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Rev up your car care business with our Automotive EDGE.
In this special issue of EDGE magazine, you’ll discover how you can win the car care race with a 
competitive edge from Synchrony Financial. Our automotive consumer financing programs, such 
as CarCareONE®, provide payment solutions that benefit both you and your customers. 

When you offer CarCareONE to your customers:

•  Your customers benefit from convenient financing that enables them to get the regular 
maintenance, services, parts and repairs they really need. 

• You benefit from:

	 ✔ 304% higher average first transaction size compared to traditional bankcards*

	 ✔  Higher repeat transaction size with 55% average repeat purchase rate for greater 
customer loyalty*

	 ✔  Merchant discount rates and special financing promotions that often beat traditional 
bankcards

	 ✔ Your store name on every card, keeping you in customers’ wallets and top-of-mind

Engage with us today. Let our experts show you how our consumer financing programs can give 
your customers more buying power and help make your business their first choice for car care.

Glenn Marino
Executive Vice President and CEO, Payment Solutions
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Synchrony Financial offers automotive consumer financing programs, including:

Call 1.855.245.5145  
Or, click “Get Started”  
at SynchronyBusiness.com

*Synchrony Financial Program Data, May 2015

ENROLL TODAY! 

6
Taking Care  
Of Customers
Mike Johnson’s Hickory  
Toyota knows how to  
keep them coming back.
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†2015 Synchrony Financial Program Data, July YTD
‡NADA 2014 Annual Financial Profile Data of America’s 
Franchised New Car Dealerships Per Customer Total Service  
and Parts Sales

$776

$409

$225

CarCareONE 1st purchase†

CarCareONE 
repeat purchase†

NADA 
repair 
order‡



TO OFFER CONSUMER FINANCING  
IN YOUR AUTOMOTIVE SERVICE BUSINESS6 REASONS 
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ENROLL TODAY! Call 1.855.245.5145  
Or, click “Get Started” at SynchronyBusiness.com

Did you know 65% of major purchase shoppers say they always seek financing 
options when making a major purchase?1 Consumer financing can help you become 
a sales-savvy merchant that offers exactly what your customers want.

New customers can be attracted to 
your store by special financing because 
it can give them a convenient monthly 
payment option.*

INCREASE STORE TRAFFIC1
89% of our cardholders say financing 
made their large purchases more 
affordable.1 Give your customers 
more buying power to help them get 
the products and services they really 
want and need.

CLOSE MORE SALES

Our cardholders reported spending 
35% more than non-cardholders.2 
On average, this amounts to $48K+ 
in additional annual sales for active 
Synchrony Financial merchants.2 
Financing helps give customers the 
flexibility to make larger purchases.*

INCREASE TICKET SIZES

By offering financing, you can 
help create a more satisfying 
and personalized shopping 
experience your customers can’t 
find anywhere else. Help them 
select the right purchase and let 
them choose the special financing 
option that fits their needs.*

DIFFERENTIATE YOUR 
CUSTOMER SERVICE

1 Fourth Annual Major Purchase Shopper Study conducted by a 
third party for Synchrony Financial (2015)
2 Synchrony Financial Analytics Dealer Summary of all Payment 
Solutions (July 2014 – July 2015)        
*Subject to credit approval. Minimum monthly payments required.

“Our average repair 

order last year was $426 

overall, top to bottom. 

The average one on a 

Synchrony Bankcard was 

triple that. So we are 

talking $1,200 - $1,300.”
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NUMBERS 
DON’T LIE

Offering financing to your customers through 
Synchrony Bank may increase your average 
tickets. We hear this from partners across 
all of the industries we serve, with some, like 
Mike Tatich of TMT Automotive, claiming a 
300 percent increase in average ticket prices 
on purchases using Synchrony Bankcards! 
You don’t have to take our word for it−hear it 
straight from our partners who have achieved 
real numbers with real impact.

MIKE TATICH
TMT Automotive | Bremen, IN

Once a customer has a credit card 
with your store name, they may 
be more likely to return for more 
purchases. In fact, 68% of our 
cardholders said they planned to 
use their card again in the future.1

DRIVE REPEAT PURCHASES

Customers feel a connection 
to your store when they know 
you’re dedicated to providing the 
products, services and financing 
options they want and need.

