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The views and opinions presented in this educational program and any
accompanying handout material are those of the speakers, and do not
necessarily represent the views or opinions of NADA. The speakers are not
NADA representatives, and their presence on the program is not a NADA
endorsement or sponsorship of the speaker or the speaker’s company,
product, or services.

Nothing that is presented during this educational program is intended as
legal advice, and this program may not address all federal, state, or local
regulatory or other legal issues raised by the subject matter it addresses. The
purpose of the program is to help dealers improve the effectiveness of their
business practices. The information presented is also not intended to urge or
suggest that dealers adopt any specific practices or policies for their
dealerships, nor is it intended to encourage concerted action among
competitors or any other action on the part of dealers that would in any
manner fix or stabilize the price or any element of the price of any good or
service.
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Why did we create
BDC's In the

1St Place?
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To address ineffective
communication by our sales team
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Today’s SHOWROOM Condition

Watching & waiting...
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Is this REALLY A SOLUTION?
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Not Really...

the Sales Team is still watching and waiting!!
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...and this setup
confuses your
customers
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| should be a

4 Bucket
salesperson! |

Internet

=

y A Repeat & Referral
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| can do
WAY MORE to
assist my team
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You need to create a BDD

Business
Development

Dealership



Blend the Floor and the BDC

Everyone becomes a Business Developer
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It all starts with the Sales Managers

| am the Manager
of ALL SALES...Not
just the Floor!
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To
CHANGE RESULTS

we must
CHANGE HABITS
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Habit

THE POWER OF

HABIT

WHY WEDO . WHAT WE DO IN LIFE AND BUSINESS

A regular
practice that is
hard to give up.
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Source: Phillipa Lally Research Study University College, London
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It’s NOT that
difficult to
stay on task!!!




HOW TO
MAKE IT
HAPPEN




| need a
New or Better
Trained Team
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And...I've
got to
learn how
this works
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PLAN & EXPECT each team member to be
able to communicate expertly
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2 Dealership Types




Develop or Hire the “Can” Team!




M

CREATE
A New Daily
Routine
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50 =20

50 tasks/day = 20 sales/month




Manager’s Monthly Plan

# of required Daily Emails?

# of required Daily Calls?

# of required Social contacts?

# of required Handwritten notes?

Total # of required Daily contacts?

# of Sales Team Members

Total # of required Daily Contacts

by the entire sales Team?

Total # of required Monthly Contacts =
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Manager

Planning

Guide

x # of Salespeopl

m

% 24 workdays
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Salesperson Daily Work Plan

# of required Daily Emails?

# of required Daily Calls?

# of required Social contacts? Sa I e S p e rS O n
# of required Handwritten notes? P I a n n i ng
Total # of required Daily contacts? s

— Guide

Total # of required Daily Contacts =

x 24 workdays

Total # of required Monthly Contacts =
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Great Salespeople have to be...
Great Marketers
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Develop

Circles of
Influence




Customers

NeldF]
Networks

Online &
Offline
Community
Groups

Neighbors

Prospects

Co-Workers
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Lives close by dealership \ \ /

Develop an exceptional

CRM CULTURE

LOves Soccer ana LIKES TO pay casn or
Photography EENE

Favorite car colors are Alwavs gets 3 Sunroof
Blue and Silver \ s
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Management
Driven Content

Inventory Updates
Specials

Incentives

Events

Trade-ins
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52 Weeks of 1 to 1 Marketing

Management driven content for...

@ Emails

k Voicemails

@ Texts
Postal Mail
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Today’s MESSAGES

Inventory Update:

Just traded for a 2012 Mustang GT with 23,000 miles — one local owner, clean
Carfax....

Vehicle Specials:

These 5 vehicles have had a price drop...
Incentive Update:

1.9% Interest and $2500 rebate on _ models
New Owner Clinic:

Message new owners from the last 3 months
On the Lookout for these Vehicles:

We need vehicles...ask your current owners if they’ll trade
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Coordinated Deli\‘;éry



Email Message

“Hi Julie, I'm emailing
about your request for
pricing on the 2016 MINI
Countryman. This is David
at Local MINI and I've got
the pricing and trade
information you asked
about and can coveritin a
quick call”

Vmail Message

“Hi Julie, I'm calling about
your request for pricing on
the 2016 MINI Countryman.
This is David at Local MINI
and I’ve got the pricing and
trade information you
asked about and can cover

\ it in a quick call”

41
Text Message

/She’s been asking \

about you all day

Postal Message

“Hi Julie, I'm writing
about your request for
pricing on the 2016
MINI Countryman. This
Is David at Local MINI
and I've got the pricing
and trade information
you asked about and
can cover it in a quick
call”
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52 Weeks of Social Marketing

Management driven content for...
Twitter

ﬁ Facebook

Instagram

LinkedIn

Google+

YouTube

0% E

AAAAAAAAA




post interesting product info

[5 like customer and friend posts

m artful pictures of your inventory

endorse friends & clients

_’W +1 industry news and company events

n post a daily video of your inventory



Have a Daily SOCIAL HOUR
with your Sales & Management Team
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Case Studies
Midwestern Southeastern
Audi Dealership Ford Dealership

qI1'D
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Key Takeaways

Create your Business Development Dealership
Outline a New Daily Routine

Create or Hire your own CAN TEAM

Develop Daily Marketing Content for your Team

Expect each team member to be Socially Successful
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Questions
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