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FOCUS
THE MAIN

Most people looking for a new Service 
center will end up booking the appointment 
on a phone call. Phone calls are extremely 
important to the revenue of your center. 
When looking at a marketing piece, think 
to yourself, “Is it easy for the potential new 
customer to pick up the phone and talk to my 
Service center?” Make sure your phone number 
is always visible and actionable.

HIGHLIGHT YOUR CALL TO ACTION

There are no guarantees in marketing. 
Sometimes the billboard works, sometimes 
it doesn’t. The best way to profit from your 
marketing is to monitor it, and make sure it’s 
doing what you want. Track everything you 
do. Track your marketing messages, each 
campaign, and your budget. This way you can 
stop wasting money on ineffective marketing, 
and start investing more in campaigns that 
are bringing you customers.

TRACK YOUR MARKETING EFFORTS
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Dealers want to drive more business into 
their Service Centers - but sometimes don’t 
know where to begin. The following guide 
offers multiple marketing methods to assist 
with that process and help turn potential 
customers into booked service and repair 
orders to generate revenue.



SERVICE
YOUR

Be very specific when describing what is 
unique about your Service center. People 
don’t inherently know how to tell Service 
centers apart.

Instead, advertise the things that are 
convenient or interesting to them as a 
customer. For example, if you have a large 
and comfortable refreshment area with free 
WIFI, market that.

Customers are incredibly concerned with 
price. Do not be stubborn and say, “Price 
shopping customers aren’t the customers I 
want.” The majority of customers are price 
sensitive! Provide them with a compelling 
reason to pay you instead of the Service 
center across the street.

SHARE WHAT MAKES YOU UNIQUE

ATTRACT NEW CUSTOMERS

PRICE

Sunday isn’t a workday, but think about what 
is most convenient for customers. Since they 
are usually at their own jobs during your 
hours of operation, it may be helpful to still 
have someone ready and available to answer 
Service calls to make sure the customer is 
taken care of first thing Monday.

SPECIAL HOURS

MESSAGE
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MARKETING
ON-PREMISE

Get some recognition for your Service center. 
Your building should have at least one large 
attractive display of your Service center name 
and logo. Consider these tips to ensure your 
sign is attractive:

BUILDING SIGNAGE

• Make a sign with large, bright and bold 
letters.

• Illuminate it so it’s visible both day and night.

• Make it visible from all the busy streets 
surrounding your Service center.

Temporary signage is the most effective 
way to send a new and dynamic message 
to your local community. It is extremely 
cheap, and you can change your message 
as often as you’d like to promote specials.

TEMPORARY SIGNAGE

If possible, be sure your Service drive is easily 
found.

• Having a Service center located on a busy 
street is the best scenario.

• Is it easy for customers to find the Service 
drive?

• Is your Service center hidden behind a 
dealership?

Take some time to think about how you can 
improve your center’s visibility.
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VISIBILITY



MARKETING
TRADITIONAL

Statistics show that direct mail marketing 
continues to produce effective ROI in the 
automotive Service industry. Be sure to 
incorporate them into your marketing strategy.

DIRECT MAILERS

• Make sure to use call tracking numbers on 
every mailer.

• Use unique web page URLs to track how 
many web visits you receive.

• Track these mailers by measuring the 
number of phone calls and website visits 
each drop is sending your Service center.
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WEBSITE
YOUR

Remember, it is all about phone calls. Be sure 
your phone number is clearly visible in the top 
right hand corner on every page of your site.

CALL TO ACTION

Car Wars Service discovered that certain web 
pages drive more customer phone calls than 
other pages on dealership websites. Consider 
how you can improve the following pages:

IMPORTANT WEB PAGES

On this page, include a large phone number, a 
form fill, directions to your Service center, and a 
few customer testimonials. The “Contact Us” page 
drives more phone calls than any other page. Be 
sure it will push the visitor to a conversion.

CONTACT US

Snap great photos of your team. Potential 
customers want to see smiling faces.

MEET THE TEAM

Landing pages for every topic makes your 
Service center unique. Think about the topics 
that potential customers will type into Google.

LANDING PAGES

Take out your cell phone and look at your 
website. Great mobile-friendly Service websites 
are stripped of a lot of functionality and fluff.  
Be sure that your phone number is the first 
thing on the page and you are able to “click  
to call” the Service center straight from the 
mobile website.

