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Issues with the center bearing, shaft and
lubrication can cause compressor-side
problems, but those issues can remain
unnoticed unless a disassembly of the tur-
bocharger takes place.

So how can you put this information to
work for you in your service department?

1) Make sure your technicians are trained
and knowledgeable with each repair
you assign them. A trained technician
regularly stays up-to-date with the latest
vehicle technologies and attends
classes and seminars to grow their
knowledge base. It’s important to stay
up-to-date with consumer trends as
well. In today’s economy consumers
often seek out ways of improving fuel
economy by installing aftermarket
accessories. It’s important to become
familiar with how these products
work, so that you can identify whether
or not they contributed to a repair.

2) Ensure that your customers are satis-
fied with the service they receive. A sat-
isfied customer is likely to return to
you for future repairs -- and also likely
to recommend a friend or acquain-
tance based upon their experience.
However, an unhappy customer is
likely NOT to return once they leave
and will most likely share their nega-
tive experience with 10 other people.

3) Take the time to make a fair and accu-
rate diagnosis. Making the right diag-
nosis enables you to fix the customer’s
vehicle correctly the first time. The
more of the customer’s time you
consume, the faster they become
unhappy. If there are obstacles pre-
venting you from making an accurate
diagnosis, think out some creative
solutions. If there are aftermarket
products installed on the vehicle
which you’re not familiar with, contact
those companies directly with your
questions. If finding time for training
is an issue, try investigating programs
that can come to you. Promote your
creativity to your customer base.
Thinking “outside the box” will give
you a competitive edge that draws in
new customers.
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