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Segment: Inactive, Conquest, & Special Segments 
Event: Grand Opening, New Management, & More 
Repair Type: Tires, Brakes, & Timing Belt 
Other: Body Shop, Rewards Programs, & Digital Tie-ins

2021 SEGMENT & EVENT  
MAILER TEMPLATES

EASY. ENGAGING. EFFECTIVE.
9 BRAND NEW TEMPLATES



SUCCESS
KEYS TO YOUR DEALERSHIP’S

Reactivate lost customers, attract new customers, retain current customers, and upsell 
additional services with Direct Mail campaigns from Reynolds Document Services. 
Look for the icons below throughout this book to see how our campaigns can help you 
maximize the return on your marketing investment.

Reach new prospects effectively.  Learn more about 
reaching conquest customers on pages 25–26.

ATTRACT NEW 
CUSTOMERS

Check out our top tips for reaching inactive 
customers on pages 9–10.

REACTIVATE 
CUSTOMERS

Ensure customers are aware of key changes at your 
dealership, like renovation, management changes, 
etc., with our event templates, page 57.

RETAIN 
CUSTOMERS

Increase service revenue with your current customer base 
with templates designed to bring in older vehicles and 
those with high mileage (pages 49-52), and bring in 
customers due for services beyond basic maintenance 
(pages 68-73).

UPSELL 
CUSTOMERS
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FOR CONSIDERING US!
THANK YOU
FIRSTLY

PERSONALIZATION

VARIABLE PRINTING 

CREATIVE DESIGN

INTELLIGENT OFFERS

SMART DATA

QUICK TURNAROUND

Generate a higher return on your investment with personalized mailers that catch your customers’ 
attention and convince them to take action.

Send the right offer to the right customers with variable printing. With one campaign you can target 
multiple customer segments with different offers, increasing response rates and protecting your bottom 
line. (See page 6 for examples).

Eye-catching design can mean the difference between your customer reading your direct mail piece or 
tossing it in the trash. Our creative design will get your message noticed by standing out in the mailbox. 

Our nationwide network of marketing consultants has the experience to create offers that bring customers 
in. Throughout this book, you’ll see examples of the ROI generated when these campaigns have been run for 
real dealers, and you’ll see the offers that brought customers in.  

Send targeted, cost-effective mailers by using data to fine-tune your mailing list. In addition to choosing 
makes, models, year, and a zip code radius, Reynolds will work with you to identify top prospects.

Within 24 hours, our design team will create a mailer that meets your goals. Following approval, your 
mailers will be produced in three days or less.

WHY CHOOSE REYNOLDS AND REYNOLDS?
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TEMPLATE
CUSTOMIZE YOUR

OUR TEMPLATES ARE 100% FLEXIBLE!

TEMPLATE CUSTOMIZATION

1. Logo

2. Address, Phone Number,  
and Website

3. Choice of vehicle images

4. Amenities

5. Personalized/variable text

6. Service hours

7. Custom coupons

8. Maps - especially important 
on conquest pieces!

9. QR codes

These options can be added to 
ANY template!

CHANGE THE 
CONTENT

CHANGE THE SIZECHANGE THE 
COPY

CHANGE THE 
IMAGES

1

2
4

7

1

2

3

4 5

8

6

9
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SIZES
MAILER

SELF-MAILER, with Perforated Certificate or Wallet Card

SELF-MAILER

8½ x 14
10½ x 17

8½ x 11
Tri-fold

8½ x 11
Bi-fold

POSTCARDS
6 x 9 6 x 11

6⅛ x 12⅛ 8 x 14
Booklet 

Style

8 x 14
6⅛ x 12⅛

with  
Wallet Card
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Variable printing allows you to target different customers with different offers within 
one mailing. The example below illustrates how offers can be changed based on the 
customer’s service history. Variable printing can also be used to print variable service 
advisor names or salesperson names.

OFFERS
VARIABLE

3 different targets | 3 different offers | 1 campaign

Target 1
Current customers who had 
service in the past 5 months 

received $5.00 off.
FOR

DOLLARS

PAY TO THE
ORDER OF

DATE

Jackson Dale 1234 Hollywood Ave.
Hollywood, CA 45401
123.456.7890

THIS IS NOT A CHECK. OFFER GOOD ON LABOR ONLY. NO CASH VALUE.  
SERVICE REBATE MUST BE PRESENTED AT TIME OF WRITE-UP.  

CANNOT BE COMBINED WITH ANY OTHER OFFER.  
EXPIRES 8/31/2017

John Samples

The Jackson Dale
Automotive Rebate Dave Hoffman

Five dollars - good towards any service performed

500

06/01/19

Target 2
Recent inactive customers 
with no service in the past

6-8 months received
 $10.00 off.

