
Building	Your	Own	
“Book	of	Business”	

Social Media is the most untapped
opportunity for you to take charge
of your income. Salespeople using
Social Media have a 78% higher
income level than those not using all
the opportunities that are available
to them.

20 years ago, the average automotive salesperson sold 8-10 
units per month.

15 years ago, the average automotive salesperson sold 8-10 
units per month.

5 years ago, the average automotive salesperson sold 8-10 
units per month.

Last year, the average automotive salesperson sold 8-10 
units per month.
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The goal for this program

As	was	pointed	out	on	the	cover,	the	average	automobile	salesperson,	and	is	selling	8-10	

units	per	month.	With	the	digital	changes	that	have	taken	place	in	the	marketplace,	the	

advanced	technology	we	must	work	with,	why	has	that	number	not	grown?

Grant	Cardone	says:	“The	biggest	challenge	salespeople	have	is	obscurity.	Nobody	

knows	what	they	do	or	where	they	do	it	at.	“

How	does	that	still	happen	today	with	Social	Media?	Many	years	ago,	I	was	taught	when	

two	people	like	each	other	they	tend	to	do	business	together.	When	people	are	like	each	

other	they	tend	to	do	business	together.	People	like	to	connect	with	Like-Minded	

people”.	So,	that	means	that	we	are	in	a	RELATIONSHIP	business.

Where	do	you	think	the	BEST	place	in	the	world	is	to	rapidly	build	relationships?	

SOCIAL	MEDIA.	That’s	what	people	are	looking	for	on	Social	Media,	people	that	are	like	

them.	People	they	like.	People	that	have	the	same	interests	and	hobbies	or	activities	as	

they	do.	

When Car Business Today TV network interviewed Frank Lopes on 11/24/20, a leading 

marketing guru for the auto industry, he stated: “Now is the time to TRIPLE DOWN on 

FACEBOOK and Social Media. With the Covid-19 situation, the political environment, the 

unrest in our society, Facebook and Social media viewers are up 300%.” 

Over the past few years, I have studied 20-30-40 unit per month salespeople, watching how 

they use Social Media. Where, when, and what they post, how often they post, what their 

sites look like, and much much more.

It used to be in order to sell 20-30-40 units per month as a salesperson it took years to 

create a following. But today, salespeople using Social Media the effective way are doing it 

in 30-60-90 days. They are going from 8 units per month to 15-20. Salespeople that used to 

sell 15-20 are now selling 30-40. THEY HAVE LEARNED HOW TO MAKE SOCIAL MEDIA A 

LEAD GENERATING MACHINE.

Are you in yet? If you said “yes”, then open your minds and get ready to MASTER SOCIAL 

MEDIA with this program.

Scott Hembrough
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Today in the car business

Stats – where we were and where we are:

v 2016 thru 2019 new cars sales: approx.. 17,000,000

v 2020 new car sales forecast: approx.. 13,900,000

v New car sales 20 vs. 19 are down 19%

v Used car sales 20 vs. 19 are UP 22%

v Used car inventories are down, making them hard to 

find

v Used car values increased 15-20% during 2020

v NC dealerships – 45% inventory comes from trades

v which are down 19%

The	pie	is	smaller	thus	all	incomes	will	be	smaller	– UNLESS	– we	make	changes	–
adjustments
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“If	you	live	by	the	floor,	you	die	by	the	floor”

HOW	BIG	IS	THE	INTERNET?	
HOW	BIG	IS	SOCIAL	MEDIA?	
HOW	MUCH	OPPORTUNITY	IS	OUT	THERE	FOR	ME	WITH	SOCIAL	MEDIA?

Social	Media	is	the	largest	platform	for	humans	to	work	with	in	the	history	of	mankind.	
How	much	time	are	you	spending	learning	how	you	can	grow	with	it?	Don’t	think	small,	
there	is	story	after	story	of	people,	who	in	months,	a	year,	a	couple	of	years	accomplish	
great	things	via	the	Internet.	So,	don’t	think	small,	think	big	– big	– and	bigger.	

Before	we	start	running	to	Facebook	or	Twitter,	we	want		to	focus	on	who	our	average	
customer	is?	Look	at	your	past	60	days	of	sales	and	determine	the	average	age,	male	or	
female,	approximate	income,	where	they	live,	if	you	know	what	hobbies	they	may	have?
The	different	social	media	platforms	appeal	to	different	types	of	people.	Selling	people	
tat	are	40-50	years	old	would	have	them	more	likely	to	use	Facebook	than	a	person	let’s	
say	is	25	years	old.	They	will	use	Instagram	more	frequently	at	that	age.	So,	before	we	
start	setting	up	uses,	let’s	determine	who	our	target	is.

The	best	way	to	know	exactly	which	media	they	use	is	just	ask	them	a	simple	question?	
“Which	Social	Media	site	do	you	spend	the	most	time	on?	And	any	others	you	use?”	

Next,	with	social	media	you	also	have	so	many	ways	to	share	things	such	as	blogs,	
videos,	pictures	of	sold	customers,	reviews.	Focus	on	what	you	are	best	at	in	the	
beginning.		

7	billion	people	in	the	world,	3,000,000	on	Facebook,	17,000,000	new	cars	&	trucks	
sold	annually,	about	17,000	new	car	dealerships,	tens	of	thousands	of	used	car	dealers	
and	probably	250,000	car	salespeople,	what	makes	YOU	stand	out?	

What	makes	YOU	different?

It’s	time	for	you	to	start	spreading	the	word	that	you	are	the	only	person	they	should	
think	of	when	it	comes	to	buying	a	new	or	used	car	or	truck.



He
m

br
ou

gh
 B

us
in

es
s S

ys
te

m
s

6

Before	we	start	– design	- slogans:

At	the	VERY	beginning	you	want	to	think	about	what	you	want	your	sites	to	look	like.	
Pick	your	colors,	the	fonts	you	want	to	use.	Be	careful	about	using	colors	for	your	brand.	
Times	may	change	and	you	may	go	to	another	brand	with	other	colors	so	choose	what	
you	want,	not	what	the	factory	has.

