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RICK SHEPPA R D, BU S INE SS  D EVELOPMENT C ENTE R 
Uftring Automotive Group, P eoria, Illinois

© 2008 The Reynolds and Reynolds Company. All Rights Reserved.

“Our success in regularly contacting customers while staying compliant  with customer privacy laws is because of our accurate Name File. By automatically updating customer addresses, phone numbers, and Do Not Contact information with Name File Services, we have eliminated time-consuming manual updates and dramatically reduced our returned mail. We save money on postage and ensure that our messages reach customers the �rst time, all without the risk of non-compliance �nes.”

Rick Sheppard

To hear more about Uftring Automotive Group, visit  
 www.reyrey.com/MakingBusinessBetterTo contact Reynolds please call 1.888.853.2617

We Increased Business 
And Cut Our Mailing 
Costs By 50%.

BILL FOX, FIXED O PERATIONS D IRECTOR

Apple T ree Honda, Fletcher, North Carolina
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“Our success in bringing customers 

back to us for future services is due 

to a superior customer experience 

in our service department. We 

greet customers and complete a 

walk-around inspection right at their 

car and present thorough repair 

recommendations to each customer 

using Service Sales Kit. As a result, 

our service satisfaction has increased 

7% while service revenue continues 

to climb.”

My Service Pro�t  

Has Increased 109% 

Over Last Year With 

Service Sales Kit.

Bill Fox

To hear more about Apple Tree Honda, visit  

 www.reyrey.com/MakingBusinessBetter

To contact Reynolds please call  888.853.2617
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RON FISCHE R , S E R VICE MANAGE RAllan Nott Honda Toyota Scion, Lima, Ohio
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“Our success in building strong 
relationships with our service customers 
has grown, because we’re wowing  them 
with the latest technology that helps 
make their experience better. We use 
Service Sales Kit to greet customers by 
name at their vehicle. Then we comp lete 
a walk-around inspection and present 
their repair recommendations in an 
easy-to-understand report card on the 
spot! They think it’s cool, and when 
they’re impressed, I’m happy. And it has 
helped us increase our service revenue. 
It’s a win-win for me and my customers. ”

We’ve Seen A $10  

Increase In Sales Per 
Repair Order.

Ron Fischer

To hear more about Allan Nott Honda Toyota Scion, visit www.reyrey.com/MakingBusinessBetter
To contact Reynolds please call 1.888.853.2617
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MARK BIGLER, SERVICE OPERATI O N S DIRECT O R 

K en Garff Automotive Group, Salt L ake City, Utah

© 2008 The Reynolds and Reynolds Company. All Rights Reserved.

“Eliminating paper ROs and  

automatically assigning jobs based 

on skill and availability with Technician 

Dispatching allows our technicians to 

work more productively. We minimize 

stress for our customers by getting 

their vehicles in and out of service 

quickly and giving accurate promise 

times. When more time is needed,  

the system alerts us so we can easily  

notify the customer. We’ve greatly 

increased our customer satisfaction, 

effective labor rate, and hours per RO.”

Our Shop Capacity 

Has Increased 25%.

Mark Bigler

To hear more about Ken Garff Automotive Group,  

visit www.reyrey.com/MakingBusinessBetter

To contact Reynolds please call 1.888.853.2617
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TOM BRECHT , PRESIDENT
Brecht B MW and Brecht MINI , Escondido, California
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“Our success in building pro�table 

relationships with customers is because 

of our strategy for continual customer 

interaction online. By establishing a 

central point of communication through 

POWER’s Internet Business Connection 

(IBC) Owner Circle, customers 

have convenient 24/7 access to 

their personal vehicle and service 

information and the ease of online 

service scheduling requests. We are 

creating a stronger connection between 

our dealership and the customer and 

improving service revenue.”

Our Web Site Traf�c Has 

Increased By 20%.

Tom Brecht

To hear more about Brecht BMW and Brecht MINI,  
visit www.reyrey.com/MakingBusinessBetter

To Contact Reynolds Please Call 1.888.853.2617

Dealers “Shout It Out!”:  
Reynolds Associates Make Business Better!

We hear from our customers so often 
that the outstanding service and support 
Reynolds’ associates provide every 
day makes a big difference in their 
business. We value the letters you send 
complimenting their work, and are now 
�S�H�A�R�I�N�G �T�H�O�S�E �S�T�O�R�I�E�S �T�O �R�E�C�O�G�N�I�Z�E �T�H�E 
outstanding talent that we’re so proud of. 
You’ll �nd these testimonials on our Web 
site at www.reyrey.com. 

We also invite you to send us your own 
�S�T�O�R�I�E�S�� �R�E�C�O�G�N�I�Z�I�N�G �T�H�E �L�I�T�T�L�E �T�H�I�N�G�S �T�H�A�T 
have helped, or the big efforts of going 

above and beyond. You’ll �nd an easy 
�W�A�Y �T�O �E�
�M�A�I�L �Y�O�U�R �S�T�O�R�Y �A�N�D �R�E�C�O�G�N�I�Z�E 
your Field Engineer, Technical Assistance 
Center Associate, valued Reynolds Trainer 
or Consultant, or any associate that has 
made a difference in your business. It’s a 
�G�R�E�A�T �W�A�Y �T�O �h�'�I�V�E �A �3�H�O�U�T �/�U�T���v 

While you’re on www.reyrey.com, check 
out the great results dealers across the 
country are sharing about their successes 
using Reynolds’ products and services. 
Many of these stories have recently been 
featured in ads in Automotive News, Ward’s 

Dealer Business, NADA’s Auto Exec, and  
Dealer Magazine to name a few. Copies  
of the ads and video clips from these 
dealer interviews are featured at  
www.reyrey.com/MakingBusinessBetter. 

We invite you to send us your own stories, 
recognizing the little things that have 
helped, or the big efforts of going above 
and beyond. Go to www.reyrey.com and 
click on “Share your success story.”


