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VSC SALES

enough value to justify the retail price '

you are asking the consumer to pay?

Above average F&I managers under-
stand that it is important for the consumer
to be exposed to the service contract long |
before the presentation is made in the fi- !
nance office. The service contract can be

introduced...
-> when the salesperson is showing
the new vehicle to the consumer
- when evaluating the trade
-> when conducting the service walk
- when turning the consumer over
to the F&I manager
~- when in the F&I manager’s office.

Above average F&I managers also
spend time learning how to deal with - 2D you know how to create value?
consumer resistance to service contracts.
At Resource Training, we ensure that F&I
managers know how to deal with every i

conceivable consumer opposition, in- i

SOME OF THE MANY BENEFITS OF A SERVICE CONTRACT ARE:

- A service contract protects against the many items that can fail.

length of the loan.

do the same.

- A service contract can protect against the high cost of repairs.
> A service contract helps keep the vehicle in excellent running condition.

- A service contract ensures the consumer has a car to drive for the

-> Write down another 20 features and benefits, and have your salespeople

Above average F& mana

Vehicles are being made better these
days, but opportunities still remain when
it comes to VSC sales.

gers understand that it is

important for the consumer to be exposed
to the service contract long before the presentation

is made in the

i cluding cost, quality of vehicles and poor
previous experiences.
:  Asyou begin your journey to becoming
! above average, ask yourself the following
questions: :

1 Do your salespeople understand and
support the sale of service contracts?

3 Do you understand how to remain
credible?

4 Do you know how to demonstrate
benefits?
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finance office.

5 Do you have the ability to justify the
cost?

© Do you have a strategy for the retail
price you will be asking from the
consumer?

/ Do you know how to professionally
overcome consumer resistance?

i 8 Do youpresent the service contract to

all consumers all of the time and in a
professional and ethical manner?
Once you and your dealership teams are

i able to answer the questions previously
i outlined, and know how to introduce the
! service contract to the customer, your sales
i will soar and you will truly become an
i above average F&I manager. H

i Dr. Andrew Blazsanyik is a licensed clinical
i psychologist and senior vice president of Re-
i source Automotive. Dr. Blazsanyik’s respon-
i sibilities with Resource Training include
! trainer certification, compliance, program
i development, operations and employee hir-
i ingand supervision. Contact Andrew at An-
i drew.Blazsanyik@us.thewg.com.