People	don’t	expect	you	to	be	perfect,	they	expect	you	to	be	a	car	guy.	It	is	never	going	to	
be	perfect,	but	it	should	not	take	a	week,	or	5	days.	You	need	to	get	it	done	in	hours	or	a	
day	or	two.

Slogans	are	something	I	find	Top	Producers	do,	such	as:	“your	car	guy”	“I	make	car	
buying	easy”	– “doing	business	with	me	is	FUN	– FAIR	– FAST	&	EASY”	“Bringing	
honesty	back	into	car	sales”.	“Selling	cars	&	trucks,	the	right	way	because	it’s	the	only	
way	I	know”.	“Your	automotive	advisor”,	“You’ve	got	a	friend	in	the	business”	“Dreams	
into	driveways”,	“Car	buying	made	easy”,	“No	pressure	car	sales”,	“No	games	when	
buying	your	next	car”	

As	we	setup	your	sites,	we	want	to	remember	to	have	continuity	with	them.	Have	your	
Facebook	and	LinkedIn	use	the	same	color	scheme.	Use	the	same	font	type	and	size.	
Have	your	Slogan	in	your	heading	area.	Here	are	some	samples	to	consider.	
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Setting	up	accounts

As	you	are	building	these	sites	try	to	make	them	all	look	as	much	alike	as	possible.	Use	
the	same	profile	picture.	

When	filling	in	the	About	Me	page,	make	sure	you	are	thorough	and	complete	with	your	
work	history.	Although,	if	you	have	had	several	jobs,	just	mention	the	relevant	ones.	But	
get	your	history	as	accurate	as	possible.	One	more	important	note,	make	sure	from	site	
to	site	it	says	the	same	thing.	What	I	have	seen	happen	is	someone	sets	up	one	site	and	
then	2	years	later	they	set	up	another	and	the	stories	are	not	the	same.	Make	sure	your	
About	Me	is	the	same	on	all	sites.

Be	yourself,	don’t	try	to	create	an	image	of	someone	you	are	not.	
“If	two	people	are	like	each	other	they	tend	to	like	each	other”.	People	like	doing	
business	with	people	they	like.	If	you	like	sports,	like,	if	you	like	older	cars,	like	older	
cars,	if	you	are	spiritual,	be	spiritual.	Don’t	stand	back	from	who	you	are,	people	like	
honesty	and	understanding	other	people’s	values.
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NOTE:	When	using	the	phone	and	you	now	have	a	slogan,	you	want	to	identify	yourself	
with	using	both	your	name	and	your	slogan.

Another	thought	for	getting	started

Most	of	you	will	have	accounts	set	up	in	some	of	these	areas	with	followers	already	
following	you.	So,	ask	yourself,	would	I	be	better	off	starting	over	with	a	better	name,	
knowing	I	will	be	losing	all	the	names	I	have,	or	should	I	just	keep	mine	and	build	
around	the	name	I	already	have	in	use?	That’s	the	million-dollar	question.	If	it	was	up	to	
me	– if	I	had	under	200	followers	I	would	consider	changing,	or	if	I	had	a	name,	I	am	not	
pleased	with	as	my	username	I	would	start	over	again.

One	idea	about	the	number	of	followers	you	have,	Facebook	allows	you	to	have	up	to	
5,000.	This	is	something	again	“consistency”	is	the	answer,.	Be	adding	people	all	the	
time.	However,	don’t	just	add	names,	add	quality	names.	People	in	your	area.	Goal	
should	be	10-15/day.	100/day	=	Facebook	jail.	Also,	keep	cleaning	your	list	of	names.	
Remove	old	friend	requests.	Go	int	o	“place	holder	profiles”	and	when	you	see	names	
and	the	picture	is	a	black	&	white	drawing,	these	are	inactive	accounts	– remove	them	

A	quick	overview	of	media	choices:

Facebook	– this	is	good	for	almost	all	ages.	Within	Facebook	are	additional	groups:	
Groups	– those	are	local	organizations	you	can	join.	Facebook	Marketplace	is	where	
items	get	sold.

LinkedIn	– this	is	primarily	businesspeople	and	a	more	professional	group.	
Instagram	– short	videos,	a	younger	crowd	– 20-40	age	bracket
YouTube	– a	place	to	save	your	videos.	Build	your	own	site	and	channels.
Twitter	– short	notes	back	and	forth.
WHAT	PEOPLE	SAY	ABOUT	BUYING	CARS

• It	takes	too	long
• They	don’t	know	if	they	did	get	a	good	price
• Trade	is	always	too	low
• They	hate	the	finance	office
• The	salespeople	are	always	pushy,	just	trying	to	sell	whatever	they	can
• They	don’t	listen	to	me

After	acknowledging	these	feelings	and	how	personal	they	are	in	your	store,	you	can	
better	create	your	Tag	Line	– this	let’s	them	see	and	feel	that	immediately	you	now	can	
solve	their	problem

Now	you	SAY	what	makes	you	different	from	other	salespeople	in	a	single	sentence.
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Keys	To	Social	Media

When	you	begin	posting	cars	and	recommendations	have	a	plan,	a	process,	what’s	1st
then	2nd and	so	on.	Proper	preparation	is	the	Key	to	starting	effectively.	It	takes	a	couple	
of	days	to	get	things	lined	up	before	you	start	posting.

It	is	important	you	become	predictable	on	Social	Media.	People	will	know	if	they	follow	
you	what	to	expect	and	when	to	expect	it.		

If	you	start	doing	weekly	“How-To	Video’s”	and	you	do	them	on	Tuesday,	they	will	want	
to	know	it	will	be	there	on	Tuesday’s.	Not	one	week	on	Tuesday	afternoon	at	2:00,	then	
a	Friday	at	9	and	then	a	Thursday	at	12:00.	When	you	start	doing	something	have	a	
process	that	on	Monday	mornings	you	are	posting	5	pre-owned	in	this	section	– maybe	
Facebook	Marketplace.	Monday	afternoon	you	post	pictures	of	last	weekend’s	
deliveries.	Maybe	every	Tuesday	morning	at	9:00	you	release	a	video,	or	we	buy	cars.	
Maybe	Thursday	mid-mornings	you	post	10	more	pre-owned	in	Facebook	Marketplace.	

