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 Ralph Seekins

 Ralph Seekins has more than
 42 years' experience in the 

 automotive industry. He  started as 
 a mechanic, worked in sales, and 
 for the past 35 years, has been the 
 owner of Seekins Ford Lincoln.

 It Pays To Buy Locally?

 O ne of m y shirttail relatives 
 w as com p laining about w hat he 
 felt w as a real injustice. H e told  
 m e he traveled  quite som e d istance 
 to a d ealership  in Id aho to 
 p urchase a new  D od ge p ickup . 
 H e’d  seen that d ealership ’s ad s in 
 a m agazine and , after talking to a 
 salesp erson on the p hone, he w as 
 sure he w ould  save thousand s over 
 w hat he could  buy one for at 
 hom e.  H e said  he got a real good  
 d eal. B ut, after looking at his 
 p ap erw ork, he d id n’t save 
 thousand s. It w asn’t an ap p les-to-
 ap p les com p arison to the truck 
 quoted  by his hom etow n 
 d ealership . A nd , had  it been, his 
 local D od ge d ealership  w ould  have 
 been just as com p etitive. B ut he’d  
 alread y told  all his friend s he w as 
 going over to Id aho to get this 
 outstand ing d eal and  he just 
 could n’t com e back w ithout a new  
 truck.  

 Six or so m onths later, the 
 truck had  a funny noise in the 
 engine so m y relative took it to his 
 local d ealer’s service d ep artm ent. 
 T he salesm an he’d  w orked  w ith in 
 Id aho told  him  the w arranty w as 
 good  at any D od ge d ealer – 
 w hich, on its face, is true. 
 H ow ever, after gathering the 

 relevant inform ation, i.e. nam e, 
 ad d ress, vehicle id entification 
 num ber, and  w hen and  w here the 
 truck w as p urchased , the local 
 d ealership  service ad visor told  m y 
 relative he could  d rop  the truck off 
 and  they w ould  try to fit him  in 
 but there w as no guarantee w hen 
 that w ould  be. You see, the 
 d ealership  had  a first resp onsibility 
 to those folks w ho had  p urchased  
 from  them  before assisting 
 som eone w ho had  p urchased  from  
 a d ealer som ew here else. Sim p ly 
 p ut, local buyers w ould  com e first 
 and , if there w as tim e to fit m y 
 relative in, they w ould  glad ly get to 
 his truck.

 T his scenario is all too often 
 rep eated  across the country. T he 
 local d ealership  w asn’t trying to be 
 p unitive. T hey w ere sim p ly living 
 up  to a resp onsibility they had  to 
 their ow n ow ners. M y relative 
 d id n’t see the situation through the 
 eyes of a local buyer. T hat buyer - 
 w ho had  p urchased  from  their 
 local d ealership  - had  every right to 
 exp ect that their vehicle should  be 
 first in line.

 M y relative d id  get his truck 
 fixed . H ow ever, he w as w ithout it 
 for alm ost tw o w eeks. It could  have 
 been longer and  he m ay face the 
 sam e challenge w ith any further 
 necessary rep air w ork d ep end ing 
 on the d ealership ’s w orkload .

 D ealership s generally have a 
 contractual resp onsibility to and  
 really w ant to p rovid e covered  
 w arranty rep airs for the 
 m anufacturers they rep resent – 
 regard less of w here the vehicle w as 
 p urchased . H ow ever, p riority can 
 com e into p lay. A  good  exam p le 

 m ight be w hen tem p eratures hit 
 50 below  in Interior A laska and  
 m echanical breakd ow ns invariably 
 increase.  T he w aiting lines get 
 long and  d ealership s p rioritize 
 their available shop  sp ace.  T hey 
 rightly sched ule those w ho 
 p urchased  from  that d ealership  or 
 those w ho p urchased  their vehicle 
 p rior to m oving to the Interior to 
 the front of the line.  R esid ents 
 w ho bought som ew here else m ove 
 d ow n the line.

 Several years ago, a good  friend  
 of m ine w ho lives in A nchorage 
 told  m e he w anted  to buy a new  
 F -150 from  m e. I told  him  I’d  love 
 to sell him  one but that I’d  rather, 
 for his sake, that he buy from  his 
 A nchorage F ord  D ealership . H e’d  
 be T H E IR  p referred  ow ner w ith 
 all its benefits. So, I m ad e a quick 
 introd uctory call for him  and  he 
 got his brand  new  truck from  his 
 hom etow n d ealer. H e told  m e later 
 he ap p reciated  the ad vice.  

 M y best ad vice . . . w hen 
 looking for a vehicle, w ork w ith 
 your local d ealership . T hey p ay the 
 sam e for any vehicle on their lot as 
 all d ealership s everyw here and , 
 ap p les-to-ap p les, they w ill 
 p robably be as com p etitive as any 
 d ealership  anyw here. If they d on’t 
 have exactly w hat you w ant, they 
 can p robably locate w hat you d o 
 w ant and  trad e w ith that 
 d ealership . B elieve m e, it’s good  
 business to buy locally.


