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Who Should Attend

Sales Professionals with less than Two (2) Years Experience.
Duration


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

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

· Continental Breakfast

· Hot and Cold Beverages

· Lunch

· Participant Materials

· Job Aids

· Professional Facilitation

Course Description
The retail automotive marketplace has been presented with tough challenges.  It’s no excuse to take shortcuts and short deals.  In today’s environment, great products and services no longer earn high margins—they simply get you in the door.  What sells in this environment, where brand allegiance is virtually non-existent, is the expertise a salesperson brings to the table.  It’s not just product expertise that buyers are willing to pay a premium for—its sales expertise—the ability to create value in the product and real value in the sales process itself.  Participants in this course have stated they are better prepared to close more deals and at higher gross profits.  

Topics Covered

Improve performance and profitability through:

· Road to the sale review.
· Effective qualifying to land buyers on the right car.
· Building excitement in the walk-around and demo drive.
· Understanding why each step of the process leads to the close.
· Discover when dealers are selling and when they are serving.
· Understanding the “practical use” walk-around process.
· Pleasant negotiating and closing.
· Follow-up skills needed for long-term customer retention.
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