How	often	do	you	post?	No	one	correct	answer	to	this.	I	suggest	first	you	produce	a	list	
of	what	and	where	you	are	going	to	post,	the	type	and	place.	Then	you	take	those	lists	
and	start	deciding	how	many	and	how	often.	

“Salespeople using Social Media have a 78% higher 
income level than those not using all the opportunities 

available to them.”
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Keys	To	Social	Media	(cont.)

For	example:		You	pick	5-10	pre-owned	vehicles	and	you	put	them	on	Facebook	a	couple	
at	a	time.	A	suggestion	is	to	send	a	request	to	10	family	and	friends	asking them to share 
this posts.	Then	each	time	you	do	one	of	these	posts	you	send	them	a	text	sharing	you	
have	a	post	for	them	to	share.

Next	step	would	be	to	research	and	join	Marketplace	Groups.	After	you	have	joined	
groups	you	post	each	of	those	10	cars	and	it	will	automatically	post	in	the	10	groups.

Now	is	when	you	must	decide	how	many	and	how	often	you	are	going	to	post	vehicles.	
Keep	a	log	of	what	pre-owned	vehicles	you	are	posting,	the	date,	the	place,	and	notes	
about	what	you	said	in	your	post	to	make	sure	you	don’t	duplicate	or	over-post.
Cutting	past	all	of	that,	I	suggest	with	Facebook,	a	couple	of	general	posts	per	day.	
Spread	them	out,	every	2	to	3	hours.	A	simple	rule	of	thumb	is	no	2	posts	should	NEVER	
show	up	on	the	same	search	page.
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Hello!	As	we	enter	2021,	I	am	in	need	of	your	
assistance,	if/should	your	schedule	allow	&	you	be	
willing	to	assist	me.	This	favor	will	only	require	no	
more	than	2-3	minutes	of	your	day,	Monday	
through	Saturday,	if	that	much.	

As	you’re	are	aware	2020	has	greatly	affected	all	
of	us	in	many	ways.	One	of	the	biggest	challengers	
that	it	presented	to	me	was	a	tremendous	
slowdown	in	traffic	to	the	lot.	In	an	effort	to	
increase	traffic,	I	am	turning	up	my	social	media	
postings	daily.	Daily,	I	will	be	making	3	to	5	
postings	in	an	effort	to	increase	traffic	to	the	lot.	
So,	you	ask,	how	do	I	fit	into	your	picture?	

As	I	make	a	post,	I	would	like	to	text	you	&	inform	
you	that	I	just	made	a	post	&	would	you	please	go	
&	like	&	share	it?	Of	course,	I	am	willing	to	do	the	
same	for	your	posts,	if	you	want	me	to	do	so.	

If	you	are	willing	to	assist	- Great!	If	not,	not	a	
problem.	If	you	can	assist,	please	text	me	at	217	
725	xxxx &	let	me	know	that	you	will	assist.	Let's	
all	work	together	&	make	2021	OUR	BEST	YEAR	
EVER!	😀😎

One	of	the	most	common	pictures	salespeople	are	currently	posting	is	“Sold	
Customers”.	Consider	getting	in	the	picture	with	the	customer.	Not	only	posting	it	
on	Facebook,	but	you	can	send	it	to	them	in	2-years	saying	it	is	time	to	replace	this	
– showing	that	picture.	Then	send	another	picture	of	a	new	car	you	are	in	front	of	
that	is	their	new	vehicle.	

RAPID	BLWIING	UP	YOUR	POSTING	REACH	- This	is	a	sample	of	a	text	message	
you	would	send	to	at	least	10	friends	asking	them	to	SHARE	you	posts.	Then	each	
time	you	post,	you	send	them	a	reminder.	Now	here	is	the	key,	below	you	see	a	
sample	text	message	to	be	sent	to	those	10	friends,	asking	for	their	help,	but	
offering	to	help	share	their	messages.	For	them.



He
m

br
ou

gh
 B

us
in

es
s S

ys
te

m
s

12

Problem	areas
Cover	everything	you	intend	to	do	with	a	manager	or	the	dealer.
If	they	want	to	monitor	and	watch	what	you	do	that’s	Okay,	don’t	push	back.

Make	sure	everything	you	post,	like	pictures.	you	have	permission	to	do.	Make	sure	
whatever	you	post	is	compliant.	The	fastest	way	for	the	dealer	or	manager	to	shut	you	
down	is	by	posting	something	they	object	to	or	is	deemed	illegal	to	use,	or	(Facebook	
jail).	Logos	are	the	same	way,	get	permission.

Make	sure	you	understand	the	SPAM	laws	for	texting,	for	email	blasts.

THIS PLATFORM IS ABOUT YOU AND YOUR BUSINESS AND IT TAKES 100% CONSISTANCY. 

Before	you	read	on	let	me	say	the	following	and	that	these	ideas	are	just	opinions.	Over	
the	past	few	years,	I	have		been	studying	Social	Media	I	have	heard	these	ideas	shared	
by	very	successful	people		I	have	heard	recommendations	for	both	sides.	What	I	am	
saying	is	there	is	no	100%	correct	answer.	Something	may	work	for	one	person	but	not	
the	next,	and	visa	versa.	Take	these	comments	and	consider	if	they	apply	to	you	and	
your	personality.	And	what	you	feel	comfortable	with.

Areas	to	consider:

Take	care	when	taking	pictures	of	
deliveries	of	showing	license	plates.	
In	some	states	you	can	get	in	trouble	
for	that.	Some	states	require	getting	
permission	before	you	post	a	picture.

Be	careful	when	posting	prices	or	
payments	make	certain	you	are	
following	all	the	laws	in	your	area	as	well.

