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brochures and saying “There you go, sell some-
thing!” has gone on for years. We give new hires little
or no guidance and then kill them at the desk when
things go wrong. We train on the job with managers
who have little time to accomplish their own tasks,
let alone guide someone on the proper ways of prod-
uct demonstration, qualification, or
even more importantly, negotia-
tions. This only instills poor selling
habits.

Then on the rare occasion that
someone evolves into a good sales-
person we make him or her a manag-
er and the process starts all over
again. We wonder why we can’t keep
and hold good people.

When someone is elevated to the
position of manager, what is it that
you expect of him or her? There are
always objectives involved, but what do you do to get
them to the objectives you’ve set? Is there a specific
career path that you put your employees on? Is send-
ing a manager out of the store for a couple of days
really as impossible as you believe it is?

Being short-staffed for a few days may hurt a little
now; however, it’s guaranteed that not taking the
time to properly train, motivate and develop your
employees will be painful even if you don’t notice it
right away. After all, what exactly does it cost to ter-
minate one employee who doesn’t work out and re-
place them with another?

Here are a few things for you to think about be-
fore you hire one more employee:

* Do you have a training plan in place for new
hires (experienced or not) that is specific to all job

titles, able to measure performance and progress,
maintains accountability and consistent in its ap-
proach?

* Do you have detailed job descriptions for all po-
sitions in the dealership, including minimum, en-
forceable, performance standards?

* Are your expectations clearly and frequently
communicated to your entire organization?

* Does it take longer for you to dismiss someone
who is not meeting minimum requirements than it
did to hire him or her?

* Do you have a big enough carrot available to mo-
tivate people to overachieve?

In the end what appears to be additional cost and
effort upfront are simply the necessary steps to in-
creasing your dealership’s strength, customer satis-
faction, and revenue. Before another year ends,
make a commitment to your employees. Give them
all the tools they need to make everyone a success. H

Editor’s note: Jim Devitt is a national training
specialist with Automotive Professionals, Inc. (API).

F & | Management & Technology B December 2002 / January 2003



