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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.




Meet Paul & Jonathan

Paul Sansone Jr.

Owner / Dealer of Sansone
Jr’s 66 Auto Mall (Nissan-
Kia)

2nd generation dealer since
1980

Creator of PMB and EZ-
Referral Network (February
2012)

Founder of “Tier 4
Marketing” (February 2015)

Jonathan W. Dawson

e Man on a mission to save the
world, one salesperson at a
time

e Founder of Sellchology —
Selling through psychology

 Two decades teaching the
psychology of sales and
marketing

e Carsalesman | Trainer |
Coach Consultant | Author |
Speaker




Our BIG BOLD Promise...

50 minutes from now you will
feel challenged, inspired,
convicted and 100% confident
that you, too, can unleash
vour ultimate competitive
advantage!

@Selichology
#NADA100




One Condition...

Your Promise




What is your
ULTIMATE
competitive advantage
in your marketplace?




1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our
Facility / Location

We have the newest, most
amenities or accessible facility!




1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our
Pricing

We have the lowest, most
competitive, no haggle pricing!




1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our
Inventory

We have the largest, best, most
diversified inventory!
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1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our

Advertising

We have the most effective,
targeted or relevant advertising!




1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our

Technology

We have the most up-to-date,
accessible, user-friendly
technology!
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1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our
Online process

We have the easiest, friendliest,
fastest online processes!




1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our

Loyalty perks

We have the best extras, bonuses,
future discounts loyalty perks!




1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our
Salespeople

We have the most empowered,
professional, knowledgeable sales
professionals!




1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our
Experience

We have the most fun, unique, or
efficient experience!
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1 2 3 2 5

Not True Not really Kind of True Mostly True True

Our competitive advantage is our
Culture

We have the a strong mission,
inspiring vision, and core values
that create our culture!
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How do you compete?

Facility / Location — newest, amenities, accessible
______ Pricing — lowest, competitive, no haggle
Inventory — largest, best, diversity
Advertising — effective, targeted, relevant
Technology — up-to-date, accessible, user-friendly
______Online process — easiest, friendliest, fastest
_____ Loyalty perks — extras, bonuses, future discounts
Salespeople —empowered, professional, knowledgeable

Experience — fun, unique, efficient

Culture — mission, vision, core values




Paul




What is the

typical
current DEALER

business

model?
EZ MANUFACTURER
REFERRAL WEBSITE

DEALERSHIP

WEBSITE
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The typical current business model...

SALES STAFF
0 0 0 0 0 0 00




How can we improve & simplify the model?

SERVICE
CUSTOMER




Improved & simplified business model

DEALERSHIP
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How do you see your salespeople?

Headach¥s AN EXPEN$Eartaches




How do you see your salespeople?

Q0
; N

)3

HeroA®AN INVESTMBNAroes
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Here are the consequences:

 Massive losses in gross

60-80% revenue
Sales ° Reputation tanks (CSI &

online reviews)
Turnover In

the Auto  Educated customers Vs.
Uneducated sales people

Industry

« S40,000 per year =
S14/hour at 50 hours a
week




Short-term
results OR
long-term
solutions?

Hunter vs. Farmer mentality:

Not a tent sale

Harder to get there, but
worth it

Most profitable business
model

Takes time to create
consistency, but WORTH IT



Why Empower the sales staff?

Paul grew sales while also increasing dealership
profit.

v His (ROS) Return on Sales is 35% higher at
his stores than regional average

He reduced turnover by training his people and
helping them earn more money:

v The average salesperson earnings at his
store is $90,000 per year




Paul




My philosophy starts
with onboarding & pay




Onboarding: BDC Bootcamp & Milk Money

“BDC Bootcamp”
v'"Make 100 phone calls/text/emails
v'Learn the product & process
v Memorize & internalize word tracks

v'Learn to build their brand through social
media and networking




Onboarding: BDC Bootcamp & Milk Money

“BDC Bootcamp” continued...
v'30-90 days in my BDC
v'Navigate the CRM
v'Handle incoming internet leads