Don’t	get	into	debates	or	arguments	on	any	of	your	online	sites.	Even	a	negative	review:	
“Thank	you	for	your	reply	and	your	comments.”	Leave	it	at	that.	
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Problem	areas

Be	careful	taking	sides	on	issues,	you	risk	50%	of	the	people	being	on	the	other	side.

You	DON’T	want	to	put	up	posts	that	don’t	align	with	your	brand	engagement.	That	
works	against	you.	Google	begins	to	think	you	are	not	100%	committed	to	car	stuff.

DON’T	PUT	UP	“SALESY	DESPERATE”	POSTS:
These	are	the	ones	car	people	put	up	at	the	end	of	the	month	and	they	sound	desperate.	
“I	only	need	2	more	sales	to	set	an	all-time	record.”	No	No.	

“Unfriend”	people	that	go	over	the	top	on	things.	Or,	if	you	don’t	want	to	“unfriend”	
them,	put	them	on	”snooze”.	You	can	hide	them	finding	out	that	you	unfriended	them.

Be	careful	showing	too	many	pictures	of	food.	The	reason,	again	Google	gets	confused	
about	who	you	are,	and	it	hurts	when	you	enter	the	“search”	world.

Same	thing	with	family	pictures,	posting	too	many	again	confuses	Google.	A	suggestion	I	
heard	was	post	mostly	work	supporting	information	Monday	thru	Friday	and	then	load	
up	on	the	weekends	with	the	family	pictures	and	articles.
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Digging	Deeper	into	Social	Media

Next	Step	– So	you’ve	begun	
creating	your	own	brand/image,	
you	have	built	and	started	using	
social	sites,	started	making	videos,	
organized	those	videos	on	YouTube,	
now	comes	the	question	of	should	
you	or	shouldn’t	you	have	a	website.	Both	sides	of	the	argument	are	strong	on	this	so	
my	opinion	for	now	is	“hold	off”.	The	primary	reason	to	have	a	website	is	a	place	for	
people	to	reach	out	to	you	and	for	you	to	create	“leads”	via	a	CONTACT	form.	At	this	
point	what	I	find	most	salespeople	will	do	is	just	instruct	people	on	Facebook	to	contact	
them	at	………	then	do	the	same	with	a	video	or	on	Instagram.

FACEBOOK	MARKETPLACE	– Facebook	Marketplace	is	a	place	to	list	vehicles	for	sale.	
When	you	just	list	them	in	FACEBOOK,	they	show	up	with	all	other	cars	being	listed	and	
they	get	mixed	in	with	couches	for	sale.	Within	Marketplace	are	buying	groups	you	want	
to	seek	out	and	post	in.	You	want	to	keep	a	journal,	noting	vehicles	you	list,	which	group,	
date,	price.	This	way	you	won’t	duplicate	or	miss	groups.	This	now	gives	you	an	
opportunity	to	put	check	marks	for	how	many	leads	you	get	from	that	posting.	You	can	
also	make	a	check	mark	for	when	you	sell	that	vehicle.	At	the	end	of	the	month	look	at	
your	log	and	see	what	sites	and	cars	are	getting	results.	For	the	next	month	post	more	of	
the	ones	that	are	popular	in	that	group.	Another	thing	you	can	do	is	post	something	two	
times	– the	first	time	you	post	it	put	a	down	payment	and	a	payment.	Two	weeks	later	
put	a	price	in	instead.	With	these	groups	do	3-4-5	units	and	then	wait	a	week	or	so	and	
then	do	another	3-4-5.	Remember,	after	time	you	will	have	5-10-15	groups	that	it	posts	
in	with	a	single	post	in	and	this	is	just	Marketplace	Groups.



He
m

br
ou

gh
 B

us
in

es
s S

ys
te

m
s

15

Digging	Deeper	into	Social	Media	(Cont.)

FACEBOOK	GROUPS	–Within	Facebook	large	
employers	and	Credit	Unions	and	Organizations	
create	their	own	groups.	You	can	request	to	join	
these	groups	and	they	are	a	great	place	to	post	your	
value	content	videos.	All	people	want	tips	for	how	to	
get	a	good	deal.	Everyone	wants	ideas	for	how	to	
get	the	most	for	a	trade.	Then	every	4th or	5th video	put	“we	buy	cars”	in	there.	Then	go	
back	to	your	regular	value	posts	and	then	you	find	a	one-of-a-kind	car,	a	real	low	
mileage	car,	post	that.	When	you	do,	point	out	how	unique	it	is,	how	infrequently	units	
like	this	are	available,	this	way	you	can	get	away	with	posting	in	this	kind	of	Group.

INSTAGRAM	– from	1,000,000	users	in	December	of	2010	
to	over	1,000,000,000	in	2020,	this	is	the	place	younger
Social	media	people	will	frequent.	It	is	a	platform	that	used
Photo	and	video	sharing	via	the	mobile	app.	You	can	take,
Edit	and	share	these	shorts	clips	with	followers	rapidly.
You	can	respond	and	make	comments	back	rapidly	and	that	is	what	makes	this	platform	
so	popular	– the	speed	in	which	people	interreact.	
Depending	on	the	franchise	you	have,	depending	if	you	have	determined	your	typical	
buyer,		this	may	be	the	most	important	platform	you	use.	For	Facebook	users,	smarten	
up,	things	change,	and	you	need	to	as	well.
You	want	to	build	this	platform	as	fast	as	possible.		The	fastest	was	is	to	invite	members	
from	your	other	social	sites,	that	can	be	done	within	Instagram.	The	next	is	to	get	a	list	
of	your	customers	and	prospects	and	start	looking	them	up	– do	10	per	day	and	then	
add	them.	

TWITTER – Google shared that tracking SEO that 
1 minute of video is worth 1.8 million written words

Trying to convince salespeople the value of video has been one of the most difficult items I 
have worked with over the past 15 years. I don’t understand WHY it is given the amount of 
push-back it gets, but for some reason it does.
AND nothing can be SO WRONG. 
Ø 45%	of	the	people	watch	more	than	an	hour	of	Facebook	and	YouTube	videos	a	
week

Ø More	than	500	million	hours	of	YouTube	watched	each	day
Ø More	video	content	is	uploaded	to	YouTube	in	30	days	than	the	major	U	S	TV	
networks	have	created	in	30	years

Ø 87%	of	online	marketers	use	video	content
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Digging	Deeper	into	Social	Media	(Cont.)

