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SALES BASICS THAT NEVER
GO OUT OF STYLE

| weaas Soetumate etrmagh tis work in g top- 1 pew car deakership troin thee very Sirs day of green-pea
training | 'was a salespasson, sales thanager, team leader, desk man and department huoad Whatewer
Tl searibed to call mee thils mmomels, 1 didn't care Bat 1 did care, and cazed o= r\'_r, ahiul Pero abecives
— hifting forecast, a 'u'.".lulu'.ul':g;h-m'u wha conghd dis it every mmomth

gy Solutior

WA CIEmrsT

o stent st utiom of th basies, Use yous CRM,
brusishess plannaers and Pour nternaet statstics o
prinpusint incividoals’ strengths and weakmesses
Hesre, pour'll he aile to spat chublenpes that wary
frium salespersisn hosalesnerson. It may be the
e o write -up ot or trarsiton o the
wirtte-up b the diose

I wasst the paly ome on this team. Far frsn @2 But what 1 learmed 2heat process only maade it casier o
wer that withaust stnactune, hasics, discipline and leadership, sales teams fail and turn oser comstantly

A leaders and sakes manzgers, we spenad an awfuld bt of time making sure the phone ting, the
ads are spol on, Webstite prices are lower than everyone else’s. and Ups coatinee o walk through
the door.

Inspect expectations. At the end of cach
mamnth, conduct L5 -minube mectings with
each salesperson. Stmategive wavs to help them
pivercome problems throgh mmole playing,
aidditional imaiming, elc. Then regroap each
imanith b soe bote thay'rs trending. Here (s a
fioerrvula for dialfng in your sales beams basics

W il actrertisiog ard siarketing (s the oirst mechanim S8 the sakes frocess, iUs ol one of
mamy, Your sales basics in D sakes and Intermet depastmaents, bave 45 big an impect as all your
promodions combined, Linformumatedy, they s often the moss ovesbsoked

= -\.'lll.'h[\ll.'l ||"\J|. arent |"||".l\."|"|F basic makes PTOCCES, either the Prses 1611 L O |'\l||.'|‘-\.' o clear, or
they're short-culting and mansgers are continuing to srferate it

Lt start with sabesiperson hasics, known bis many as the steps to the sale. Heres an example of ooe
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Mleet and greet Wants/needs analysis Presentation !, Dempnstration Wit kL i TSI LS R e LAY i Mk

Trial close Write-up Megotation or tride evaluation 24 () 51 (=} 47

Cloze ! Dhelivery Fllon-up e—— e — e
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Wt your eEact sepa? Chances ase they might pot be the same as thase of other managess,

aalesponple, 0f the Infernet department vither. Address the following: T g R
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Agres upon Vour salee steja, ot yous sales managers fogether and sk "What ase ou - o
dealerships sabes stepa®™ Oinee pou've deckdud — atud written it owt — take the next step 84200 #1115

Put sume tecth imto it Make sure your sakes team knonws the sales steps, and more
mpartanthy thit you will not tolerate shorecuts when structuring aadeal, When vou prose tha
your sywtem makes them maore deals, they'll quickly fall inka e and become believers.

Start with these hasi '\11|:[‘\-'~|_.||'H| make fhem
part oof pour monthily game plas. 185 2 poserful
reminder that sabes hasics and inspection
Pruscesses Tever go ot of style, and ane the least
expensive, most powerful way to achieve results

Z. Circle yoair wapoms. Once wuar newly disdpliced structure s entrenched, doo't let ap, amd donll
k2t olber munagers skip inte old, non-pruductive waps. Solid wock and performmance habls requine

irorEETEE AUTTINUG GRS i lu'-".ﬁlh:l.l"ﬁh

NIIE B RTRCIRSHT S LNT (O SCLISS i

AUtoSUCEess 4