BUILD CUSTOMER LOYALTY

EDGE magazine   
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say financing 
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purchases more 
affordable.1

Our cardholders 
reported spending 
35% more than 
non-cardholders.2

of our cardholders 
said they planned 
to use their card 
again in the future.1
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TAKING CARE OF  CUSTOMERS
Mike Johnson’s  
Hickory Toyota  
knows how to  
keep them  
coming back.

“If you take care of the 
customer, everything 
else will fall into place.” 

 - Chris Brown, Service Manager,  
  Mike Johnson’s Hickory Toyota

Service is the key to success at Mike Johnson’s Hickory Toyota in 
Hickory, North Carolina. “The rule is the sales department sells 
the first car,” says Chris Brown, service manager, “and the service 
department sells the second car, because if customers can get good 
service, they’re going to come back and buy another vehicle. So it’s 
very important that if customers come in and buy their cars here, 
they continue servicing their cars here, too.” 

Hickory Toyota services about 3,500 cars a month, which led them 
to expand to two service facilities with 32 technicians and 11 
service advisors. The Express Center primarily handles oil changes, 
tire rotation and other minor service, while the main facility takes 
care of larger repairs and warranty service. But that’s not the only 
service customers enjoy at Hickory Toyota.

Hickory Toyota takes customer  
service to a much higher level. 
Owner, Mike Johnson, likes to offer customers all 
the amenities such as free loaner cars, shuttles 
to take customers to work, price matching and 
honoring competitors’ coupons. The dealership 
and service center also includes a full café for 
breakfast and lunch, a full gym/workout room, a 
manicurist two days a week, and chair massages 
the other two days a week. Manicures and 
massages are complimentary. 

Customer service also extends  
to the digital realm.
Each service advisor has an iPad. “We check you in 
using the iPad,” Brown explains. “We do a walk-around 
of your vehicle and check you completely in. If you 
need tires or brakes, we can take a picture with the 
iPad and bring it to you versus having to bring you 
all the way out to the vehicle. Even if a battery looks 
corroded, we can take a picture and bring it back.”

Hickory Toyota also has its own app for Apple and 
Android mobile devices. “If you want to schedule your 
vehicle for service you can do it on your phone,” says 
Brown. “Sometimes we put a coupon on Instagram 
or Facebook, too. Customers come in and wave their 
phone and say, ‘Hey, I want to use this coupon for 
$20 off this service today.’ Our café posted one of the 
peanut butter banana wraps, which they call the Elvis 
wrap, and within 20 minutes we had two people from 
a neighboring dealership show up and buy it. So, yes, 
people do see that stuff and it does work, whether  
it’s a service special, a car special, or even an Elvis 
wrap special.”  
  
Financing for service and repairs is a 
great customer retention tool.
“I’ll never forget the day we sat down to do the 
videoconference that showed how easy it was for 
customers to apply for the CarCareONE Card with 
12-month special financing available upon approval,” 
Brown recalls. “I remember thinking this is what’s 
going to break us away from the competition. Let’s 
say somebody comes in with $600 worth of repairs, 
or they need to buy $800 worth of tires. We simply 
offer to have them apply for the CarCareONE Card 
with 12-month special financing. It just makes it so 
much easier for them to make monthly payments.” 

After a month of offering the 12-month special 
financing, Hickory Toyota had 50 applications 
approved for the CarCareONE Card. “That month we 
had 23 percent more in sales than the prior month,”  
says Brown. “So you multiply that by 12 months  
and that’s a huge difference to the bottom line.”

Out of 178 southeast Toyota dealers, Hickory Toyota is 
currently ranked number three in customer service. “If 
you make customers happy, they might tell one person,” 
Brown explains. “If you make them mad, 
they’re going to tell ten people. 
So it’s our job to make 
sure that customers are 
happy and taken care of.”  

ENROLL TODAY! 
Call 1.855.245.5145
Or,  click “Get Started” at SynchronyBusiness.com



OFFER THE NAPA EASYPAY CARD FROM 
SYNCHRONY FINANCIAL TODAY!
Financing can help your customers get the repairs, 
maintenance, parts and accessories they want and need.
• Show your customers you care for them, their cars and their safety.
• Create loyalty that translates to repeat customers.
• Build trust as their preferred service provider.