LINKED	IN	– after	you	have	this	set	up	just	as	you	did	your	Facebook	account,	colors,	
fonts,	about	you,	theme,	taglines,	you	start	posting	here	just	as	you	do	in	Facebook.	
You	can	do	pictures,	blogs	and	videos	here,	keeping	them	more	professional	than	
casual.	Remember,	LinkedIn	is	business,	Facebook	is	social.	You	can	use	value	videos	
here.	You	can	mention	to	your	Facebook	friends	that	you	are	on	LinkedIn	and	would	
they	connect	with	you	on	LinkedIn.	Adding	followers	can	be	done,	I	took	mine	from	
200	to	2,000	in	about	6	months	and	they	were	my	ideal	customer,	but	it	took	a	lot	of	
hours	to	do	that.

DOES	TWITTER	MATTER	TO	CAR	DEALERSHIPS?

Many	car	dealers	wonder	if	twitter	even	matters	for	their	dealerships,	so	I’ll	just	touch	
the	tip	of	the	iceberg.	First,	from	1,000,000	users	in	December	of	2010	
to	over	1,000,000,000	in	2020,	this	is	the	place	the	younger	generation	of	people	prefer	
because	of	the	snippets	of	information	in	140	characters	or	less.	
Because	of	the	number	of	accounts	and	the	sheer	volume	of	tweets	daily,	as	an	
automotive	dealer	you	want	to	be	on	Twitter yesterday.	
Why	should	automotive	dealers	be	on	Twitter,	instead	of	Facebook	or	any	other	social	
media	platform?	You	should	be	on Twitter in	addition	to your	other	social	media	
platforms.	Twitter,	like	your	other	platforms,	should	be	directing	traffic	back	to	your	
blog	or	your	automotive	dealership	website.	Since	tweets	are	140	characters	or	less,	
people	are	more	likely	to	read	them.	People	spend	time	on	Twitter	with	the	
understanding	that	they’ll	see	easy	to	read	texts	that	are	entertaining	from	people	
they’re	interested	in.

The	“Key”	is	the	content	must	be	engaging,	interesting.	“How	to”	topics,	or	”Way’s	to	
save	$x,xxx on	your	next	vehicle”,		“Getting	the	most	for	your	trade”.	You	then	keep	to	the	
140	characters	and	refer	them	to	your	website	BLOG	you	will	have	posted	on	this	topic.	
Or	better	yet,	refer	them	to	a	video	you	did	on	this	topic.	NOTE:	82%	of	Twitter	users	
watch	video	content	of	printed	text.

Remember	one	of	the	original	goals	of	Social	media,	building	relationships,	creating	
credibility,	getting	people	to	LIKE	you	and	LIKE	what	you	have	to	say.	That	must	be	the	
goal	of	the	tweet	and	this	medium	will	pay	dividends.	

http://www.startupaddict.com/social-media-2/the-roi-of-facebook-and-twitter/4566
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Digging	Deeper	with	your	CRM

Owner	Retention

3	out	of	4	people	that	have	their	vehicle	serviced	at
your	dealership	will	more	likely	come	back	to	buy	
another	vehicle	there.

VS.
1	out	of	3	that	do	not	get	their	vehicle	serviced	with	you.

THESE	ARE	YOUR	CUSTOMERS	YOU	SHOULD	PROTECT	YOUR	
INVESTMENT.	Check	them	out	on	Facebook	– LinkedIn	– Instagram

Ø Before	you	leave	for	the	day,	check	tomorrow's	service	appointments	and	see	which	
of	your	customers	are	coming	in	and	at	what	time.

Ø Go	greet	them.	Have	a	cup	of	coffee	waiting	for	them.
Ø If	they	need	a	ride	give	them	a	ride	yourself.
Ø Follow-up	on	their	vehicle	throughout	the	day.
Ø Make	a	follow-up	call	the	next	day	to	make	certain	everything	was	corrected	if	it	was	
in	for	repairs.

Ø Find	out	if	they	made	their	next	appointment	and	for	when.
Ø Put	that	date	on	your	calendar	and	call	them	a	couple	days	in	advance	to	find	out	if	
they	are	still	coming	in.	

What	is	your	attitude	about	working	the	service	drive…..
Depending	on	the	brand,	the	average	dealership	having	between	40-60%	of	the	vehicles	
that	come	into	your	shop	each	day	were	not	sold	by	that	dealership.	GOLD	MINE	– GOLD	
MINE	– offer	rides	to	these	people.	Take	them	over	as	your	opportunity

PROTECT	YOUR	INVESTMENT.	It’s	easier	to	keep	a	customer	than	finding	a	new	one.	
CRM	– you	are	going	to	be	getting	lots	and	lots	of	new	names	coming	into	your	Social	
Media	accounts	and	some	are	going	to	be	followers,	some	are	going	to	be	leads.	
Anything	that	is	a	potential	lead,	today,	next	month,	or	3	years	from	now	you	want	to	
put	into	your	dealership	CRM

Ask	the	dealership	if	they	would	create	advertising	sources	for	you	to	use	that	are	
personal	to	your	Social	media	accounts.	See	if	they	will	help	you	to	import	several	
videos	you	have	made	so	you	can	make	them	part	of	automated	schedules	you	want	to	
build	to	maintain	contact	will	these	leads	to	cultivate	them	over	time.	

Begin	thinking	of	the	dealership	CRM	as	your	personal	CRM.	Remember,	20-30-40	unit	
per	month	salespeople	have	a	tremendous	following	of	pervious	customers	and	your	
CRM	is	your	best	tool	to	maintain	a	relationship	with	these	people.	REALLY	learn	your	
CRM.

Sales	to	Service	HANDOFF	is	very	very	IMPORTANT	so	get	professional	with	this.	

