
OR SAVING TIME within the garage—
even 2-3 minutes—the digital inspection 
is pivotal because most shops that are 
doing things the old-fashioned way—

they’re using paper, a clipboard, passing it around from 
the front to the back, from the back to the front, having 
conversations—we can eliminate all of that if we’re dig-
itally sending pictures and videos around the shop. Two 
tablets, two cell phones, and I don’t need to have a con-
versation with my lube tech for 15 minutes or explain 
to him what it is if I have that visual: Oh, I can see right 
here, this is the problem. I’m going to put my master 
tech on this job and we’ll get it done by 11: 30. 

I also don’t need to waste time on getting approval 
on said work. We send those images to the customers, 
so that instead of a 10-minute call or we play phone tag, 
they can just text you, “Yeah, just get it all done today, 
please. I just want my car back.” Lightning fast is what 
we really thrive on. I think that’s all part of that workflow.

When shops are looking to add a process or a tool 
like a digital vehicle inspection, I think people who 
either aren’t using them or just start using them get 
the concept, and some of the reasons why that might 
be helpful, but then they either try it and don’t imple-
ment all the way, or have a hard time getting teams on 
board and they don’t see those gains right away. A lot of 
shops, when they purchase a DVI system, they see first 
and foremost the financial ROI that they could achieve, 
and then their technicians don’t use it to the full effect. 
We take that into consideration. We usually try to get 
a minimum mandatory number of photos, whether it’s 
seven photos, eight photos—just a start, because we 
want these guys to take off and for it to become muscle 
memory at a certain point. Because it is a touch-and-feel 
type of a product, in comparison to some of our other 

technologies that are more automated (set-it-and-for-
get-it mentality), you might think there will be struggles.

The big fight is typically, “Oh, it’s going to make 
things slower.” It’s quite the contrary. They save a signif-
icant amount of time, but of course those first few are 
slow. It’s just getting people to be more open minded, 
so we take that into consideration when we do the 
training on those.

You really have to take the time and invest in this. 
Invest the minimal amount of time it takes to get 
these hooks in these guys so that they are doing these 

inspections or using these technologies, because the only 
way you’re going to go from a $900,000-annual-revenue 
shop to $1.6 million with the same amount of guys and cars, 
is with DVI and CRM and and things of this nature. So, it’s 
acknowledging that and saying, “You’re right and it does 
need to be fixed.” You need to say that, at a certain point, 
even if you are making more money year-over-year.

Any process and system change in a shop is difficult with 
technicians, particularly when they’re flat rate and they feel 
like they’re already efficient. They feel like they can churn 
out work and they just want to focus on those high-ticket 
items. Even in the demonstration process of the technology, 
we pull in technicians to these demos just to get that buy-in. 
We do that because we’re seeing more and more now in 
the marketplace people that have used the DVI and threw 
it away. The tablets are sitting in a cabinet somewhere, and 
they don’t want to go down that road again, but they realize 
they have to. So it’s getting their staff more involved in that 
process, instead of just saying, “I’m the owner, do it.” These 
technicians are in high demand, and the biggest factor is the 
owner or managers being afraid to piss off those technicians 
because they don’t want to lose them. We understand that 
process, but there are things we can do, even from the edu-
cation of what the product does, before they actually sign on 
to help curb that.

 
L Anthony Allen has over 20 years of enterprise sales 
experience, joining Bolt On as a Director in 2020. Providing 
shop owners with an alternative way to manage their car 
counts, prioritize their data, and ultimately reduce burn out  
in the shop is his highest priority.

ANTHONY ALLEN on how to better introduce DVIs.

Implement  
with Precision

F

B O LT  O N  T EC H N O LO G Y  |  I N D U S T RY  PA R T N E R

Streamline Efficiency
Bolt On equips shops with  

award-winning software tools aimed 
at improving marketing, workflow, 

customer communications,  
and business growth.

 
Personalized messaging is crucial 
for targeting the right customers. 

Analyzing customer data 
prioritizes high-value customers. 
Digital vehicle inspections help 
identify deferred work items.

Shop owners can benefit from 
focusing on retaining existing 

customers through cost-efficient 
strategies like car count management 

and targeted marketing.

Bolt On Technology team will 
contribute exclusive content to Auto 

Service Leader each month at  
bolton.autoserviceleader.com.
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