Four Major Objections Customers Have when Renting a Car

1. Insurance.

Nobody wants an expensive accident to ruin their holiday, and rental vehicle
company excesses are usually too high for comfort. Collision damage waiver
excess can be a bugbear to customers who front up with a special $xx a day car
rental deal in mind. Adding on $22 to $28 a day to bring the excess down can
impinge their happiness and even switch their mind to transport alternatives.

There are alternatives that may save the day... and the deal. Many customers
have gold or platinum Visa, Mastercard or Amex, and a good portion of these
come with rental car insurance, including a reasonable excess. They only need to
check their credit card information to ensure coverage.

Customers from overseas probably purchased travel insurance, and these
policies often include the rental car coverage on excess of up to $5000, bringing
it down to just $100 for excess on any policy claims. (Example from 1Cover
travel insurance).

2. Baby Seats

Parents of babies and toddlers naturally want reassurance that any baby seat
provided will be safe and the right one. If jumping into shuttle buses or taxis,
their little one is not normally provided for safely (unless they carry their own
capsule), and so as a caring rental car company, you'll have the advantage.

There are strict laws in most western countries regarding baby seats for
different ages. Know your country’s child restraint laws and always ask the age
of the infant or child when the booking is taken. Rental Car Manager’s software
allows you to input this information.

Check Drive Now’s comparison on child seat prices at various car and campervan
rental agencies. http: //www.drivenow.com.au/child-restraints.jspc In Australia
and New Zealand there are stringent child restraint laws, and overseas child
restraints are not going to meet the legal standards if travelling there.

3. High Daily Rates

Naturally with the costs of holidays, the daily rate of a medium car can seem
quite high to a family. In this case, why not remind the customer of your “weekly
rates special”. A lot of people don’t know that the daily rates come down with a
7-day or 10-day hire. It makes their life easier if they can zoom around a bit
longer. If they are deciding between 5 and 7 days, you could say they get the last
day’s hire thrown in for free, with no relocation fee if they bring it back to the
same location.



4. Relocation Fees

Many companies charge a lot more for relocation (one-way hires). If you are one
that doesn’t charge extra for relocations, saving the customer both time and
money, then draw their attention to it on your booking website or at the counter.

If however, there is a levy, ensure that you discuss or highlight this at an early
stage. Discussing their options for drop-offs is a great way to keep the customer
thinking about your hire options, rather than ruling it out due to surcharges.



