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things, but if you don't truly care about the customer or if you're not consistent in understanding their
needs, you might not do well in your job and THEY WILL KNOW IT!

Welcome to this course by Fred Bridges, a sales coach and expert. In this
course, Fred will teach you how to become a top sales performer at a car
dealership. You'll learn how to stay focused on your customers and their
needs, shutting out distractions. Fred will also show you how to set up a
successful daily schedule and keep yourself motivated in the very
competitive automotive industry. Get ready to cultivate the right mindset
for success!

In this course, we lay the groundwork for becoming an expert in sales and
provide a fresh perspective on how to excel in this field. We will explore the
essential knowledge, skills, and discipline required to stand out in the
automotive industry, and set a goal for you to achieve by the end of the
training. Moreover, you will discover effective ways to present yourself and
your portfolio of vehicles available in inventory. You will construct your
own Car Sales Toolkit and master the art of engaging in and closing sales
efficiently.

About the Car Sales Training:

The purpose of this training is to equip you with the skills and techniques to become a highly
efficient and effective car salesperson. Throughout the course, you will gain critical abilities and
disciplines that will accelerate your success in the competitive automotive industry. Selling is a
vital skill in the car business. Whether it's standing out among your peers, impressing potential
employers, or winning over new customers, selling is an integral part of our everyday lives, and
mastering it is essential! This Specialization is designed to be an exciting journey of
self-discovery and growth. You will undergo a series of reels, micro-lectures, discussions, and
exercises specially crafted to push you beyond your comfort zone. By the end of the training,
you will have mastered the art of targeting and acquiring customers, leaving them enamored
with your offerings. Get ready to excel in the world of car sales and witness your career reach
new heights!



CAR BUYER PROSPECTING 101

Prospecting is a crucial and proactive approach to kick-start each day for a successful car
salesman. By identifying potential customers through various channels, you open the doors to
new opportunities for sales. One of the primary sources is previous leads. Revisiting leads that
didn't convert previously can be fruitful as circumstances and needs might have changed,
making them more receptive to your offers now. It's also essential to tap into the power of
referrals, as satisfied customers can become your brand advocates and refer friends, family, or
colleagues to your dealership, leading to warmer leads and higher chances of conversion.

In addition to referrals, walk-ins are a vital part of the prospecting process. These customers
come to your dealership with some level of interest, and it's your opportunity to make a positive
first impression, understand their needs, and guide them towards a purchase. Equally important
are online inquiries, as many potential car buyers research and explore options online before
making a decision. Responding promptly and professionally to online inquiries demonstrates
your dedication to customer service and can significantly impact their decision-making process.

Furthermore, adopting a multichannel approach to prospecting allows you to cast a wider net
and reach a diverse audience. By combining traditional methods like walk-ins and referrals with
modern digital channels, such as social media, email marketing, and online advertising, you
ensure that you connect with customers on platforms they prefer. This holistic approach not only
increases the number of potential customers you can reach but also enables you to engage with
them in meaningful ways, nurturing leads and building lasting relationships.

Consistency is key in prospecting, as the car-buying journey can be lengthy, and customers
might not make a purchase decision immediately. By dedicating time each day to prospecting,
you ensure a steady stream of new leads that can be cultivated and guided through the sales
process. Continuously updating and maintaining your prospect list helps you stay organized and
responsive, ensuring no potential customer slips through the cracks.

In conclusion, prospecting is the lifeblood of a successful car salesman. By starting each day
with a proactive mindset, reaching out to potential customers through various channels, and



staying consistent in your efforts, you create a solid foundation for achieving your sales targets.
Identifying leads from previous contacts, referrals, walk-ins, and online inquiries broadens your
pool of potential customers, while a multichannel approach enhances your reach and
engagement. Embracing prospecting as an integral part of your daily routine empowers you to
build lasting relationships with customers and ultimately increase your sales success.

Prospecting 101-Summary Notes
Summary Notes:

e Prospecting is essential for successful car salespeople to initiate each day proactively
and identify potential customers through various channels.

e Utilizing previous leads can be fruitful, as circumstances and needs might have changed,
making customers more receptive to offers.

e Leveraging the power of referrals is crucial, as satisfied customers can refer friends,
family, or colleagues, leading to warmer leads and higher conversion chances.

e Walk-ins provide an opportunity to make a positive first impression, understand customer
needs, and guide them towards a purchase.

e Responding promptly and professionally to online inquiries showcases dedication to
customer service and influences decision-making.

e Adopting a multichannel approach with both traditional and modern methods allows for
broader reach and engagement with a diverse audience.

e Consistency in prospecting is crucial, as customers might not make immediate purchase
decisions, and dedicating time each day ensures a steady stream of leads.

e Maintaining an updated prospect list ensures organization and responsiveness,
preventing potential customers from falling through the cracks.

e Prospecting lays the foundation for achieving sales targets, broadening the pool of
potential customers, and building lasting relationships for increased sales success.

EFOLLOW UP 101
Follow-up is a critical aspect of successful car sales, ensuring potential customers who have
shown interest in buying a car are engaged and nurtured throughout the buying journey. By
staying in touch through phone calls, emails, or text messages, you maintain an active line of



communication with these leads, demonstrating your commitment to providing personalized
attention and exceptional customer service.

Timely follow-up is essential to keep potential customers engaged and prevent them from losing
interest or considering other options. By promptly responding to inquiries and addressing any
questions or concerns they may have, you establish trust and credibility, making them feel
valued as a potential buyer.

In addition to answering questions, follow-up also allows you to provide additional information
about available car models, features, and promotions. By being proactive in sharing relevant
details, you can cater to their specific needs and preferences, positioning yourself as a
knowledgeable and trustworthy salesperson.

Consistency in follow-up demonstrates your dedication to assisting potential customers in
finding the right car for their needs. By maintaining regular contact, you keep your dealership
top-of-mind and create a sense of familiarity, which can be instrumental in their decision-making
process.

Moreover, follow-up provides an opportunity to tailor your approach to each customer's
communication preferences. Some may prefer phone calls for a more personal touch, while
others may prefer emails or text messages for convenience. By accommodating their
preferences, you enhance the overall customer experience and increase the likelihood of
converting leads into sales.

In conclusion, effective follow-up is a crucial element of successful car sales. By staying
engaged with potential customers through phone calls, emails, or text messages, you provide
personalized attention, address their inquiries, and offer relevant information to cater to their
needs. Consistent and timely follow-up establishes trust and credibility, keeping your dealership
top-of-mind and enhancing the overall customer experience. As a dedicated car salesperson,
mastering the art of follow-up empowers you to convert leads into satisfied customers and
achieve your sales targets.

FOLLOW UP 101-Summary Notes

Summary Notes:

e Follow-up is a critical aspect of successful car sales, ensuring potential customers stay
engaged and nurtured throughout the buying journey.

e Staying in touch through phone calls, emails, or text messages demonstrates
personalized attention and exceptional customer service.



e Timely follow-up is essential to prevent potential customers from losing interest or
considering other options.

e Addressing inquiries promptly establishes trust and credibility, making potential buyers
feel valued.

e Follow-up also allows for sharing relevant information about car models, features, and
promotions to cater to specific needs and preferences.

e Consistent follow-up keeps the dealership top-of-mind, creating familiarity that aids in the
decision-making process.

e Tailoring the approach to each customer's communication preferences enhances the
overall customer experience and increases the chance of conversion.

o Effective follow-up leads to satisfied customers and helps achieve sales targets,
positioning the car salesperson as a knowledgeable and trustworthy professional.
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PRODUCT KNOWLEDGE 101

Product knowledge is a cornerstone of successful car salesmanship, and continuously
improving understanding is key to excelling in this field. As a car salesperson, knowing the
features, benefits, and differences between various car models empowers you to confidently
and effectively convey this information to potential customers. This knowledge not only instills
trust and confidence in your expertise but also allows you to provide accurate and tailored
recommendations based on the customer's needs and preferences.

Understanding the features of each car model enables you to showcase its unique selling points
to potential buyers. Highlighting advanced safety features, innovative technology, fuel efficiency,
and comfort amenities can sway customers towards making a purchase. Demonstrating
in-depth knowledge of the cars you are selling positions you as a reliable and authoritative
source, making customers more receptive to your suggestions.

Moreover, being well-versed in the benefits of each car model allows you to emphasize how
owning a particular vehicle can improve the customer's lifestyle. Whether it's enhanced
performance, spacious interiors, or cutting-edge entertainment systems, presenting the benefits



persuasively can make the difference between a sale and a missed opportunity. This
understanding also enables you to tailor your pitch to address specific customer needs,
increasing the chances of closing the deal.

Being able to differentiate between various car models is crucial, as customers often compare
multiple options before making a final decision. Your expertise in explaining the unique qualities
of each model can sway potential buyers towards the vehicle that best aligns with their
preferences and requirements. Additionally, by providing comprehensive comparisons, you build
credibility and showcase your dedication to helping customers make informed choices.

Continuously honing your product knowledge reflects your commitment to providing excellent
customer service. As the automotive industry evolves with new technologies and
advancements, staying updated on the latest features and improvements is essential to remain
competitive. Embracing a learning mindset ensures that you stay ahead in the dynamic car
market and maintain your reputation as a trusted car salesperson who always delivers valuable
and accurate information to customers.

In conclusion, product knowledge is a vital asset for every car salesperson. Continuous
improvement in understanding the cars you are selling, including features, benefits, and
differences between various models, sets the stage for successful interactions with potential
buyers. Demonstrating expertise instills confidence and trust in customers, allowing you to
provide personalized recommendations and address specific needs effectively. Embracing a
learning mindset to stay updated with the ever-changing automotive industry ensures that you
excel as a car sales professional and consistently deliver exceptional customer service.

PRODUCT KNOWLEDGE 101-SUMMARY NOTES

Summary Notes:

e Product knowledge is a crucial aspect of successful car salesmanship, and continuous
improvement in understanding is essential for excelling in the field.

e Knowing the features, benefits, and differences between various car models allows car
salespeople to confidently convey information to potential customers, building trust and
providing tailored recommendations.

e Demonstrating in-depth knowledge positions salespeople as reliable sources, making
customers more receptive to suggestions and increasing the likelihood of making a sale.

e Emphasizing the benefits of each car model, such as safety features, technology, fuel
efficiency, and comfort amenities, can influence customers' purchase decisions and
address their specific needs.

e Differentiating between car models and providing comprehensive comparisons helps
customers make informed choices, showcasing dedication to helping customers find the
best fit for their preferences and requirements.

e Continuously improving product knowledge reflects a commitment to excellent customer
service and staying competitive in the dynamic automotive industry.



e Embracing a learning mindset allows car salespeople to stay ahead in the market and
maintain their reputation as trusted professionals who deliver accurate and valuable
information to customers.

e Overall, product knowledge sets the stage for successful interactions with potential
buyers, instills confidence, and allows for personalized recommendations, making car
salespeople excel in their role and consistently provide exceptional customer service.

