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​Introduction
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There are two kinds of people:
The first kind gets up in the morning dreading the job he has to go to, the boss he has to put up with, and the bills he has to pay. The end of each month is a ritual of trying to find enough money to cover bills and debts.
[image: Stack of USD cash]

The second kind gets up in the morning eager to achieve new successes. Every day is an opportunity. He works, but he directly enjoys the benefits of his work. The end of each month is a ritual of investing extra money, or maybe treating his family to something special.
The difference is between being a wage-slave, working for someone else, and setting out and working for yourself. Most people already know that.
What they don’t know is that owning your own business doesn’t require a college degree. It doesn’t require specialized business training.
All it requires is a good or service that you want to offer to people, and a few simple rules and tricks for translating your good or service into a successful and profitable business.
If you know how to fix cars, you’re way ahead of most people. Why? Because you have a skill that people are willing to pay for. Everybody drives or at least rides in cars. Every car occasionally needs maintenance and repairs. Today, in the United States, there are 136,000,000 passenger cars and 111,000,000 commercial trucks. Get yourself a tiny, minuscule part of that market, and you are in business for life.
Don’t know how to fix cars, but still like this business idea? Then find someone to work for you, so you can manage them. That makes the business slightly more complicated, but it’s workable.
But the point of this book is to get you out of the every day grind of working for someone else, either fixing cars or doing something else, when you have a skill that is highly in demand and highly paid. If you have a marketable skill, and enough motivation to be reading this book, you’re about 95% of the way to having your own profitable business. This book is here to give you that last 5%. And that last 5% is only 5%, but it’s crucial.
You probably already know the statistic that 90% of new businesses fail within their first year. That’s very true. The point of this book is to ensure that your business is one of the 10% that succeed, and one of the 1% that do really great. I can’t promise you certain success. But I can promise you that I will work my hardest in this book to make success as close to certain as possible.
This book will be your master guide for starting your own successful car repair business. Additionally, I give you tips on where to find additional information about the finer points of car repair. Doing additional research. It might take some Google searches, a few trips to the library, or a few downloads from Amazon. But it’ll be worth it. Remember: most people going into the car repair business are going in “cold.” You’re one step ahead of them by reading this book.
This book is like getting your MBA degree for the car repair business. You will learn not just about car repair, but about running a small business in general. Who knows, after your success in car repair, you could branch out to other businesses, knowing what you learned from this book.
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​Spy your market
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Governments know that information is crucial. And they know that sometimes you can't get information by just announcing who you are and asking for all the info. That's why every government hires spies.  Businesses also need spies, to gather business information (intelligence).

A mobile mechanic business has some degree of portability. You don't have a physical repair shop, but you go make repairs where people are, so you aren't completely constrained by one geographic location. Still, there is only one of you, and you can't be advertising and fixing all over the map – even as a mobile business, you do have to focus on some geographic areas.
What are the neighborhoods around you like? Where is your mobile mechanic business most likely to profit? To correctly position your business, you need to gather intelligence. You need to spy your market. 
Every place is different. Some neighborhoods have more money to spend than others. Some neighborhoods have more at-home weekend car mechanics than others. 

And neighborhoods differ in what kind of car services they need. The car repair needs of a neighborhood where most people drive 1990s economy cars are very different from the needs of a neighborhood where most people drive new BMWs. You should choose your services to fit your area, but also, you should carefully choose the area you target for your business.
[image: A wealthy suburban neighborhood with an expensive coffee shop and expensive cars]
Your goal is to target an area for your business that fits these criteria: 

●  high average personal incomes

●  high labor rates at repair shops

●  busy people

●  retirees

●  residential or commercial parking lots where it’s easy to work on cars

●  many cars not under manufacturer warranties


These are the targets that bring you the most profit. You can probably see why. People are busy, repair shops are expensive, people have money to spend – a perfect opening for you! Of course, no area is perfect, but these traits are what you want. They can help you decide which part of your city to focus on, and in what parts of town not to chase customers.
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​Demographic profiling
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Start your research by typing some local zip codes into a demographic profiling engine. Demographic profiling engines are websites that give you all kinds of information based on a zip code you enter. Some such websites are city-data.com , zipskinny.com , and zipwho.com .  All of them use information from the US Census Bureau. You could go to the official US Census Bureau website, census.gov, and use their information directly, but many people find the census.gov website more difficult to use than demographic profiling engines.