Call 1.855.245.5145  | Visit SynchronyBusiness.com
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A MODEL OF CONSISTENCY
With the cultural makeup of Miami, Jonathan 
sometimes thinks of the city as another country 
made up of many cultures. “We’re Cuban. And Cubans, 
for example, have learned to do things on their own 
because we haven’t always had the means to pay 
for things,” Jonathan said. “so it’s hard to tell a Cuban 
person you’re going to charge them $400 for labor. 
They would rather just fix it on a Saturday and get 
dirty.” But then Jonathan says people realize the part 
they installed isn’t working right, or they don’t get the 
warranty and are having trouble getting help. That’s 
when they come to MBC NAPA AutoCare Center.

“We provide that place that’s always here and can 
help fix the problem the right way with a great part,” 
Jonathan said. “NAPA provides a great warranty, and 

then extends that warranty when a customer uses 
their NAPA EasyPay Card to make their purchases.  
So by getting a repair at a NAPA AutoCare Center  
and using a NAPA EasyPay Card to pay for it,  
they extend the nationwide warranty to 36 
months/36,000 miles. It’s great.”

All three generations still work at the shop most 
days. But the whole family loves to travel, taking turns 
running the business and getting away on trips. 
They love what they do and the people they work 
with. “The last mechanic we hired, we brought on six 
years ago. We’re all like family here,” Jonathan said. 
“Everybody knows on Fridays, my mom is going to 
bring pastelitos and a mechanic might bring in ceviche 
or something. We’re part of one team. We love our 
team. We’re really happy.

“I was born in this shop,” says 
Jonathan Naranjo of MBC NAPA AutoCare Center in 
Miami, Florida. He wasn’t literally born in the shop,  
but as a child, he was in the shop anytime he wasn’t in 
school. And today, at 22 years old, he’s taking over as the 
third generation to run the family business.

NEW SCHOOL TOOLS, OLD SCHOOL CREDIBILITY
When Jonathan’s grandfather and father started the 
business in 1991, Jonathan says they did without many 
of the luxuries he takes advantage of. Mechanics would 
need to know a part by looking at it and comparing it 
to another. Instead of ordering parts online, they would 
drive to the store to find what they needed. And when 
customers couldn’t afford a repair, they often lost the 
work or provided the repairs at a loss.

Jonathan and his wife, Sara, attended a conference 
to learn new ways to improve their business. That’s 
where they first heard about integrating Synchrony 
Financial into their company. “We thought, ‘Financing 
is something we have to start doing,’” Sara said. 
Jonathan’s father and grandfather were a little 
unsure at first, but they immediately began to see the 
benefits of offering financing to their customers.

“The other day a customer needed a whole new motor–  
a $2,000 repair. She said, ‘I don’t know what I’m going to 
do. I have to get to work and my kids to school,” Jonathan 
said. “Because of the NAPA EasyPay Card, we got the 
repair done and really saved the day for her.”

The Naranjos have built their reputation by building trust 
with their customers. “We get to be that super hero,” 
Jonathan said. “Someone calls us stranded on the side of 
the road and we’ll get the tow truck out to them. They said 
they don’t have the money on them to pay for the tow and 
I tell them we’ll cover it to get their car here. They say they 
will need to get to work and I tell them, ‘My grandfather 
will take you!”

Jonathan has also embraced Instagram as a way to 
communicate and build his reputation with his customers. 
He takes short videos of the problem and describes 
what is happening. He has found his followers like the 
education, and his customers love the insight into their 
cars’ problems.

The Naranjos go above and beyond for the business, 
and financing is just another way they can help 
customers get the products and services they want 
and need when it matters most.
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“I was born in this shop,” says Jonathan 
Naranjo of MBC NAPA AutoCare Center in Miami, Florida. 
He wasn’t literally born in the shop, but as a child, he was 
in the shop any time he wasn’t in school. And today, at 22 
years old, he’s taking over as the third generation to run 
the family business.

NEW SCHOOL TOOLS, OLD SCHOOL CREDIBILITY

When Jonathan’s grandfather and father started the 
business in 1991, Jonathan says they did without many 
of the luxuries he takes advantage of. Mechanics would 
need to know a part by looking at it and comparing it 
to another. Instead of ordering parts online, they would 
drive to the store to find what they needed. And when 
customers couldn’t afford a repair, they often lost the 
work or provided the repairs at a loss.

