3 Day
Sales Business
Growth Development

Day 1
Focusing on the sales person’s STRENGHTS (Temperaments/Proﬁle Analysis and Strength Analysis)
is the key to make this work. It’s just a simple fact, if a person hates coming to work because they
dislike the work they do, they will not stay very long and the process starts over. If person likes their
job and enjoys their work they can make a good living. It permits them to focus on things THEY LIKE
to do, and they will become a good long term employee.
Understanding your strengths and weaknesses while using them to your advantage
Developing and building a rapport is what makes your customer want to buy from you
Doing less of what you don’t like and more of what you do like
It is also a fact that most sales people have between 3-6 hours a day of "non-productive" time. If we
can harness that time and make it productive for them, they can double, even triple sales over a reasonable period of time. In the basic course, we will show them how to turn one customer into
between 15-100 prospects that they already know.

Day 2
This course is more focused on how to leverage technology. It is based on things that have been
proven effective in today’s market and economy. None of the old 15-20 year old techniques (as they
don’t work). Sadly, the biggest reason we often fail in growing our business is because we don’t even
try or we spend too much time listening to others who say it can’t be done.
Understanding the importance of your CRM
Using the phone, email and social media to create top of mind awareness
Prospecting for new business by letting your old business work for you
Understanding relationship selling and how it can double your business
In the market we live in today, sales people must learn
to do "something" that generates both short and
long-term business in order to stay at the dealership
earn a decent living. In most dealerships, this is
disaster. Most sales people either don't know WHAT
to do or HOW to do it. In many cases we ask the sales
person to do some form of business development
that is NOT their strength.

In this class we will:
Show you how to prospect the easy way
Sell 10 cars a month more than you currently sell
Take your sales presentation to the next level

GET IN TOUCH
Address: 8528 Davis Blvd Site134-376
N. Richland Hills, TX 76182
Phone: 855-693-6527 (Toll Free)
E-mail: support@my365ast.com
WEB: www.my365ast.com

Day 3
Does the following sound familiar? Too often people are capable of great things until someone tells
them they can't, or they tried something once and it didn't work so they gave up. Thousands of sales
people around the country are selling 20+ vehicles a month. The KEY is ﬁnding just a few things that
you LIKE TO DO and designing a plan to execute it.
Roleplay, rehearse & practice
Video day – It’s time to show what you have learned