TEST DRIVE 101
Test drives are a crucial aspect of the car sales process, as they allow potential customers to
experience the vehicle firsthand. Encouraging customers to take test drives is essential as it
provides them with a tangible and immersive experience, allowing them to feel the car's
performance, comfort, and handling. During the test drive, car salespeople have a valuable
opportunity to showcase the vehicle's unique selling points. By pointing out advanced safety
features, innovative technology, and other standout attributes, you can effectively highlight what
sets the car apart from competitors and increase its appeal to the customer.

Moreover, test drives offer an ideal platform to address any concerns or hesitations that
customers may have. By actively listening to their feedback and questions, you can provide
personalized responses and clarify misconceptions, alleviating doubts that may be preventing
them from making a purchase decision. This open and transparent approach builds trust and
confidence, making the customer feel valued and understood throughout the buying process.

During the test drive, it's essential to strike a balance between actively engaging with the
customer and giving them space to form their opinions. While providing valuable insights and
information, allowing them to experience the car at their own pace can enhance their connection
with the vehicle. Encouraging questions and actively addressing any concerns further
establishes your expertise and commitment to helping customers find the perfect car for their
needs.

Additionally, using the test drive as an opportunity to tailor the experience to the customer's
preferences can leave a lasting impression. For example, adjusting the seating position,
demonstrating advanced technology features, or showcasing specific amenities can create a
personalized experience that resonates with the customer. This attention to detail can



significantly influence their decision-making process and increase the likelihood of making a
successful sale.

In conclusion, test drives play a vital role in the car sales process, as they allow customers to
experience the vehicle firsthand and make informed decisions. Encouraging test drives and
effectively highlighting the car's unique selling points during the experience can significantly
impact the customer's perception and increase the car's appeal. Taking the time to address
concerns, listen to feedback, and personalize the test drive enhances customer trust and
confidence in the salesperson and the vehicle. By maximizing the potential of test drives, car
salespeople can forge stronger connections with customers and increase their chances of
successful sales outcomes.

TEST DRIVE 101-SUMMARY NOTES

Summary Notes:

e Test drives are a crucial aspect of the car sales process, providing potential customers
with a tangible and immersive experience of the vehicle's performance, comfort, and
handling.

e Encouraging customers to take test drives is essential as it allows them to feel the car
firsthand and helps salespeople showcase the car's unique selling points, such as
advanced safety features and innovative technology.

e During the test drive, actively addressing customer concerns and questions builds trust
and confidence, making them feel valued and understood throughout the buying
process.

e Striking a balance between engaging with the customer and giving them space to form
opinions during the test drive enhances their connection with the vehicle.

e Tailoring the test drive experience to the customer's preferences, like adjusting seating

positions or demonstrating specific amenities, creates a lasting impression and positively

influences their decision-making process. Maximize the potential of test drives to forge
stronger customer connections and increase the likelihood of successful sales
outcomes.



CUSTOMER NEEDS ANALYSIS 101
(ACTIVE LISTENING)

Understanding each customer's specific needs and vehicle preferences is a fundamental step in
the car sales process. Taking the time to conduct a thorough customer needs analysis allows
car salespeople to gain valuable insights into what the customer is looking for in a vehicle. By
asking open-ended questions and actively listening to their responses, salespeople can uncover
their priorities, lifestyle requirements, and any specific features they desire. This information
becomes the foundation for tailoring personalized recommendations that meet the customer's
expectations and increase the chances of a successful sale.

By conducting a comprehensive customer needs analysis, salespeople can identify the key
factors that matter most to the customer. For example, a family-oriented customer may prioritize
spacious interiors and safety features, while a performance enthusiast may focus on
horsepower and acceleration. Understanding these individual preferences enables salespeople
to showcase vehicles that align precisely with what the customer values, leading to a more
satisfying buying experience.

Tailoring the car sales approach based on the customer's needs not only demonstrates a high
level of customer service but also builds trust and rapport. When customers feel that their
requirements are genuinely understood and taken into account, they are more likely to view the
salesperson as a trusted advisor rather than someone trying to make a quick sale. This shift in
perception fosters a positive relationship, making the customer more receptive to the
salesperson's recommendations and ultimately increasing the likelihood of making a sale.

Furthermore, a customer-focused approach enhances the overall buying experience for the

customer. Salespeople who prioritize understanding customer needs create a supportive and
comfortable environment, allowing customers to make decisions without feeling pressured. This
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customer-centric approach creates a positive reputation for the dealership and can lead to
referrals and repeat business, fostering long-term customer loyalty.

In conclusion, conducting a customer needs analysis is a crucial aspect of successful car
salesmanship. By taking the time to understand each customer's specific needs and vehicle
preferences, salespeople can tailor their recommendations and approach to meet those
requirements accurately. This personalized approach builds trust, enhances the buying
experience, and increases the likelihood of making a successful sale. Prioritizing the customer's
needs fosters positive customer relationships and lays the groundwork for long-term customer
loyalty and dealership success.

CUSTOMER NEEDS ANALYSIS 101-SUMMARY NOTES

Summary Notes:

e Understanding each customer's needs and vehicle preferences is fundamental in the car
sales process. A thorough customer needs analysis through open-ended questions and
active listening provides valuable insights.

e Tailoring personalized recommendations based on the analysis meets customer
expectations, increasing the chances of a successful sale.

e |dentifying key factors that matter most to the customer allows showcasing vehicles that
align precisely with their values, leading to a satisfying buying experience.

e A customer-focused approach demonstrates high-level customer service, building trust
and rapport, making the salesperson a trusted advisor.

e Prioritizing customer needs creates a supportive and comfortable environment,
enhancing the overall buying experience, leading to customer loyalty and dealership
success.

NEGOTIATION & CLOSING 101
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Negotiation and closing are crucial stages in the car sales process, requiring salespeople to
navigate through discussions to find mutually agreeable terms for the sale. Effective negotiation
skills are vital in understanding the customer's budget and preferences while advocating for the
dealership's interests. By being adept at finding common ground, salespeople can create
win-win situations that leave both the customer and the dealership satisfied with the deal.

Confidence plays a significant role in negotiation and closing. Salespeople need to believe in
the value of the product they are selling and the benefits it offers to the customer. By
demonstrating confidence in presenting offers and answering customer questions, salespeople
instill trust in their expertise and the quality of the vehicles they represent. This trust contributes
to customer confidence in the purchasing decision and can significantly influence their
willingness to close the deal.

During the negotiation process, it is essential to maintain open communication and address any
concerns or objections raised by the customer. By actively listening and empathizing with their
needs, salespeople can find appropriate solutions that cater to their requirements and overcome
any hesitations. By being patient and attentive, salespeople demonstrate their commitment to
providing exceptional customer service, which can positively impact the negotiation outcomes.

Moreover, salespeople must be prepared to handle different negotiation styles and personalities.
Some customers may be assertive, while others may be more reserved. By adapting their
approach and communication style to suit the customer's preferences, salespeople can build
rapport and foster a productive negotiation environment. This flexibility allows for better
understanding and alignment, paving the way for smoother and more successful closing.

Closing deals effectively is the ultimate goal in the negotiation process. By presenting the best
possible terms and benefits of the offer, salespeople can create a sense of urgency and
excitement that motivates the customer to take action. Additionally, providing clarity on the terms
of the sale and any additional incentives can alleviate uncertainties and reinforce the value of
the purchase, facilitating a confident and decisive closing.

In conclusion, negotiation and closing skills are essential for car salespeople. By employing
effective negotiation techniques, salespeople can find mutually agreeable terms and create
win-win scenarios for both the customer and the dealership. Confidence in presenting offers and
addressing customer concerns builds trust and positively influences the decision-making
process. Remaining patient, adaptable, and attentive to customer needs during negotiations
fosters productive interactions. Ultimately, mastering the art of negotiation and closing allows
salespeople to secure successful deals and cultivate positive customer experiences.

NEGOTIATION LOSING 101-SUMMARY NOTE

Summary Notes:
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Negotiation and closing are critical stages in car sales, requiring effective negotiation
skills to find mutually agreeable terms for the sale. Salespeople must understand the
customer's budget and preferences while advocating for the dealership's interests,
creating win-win situations.

Confidence is key in negotiation and closing. Salespeople need to believe in the product
they are selling and demonstrate confidence in presenting offers and answering
customer questions, instilling trust in their expertise and the vehicle's quality.

Maintaining open communication during negotiations is essential. Addressing customer
concerns and empathizing with their needs helps find appropriate solutions, overcoming
hesitations and reinforcing exceptional customer service.

Adapting to different negotiation styles and personalities is crucial. Salespeople must be
flexible in their approach and communication, building rapport with customers to foster a
productive negotiation environment.

The ultimate goal is to close deals effectively by presenting the best possible terms and
benefits. Creating a sense of urgency and providing clarity on the sale's terms and
incentives motivate customers to take action, leading to successful and satisfying sales
outcomes.

RELATIONSHIP BUILDING 101

Building strong and long-term relationships with customers is a cornerstone of successful car
salesmanship. Beyond merely making a sale, prioritizing relationship building allows
salespeople to establish trust, loyalty, and a positive reputation for the dealership. Exceptional
customer service is a key component of this approach. By going above and beyond to meet the
customer's needs and expectations throughout the entire car-buying journey, salespeople create
a memorable and satisfying experience for the customer.
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An essential aspect of relationship building is the post-sale phase. After the car sale is
completed, the customer's journey with the dealership should continue with the same level of
attention and care. Following up with customers to ensure their satisfaction, addressing any
concerns, and staying in touch for future needs reinforces the dealership's commitment to
customer care. This post-sale attentiveness contributes to long-term customer loyalty and can
lead to potential repeat business and referrals.

Taking a genuine interest in understanding each customer's unique needs and preferences is
crucial in relationship building. Salespeople should actively listen to their requirements and
preferences, engaging in meaningful conversations to connect on a personal level. This
personalized approach makes customers feel valued and understood, leaving a positive and
lasting impression that encourages them to return to the dealership for future purchases.

