Based on over 400 plus nationwide events, over 7 year’s time, and lots of iron moved, the following has worked best for me. Please take what you want and leave the rest. 

 Thanks Tom Stokes, CEO Movingiron Inc 

Customers should enter in two main driveways for the sale. There, they should be met by a valet who will park their car and take keys. Exit area will be thru dealer’s main driveway.

Salesperson should direct customer to the greeter booth for a brief registration.
 
Super Sales Process
 
1. Meet and Greet 
a. “Hi, my name is ______, are you here for the big sale.”
b. “Great, follow me and I’ll show you how it works.”
c. Walk inside and customer will follow.
2. Registration 
a. Fill out a registration form completely.
b. “Let me get a little information that will help me help you win around purchasing a vehicle, today.”
3. Touch Desk – Based on customer. 
a. Run credit.
                                                              I.      Desk decision
                                                            II.      Credit Interview by closer or finance.
1.      Dealer Track
a.       Structure
b. Desk recommends vehicle from inventory.
4. Inventory selection 
b. Salesperson returns to customer with selected vehicle.
                                                              l.      “Based off all the information you gave me, this is the perfect vehicle for you.”
b. Walk around.
                                                             l.      Repore’ building
                                                           ll.      Show all features and benefits.
   lll. Hood and Trunk

c. Demo Drive
                                                              l.      Return and trial close with “Is this the vehicle you would buy right now if all numbers were right in every way!”
5. Four Square 
a. Fill out completely.
                                                              l.      Return to desk
b. Desk Pencils
                                                              l.      $8000 to $12000 over cost.
c. Desk decision on who opens pencil.
                                                              l.      Closer or salesperson?
6. Open Pencil 
A. “Hi, I’m ________, I’m one of the guys that helps put the packages together for the banks. Let me show you a little better way to do the deal, if possible without hurting yourself or your family put down a chunk of cash, and you’ll beat the banks out of thousands of dollars of interest.”  “In this case, the bank buyout is ______, we are paying off your trade, with _____ to _____ down, on a short term loan your payments are _____ to _____.”  “Is that something you can do without hurting yourself or your family.”
B. Write don’t fight. “Folks, if they do this it are a GREAT! deal, if not we will get you right out of here, we don’t play any games.” FAIR ENOUGH? 
C. Return pencil to desk.
D. Have salesperson start putting deal jacket together.
7. Second pencil 
A. Closer introduction, “Folks we are close to a deal, be patient.” 
B. Deal structure and final close in finance.
C. Please ask for help if you need help we are all in this together. 
 

