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The Insider



This Month’s Tip 





















Character

Be more concerned with your character than your reputation, because your character is what you really are, while your reputation is merely what others think you are. 

Jacob had character. Esau didn’t. Symbolically, we can look to Jacob’s wrestling match with the angel. Those who have character have wrestled with their own personal angel and won a victory that marks them thereafter. 

It has been said that the measure of a man’s real character is what he would do if he knew he would never be found out.

Never do anything to compromise your integrity. Anything worth achieving is worth an honorable and honest effort. Be true to yourself. There are no short cuts to becoming a champion.

The answers to three questions will generally determine your success or failure:

1. Can people trust me to do my best?

2. Am I committed to the task at hand?

3. Do I care about other people and show it?

If the answers to these questions are “Yes”, there is no way you can fail. As a professional, I must be dependable and consistent, regardless of time and place. 

Winning takes character. Individuals must get the most out of themselves. When a body has limited talent, it has to muster all it’s resources to overcome adversity.

Character represents the sum total of a personality – what one is, what one has done and will do. It further reflects itself in actions. Great character has no facades. It shines with honesty, true humility and an inner faith that knows we are but the recipients of a great gift. [image: image7.jpg]6608 00 'shuds o)
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Hard Work








Use practice to build your confidence. Make the sacrifice. Work Hard. Do what it takes in practice to be a winner… however you define it. 





“Even if I’m taking some time off. I’m out there beating golf balls. You’ve got to hit the ball in this game until your hands bleed” 


- Lee Travino, Professional Golfer























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.














Visit us on the web at:


www.johnmelon.com














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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About this Newsletter and John Melon





�My interest in Automotive sales has been long standing and I have had the opportunity to work numerous Auto Shows.  Those include the well known shows in New York and Philadelphia, as well as shows in Atlantic City, Rochester, and Northern New Jersey.


I have also worked as a trainer with a large automotive dealership with over 90 sales people. My position as Sales Manager in another industry gave me many opportunities to train many other sales people.� 


I have known John Melon for some time and I have been following his Automotive Sales Career with great interest. Having read his past Newsletters I have been very impressed with the information that he is passing on to his readers. His newsletters are being used in other dealership training departments as examples of what a successful career Automotive Sales people should be doing.


I know that John treats his position as a career and is in the business to make you and any customers that you recommend very satisfied with the vehicle that you have chosen. 


 








Bill Burd


Colorado Career Consultants











The 2004 Models are already rolling in and the manufacturer knows we need to make room for the new inventory! Rebates are better than I’ve ever seen them and bonus monies have been added in some cases.








Current Rebates *





Cavalier	$3,500


Malibu		$3,000


Impala		$3,000


Monte Carlo	$3,000





S-10		$4,000


Silverado	$3,000


C4500		$3,000


Avalanche	$4,000


Tracker		$3,500


Blazer		$3,000


Trailblazer	$3,000


Trlblazer EXT	$3,000


Tahoe		$3,000


Suburban	$3,000


Venture	$3,000


Astro (All)	$3,000


Express (All)	$3,000





* Choice of rebates or 0% Financing for 60 months/ 1.9% for 72 months.





Corvette carries $2,000 rebate or 0% / 36 months, 2.9% / 48, 3.9% / 60











Additional Bonuses


Active/Retired Military    $750


GM Loyalty Program	   $1,000





GM Loyalty Program is a private offer and is not stackable with either the Military purchase or direct mail offer.
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Nothing Wrong with a Little




















Anyone who’s gotten to know me in the nine to ten months that I’ve been here has probably heard me say something to the effect of, “It’s my intention to be a long-term member of the Front Range Business Community and I’m going to do it one relationship at a time.” 





If you’ve made a purchase from me, you know that part of our conversation inevitably turns to a discussion about how, “Our relationship starts here” during the delivery of your new vehicle.





For me “the sale” is just the beginning of the relationship. I would much rather keep in touch with those of you who have entrusted me with your business and have you keep in touch with me than to never hear from you again.