Leveraging technology and customer relationship management (CRM) tools can enhance
relationship building efforts. By utilizing customer data and preferences stored in the CRM
system, salespeople can tailor their interactions, follow up at appropriate intervals, and stay
informed about customers' histories with the dealership. This data-driven approach enables
salespeople to engage with customers more effectively, fostering stronger and more meaningful
relationships.

In conclusion, relationship building is a fundamental aspect of successful car salesmanship. By
providing exceptional customer service, remaining attentive to customer needs, and continuing
the relationship even after the car sale is completed, salespeople establish trust, loyalty, and
positive brand recognition for the dealership. Post-sale follow-ups and leveraging CRM tools
contribute to nurturing these relationships and encourage repeat business and referrals.
Prioritizing relationship building not only leads to immediate sales success but also lays the
foundation for continued prosperity in the long term.

RELATIONSHIP BUILDING 101-SUMMARY NOTES
Summary Notes:

e Building strong and long-term customer relationships is crucial in successful car
salesmanship, going beyond making a sale to establish trust and loyalty.

e Exceptional customer service plays a pivotal role in relationship building, as salespeople
go above and beyond to meet customer needs and create a memorable car-buying
experience.

e Post-sale follow-up is essential to maintain customer satisfaction and reinforce the

dealership's commitment to customer care, fostering long-term loyalty and potential
repeat business.

14



e Actively understanding each customer's unique needs and preferences through
personalized conversations makes them feel valued and encourages future purchases.

e Leveraging technology and CRM tools enables salespeople to tailor interactions and
follow-ups, fostering more meaningful relationships with customers.

e In conclusion, prioritizing relationship building in car salesmanship lays the foundation for
long-term success, leading to customer trust, loyalty, and positive brand recognition.
Exceptional customer service and post-sale attentiveness, along with utilizing
technology, nurture customer relationships, encouraging repeat business and referrals.

DEALERSHIP PROCEDURES 101
(FOLLOW THE PAPERWORK PROCESS)

Following company procedures is a fundamental aspect of successful car salesmanship, as it
ensures consistency and professionalism in the sales process. Adhering to the dealership's
established sales process and policies provides a clear roadmap for salespeople to follow,
minimizing errors and maximizing efficiency.

Proper documentation is a critical component of the sales process, as it ensures accuracy,
transparency, and compliance with legal and regulatory requirements. Salespeople should
meticulously record customer information, vehicle details, and transaction details to create a
comprehensive and reliable record of each sale.

Effective follow-through on administrative tasks is essential to streamline the sales process and
provide a seamless experience for both customers and the dealership. Salespeople should
promptly handle paperwork, including contracts, sales agreements, and financing
arrangements, to facilitate a smooth transition from purchase to delivery.

15



Consistency in following company procedures reinforces the dealership's reputation for
professionalism and reliability, instilling trust in customers. A consistent approach across the
sales team ensures that customers receive a standardized and high-quality experience,
regardless of the salesperson they work with.

Moreover, adherence to company procedures promotes teamwork and collaboration within the
dealership. When all salespeople are aligned in their approach and follow established protocols,
it creates a cohesive work environment and fosters a sense of unity among the sales team.

In conclusion, following company procedures is a vital component of successful car
salesmanship. Adhering to the dealership's sales process and policies ensures consistency,
professionalism, and efficiency in sales interactions. Proper documentation and effective
follow-through on administrative tasks streamline the sales process and contribute to a
seamless experience for customers. Consistency in following procedures builds trust and
reliability, fostering a positive reputation for the dealership. Moreover, adherence to company
procedures promotes teamwork and collaboration among the sales team, contributing to a
cohesive and productive work environment.

DEALERSHIP PROCEDURES 101-SUMMARY NOTES
Summary Notes:

e Following company procedures is essential in successful car salesmanship. It ensures
consistency, professionalism, and efficiency in the sales process, minimizing errors and
maximizing effectiveness. Adhering to the dealership's established sales process and
policies provides a clear roadmap for salespeople to follow, creating a standardized
approach that benefits both customers and the dealership.

e Proper documentation is crucial for accuracy, transparency, and compliance with legal
and regulatory requirements. Meticulously recording customer information, vehicle
details, and transaction data establishes a reliable record of each sale. This
documentation not only facilitates the sales process but also protects both the dealership
and the customer in the event of any disputes or inquiries.

e Effective follow-through on administrative tasks streamlines the sales process and
enhances the overall customer experience. Timely handling of paperwork, including
contracts, sales agreements, and financing arrangements, ensures a smooth transition
from purchase to delivery. This attention to detail reflects the dealership's commitment to
providing a seamless and hassle-free buying journey.

e Consistency in following company procedures reinforces the dealership's reputation for

professionalism and reliability. This consistency instills trust in customers, who can rely
on a standardized and high-quality experience, regardless of the salesperson they work
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with. A cohesive approach across the sales team contributes to a positive brand image
and customer satisfaction.

Moreover, adherence to company procedures promotes teamwork and collaboration
within the dealership. When all salespeople align their approach and follow established
protocols, it creates a cohesive work environment. This sense of unity fosters a
supportive atmosphere where salespeople can learn from each other and share best
practices, contributing to the overall success of the sales team.

In conclusion, following company procedures is a vital component of successful car
salesmanship. It ensures consistency, professionalism, and efficiency in sales
interactions, benefiting both the dealership and the customer. Proper documentation and
effective follow-through streamline the sales process, leading to a seamless experience
for customers. Consistency in procedures builds trust and reliability, fostering a positive
reputation for the dealership. Moreover, adherence to company procedures promotes
teamwork and collaboration, contributing to a cohesive and productive work
environment.

TIME MANAGEMENT 101
(THE “NO HUDDLE-UP” ZONE)

Time management is a crucial skill for successful car salespeople, as it allows them to make the
most of their workday and achieve their sales goals. Prioritizing tasks is essential in ensuring
that salespeople focus on activities that directly contribute to car sales and customer
engagement. By identifying high-impact tasks such as prospecting, follow-ups, and test drives,
salespeople can allocate their time and energy efficiently, maximizing their chances of closing
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One of the key aspects of time management is setting clear and achievable goals. Salespeople
should establish daily, weekly, and monthly targets to keep themselves motivated and on track.
By breaking down larger goals into smaller, manageable tasks, they can measure their progress
and make necessary adjustments to their approach. This goal-oriented mindset helps
salespeople stay focused and driven throughout their workday.

Another important time management technique is using time blocks to structure their schedule.
By setting specific time blocks for different tasks, such as prospecting in the morning and
follow-ups in the afternoon, salespeople create a structured routine that optimizes their
productivity. Time blocks also minimize distractions and interruptions, allowing salespeople to
fully dedicate themselves to each task at hand.

In addition to prioritizing sales-related activities, time management also involves setting aside
time for self-improvement and learning. Staying updated on the latest car models, industry
trends, and sales techniques enhances a salesperson's knowledge and confidence, ultimately
benefiting their interactions with customers. Allocating time for professional development
demonstrates a commitment to continuous growth and success in the car sales profession.

Moreover, effective time management includes knowing when to delegate or seek assistance.
Salespeople can leverage the support of their team members or dealership resources for tasks
that are not directly related to sales. By delegating administrative or non-sales tasks,
salespeople can focus on their core responsibilities and make the most of their time engaging
with customers and closing deals.

In conclusion, time management is a critical factor in the success of car salespeople. By
prioritizing tasks, setting clear goals, and using time blocks to structure their schedule,
salespeople can optimize their productivity and efficiency. Focusing on activities that directly
contribute to car sales and customer engagement ensures that salespeople stay on track to
achieve their targets. Moreover, dedicating time to self-improvement and knowing when to
delegate tasks further enhances a salesperson's effectiveness and overall success in the car
sales profession.

TIME MANAGEMENT 101-SUMMARY NOTES

Summary Notes:

e Time management is vital for successful car salespeople as it helps them achieve their
sales goals and make the most of their workday.

e Prioritizing tasks is crucial to ensure salespeople focus on activities that directly
contribute to car sales and customer engagement, such as prospecting, follow-ups, and
test drives.

e Setting clear and achievable goals, both daily and long-term, keeps salespeople
motivated and on track. Breaking down larger goals into smaller tasks helps measure
progress and make necessary adjustments.
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e Time blocking, by allocating specific time slots for different tasks, optimizes productivity
and minimizes distractions, allowing salespeople to fully concentrate on each task.

e |n addition to prioritizing sales-related activities, dedicating time to self-improvement and
learning, such as staying updated on car models and sales techniques, enhances a
salesperson's knowledge and confidence in their interactions with customers.

e Effective time management also involves knowing when to delegate or seek assistance,
enabling salespeople to focus on core responsibilities and customer engagement, while
administrative tasks can be delegated to others.

e Overall, mastering time management allows car salespeople to stay focused, organized,
and efficient, maximizing their chances of achieving sales targets and fostering long-term
success in the car sales profession.

NETWORKING 101

Networking is a powerful tool for car salespeople looking to expand their customer base and
generate referrals. By attending networking events and actively engaging with the local
community, salespeople can build valuable connections that can lead to potential customers in
the market for their next vehicles. Networking events provide opportunities to meet a diverse
group of individuals, including professionals, business owners, and community members, who
may be in need of a new car or know someone who is.

One of the key benefits of networking is the ability to establish rapport and build trust with
potential customers in a more relaxed and informal setting. By engaging in genuine
conversations and showing a sincere interest in others' needs, salespeople can create positive
impressions that extend beyond traditional sales interactions. This personal touch can go a long
way in earning referrals and word-of-mouth recommendations, as satisfied individuals are more
likely to refer their friends, family, or colleagues to a salesperson they trust.
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Additionally, networking provides valuable market insights and industry knowledge. By
interacting with fellow professionals and community members, salespeople can gain insights
into local trends, customer preferences, and competitor activities. These insights can be
leveraged to tailor sales pitches, understand customer needs better, and stay ahead in a
competitive market.

Active participation in local networking events also helps establish a salesperson's reputation as
a trusted and reliable source for car purchases. By consistently attending events and
maintaining a positive presence in the community, salespeople become recognizable figures
that potential customers are more likely to approach when they are ready to buy their next
vehicle. Being seen as a valuable resource within the community enhances the likelihood of
generating high-quality referrals.