Jonathan and his wife, Sara, attended a conference to 
learn new ways to improve their business. That’s where 
they first heard about integrating Synchrony Financial 
into their company. “We thought, 'Financing is something 
we have to start doing,'” Sara said. Jonathan’s father 
and grandfather were a little unsure at first, but they 
immediately began to see the benefits of offering 
financing to their customers.

“The other day a customer needed a whole new motor—
a $2,000 repair. She said, ‘I don’t know what I’m going 
to do. I have to get to work and get my kids to school,’” 
Jonathan said. “Because of the NAPA EasyPay card, we 
got the repair done and really saved the day for her.”

The Naranjos have built their reputation by building trust 
with their customers. “We get to be that super hero,” 
Jonathan said. “Someone calls us stranded on the side of 
the road and we’ll get the tow truck out to them. They say 
they don’t have the money on them to pay for the tow and 
I tell them we’ll cover it to get their car here. They say they 
need to get to work and I tell them, ‘My grandfather will 
take you!’”

Jonathan has also embraced Instagram as a way to 
communicate and build his reputation with his customers. 
He takes short videos of the problem and describes 
what is happening. He has found his followers like the 
education, and his customers love the insight into their 
cars’ problems.

The Naranjos go above and beyond for the business, and 
financing is just another way they can help customers 
get the products and services they want 
and need when it matters most.

A MODEL OF CONSISTENCY

With the cultural makeup of Miami, Jonathan sometimes 
thinks of the city as another country made up of many 
cultures. “We’re Cuban. And Cubans, for example, have 
learned to do things on their own because we haven’t 
always had the means to pay for things,” Jonathan said. 
“So it’s hard to tell a Cuban person you’re going to charge 
them $400 for labor. They would rather just fix it on a 
Saturday and get dirty.” But then Jonathan says people 
realize the part they installed isn’t working right, or they 
don’t get a warranty and are having trouble getting help. 
That’s when they come to MBC NAPA AutoCare Center.

“We provide that place that’s always here and can help 
fix the problem the right way with a great part,” Jonathan 
said. “NAPA provides a great warranty, and then extends 
that warranty when a customer uses their NAPA 
EasyPay card to make their purchases. So by getting a 
repair at a NAPA AutoCare Center and using your 
NAPA EasyPay Card to pay for it, they extend the 

nationwide warranty to 
36 months/36,000 miles. 
It's great.”

All three generations still 
work at the shop most 
days. But the whole family 
loves to travel, taking 
turns running the business 
and getting away on trips. 
They love what they do and the people they work with. 
“The last mechanic we hired, we brought on six years 
ago. We’re all like family here,” Jonathan said. “Everybody 
knows on Fridays, my mom is going to bring in pastelitos 
and a mechanic might bring in ceviche or something. 
We’re all part of one team. We love our team. 
We’re really happy.”   

BUILT THEIR 
REPUTATION BY 
BUILDING TRUST

GENERATIONS
of family-owned business3

“ BECAUSE OF THE 
NAPA EASYPAY CARD, 
WE GOT THE REPAIR 
DONE AND REALLY 
SAVED THE DAY 
FOR HER.”

•  Show your customers you care for them, their cars and their safety.
•  Create loyalty that translates to repeat customers.
•  Build trust as their preferred service provider.

Financing can help your customers get the repairs, 
maintenance, parts and accessories they want and need.

OFFER THE NAPA EASYPAY CARD FROM 
SYNCHRONY FINANCIAL TODAY!

Call 1.855.245.5145      Visit SynchronyBusiness.com

THIRD GENERATION AUTO REPAIR CENTER

SAVES THE DAY       
FOR CUSTOMERS
Jonathan Naranjo: The third generation owner of an open-air auto 
repair center in Miami keeps the family business moving forward.

“BECAUSE OF THE NAPA 

EASYPAY CARD, WE GOT THE 

REPAIR DONE AND REALLY 

SAVED THE DAY FOR HER.”

