[image: image1.png]


[image: image2.png]


[image: image3.png]


[image: image4.jpg]


[image: image5.png]



[image: image6.jpg]6608 00 'shuds o)
00051 %08 O
Tapoual weal

OISl ULjor



The Insider



This Month’s Tip 

























YOUR AUTOMOTIVE HOTLINE FOR 2003   								          VOL 03    ISSUE 01





Copyright © 2003 by The John Melon Group





The way I see it …








"Prescription Before Diagnosis


is Malpractice"








The traditional approach to selling was largely developed after World War II. When the war ended, the demand for consumer goods shot up to an all-time high. Consumers were not very sophisticated, so selling techniques revolved around a typical scenario, which sadly still exists today.




















FOR THE DISCRIMINATING CONSUMER





John Melon�Team Chevrolet�Academy & Bijou�Colo Sprngs, C0�(719) 380 - 6096





From the editor…





Your Responses








Your feedback is important and we openly welcome your questions, comments, quips, concerns and responses.  We reserve the right to reprint your responses in part or in their entirety.


























Written communications should be sent to: 





John Melon�Team Chevrolet�P.O. Box 15000�Colorado Springs,  CO 80935











Or you may telephone John Melon at:





(719) 380-6096








New & Used


Sales and Leasing























The opinions expressed are those of the writer(s) and do not necessarily reflect the opinions of the management, employees, subsidiaries or associates of Team Chevrolet. The mention of Team Chevrolet does not imply an endorsement of this newsletter. 





Thank you, the editor.
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MBI





A Primer on


Mechanical Breakdown Insurance





Thank you





Since we’re beginning a new year, I would like to take a moment to thank all of the people I’ve come in contact with - whether you’ve purchased from me or not - who have taken the time to tell me what they see in me and my approach to my profession. 





So many of you have been quite helpful with our new career and recent relocation from the East Coast:  You’ve  invited my family into your businesses, homes and churches. You’ve told us where to shop for  the best bargains, helped us find recreation for our two boys and shown us quite a bit about your area in general. You’ve helped make a new and uncertain move easy and rewarding. Leigh and I are grateful. 





I’ve previously talked or written to some of you regarding our intentions to be a long-term part of this dealership and community. With that in mind, know that I value your input whatever it may be, and look forward to your continuing comments so I can become increasing better at what I do. 





May God grant you a healthy and prosperous 2003. 











Topic Of The Month …





Let’s call it


“Cooperative Selling”





John Melon  -  The Insider
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"You only live once. But if you work it right, once is enough." -- Fred Allen























Warranty Pointer



































What is MBI ?


All new vehicles are protected by the manufacturer's warranty, typically for a period of years or miles, whichever occurs first. When the manufacturer's warranty expires, all repair costs are your responsibility.





When your car breaks down, the MBI policy is designed to protect you against the high cost of repairs. �








The world of business has changed and continues to change dramatically and rapidly. Markets have grown from local to national to global. Technology no longer offers a competitive advantage, and customers have become much more savvy.  All of these changes and more have created an environment in which salespeople must adopt new attitudes, learn new skills, and gain a new understanding of how to approach and work with their customers or risk losing them to those of us who are willing to make the extra effort.





Cooperative Selling will be the key to differentiation. It represents an obsession with quality and customer satisfaction. It reflects a high degree of professionalism and a primary focus on relationships rather than transactions. It is clear that cooperative selling is a mutual-win situation; one that provides increased security to both parties. This increased security is exactly what the industry needs, given the market and economy changes that are occurring so rapidly. 





When contact is made, cooperative salespeople set the stage for a collaborative, working relationship as opposed to the usual adversarial one. They convey their desire to explore wants and needs. They build credibility and trust. They express their sincere desire to be of service, and they make their competitive advantages known without jumping into a presentation.





The next stage of the process would be an exploration or investigation. Salespeople should convey the message: "Let's first explore your situation to see if there is a need to fulfill."��During this Investigation stage, cooperative salespeople conduct research and do whatever it takes to become an expert on their prospect's situation. Cooperative salespeople could make it clear that they want to help. If, after information gathering, these salespeople find that their products are not appropriate for their prospects, they will forego the sale but have made a friend and business contact. 





The Investigation Stage, and in fact the entire selling philosophy, should be built around the phrase -- Prescription Before Diagnosis is Malpractice�


Keep in mind that, in every phase of a cooperative selling process, the salesperson and customer are communicating well. Enlightened salespeople move on to the next phase of the sales process only after they have received assurances that their customers are in agreement with them on everything that has been discussed. �


The sale continues long after the initial transaction has been made. Professional salespeople communicate regularly about delivery dates, service, and any other relevant matters. They keep in touch with their clients and simply make sure their customers are satisfied with their purchases.





