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Simple Goal of this Presentation

Part 1: Profile a typical Aftermarket Shopowner.

Part 2: Mobile Distributor




Connecting with Your Buyers...

» Hearsay might be heresy
» Know your customer
» Know their demographics

» It makes a difference!







Push /Pull

» Distributors sell tools » Technicians use your
& equipment BUT buy tools & equipment BUT
from you. buy from a mobile,

WD, parts store, etc.

Customer—YES! Customer—YES!
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PTEN Reader Study--2012

» eMail research
» 10,000 subscriber sample
» 435 completed

» Minimal dropout rate
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Shopowners...Exactly Who Are
They?

What is your primary business?

2?5'.
250 -
225 -
200 -
175 -
150 -
125 -
100 -
75 1
50 -

o 14.51%

BASE

B 1. General repair shop (auto, service repair) M 2. Gas/Service station with repair bays B 3. Specialty repair shop
B4 New car ortruck dealership B 5. Lube service only B &, Other wehicle repair facility ™ 7. Other
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Shopowner demographics...

What is your age group?

1001
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Shopowner demographics...

What is your job title?

300 -
275 -
2510 -
225 -
200 -
175 -
150 -
125 -
100 -
75 7
50 -
25 -

—

BASE

B 1. Owner, President, WP M 2. General Manager, Manager B 3. Foreman M4 Superintendent B 5. Instructor
M i Technician/Mechanic = 7. Other iplease specify)

protessarai] ||| 2

EQUIPMENTE




Shopowner demographics...

What is your highest level of degree?

175 4

150 -

125 -
1007
751
501
j ﬁ
p = - A

|I1 GED M 2. HighSchool B 3. TechSchool B4, B5/BA M5 Masters/MEA M 6. Doc

1001
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Shopowner demographics...

Are you ASE Certified?

1001
EQUIPMENTE




Shopowner demographics...

What is your annual shop revenue?

225'.
200 -
175 -
150 -
125 -
100 -
75 1
50 -

25 -

(W1 $1-250,000 W2 $251,000- 500,000 M 3.$500,001 - 750,000 M 4. $750,001 - 1,000,000 M 5. $1,000,001+ |
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Shopowner demographics...

How many technicians are at your company?

1001
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If you get bored...
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Shopowner demographics...

How many bays do you have at your shop?

80 -
70 -
60 -
50 -
40 -
30 -
20 -
10 -
g4 4 4 a4 4 e ____JEa L

1001
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Shopowner demographics...

How much does your technician's input affect your purchasing
decisions? (1 being the lowest and 5 the highest

1?5-'
150 -
125 -
100 -
75 1
50 -

25 1

BASE

Hl ] H2Z2MH33MH44 B55
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Shopowner demographics...

Which single critical issue is the most challenging at your shop?
(Check one)

150 7]
125 -
100 -
75 -
50 -

25 1

n B
BASE

B 1. Increasing billable hours M@ 2. Finding & Keeping qualified technicians M 3. Access to information an how to repair vehicles
B 4 Training on the use of increasingly complex tools and equipment B 5 Workplace Safety B 6. Other

protessarai] ||| 2

EQUIPMENTE




Shopowner demographics...

Does having the right tools and equipment help increase billable
hours?

a50 £
400 -
350 -
300 -
250 -
200 -
150 -

100 -

BASE

Wl ve: W2 No
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Shopowner demographics...

What influences the tool purchases you make? (Check all that apply)

275 -
250 -
225 -
200 -
175 -
150 -
125 -
100 -
75 1
50 -
25 1

BASE

B 1. Relationship with mobile tool distributor B 2. Price ™ 3. Brand name M 4. Availability
B 5 Immediate need for repair in shop M 6. Other
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Shopowner demographics...

What is the single most important factor in making a tool purchase?
(Check one)

175 |
150 -
125 -
100 -
75 1
50 -

25 1

BASE

W 1. Relationship with mabile toal distributor @ 2. Price ™ 3. Brand name M 4. Availability
B 5 Immediate need for repairin shop M 6. Other

protessarai] ||| 2

EQUIPMENTE







protessarai] ||| 2

EQUIPMENTE




Shopowner demographics...

Where do you buy the majority of your tools & equipment? (check one)

205 4
200
175 |
150
125 |
100

751
501
25

0l

PRI | PR P—

BASE

W1l Snapon B2 Mac B3 Matco B4 Cornwell B5. Independent Mabile Distributor B 6. Auto Parts Staore (Carquest, Napa)
W 7. Home Center/Hardware Store Sears, Ace) M 8 Warehouse Distributor (5N, M Eagles) 9. Web Sites
W10, Mail Order Catalogues = 11, Other
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Shopowner demographics...

How many training hours per year do you take?

