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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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The 4 P’s of Effective Management

“We’re not in the Car Business — We’re in the People Business”
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How’s Our Employee Retention?

Employee Turnover

4» 39%, | 72% '

Private Dealership Dealership
Sector Employee Sales Person
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4 Critical Questions To Ask

Why do we have high turnover? -

’

Downside of high turnover?
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Cost of a single turnover? < =4 \"

How do we reduce turnover?
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LEADERSHIP QUADRANT
Lead Manage
Train Coach
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NADA

Benefits of Developing a Culture of Training

Increased Employee -
Retention ‘ .

-1 i
Increased Customer ‘ Al ‘ Reoccurring Benefits
- -

-

‘ Makes Everyone’s Job Easier

Satisfaction & Retention

Increased Profits ‘ “2
s --
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Why Training Doesn’t Happen

Common Excuses

“Can’t find good people” °

e “Why bother, my guy’s are
too lazy”

“If | train them, they o
might quit”

o “I train but they won’t use it”
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Why Training Doesn’t Happen

Common Excuses

“I' have a bunch of Old '
o “I don’t have enough time”

Timers and they don’t
want to get better”

©

“My guys should learn on
° Their own, that’s what | had

To do”

“I’'m not very good at training” o
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Common Mistakes With In-Dealership Training

Hold Sales Vs. Training ‘
Meetings

@ No Commitment
No Practice ‘

- @ Optional Attendance

No Accountability ‘

—7
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Common Mistakes With In-Dealership Training

Management gets
bored

@ No preparation

|

Training based on = ‘ Not a priority

their strengths
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Implementing Your Training Program

Step by Step Process

e Evaluate Team’s
Selling Skills

e Evaluate Sales
Process

e Evaluate Your Training
Program

® Prioritize Dealership
Specific & Immediate
Needs
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NADA

Implementing Your Training Program

Step by Step Process

® Create 30-day
Training Schedule

e Measure the Leading &
Lagging Indicators

e Develop a Rewards
Program

® Every Manager Participates
and Holds Training
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5 Things To Make 2016 Great!

Lead By Facts Develop Team’s Manage People Train 2 Days Have Fun
Not By Feelings Core Selling Skills  Not Departments Per Week

#NADA2016




Questions
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Please visit the NADA Pavilion
in the Expo Hall for information
on accessing electronic versions

of this presentation and the
accompanying handout
materials, and to order the
workshop video recording.
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