Moreover, networking can lead to partnerships and collaborations with other businesses in the
community. For instance, partnering with local businesses, such as insurance agencies, car
repair shops, or car rental services, can create mutually beneficial relationships. Referring
customers to each other fosters goodwill and can lead to a steady stream of referrals from these
partners.

In conclusion, networking is an essential strategy for car salespeople looking to expand their
customer base and generate referrals. By attending networking events, engaging with the local
community, and building valuable connections, salespeople can create a positive reputation and
earn trust that can lead to word-of-mouth referrals. Networking also provides valuable market
insights and potential partnerships, contributing to a successful and thriving career in the car
sales profession.

NETWORKING 101-SUMMARY NOTES
Summary Notes:

e Networking is a powerful tool for car salespeople to expand their customer base and
gain referrals. Engaging in networking events and connecting with the local community
opens opportunities to meet potential customers who are looking to purchase their next
vehicles.

e Building rapport and trust with potential customers during networking events is crucial.
Genuine conversations and showing sincere interest in their needs can leave a positive
impression, leading to word-of-mouth recommendations and referrals.

e Networking also offers valuable market insights and industry knowledge. By interacting
with fellow professionals and community members, salespeople can gain insights into
local trends, customer preferences, and competitor activities, which can be used to tailor
sales pitches and stay ahead in the competitive market.
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e Consistently participating in local networking events helps establish a salesperson's
reputation as a reliable source for car purchases. Becoming a recognizable figure in the
community increases the likelihood of potential customers approaching the salesperson
when they are ready to buy a car.

e Networking can lead to beneficial partnerships with other local businesses, such as
insurance agencies, car repair shops, or car rental services. Collaborating with these
partners and referring customers to each other fosters goodwill and can result in a
steady stream of referrals.

e In conclusion, networking is a crucial strategy for car salespeople to thrive in their
careers. By attending events, engaging with the local community, and building
connections, salespeople can earn trust and gain word-of-mouth referrals. Additionally,
networking offers valuable market insights and opportunities for fruitful partnerships,
contributing to a successful and thriving career in the car sales profession.
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CONTINUOUS EDUCATION 101

Continuous learning is a fundamental aspect of success in the car sales profession. Staying
updated on automotive industry trends, competitor offerings, and car sales techniques is
essential for maintaining a competitive edge. As the automotive industry evolves with new
technologies and consumer demands, salespeople need to be well-informed to meet customer
expectations effectively.

One of the key benefits of continuous learning is the ability to adapt and respond to changing
market dynamics. By staying up-to-date on industry trends and competitor offerings,
salespeople can identify opportunities for improvement and innovation in their sales approach.
This knowledge enables them to offer the latest features and benefits of vehicles to potential
customers, enhancing their value proposition and competitiveness.
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Participating in training sessions or workshops provides valuable opportunities to enhance sales
skills and learn new techniques. Salespeople can refine their communication, negotiation, and
customer service skills through specialized training. These enhanced skills empower
salespeople to connect with customers on a deeper level, address their needs effectively, and
ultimately increase their chances of closing deals successfully.

Continuous learning also fosters a growth mindset among salespeople. Embracing a learning
mentality encourages salespeople to seek new challenges and embrace change positively. By
continuously seeking knowledge and self-improvement, salespeople can maintain their
enthusiasm and passion for the profession, leading to increased motivation and better
performance.

Moreover, continuous learning is essential for building customer trust and credibility. Informed
salespeople who can confidently answer customer inquiries and provide accurate information
about vehicles are more likely to be viewed as reliable experts. This expertise not only instills
confidence in potential customers but also increases the likelihood of customer loyalty and
repeat business.

In conclusion, continuous learning is a critical component of success in the car sales profession.
Staying updated on industry trends, competitor offerings, and sales techniques enables
salespeople to adapt to changing market dynamics and offer the latest features and benefits to
customers. Participating in training sessions enhances sales skills and fosters a growth mindset,
leading to increased motivation and better performance. Informed salespeople build trust and
credibility with customers, increasing customer loyalty and ultimately contributing to a thriving
career in car sales.

CONTINUOUS EDUCATION 101-SUMMARY NOTES
Summary Notes:

e Continuous learning is crucial in the car sales profession to maintain a competitive edge
and meet customer expectations effectively.

e Staying up-to-date on industry trends, competitor offerings, and car sales techniques
allows salespeople to identify opportunities for improvement and innovation.

e Participating in training sessions enhances sales skills, empowering salespeople to

connect with customers on a deeper level and increase their chances of closing deals
successfully.
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e A growth mindset fostered by continuous learning encourages salespeople to seek new
challenges and embrace change positively, leading to increased motivation and better
performance.

e Informed salespeople build customer trust and credibility, as their expertise instills
confidence in potential buyers and increases the likelihood of customer loyalty and
repeat business.

SOCIAL MEDIA BRANDING 101

Social media engagement is a powerful strategy for car salespeople to connect with potential
customers and promote dealership offerings. With the widespread use of social media,
platforms like Facebook, Instagram, Twitter, and LinkedIn provide ample opportunities to reach
a broad audience of car buyers.

One of the key benefits of social media engagement is its ability to establish a strong online
presence for the dealership and individual salespeople. By creating and maintaining
professional profiles, salespeople can showcase their expertise, highlight customer testimonials,
and demonstrate their dedication to customer satisfaction. This online presence not only
enhances credibility but also increases the chances of being discovered by potential customers
searching for car-related information.

Through social media, salespeople can actively engage with their audience by posting relevant
and valuable content. This includes showcasing new car arrivals, promoting current promotions,
and providing helpful tips and advice related to car buying. Engaging content creates a sense of
community and encourages interaction, leading to more significant opportunities for
communication with potential customers.
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Moreover, social media platforms offer various advertising options to target specific
demographics and interests. Salespeople can utilize these advertising features to reach
potential car buyers in their local area, increasing the chances of attracting qualified leads to the
dealership. The ability to target specific audiences with precision makes social media
advertising a cost-effective and efficient marketing tool.

Social media also allows for direct communication with potential customers. Salespeople can
respond to inquiries, address concerns, and provide personalized assistance in a timely
manner. This real-time engagement fosters a positive customer experience and helps build trust
and rapport with potential buyers.

In conclusion, social media engagement is a powerful tool for car salespeople to connect with
potential customers and promote dealership offerings. By establishing a strong online presence,
posting engaging content, utilizing targeted advertising, and providing personalized customer
service, salespeople can effectively leverage social media to expand their customer base and
increase sales opportunities.

SOCIAL MEDIA BRANDING 101-SUMMARY NOTES
Summary Notes:

e Social media engagement is a potent strategy for car salespeople to connect with
potential customers and showcase dealership offerings. Popular platforms like
Facebook, Instagram, Twitter, and LinkedIn provide extensive opportunities to reach a
broad audience of car buyers.

e Establishing a strong online presence is a key advantage of social media engagement.
By maintaining professional profiles and demonstrating expertise and customer
satisfaction, salespeople enhance credibility and visibility to potential customers seeking
car-related information.

e Actively engaging the audience through relevant content creates a sense of community
and encourages interactions, fostering more substantial opportunities for communication
with potential customers. Salespeople can showcase new car arrivals, promote ongoing
promotions, and provide valuable advice related to car buying.

e Social media platforms offer various advertising options, allowing salespeople to target
specific demographics and interests. Utilizing targeted advertising increases the
likelihood of attracting qualified leads to the dealership, making it a cost-effective and
efficient marketing tool.

e Social media also enables direct communication with potential customers. Salespeople

can promptly respond to inquiries, address concerns, and provide personalized
assistance, fostering a positive customer experience and building trust and rapport.
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e In conclusion, social media engagement empowers car salespeople to expand their
customer base and increase sales opportunities. By establishing a strong online
presence, posting engaging content, utilizing targeted advertising, and providing
personalized customer service, salespeople can effectively leverage social media to
boost their sales success.

UPSELLING/CROSS SELLING 101
(ACCESSORIZING)

Upselling and cross-selling are valuable techniques in the car sales process, allowing
salespeople to maximize sales revenue while meeting the customer's needs and preferences.
Upselling involves offering additional features or upgrades that enhance the car's performance,
comfort, or safety. Cross-selling, on the other hand, entails suggesting compatible accessories
that complement the customer's chosen vehicle. By identifying opportunities for upselling and
cross-selling, salespeople can provide customers with a comprehensive and tailored solution,
ultimately leading to a more satisfying and fulfilling car-buying experience.

To effectively upsell and cross-sell, salespeople must actively listen to the customer's
preferences and understand their priorities. By engaging in meaningful conversations,
salespeople can identify the features or accessories that are likely to appeal to the customer,
ensuring that the recommendations align with their specific needs. This customer-focused
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approach not only enhances the buying experience but also increases the chances of the
customer accepting the upsell or cross-sell offer.

Timing is crucial when implementing upselling and cross-selling strategies. While suggesting
additional features or accessories during the initial conversation may be appropriate, it is
essential not to overwhelm the customer with too many options at once. Waiting for the right
moment, such as during the vehicle demonstration or when discussing financing options, allows
salespeople to present upsell and cross-sell opportunities in a more natural and non-intrusive
manner.

Furthermore, salespeople should showcase the value and benefits of the upsell or cross-sell
items to the customer. Explaining how specific features can enhance the driving experience or
how accessories can add convenience and style to their vehicle can make the upsell or
cross-sell proposition more compelling. By emphasizing the added value, customers are more
likely to see the benefits of the additional purchase, making them more receptive to the
salesperson's recommendations.

Building trust and rapport with the customer is paramount when upselling and cross-selling.
Salespeople must ensure that their suggestions are genuinely aligned with the customer's
needs and not perceived as pushy or manipulative. By acting as trusted advisors, salespeople
can foster a positive relationship and create a sense of confidence in the customer's
decision-making process, increasing the likelihood of successful upselling and cross-selling.

In conclusion, upselling and cross-selling are valuable techniques that allow car salespeople to
maximize sales revenue while providing customers with tailored and comprehensive solutions.
By actively listening to the customer, timing the offers appropriately, showcasing the value, and
building trust, salespeople can effectively identify opportunities for upselling additional features
or cross-selling compatible accessories. Implementing these strategies not only enhances the
buying experience but also contributes to customer satisfaction and loyalty, making upselling
and cross-selling essential components of successful car salesmanship.

