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Who Should Attend
F&I Managers with less than Two (2) Years Experience.
Duration 


One Day – 9:30 a.m. to 3:30 p.m.
Investment


$165 (Members) – $215 (Associate Members) – $265 (Non-Members) includes:

· Continental Breakfast

· Hot and Cold Beverages

· Lunch

· Participant Materials

· Job Aids

· Professional Facilitation

Course Description

This energetic course will bring back the basics of selling finance and insurance in a dealership.  Even in today’s challenging market we can tap into the consumers’ pride of ownership and need to protect a long term investment.  Learn the federal and State laws that regulate your department and how they can help you build a relationship with your customers.  This is not just a menu presentation or a product up-selling seminar.  You will be challenged to engage the customers and lead them to a quality buying decision.  
Topics Covered

· Understanding the interview process to influence product sales and justify rates.
· Building value versus needs selling.
· Targeting sales objective.
· Understanding the menu-compliant selling system and why it works.
· Increase profits with 100% disclosure and compliant sales techniques.
· Get the customer on your side.
· Overcoming objections to close the sale.
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