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MANAGEMENT GAMEFLAN
BY SEOTT EERGERDN

SEX APPEAL STILL
SELLS, BUT NOT
IN THE WAY
YOU'D THINK

MNew Meaning for Today's Consumer
Sex appeal has taken on a whole new

mataning in dealerships, with female

consUmeTs dscrating a new deflmicion

ol what cemsEitubes sexy, Im pad, this

is betause we are now, whetbes or not

woig want to admnie it, Eving in a female

decision -make r world, espacially o=

car busimess. 5o, the sex bétnp appaled

1o ks increasi woamen — turning the
stergntypilcal female sex symbal paradigm
0 s ear

Sare, you'll still see female models next
to this yoar's mew wehbcles at the car shon,

N

and | really think that s becaase most
delers are st to it On the showroom
floar, though, mabes s1ill make up a laager

réentage of salespeople.
I‘E'l.'ul'l.r:hﬁ: with clienis 15 now very mauch
a buiness transaciion. Engaging the
tustemer and respectiuleess are absolute
masts, no matber who you”re working with
Priorities ane what they probably should
ahwrays T Desary, Baal foow 515 Critical
salespeople demonstrate an apprediation
uf b & prospect thinks instead of how
chiry bk

Yes, there iy be exceplions = but ]
wouldn 'l place & bet on festing it cul
Smeart consultants Wil b2 best sarved by
prigeiizing the basiness end of the deal
iver any flartations, hermlbess oo othermise

[ good looks vwn matter an the
shiw oo

That's actually a trick questzm
It"s Jogical 1o asseme an atiractive
salesparson wil have a natural selling
Ehvalape befause humans natucally
are atrracted bo |paks. Howrver,
['wioaskdnt pat & bot of rinss (ero how a gales

uonyy UTAH

State Affkate

DEAL

WSED I:II DEALERS DF UTAE JURTHUDELGET o7

romsubant lnoks hut how rhey perform, and
Tazd By Dreal (Rebid CusIOMETS and meet
their performance goals.

%a, while gnod looking people shoubdn®r
e exchuded From salies joh considerations
at all, it just showldn'tbea p:inriz
Inszrad, prioritize hires first and foremosz
for a5 mamy of the follmsing actribures as

=sible: intelligence, inb=grity, common
ﬁnﬂ' good |Mﬁn: 'pm-dlu:inm‘kd.gc.
commeanication skills, closing abilicy or
imabality, l1k-r.'.|hil'il'n.1'rd the ability 1o serve
with a smarnt, consultative approach.

While each dealership's priorities will be
dictated by their specific situations, make
sare joh candidates get at beast 2 passing
sonne on each atrribuce. And for existing
sales reps, reinforce solid performance in
each of these areas as often a5 possible. As
part of this, malke sure they're tuned into
the “lictle things™ that can make or borak
a deal.

Far example, when the salesperson
Ereeis a prospect couple, he or she should
b wery deliberate sbout engaging both

/

pquadly, shaking both of thelr hands. If
a male salaspersan anly engages the
man, he's lkely lost &l credibiliy with
the couphs,

Decislon-makers. have shifred from
sy figuees (o solid facrs,

Tesbay's car-buying culture has cleacly
shifted from shapeby figrres oo solid facts.
Whide sexy winks and stellar bediss may
carry imfluence, buyers ate much moge
about the facts behind pricing and
performance

The majoricy of praspecs have already
made decisions aboat the makes and
meadeds they'ne interested (o and what
the price paing needs 1o be. They Mkely
also know about performance plusses and
miinuses. They'we checked reviews from
maltiple sources, and often knre many
details about key performance indicstors
and specific model idiosyncrasies.

%0, sakespeople not ondy need 1o he well-
imformed about each male anid
mnded, bt be able o add something to
the conversation to kelp a prospect confinm
their predetermmed choice.

For example, last year's Consumar
Reparts - a H"!-Dﬂ.[-?l] and sapposadly
unbiased review authority - gawe the
Subary Crosstrel loss tham stallar ratings
abaur swerpmiing from lack of power 1
noise inside the vehicle. Yot consumers
stem 0 Jowe the brand, borne out by
anscdates detalling their thres—wocd
e 1 when ashed sbowt it 1 love i

iz iz 3 caze where “facts” take on a
niew dimension - adding personad accoants
and preferences o2 long list of specs,

nrmance ratings and reviews. The
enterprising salesperson can direct
oonsamers ko some of this information
and ask key q_uumun.s which can help
cement decisions.

I:HEI:_u:h question is the porwerirain
pasue, 2 1 priceiiees I over
handling ﬁmuw drthEi’Pr:ﬂ.:E and
model may rqm:llm' as the best choice. If,
hirwever, snim manewveratality % a mast,
thee Cromstrek may be just the nght choice.

As far as pricing, the days of pricing
“car sharks” are all but gone, & concept
reinforced by recent Car commercials.
The slap-on-the=back, hard-negotiating
sales processes g fewer and fusthee
Betwesn then sver bafore. Mow, instead
of hase price, negotiation may revolve
around sach value-added options as
premium intérier extras like high=snd car
mats, or whesl and tire combinstions to
furthet Cusomise 4 buyer s selaction

Alsss poore than ever before,
oonsumers ane sy aboud sales clearly
aimed at Bguidaning inventory quickly, amd
are likely to push for the ma. Salespeople
misad ta be prepared 1o provide arswers
beyand, “Lat me speall o Ay manager,

Emphasize sy surfoundangs instead
of peogple,

(e amaa whare bkeodos manier s the
daalership oo igsald, [Dymams ae]
dramatic displays, cosspicoous ceankness,
and a clear comnmedtment o an upscale
enveirenmant all conirikene 1o s mare
efleciive selling stape. In facilities ranging
from bospitals to government baklings,
camsamers have hecoms accusiomsd
1o lancier, more contemperary and
elegant surmoandings.

To the exxent possible, your dealership
should emalate this apprmach, Whsn a
dealershap sales 1loor and servioe apea
exide cleanliness amd class, it reassures
consamers. [n cantrase, dingy and dirry
STWETOT I NIS Cad in -i-'|'||1 al themsehes
ber deal-beeakers.

Eottom line, looks definicely manter,
Eaat niad i che wiay chay used oo, Make tha
physicall plant sexy while emphasizing
smarts and sensitivity with wour
salespeaple. Your bogcom line will
thank you for is. &

FooToer gt exiulb S60n Bedpanan
o e of weww chiifparmenion an
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