UPSELLING/CROSS SELLING 101-SUMMARY NOTES
Summary Notes:

e Upselling and cross-selling are essential techniques in car sales, enabling salespeople
to increase revenue while meeting customers' needs and preferences.

e Upselling involves offering additional features or upgrades that enhance the car's
performance, comfort, or safety, while cross-selling suggests compatible accessories.

e To be effective, salespeople must actively listen to customers, understand their priorities,
and provide recommendations that align with their specific requirements.

e Timing is crucial, and salespeople should avoid overwhelming customers with too many
options at once, presenting upsell and cross-sell opportunities at appropriate moments
during the sales process.
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e Emphasizing the value and benefits of upsell or cross-sell items is vital in persuading
customers to see the advantages of these additional purchases, leading to a more
receptive response.

e Building trust and rapport with customers is paramount, as salespeople must act as
trusted advisors, ensuring their suggestions genuinely align with customer needs and
preferences.

e Overall, implementing upselling and cross-selling strategies enhances the buying
experience, contributes to customer satisfaction and loyalty, and is an essential aspect of
successful car salesmanship.

GOAL SETTING

'PECIFIC
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GOAL SETTING 101

Goal setting is a critical practice for car salespeople to drive their performance and success. By
setting specific, measurable, achievable, relevant, and time-bound (SMART) sales targets,
salespeople can create a clear roadmap to follow and measure their progress effectively. Daily,
weekly, and monthly sales targets help break down larger objectives into manageable tasks,
making them more achievable and motivating.

Setting daily sales targets provides salespeople with a sense of focus and urgency. Each day
presents a fresh opportunity to work towards meeting or exceeding the daily goal, which
contributes to a positive and competitive mindset. The achievement of daily targets also boosts
morale and motivates salespeople to continue their efforts with enthusiasm and dedication.
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Weekly sales targets allow salespeople to review their performance over a broader timeframe.
This time frame enables them to identify patterns, trends, and areas for improvement. It also
provides an opportunity to adjust strategies and tactics mid-week to stay on track towards
achieving the monthly target.

Monthly sales targets serve as the ultimate goal to strive for during each sales period. Meeting
monthly targets not only signifies success for the salesperson but also contributes to the overall
success of the dealership. The accomplishment of monthly targets instills a sense of
accomplishment and satisfaction, reinforcing the salesperson's motivation and drive to continue
excelling in their role.

In addition to motivation, goal setting promotes accountability and ownership. By setting targets,
salespeople take responsibility for their performance and are more likely to proactively seek
opportunities to reach their goals. The sense of ownership fosters a proactive and
results-oriented approach to car sales, leading to improved performance and consistent
achievement of targets.

In conclusion, goal setting is an essential practice for car salespeople to drive their performance
and stay motivated. Daily, weekly, and monthly sales targets provide a clear roadmap and sense
of direction, breaking down larger objectives into manageable tasks. The achievement of daily
goals fosters a competitive mindset, while weekly targets enable the assessment of
performance and mid-course adjustments. Meeting monthly targets signifies success and
reinforces the salesperson's motivation and sense of accomplishment. Moreover, goal setting
promotes accountability and ownership, encouraging a proactive and results-oriented approach
to car sales.

GOAL SETTING 101-SUMMARY NOTES

Summary Notes:

e Goal setting is a critical practice for car salespeople to drive their performance and
success. By setting specific, measurable, achievable, relevant, and time-bound
(SMART) sales targets, salespeople create a clear roadmap and effectively measure
progress. Daily, weekly, and monthly sales targets break down larger objectives into
manageable tasks, providing motivation and direction.

e Daily sales targets offer focus and urgency, encouraging salespeople to work towards
meeting or exceeding them. Achieving daily goals boosts morale and enthusiasm,
fostering a positive and competitive mindset.

o Weekly sales targets enable salespeople to review their performance over a broader

timeframe, identifying patterns and areas for improvement. This timeframe allows for
mid-week adjustments to stay on track towards monthly goals.
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Monthly sales targets serve as the ultimate goal, signifying success for the salesperson
and contributing to dealership success. Accomplishing these targets instills a sense of
accomplishment and drives continued excellence.

Goal setting promotes accountability and ownership, motivating salespeople to
proactively seek opportunities to reach their targets. This proactive approach leads to
improved performance and consistent achievement.

In conclusion, goal setting is essential for car salespeople. Daily, weekly, and monthly
targets provide direction and motivation, fostering a competitive mindset and allowing for
performance assessment and adjustments. Meeting goals leads to satisfaction and
reinforces motivation. Additionally, goal setting promotes accountability and a proactive
approach to car sales.
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*INTERNET SALES 101(BONUS COURSE)

Course Overview:

This comprehensive course is designed to equip new salespeople in the automotive
industry with the essential skills and strategies needed to excel in the realm of internet
sales. From understanding the evolving digital landscape to harnessing the power of
online platforms, participants will gain a deep understanding of how to effectively engage
with customers, build relationships, and drive successful outcomes in the world of online
automotive retail.

Module 1: Introduction to Internet Sales
e Understanding the Evolution of Car Buying: Transition from traditional to digital car
buying processes.
Importance of Internet Sales: Impact of online research on customer behavior.
Role of Internet Salespeople: Responsibilities and expectations of internet sales team
members.

Module 2: Building a Strong Online Presence

e Online Persona and Branding: Establishing a professional and engaging online
presence.
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e Effective Online Communication: Techniques for clear and concise communication with
customers.

e Leveraging Social Media: Utilizing platforms for networking, engagement, and lead
generation.

Module 3: Engaging Customers and Handling Inquiries

e Analyzing Online Inquiries: Understanding different types of customer inquiries and
leads.

e Crafting Engaging Initial Responses: Importance of prompt and engaging initial
communications.

e Active Listening and Personalization: Techniques for understanding customer needs and
tailoring responses.

Module 4: Providing Accurate Information and Virtual Tours

e Mastery of Vehicle Knowledge: Specifications, features, and benefits of different car
models.
Creating Engaging Virtual Tours: Showcasing vehicles through virtual presentations.
Ensuring Transparency: Honesty and accuracy in providing pricing and incentive
information.

Module 5: Nurturing Customer Relationships Online

Building Trust and Rapport: Strategies for establishing trust with online customers.
Developing Follow-Up Practices: Creating a structured follow-up schedule to maintain
engagement.

e Addressing Customer Expectations: Setting realistic expectations and handling concerns
effectively.

Module 6: Converting Online Leads to Sales
Virtual Negotiation Techniques: Strategies for negotiating and closing deals online.
Overcoming Objections: Addressing common objections and hesitations customers may
have.
e Encouraging Test Drives: Persuading customers to take test drives and experience the
vehicle firsthand.
Module 7: Leveraging Technology and Tools
e Utilizing CRM Systems: Managing leads and interactions through Customer Relationship

Management tools.
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e Conducting Virtual Showroom and Demonstrations: Engaging product demonstrations
and tours.

e Online Financing and Documentation: Understanding online financing options and
documentation processes.

Module 8: Measuring and Improving Performance

e |dentifying Key Performance Indicators (KPIs): Tracking and analyzing metrics for
internet sales success.

e Continuous Learning and Development: Staying updated on industry trends and online
sales techniques.

e Seeking Feedback for Improvement: Gathering feedback from customers and team
members to enhance performance.

Module 9: Adapting to Evolving Trends

e Keeping Up with Industry Changes: Understanding the dynamic nature of online car

sales.

e Embracing Emerging Technologies: Exploring new tools and technologies for internet
sales.

e Preparing for the Future: Navigating upcoming changes and developments in online car
buying.

Module 10: Role Play and Practical Exercises

e Simulated Customer Interactions: Role-playing scenarios for inquiries, negotiations, and
objections.

e Crafting Compelling Online Content: Practice in writing effective product descriptions,
emails, and social media posts.

Module 11: Conclusion and Graduation

Recap of Key Learnings: Summarizing essential takeaways from the training.
Embracing Internet Sales: Encouraging a flexible mindset to navigate the evolving online

sales landscape.
e Graduation and Certification: Recognizing successful completion of the course and its
benefits for future success.
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*INTERNET SALES-COURSE MATERIAL

Module 1: Introduction to Internet Sales

In today's rapidly evolving landscape, the car buying process has undergone a significant
transformation from the traditional showroom visits to a predominantly digital experience. This
module delves into the dynamic shift from traditional to digital car buying processes. Participants
will gain insights into how consumers now research, evaluate, and make car purchasing
decisions online. Understanding this evolution is crucial for new salespeople as it sets the stage
for embracing the power of internet sales.

The importance of internet sales cannot be overstated. With the proliferation of online platforms
and access to information, customers are more informed and empowered than ever before. This
module explores how online research and digital touchpoints impact customer behavior. By
understanding the significance of internet sales, new salespeople can appreciate the role they
play in delivering exceptional online experiences that meet customer expectations.

A vital component of successful internet sales is the role of internet salespeople themselves. In
this module, participants will gain a comprehensive overview of the responsibilities and
expectations associated with being a part of the internet sales team. From managing online
inquiries to providing accurate and detailed information about vehicles, participants will
understand how their role contributes to the dealership's success. By grasping their
responsibilities, new salespeople will be better equipped to handle the challenges and
opportunities that come with internet sales.

As the automotive industry continues to evolve, the role of internet salespeople is poised to
become even more integral. This module sets the foundation for participants to embrace the
digital shift in car buying and prepares them to excel in their roles. By understanding the
evolution of car buying, appreciating the significance of internet sales, and grasping their
responsibilities as internet sales team members, new salespeople will be ready to navigate the
exciting world of online automotive retail.

Module 2: Building a Strong Online Presence

In the digital age, establishing an effective Online Persona and Branding is crucial. This module
introduces new car salespeople to the significance of projecting a professional and engaging
online presence. Participants will explore how their online persona reflects the dealership's
values and their own expertise. By consistently portraying themselves and the dealership across
various online platforms, they can build credibility and attract potential customers.

Effective Online Communication is a foundational skill for successful internet sales. This module
provides participants with techniques to communicate clearly and concisely with customers
through digital channels. Understanding the nuances of written communication in emails, chats,
and social media is essential. Participants will learn how to adapt their communication style to fit
the online medium, ensuring that their messages are engaging and easy to understand.
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Leveraging Social Media is a powerful tool for building relationships and generating leads. This
module guides participants on how to effectively utilize social media platforms such as
Facebook, Instagram, and LinkedIn. They will learn strategies for networking, engaging with
potential customers, and sharing valuable content. Leveraging social media for lead generation
helps create a wider online reach and provides a platform for showcasing the dealership's
offerings.

