
A NEW KEY 
TO SUCCESS

From the Used Department to the Service Lane, offering an  
in-house key program at your dealership can have a major impact 
on on your bottom line.

Download our free whitepaper article today to learn more about 
the auto industry’s best kept secret!

Unlock More Profit with keys in 2022



Keys in the Used Car 
Department

Despite customers expecting two keys with 
their car at the time of purchase, statistics 
from an in-house survey  show that 70% 
of used cars come to the dealership with 
just one key. With used car sales being the 
hot area of focus throughout the COVID-19 
pandemic, demands for keys in the used car 
department have increased dramatically. This 
creates a unique problem for a dealership, 
especially if the keys needed are outside the 
franchise brand. 

In the past, methods for adding keys to used 
cars outside the franchise brand were limited 
to the services provided by outside vendors. 
The vendors used for these services would 
include mobile setups that come to the lot 
once a week or local dealerships that would 
require the vehicle to be dropped off for 
the key to be made. Both of these common 
methods result in a waste of time and 
profit that can be better managed by the 
dealership making the keys themselves.

With the onset of new technologies, it has 
become entirely possible for a dealership 
to easily produce the majority of their own 
keys in house, regardless of the vehicle’s 
branding. Bringing this process into the 
dealership or adding it to the reconditioning 
phase will not only increase profit in every 
deal and customer satisfaction, but it keeps 
money where it belongs - at the dealership!

Increased Profit in Every Deal

Adding a key to a car is currently a sunk 
cost for the dealership, non-recoverable and 
immediately added to the bottom line of the 
sale. By bringing the process in house and 
making the key themselves, dealerships can 
expect to cut total costs for key services 
by an average of 50%, easily increasing the 
profitability of every deal.

Car keys are an often overlooked 
component of vehicle ownership. Few 
customers spare a second thought about an 
extra set of keys, yet few things can produce 
the same sense of dread as the realization 
that your car keys are missing. 

Often the thoughts of dealership 
management towards car keys are not that 
much different from the average vehicle 
owner. An extra set of keys is often an 
afterthought, with many considering keys to 
be a nuisance or even a hindrance to their 
regular responsibilities. 

Car keys can present a set of challenges for 
the dealership. It can be difficult keeping 
track of the hundreds of sets of keys a 
dealership may possess, and there are often 
scheduling conflicts when using outside 
vendors for key services. Some dealerships 
may even choose not to offer two keys with 
every used car because of these issues, 
but that decision can often have a negative 
impact on customer satisfaction. Bringing 
your key making process in house has the 
potential to bring you more profit, and in 
more ways than one.

The biggest opportunity you’ll see in 
dealerships this year can be broken down 
into three integral parts:

 Keys in the Used Car Department

 Keys in the Service Lane

 Mobile Service Vans
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Keys in the Service Lane

The service department is often the profit 
center of a dealership. According to a survey 
from Auto Success, only 30% of buyers 
return to the dealership for service, which 
means the dealership is only getting repeat 
business from roughly one out of every 
four patrons. Customer retention has never 
been more important than it is now, and 
dealerships should seek every opportunity 
to bring more business into their Service 
Department. Adding a key program is just 
one of the many ways to do this.

Almost everyone has made the mistake of 
losing their car keys at one time or another, 
and it usually means losing both time and 
money. Depending on the circumstances, 
such an event could end up being an 
unexpectedly expensive experience. With 
the right equipment, any dealership is able 
to offer keys and remotes for up to 95% of 
the vehicles on the road today. A service 
department with the ability to program keys 
for a variety of makes and models would be 
able to provide a valuable and necessary 
service to their customers while developing 
a great source of revenue at the same time.
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Take a Step Towards Self-Sustainability

Most dealers are currently using an outside 
vendor of some type for their key needs. 
If the dealership has an in-house solution, 
the dealership would be paying their 
own employee to make the key instead. 
This keeps all the financial aspects of the 
transaction inside the dealership instead of 
paying a costly outside vendor to do what 
in-house employees can.

Customer Satisfaction

While a seamless transaction is always the 
goal with every customer, it is common for 
dealerships to wait until the time of sale to 
add a second key to a used car, especially if 
the used car is outside the franchise brand. 
When a dealership relies on outside vendors 
to provide their keys, the customer may 
need to wait or even return to the dealership, 
lowering overall satisfaction. By bringing 
this simple process in-house, the dealership 
is in complete control and has the power to 
add keys when they need to, reducing the 
possibility for any scheduling conflicts or 
repeat visits. This also makes it easier for the 
dealership to offer two keys with every car, 
increasing overall customer satisfaction. 
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Mobile Service Vans

Dealership owned mobile service vans are 
becoming more prevalent, and have been 
featured in many industry articles over the 
last year. The mobile vans offer a dealership 
the best of both worlds by giving them the 
ability to increase the revenue earned on 
services while freeing up the dealership’s 
service bays and techs. The automotive 
industry saw a dramatic rise in mobile 
mechanic vans during the pandemic, mostly 
attributed to dealerships looking for new 
sources of revenue during the pandemic.

Although originally intended for simple 
things like oil changes, the mobile mechanic 
can perform a multitude of services. They 
are an innovative way for the dealership to 
reach into new markets and more efficiently 
serve old ones.

Key cutters and key programmers are an 
easy add on to the mobile service van, and 
are a big win in many ways. By offering keys 
through a mobile platform, the dealership 
can send their own representative to the 
customer’s home to make a key. 

This reduces traditional scheduling conflicts 
for a busy dealer and gives the customer 
a less expensive and tow-less option 
when they lose their keys to their car. By 
adding key programmers and key cutters 
to the arsenal of services offered by the 
dealership’s mobile service van, not only are 
dealerships increasing in value in the eyes of 
the customer, but they are adding a valuable 
additional revenue stream.

The need for car keys is not exclusive 
to dealerships. Setting up a key making 
program in your mobile service van could 
give you the opportunity to market your 
key making services to fleets, government 
municipalities, and other dealerships outside 
of your franchise.

The Bottom Line

Keys and remotes are the next big thing for 
2022. Don’t let your dealership fall behind 
the trends and miss out on valuable new 
opportunities for services and additional 
revenue!
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