“Milk Money”
v'Consistency in paycheck

v’ Certainty and confidence in their pay




Real life results at my
dealerships




My dealership’s results

* Hiring Criteria: Nice and Desire
 Customer response: Enjoy & engage my sales staff

e Dealership ROS: 35% higher than regional average

* Nissan Award of Excellence: 4 years in a row

* Nissan Market Penetration: 125% (8th in State)
 Kia Market Penetration: 185% (2nd in State)

e Sales Turnover: Region 111% | My dealership 27%




How it worked at my store

2017 Nissan Dealer Dashboard Summary

- SEPTEMBER 2017

N P NN R Were we offering the best deal?
118 out of 188! At | Nusanat i

gl 46) | [Out of 188)

BUYERS: Why Did Your Customers Purchase From You? / Mult

Response - May not add to 100% / BUYERS Sample =125

Is convenlently located %

Offered me the best deal/Lowest price % FETs 104 i T4 ¥ 10 3 118
Sales staff showed genuine interest for my needs % EE |

Had the exact vehicle that | wanted (color, options, etc.) % 15

VORI Were we recommended? "

Made the financing easy % 81

Provided hassle fraa nagotistion % 11 out of 188! 55

Staff was knowledgeable % 92

Positive personal past experiences with this Dealer % : 100
Recommendation from friend,/Family % 9.7 158 20.2 2000 0.7 1 3 11

Other % 59 44 5.0




Sales Turnover
vs. Missan

27.3%

vs. 111.5%

Con

View More
Aug 2017, rolling 12 months 0

Sales KPI

vs. Area

964

vs. 939

f\

View More

Oct 2017 . rolling 3 months

LiJ

Dealer Loyalty Count
(R3)
vs. State Dealer Loyalty...

92

vs. 49

o

View More

Aug 2077, rolling 3 months

Ll

Brand Loyalty
(Quarterly)

vs, Nissan

70.8%

vs. 55.7%

f?

View More
Mar 2016 . rolling 3 months

You can have it all!

How did we do this?
Relationship Selling




Real-life examples at
my dealerships




Gavin

> Mid 50’s | Never in the business before

> Sells 30+ cars a month

Rudy

» Creates a marketing plan so he can go
over a specific market

> Gross profit was over $500k last year

Mark

> Second career | Created his brand,
“Mark The Pie Guy” | Less than 3 years
selling

> Sells 25+ cars a month



Jonathan
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How we got our results

Websites for salespeople: GattaGetACar.com

= Contact Information e
AT s s e s e 888-236-5985

= Customer pictures

= Customer reviews

= Customer videos 5

m 1 1 BN A personalized experf;nce —
F u l l ve h IC l e invento ry G on your car buying journey. [ ) &
" M 0) nt h |y S p eCla I S BT Sign up for your own Personal Concierge,

|||||

= Fully responsive (mobile-friendly)
= Leads push to dealership CRM



http://www.gattagetacar.com/

How we got our results

Training: How to...

Develop a
personal brand

Market to their
target customers

Get reviews,
referrals &
testimonials




C ' lational b \T, AMAZING CUSTOMER
R e traaatl P EATING CONTEST

transactional buyers! AUG 2ND
2017

G:00PM

| | WioeBuying A Co Ji Hi Sy 4,

GRAND PRIZE: SHARE OUR FACEBOOK POST:

6 s sansone Jr's €

MARKTHEPIEGUY.COM/PIE-EATING-CONTEST.HTML

o
SANSONE JR'S 66 AUTOMALL § PRESENTED . {—
" BY: ’41



prepaid debit card




=

Lead Generation
Monthly Facebook ads:

v Demographics /
Geography / Relatability

v Calls to action to
generate leads

v Video or Images

v/ S300 per month per
salesperson budgeted




45

Driving their own traffic

E . Audra Stewart zhared Sansone Jr's 66 Automall's post
. Contact Me at 866-699-3933
SR S astewart@seautomall.com a 23

¥ e
ad

| have plenty of friends on here who can vouch for me!

