
RTS PROCESS STEPS

8.Justify

9.Negotiate

7.Test drive

Set agenda, procedural statement or sign post

Build quotation around 4 Square OR Optimizer
Get finance figures from BM, SM or Sales 
Controller dependent on internal process 

THIRD PARTY TO or 2nd face to  SM

BM Captive Referral?

Key SM Attitude activities include
Motivation
Daily Meetings
One-on-ones
Daily Goal setting
Face to Face Sales Training
Telephone Sales Training 
Product training
& DIGITAL INFORMATION

Get trade-in price from SM or cross check pricing with third party
Check values online through Car Portal (VAuto, Autotrader, VinSolution, Deltapoint or similar)

100% Driven trade-in policy
Do not price at this stage
Touch desk with SM to:
1.CHECK SP QUALIFICATION
2. REDIRECT SP IF REQUIRED

Present tailored
Features
Advantages
Benefits
To match web based presale 
research & SP qualification

Identify objection type - Price, Time or Competition ?

BM Referral

3.Meet and 
Greet

10.
ClosePRE-CLOSE

TRIAL CLOSE

6.Present

Give a 5 or 6 Step walkaround (also known as a Static demonstration)

MAKE SURE THE VEHICLE OF INTEREST 
IS DISPLAYED AT ITS VERY BEST

5.Trade-in 
appraisal

4.Qualify

M.A.N
5 DECISIONS

Digital pre-sale activities include:
Product research
Portal research
Website research (including PDF downloads)
Price research (new vehicle and trade-in)
Dealer research & rating reviews
Social media
Youtube
Search engine , Google 

Implied needs
Explicit needs

Emotional Needs

GOAL FOR A PHONE, CHAT,SMS OR EMAIL 
ENQUIRY IS TO SET AN  APPOINTMENT TO 

MEET THE CUSTOMER FACE TO FACE - ALWAYS 
RECONFIRM APPOINTMENTS MADE

Deliver quotation with enthusiasm!  

No objections – proceed to close

TRIAL
CLOSE

90% Names & numbers, 50% Appointments made, 40% kept, 20% sale ratio

2.DIGITAL
PRE-SALE

1. ATTITUDE
& FOCUS

YIELD

Chat & SMS

It all starts here

For the 21st century 
customer their 

journey starts here
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