PROSPECTING FOR VEHICLE SALES
For new or inexperienced Vehicles Sales staff who wish to increase their sales and profitability. 

The aim of this one day module is to teach participants practical and effective methods of getting appointments with prospective clients and to develop their understanding of a variety of sales prospecting techniques. 
Content includes:

· Identifying past , present and potential customers 

· Use of the most appropriate prospecting methods 

· Understanding the importance of networking and referrals

· Implementing follow up procedures

· Managing your customer database

· Learning confidence in arranging meeting with clients in a professional manner

· Managing reluctant customers persuasively

· How to maintain a positive outlook at all times

· Recognise when to move on the next prospect  
Programme Trainer: Gaetano Forte and Marie Parkes
Duration: 1 Day 9.30am to 5 pm 

Fee: €365