Module 3: Engaging Customers and Handling Inquiries

Analyzing Online Inquiries is the first step towards effective online engagement. This module
delves into different types of customer inquiries and leads. By understanding the level of interest
expressed in inquiries, salespeople can tailor their responses appropriately. Properly analyzing
inquiries helps prioritize leads and allocate time efficiently, ensuring that potential customers
receive timely and relevant information.

Crafting Engaging Initial Responses is a vital aspect of making a positive first impression.
Participants will learn the significance of prompt and captivating initial communications.
Techniques for crafting personalized responses that cater to individual customer needs will be
covered, setting the tone for a positive online customer experience.

Active Listening and Personalization are skills that distinguish exceptional online salespeople.
This module offers techniques for actively listening to customer needs and tailoring responses
accordingly. The ability to personalize interactions creates a sense of connection and value for
customers, increasing the likelihood of continued engagement and successful sales
conversions.

Module 4: Providing Accurate Information and Virtual Tours

A solid foundation of Mastery of Vehicle Knowledge is essential for successful internet sales.
This module delves into the specifications, features, and benefits of different car models.
Participants will gain an in-depth understanding of various vehicles, enabling them to answer
customer questions confidently and provide accurate information. Mastery of vehicle knowledge
not only enhances salespeople's credibility but also ensures that customers receive accurate
and valuable insights into their potential purchases.

Creating Engaging Virtual Tours offers a unique opportunity to showcase vehicles through
immersive online presentations. This module teaches participants how to conduct virtual tours
that highlight key features, exterior and interior details, and functionalities of the vehicles. By
offering a dynamic virtual experience, salespeople can provide customers with a detailed look at
the vehicles and help them visualize their potential purchases more effectively.

Ensuring Transparency in online sales is vital to establishing trust and credibility. This module
emphasizes the importance of honesty and accuracy when providing pricing and incentive

34



information to customers. Salespeople will learn techniques for presenting pricing details
transparently, including any applicable fees or incentives. By being transparent, salespeople
build trust with customers, ultimately leading to more positive customer experiences and
successful sales conversions.

Module 5: Nurturing Customer Relationships Online

Building Trust and Rapport is a crucial skill in online sales. This module guides participants in
establishing trust with online customers through effective communication and genuine
interactions. By consistently providing accurate and helpful information, salespeople can create
a foundation of trust that enhances the overall customer experience. Building rapport through
online channels sets the stage for a positive and lasting customer relationship.

Developing Follow-Up Practices ensures that online leads are nurtured effectively. Participants
will learn how to create a structured follow-up schedule to maintain engagement with potential
customers. Timely follow-ups keep customers engaged and interested in the purchasing
process. By nurturing these leads, salespeople increase the likelihood of converting potential
customers into successful sales and building long-term customer relationships.

Addressing Customer Expectations is essential for maintaining positive customer relationships.
This module covers techniques for setting realistic expectations and addressing customer
concerns effectively. By managing customer expectations early in the process and addressing
any concerns that arise, salespeople can ensure that customers feel valued and understood.
Meeting or exceeding customer expectations leads to higher levels of customer satisfaction and
loyalty.

Module 6: Converting Online Leads to Sales

Virtual Negotiation Techniques form the cornerstone of successful online sales. In this module,
participants will learn strategies for negotiating and closing deals through digital channels. This
includes understanding the art of persuasion, tailoring offers to customer needs, and effectively
conveying the value proposition. With the right negotiation skills, salespeople can guide
customers through the decision-making process and secure successful sales.

Addressing customer objections is a critical aspect of online sales, and this module focuses on
Overcoming Objections. Salespeople will learn how to anticipate and address common
objections and hesitations that customers may have during the online sales process. By having
well-prepared responses and solutions, salespeople can build customer confidence, alleviate
concerns, and keep the sales conversation moving forward.

Encouraging Test Drives is a pivotal step in converting online leads into actual sales. This
module explores techniques for persuading customers to take the next step and experience the
vehicle firsthand. Salespeople will learn how to present the benefits of test driving, address any
reservations customers may have, and facilitate a seamless test drive booking process. By
effectively encouraging test drives, salespeople create opportunities to solidify the customer's
interest and potentially close the sale.
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Additionally, the module will cover ways to transition seamlessly from online interactions to
in-person experiences, such as test drives or showroom visits. The art of guiding customers
from virtual engagement to real-world interactions is crucial for ensuring a smooth and effective
sales process. This transition involves maintaining the momentum built online and translating it
into a positive in-person experience.

Ultimately, mastering the skills covered in this module empowers salespeople to confidently
navigate the digital sales landscape, address customer objections, and guide customers toward
making informed purchasing decisions. With the ability to effectively convert online leads to
sales, salespeople can maximize their success in the evolving world of automotive e-commerce.

Module 7: Leveraging Technology and Tools

In the rapidly evolving digital landscape, utilizing Customer Relationship Management (CRM)
Systems has become paramount. This module delves into the importance of effectively
managing leads and interactions through CRM tools. Participants will learn how to track
customer interactions, segment leads, and manage follow-ups systematically. By harnessing the
power of CRM systems, salespeople can streamline their processes, enhance customer
engagement, and maintain organized records for more effective sales management.

Conducting Virtual Showroom and Demonstrations is a key aspect of engaging online
customers. This module focuses on creating captivating and informative virtual presentations of
vehicles. Salespeople will learn how to showcase the features and benefits of different car
models through digital means, providing customers with a detailed and interactive experience.
By offering engaging virtual tours, salespeople can replicate the in-person showroom
experience and create a strong connection with potential buyers.

Understanding Online Financing and Documentation Processes is vital in the digital sales
landscape. This module explores the intricacies of online financing options, including the
different financing plans and methods available to customers. Salespeople will also learn about
the documentation processes required for online transactions. By gaining a comprehensive
understanding of online financing and documentation, salespeople can guide customers through
these critical steps smoothly and ensure a seamless purchasing process.

Moreover, the module emphasizes the importance of aligning technology with the sales process.
Salespeople will learn how to integrate various tools and technologies to create a cohesive and
efficient workflow. This includes understanding how to use CRM systems alongside virtual
showroom demonstrations and online financing platforms, optimizing the customer journey and
providing a seamless buying experience.

By mastering the skills covered in this module, salespeople can leverage technology to enhance

their online sales capabilities, deliver engaging virtual experiences, and effectively guide
customers through the financing and documentation processes. The integration of these tools
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into the sales process ensures a modern and customer-centric approach to automotive sales in
the digital age.

Module 8: Measuring and Improving Performance

Identifying Key Performance Indicators (KPIs) is an integral part of assessing internet sales
success. This module delves into the importance of tracking and analyzing relevant metrics to
evaluate sales performance. Participants will learn how to identify KPIs such as lead conversion
rates, response times, and engagement metrics. By understanding these metrics, salespeople
can gain valuable insights into their strengths and areas for improvement, enabling them to
make data-driven decisions to optimize their performance.

Continuous Learning and Development is a cornerstone of success in the rapidly evolving digital
landscape. This module highlights the significance of staying updated on industry trends and
online sales techniques. Participants will explore various avenues for learning, including
webinars, industry publications, and online courses. By embracing continuous learning,
salespeople can keep pace with the latest developments, refine their skills, and ensure they
remain competitive and effective in the ever-changing realm of internet sales.

Seeking Feedback for Improvement is a crucial aspect of enhancing performance. This module
emphasizes the importance of gathering feedback from both customers and team members.
Participants will learn how to actively solicit feedback, whether through post-purchase surveys
or regular check-ins with customers. Additionally, the module covers the significance of
collaborating with colleagues to exchange insights and best practices. By utilizing feedback to
make targeted improvements, salespeople can refine their strategies and offer an even better
experience to potential buyers.

Moreover, the module emphasizes the symbiotic relationship between performance metrics,
continuous learning, and feedback. Salespeople will discover how these components are
interconnected, with KPIs providing the data foundation for evaluation, learning guiding skill
enhancement, and feedback driving iterative improvement. By recognizing and leveraging these
connections, salespeople can create a dynamic cycle that propels their performance to new
heights.

By mastering the skills covered in this module, salespeople can effectively assess their
performance using relevant metrics, proactively engage in continuous learning to stay updated,
and harness feedback to refine their approach. This comprehensive approach ensures that
salespeople are equipped with the tools and insights needed to continually improve their
performance and achieve exceptional results in the realm of internet sales.

Module 9: Adapting to Evolving Trends

Keeping Up with Industry Changes is crucial for success in the ever-changing landscape of
online car sales. This module underscores the dynamic nature of the industry and the
importance of staying informed about shifting trends, consumer behaviors, and technological
advancements. By understanding how the industry is evolving, salespeople can anticipate

37



changes, proactively adapt their strategies, and remain competitive in an increasingly digital
market.

Embracing Emerging Technologies is a key component of this module. Participants will explore
the latest tools and technologies that are shaping the world of internet sales. From Al-powered
chatbots for instant customer interactions to virtual reality showrooms that provide immersive
car browsing experiences, salespeople will gain insights into innovative solutions that can
enhance their sales efforts. Embracing these technologies not only improves customer
engagement but also showcases the dealership's commitment to staying at the forefront of
digital advancements.

Preparing for the Future is essential for navigating the uncertain landscape of online car buying.
This module equips salespeople with strategies to anticipate and adapt to upcoming changes
and developments. Participants will learn how to monitor industry trends, engage in scenario
planning, and adjust their approach to align with the evolving needs and expectations of online
customers. By being proactive and forward-thinking, salespeople can position themselves and
their dealership for sustained success in the face of future shifts.

Furthermore, the module emphasizes the synergies between staying informed, adopting new
technologies, and future-proofing strategies. It showcases how these elements create a holistic
approach that enables salespeople to not only respond effectively to the present but also to
thrive in the future. By mastering these skills, salespeople can confidently navigate the complex
landscape of evolving trends and position themselves as trusted advisors in the online car
buying journey.

In conclusion, Module 9 equips salespeople with the tools and insights needed to navigate the
dynamic world of online car sales. By understanding industry changes, embracing emerging
technologies, and preparing for the future, salespeople can maintain their competitive edge and
offer customers an exceptional digital buying experience. This module ensures that salespeople
are well-prepared to adapt, innovate, and succeed in the ever-changing landscape of internet
sales.