Cooperative Selling means handling every aspect of the sales process with a high degree of professionalism… a “Golden Rule” approach to selling if you will. �


Tips You’ve Sent





A broom is the quickest way to clean snow from a car. You can cut the handle down on the broom and store it in the trunk. 





In the glove box, keep a few Handy Wipes to remove gas odor from your hands from filling the tank. 





Place a bag of kitty litter in your trunk, in case you get stuck in the snow. Sprinkle some under the tires to get traction.





Use carpet strips, foam rubber, or pieces of rubber tire around support studs or framing that car doors open against. 





Laundry pre-wash liquid removes tar from your car's finish. �PRIVATE "TYPE=PICT;ALT=Bullet"�Peanut butter has been known to remove tar from car finishes also. [Would Chunky work better than Creamy? – John]





Avoid putting air in your tires if the temperature is below 10 degrees F. The valve could stick and let all of the air out of the tire.





A radio antenna will slide up and down easier if a coat of wax is applied occasionally. Wax paper works great for this job. Rub the wax paper up and down the antenna, the wax from the paper will coat the antenna. 





Remove the road salt from carpet with equal amounts of vinegar and water. [ I’d try an inconspicuous spot 1st – John]





Clean headlights, chrome and enamel with baking soda. 





Use newspaper to wipe windows dry after cleaning to avoid streaks. 








Traditional salespeople paid little attention to their clients. They approached the market as a "numbers game," delivered a canned pitch to as many prospects as possible in the shortest amount of time. Good salespeople delivered razzle-dazzle pitches to wide-eyed, hopefully receptive prospects. There was little if any information gathering. Instead, the sales process focused on a persuasive pitch and manipulative techniques. Superstar salespeople were those who had mastered the art of arm-twisting.





Traditional salespeople moved from one transaction to the next without looking back. Sales were perceived as one-shot deals.





Unfortunately, traditional selling is not dead. It is still used in the automobile industry. Despite the changes in the marketplace and their desperate need for differentiation, a lot of car dealerships are still insulting their customers with high-pressured, traditional tactics. They are short-term thinkers who must assume there is an endless supply of customers. �It does not take a genius to realize that the focus in traditional selling is misplaced and myopic. The commando approach to selling is obsolete. It does not foster referrals, references, repeat business, word-of-mouth advertising, customer satisfaction, or good will. 


�Is this the basis for long-term relationships? Is this the formula for success? I don’t think so. 





Welcome to 2003! 





Cooperative selling is a philosophy and practice that is being used today by enlightened salespeople; and it is clearly the sales process of the future. This style of selling helps professional salespeople build large, loyal customer bases that generate future sales and provide referrals.





With this attitude, confirming the sale is the logical conclusion to an on-going communication and problem-solving process. There is no need to "close" a sale with high-pressure tactics. People will commit when all their buying criteria are met!





As you may remember, GM started the 0% financing trend in the immediate days after the terrorist attacks of September 11


 with the “Keep America Rolling Campaign. They wanted to make sure they were a steadying influence in a time of turmoil and not come off as if they were trying to take advantage of an extremely unfortunate situation.





Since then many manufacturers, both foreign and domestic, have jumped on board sporadically to either boost sales during slow periods or for specific hard-to-move models.





Although General Motors has run this crusade straight through since its inception in conjunction with other sales incentives, we know it can’t continue forever. They’ll commit to it for only periods at a time – speculatively until the U.S. economy shows signs of improving on its own. Right now 0% financing has been extended until February 28, 2003.


Continued at “0%” on Page 3





0% Financing





The cheap financing has hit GM's bottom line--but not as much as investors feared. Analysts estimate that 0% financing costs $3,100 a vehicle. 





Whether  you take delivery of a car or truck that has the 0% for 36 months or for 60, you’ll be saving between $2,611 and $5,704 on a $30,000 vehicle – or up to $4,234 if that vehicle is at 2.9% for 60 months. These are simple interest loans with no penalties for early payment.





Other incentives currently in place in lieu of the 0% interest rate are the $2,000 cash back on trucks and $3,000 cash back on the cars, Tracker, S-10 and Venture Van.





A recent article in USA Today stated that GM's incentives come even as it is expected to post about a 5% gain in sales over a year ago so they don’t even need to continue them. They aim to create a cadre of loyal Chevrolet buyers that will still be around when a raft of promising new models starts hitting showrooms in 2004. 





So while GM acknowledges that problems may emerge after the campaign expires, it feels that it played a major role in preventing a collapse in the American economy.





Will today's discounts build the customer loyalty that GM needs tomorrow? Business Week says, “The company is counting on its next generation of cars and trucks, designed under car guru Robert A. Lutz, hired last year to add luster to GM's lineup. Otherwise, GM may lose the market share it bought these past 12 months. ” 





"If you have a vehicle people really want," says William J. Lovejoy, GM's group vice-president for sales and marketing, "you don't [need] incentives." Coming soon: a retro-styled Chevrolet compact wagon.





“Keep America Rolling” � 
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