FOR

DOLLARS

PAY TO THE
ORDER OF

DATE

Jackson Dale 1234 Hollywood Ave.
Hollywood, CA 45401
123.456.7890

THIS IS NOT A CHECK. OFFER GOOD ON LABOR ONLY. NO CASH VALUE.  
SERVICE REBATE MUST BE PRESENTED AT TIME OF WRITE-UP.  

CANNOT BE COMBINED WITH ANY OTHER OFFER.  
EXPIRES 8/31/2017

Joe Buyer

The Jackson Dale
Automotive Rebate Dave Hoffman

Ten dollars - good towards any service performed

1000

06/01/18

FOR

DOLLARS

PAY TO THE
ORDER OF

DATE

Jackson Dale 1234 Hollywood Ave.
Hollywood, CA 45401
123.456.7890

THIS IS NOT A CHECK. OFFER GOOD ON LABOR ONLY. NO CASH VALUE.  
SERVICE REBATE MUST BE PRESENTED AT TIME OF WRITE-UP.  

CANNOT BE COMBINED WITH ANY OTHER OFFER.  
EXPIRES 8/31/2017

Jane Smith

The Jackson Dale
Automotive Rebate Dave Hoffman

Fifteen dollars - good towards any service performed

1500

06/01/18
Target 3

Longer-term inactive 
customers with no service 
in the past 9-12 months, 

and customers who 
purchased a car in the last 

6-12 months with no service 
visits, received $15.00 off.
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STATISTICS
DIRECT MAIL

2018 RESPONSE RATES THE POWER OF DIRECT MAIL

THE HUMAN CONNECTION

2018 RESPONSE RATES BY FORMAT

What about all that digital marketing?  No digital 
channel comes close to generating the response 
rates of direct mail.
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•	 9% response rate to house lists (2017 
response rate was 5.1%)

•	 4.9% response rate to prospect lists (2017 
response rate was 2.9%)

*Source for all 3 statistics: September 2019 “Mail Spoken Here” newsletter from the US Postal Service.

Our brains are wired for direct mail:  It’s no surprise then that a study conducted by the 
UK Royal Mail, The Private Life of Mail, concluded that the upswing in the use of direct 
mail and its enduring effectiveness is because, “Giving, receiving and handling tangible 
objects remain deep and intuitive parts of the human experience.” This emotional 
effect is what’s at the bottom of its effectiveness.

•	 60% said this effect made a more 
lasting mental impression on them, 
making it easier to recall later on. 

•	 57% of respondents said that 
postcard marketing makes them 
feel more valued and creates a 
more authentic relationship.

•	 Get personal:  Adding 
a person’s name in full 
color in the direct mail 
can increase response 
by 135%.

https://www.iwco.com/blog/2019/01/16/direct-mail-response-rates-dominate-other-channels/  •  https://compu-mail.com/gallery-35-direct-marketing-statistics-for-2018-2019/
All Direct Mail response rates were reported by the Association of National Advertisers, and were based on a small sample size.  Response rates vary based on offers, audience, timing, and other factors.

ONLINE MARKETING
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DRIVE ACTION
OFFERS THAT

“What’s in it for me?″ That’s how a customer decides to keep or toss your offers. With 
shorter attention spans than ever before, it’s critical that your offers instantly make the 
customer say, “I want that.″ The mailer below generated an impressive 10% response 
rate from inactive customers. It’s a great example of an effective, stand-out mailer.

People generally lose concentration after eight seconds.*

*Source: Microsoft Insights 2015 study. Best Practices: Vehicle based lists vs. Household based lists

Simple offers with minimal restrictions work best. 
Low price oil changes, tiered discounts based on the 
amount spent, and flat discounts (such as this offer for 
$15 off any service) work well. They tell the customer 
exactly what they are getting without any work to 
figure out if it is a good deal or not.

Offers must be easy to redeem.  
Make it easy for customers to 
contact you. On just this side of the 
postcard, the website is referenced 
three times—two times with the web 
address and once with a QR code.

Personalized offers 
with the customer’s 
name grab attention 
and give the offer a 
more exclusive feel.

Offers should stand out. 
In this example, the coupons stand out 
because the white background contrasts well 
with the orange surrounding them. The word 
FREE is in a bright, large font to draw the 
customer’s attention.

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
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TEMPLATES
SEGMENT & EVENT

CATEGORIES

CAMPAIGN GOALS

REALRESULTS
Throughout this book, ROI results are shown for previous customers who ran a campaign that utilized artwork similar to the 
templates shown.  Each customer’s results will vary based on the offers, mailing list criteria, radius, and individual market factors.