Module 10: Role Play and Practical Exercises

In Module 10, participants will engage in a hands-on learning experience through simulated
online customer interactions and practical exercises. This interactive approach provides a
dynamic way for salespeople to apply the knowledge and skills they've acquired throughout the
training. By immersing themselves in real-world scenarios, participants can fine-tune their
internet sales techniques and gain valuable insights into effective online communication.

Simulated Online Customer Interactions will immerse participants in role-playing scenarios that
mirror real-life situations encountered during online sales. Through these exercises, participants
will handle inquiries, negotiations, objections, and various stages of the sales process in a
controlled environment. This practical experience allows salespeople to refine their
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communication skills, practice effective objection handling, and experiment with different
approaches to enhance their virtual customer interactions.

Crafting Engaging Online Content is another essential aspect of this module. Participants will
have the opportunity to practice writing compelling product descriptions, emails, and social
media posts that resonate with online customers. By honing their content creation skills,
salespeople can effectively convey the features and benefits of vehicles, convey trust and
professionalism through emails, and create engaging social media posts that capture the
attention of potential buyers.

Furthermore, Module 10 focuses on experiential learning, which has been proven to enhance
retention and application of knowledge. By actively participating in role-playing scenarios and
content creation exercises, participants not only reinforce their understanding of key concepts
but also gain valuable insights into the nuances of successful online sales interactions.

This module underscores the importance of practical application in mastering internet sales
techniques. By providing a safe space to practice and experiment, participants can build
confidence, refine their skills, and identify areas for improvement. This experiential learning
approach prepares salespeople to navigate real-world challenges with greater ease and
expertise, ultimately leading to increased success in online car sales.

In conclusion, Module 10 offers a dynamic and interactive learning experience through
simulated online customer interactions and practical exercises. By engaging in role-playing
scenarios and crafting engaging online content, participants enhance their communication skills
and gain valuable insights into effective internet sales techniques. This experiential approach
prepares salespeople to confidently engage with customers, handle objections, and create
compelling content, ultimately contributing to their success in the digital car sales landscape.

Module 11: Conclusion and Graduation

Module 11 marks the culmination of the Internet Sales Training course, providing participants
with a comprehensive overview of their journey through the program. This module serves as a
reflective session, allowing participants to revisit key learnings and insights they've gained
during the training. By summarizing the essential takeaways, salespeople reinforce their
understanding of the concepts and strategies covered in previous modules, ensuring they are
well-prepared to apply them in their online sales endeavors.

A central theme of this module is "Embracing Internet Sales." As the online landscape continues
to evolve, it's crucial for salespeople to cultivate a flexible and adaptable mindset. This mindset
empowers participants to embrace changes, stay open to new technologies and techniques,
and proactively navigate the dynamic digital car sales landscape. By acknowledging the
evolving nature of the industry and remaining receptive to innovation, salespeople position
themselves for long-term success and continued growth.
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Upon successful completion of the course, participants will be recognized through Graduation
and Certification. This acknowledgment not only serves as a symbol of achievement but also
carries tangible benefits for their future success in the car sales profession. Graduates of the
program will possess a comprehensive skill set tailored for effective internet sales, making them
valuable assets to dealerships aiming to thrive in the digital age of car buying.

The certification earned through completion of the course can enhance participants' credibility
within the industry and among potential employers. This certification serves as a testament to
their commitment to continuous learning and their expertise in internet sales techniques.
Whether they are newly entering the car sales profession or seeking to advance their careers,
graduates of this course can leverage their certification to stand out in a competitive market and
seize new opportunities.

In conclusion, Module 11 provides a comprehensive summary of the Internet Sales Training
course, recapping essential learnings and strategies covered throughout the program. This
module encourages participants to embrace internet sales by fostering a flexible mindset to
navigate the ever-evolving online sales landscape. Graduates are recognized through
certification, which not only symbolizes their achievement but also positions them as skilled and
knowledgeable professionals in the digital car sales realm. This marks the beginning of their
journey as effective internet salespeople, prepared to excel and contribute to the success of
dealerships in the modern car buying era.

*Exercise #1-
Effective 5-Step Sales Process for New Car Salespeople in 2023:

>Warm and Welcoming Introduction: Welcome to !'lt's a pleasure to have you
here. What brings you in today? Let's get started by understanding your preferences, so we can
find the perfect vehicle for you. While | gather some information, would you like some water or
Gatorade to make your visit even more enjoyable?

>Thorough Fact-Finding: To ensure we offer the best options, let's fill out the guest sheet
together. I'll ask a few questions about your lifestyle, needs, and budget. This way, we can
provide personalized recommendations that align perfectly with what you're looking for.

>Expert Trade-In Evaluation: If you have a trade-in, I'd love to learn more about it. Let's take a
walk around your vehicle together, and you can share its details. This will help us determine its
value and how we can factor it into the deal.

>Engaging World-Class Demo: Now, let me introduce you to the exciting features of the car

you're interested in. I'll demonstrate how it caters to your needs and exceeds your expectations.
You'll see just how fun and enjoyable your driving experience can be with this incredible vehicle.
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>Explore Our Inventory: Our dealership offers a fantastic selection of cars. Allow me to walk you
through the lot, where we can explore various models and find the one that resonates with you
the most. Knowing our inventory inside out, | can confidently provide all the information you
need to make an informed decision.

Remember, my goal is to make your car-buying journey smooth and enjoyable. Let's work
together to find the ideal vehicle that suits your preferences and makes your driving dreams a
reality.

*Event Ideas for Car Salesmen-

*Demo & Coffee Breaks: This dealership event theme aims to attract potential customers by
partnering with local businesses or warehouses. During the event, guests can experience live
vehicle demonstrations while enjoying complimentary coffee breaks. The relaxed atmosphere
encourages visitors to explore the latest car models while sipping coffee, fostering a positive
and engaging car-buying experience.

*Technology Night, sponsored by Onstar/Sirius XM or GM-Chevrolet: This event theme revolves

around showcasing the cutting-edge technology features available in the dealership's vehicles.
Partnering with brands like Onstar, Sirius XM, or GM-Chevrolet, the event highlights advanced
infotainment, connectivity, and safety technologies. Attendees have the opportunity to
experience hands-on demonstrations and learn how these technologies enhance their driving
experience.

*Car Care Clinics: Tailored for senior citizens or women, this dealership event focuses on
providing valuable car care knowledge and tips. Industry experts offer informative sessions on
routine maintenance, car safety, and practical tips for keeping their vehicles in top condition. The
event promotes trust and loyalty, as the dealership becomes a reliable resource for car owners
to maintain their vehicles properly.

*Girls Night Out at the Garage: Geared towards women, this fun and social event aim to
empower female car buyers. Participants enjoy a girls' night out filled with engaging activities,
workshops, and interactive vehicle demonstrations. This event creates a comfortable and
inclusive space for women to explore the automotive world and make informed decisions about
their car purchases.

*Cars and Cupcakes: This dealership event combines the excitement of car shopping with the
indulgence of cupcakes. Attendees can browse through the dealership's latest inventory while
savoring delicious cupcakes. The sweet treats add a touch of delight to the car-buying process,
making it a memorable and enjoyable experience for potential customers.
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«Cigars and Cars: Designed for automotive enthusiasts, this event celebrates the synergy
between cigars and luxury cars. Guests can enjoy premium cigars while admiring high-end
vehicles in a sophisticated setting. This exclusive event caters to a niche market, creating a
memorable and luxurious experience for attendees.

«Teachers Night Out at the Garage: This special event is dedicated to teachers, showing
appreciation for their hard work and dedication. Educators can explore the dealership's
offerings, enjoy refreshments, and participate in exclusive activities. By recognizing and
honoring teachers, the dealership builds positive community relationships and fosters customer
loyalty.

*Event Co Sponsorship/Referral Partner Benefits:

e Insurance Agents: Partnering with insurance agents allows car salespeople to offer
comprehensive insurance packages to their customers. This collaboration can instill
confidence in potential buyers, knowing that they have access to reliable and tailored
insurance coverage for their new vehicle, making the purchasing process smoother and
more convenient.

e Apartment Managers: Partnering with apartment managers can create a win-win
situation. Car salespeople can offer special incentives or discounts to apartment
residents, attracting a large pool of potential customers. On the other hand, apartment
managers can benefit from having a reputable car dealership as a preferred partner,
enhancing their residents' overall living experience.

e Restaurant Owners-Managers: Collaborating with restaurant owners or managers can
open up networking opportunities and create referral programs. Car salespeople can
invite customers to nearby restaurants after a successful purchase, fostering a positive
association with both the dealership and the restaurant. Additionally, referral programs
can incentivize restaurant staff and customers to recommend the dealership to their
friends and family.

e Small Business Owners: Partnering with small business owners can lead to
business-to-business (B2B) opportunities. Car salespeople can offer special corporate
fleet deals to small businesses, providing them with reliable and efficient vehicles for
their company needs. This partnership can also lead to potential employee car purchase
programs, expanding the dealership's customer base.

e HR Managers: Partnering with HR managers allows car salespeople to offer exclusive
deals to employees of specific companies. Employee purchase programs can be
established, encouraging a steady stream of customers from partnering companies.
Additionally, HR managers can refer employees to the dealership for their car needs,
creating a mutually beneficial relationship.
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Stylists/Barbers/Masseuse: Partnering with stylists, barbers, or masseuse professionals
can create unique referral opportunities. These professionals interact with various clients
daily, and word-of-mouth recommendations can lead to increased foot traffic at the
dealership. Car salespeople can reciprocate by offering exclusive deals or services to
these professionals' clients.

Fleet Manager: Collaborating with a fleet manager allows car salespeople to tap into the
corporate fleet market. By providing competitive pricing and exceptional service, car
salespeople can become the preferred dealership for fleet purchases. Building strong
relationships with fleet managers can lead to long-term business partnerships and
steady sales opportunities.

Overall, partnering with these cosponsors can significantly expand the car salesperson's
customer base, increase brand exposure, and establish mutually beneficial relationships. By
offering tailored services, exclusive deals, and personalized attention to each cosponsor's
clientele, car salespeople can solidify their reputation as trusted experts and attract a steady
flow of satisfied customers.

Summary for Required Support for Successful Events:

Targeted Audience from Dealersocket/Social Media Sites: Leveraging the power of
Dealersocket and various social media platforms, car salespeople can access a highly

targeted audience of potential customers. By utilizing these platforms to promote events,
they can reach individuals who have previously expressed interest in cars or related
services, increasing the likelihood of attracting attendees genuinely interested in the
dealership's offerings.

