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Sales Consultant Workflow

“Am I waiting for deals to happen or am I making deals happen?”

    TAKE PHONE POP OR FRESH UP
    INTERVIEW (Create Customer Entity) / Remember to Search First
Name
Phone Numbers
Email (Goal: Email Capture - 50%)
BEGIN A DEAL (Create Sales Event) (Goal: New Open Events - 30 / Month)
Sales Status (Contact, Store Visit, Demo, Write-up, Pending F&I)

Attach a Vehicle to the sales event (Land on a car in stock)

Six Pack

- Sales Type, Purchase Type, Source, Tracking Code, Ranking, Close Date

-(Goal: Tracking Code - 75%)

Notes - Very important: Why customer did not buy that day.
Customer Trades
PRINT FORMS FOR THE DEAL JACKET

    COMPLETE TO DOS (Goal: To Dos Managed -  80%)
Notes (View and Enter)
Update
- To Do (Complete To Do Status)
- Sales Event (Update Sales Status for Be-Back)
Save/Close

    CREATE APPOINTMENTS
Confirm Appointments – 24 hours in advance 
-Daily Responsibilities >> TO DOS – Appointments / Next 7 Days
-(Goal: Appointment Show - 75%)

    MANAGE OPEN EVENTS (Move your prospects through the pipeline)
Move prospects through the sales process – update sales status.
(Goal: Number of Open Events – Less than 100)

HOT PROSPECTS
Mark Hot Prospects with a close date of 24 hours.

(Goal: Review Hot Prospects with your managers.)
    BUY OR DIE
Work with Open Events until they buy or die. Even with lost prospects, you can create follow-up.        

   UPDATE SALES STATUS FOR BE-BACK
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Daily Check-out Report





Go through “Daily Check Out Report” with manager at the end of the day








Sales Process





My Open Events
