INACTIVE

CONQUEST

SPECIAL SEGMENTS

TIRES

BRAKES

TIMING BELT

REWARDS PROGRAMS

BODY SHOP

DIGITAL TIE-INS

GRAND OPENING

NEW LOCATION

UNDER CONSTRUCTION

NEW MANAGEMENT

SEGMENT EVENT REPAIR TYPE OTHER

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
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Targeting inactive customers is one of the best ways to increase service revenue.   
Here are tips to maximize your inactive campaign’s potential:

TEMPLATES
SEGMENT

INACTIVE CUSTOMERS

Target customers as soon as possible after they miss a service.  
Once the service interval has lapsed, you have a short window of opportunity to retain customers 
before they defect.  It’s easier – and less costly - to retain customers, than to try to win them back.   
Be sure to include customers who purchased vehicles, but have not returned for service.

Get aggressive.  
The longer it has been since the customer’s last service, the more aggressive the offer needs to be 
to entice them to return.  Leverage our variable print capabilities to target different segments with 
different offers.  See page 7 for an example.

Amenities matter.  
Consumers love convenience, so focus on amenities that make your dealership the easy choice – 
loaner vehicles, shuttle service, extended service hours.  
  

CAMPAIGN GOAL:
BRING BACK 

INACTIVE CUSTOMERS

6-12 MONTHS INACTIVE:
$10 OFF

13-24 MONTHS INACTIVE:
$15 OFF

6 MONTHS:
SERVICE DUE

9 MONTHS:
SERVICE PAST DUERETENTION WINDOW

free car wash extended service hours comfortable lounge loaner vehicles shuttle service

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
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TEMPLATES
SEGMENT

INACTIVE CUSTOMERS

Inactive Cheat Sheet
Here are the list criteria and offers for our inactive campaigns that 

generated the highest response rates.  

LIST CRITERIA 
THAT GENERATED THE HIGHEST 

RESPONSE RATES

•	 Customers last in for service  
6–24 months prior.

•	 Car buyers from the last 24 months 
who have not come in for service.

•	 15–20 mile radius.

OFFERS 
THAT GENERATED THE HIGHEST 

RESPONSE RATES

•	 $10–$15 off Any Service.

•	 $19.95 Oil Change.

•	 Extra 10% off competitor’s  
advertised price.

•	 Bonus Bucks. 
(increasing discount based on 
purchase amount)

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
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TEMPLATE N48

INACTIVE

SEGMENT

Outside

Inside

Back

Front

FOLDED

NEW!

11
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INACTIVE

TEMPLATE N23

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.

SEGMENT

Front

Back

REALRESULTS

ROI: $34:1

TARGET: INACTIVE, 
6-30 MONTHS SINCE 
LAST SERVICE, IN A 
25 MILE RADIUS

HOOK: $18.95 OIL 
CHANGE; 25% OFF 
ANY OTHER SERVICE

Here’s how this campaign performed 
for one of our customers!

12
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TEMPLATE N16

INACTIVE

SEGMENT

Front

Back

13
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TEMPLATE N11

Front

Back

INACTIVE

SEGMENT

REALRESULTS

ROI: $48:1

TARGET: INACTIVE 
CUSTOMERS, 7-25 
MONTHS SINCE 
LAST SERVICE, AND 
SALES NO SERVICE 
CUSTOMERS, 15 
MILE RADIUS

HOOK: $15.00 OFF 
ANY SERVICE

Here’s how this campaign performed 
for one of our customers!

CUSTOMER FAVORITE!

14
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TEMPLATE N5

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.

INACTIVE

SEGMENT

Front

Back

REALRESULTS

ROI: $25:1

TARGET: INACTIVE 
CUSTOMERS, 8-15 
MONTHS SINCE LAST 
SERVICE, 40 MILE 
RADIUS

HOOK: $24.95 
SYNTHETIC BLEND/ 
$36.95 FULL 
SYNTHETIC OIL 
CHANGE

Here’s how this campaign performed 
for one of our customers!

CUSTOMER FAVORITE!

15
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TEMPLATE MBI2

Front

Back

INACTIVE

SEGMENT

Wallet 
Card

16
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TEMPLATE MBI1

Front

Back

INACTIVE

SEGMENT
Wallet 
Card

17
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TEMPLATE SM39

INACTIVE

SEGMENT

Front

Back

18
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TEMPLATE BTS19

INACTIVE

SEGMENT

Front

Back

19
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TEMPLATE V6

INACTIVE

SEGMENT

Front

Back

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.
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TEMPLATE S26

INACTIVE

SEGMENT

Front

Back
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TEMPLATE F19

INACTIVE

SEGMENT

Front

Back
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TEMPLATE W23

INACTIVE

SEGMENT

Front

Back

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.
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TEMPLATE W15

INACTIVE

SEGMENT

Front

Back
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Conquest customers are challenging to win, but they can be a great source of new 
service revenue. To convince a customer to break the habit of servicing their vehicles 
elsewhere, you’ve got to make them an offer they can’t refuse. Think of it as trying to get 
a new customer to ‘date’ your dealership for their next service -  your campaign is your 
dating profile, telling potential customers all of the reasons they should check you out.  
Effective conquest campaigns have these key elements:

TEMPLATES
SEGMENT

CONQUEST CUSTOMERS

Differentiators.  
Promote the ways your dealership’s service is better than competitors, like free car washes,  
available loaner cars, high customer satisfaction ratings, etc. (If you aren’t sure what to  
highlight, most competitors list their service benefits on their website.)