150 -
125 -
100 -
75 7
50 -

25 1

/W1.1-3 WM2.4-6 M3.7-10 W4.10-20 W5 20+ |
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Shopowner demographics...

Do you ask your tool vendor about products you see in magazines or
catalogs?

400 -
350 -
300 -
250 -
200 -
150 -

100 -

BASE

Wl ve: W2 No

OLe
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Shopowner demographics...

Do you use or own any of the following: (Check all that apply)

250 |
225 -
200 -
175 -
150 -
125 -
100 -

75 1

50 -

T
o BASE

W1 iPad Tablet M 2.iPhone B 3. Android Smart Phone B 4. Android Tablet B 5. Other Tablet B 6. Do not own any of these
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Shopowner demographics...

How often do you use Facebook, Twitter, LinkedIn or other social
media sites?

200 -
175 -
150 -
125 -
1am0 -
757
50 -

25 1

BASE

W1 Daily W2 Weekly B3 Monthly B4 Never

OLe
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Shopowner demographics...

What tradeshows do you attend?

300 -
250 -
200 -
150 -
100 -
| - =
y = - _____ AR m? . P P
BASE

1. AAPEY tAutomative Aftermarket Products E<poy B 2. VISION B 3. CARS (Cangress for Autamotive Repair & Service)
W 4. MACE (Mational Automotive Collision Expo) M 5. SEMA Specialty Equipment Manufacturers Association)
W 6. Donot attend trade shows
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Shopowner demographics...

Are you aware that OEM’s sell proprietary special tool kits to
Aftermarket Repair Facilities?

3004
275 -
250 -
225 -
200 -
175 -
150 -
125 -
100 -
75 -
50 -
25 -

BASE

OLe
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Shopowner demographics...

Where did you buy OEM tools?

120 -
110 -
100 -
a0 -
80 -
70 -
6l -
50 -
40 -
30 -
20 -
10 -

M 1. Local dealership (Chrysler, Ford, Chevrolet) B 2. Online website B 3. Manufacturer website (Chrysler, Ford, Chevrolet)
W 4. Maobile distributor M 5 Warehouse distributar M 6. Parts store (WAPA, CARQUEST) ™ 7. Retail Store Sears, Wal-Mart)
W& Other 9. Have never bought OEM toals
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Lastly, What’s the Exit Strategy...

What is your future preference for the business upon your departure?
(check one)

120
110
100

90 -
60 -
70
60 -
50 -
40 -
30 -
20 -
10 -
u.

BASE

B 1. Partner will buy my share of the business B 2. Family memberwill continue the business B 3. Will sell the business
B4 Will close the business M5 Employeeisi will buy the business 6. Other
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Mobile Demographics...

Are you...

120 -
110 -
100 -
a0 -
80 -
70
a0 -
50 -
40 -
30 -
20 -
10 -

BASE

M1 Male W2 Female |

=TDISTRIBUTOR



Mobile Demographics...

How old are you?

50 -
45 -
40 -
35 -
30 -
25 1
20 -
15 -
10 -

BASE

W1 o20-29 W2 30-39 M 3.40-49 W4 50-559 M5 60-69 Me 70+

=TDISTRIBUTOR



Mobile Demographics...

How many orders per week do you receive via text?

H1.1-3 W2 4-6 W3 7-10 M4.11-15 W5 16-20 M6 20+ I?.Neverl

CZZZDISTRIBUTOR




Mobile Demographics...

How many orders per week do you receive via e-mail?

|I1.1—3 W24-6 W3 7-10 W4.11-15 W5 16-20 M6 20+ I?.Neverl

CZ=TDISTRIBUTOR



Mobile Demographics...

How often do you use Facebook, Twitter, LinkedIn or other social
media for your business?

BASE

W1 Daily W2 Weekly W 3. Manthly B 4. Never

=TDISTRIBUTOR
The Disiribution Network Connection













Mobile Demographics...

What is your annual sales revenue?

45 -
40 -
35 -
30 -
25 -
20 -
15 -
10 -
g |

u A
BASE

W1$1-5150,000 W2 $151,000 - $250,000 W 3.$250,001 - $500,000 M 4. $500,001 - 750,000 M5 $750,001 - $1,000,000
W5 $1,000,000+

CZZZDISTRIBUTOR




Mobile Demographics...

Was your year end revenue in 2011...

90
B -
70 -
Bl -
50 -
40 -
30 -
20 -

10 -

W 1. Higherthan 2010 W 2. 5ame as 2010 M 3. Less than 2010 |

CZ=DISTRIBUTOR.



Mobile Demographics...

Do you anticipate 2012 revenue to be:

ap -
BO -
70 -
60 -
50 -
40 -
30 -
20 -

10 -

W 1. Higherthan 2011 2. 5ame as 2011 M 3. Less than 2011 |

CZ=DISTRIBUTOR.



Mobile Demographics...

