B SELLING F

One A‘Picture is Worth
A Thousand...

Want to sell more F&I products? Stop talking and start drawing!

professional financial serv-
ices manager must be capa-
ble of making customers
thirsty to learn more about
Srety F&I product, and then help them

“see” themselves in a situation where the
product would be of benefit to them, so
they will want to buy these products. In-
volving the customer in the presentation
allows them to self-discover the value of
these products.

A simple, hand drawn picture on the
backside of your F&I menu or on a legal
pad to illustrate the factory warrantyvs. the
VSA coverage, or the importance of GAP
insurance, is an excellent way to get the cus-
tomer involved. It also keeps them interest-
ed, and helps make an intangible prod-

ct... tangible.

The key to using hand-drawn visual aids
is to make the customer thirsty to see what
you're about to show them, and then using
the information they provide as the basis
for the illustration, so they can see why they
need the product being discussed. Keep in
mind, when discussing any F&I product or
service with a customer, needs discovery is
the most important part of the sales process.

Unfortunately, even though you may
have several good reasons why the cus-
tomer needs your products, if they aren’t
interested in hearing them, you’re not
going to sell them anything. You must first
make the customer want to know more
about the product, so when you utilize a vi-
sual aid, you're responding to their request
for information.

By Ronald J. Reahard

SIMPLE ILLUSTRATIONS

Let’s examine some simple visual aids
we can draw that will help the customer see
the need for your products once you have
presented them using a menu. Each illus-
tration includes numbers to indicate the
sequence you need to use in drawing each
picture, as well as the questions a profes-
sional financial services manager (FSM)
needs to ask the customer (CS) as he or she
draws it to allow the customer to self-dis-
cover the value of the product.

As you read the paragraph on each
product, the number indicates the time to

draw the corresponding line shown in the
illustration. If you practice drawing each of
these illustrations and rehearse the ques-
tions a couple of times before you use
them, you'll quickly discover one picture
truly is worth a thousand words... and
dollars!

VisuaL AID FOR A VEHICLE
SERVICE AGREEMENT (VSA)

CS: “T don’t need any of that stuff”
(Remember that you first have to make a
customer thirsty to hear what you have
to say!)
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Visual aid for a vehicle service agreement
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