Aggressive offers that stand out.  
Customers decide to keep or toss your mailing based on how appealing your offer is.  A  
strong offer is like a mental speed bump; it makes customers slow down and read on to see  
what you have to offer – exactly what you want them to do.

Points of pain.  
Point out competitor’s weaknesses.  Quick lubes don’t have the kind of skilled advisors and  
OEM parts that your dealership offers.  Put those key values into a chart to help customers 
understand how much value you offer vs. lower quality competitors.

Maps.  
Include a map with nearby landmarks that helps orient customers to where your dealership is.  

Reach out to customers multiple times.  
If a customer just had an oil change, getting an offer in the mail is unlikely to make them take  
action.  Reaching out to the customer multiple times gives you a better chance to reach them  
when the message is relevant.    

CAMPAIGN GOAL:
WIN NEW 

CUSTOMERS

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
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TEMPLATES
SEGMENT

CONQUEST CUSTOMERS

Conquest Cheat Sheet
Here are the list criteria and offers for our conquest campaigns that 

generated the highest response rates.  

LIST CRITERIA 
THAT GENERATED THE HIGHEST 

RESPONSE RATES

•	 Vehicle owners with the same make  
or related makes.

•	 All Years.

•	 15 mile or less radius.

OFFERS 
THAT GENERATED THE HIGHEST 

RESPONSE RATES

•	 $20–25 Off Any Service.

•	 $9.95 Oil Change.

•	 Extra 10% off competitor’s  
advertised price.

•	 Bonus Bucks. 
(increasing discount based on 
purchase amount)

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
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TEMPLATE N32

CONQUEST

SEGMENT

Front

Back
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TEMPLATE N29

CONQUEST

SEGMENT

Front

Back
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TEMPLATE N21

CONQUEST

SEGMENT

Front

Back

REALRESULTS

ROI: $3:1

TARGET: HONDA 
DEALER TARGETED 
CONQUEST ACURAS 
(2002-2018) IN SELECT 
CITIES; EXISTING 
CUSTOMERS WERE 
SUPPRESSED

HOOK: $19.95 OIL 
CHANGE

Here’s how this campaign performed 
for one of our customers!
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TEMPLATE N20

Front

Back

CONQUEST

SEGMENT

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.

30
© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.



TEMPLATE N19

CONQUEST

SEGMENT

Front

Back
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TEMPLATE N15

Front

Back

CONQUEST

SEGMENT

REALRESULTS

ROI: $8:1

TARGET: HONDA 
DEALER TARGETED 
2005-2018 ACURA 
OWNERS IN SELECT 
ZIP CODES

HOOK: $29.95 
SYNTHETIC OIL 
CHANGE, TIRE 
ROTATION, BATTERY 
CHECK AND MULTI-
POINT INSPECTION

Here’s how this campaign performed 
for one of our customers!
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TEMPLATE N14

Front

Back

CONQUEST

SEGMENT

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.
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TEMPLATE N13

Front

Back

CONQUEST

SEGMENT

REALRESULTS

ROI: $4:1

TARGET: INACTIVE, 
13-36 MONTHS 
SINCE LAST SERVICE, 
AND CONQUEST, 
2006-2017 HYUNDAI 
OWNERS IN 40 
MILE RADIUS; 
SUPPRESSED 
CUSTOMERS 0-12 
MONTHS

HOOK: $19.95 OIL 
CHANGE

Here’s how this campaign performed 
for one of our customers!
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TEMPLATE N7

CONQUEST

SEGMENT

Front

Back
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TEMPLATE N6

CONQUEST

SEGMENT

Front

Back
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TEMPLATE SM47

CONQUEST

SEGMENT

Front

Back

NEW!
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TEMPLATE M8

Outside

Inside

FOLDED

Back

Front

CONQUEST

SEGMENT
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TEMPLATE BTS15

CONQUEST

SEGMENT

Front

Back
WANT TO SEE A 

SAMPLE? 
Contact your 

Reynolds Document 
Consultant, or email 

RDS@reyrey.com.
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TEMPLATE F15

CONQUEST

SEGMENT

Outside

Inside

FOLDED

Back

Front
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TEMPLATE W26

CONQUEST

SEGMENT

Front

Back

41
© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.



