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Today, buyers rely on more auction locations than ever before. And with the growing popularity of
social media and smartphones, we believe there’s a tremendous opportunity for auctions to leverage 
place-based social media such as foursquare. That’s why AutoTec has developed this Foursquare 
Quick-Start Guide – to give our auction partners a resource full of helpful tips and best practices,
as well as the basic “how-to’s” to get you started. 

The Foursquare Fundamentals
What is foursquare?
Foursquare (http://foursquare.com) is a location-based social networking site based on software for mobile devices.

How does it work?  
The site is available to users with GPS-enabled mobile devices, such as smartphones (BlackBerry, iPhone, Android, etc). 
Users can “check in” at various venues by selecting them from a list that the application locates nearby. Each check-in 
earns you points and, eventually, even “badges.”

Users can also:
 • Connect with friends
 • Post check-ins to Twitter and/or Facebook
 • Create a private “To Do” list
 • Add “Tips” to venues that other users can read, offering suggestions for things to do, see or eat there

How Auctions Can Use Foursquare
Typical foursquare users are tech-savvy social media a�cionados who actively engage their
friends and acquaintances in their business interactions; they are highly mobile and very in�uential.
It’s no wonder, then, that foursquare users are one of the most desirable demographics for virtually
any business – including auctions. After all, it’s no secret that dealers are not only getting more tech
savvy – they’re also getting younger.

Here are �ve reasons an auction should consider using foursquare:
 • Customer retention/loyalty program: Auctions can track dealer loyalty via check-ins,
  and reward those who frequent their auctions the most with special offers and recognition. 
 • Dealer insight: Foursquare offers an invaluable look at the behavior patterns of dealers,
  letting you analyze visit trends and gain insight into what your customers are thinking.
 • Customer service: The ability to get real-time feedback as users check in lets you engage
  with your dealers and gauge their sentiments toward your auction location.
 • Viral effect: The posting of check-ins to Twitter and Facebook ampli�es the viral impact of your     
  auction location. 
 • Measurement: One of the most powerful elements of foursquare is the analytics. As an auction,     
  you can track total check-ins, unique visitors, dealer demographics, when and if users shared     
  their updates and more.
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We recently surveyed AuctionACCESS member dealers regarding their familiarity and use of foursquare. While a small 
percentage of them are already using foursquare at their own dealership, most surveyed are interested in increasing their 
use of the platform. 

In addition to the bene�ts listed on the previous page, having an active foursquare presence is a tremendous opportunity 
to add value to your business by educating your customers and leading by example.

Getting Started
Creating a user pro�le
Go to foursquare.com and click “Join Now.” You will see a screen that asks you’d to create your pro�le
using Facebook, like this:

This will let foursquare access your Facebook information. One advantage to this method is that you can
automatically sync up with any of your Facebook contacts who also use foursquare. Otherwise, you will essentially
be starting from scratch.

If you don’t have a Facebook pro�le or don’t
want to link foursquare to your Facebook account,
simply sign up using a valid email address.

If you do choose to link with Facebook,
just click “Allow” when you see this screen:
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How to see if your auction is an existing venue
Once you’ve logged in, go to the “Search” bar on the top right side of the foursquare homepage. Enter the name
of your auction and, if a venue has already been created for it, it should show up in the results. (If you’re not currently
near your auction, you may need to edit what you listed as “Location” in your pro�le.)

How to create a venue
If your auction has not yet been added to foursquare as a venue, creating one yourself is easy. Go to foursquare.com, 
sign in to your account, and do a search for the venue you want to create to make sure it doesn’t already exist. If it does 
not, you can create a new venue by scrolling to the bottom of the search results page and clicking “Add  a new venue to 
foursquare.”  You can also create a venue on your phone with the foursquare mobile app by selecting the “Places” tab, 
searching for your venue, scrolling down to the bottom of the results and clicking “Add this place.”

If you go with the standard sign-up method,
you will see this screen:

Enter the requested information, including name,
email address, desired password, location, etc.
You can also upload a pro�le picture of your choice.
If you agree to the terms of service, click “Join”
and voila – you’ve got yourself a foursquare pro�le!
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How to claim your venue
To claim your venue, simply �nd it on foursquare and click “Claim here.” In order to claim the venue, you either need
to enter your phone number (preferably your business’ main line) or request that the claim code be sent to you via 
standard U.S. mail. Either way, be sure to let everyone at your company know that either a.) A call is coming from 
foursquare and someone needs to take down the six-digit claim code; or b.) everyone should keep an eye out for a
piece of mail from foursquare. Try the phone option �rst (it’s faster and easier), but if the site says the number is invalid, 
you’ll have to use mail. When you do get the claim code, go to http://foursquare.com/business/verify, type in the code 
and you should be all set.