– JONATHAN NARANJO

EDGE magazine  |  A PUBLICATION OF SYNCHRONY FINANCIAL  |  PAGE 9
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89% 76%80% 45%
of cardholders said they 
planned to use their card 
again in the future.1

96%
  

of cardholders know they have 
the ability to do so.1

of our cardholders made 
repeat purchases during the 
first two years, averaging over 
$2,900.6

Use Business Center’s My 
Customer List feature to stay 
in touch with customers and 
build relationships. Remind 
customers to come back to use 
their card again.

of cardholders say financing 
made their large purchase more 
affordable.1 

Synchrony Financial offers 
financing to our customers 
through more than 117,0002

partners.

of active merchants see the 
majority of applications are 
approved.4

More than 5 million 
cardholder accounts were 
approved over a 12-month 
period,5 suggesting that both 
customers and merchants 
find financing a valuable and 
useful tool.

of cardholders who select a 
Deferred Interest Promotion (also 
known as No Interest if Paid in Full 
within the promotional period) pay 
off their balance in full within the 
promotional period and therefore 
do not pay interest.3

Partners may offer customers 
a choice of “Deferred Interest,” 
Reduced Interest or Fixed Pay 
financing options to meet various 
financing needs.

of our cardholders wouldn’t have 
made the purchase, or would 
have gone to another merchant,  
if financing wasn’t available.1 

A person’s household income or 
credit rating may not correlate 
with their likelihood to find value 
in utilizing financing to make 
a purchase. There are many 
reasons people appreciate credit 
as a payment option, so offer 
financing to all of them.

68% 39%

GET YOUR  
FACTS STRAIGHT
LEARN THE TRUTH ABOUT FINANCING

Find out what Synchrony Financial 
can do your your average sales. 
Call 1.855.245.5145 
Or, click “Get Started” at SynchronyBusiness.com

Merchants who work with Synchrony Financial report being 
more satisfied with their Synchrony Financial relationship 
than with any other credit provider they work with.7

It’s easy to make assumptions about how consumers think.

However, research and analysis show that customers are using 
financing to their advantage, regardless of what generation they’re 
a part of or the industry they’re shopping in. Plus, merchants who 
don’t offer credit may be walking away from sales.1

REALITY REALITY REALITY REALITY REALITY REALITY 

1  Fourth Annual Major Purchase Shopper Study conducted 
by a third party for Synchrony Financial (2015) 

2  An approximate number of Payment Solutions merchant 
accounts as of Dec. 2015 including those who offer 
installment loans 

3  Synchrony Financial Promotion Balance History Report 
(Nov. 2015)

4  Synchrony Financial Analytics Dealer Summary of all 
Payment Solutions (Dec. 2015)

5 Keygoal Report Dec. 2015
6  2015 Synchrony Financial Cardholder Lifecycle Report 

(Dec. 2015)
7  2015 Partner Engagement Study conducted by a third 

party for Synchrony Financial

MYTH:  
Customers end up paying 
interest charges with 
these offers.

MYTH:  
Customers end up paying 
interest charges with  
these offers.

MYTH:  
My customers don’t need 
financing and would be 
offended if I offered it to them.

MYTH:  
My customers don’t need 
financing and would be  
offended if I offered it to them.

MYTH:  
I hardly get any repeat 
business from Synchrony 
Financial cardholders.

MYTH:  
I hardly get any repeat sales 
from Synchrony Financial 
cardholders.

MYTH:  
My customers don’t need 
financing, and neither do I.

MYTH:  
Cardholders never come back 
after their first purchase.

MYTH:  
Cardholders never come back 
after their first purchase.

MYTH:  
Credit applications usually 
get rejected, so I’d prefer 
to avoid that awkward 
situation with my customer.

MYTH:  
Credit applications usually 
get rejected, so I’d prefer to 
avoid that awkward situation 
with my customer.



 

Mike’s Tire and Service Center drives 
business with the Synchrony Financial 
CarCareONE credit card program.
A reputation for honesty, fair prices and quality 
workmanship has kept Mike’s Tire and Service 
Center in business for over 40 years in beautiful 
Greensboro, North Carolina. Founded in 1970 
by Mike Ingle, this family-owned and operated 
business believes in treating customers like 
family—many are customers who have been 
coming to Mike’s long enough that their children’s 
children are now coming. While Mike’s son 
Brad Ingle manages the full-service auto repair 
company today, Mike still takes care of customers 
by giving them a ride home, bringing their vehicles 
back, and talking with them to ensure they  
are happy.

Financing solutions meet the 
challenges of increased competition. 
When presented with a high repair bill in the past, 
customers may have chosen to just buy another 
car. Since the economic challenges of the past few 
years, more customers are choosing to go ahead 
with major repairs, but the competition for those 
repairs is fierce.

“I know there’s got to be 30 or 40 places that 
people could stop and get their car worked on,” 
Brad says. “So that’s where Synchrony Financial 
has really helped—especially if it’s a significant 
amount.”

