Six Winners to Boost Tool Sales

Stocking the top sellers is not the only way to increase tools turnover. Brendan Allen, Sales Director at The Tool Connection gives motor factors six of the best.

The top selling tools in most motor factors are predictable – socket sets, spanners, and screwdrivers.

While they bring in solid business, because they are standards, they hardly excite retailers and technicians. But there is a way to increase turnover that has been proved time and time again – to add innovative new products that fit a need and have immediate customer appeal, and then to merchandise them strongly to attract attention. The effect on incremental sales can be dramatic.

Business Boosting Equipment

Today the effective way is to work smart, not hard, so diagnostic tools demand attention. They also tend to be high value, which of course also means more money in the factors’ tills. With servicing and repair of diesel engines still growing, there is an opportunity to capitalse by stocking two key pieces of specialist equipment. Gunson’s new Glow Plug Tester (part 77028) is an efficient way to accurately identify a poorly performing plug, the common cause of performance and starting difficulties in diesels. This diagnostic tool relies on electronics to fault find, more accurate than taking the plug out and examining it. The Glow Plug Tester retails for around £95.00, easily recovered by the end user through time saved. The tester is suitable for 7A and 16A Glow plugs.

When plug replacement is indicated, glow plugs are easily removed using Laser Tools Glow Plug Socket Set (part 4122) – three sockets, each with a universal joint for ease of access and designed to cope with popular sized glow plugs. Supplied in a tough storage case they retail for around £20.00 and are matt finish chrome vanadium.

Still on the diagnostic trail, the Laser Automotive Vacuum / Pressure Tester (part 3752) is a versatile piece of equipment suitable for most popular vehicles. Not only is it a complete kit that handles vacuum testing and one-man brake bleeding, it also checks automatic transmissions, vacuum reservoirs, ABS and conventional braking systems, engine tuning and many other maintenance tasks.

Last amongst turnover boosting diagnostic tools, but by no means least, is Gunson’s Fault Code Reader (part 77004). It is a universal code reader designed for all vehicles manufactured after January 2001. Retailing around £150.00 it will give years of use, saving time by simplifying fault finding.

Two other tools worth stocking as turnover boosters are Laser’s flexi-head flare nut spanner and its belt tensioning gauge. The flexi-head flare nut spanner (part 4038)  simplifies access to confined areas thanks to a  single hex or bi-hex head that can rotate to over 230°.

Manufactured from Chrome Vanadium for durability and strength, the set comprises seven spanners supplied in a storage wallet. It retails for around £45.00 and each spanner is also available separately.

Finally Laser’s versatile electronic belt tensioning gauge (part 4212) retailing for around £300 is suitable for use with manufacturer’s measurements for BMW, Ford, Rover, Seat, Vauxhall and Volvo and also capable of recording kilograms, Lowener Newtons, Peiseler, Pounds and SEEM measurements. It will measure the tension on most modern engine cam and auxiliary belts up to 366mm width. Belt tension limits can be programmed into the unit, giving an audible and visual warning and it will save all data, including tension limits, measurement criteria and parameters.

The Message is Simple

 So, to increase tool business, the message is simple. Stock a sound range of staple tool products but focus your customers’ attention on new, innovative, time saving products with excellent margins and display them prominently. Encourage the trade to think outside the box when they are putting together their customer offering and watch incremental sales develop.
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