Audra Stewart fes Sansone Jr's 66 Automall

Senmone ' 66 Automad| Sabss  foniect Audra S bt COctober 11 a5t 1:4890m - &
Carrediant Sumuoma: Jr's §6 Autamall Sule
IS oo

Wi b I'm Audra, and | Just Helped My Friend With Less Than Perfect Credit Get
e e g e a Mew Miz=an. Know Before You Gol

ol ek

SIHD AL

T R T Learn Maore

Sales: B66-099-3983 Service: 732-932-1023

Like ¥ Comment & Share

1A | g 00:00.00 w3




How do you do it?




3 Steps to Unleashing Your People...

v' Empower
v’ Equip

v’ Execute




Frequently asked
Questions




Jon & Paul




Empowering Your People

How do you design a
salesperson-centric culture at
your store?




Empowering your people

Is the goal to have an “all or
nothing” approach?




Equipping your people

Did you recruit or develop
yvour existing sales team?




Executing with your people

How has unleashing your
people affected other
departments?




Jonathan




Unleashing




We do this to sell cars

and to make money.

But there’s more to it
than that...
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|

| §



.

Salespeople S I|ves are belng changed

Bill Stout

12:10 AM

& | put together a short (sold)
happy customer video and
published it today on all social
media. It was posted for less
than an hour when | had

received 5 contacts and set 3

appointments. -
——————

I'm amazed how weall this stuff
works and I'm embarrassed that
it took me so long to take
advantage of it

9:28 AM R L eeses ATAT T 8:50 PM T 86%
= ﬂf { Messages Bill Contact
- Yesterday 10:33 PM
e i’ Big 4 car day. The
mt Thl [—'II’|"I.I.\"I' -1r?:-:LFr|F:Jvtll\wlr|u A THANKS pr‘inciple

" : closed 3. 3 of the
This is the other photo that is
getting clicks four were self

generated. Much
MAKE BUYING A CAR
=% EASY
i www.billstoutsellscars...

love and respect
R My life is getting

e Happy Customers --
-
"’i;k Bill Stout at Scholfie...

Come join my family of happy
customers and find hoiw how much
fun buying a car can be

to you my friend.
| love order taking! | have better every day
customers calling ME to give me
people to call. | am working on 4
deals via text and phone today

that are all new referrals today!

Today 8:50 P

Saturday Hat Trick!

Amen brother. Love

Sat 5:37 PM

you too my friend!

Y Delivered

“ 0 Send







eeoco ATAT F 5:23 PM L o 47% WP

< Messages King Stinson Contact

Today 2:56 PM

Today 5:17 PM

Correct
(It's what got me
over that 15-17
plateau | was

@tuck at )

m Send

seesc ATET LTE 3:39 PM % 19% b

<{ Messages King Stinson Contact

(70 referrals 1 N
customer mr and
ms cook was
going for 100 but
her wrist started to

\swell J

@ Send
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How do | attract more referral leads?

It looks crazy...

BECAUSE IT IS!




‘66

|
How do | attract more referral leads?

Video goes here




But wait... there’s more!

) Yas,
Yyat. Video here rle just
Sallel
Walt
} 560
TOT e

refarrals




Unleashing your people

is not a “normal” way to

sell cars, and that’s kind
of the point!




Paul




The Hope &
Opportunity

We shouldn’t worry they
will leave us

We win when they win

We determine our culture

We can make our people
our ultimate advantage
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Do You Believe?

* People buy from people they know, like &
trust.

* You can out-experience your competition.

e Customers care about their shopping
experience.

« Sales professionals who build a business can
become your unique competitive advantage.




We made a BIG BOLD Promise...

How do you feel?

Will you keep YOUR promise?




Questions
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