Creating Specials (http://bit.ly/l1TDvU)
Once you’ve claimed a venue (see previous section), foursquare lets you create different types of specials – 
some designed to attract new customers, some for speci�c promotions, and others to reward your most loyal customers. 
Once you’ve claimed your auction as a venue, you’ll gain access to “Manager Tools.” Within the Manager Tools section 
are three tabs: “Venues,” “Campaigns” and “Specials.” Click on the Specials tab to start creating your auction’s special. 
See the list below for various types of specials that might bene�t your business.

Specials that engage dealers:

 Friends Special 
 This special can only be redeemed when a certain number of foursquare friends (designated by you) checks
 in at your venue at the same time. The goal is to get groups of friends coming to your venue together.
 Example: Free lunch when X number of friends check in.

 Swarm Special
 A Swarm Special is unlocked when a certain number of foursquare users check in over the course of a 3-hour   
 window. It can only be redeemed once per day per venue, and is a great way to incentivize large groups to visit
 your business.
 Example: XX% off transportation assistance when XX check in.

 Flash Special
 This special offers a limited-time incentive on a �rst-come, �rst-served basis. Once a designated number
 of foursquare users unlock it, it’s over for the day. This is a great way to generate a rush for special
 limited-quantity sales.
 Example: The �rst XX dealers to check in will receive a free post-sale inspection.
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 Newbie Special 
 This type of special is awarded to users upon their �rst time visiting your venue. This is the most direct way to drive
 new traf�c to your venue.

 Check-in Special
 This is the most basic, bread-and-butter special you can offer. It can be unlocked upon every check-in, or on   
 whatever conditions you apply. This is great for rewarding return customers for their routine check-ins.
 Example:  Free coffee and donuts with every check-in.

Specials that encourage dealer loyalty:

 Mayor Special
 This special is awarded to the “Mayor” of your venue. On foursquare, the “Mayor” is the most frequent visitor over
 the last 60 days. This is a great way to reward your best customer while encouraging competition for the prize.
 Example: The Mayor receives complimentary valet parking, free lunch and a T-shirt that says he or she is the Mayor of

 (your auction location).

 Loyalty Special
 There are a few ways to use this special. You can reward a user every X times they visit, for coming in X times total,   
 or for being loyal within a certain period (X visits over Y days).
 Example:  A free or discounted buy fee for every XX check-in.

A note about cheating: Foursquare takes cheating very seriously, and while isn’t widespread, they are constantly re�ning the program to thwart it. Currently, foursquare will
not stop a user from checking in, but if the user’s location does not match the venue’s location, the user will not be awarded points, mayorships, badges or venue specials. 

Manage Your Venue
To manage your venue, you must �rst be the owner of that venue (see “How to claim a venue”). Once you are the
owner of the venue, you can access “Manager Tools.” There are three tabs within these tools, the �rst of which is the 
“Venue” tab. Here you can manage your venue by monitoring key metrics, which can tell you anything you want to know 
about who is checking in at your auction. The second tab is the “Campaigns” tab, which lets you manage any ongoing 
promotional campaigns, and the third is the “Specials” tab, where you can create and manage specials.

A guide to foursquare analytics
Within Manager Tools under the “Venue” tab, “Venue Stats”
tells you anything you want to know about check-in activity
at your venue over the course of the day, week, month or beyond.
You can also �nd out who is the current Mayor of your auction,
the average amount of check-ins you receive, and how many
of those check-ins were posted on Twitter or Facebook,
plus check-in breakdowns based on gender, age, etc. 
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Basic Best Practices for Using Foursquare

 Own your venue. If you or someone at your auction is not the of�cial foursquare manager
 of your venue, you will not have the credentials to make specials or access venue analytics. 

 
 Design specials for your venue that are enticing and accessible. 

 
 Don’t forget to change your specials periodically.  

 
 Offer your own tips, but don’t sell. Remember, this is still social media, and the �rst rule
 of social media is to provide helpful information to your community without the hard sell.
 This isn’t the venue for it.   

 
 Train your staff after the initial launch and encourage them to check in. This will help sort out
 any �aws before you begin your public marketing ideas. Develop a front-line team who can help   
 spread the word and even show others how to use foursquare.

 
 Offer incentives to your employees for checking in. This will give a rough idea of the level of   
 incentives required for a certain level of interaction.

 
 Develop a plan that ensures all your organization’s events communicate your foursquare mobile   
 marketing presence to your customers.

 
 Promote foursquare. Don’t assume foursquare users will stop to see whether your auction is   
 listed on foursquare. Foursquare users are like any other human beings with busy lives and a   
 million things on their minds. Post signs around your facilities that encourage foursquare users
 to share their experience.

 
 Don’t be boring about it. Foursquare is supposed to be fun. In many ways it’s a game.
 Be creative. Who knows? Maybe you will have a PR event for your new Mayor every two months. 

 
 Have a plan for tracking results and measuring success. Are your foursquare dealers attending   
 more sales, buying more vehicles, or buying more of your ancillary services? 
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