MOBILE-FRIENDLY

59%

59% OF SHOPPERS USE 
THEIR MOBILE DEVICE TO 

CAR SHOP

“Car Buyer Journey Study”, Cox Automotive. 
June 4, 2019.

7 CAR WARS SERVICE: THE DEFINITIVE GUIDE TO MARKETING YOUR SERVICE CENTER



OPTIMIZATION
SEARCH ENGINE

More than 90% of all internet searches 
take place through Google. When potential 
customers search for a Service center on 
Google, be sure your center shows up in the 
top five results. There are some key steps to 
ensure you are doing what it takes to be on 
the top of Google searches.

GOOGLE IS KING

• Research which keywords or phrases your 
target customers use to find businesses 
like yours.

• Create content optimized for Google. In 
other words, have good information on your 
website. Consistently update your website’s 
content so that it is relevant to your target 
audience and what they are searching for.

• Drive referrals from other sites back to 
yours. Increased traffic improves your 
Google SEO ranking. 

• Monitor and test site relevance by searching 
for keywords that your target audience might 
be looking up. For example, if your customer 
is searching “Service centers near me” or 
“top-rated Service centers near me” and your 
website does not come up on the first page 
of results, you need to adjust your website 
content to include these common keywords.

The keys to your Search Engine Optimization 
(SEO) success are in the hands of your 
website provider. Work with them often to 
continuously improve your web presence. 
Double-check to make sure you are working 
with a web developer who is educated and 
focused on SEO.

You can talk to your provider about dedicated 
landing pages. You should have a landing page 
for every Service that you offer. Think like a 
customer. What would a potential customer 
type into Google? Whatever customers would 
type is what you should talk about on your 
dedicated pages.

WEBSITE PROVIDERS
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REPUTATION
ONLINE

You should listen when customers are 
using social sites to criticize, praise, or share 
about your Service center. First, there are 
SEO benefits to monitoring these reviews. 
Second, customer feedback + Service center 
improvement = customer satisfaction

MANAGING CUSTOMER FEEDBACK

Focusing on your online reputation is important. 
Listen and respond to feedback online. Here 
are sites that are important to monitor:

HOW TO MONITOR

• Citysearch

• Yelp

• Angie’s List

• Foursquare

• Facebook

• Yellowpages

• Set up email alerts on sites so you know 
when reviews show up.

• Quickly respond to negative feedback and 
remedy the situation.

• Only respond once. Don’t get into an 
argument online.
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MEDIA
SOCIAL

FACEBOOK PAGE

• Ensure Service staff, phone numbers, and 
addresses are accurate.

• Post pictures of the Service center, team 
and managers.

• Post a few times a week to always have 
recent activity.

• Ask your customers to check in and like 
your page.

Do not focus your energy on any other social 
media activities. Car Wars Service has come 
to the conclusion that these methods of 
marketing don’t drive new customer phone 
calls. You can create a Twitter or LinkedIn 
page and post every once in a while, but don’t 
spend much time there.

OTHER SOCIAL SITES

• Hold Facebook promotions to incentivize 
activity on your page.

Service’s job is to track which marketing tactics 
are resulting in new customers. Social sites, 
including Facebook, still lack new customer 

phone calls. If done right, Facebook is the one 
site that could become extremely powerful for 
your Service center.

TRACKING LINE CALLS DATA

Tracking Line Calls Unique Connected MinutesAppts BookedService Opps Avg. Duration

3:275185460114150 124Online Listings  469-555-1000

2:457712122128 25DDC  469-555-2000

3:2317513131722 19Service Department  469-555-3000

5:15473479 8Website Homepage  469-555-4000

2:084111719 12Outbound Caller ID  469-555-5000

3:363612510 5Google Listings 469-555-6000

BRIDGE/EXTENSION TOTAL DATAINDIVIDUAL TRACKING LINE DATA
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WANT TO KNOW MORE ABOUT YOUR MARKETING SOURCES?

There are multiple routes to take when it comes to marketing. Each has its own pros and cons - 
but whichever direction you go down, it’s important to make sure you’re getting the most out of it.

We want to help your Service team increase appointments scheduled and focus on what matters - 
boosting your bottom line. To learn about more ways to be effective in your marketing strategies,  

call 844-226-0870 or visit carwars.com/home/service.

https://carwars.com/home/service/

