
 

  

SATURDAY, JAN. 21 – PARTS & SERVICE DEPARTMENT SEMINARS  

seminar outline 

Relationship Selling in P&A 
Do you have “your guy” when it comes to car repair, home improvement or accounting services?  Is “your 
guy” someone you trust and have established a relationship with? How about your customer? Is “their 
guy” one of your employees? Discover how relationship building is the best way to create customers for 
life and how to develop relationships using the first two steps of the sales process, the Greet and Probe.     
 

Understanding the P&A Composite 

Does your manager know how to read the department composite? Can he tell if he’s 

winning or losing, and does he understand the behaviors behind the numbers? We’ll 

teach them the Business 101 behind the P&A department data and benchmarks. We’ll 

discuss gross profit, staffing level goals and what makes a profitable P&A. 

Managing the Service Selling Process 

Do you have service advisors that happen to make sales?  Or do you have salespeople 

that happen to sell service?  Which do you want? We will train the proper write-up 

process to build sales and customer retention. 

Service and Parts Liaisons: Rethinking the Non-Tech Job Description  

This class will explain the process, benefits, tasks and pay structures for sharing 

responsibilities of parts specialists and service writers in order to enhance the customer 

experience and reduce mistakes.  

 

Understanding the Service Composite 

Learn the basics behind the service department composite report and understand this 

department’s benchmarks. Know if you’re winning or losing, and understand the 

behaviors behind the numbers. We’ll also discuss gross profit and staffing level goals for 

productive service departments. 

 
Maximizing Efficiency Streamlining Service Process 

This session is designed to make you question your service department practices and 

help you find a more efficient way. Is your system setup with standardized ROs? Who 

and how should you dispatch? How many lifts should each technician have?  

  

 

 

PG&A Pricing/Markdown 
Techniques used in pricing merchandise in the P&A and Motorclothes departments.   
Topics include price escalators, discounting, rebates vs. discounts, and package pricing. 
 

  

 

 



 

  

OBS Product Planning in P&A and Apparel 

OBS inventory can strangle your operation as your P&A/Motorclothes is often the store’s 

largest cash investment. Control it, or it will control you! Identify it. Plan to get rid of it.  

Learn to avoid it from the start. Implement an Open to Buy.  

 

 

  

 

 

Tire Program that Drives Profit in Service 

Tire sales determine the “temperature” of your service department. Are your customers 

returning to your service department for their maintenance work? Average departments 

can see an increase of $29,800 GP in a single year from an effective tire program. We will 

discuss the fundamentals to create such a program in your dealership. 

 

 

 

  

 

 

Discounts vs. Adding On  

Most staff members think 10% off is only 10% less to the bottom line. They are incorrect, 

as it's exponentially less to the bottom line.  In that same thinking, they think adding on is 

just "a little more" to the profitability of the department.  Again wrong! In this course, 

you'll also walk away knowing why adding on isn't a suggestion, but a requirement 

 

 

  

 

 

SUNDAY, JAN. 22 – GENERAL MANAGEMENT & MARKETING SEMINARS  

Platform: Understanding Your Next Step in Profitability  

Discover the latest improvements to the Garage Composites’ online portal and how these 

can help drive a more profitable business for you in 2017.  

 

 

 

  

 

 

Employee Training  
Learn how to create a "plug and play" job description based on a dealership web 
portal. This portal will allow for task development and calendar alerts to ensure that a new 
employee can work like a veteran.  
 

 

 

 

  

 

 

5 Must-Know Marketing Benchmarks  
Five motorcycle industry-specific marketing findings that only members of Garage 
Composites' marketing groups currently know. Find out what to expect in terms of 
marketing ROI for websites, social and e-newsletters. 
.  
 

 

 

 

  

 

 

Eliminating Staff Burnout 
This class has to do with attitude and energy. Lots of science involved here, walking 
students through what scientifically happens when they are in a bad mood, and how it 
affects other staff members. Then we’ll walk through the same scenario when the 
employee is in a good mood. Keeping morale up through the entire year is critical, and this 
class shows the students how.   
 
.  
 

