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How to Get Your Masters Degree in the Car Business

Tired of working your J.O.B. (Just Over Broke)?  Do you want to sell 20+ cars a month?  Month in and month out, just like clockwork?  If you do and your ready, the first thing you need to do is trade in your G.E.D. for a “Masters Degree” in the car business. 

You need to start thinking about the car business as YOUR business.  The dealership gives you a desk to work at, inventory and advertising but you have got to look at this in a way that you are building a business for yourself.  You need to take the future of your success into your own hands.  In the following report I will give you the details on how to get your “Masters Degree” in the Car Business.  What is needed to sell 20+ cars a month.  What is needed to build a business on repeat and referrals so you don’t have to wait for “Ups” at the front door anymore.

Information for TODAY
Because I was selling cars just six months ago, I am going to share information with you that works TODAY not what worked five years ago.  In fact, the following outline is what I did to build a successful career in the car business.  It’s how I became the #1 salesperson at the dealership by the second year and broke every sales record at the store.  

It’s why DaimlerChrysler sent a photo crew to Northern Minnesota and interviewed me to find out how and why I succeed and included the information in two online training courses that DaimlerChrysler salespeople go through to become Certified.  

I did it in a clickish town of 17,000 people, in Northern Minnesota where I wasn’t from, didn’t know anyone and it isn’t exactly Boom Town USA.  Being a drop out after finishing the 8th grade and never having made more than $15,000 a year, with my G.E.D. in hand, I entered the car business when I was 27 years old. 

The reason I’m telling you all of this first is because I want you to know, if I can do it then, YOU can do it too!  I’m not the super closer of the universe.  The guy that was born and raised in the town where he sells and knows everyone.  The guy that could sell anything to anyone.  That wasn’t me!  If I can do it, then I KNOW – YOU CAN DO IT!

O.K. lets get to it.  I’m going to start with creating a follow up system.

Follow Up System

One of the biggest differences between a salesperson that sells 20+ cars a month and one that sells 8 to 10 cars, is their follow up system or lack there of.  You see in order to sell 20+ cars a month you need to track everything and have a system in which you follow up with customers.  

Now, I have run into several salespeople who sell around 20 cars a month that are very lacking in their follow up but here is what I have found: 5 years later and their still standing by the front door waiting for ups!  Now I don’t know about you but if I had a choice of standing by the front door waiting for an up who doesn’t like me or trust me or working at my desk setting appointments with people who like and trust me, making more money because of that, I’ll take the latter any day.  If you want to have fun selling cars and make more money, it’s working with repeat and referrals. 

Most sales people spend their time at work waiting for the next up and the sale today that they forget about the customer they sold yesterday.  You have to get the names, address, email and phone numbers from every customer, every time!  

You have two choices for creating your follow up system: Use a computer program to track your customers or use a paper system.  It has to be a SYSTEM.  Not a list of names and addresses but a system.  When to call them, when to email them and when to send mail to them.  Everything! 

HOT TIP: What you do with the names of your sold customers and prospects you have in your database and the ones you continue to collect everyday will ultimately determine your success.

Phone Skills

Whether you’re taking a phone up or calling a customer, the phone is one of the most powerful tools you have.  Most salespeople wing it ever single time they take a phone up.  When I call dealerships to see how the salespeople do at answering the phone, it’s really disappointing to find out how many don’t even ask for my name!

HOT TIP: Every single person that calls into the dealership asks the same questions.  Prepare yourself!  Make an “Objection Manual” (Look under the Closing Skills HOT TIP to find out more) and write in every single question and objection and the best way to handle it.


Closing Skills

Most salespeople know one close and one close only: “If I could would you”?  If you want to average 8 to 10 cars a month, this is the close for you.  But come on, this isn’t rocket science!  You hear the same objection EVERY single time!  

1) “The payments are too high”

2) “I need to think about it”

3) “My spouse isn’t with me”

4) …..

5) …..

If you hear the same response each and every time, what are you going to do about it?  Use one close? 