When a customer needs a significant repair 
and the car is still worth fixing, Mike’s tells 
the customer how the Synchrony Financial 
CarCareONE Card offers six months no interest  
on purchases of $199 or more.* 

“We always explain to them that they have six months 
to pay the bill,” Brad says. “And as long as they make 
the minimum monthly payments and the bill is paid 
for in full in the promotional period, then they pay no 
interest.* That’s helped us a lot. It really has. I wish I 
would have had it ten years ago.”

Monthly payments make large repair bills seem more 
affordable. Recently, a family came in with a car that 
had only 50,000 miles on it, but had been driven until 
the engine overheated and was ultimately ruined. 
Mike’s recommended replacing it with a used engine, a 
minimum $4,000 repair bill.  

“When I offered them Synchrony Financial financing, 
they jumped right on it,” Brad explains. “It took five 
minutes, and they were able to get approved, and we 
got the job and helped them out tremendously.”

Synchrony Financial helps strengthen  
customers’ trust.
Brad realizes that people can be somewhat distrustful 
of the automotive repair business, so Mike’s Tire and 
Service Center never pressures customers. Mike’s is 
always willing to work with customers to help them 
get the maintenance, tires and repairs they need 
and manage their budgets. “Which is another thing 
Synchrony Financial helps with,” Brad says. “Even 
when people call on the phone for a tire price or 
something, I always mention that we offer six months 
special financing.*” 

“The way the economy is, it’s hard,” says Service 
Manager Joe Lebo. “But the CarCareONE Card is a 
necessity that they can use just for car repairs. And 
that’s our job to explain that to the customer.” 

Even when customers don’t understand the benefit of 
financing, Brad and Joe have learned how to handle 
customers’ objections from the webinars and training 
materials online at the Learning Center.  

The card drives repeat 
business.
Mike’s is also seeing a lot of customers coming 
back and using the CarCareONE Card. Brad 
says that sales on the card are about double 
what they were last year.

“You do have your regular customers that 
come in and pay with the card,” Joe says.  
“And I think it benefits them as well. In six 
months, it’s paid off,* and they’re not touching 
their credit cards.”  

When asked if he would recommend 
Synchrony Financial consumer financing to 
other small business owners, Brad offers,  
“The cost is so low, it’s next to nothing to get 
set up. And it’s just easy. I don’t see why they 
wouldn’t do it, because it’s going to help them 
close sales.”

“It helps our business grow,” Joe adds. 
“Because it’s business that we wouldn’t have 
had, or a repair that the customer wouldn’t 
have had if it weren’t through Synchrony 
Financial. It’s a win-win situation.”

Mike’s Tire and Service Center continues to 
do business the way Mike set the standard 
over 40 years ago. And Synchrony Financial 
helps keep them firing on all cylinders 
because, as Mike’s son Brad says, “You guys 
are helping us close sales.”

* Subject to credit approval. Minimum monthly payments required.  
 See store for details.

FIRING ON ALL
CYLINDERS
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Help your customers get 
the services they need.
Average Purchase Amount

†2015 Synchrony Financial Program Data, July YTD
‡NADA 2014 Annual Financial Profile Data of America’s 
Franchised New Car Dealerships Per Customer Total 
Service and Parts Sales

$776

$409
CarCareONE  
repeat purchase†

$225

CarCareONE 1st purchase†
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“You guys are  
helping us  

close sales.” 
 –  Brad Ingle, Manager  
  Mike’s Tire and Service Center

Joe Lebo, Service Manager, and Brad Ingle, Manager, of Mike’s Tires.

NADA repair order‡
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You probably don’t have a large budget to spend on marketing your 
business, but there are some effective low-cost ways that can help you 
attract and keep customers. The most important thing you can do is build 
relationships with your customers and prospects. Relationships begin 
with friendliness and enthusiasm for what you’re offering, and sharing 
that passion with your customers. Know your customers personally and 
encourage them to come back again using these five easy, low-cost ways 
to build relationships.

BUILD A 
GREAT 
WEBSITE 
For many customers, your website 
is the first thing they see of your 
business. Make it easy to find 
all the information they need, 
such as hours, locations, product 
warranties, payment methods 
and financing offers. And make 
sure the site is optimized for 
mobile devices. Change the 
content frequently with new 
products, promotions and special 
offers. Consider offering a blog 
or e-newsletter to encourage 
email subscriptions.  Promoting 
financing on your website also 
helps attract more customers. 
Synchrony Financial provides 
legally compliant digital assets for 
your website, such as credit card 
art and financing offer graphics.