 

 

 



 

  

Improve Your Facebook ROI 
Everybody wants ROI from Facebook, just like everybody wants to take a diet pill and lose 
10 pounds. It ain’t happenin'! Learn what you should expect from Facebook, and what you 
need to put in to it in order to get real results back. 
 

 

 

  

 

 

Dealership Operations Manual 
The time spent creating a few key documents for an operations manual will prove to be the 
best tool you can create for the dealership. The manual will answer: Who everyone in the 
dealership is and who is in charge; what is expected of these people; and how are your 
dealerships operations to be done? 

 
 

 

 

  

 

 

Train and Hire 
Stop interviewing and hiring the old way. It’s antiquated and unsuccessful on all levels. The 
new way is a Casting Call or Train & Hire! Hire as a group! Train as a group! Have a team 
that hits the ground running. Best of all, it’s FUN! You will never go back to the old way of 
hiring, which isn’t what you got into the industry for anyhow.  

 
 

 

 

  

 

 

Transactions/Forecasting 
You just had 500 swings and only seven made it on the traffic log. Why would you spend 
one more cent on advertising?!? Find out the history of how transactional data came to be 
and why it's so much more impactful than worrying about door swing counters.  
 

 

 

  

 

 

Leadership 
We’ll define what leadership is, such as leading by proficiency, consistency and with 
passion. We’ll recognize roles and the importance of doing your job. Plus, we’ll discuss why 
everyone is a leader and how important succession training is in a dealership.  
 

 
 

 

 

  

 

 

Sales and F&I Composite 
There are specific behaviors that can be identified by looking at the F&I composite. How 
does a sales manager or GM use this information to identify trouble areas in F&I? How 
does an F&I manager use these numbers to know what areas to focus their energy on to 
see the largest improvements? 
 

 
 

 

 

  

 

 

MONDAY, JAN. 23 – SALES & F&I SEMINARS 

CRM Utilization 
How to stay in front of customers and become their “I got a guy?” Find out how to expedite 
your customers through the 20 touches and to get them from “just looking” to “just buying.” 
How and when to properly follow up with your prospects and your previous customers by 
using personal “right hand” information rather than product “left hand”-related calls.  

 
 

 

 

  



 Compliance & Coaching from F&I Composite  

We will cover the top compliance holes for most dealers and the most common 

changes in F&I compliance. Every dealership will get something from this session.  

 

  

 

 

Outbound Phone Calls to Generate Business 
What would your business look like if each of your customers that have purchased 
from you only ever purchased from you again? We’ll look into dealerships that are 
actively prospecting and making phone calls. We’ll also discuss scripts that make it 
simple for the staff to pick up the phone and build those relationships. 
 

The GREET 

The Gross (Profit) is in the GREET! The referrals are in the GREET! The repeat 

business is in the GREET! The best closing line is to be a better opener. We’ll give 

salespeople the skills and the confidence to greet properly. The greet is the money 

in the unit deal! 

 

 
Closing Concepts 

We will explain the Big Four closing concepts and how they tap into the human 

emotions of your customers and then tie that into using the Closing Wheel to 

overcome the most common objections from your customers.  

 

 Capitalizing on the Dealership Tour 

This session will focus on what the parts, motorclothes, Chrome consultant and 

service interactions should include so the dealership provides the best customer 

service and gets everything out of every deal. 

 

 

 

Finding F&I income 

The finance office should be your most profitable square footage in the dealership. 

How to build relationships with lending institutions, and develop your systems to 

grow your finance profit exponentially. 

 

 

 

Theory of Lost Income 

It is easy to take any category in the composite and figure out what the store 

SHOULD HAVE generated. This class will walk students through examples, and use 

group exercises per department to run the math themselves.    

 

 
Psychology of Selling 
You didn’t sell 1,000 units last year. You sold 1,000 PEOPLE a unit. You know product knowledge, but do 
you know human knowledge? Humans are emotional creatures, not logical ones. We make illogical 
decisions in all aspects of life, and powersports is included. Learn what drives humans and our buying 
decisions, and how to cause this reaction in people. 

 
 

 


