parts on hand, and
not have to worry about paying for themfor at |east 30 days.
In other words, you'll need a cash-flow systemthat works to
your advant age.

Your profit will conme from devel opi ng a standard routine that
all ows you to nove at |east four cars through your shop every
hour. Sone autonotive purists nmay argue that you're only
providing a "pep-up" instead of a tune-up, but |et them beat
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their gunms. G ve each car the sane procedure: and el ectronic
check, new points and condenser, then an engi ne di agnhosi s,
and coll ect your fee.

Talk with your custoners. Get to know themand allow themto
get to know you. Then when your engi ne diagnosis indicates a
val ve job or a new carburetor you can recomend it to them and
they' Il trust your judgenent.

You, as the operator of a quick tune-up shop, should not

vol unt eer any nmmj or mechani cal work. Suggest soneone whose
work you trust. Your custoner will appreciate your suggestion
and concern. And he'll remain loyal to your for not taking his
noney and attenpting to give hima repair job in an area where
you don't speciali ze.

After all, you're tune-up specialist---the guy who knows all
there is to know about a car's ignition system--the guy who
keeps cars running snoothly. By specializing in a particular
area of auto repair, and reconmendi ng other specialists as

needed, you'll be able to quickly dispel the skepticism many
car owners have for independent auto repair shops in general

An assenbly line in-and-out operation will reduce the
necessary investment for tools, enable you to hire | ow cost
wor kers, and greatly increase your profit potential by
elimnating wasted notion. Keep it sinple, routine and
according to a definite procedure on every car.

Once you have your business established and a regul ar

foll owi ng of people who bring their cars to you for regul ar
tune-ups---usually every six nonths--you can begi n thinking
about expansion. It's best to hire college students, or
"car-crazy" high school students, to work al ongsi de you

G ve your custonmers a chance to recogni ze and know your hel p.
When you find one who seens to be especially nechanically
inclined, take himaside and offer himthe title of assistant
manager of your shop

Teach this young man how you want the business to operate;
expl ain where the profit cones from and assign nore of the
actual responsibility to him Leave himon his own to run the
shop for |longer periods of tine. Be patient; conplinment him
on his work; and if you want himto stay with you, give him
a rai se now and then, and eventually, a percentage of the
profits.

O fering hima percentage arrangenent will result in even
greater profits for you, plus a very strong |local inmage for
your busi ness. Because you're "giving him' a part of the
busi ness, he'll pronote your business to his friends, and
through himand his friends, a long |ine of new custoners
and a chain of loyalty that could beconme nore valuable to
your business than any anount of advertising you coul d buy.

When you're ready to expand your operation fromyour garage
to a regular conmercial location, look for a vacant service
station. One of the larger facilities built by a major oil
conmpany, located on a strategic corner, will be your best
bet .
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So long as you operate out of your garage and on a smal |
scal e, you probably won't have to worry too nuch about
licenses. That is, providing you get along well with your
nei ghbors, don't clutter up the street with 5 or 10 cars

at a time, and don't erect any kind of sign indicating

you' re doing business in a residentially zoned nei ghbor hood.

However, once you nove into a commercial |ocation, you'l

need to register the nane of the business with the appropriate
| ocal governnent authority. In nost states, this is the

of fice of the county clerk

If your state has a sales tax, you'll have to check with the
state tax conmm ssioner's office to learn the rules on how to
col l ection system oper at es.

Al'l these licensing offices are in reality offices for tax
collecting. Basically, they know nothing about your business,
and usually could care less. Their main reason for existence
is sinply the collection of noney for the adm nistration of
governnent in your area. |If they should ask you questions
relative to the worth of your business, or how nmuch noney
you will be taking in, always estimate a nmuch |ower figure
than either the true worth of those you anticipate. Most
license fees are based upon the investnent of the entrepreneur
and his anticipated income fromthe new busi ness, and you
certainly don't want to start off paying excess taxes.

A good eye-catching sign is vital to the success of any
business in a comercial |ocation. The nost inportant
requirement for you is visibility. Your sign should be
bi g enough and tall enough for people to see it from
several different directions at a distance of at |east
a half block away. Check with your city ordi nances for
the sign linmtations in the |ocation you sel ect.

Secondly, your sign should i mediately state the service
you're offering. Hence, a sign that clearly and sinply
announces "Auto Tune-ups" fits this requirenment. However,
in order to attract custoners into your shop, your sign
shoul d "prom se" a benefit. It should describe an added
benefit to the reader. So, your sign should read: "Rapid
Aut o Tune- Up!"

Basically, that's all you'll need for a sign, but to "fill
it out" you mght conme up with a special |ogo or business
notto. You can probably get an art student at your | ocal
coll ege to design sonething for a little nore than the
privilege of including it in his or her portfolio. For a
busi ness sl ogan or notto, sonething along the lines of
"Better performance fromyour car, at a price you can
afford," is the kind of thing you want to cone up with,
and that will do you the nbst good.

Renenber, fast, efficient service and | ow prices, coupled
with a personality that nakes the custoner feel you're
his friend, are the keys to your success. O ganize
yoursel f; start slowy and build your custoner |oyalty;
instill these principles in your enployees, and you'l

be on you way. Study this report again, then act on

the recomendati ons given there.
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