1 2 3 4 5

OFFER  
PROMOTIONAL 
FINANCING  
Today’s consumers are looking 
for the perfect combination of 
products, services and payment 
options. By offering promotional 
financing, you can help give 
customers the purchasing power 
to buy exactly what they need 
and want and take advantage of 
flexible payment options. 

You don’t 
have to 
spend tons 
of money!
Enthusiasm, 
creativity, 
and a little 
effort can 
help you 
effectively 
market your 
business 
and attract 
more 
customers.

USE 
SIGNAGE  
AT THE 
POINT OF 
SALE 
Signage can be critical 
to providing information 
customers need about your 
business. They may not always 
know what to ask, but highly 
visible, well-placed signage 
can spark their interest when a 
salesperson is not immediately 
available. Use signage to 
announce new products or 
services, special offers, and 
the availability of promotional 
financing. Synchrony Financial 
offers cost-effective, 
customizable signage to 
promote financing to your 
customers.

Call  
1.855.245.5145

Click “Get Started” at SynchronyBusiness.comENROLL TODAY AND LET CONSUMER FINANCING HELP YOUR BOOST SALES

A Facebook page lets you 
build a community for your 
customers. Provide links to 
helpful information, such as 
articles and blog sites that 
educate your customers about 
your products and services. Be 
sure to comply with each site’s 
Terms of Use policy. Use Twitter 
to pass along tips and ideas. 
Tag new merchandise photos, or 
event photos, so customers can 
easily pin them to their Pinterest 
or Instagram pages to share with 
friends. Social media is a good way 
to build top-of-mind awareness, 
showcase videos and encourage 
word-of-mouth recommendations 
from customers.

TAKE 
ADVANTAGE 
OF SOCIAL 
MEDIA  

PROMOTE  
WITH PR
Look for ways to generate free 
coverage of your business. 
For example, contact the local 
newspaper or radio station about 
offering your expertise as a 
guest contributor. Help a local 
charity or civic organization with 
donations of money, merchandise, 
or volunteer time. Create an annual 
award for an employee or someone 
in the community and then 
announce it with a press release. 
Sponsor a local kids’ sports team. 
Promote special events that 
draw customers. There are a lot 
of low-cost and no-cost ways to 
make your business visible in your 
community.
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Tried & True BOOST 
SALES 
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ADD POWER TO YOUR  
TRANSACTIONS.
Join the credit card program dedicated 
to automotive care.

We’ve made it easier than ever to enroll today to 
help drive loyal returning customers. Offer the 
purchasing power of the CarCareONE® Credit 
Card with 6 and 12 Months Special Financing1 
on purchases of $199 or more and $750 or 
more, respectively.

Join the  credit card program dedicated 
to automotive care and enroll today.

TAP INTO THE NETWORK.
As an enrolled dealer, you can list your  
business for free on Business Locator at  
MySynchrony.com/automotive.

MAKE THEIR PURCHASE MORE 
AFFORDABLE.
89% of cardholders surveyed feel promotional 
financing makes larger purchases more affordable3.

ARE YOU READY TO ADD POWER 
TO YOUR TRANSACTIONS?

Enroll Today!
Choose from three easy ways to enroll.
Have your federal tax ID ready when you call.

 Call Synchrony Financial: 1.855.245.5145.

 Visit SynchronyBusiness.com, choose your Market and click “Get Started.”

 Contact your Synchrony representative.

As an enrolled CarCareONE® merchant, you’ll have instant access to a 
nationwide network of two million cardholders with over $1billion in approved 
credit2, dedicated to automotive care.
Plus, enjoy increased revenue and profitability via:

1Subject to credit approval. Minimum monthly payments required. 
See SynchronyBusiness.com/automotive for details. 
2Synchrony Financial Year End Program Data, 2014
32015 Synchrony Financial Major Purchase Consumer Study
Credit is extended by Synchrony Bank.

1

2

3

227% higher average 
transaction size compared 
to traditional bankcards2

More repeat transactions 
per customer compared to 

other tender types2

Low processing rates 
compared to traditional 

bankcards