29

Does Good Service Sell More?

74%
Are likely to purchase their 
next vehicle from that dealer 
if they returned for service

Are likely to purchase their 
next vehicle from that dealer if 
they did not return for service

35%

Source: Cox Automotive 2018 Service Industry Study
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VIDEO	– “Your	Competitive	Advantage”

From	Google	SEO	

1	minute	of	video	is	worth	1.8	million	
written	words

The	reason	video	is	so	strong	is	that	it	shows	
your	personality.	It	let’s	people	get	to	know	who	
you	really	are.	They	get	to	see	the	real	you.	
Remember	– Social	Media	is	about	exposure,	letting	people	like	you	because	they	are	
seeing	the	real	you,	and	it	is	like	them.	If	all	you	do	is	written,	they	won’t	get	to	feel	your	
personality.	Video	shows	how	you	says	things.	It	shows	your	personality	more.	It	
ultimately	creates	authenticity

Video	can	be	used	in	multiple	ways:	follow	up	on	a	new	lead,	confirm	an	appt.,	follow	up	
on	sold	customers,	unsold	ones.	You	can	do	a	walk	around	the	car	they	are	considering	
or	even	show	them	something	different.	Short	30	second	or	so	– just	stay	focused	on	
what	the	customer	wants

Look	at	your	recordings	- are	you	exciting,	dull,	flat,	humble,	someone	they	want	to	
meet?
Keep	in	mind	the	person	you	are	presenting	on	camera.	You	want	to	be	genuine	so	re-
focus	on	your	core	beliefs.	“There	is	nobody	better	than	me	to	take	care	of	this	person.”	

VERY	IMPORTANT	IN	ALL	COMMUNICATIONS:		If	you	don’t	get	their	attention	in	the	
first	5	seconds,	they	are	gone.	It	is	critical	that	you	have	a	strong	1	line	opening	that	
spells	out	the	benefit	of	this	video	to	them	then	they	will	watch	the	video.	If	you	
don’t	“hook”	them,	you	will	only	be	speaking	or	writing	to	yourself.

I	have	heard	about	how	important	it	is	to	keep	your	video	short.	However,	if	you	have	a	
message	that	is	relevant,	take	the	correct	amount	of	time	to	tell	the	story,	they	will	
watch.	If	you	miss	the	point	of	the	story	by	cutting	it	short	it	is	now	not	a	good	story.	If	
the	topic	is	good,	the	story	is	good,	the	message	is	good,	you	caught	their	attention	
upfront,	people	will	continue	to	watch	and	listen	if	you	hold	their	attention.	
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VIDEO	– “Your	Competitive	Advantage”		(Cont.)

YOUTUBE	is	the	2nd largest	search	
engine	in	the	world.	Setting	up	YouTube
takes	a	bit	more	time	than	the	other	
Social	sites	because	this	is	also	going	to	be	a	“landing	page”	for	your	videos.	You	must	
have	a	Gmail	account	in	order	to	create	your	own	YouTube	channel.	If	needed,	we	can	
discuss	WHY	you	want	your	own	YouTube	channel,	so	create	your	own	YouTube	
channel.	You	can	watch	on	YouTube	How	To	create	your	own	design	of	your	channel	but	
keep	it	looking	like	everything	else	you	have,	your	colors,	your	fonts	and	so	on.

VIDEO	Options: Once	you	have	done	a	video	you	can	take	it	and	convert	it	into	other	
items.

• Video	BLOG	channel	
• You	can	cut	clips	out	of	it	and	post	on	Instagram	– make	1-minute	videos
• Take	quotes	out	of	it	and	post	on	Instagram
• Written	BLOG.
• Make	an	audio	BLOG.
• Cut	parts	out	and	re-post	on	YouTube

Starting	out	you	may	feel	you	have	to	make	the	video	“studio”	quality.	This	is	not	
correct,	good	is	good	enough.	You	do	not	need	to	make	them	perfect.	
Today	our	phones	are	as	high	quality	of	cameras	as	we	would	ever	need	so	don’t	worry	
about	the	pixels	or	resolution,	you	already	have	the	equipment.	

When	you	do	a	walk	around	you	will	want	to	upload	it	to	YouTube.

When	you	get	a	“recommendation”	from	a	sold	customer	you	want	to	upload	it	to	
YouTube.

When	you	are	offering	a	special	pre-owned	automobile	for	sale	you	want	to	upload	it	to	
YouTube.

When	making	a	“We	Buy	Cars”	video,	express	how	the	customer	does	not	have	to	buy,	“
We	need	cars	so	regardless	of	the	brand	you	are	looking	at,	we	are	one	of	the	area’s	largest	
pre-owned	dealerships	which	allows	us	to	pay	more	than	the	smaller	dealers	– so	bring	
your	car,	bring	your	title	and	leave	with	a	check.	Again,	we	not	only	make	car	buying	easy	
you	make	car	selling	even	easier.”

VARIATION	OF	 “We	Buy	Cars”
“How	to	get	the	most	for	your	trade?”
“How	to	make	certain	you	are	getting	the	BEST	price?”
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VIDEO	– “Your	Competitive	Advantage”	(Cont.)

YouTube	–

When	you	are	doing	car	buying	tips	you	want	to	upload	them	to	YouTube

When	you	get	a	new	lead,	you	want	to	have	an	introductory	message	prepared,	a	little	
bit	about	you	and	what	to	expect	video	uploaded	onto	YouTube.

You	want	to	create	a	confirmation	video	for	appointments	uploaded	onto	YouTube.

REMINDER:	When	you	send	a	text,	or	an	email,	you	will	be	copying	the	“link”	of	the	
video	from	YouTube	and	pasting	that	into	those	items.

In	a	short	period	of	time,	you	are	going	to	have	a	lot	of	videos	and	now	it	is	time	to	start	
to	make	them	easier	to	find.	Next,	we	will	setup;	Playlists	and/or	Channels.	This	way	
when	you	share	a	testimonial	with	someone,	they	will	also	can	see	a	bunch	of	other	
testimonials	versus	seeing	a	walk	around	video.	Very	important	and	powerful	to	do	this.

