HOW AUTOMOTIVE PROFESSIONALS
CAN USE SOCIAL MEDIA Qﬁﬂ

TO DRIVE SALES

Description:

UNDERSTAND YOUR BUYER BEFORE YOU POST

“MOST PEOPLE START WITH CONTENT. THAT’S
WRONG.YOU START WITH YOUR BUYER.”

Ask yourself:
e Who are you selling to?
e What is their income level?
e Are they enthusiasts or just daily drivers?
e Are they buying performance, status, or
practicality?

look at why they buy:
e Ego (status, flex)
e Passion (cars, speed, racing)
e Fear (maintenance cost, reliability)
e Logic (value, deal, ROI)




STEP 2:

CONTENT

BUILD A CONTENT STRATEGY THAT MATCHES THE BUYER

“CONTENT IS NOT ABOUT POSTING MORE.
IT'S ABOUT POSTING THE RIGHT THING TO THE RIGHT PERSON.”

3 Types of Content You Should Always Have

Trust Content (Build Credibility)
Service process videos
Before/after repairs
Real customer stories
Behind-the-scenes of your shop

Goal: “This guy is legit.”

Storytelling Content (Build Expertise Through Stories)
Share real stories from your work instead of just explaining.
Tell stories about common car problems you’ve solved
Use real customer cases to compare models (e.g., performance vs communicate cars)
Break down ownership and maintenance costs through real experiences
Goal: “This guy has done this before.”

| \ 1 _ Conversion Content (Drive Sales)
Inventory highlights
Deal breakdowns
“Why this car is worth it”
Goal: “I want to buy from him.”




Description:

HERE IS A QUICK GUIDE HOW YOUR PICTURE SHOULD LIKE
STEP 3:

“YOU DON’T NEED A HOLLYWOOD SETUP. PICTURES
YOU NEED CLARITY + CONSISTENCY.”

1. Shooting Purpose
These photos are used to:

® Present your inventories

e Showcase real maintenance and repair work
Build trust and professionalism

¢ Document daily shop operations

e Support social media content creation
All photos must reflect real vehicles, real work,
and real processes.

2. Required Photo Structure

Each post should include 4-6 photos, following
the structure below:

A. Wide Shots (2-4 photos)

Purpose: Show the vehicle for sale or actively
being worked on

B. Close-up(2 photos) :Vehicle detail or repair
details what your mechanics do on the car

MAINTENANCE AND REPAIR WORK




STEP 4:

POSTS

POST CONTENT CONSISTENTLY

“NEVER STOP OR QUIT, 100 POSTS IS ONLY A BEGINNING.”

Find the right platform:

o Use TikTok / Instagram — for younger audience, attention-driven, lifestyle buyers
e Use YouTube — for deeper content, education, long-term trust
e Use Facebook — for local customers, older demographics, community groups

Match Platform to Content Style

e Short, fast, emotional — TikTok / Instagram Reels
o Detailed explanation, storytelling — YouTube
¢ Listings, community interaction — Facebook

What to Remember

e Your first 3 seconds matter the most (hook)

e Speak directly to your target buyer

e Every post should either build trust, show experience, or
drive action

e You don’t need 5 platforms. You need 1-2 platforms done
right.
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