Do you anticipate 2013 revenue to be:

90 -
80 -
70 -
a0 -
50 -
40 -
30 -
20 -
10 -

BASE

W 1. Higherthan 2012 W 2. 5ame as 2012 M 3. Less than 2012 |

CZ=DISTRIBUTOR.



Mobile Demographics...

What is your annual profit margin?

50 -
45 -
40 -
35 -
30 -
25 1
20 -
15 -
10 -

BASE

W1.1-5% M2 6-10% M3 11-208% M4 21-35% M5 36-40% M6 41%+

=TDISTRIBUTOR
The Disiribution Network Connection




Mobile Demographics...

What is your average dollar amount per sale?

|I1.$1—?5 W2 576-125 W 3. $126-200 W4 $201-350 M5 $351-500 IE.$5D1+|

CZZZDISTRIBUTOR




Mobile Demographics...

What percentage of your sales revenue are equipment sales (lifts,
wheel balancers, fluid exchange)?

704
65 1
60 -
551
5041
45 -
40 -
354
30 4
251
204
151
104
°] —_—
BASE

|I1.D5h’ W2 1-5% M3 6-10% M4 11-15% M5 16-20% MG, 2D%+|

CZZZDISTRIBUTOR




Mobile Demographics...

How many trucks do you operate?

100 -
90 -
80 -
70
60 -
50 -
40 -
30 -
20 -

10 -

(W11 W22 W33 W44 W55+

CZ=DISTRIBUTOR.



Mobile Demographics...

Which issue is your most critical? (Check one)

45 -
40 -
35 -
30 -
25 -
20 -
15 -
10 -

M 1. Hawing the right inventary on your truck to maximize sales W 2. Understanding/training to run a franchise business
B 3. Understanding/training to keep up with the complexity of tools & equipment
B 4. Understanding/training on the complexity of automotive repairs @ 5. Becoming a more effective sales person M 6. Other

C=TDISTRIBUTOR

Tie Bistribution Wetwork Gonnection




Mobile Demographics...

What types of businesses do you call on?

110 -
100 -
90 -
80 -
70 -
60 -
50 -
40 -
30 -
20 -
10 -

M 1. Independent RepairShops B 2. Automotive Dealerships B 3. BodyShops B 4. Marine/ Boat Repair
5. Airport Maintenance Facilities M 6. Fleet Maintenance Facilities ™ 7. Retail Chains Gears, Pep Boys)
W B Franchises (Midas, Goodyear 9. Other

C=TDISTRIBUTOR

Tie Bistribution Wetwork Gonnection




Mobile Demographics...

If you see a product or company of interest to you what are you more
likely to do? (Check all that apply)

1007
a0 1
80 1
701
6l 1
504
40 4
304
[ =
101
0l
BASE

W1 Circlethe reader service# if there is one W 2. Call the company B 3. Visit Website
W4 Askyour WD about the product ar company B 5. Asloyvour franchise/affiliate office if they have the praduct
W 6. Checkinyour own catalog to see if vour franchise/affiliate carries the product

CZZZDISTRIBUTOR




Mobile Demographics...

How many times in a week do you order from a warehouse distributor
(WD)?

(W1.1-3 W2.4-6 W3.7-9 M4.10+ W5 Never |

CZZZDISTRIBUTOR




Mobile Demographics...

How many times in a week do you order from an online tool vendor?

(W1.1-3 246 W3.7-9 M4.10+ W5 Never|

CZZZDISTRIBUTOR




Mobile Demographics...

Have you purchased an i-Pad, Kindle or similar device?

CZ=TDISTRIBUTOR



Mobile Demographics...

What mobile devices do you use for work? (Check all that apply)

45 -
40 -
35 -
30 -
25 -
20 -
15 -
10 -
g |

u A
BASE

M1 iPad Tablet M 2. iPhone M 3. Android Tablet ™ 4. Android Smart Phone M 5. Elackberry M 6. Do not own any of these
W7 Other

=TDISTRIBUTOR
The Disiribution Network Connection




Mobile Demographics...

Do you have plans to purchase in the next 12 months?

8o {]
70 -
60 -
50 -
40 -
30 -
20 -

10 -

u A
BASE

W1 iPad Tablet M 2. iPhone M 3. Android Tablet M 4. Android Smart Phone B 5. BElackberry M 6. Do not plan to purchase
W7 Other

=TDISTRIBUTOR
The Disiribution Network Connection




Mobile Demographics...

Do you use video demos when with customers?

BASE

Wl Ye: W2 No

CZ=TDISTRIBUTOR



Mobile Demographics...

Do you sell OEM Proprietary tools?

BASE

Wl Ye: W2 No

CZ=DISTRIBUTOR.



» Distri




The End...
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Questions??

b — M [y W



http://www.vehicleservicepros.com/�
mailto:LMG@PTEN.com�
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