HOT TIP: Make an “Objection Manual”.  Buy a notebook to put in every single objection you hear and the response you have.  Practice, drill and rehearse.  Practice, drill and rehearse.  Get another salesperson, spouse or friend to practice with you.  Have them read the objection and then you go through your close.   

Branding

Branding yourself as a salesperson is so important if you want to build a business for yourself.  I branded myself “The Car Guy”.  When people first starting calling into the dealership and asking for “The Car Guy”, the receptionist would laugh and say “which one”?  It didn’t take long and she would she would say “One moment please, let me see if he’s available” because she soon found out, there was only one “Car Guy”.

Marketing

Doing your own marketing as a salesperson is a key to making your branding come alive.  I had my own personal website that I would put info about me, testimonials, a link to the dealerships new and used inventory, a special of the week and a research link with a bunch of helpful links to different websites.  I would put the website on my business cards and every mail piece I sent out.  I drove every prospect and customer I came into contact with to my website.  

Create relationships and special programs with area businesses. Mailers, special discounts.

Goal Setting

The definition of insanity: “Repeating the same thing over and over and expecting different results”.  

I don’t care if you sell 8 to 10 cars a month or 15 to 20 cars.  If you want to sell more cars this year, you can’t do what you did last year.  If fact, many salespeople are finding out if they do the same thing this year that they did last year not only are they not selling more cars, they are selling less!

Do you know what ALL top producers in their field do?  They set goals.  They break down everything they do and make a plan of how to increase this year.  How to increase sales, income, market share, etc.  

Goal setting is somewhat of an art all in itself.  It’s quite interesting.  I’m not going to tell you its magic or anything like that but when you set goals and continually look at them, maybe make some adjustments and be committed to them, strange things start to happen.  Short term goals, long term goals, you start making your goals a reality.  It is quite amazing! 

Take Action 

This of course is the most important step of them all.  You can agree with me, like what I have to say, think “What an awesome idea”, “I know I need to do that”. But…..

”Nothing happens until something moves”

HOT TIP: Take one of these subjects and take action.  Just one.  Make it happen.  Do it.  Work on it until it’s done.  Write down WHEN you will have it finished and make it happen.  Make a plan and stick to it.  Make it a habit, just like clock work.  Then move onto the next one.  Habit, clock work.
Where to Start

If your like most salespeople, your wondering where do I start?  I can tell you right now the ONLY place to start is your FOLLOW UP SYSTEM.  Don’t do anything until this is done!  This is a must.  Period!  I have worked with and talked with many a salesperson who has sold cars for 10+ years and they are still only selling 13 to 16 cars a month!  Why?  Because they don’t have a follow up system in place.  They are great salespeople,  they have a good base of loyal customers but they don’t have a system set up to take things to the next level.  To AVERAGE 20+ cars a month takes a system.  Start now!  Take action!  Remember, Nothing Happens Until Something Moves.

BONUS SECTION: VIDEO EMAIL
Most people today still don’t even know that video email exist and I was using it a year and a half ago.  When I say video email, I’m talking about no attachments, no downloads and super easy to use!

If you want to get your prospects attention, send them a video email.  If you want to get a phone ups attention, send them a video email.  If you want to keep not just your name and a picture in front of people but your facial expressions and personality, who you are, the reason they bought from you in the first place in front of your customers, send video email.

What kind of impact do you think you make when you send a VIDEO WALK-AROUND of a vehicle to a customer?  Well, if you have the same impact as I did, you get someone to drive four hours to purchase the vehicle.  Or drive seven hours.  Or decide to come to the dealership NOW not maybe later in the week.

If you want testimonials from salespeople and Internet Managers from all over the country who are using video email and selling more cars because of it, let me know.  The edge your looking for.    

It’s not a matter of IF most people will be using this to communicate, it’s a matter of WHEN.  Just like a business having a website, people sending text email and having a cell phones.  It’s not IF most people will use them but WHEN.

I have packages available for individual salespeople, the Internet Department or the whole dealership.  Just let me know what you want and I’ll get you set up.  If you would like more information, just send me a quick email.  