Check	your	camera	– Turn	off	HDR,	it	is	unnecessary	and	complicates	things.
Wipe	off	lens	with	soft	cloth
In	daylight	have	the	sun	at	your	back	as	much	as	possible
Align	picture	– Portrait	or	Landscape	– up	and	down	or	sideways.	Know	where	it	is	
going	to	go	(Facebook,	delivery,	???)	so	you	know	which	would	look	best	for	that	
picture.

Touch	on	your	screen	the	person	/	item	you	are	shooting.	Most	cameras	auto-adjust	
lighting	when	you	touch	on	the	subject.

When	you	are	done	look	at	the	shot	in	your	camera,	keeping	in	mind	what	it	will	look	
like	on	a	social	page.	Are	you	too	far	back,	can	you	see	the	face,	do	you	have	background	
noise	in	the	back,	do	you	need	to	come	closer,	are	you	trying	to	have	a	dealership	sign	in	
the	back	and	to	do	that	you	lose	your	person	or	the	vehicle?	Your	audience	wants	to	see	
themselves	more	than	they	want	to	see	your	sign.

STILL	PICTURES:	Frame	your	subject	matter.

Take	several	pictures,	changing	your	angle.

Most	of	this	applies	to	both	video	and	still	picture.	With	video	be	careful	using	zoom.	I	
suggest	you	only	use	auto	zoom.	We	have	a	habit	of	being	a	little	jumpy	in	the	way	we	
zoom	in	and	out,	and	slower	is	better	than	fast.	



He
m

br
ou

gh
 B

us
in

es
s S

ys
te

m
s

21

VIDEO – Reviews/Recommendations

REVIEWS	&	RECOMMENDATIONS	Our	industry	had	used	the	word	“Reviews”	for	years	
and	everyone	has	gotten	either	used	to	it	or	turned	off	to	it.	With	that	in	mind,	I	learned	
from	a	successful	salesperson	he	was	asking	for	“Recommendations”	and	having	a	lot	
more	luck	with	that.	Video	is	more	powerful	than	the	written	word	and	your	goal	is	to	
have	50%	of	your	sales	getting	video	recommendations.	

Buyers	order	signed:	“Mr.	Customer,	before	I	get	your	final	paperwork	prepared,	would	
you	mind	doing	a	short	video	explaining	how	your	experience	was	with	me	here	today?	
I	would	really	appreciate	it	and	I	am	sure	a	lot	of	my	customers	would	appreciate	
knowing	what	to	expect	when	they	come	to	do	business	with	me.	It	only	takes	a	minute	
or	so.		Great,	let	me	get	the	paperwork	ready	and	then	we	can	do	that.”

When	they	come	out	of	F	&	I.,	have	a	place	in	mind	which	has	a	background	correct,	
doesn’t	have	a	lot	of	background	sounds.	When	ready	just	pull	your	phone	up	and	aim	at	
them	and	ask:	“So	tell	me	- How	was	your	experience	today?”	They	may	stall	a	bit,	they	
may	ask	to	begin	again,	not	a	problem,	you	want	them	comfortable,	but	you	may	have	to	
be	encouraging	here.

Thank	them.	Ask	them	if	it	is	Okay	for	you	to	post	on	your	Facebook	page	and	then	TAG	
THEM.
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VIDEO – Reviews/Recommendations

One	final	word.	For	years	I	taught	salespeople	the	
value	and	the	way	to	assemble	very	good
“Why	Buy	Me”	books.	These	were	before	the	
Internet.	They	had	family	pictures	in	them,	pictures	
of	sold	cars,	deliveries,	letters	from	customers	
thanking	them	and	so	on.	We	did	those	for	years.	
What	we	have	discussed	here	is	so	much	more	
powerful,	so	much	easier	to	use	and	share,	that	is	
the	strength	of	the	Internet,	how	explosive	it	really	
is.	You	can	get	people	to	do	this	if	you	believe	
in	it. SELL	YOURSELF	on	the	importance	of	getting	
these	recommendations	so	you	can	create	and	
prove	your	own	Brand	– the	best	place	to	do	
business.

Here’s	a	concern,	all	dealerships	NEED	reviews	on	
their	Google	site.	VOLUME	fixes	all	negatives,	so	they	
need	your	help	there.	You	want	written	
recommendations/reviews	on	your	Facebook	
account	because	not	everybody	will	do	a	video.	
Some	will	have	a	strong	Yelp	in	their	area,	others	will	be	using	Dealer	Rater,	others	will	
have	their	own	website	and	want	Google	reviews	done	for	their	website.	On	LinkedIn	
you	will	want	LinkedIn	reviews	– WOW	– lots	to	do.	You	must	be	a	team	player	for	the	
dealership	but	being	your	best	is	also	good	for	the	dealership.
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VIDEO	– “Your	Competitive	Advantage	(Cont.)

CONTENT	- “What	Is	The	Right	Thing	To	Say?”

#1	thing	about	content	is	it	
should	be	something	your	
ideal	customer	would	want	
to	hear	about,	something	
they	would	care	about.

Remember	what	you	know	
about	them	and	that	is	what	
you	want	to	show	or	talk	
about.	That	is	what	will	get	them	to	engage.

We	are	in	a	virtual	world	of	giving	information	away	now.	We	used	to	not	want	to	give	
out	any	information	and	since	the	Internet	that	has	changed	dramatically.	

This	especially	applies	to	video.	You	can	find	answers	to	about	anything	on	YouTube	
these	days

So,	the	new	selling	approach	for	2021	is	80/20	again.	80%	of	what	you	deliver	is	free	
content,	valuable	content,	and	20%	is	selling.

As	salespeople	we	have	to	re-think	how	we	have	been	selling.	

Moving	forward	we	become	educators,	providing	information,	answers,	solutions.	
Provide	so	much	to	the	people	they	feel	guilty	if	they	do	not	do	business	with	us.

