


“To The Top Performance”

Over many years we have all attended various motor industry sales
performance courses, predominately they are designed for motor
car sales personnel and are a broad base of sales skills.

- “To The Top Performance” (TTTP) was created specifically for the
commercial vehicle sales market. TTTP comes with over 40 year
xperience in the motor industry.

owledge comes from a wide range of experience
ial vehicle field from Motor Mechanic, Motor
gement (corporate) and Dealership Me
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What does TTTP offer

Professional Sales Training for all motor vehicle categories
including:

1. Specific Sales Training — Training programs specifically designe
- to your needs

roduct Presentation — How to present your product to g

en onstratlon — How to prepare fo
e your product to its bes
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9. Service Reception Training — Specific Training for service
reception personnel
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0. Sales Person Driver Training

ustomer Driver Induction

omer Vehicle Induction
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Vehicle Hand Over Specialist

The delivery of a new vehicle is an exciting time for both the customer and dealership. But how
often do we see sales people do all the paperwork, get the money and hand over the keys and
un.

om a dealership point we do not want the customer to take his vehicle and go, we need
e profit from him. Hence the hand over specialist program.

staff in general have difficulty introducing customers to the service department.
r speaking, sales tend to think they own the customer. Reality is the dealershi
r and therefore every department needs exposure to him/her.

cialist would generally be the service receptionist. This st
r to the service department. This is not taking cust:
vho must continually follow up and b
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Customer Priority Retention (CPR)

* |ntoday’'s market one of the most frustrating aspects is maintaining
and growing your customer base. Many manufacturers and dealers

~ spend many thousands of dollars on media advertising and yet pay
little or no attention to their most effective, cost efficient method of

_customer retention.

, being their own staff.

es there is a small percentage of dealer
tomer as a source of i income. |
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Customer Priority Retention (CPR)

* |t can be said that most dealer management and sales staff
recognise a customer and treat them with due respect. But even
~ they, at times, forget that the customer is a person not a problem o

legs.

‘customer has contact with a dealer representative and has
g of discomfort, chances are he/she will not return anc
tell quite a few of his friends. If he/she feels satis
2 with the relationship, he/she will return anc
alership. !
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In the motor industry we have several levels of customers:

— Manufacturer — both internal and external customer/suppliers
— Manufacturer — to dealer through either sales, service or parts
- Dealer — to end customer, other trade suppliers and internal

ose areas have the potential to increase profit by followi
nple guidelines.

1 is designed not just for the fro
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Total customer satisfaction is not something that comes easily, it
must be worked at.

he customer is a PROFIT Centre, and he is a mobile one,
efore if we do not understand his needs and treat him wit
ct, we can expect to see our competitors growing witt
S we have handed to them.

1ing between being average at
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