The areas for you to target will have these characteristics:


●  everyone is working and busy, not much free time
●  people’s incomes allow their time to be too valuable to spend doing car repairs


●  not many car repair shops around


●  a good number of cars that are off-warranty (not brand-new, not leased)



Two good groups to target are young professionals, 20-30 years old with good incomes, and well-off retirees. Young professionals generally have busy social lives and don’t want to spend their free time fixing their own cars or waiting at a dealer service department. Young people with higher incomes are known for being willing to pay extra to save time and enjoy added convenience. 
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​How much do the other guys charge?
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Next, you will want to make a survey of how much your competition charges. Before you make any phone calls, make a rough map of the areas you are considering, and where those repair shops are located within those areas. Google maps (online at maps.google.com) can do this for you: just type something like “car repair near 94087” (replacing 94087 with your own zip code) or “car repair near Mytown, TN”.  It will produce a map for you, with the locations of car repair shops and their phone numbers shown.[image: ]
––––––––
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CALL THE SHOPS AND ask them their labor rates. See any areas where the labor rates are definitely higher? There’s a target area for you. It’s pretty common for labor rates to vary hugely within even one metropolitan area, and often the variations are predictable, with the “rich” neighborhoods having much higher labor rates. That should be your hint to target those neighborhoods in your repair business.
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​Who's busy?
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Take a drive around some neighborhoods on a Saturday, and check out the waiting lines at the oil change places, like Jiffy Lube. Count how many cars are in the service bays and how many cars are waiting in line. Check a few different days and a few different times. Are there any neighborhoods where there’s always a long line? That means there’s more demand for car repair than supply, at least at those busy times. In that particular neighborhood, there aren't many car repair shops, but there are many customers ready and willing to pay for car repairs. Check the prices at Jiffy Lube too. Wherever the oil changes are more expensive, you can make more money as a freelance mechanic. 
The nice thing about this Saturday oil change demand is that it’s fortunately when oil changes are most in demand (everyone wants an oil change on a Saturday morning), and also when you, as a freelance mechanic who possibly has another job, are most available. 
If you become a freelance mobile mechanic, prepare to be busy on Saturdays, most likely all day. Prepare for busy Sundays too, especially if you want to get an edge over repair shops that are closed on Sunday. Some are closed on Sunday and some aren’t, but everyone wants their car serviced on Saturday or Sunday. One tactic is to advertise that if you start the repair by Saturday noon, you will finish the repair by Sunday evening—because everyone wants their car finished before they go to work on Monday morning, and one of the biggest annoyances of repair customers is weekend repairs that run into the working week.
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​Check the ecosystem and measure the ratios
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Besides driving around and looking at the people in these neighborhoods, you should also check what kinds of businesses already operate in these neighborhoods.  

Here's a key measure: the Starbucks – AutoZone ratio. It's a rough measure of how many Starbucks coffee shops a neighborhood has, as compared to how many AutoZone car parts stores it has. This measures how much free money (disposable income) people there have, and how many at home mechanics there are in the neighborhood. The more spending cash people have, the more Starbucks coffee shops there are. The more at-home mechanics there are, the more car parts stores there are.

If you see a lot of Starbucks and no AutoZones, that's a great neighborhood for you to target. If you see a lot of AutoZones and no Starbucks, that neighborhood likely already has many at-home mechanics, and not a lot of disposable income. Of course, don't limit yourself to only looking at Starbucks-brand cafes and AutoZone-brand car parts stores. You should look for cafes (expensive ones) in general, and look out for car parts stores in general.

Here's another great indicator of neighborhoods to target: wherever there's a Whole Foods. Wherever there's a Whole Foods, people have money to spend, and likely don't want to get their hands dirty fixing their own cars. The prices at Whole Foods are on average about 30-50% higher than prices at a regular grocery store. Wherever there's a Whole Foods, people are willing to pay extra for a premium product.

You can easily find good target neighborhoods by searching for Whole Foods near you on Google Maps, or by using the store search tool on the Whole Foods website: http://www.wholefoodsmarket.com/stores/list 

You can do all this ecosystem research by driving around, or by using online resources like Google Maps. It depends which you prefer to do, and which gives you a better assessment. Some people like to drive and look, while others like to see everything online. But one advantage of driving around is that you see much more than just Starbucks and AutoZone, and can really get an idea of the neighborhood.

Also look online for what other businesses operate in these neighborhoods. You can do this by checking Yelp.com, craigslist.org, yellowpages.com, or any other website that lists and reviews businesses. Anywhere where there are services like personal organizers, personal chefs, and yoga studios, people have money to spend, and you should look into that neighborhood.

Here's one great shortcut method for quickly finding target markets: condo complexes (especially high-end ones) and retirement communities. I'm not talking about ratty apartment buildings or about public nursing homes. People in those places, unfortunately, have more time than money. I'm talking about upscale condo and apartment buildings, and “senior communities” with gyms, tennis courts, and social lounges. 

People who live in upscale condo buildings and upscale retirement communities are already paying extra for convenience and comfort. The owners of those communities already did the work
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