TEMPLATE W25

CONQUEST

SEGMENT

Front

Back
WANT TO SEE A 

SAMPLE? 
Contact your 

Reynolds Document 
Consultant, or email 

RDS@reyrey.com.
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TEMPLATE W24

CONQUEST

SEGMENT

Front

Back
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TEMPLATE W21

CONQUEST

SEGMENT

Outside

Inside

FOLDED

Back

Front
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TEMPLATES
SEGMENT

SPECIAL SEGMENTS

HIGH MILEAGE:  Retain high mileage customers
Keep more high-value, high-mileage customers coming back, by 
rewarding them with perks for hitting high ‘mile’stones.

RECALL:  Close more recalls
Unlike OEM recall communications that are often ignored, 
Reynolds recall campaigns are designed to stand out.  We 
consulted with legal experts to craft recall campaigns that help 
dealers quickly and accurately communicate vital recall info.  For 
vehicles with more than one open recall, we print multiple recall 
numbers on one postcard, instead of sending multiple mailings 
for each vehicle.

NEW CAR BUYERS:  Improve your sales to service retention
Provide a warm welcome to the service drive; highlight the 
amenities you offer, as well as special incentives exclusively 
available for car buyers, like a complimentary first service. 

WHOLESALE PARTS: Increase wholesale parts sales 
Target existing wholesale customers, or ask your Document 
Services Consultant about targeting prospective parts buyers.  
Promote your extensive parts inventory, fast shipping or delivery, 
and include an offer for the customer’s next parts order.

DIESEL:  Grow your diesel customer base 
Target owners of vehicles with diesel engines and make 
them aware that your service team is trained in proper diesel 
maintenance.

CAMPAIGN GOALS:

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
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TEMPLATE RECALL-SM

SPECIAL SEGMENTS

Outside

Inside
Back

Front

FOLDED

SEGMENT

RECALL
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TEMPLATE RECALL-OEM-C

SPECIAL SEGMENTS

Front

Back

SEGMENT

RECALL

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.
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TEMPLATE RECALL-OEM-W

Front

Back

SPECIAL SEGMENTS

SEGMENT

RECALL
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NEW!

TEMPLATE N42

HIGH MILEAGE

SPECIAL SEGMENTS

SEGMENT

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.

Front

Back
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TEMPLATE N2

Front

Back

SPECIAL SEGMENTS

SEGMENT

HIGH MILEAGE
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TEMPLATE N1

Front

Back

HIGH MILEAGE

SPECIAL SEGMENTS

SEGMENT

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.

51
© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.



TEMPLATE MBI3

Front - Open

Front - Folded

Back

Wallet 
Card

HIGH MILEAGE

SPECIAL SEGMENTS

SEGMENT

52
© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.



TEMPLATE N47

Front

Back

NEW CAR BUYERS

SPECIAL SEGMENTS

SEGMENT

NEW!
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TEMPLATE N31

Outside

Inside

FOLDED

Back

Front

NEW CAR BUYERS

SPECIAL SEGMENTS

SEGMENT
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TEMPLATE N26

Front

Back

WHOLESALE PARTS

SPECIAL SEGMENTS

SEGMENT
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TEMPLATE N30

Front

Back

DIESEL

SPECIAL SEGMENTS

SEGMENT
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When you’re communicating with customers or prospects about major changes in 
your business, it’s critical to let customers know how those changes will make their 
experience better – faster service, higher quality, more comfortable, etc.  It’s also an 
opportunity to show them that you appreciate their business, and offer incentives to 
keep them coming back.

TEMPLATES
EVENT

CAMPAIGN GOALS:

UNDER 
CONSTRUCTION

NEW  
LOCATION

NEW 
MANAGEMENT

GRAND 
OPENING

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
57



TEMPLATE N35
EVENT

GRAND OPENING

Outside

Inside

FOLDED

Back

Front
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TEMPLATE N10
EVENT

Front

Back

If your new location features an express service lane that services all makes and models,  
consider sending a saturation mailing, targeting all customers nearby (5 mile radius).   

Ask your Document Services Consultant for details.

GRAND OPENING

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.

59
© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.



TEMPLATE N9
EVENT

Front

Back

If your new location features an express service lane that services all makes and models,  
consider sending a saturation mailing, targeting all customers nearby (5 mile radius).   

Ask your Document Services Consultant for details.

GRAND OPENING
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TEMPLATE N25
EVENT

Front

Back

If your new location features an express service lane that services all makes and models,  
consider sending a saturation mailing, targeting all customers nearby (5 mile radius).   

Ask your Document Services Consultant for details.

NEW LOCATION

61
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TEMPLATE N24
EVENT

Outside Inside

Back

Front

FOLDED

If your new location features an express service lane that services all makes and models,  
consider sending a saturation mailing, targeting all customers nearby (5 mile radius).   

Ask your Document Services Consultant for details.