Ability to Track Leads or Campaigns: Having a system in place to track leads and
campaigns is essential for measuring the success of each event. With the ability to
monitor and analyze the effectiveness of various promotional efforts, car salespeople
can identify what works best and make data-driven decisions to improve future events.
This tracking capability ensures that time and resources are allocated efficiently to yield
the highest return on investment.

Personnel for Each Event - Manager, Mechanic, Service Writer, Salesman: Successful
events require a well-coordinated team to handle different aspects. The presence of a
manager ensures smooth event operations and efficient decision-making, while
mechanics and service writers can provide on-the-spot vehicle inspections and
maintenance advice, enhancing customer confidence. Salespeople are crucial for
engaging with potential customers, answering inquiries, and guiding them through the
sales process, ultimately increasing the likelihood of securing new sales.

Email Blasts and Flyers to Targeted Customer Base: Utilizing email blasts and
distributing targeted flyers is an effective way to reach potential attendees directly. Car
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salespeople can send personalized event invitations or updates to individuals in their
database who have shown interest in similar events or products. Additionally, distributing
physical flyers to local communities and areas with a higher concentration of potential
customers can generate awareness and interest in the event.

By having the required support outlined above, car salespeople can host successful events that
not only attract the right audience but also provide a seamless and engaging experience. The
ability to track leads and campaigns ensures that resources are utilized effectively, leading to
increased customer engagement and potential sales. Having the right personnel, including a
manager, mechanic, service writer, and salesperson, creates a well-rounded team that can
address customers' needs comprehensively during the event. Lastly, utilizing email blasts and
targeted flyers maximizes event visibility and draws in potential customers, further contributing
to a successful and impactful event for the dealership.

Why Chevy(or any brand)?
*it is a popular brand with a large customer base. Many of our women customers need more
support to understand the potential of all the features in their cars/trucks.

Reasons to target this population:

*Help women customers who may be reluctant to buy and care for cars on their own.
*Help women customers learn more about the financing process

*Women makeup 80% of car buying decisions in the US

*Women represents $5 trillion in buying power

*Women make 65-80% of service and maintenance decisions in their families

*Budget for events:

-combine marketing rebate programs from various vendors, who can co-sponsor events.
-Avg. Cost=$1500/event

*Word Track/Script #1-Returning from the test drive

1st question-“After driving the vehicle, is this still a vehicle that you like enough to own? If they
say YES, then it is safe to assume that obviously the only thing standing in the way are the
NUMBERS and I'd like to put a proposal in front of you. Is that ok? “

“Obviously, you've had some questions or concerns but it's not the car is it?”

“Let me ask you this, if there was one thing standing in the way of you buying and driving home
this vehicle today,what would it be?”

*Word Track/Script #2-Returning from the deal desk:
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“Here’s the list/market price of that vehicle. Here’s what was offered(current market value)for
your trade. Here's 20-30% down and here’s your monthly installments(on a short term note) on
a month to month basis. If you don’t have any objections or reasons to move forward, Mr.

I'll need your signature right here and I'll get your car cleaned up. “

Objection #1-...."it's the PRICE!”
REBUTTAL#1-..."it's not the car is it?”

*Word Track/Script #3-Ask for the business

“If there was one thing, one thing standing in the way of you buying this vehicle and driving it
home today, what would that one thing be?”

“Ok....is there anything else?
So there was something else! I'm glad | asked Mr. ! Other than and , is
there anything else?” Ok, well COOL!

“So if | could get these issues resolved, would you feel more comfortable moving forward with
this vehicle today?”

“Share with me what you were thinking!”

IT'S REALLY THE PAYMENT!

“I want to get back on the same page with you! So you are considering the affordability of the
car. Where did you want your payment.? You came here for me to be of service to you! And like
| told you on the test drive , if | can’t make it right | would not possibly expect you to be doing
business with me. Is there any flexibility in payment since you have put your hands on it and
experienced the quality and comfort of that vehicle? Ok, is there anything else? *

“With $5K down payment, $425 payment, are we ok with that? Ok, let me put that in front of my
boss and see what we can do. But more importantly than that, let me add a little more leverage
to the discussion we are having. I’'m gonna flip this paper over and write (customer
name)offer, put your proposal on paper , have you sign it and put this in front of my boss!”
*Outbound Email Template Samples:

Subject: Exclusive Invitation to Our Labor Day Sales Event!

Dear [Sales Rep’s Name],
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I hope this email finds you in great spirits. As the newest member of our dynamic sales team at
Vandergriff Chevrolet, | wanted to provide you with a couple of email templates that have been
quite effective in engaging potential customers.

Template 1:
Subject: Exciting Labor Day Sales Event at Vandergriff Chevrolet!

Good morning [Customer's Name],

This is [Your Name] from Vandergriff Chevrolet, and I'm thrilled to extend a warm invitation to
our exclusive Labor Day Sales events! We have some incredible offers and deals waiting for
you this weekend. Whether you're interested in upgrading your current vehicle or exploring our
vast selection of top-notch cars, we've got something to suit every taste and budget.

Don't miss out on this fantastic opportunity to take advantage of the best prices of the year. Drop
by our dealership at [Address] this weekend, and together, let's make your automotive dreams a
reality!

Looking forward to meeting you soon!

Best regards,
[Your Name]
[Your Contact Information]

Template 2:
Subiject: Follow-up on Your Recent Inquiry - Assistance with Horn System Issue

Good morning, Mr. Potter,

I hope this message finds you well. This is [Your Name] from Vandergriff Chevrolet. | want to
express my gratitude for reaching out to us regarding the issues you experienced with your new
car's horn system. | apologize for missing your call; nevertheless, I'm eager to assist you
promptly.

I understand you spoke with my manager during my absence. | sincerely hope that your
concerns were addressed to your satisfaction. However, if there are any remaining issues or if
you require further assistance, please do not hesitate to contact me directly. Your satisfaction is
of utmost importance to us, and we are committed to resolving any outstanding matters.

Additionally, we kindly request a picture of the personalized plates that were removed from the

traded car. This is necessary for processing, and it will help us ensure a smooth transition for
you.
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Please feel free to reach out to me at your earliest convenience, and I'll be more than happy to
assist you in any way | can.

Thank you once again for choosing Vandergriff Chevrolet as your preferred dealership. We look
forward to providing you with exceptional service throughout your ownership journey.

Best regards,
[Your Name]
[Your Contact Information]

Feel free to personalize these templates further based on your unique communication style and
the preferences of your customers. Wishing you great success in your new role as a
salesperson at Vandergriff Chevrolet!

Best regards,
[Your Name]
[Your Contact Information]

*Here’s a sample of a flexible schedule for a new car salesman at a high volume
dealership—for an 8-hour shift:

MONDAY 9:00 AM - 10:00 AM Sales meeting and review
daily goals.

10:00 AM - 1:00 PM Engage with walk-in
customers and perform test
drives

1:00 PM - 2:00 PM LUNCH

2:00 PM - 5:00 PM Follow-up calls to potential
leads and customers from the
morning

TUESDAY 9:00 AM - 10:00 AM Review previous day's sales
and set daily targets.
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10:00 AM - 1:00 PM

Engage with walk-in
customers and respond to
email inquiries.

1:00 PM - 2:00 PM

LUNCH

2:00 PM - 5:00 PM

Attend to scheduled
appointments and prepare for
next day's customers.

WEDNESDAY 9:00 AM - 10:00 AM Sales meeting and
strategizing for the week.
10:00 AM - 1:00 PM Follow-up on previous leads
and potential customers.
1:00 PM - 2:00 PM LUNCH
2:00 PM - 5:00 PM Engage in showroom
demonstrations and
upselling.

THURSDAY 9:00 AM - 10:00 AM Review progress and
check-in with previous day's
prospects

10:00 AM - 1:00 PM Focus on building new leads
and engaging in phone
inquiries.

1:00 PM - 2:00 PM LUNCH

2:00 PM - 5:00 PM Perform test drives and
finalize deals with potential
buyers.

FRIDAY 9:00 AM - 10:00 AM Sales meeting and plan for

the weekend's promotions.

10:00 AM - 1:00 PM

Attend to scheduled
appointments and follow up
on missed opportunities.
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1:00 PM - 2:00 PM LUNCH

2:00 PM - 5:00 PM Provide excellent customer
service and address any
customer concerns.

These schedules can be adjusted to fit the specific needs of the dealership and the new car
salesman, allowing for flexibility and adaptation to the dynamic sales environment of a
high-volume dealership.

Car Sales Quotes from Coach Fred:
“You can't influence what a person does until you change how they feel!”

“Change how they feel and you will change what they do!”

“Know what you are offering your customers!”

ABOUT THE AUTHOR...

As a seasoned professional in sales management with a proven track record of success, | bring
a wealth of experience and expertise in sales coaching that has consistently delivered
remarkable results. With a passion for driving growth and fostering exceptional sales teams, |
have honed my skills to become a sought-after sales coach in a variety of sectors.
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Throughout my career, | have had the privilege of working with top automotive companies and
dealerships, collaborating closely with sales teams at various levels. My journey began with
hands-on experience in sales, where | quickly established myself as a high-performing
salesperson, consistently exceeding targets and delivering outstanding customer satisfaction.

Recognizing my natural ability to connect with people and my talent for coaching, | transitioned
into a sales coaching role, where | found my true calling. Drawing from my own experiences in
the field, | have been able to impart valuable insights and practical strategies to sales
professionals, empowering them to reach their full potential and achieve unprecedented
success.

My coaching approach is founded on the belief that every salesperson has unique strengths,
and my goal is to identify and amplify those strengths. | have developed a personalized
coaching style that focuses on individualized training and skill development, helping sales team
members harness their abilities to drive sales and build lasting customer relationships.

Beyond honing sales techniques, | emphasize the importance of understanding the automotive
industry's ever-changing landscape. By staying up-to-date with market trends, consumer
preferences, and emerging technologies, | empower sales teams with the knowledge and
adaptability needed to stay ahead of the competition.

Throughout my career as a sales coach, | have had the privilege of withessing numerous
success stories from the sales professionals I've mentored. Time and again, | have seen teams
surpass their targets, break sales records, and elevate the overall performance of their
respective dealerships.

My passion for sales coaching is unwavering, and | am committed to continuously improving
and refining my approach to ensure that the sales teams | work with remain at the cutting edge
of the industry. As the automotive landscape evolves, | look forward to leveraging my
experience and expertise to drive even greater achievements for the sales professionals and
dealerships | have the pleasure of working with.
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