ObsessiveTimes

Will New Tariﬀs Trump the
Motor Trade?
United States President Donald
Trump seems intent on
conducting a Trade War across
the Globe, he has in his sights
those Nations who he sees as
dealing unfairly with the US
including China, Mexico and the
EU. In his determination to level
the playing ﬁeld back home even
Mr Trumps friends and allies
may get caught up in his drive to
‘Make America Great Again’.
The imposition of tariﬀs will no
doubt be a cause for concern,
but it is not easy to see how this
will play out in reality as all
leading brands are global with
manufacturing far from their
‘home’ nation making political
pressures and possibly tariﬀs
less eﬀective. It is worth
mentioning that some UK
manufacturers and our

European neighbours outsource
manufacturing from Turkey to
Mexico, Brazil and beyond,

the home political audience?
After all elections are about to
be run in the US.

taking advantage of friendly low
tax economies and labour
regimes and zero tariﬀs.

Of greater concern just now is
the eﬀect of the Brexit

Mr Trump wants to bring
production home, already the US
manufacturing sector and the
economy in general are creating
jobs, investment within the US
and proﬁts. However, using
tariﬀs as a political bargaining
tool can backﬁre by hurting
friendly economies
coincidentally. Ford in the US
have abandoned bringing the
Focus Active production to the
States because the production
levels will not be suﬃcient,
currently they are built in China,
you have to wonder if the whole
tariﬀ question is posturing for
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negotiations frightening the
pants oﬀ the ﬁnancial markets
and the pound sterling looking
vulnerable. There is a possibility
of a No Deal Brexit. Should the
pound then go into free-fall that
would have a serious impact on
manufacturers who would have
to pay more for their imported
cars, components and other
goods. However, if a trade deal is
agreed post Brexit with the US
the imposition of tariﬀs may not
be a problem for the UK.

Call 01256 213101
impellawindscreenrepair.co.uk

Trumpet Blowing for
Beginners
Now we know and understand the importance of
customer reviews, where do we start?

There’s two types of business owners; those
that will constantly proclaim they are ‘the best’,
‘the most aﬀordable’, ‘the most experienced’
and those that actually are. You’ll ﬁnd that
often the ones that shout the loudest about
how great they are, base these claims on self
endorsements rather than actual facts.
So how can you as a business legitimately make
these claims and ensure that when people dig a
little deeper they ﬁnd them based on fact?
The answer lies in customer reviews.
Your Customers Are Your Best Advocates
What YOU say about yourself and your business is
critical in driving new customers to your business,
being able to back up your claims with facts will
make your marketing all the more powerful.
So if you want to ensure your claims are based on
facts, the best thing to do is base all your claims on
actual customer reviews.
It’s a competitive world and with 91% of customers
now using online reviews to see if a local business
is reputable, it really is essential to back up
anything you SAY about yourself with customer
reviews that conﬁrm that.
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Ask Your Customers for Reviews
How? At reception explain where customers can
leave a review, or go one better and have some
actual review cards and a pen ready for them.
Online you can add a URL for a review site to your
email signature to entice a customer to leave
reviews and of course don’t forget to host them on
your website and social media. The more places,
the better.
Don’t be scared to ask your customers to leave
reviews. Your loyal customers want your business
to succeed and already tell their friends and family
about you, they’ll be happy to share their feedback,
but you have to ask! According to the Bright Local
Survey, 7 out of 10 consumers will leave a review
for a business if they’re asked to.
Shout About Your Reviews – Loud and Often!
Once you have some great reviews, use them! Don’t
let them gather dust in a drawer, instead share
them on your website, social media and use them
in all your marketing.
Look at what your customers say about you and
how you can use it to diﬀerentiate yourself from
your competition. Highlight your Unique Selling
Points and strengths, there’s no point in only you
knowing about them.
So what are you waiting for; ask your customers for
reviews, shout about them, enter an awards
competition, then shout about yourself some
more. If you don’t shout about your business, who
will? Be proud of your achievements and let the
world know about it, they deserve to know too!

Call 01256 213101
impellawindscreenrepair.co.uk

W
A
R
D
E
Z
I
PR
September
And the winner is…
September’s prize draw winners were
Charters Citroen in Aldershot who
were more than happy to take delivery
of their Krispy Kreme doughnuts!
Remember every windscreen repair
each month will qualify as one entry
into our customer prize draw. More
repairs equals more entries.

The ﬁrst armoured
presidential
car was a Cadillac
that had
previously belonged
to Al Capone.
The average
American eats 1 in
every 5 meals in the
car.
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Coﬀee Break
Sudoku
Quotes of the
Month
“You can’t build a reputation on
what you are going to do”
-Henry Ford
“Learn from the mistakes of others.
You can’t live long enough to make
them yourself.”
-Eleanor Roosevelt

impella windscreen
repair is run by Neal
Purvey and Julie
Corlett
Call us on 01256 213101
or email
info@impellawindscreenrepair.co.uk
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