Quick Check List for Success by Tim Ross

If you feel you are not closing people at the front counter, start evaluating your on-boarding process of customers who call on the phone or come in to your store.  

· Are you saying yes to each customer? (versus re-scheduling people in on your schedule versus the customer’s schedule)

· Are you providing consistent speed of service?

· Are you showing your customers each repair or service needed? (focus on one service or maintenance item not multiple issues, one is enough for the new customer to handle on the first visit)

· Do you practice pitching the job on each other before you talk to a customer to make sure you have it down?

· Are you prepared to handle any objections the customer might throw at you?

· Are you printing out the vehicle maintenance schedule for each car to show the customer?

· Are you doing a PMI on each vehicle no matter if the car comes in as a broke car or oil change?

If you are having problems, please let me know.  I encourage you to attend the Tuesday webinars each week to hear about all the techniques and strategies used to help each store maximize their return from all their marketing.