NEW LOCATION
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TEMPLATE N22
EVENT

Front

Back

If your new location features an express service lane that services all makes and models,  
consider sending a saturation mailing, targeting all customers nearby (5 mile radius).   

Ask your Document Services Consultant for details.

UNDER CONSTRUCTION

REALRESULTS

ROI: $62:1

TARGET: ACTIVE AND 
INACTIVE CUSTOMERS 
(0-30 MONTHS) IN A 
50 MILE RADIUS

HOOK: OIL CHANGE, 
TIRE ROTATION, 
CAR WASH AND 
INSPECTION, $49.95 
(ACTIVE) OR $29.95 
(INACTIVE AND 
SALES NO SERVICE)

Here’s how this campaign performed 
for one of our customers!
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TEMPLATE N17
EVENT

Front

Back

NEW MANAGEMENT

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.
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TEMPLATE N12
EVENT

Front

Back

NEW MANAGEMENT
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TEMPLATE N4
EVENT

Outside Inside

Back

Front

FOLDED

NEW MANAGEMENT
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TEMPLATE N3
EVENT

Front

Back

NEW MANAGEMENT
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TEMPLATES
REPAIR TYPE

TIRES

Independent shops advertise tire 
specials often, so make sure your 

customers know that you offer the 
competitive tire prices they want, 

along with factory trained  
technicians that the independent 

shops don’t have.

Popular offers:
• Manufacturer rebate incentives

• Buy 3, get 1 for $1.00
• Meet or beat competitor 

advertised pricing
• Complimentary tire rotations for 
life with the purchase of tires and 

installation

Targets:  Most tires are expected 
to last about 50,000 miles, so you 
can target customers close to that 
mileage, and exclude customers 

who purchased tires.  Or, if you’re 
targeting conquest and mileage is 

not available, target vehicles that are 
3 or more model years old, likely to 
have traveled 45,000 or more miles. 

BRAKES

Brake service is another area 
where independent shops 

advertise heavily.  The OEM parts 
available from dealerships provide 

the best fit and performance, 
making them the best investment 
option - especially when OEM are 

offering incentives.

Popular offers:
• Manufacturer rebate incentives

• Front / Rear Brake service
• Dollars off or price per axle

Targets:  Target customers based 
on vehicle mileage.  Mileage 

criteria will vary based on where 
you’re located; in urban areas 

with lots of stop-and-go driving, 
brakes will wear out much faster, 
so the mileage criteria would be 

lower than those in less populated 
areas.  Exclude customers who 

have had brake service completed 
in the last few months.  

TIMING BELTS

Our timing belt template is 
designed to educate customers 

- in simple terms - on what 
the timing belt does, and how 

replacing a worn timing belt can 
save a customer thousands versus 

repairing the damage caused if 
the belt breaks.

Popular offer:
• Timing belt and water pump 

replacement*

Targets:  Timing belt replacement 
are usually a mileage-based 
recommendation, but the 

mileage varies by OEM.  It’s best 
to communicate with customers 

before the service is needed; 
if timing belt replacement 

is recommended at 100,000 
miles, reach out to customers 

approaching that milestone - like 
those at 95,000 miles - so that 

the belt can be replaced before it 
breaks! 

Want to increase your dollars per RO and give your 
service revenue a boost?  These templates are designed 
to help you bring customers in for services beyond basic 
maintenance.

*Because of the extensive labor involved in timing belt replacement, many dealers recommend replacing the 
water pump at the same time, to save the customer money versus having these services performed separately.

CAMPAIGN GOAL:
INCREASE 

SERVICE REVENUE

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
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TEMPLATE N43
REPAIR TYPE

TIRES

NEW!

Front

Back
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TEMPLATE N27
REPAIR TYPE

TIRES

ONE GREAT DEAL.

+

=

YOU DO THE MATH!

© 2018 The Reynolds and Reynolds Company 1-800-344-0996  DF22356 (08/18)

1234 Reynolds Way | Dayton, OH 45678
937-123-4567 | www.JacksonDaleBGMC.com

Monday–Friday 7:00 am–6:00 pm

Saturday 7:00 am–4:00 pm

BUY 3 TIRES
GET THE 4TH 
FOR $1*

OCTOBER 1–NOVEMBER 30

*Offer valid 10/01/20–11/30/20. Available on select tires in stock at Jackson Dale Buick. 
Toyo, OHTSU and Kelly tires are excluded. See your Service Advisor for details.

FREE Tire Rotations
for the life of your tires
Tires must be purchased & installed 
October 1, 2020 thru November 30, 2020    
at Jackson Dale Buick.

$15 OFF
Any Oil & Filter Change
Conventional, Synthetic, or Diesel

Valid only at Jackson Dale Buick. Please present coupon 
to advisor at time of write-up, Tax and other fees may apply. 
Not valid on previous service. Dealer reserves the right to 
limit the discount on certain vehicles and services.  Expires 
11/30/20.

