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Finding the

Time to

Make More
eals

N T WASTE YOUR TIAE ON THE THNIAL
BY 50077 SEFGERDN -

You operate a
profitahie dealweship,
and everything should
be running smoochly
But the business 1s running you
instead - sucking your time like
Pt Defore, thwarting growth
and driving you nuts, It wasn't
supposed to be this way, and it
doesn't have ta be

What can you turs off to give
you more thme?

Rasicaldy, the key to Binding
time is working smart and
developing smart systems that
Ighren your lowd. This gives
you moce time to address the
paramount objective of growing

your busmess

GAME PLAN

Most “experts™ will tedl you
there |5 no magic bullet to
make dealerships successhul,
Same arganizations have
taTorel sSyStems, processes
and inspections that make the
big dogs (the focused) higger.
Inabilicy or unwillingness to use
these is what Keeps the litte
dags (the unfocused) chasing
Their tails

Old=School Basics That Still
Work

Fasics of your sucovss lie in
traditional comerstones - the
“good o™ glory days that were
simpler and offered instant
rewands, at least in comparison
with the tech age.

You haild your own methods
that warked, and worked well
You had boatloads of tepeat
and referral business that
made it all look easy. And you
made it happen with minimal
technology, and without social
media and sophisticated search
engines

Those glory days of being
hack on the sales floar need to
be replicated with your team,
showing them the systems and
techniques that succended. Your
sales team and onganization
are reflections of your current
systems and expectations.
Technology Alome Will Not
Save You Time
Shouldn't today’s
cutting -edge technology
drive mare deals? No
Your customers have

$0 YOou NOW must
Manage more
systems in the
same amaunt of
time = leading to
a potential case
ol A.D.D
Reing able to
use technology
in a smar
Wiy means
combining
with & commaon
sense approach
that allows you
to manage all
systems, incluling
your Internet systems,
without gering hogped
down
A Big-Time Lesson in
Time
| lost one af the most
important men In my lite
this year. My Uncle jerry was
extremely successful in his

the seme technology,

life, both professionally and
persanally. Jerrywas a landscape
contractor = not a profession
mast conskler ghimarous. What
Tt i, aoned b e managssd
himself and his time mattensd,
and led to his success
During my high school
sumimers in the 19708, | worked
for Jerry mowing ball tHelds
One day | told him his crew was
*actually daing all the hard
work, whike he was just driving
amund in an alr conditionsal
Thunderbind " His memarzble
response was: “If [ could
run vy business by pushing
2 lawnmower, I'ddo tina
heartheat. But | can't. It sn't
the best use of my time. That's
wivy | hire you guys. Growing my
husiness ks what | do, and it pays
# lot better!™
Jerry's point remains valad
in any indusery. We are paid as
husiness owners to take cane
aof and grow our businesses, in
tandem with reliable supgort
systems that address the tasks
and detalls contributing to
husiness growth
Hetween Big
Dogs and Little Dogs
While buikling my company,
Daily Gameplan, I've witnessed
thousands of dealers and
managers from new, pre-owned,
rsports, watercraft and
RV inddustries, | encounterel
successful and mediocre
owmwers and managers, and they
consisteotly LAl into one of two
Ctegnries
Category 1: The Blg Dogs. The
dog wings the tall. They major in
the majors
Category 2. Little Dogs. The
tadl wags the dog. They major in
the minors
Both types of dealers and
managers generally have
the same ahilities, talents,
hackgrounds and selling skills
It's home they spend their tme and
stay focused on wowth-onented
Wheas that make one succesd ot
the othet
Almest ahways, it's the least
successiul that waste time doing
minor and trivial things while
letting their peaple and systems
manage fem. Sucoesstul
mansgers amld dealers assgn
the smaller projects and tasks to
others, and focus on groming the
bumness and custnmer care.
Do the Math - and See How
Muoch Extra Time You Can Find
Take an old fashioned ix s

index canl, or if you're a techie
use a nate In your smartphone,
and Keep track of your hours for
an entire week. Break down each
Eask you've hanilsal into one of
three categnries:

Categoey 1 = Is this samething
only | can do?

Category 2 = Is this something
someane else can do?

Category 3 = s this helping me
grow my business?

I yau find yourself performing
oo many tasks others should
be daing for you, change. | you
want to grow your business by
20 percend, find 20 percent more
time to implement systems and
ludwas 1o make it happen, Let
others take care of day-to-day
maintenance

Today's Biggest Distractions
That Waste Your Time

Do you change your traln of
thowght with every hell, chime,
buzzer anil ping? Don't deal with
your vaicemal or emall every
rime any notification comes up
Silence them, and don't let them
distract fram your hig-picture
focus

Save time by programming
your emall Indbax to automatically
file specfl messages so you
don't have to touch every email
Auto-torward certain +mails to
others. For example, any subjpect
line with the wonl *service™
can go direcely 1o your service
ilepartment

Set aside certain thmes, such
a8 10 A.m.and 2 p.m., 16 open
and handle your email, or assign
someone to do it Everything
I Detwewiy can wall in most
cases |f you have someons else
handling your emall and there's
an emnergency, they'l tell you

Conchusion

Delegate, and bulld systems
that keep the trivial swry from
your desk. Stay an task, and don’t
Iet others siilwerack you, Stay
focused on the big picture, and
the Nrthe things will be taken care
of, i you Band them off to others
and consistently inspect their Key
Performance Indicators. You are
the kader of Your onganization
for a reason. Be smartwith your
business and your thme, and It will
pay off in incradible ogportunities
in the future. M
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