Some	people	call	this	Information	Based	Selling.	Watch	YouTube.	

You	give	ideas,	secrets,	step	by	step	plans	for	free	and	that	leads	to	the	next	level	which	
is	where	you	have	provided	a	proven	VALUE	to	them.	Being	such	a	valuable	contact,	
your	hope	is	you	will	be	the	one	they	think	of	first	when	it	is	time	to	buy	again.

Remember	– this	circles	back	to	who	your	customer	is	and	what	your	style	of	customer	
values?	Different	people	have	different	values.
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VIDEO	– “Your	Competitive	Advantage”	(Cont.)

Earlier	I	spoke	of	ideas	and	subjects	for	making	VALUE	videos	which	your	typical	
customers	may	want	to	see.	

CREATIVE	VIDEO	TITLE	suggestions:

• How	to	choose	the	right	car
• How	to	get	the	best	price
• How	to	get	the	most	for	your	trade
• How	to	know	it	is	the	right	time	for	you	to	buy
• Should	you	buy	or	lease
• How	do	people	with	poor	credit	get	approved?
• Which	cars/trucks/SUVs	are	the	safest?
• How	to	install	an	infant	seat	in	specific	a	model

There	are	several	salespeople	on	YouTube	that	are	great	at	these	videos.	Watch	the	ones	
they	have	done.	What	could	you	duplicate	and	what	might	not	be	useful	to	your	typical	
customer	would	care	for?

Remember	when	you	are	posting	people	want	you	to	be	genuine,	not	someone	you	are	
trying	to	be.	Learn	from	the	experienced.	

Chevy	Dude	– Louisville	– Ann	Fleming	- Shawn	Hayes

Glenn	Lundy	/	Rise	&	Grind	– Brian	Maxwell	– Dave	Benson

Dave	Anderson	– “Learn	to	lead”	Podcast

Brian	Benstock/Paragon	Honda

Here	are	some	salespeople	on	Facebook	you	can	follow:	Hank	Carpenter,	Chris	
Gablonski,	A	J	Anderson,	Gary	Pollard

This	site	is	a	MUST	to	follow	on	Facebook:	Inner	Circle
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Digging	Deeper	(Cont.)

PHONES	– If	I	was	to	be	asked	what	is	one	thing	all	20	– 30	– 40	unit	per	month	
salespeople	have	in	common,	they	are	all	GREAT	with	their	outgoing	calls.	They	are	
great	at	asking	for	referrals	and	getting	them.	They	are	great	contacting	those	referrals	
and	getting	them	in.

Ø HOW	GOOD	ARE	YOU	ASKING	FOR	REFERRALS?
Ø HOW	GOOD	ARE	YOU	QUALIFYING	THE	REFERRAL	INFORMATION?
Ø HOW	GOOD	ARE	YOU	ON	OUT-GOING	CALLS?	
Ø DO	YOU	WELCOME	ORPHAN	OWNERS	FROM	THE	DEALERSHIP?
Ø HAVE	YOU	EVER	THOUGHT	OF	HAVING	YOUR	OWN	“WELCOME	NEW	OWNER	GET	

TOGETHER”?
Ø ON	YOUR	VIDEOS,	TEXT	MESSAGES,	EMAILS,	DO	YOU	HAVE	GOOD	“CALL	TO	

ACTIONS”?
Ø ON	YOUR	VIDEOS,	TEXT	MESSAGES,	EMAILS,	ARE	YOU	USING	YOUR	SLOGAN?

BIRD	DOG	PROGRAM:	For	years	we	offered	$50	to	people	to	refer	someone	to	the	
dealership	that	came	in	and	purchased	a	vehicle.	Then	we	raised	it	in	most	stores	up	to	
$100.	QUESTION:	“How’s	that	working	for	you?”	I	can	tell	you	from	being	is	stores	that	
have	very	successful	programs	they	have	raised	the	payout	to	$200.	

The	have	put	very	specific	guidelines	in	place	and	this	amount	of	money	motivates	
people.

Your	challenge	is	getting	this	approved	at	your	dealership.	Getting	a	program	in	place	
that	doesn’t	wipe	out	all	the	salespersons	commission	if	it	is	a	“mini”	deal.	

It	does	work	– give	it	a	try.		
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Processes	– Processes	- Processes

CANI	– Constant	And	Never-ending	Improvement	– Tony	Robbins
Never	stop	growing	

Reading	– following	other	salespeople	on	Facebook,	join	groups,	subscriptions,	YouTube	
lessons,	so	much	is	free	on	the	Internet	today.	This	will	keep	feeding	your	mind	with	
new	things.

Who	are	you	hanging	around	with	and	listening	to?	Good	seeds	don’t	grow	in	bad	soil.	
So,	surround	yourself	with	people	that	are	achieving	and	make	you	stretch	yourself.

Once	you	have	created	the	image	of	yourself	people	want	to	follow,	see	who	you	really	
are,	watching	you	grow,	feel	they	are	LIKE	you,	this	is	when	business	becomes	
automatic.

“If	you	want	to	get	paid	more,	become	worth	more.”	
Jim	Rohn
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ACTION IDEAS:

____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
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ACTION IDEAS:

____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________
____________________________



The BOTTOM LINE 

1. Set goals – specific - written – with deadlines
2. Know your WHY – written “When your WHY is

strong enough you will figure out the HOW”
3. Write Processes - Blueprint

“Success is nothing more than a few simple disciplines,
practiced every day; while failure is simply a few errors in
judgment, repeated every day. It is the accumulated weight
of our disciplines and our judgements that leads us to
either fortune or failure .”

“Don’t wish it was easier; wish you were better. Don’t wish
for less problems; wish for more skills. Don’t wish for less
challenges; wish for more wisdom.” Jim Rohn

HEMBROUGH	BUSINESS	SYSTEMS
6633	Buckhorn	Trail	*	Loves	Park,	IL	61111	

(815)	978-5038
Hembrough.scott@gmail.com
www.scotthembrough.com
www.scotthembrough.net
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http://www.scotthembrough.com
http://www.scotthembrough.net

