SERVICE ADVISOR - EXCEPTIONAL CUSTOMER SERVICE 

For new or inexperienced Service Advisors/Receptionists in the retail motor industry.

The aim of this in depth two day training module is to learn the skills and obtain techniques needed to increase sales and encourage customer loyalty through the Service Department

Content Module 1:
Sales and Negotiations  
The objective of this module is to provide participants with the knowledge and learning to become successful in a sales role as Service Advisors.  Participants will learn to understand and become competent in negotiations with our work colleagues and customers, and to understand and evaluate the services they provide and to analyse the business and market to be successful in their role in After Sales and to provide the complete service for your customers.

Content Module 2:

Quality Customer Care and Service 
The objective of this module is to provide participants with the knowledge and skills to become successful in a sales role as Service Advisors.  Participants will learn to deal with customers objections in a competent manner, understand questioning techniques, how to use opening and closing questions, and examine the difficulties that can arise from dealing with difficult complaints.  They will also learn the correct procedure for vehicle handover to customers.

Programme Trainer: Stephen Simpson – Industry Specialist

Duration: 2 days – 9.30 am to 5 pm each day (Training days are a week apart)

Fee: €650.

