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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. 

 

 

 

 

 

 

 

 

 

 

 
 

This disclaimer is required. Do not remove. 
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Learning Objectives  

 
Upon completion of this workshop, you will be able to: 

 
1) Spot the biggest roadblocks in your people, processes, and customer experience that cause missed sales 

opportunities 
2) Get your team aligned so everyone lives your brand and supports a smoother more efficient operation 
3) Walk away with a clear, practical action plan to increase sales by optimizing the customer journey and 

leveraging untapped opportunities 
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You may add images and/or charts. Do not change the margin settings. 

 
 
Objective Number One 

 Recognize where sales are being lost due to breakdowns in communication and/or follow-up 
 Understand how inefficient workflows reduce sales 
 Identify experience gaps between online shopping and in-store visits 

 
Objective Number Two 

 See how employees can act your #1 brand ambassadors when informed and empowered 
 Learn methods to keep staff aware of promotions, USPs, and dealership messaging 
 Create accountability loops so the whole team pulls in the same direction 

 

Objective Number Three 

 Focus on quick wins you can implement immediately to drive impact at your store 
 Leverage untapped opportunities like potential customers in your service bay 
 Build a roadmap for consistent follow-up and connected customer experiences 
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