Jackson Dale

1-1

John Samples
Or Current Resident

123 Any Street
Hollywood, CA 54321

TEMPLATE N27

Front

Back

WANT TO SEE A 
SAMPLE? 

Contact your 
Reynolds Document 
Consultant, or email 

RDS@reyrey.com.
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TEMPLATE N28
REPAIR TYPE

BRAKES

BRAKES $4995

And that’s no bull.

Monday–Friday  7:30 am–5:30 pm Saturday  8:00 am–2:00 pm Sunday Closed

Schedule online today at www.GaffneyToyota.com

© 2019 The Reynolds and Reynolds Company 1-800-344-0996  DF26030 (09/19)

Comfortable Lounge

Free Wi-Fi

Shuttle Service

$39.95

$10 off

GET A BREAK
ON BRAKES.

$49.95
Valid only at Gaffney Toyota. Please present coupon to advisor at time of write-up. Tax and other fees may apply. 
Not valid on previous service performed. Dealer reserves the right to limit the discount on certain vehicles and 
services. Expires 5/31/20.

Valid only at Gaffney Toyota. Please present coupon to advisor at time of write-up. Tax and other fees may apply. Not valid on 
previous service performed. Dealer reserves the right to limit the discount on certain vehicles and services. Expires 5/31/20.

Valid only at Gaffney Toyota. Please present coupon to advisor at time of write-up. Tax and other fees may apply. Not valid on 
previous service performed. Dealer reserves the right to limit the discount on certain vehicles and services. Expires 5/31/20.

Front Pad or Rear Shoes
Conventional Oil Change

ANY SERVICE!

• 45-point brake inspection
• Front pads or rear shoes
• Installation

• Road test
• 12-month warranty

• Up to 5 quarts oil
• Tire rotation & pressure check
• Filter check
• Multi-point inspection
• Fluid top-off

1234 Reynolds Way
Dayton, OH 45678
(937) 456-7890
www.GaffneyToyota.com

WE
OFFER Free Car Wash

Reg. $69.95

Reg. $59.95

1-1

John Samples
Or Current Resident

123 Any Street
Hollywood, CA 54321

TEMPLATE N28

Front

Back
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TEMPLATE N49
REPAIR TYPE

TIMING BELT

NEW!
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TEMPLATE N8
REPAIR TYPE

TIMING BELT

Front

Back
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TEMPLATES
OTHER

REWARDS PROGRAM:  Promote your perks
Promoting a dealer’s customer incentive program is a great way 
to distinguish it from competitors.  Make sure the piece clearly 
explains the exclusive benefits customers can receive from the 
program.

DIGITAL TIE-INS:  Build your digital brand
With so many advertisers vying for attention, making an 
impression online can be a major challenge.  Direct mail can 
help cut through that clutter and connect with customers one 
on one.   So, if you want to spread the word about your social 
media, or increase the number of email addresses in your DMS, 
print is the perfect companion! 

CAMPAIGN GOALS:

BODY SHOP:  Shape your image 
Make prospects aware of the expertise your body shop can 
provide to get their vehicles back to like-new condition.

© 2021 The Reynolds and Reynolds Company. All rights reserved. Confidential and Proprietary Information.
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TEMPLATE N45
OTHER

BODY SHOP

Front

Back

NEW!
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TEMPLATE N34
OTHER

REWARDS PROGRAMS

Welcome to the ALL NEW VIP Customer 
Loyalty Rewards Program exclusively at

Jackson Dale Buick GMC!

FREQUENTLY ASKED QUESTIONS
1. Will I receive Rewards Coupons on warranty repairs? 
YES! You will receive Rewards coupons if you bring your vehicle to 
Jackson Dale Buick GMC for any warranty repair.

2. Can I earn Rewards Coupon on multiple vehicles? 
YES! Why take your other vehicles somewhere else that don’t offer you 
Rewards coupons.  Jackson Dale Buick GMC services ALL MAKES AND 
MODELS.

3. Do I have to sign up to start earning Rewards Coupons? 
NO! Just bring in your vehicle to Jackson Dale Buick GMC and you will 
automatically start earning your Rewards coupons based on how much 
you spent during your previous service visit.

4. Is this VIP Customer Loyalty Rewards Program similar to programs 
other big box stores offer that I may shop at? 
YES! Other companies reward you for shopping at their store, why 
wouldn’t you take advantage of the same program at Jackson Dale Buick 
GMC! See the other side for our Reward levels.

$20 OFF
Only valid on vehicles never serviced at Jackson Dale Buick GMC. Please present coupon to advisor at time of write-up.  
Not valid on previous services performed. Expires 5/31/20.