If that contact is only to let me know you’re having a problem, I want to know about it from you.  I want the opportunity to show you I’m going to do everything in my power to make it right.





Aside from my personal feelings and the associations I’ve had the pleasure of developing with many of you, keeping it touch is also good business sense. If I do a good job with you in the long-haul, you’re more likely to recommend me to your family, friends and co-workers when you hear them talking about buying a new or used car or truck.





No one makes it alone. People will soon forget the records we may be creating. What they will remember is the way we hustled, the poise we had under pressure and the class we showed. 


You can never fully pay back those who have helped you. What you can do is follow their example and help others get started. Take your knowledge, experience and enthusiasm and share it with others.  Teach them everything you were taught. Teach them about class. Teach them how to overcome adversity.





Reach out to as many people as you can. Your impact on other people can be significant. When you touch other peoples’ lives positively, you’ll never go to bed discouraged, be depressed or worry about getting old. The way you feel inside about the people you have helped and about yourself is your payoff.





At some point there’s going to be nothing left for people to remember us by except our legacy. That legacy is being built right now by how we treat each other and by what kind of relationships we develop. 





I was recently told by someone I respect, “Live each day as if it were your last because someday it will be.”





So when does it all end? The improvement? The dedication? The desire?





The challenge doesn’t have to end. You can continue and improve regardless of age. You probably have heard that the mind goes first as we age, but I don’t believe that’s true. It’s the heart. As long as you still have your desire, anything is possible. You can do anything you want to in life if you really want it bad enough. �






























































You start with a dream. But without hard work, you may end up with nothing but the dream. Hold onto your dreams. They’re very important. The ideal situation, however, is to go out and make those dreams come true. Nobody can do it for you. If you’re willing to work hard and make the necessary sacrifices, you can do it.





Unfortunately, there are no easy ways to become the best. If there was, everybody would do it. You can read books, get advice and watch the pros, but you must practice hard if you want to gain the edge on the rest of the field. Practice until you think you’ve done your best; then practice some more. Never be ashamed of having a goal, practicing hard or making sacrifices. They’re important parts in realizing your dream.





At first, you may get by on your natural ability; but this can only carry you so far. The top player on a high school team was not always the best player in junior high. The player who has worked the hardest is usually the one who becomes the best. 





To get the edge, you have to be willing to pay the price for success. This means practicing according to a schedule, and not when you feel like it or when it’s convenient. If you’re serious about reaching your goal, you must be willing to practice when you’d rather be doing something else. 





Even though you may love what you do, you may not love to practice. Everyone likes to win, but how many want to prepare to win?





When you sacrifice, the rewards will be sweeter when you reach your goal. The effort and time you put into reaching your goal will have paid off. Without sacrifice, it’s easier to accept defeat because you haven’t worked hard enough to expect to win. You don’t really deserve to win and you know it.





The greatest winners are the hardest losers. Why? They have worked harder than the others and they have more to lose. You know if you’re prepared when it’s time to perform. If you are, you feel good about yourself and you enter the arena with confidence. But if you cheat on your workouts, you only hurt yourself by creating self-doubt. It’s not the apple in the throat that causes problems, it’s the doubt in the brain. � 





How would you like it if GMAC  made your last 6 lease payments for you?





 That’s exactly what they’re doing in their “Pull Ahead” Program.





 If you’re currently leasing your Chevrolet through GMAC and your lease matures between Aug 1, 2003 and Feb 28, 2004, then you qualify to have the rest of the payments paid.





This may also be an excellent way for some of you to avoid the excess mileage charges if you are coming up on your limits but not near the end of your contract. If you’ve already exceeded your contract miles then the excess mileage charges will still apply, but you won’t be making things worse by accumulating more and you’ll still be getting the remainder of your payments made.





The program will be running until Sept 2nd 2003, so if you’re considering getting out of your lease and it terminates between the two dates listed above, you won’t get a better chance.  � 





John Melon  -  The Insider