Your 1st visit on any 
maintenance or repair

Jackson Dale Buick GMC for your 
vehicle’s maintenance needs.VISIT1
$5–$50 in REWARDS COUPONS, based on 
the amount of your service invoice.EARN2
your REWARDS COUPONS by mail around 
the time your next service is due.RECEIVE3
your REWARDS COUPONS when you 
return for your next maintenance. REDEEM4

Jackson Dale

1234 Reynolds Way • Dayton, OH 45678
937.456.7890

www.JacksonDaleBuickGMC.com

 
WE SERVICE ALL MAKES AND MODELS 
AND WANT TO BE YOUR SERVICE 
CENTER FOR YOUR ENTIRE FAMILY!

We look forward to servicing your vehicle. After 
service, you will receive your Rewards Coupon by 
mail around the time your next service is due. 
 Sincerely,

Charlie Chapman
Jackson Dale Buick GMC Service Manager

ALL NEW VIP CUSTOMER LOYALTY REWARDS PROGRAM

 ONLY AT JACKSON DALE BUICK GMC!

Service Invoice Rewards
Spend up to $99.99 ............... Earn $5.00
Spend $100—$199.99 ......... Earn $10.00
Spend $200—$499.99 ......... Earn $25.00
Spend $500+ ....................... Earn $50.00 

Schedule your first appointment online at JacksonDaleBuickGMC.com

1234 Reynolds Way
Dayton, OH 45678
937.456.7890
www.JacksonDaleBuickGMC.com

Monday–Friday 7:00 am to 6:00 pm
Saturday: 8:00 am to 1:00 pm

© 2018 The Reynolds and Reynolds Company 1-800-344-0996  DF22377 (08/18)

Jackson Dale

Heindel Street

Meyer Way
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Jackson Dale

Use your $20 coupon on your first visit 
and start earning VIP Rewards Coupons!

JOHN,

1-1

John Samples
Or Current Resident

123 Any Street
Hollywood, CA 12345

TEMPLATE N34

Front

Back
WANT TO SEE A 

SAMPLE? 
Contact your 

Reynolds Document 
Consultant, or email 

RDS@reyrey.com.
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NEW!

TEMPLATE N46
OTHER

DIGITAL TIE-INS

Front

Back
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NEW!

TEMPLATE N44
OTHER

DIGITAL TIE-INS

Front

Back
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TEMPLATE N36
OTHER

DIGITAL TIE-INS

Front

Back
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HAVERFIELD
Honda

#HAVERFIELDHONDASMILESFORMILES

© 2018 The Reynolds and Reynolds Company 1-800-344-0996  DF22377 (08/18)

514 Reynolds Way
London, On N1L 1J1
937.456.8790
www.HaverfieldHonda.ca

SERVICE HOURS
Mon–Fri 8 am to 6 pm

Sat 9 am to 1 pm

Sunday Closed

HAVERFIELD
Honda

1. Snap
Take a picture with 
one of our smiles.

2. Post
Post the picture 
to Facebook or 
Instagram, Like/

Follow us, and use 
our hashtag.

3. Save
Show your post 
to your service 

advisor and save 
an EXTRA $5 off 

your next service.

Take $10 off your next conventional 
or synthetic oil change

SPEND SAVE
$0-$50 . . . . . . . . . . . . . . . . .$5
$50-$100 . . . . . . . . . . . . . . .$10
$101-$150 . . . . . . . . . . . . . .$20

SPEND SAVE
$151-$200 . . . . . . . . . . . . . .$30
$201-$250 . . . . . . . . . . . . . .$40
$251-$300 . . . . . . . . . . . . . .$50

#HAVERFIELDHONDASMILESFORMILES

OIL CHANGE SAVINGS
$10 off

BONUS BUCKS

@Haverfield Honda

@HaverfieldHonda

We offer every customer:
• Shuttle service
• Loaner cars (on major 

service)
• Free, secure Wi-fi
• Competitor coupon-match

• Free car wash w/ service
• Customer lounge with free 

coffee & Bill’s donuts
• Service all makes/models
• Factory parts

Valid only at Haverfield Honda. Please present coupon to advisor at time of write-up. Tax and other fees may apply. Not valid on 
previous service performed. Dealer reserves the right to limit the discount on certain vehicles and services. Expires 5/31/20.

Valid only at Haverfield Honda. Please present coupon to advisor at time of write-up. Tax and other fees may apply. Not valid on 
previous service performed. Dealer reserves the right to limit the discount on certain vehicles and services. Expires 5/31/20.

1-1

John Échantillons
Or Current Resident

123 Any Street
Hollywood, QC A1B 2C3

TEMPLATE N33

Front

Back

TEMPLATE N33
OTHER

DIGITAL TIE-INS

Customer referrals are a great 
way to increase business, and this 

template provides a fun way to 
reward customers for spreading 
the word about the dealership 

through social media. 
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