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Joe Teagh — CEO & Program Developer
Training Automotive Sales Professionals since 1986
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What is your organisation doing to ensure that your
Employees have the skills and knowledge required?
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WHY TRAIN with Joe Teagh?

At TrainThem and Joe T Sales Advantage Programs we know our stuff!!!

Since 1986, our CEO and Program
Developer, Joe Teagh has selectively
recruited, trained and career placed 1000s
of inexperienced Salespeople into careers
within the Retail & Automotive Industry.
These newbie Salespeople have gone on
to forge highly successful Sales careers
and generate strong revenue for
~ themselves and their employing company
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In 1973 — 1975, in a commission only industry, Joe in his early 20s was earning $1000
- $1200 per week when the average car salesperson was earning $500 - $600 per
week. This he achieved through his self-developed sales techniques and initiative to
bring clientele into the Dealership to create his own opportunities.

Joe’s sales career accelerated quickly progressing from Sales Trainee into
Management roles to Dealer Principal within 9 years. His Dealership was highly
successful due to his ability to train his staff. After his Multi Awards winning career
within the Retail and Automotive Industry, Joe in 1986 made his own career change
and started his own Automotive Sales Training business then called Dealpath.

Many of Joe’s former graduates are still in the Automotive Industry with many
progressing into Management whilst others have used their Sales Training skills and
knowledge to opened their own successful businesses.

Our Sales Training Programs are written and delivered by Joe Teagh himself for
Australian consumers. Joe, naturally changes his program content regularly to reflect
today’s market and consumer behaviour.

SKILLS - CONFIDENCE - RESULTS
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nline Sell & Profit Training was set out very professionally. | found the
layout very easy to follow and understand. There was never a time where | felt

bored, the training kept me interested and wanting to learn. 0
Ben Cairnsz July 2016

Q. This program (Sell & Profit) was very enlightening and opened my
eyes up to all avenuesof how to sell myself before a product.
2. Showed me how to bring my talents to the front.
3. How to listen to people before we speak and how to evaluate them.
4. How to move onto all stages of selling to close a deal in any avenue of
selling.

5. Would be happy to recommend to any person or company.é
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(he biggest benefit of completing the Joe TAutomotive Sales Program
was that it gave me direction. Before | was working at Thomson For d as a
Trainee and | felt a bit lost on the whole sales process. Now | feel that |
have the skills to succeed in Sales.
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Jacinta Canalesz Sept 2016 Thomson Ford SalesTrainee

010/10 The Sell & Profit Program is well put together and Joe did an aweso
way to explain everythingg

GThe Automotive Sales Training has helped me open up my knowledge to
Sales and see the big picture on how things atually supposed to be run
compared to how | saw them as a customer. It has given me confidénce.

Angelo Sacriz, Sept 2016 d¥mer Hair Stylist now Automotive Trainee with Thomson Kia

Qoe TAutomotive Sales Program certainly built my confidence up about car
sales and gave me enough knowledge to feel good about starting my
Traineeship.

The continuous support offered by Joe & Tricia is a big thing. Thankyoud

(he TrainThem online Sell & Profit Program was easy to follow, clear voice
AT A OEAE Ol EAAOG8 7EAO ) 1 EEAA OEA i
very inspiring, especially since | am going through a similar  situation.

Joe definitely has a lot of experience which gives me confidence in the
training. Also | can access it anytime, repeat it. No technical issues.o

Mark Alassam z Sept 2016 In Australia on Visa requiring Sponsorship now Automotive
Trainee with To m Kerr Automotive Group
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Back to Basics

Training ONLINE at your own PACE

All of our Online Programs are accessible 24/7 live with Audio and Visual presentation from any
computer, laptop, tablet or mobile device at a time and pace to suit you. No endless hours of
reading or useless downloads simply login and LEARN!
Full workbook included with each program to record notes and review content at any time.

Each Program is available to you to access for 6 months from enrolment. All programs are
divided into individual easy to access sections to enable you to complete your learning
sequentially and to review and refresh your learning within any specific section seamlessly.

OUR PROGRAMS

“WAKE UP” The INSTANT LIFE CHANGING WORKISHOP

&2sm “Unl ock your potential and ct
Joe Teagh

If it was easy to eliminate the negative elements that hold

us back, then we would all do it straight away, but the

reality for many of us is that change is hard to accept. We

resist, we excuse and we carry on, while still wishing for

change.

Thr ough * Wa k eachihg,’you Will Iéaen to@nrich  your life by:
- Always having a positive attitude
- Eliminating negative elements, fears and dealing with obstacles
- Increased confidence and growing greater people skills
- Speaking with confidence on any subject and control the conversation
- Positively influencing others
- Choosing and securing the career you want
- Realising financial security
- Greater level of happiness

- Attaining better and happier marriage or relationship

This Program comprises of 14 Sections and 103 Learnin g Topics




THE COMPLETE RETAIL SALES TRAINING PROGRAM - SELL and PROFIT

franther, The “ Sell and Profit ” Professional Sales Training

“SELL & PROFIT”

incorporates motivation and e  mpowerment for
Sales People while prov iding real skills, formulas
and content.

Ask a Sales person the simple question “who taught them
how to sell?” and you'll discover a simple truth, most haven’t
had formal sales training.

If you’re an individual wanting a career in Retail Sales; if you are a Sales Person looking to refine
your sales skills to make more sales or a Business wanting to motivate your team and really
reinvigorate the Sales Team, then “Sell and Profit” Professional Sales Training is for you.

The Program consists of 11 Sections with 41 Learning Topics covering the A-Z of Retail Sales

VIDEO - BACK to BASICS — 10 sure fire steps to The ROAD to a SALE

JoeT

Sales Advantage Programs

Joe Teagh

“BACK to BASICS”
10 sure fire steps to

The ROAD to a SALE

Full video recording of Joe Teagh'’s - 5 Day Intensive Automotive Sales Training complete with
full explanation of each of the 10 Steps of the Road to a Sale, how to conduct each step with
customers by taking control of the Sales Process and engaging Customers in the process, as well
as role play of various scenarios typically encountered in everyday life with real customers.

Each day is broken into sections to enable ease of learning and ability to replay and refresh
information learnt as well as Easy Use by Managers during Sales Meetings and Training.
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DAY 5

1.

2. THE INTERVIEW
3. TRAINEE TESTIMONIALS

Introduction of Students
RECAP - Online Training — “Sell and Profit”
OBJECTIONS
INTRODUCTION to THE AUTOMOTIVE INDUSTRY & CREATING SALE OPPORTUNITIES
THE ROAD TO A SALE in 10 EASY STEPS
STEPS 1 EXPLAINED
- Initial Customer Contact (On the Showroom Floor)
STEP 2 & 3 EXPLAINED and GENERAL OVERVIEW of the SALES PROCESS
- Assess and ldentify (customer needs and wants)
- Preselection (what to show)

RECAP of DAY 1
ROLE PLAY — Take 1
ROLE PLAY — Take 2
DEFINING DEMONSTRATION DRIVE
STEP 4 EXPLAINED

- Demonstration Drive in Action
THE IMPORTANCE OF PRESENTATION (6 Position Sell
STEP 5 EXPLAINED

- 6 Position Sell (SHOW — TELL and be TOLD with Customer Involvement & Participation)

Assignments & General Recap
LIVE ROLE PLAY
MYSTERY SHOPPING ASSIGNMENT

RECAP & MYSTERY SHOPPING Reports & Discussion
STEPS 6 & 7 EXPLAINED

- Emotional Commitment to Ownership

- Trade in Evaluation
STEP 8 EXPLAINED

- Costing of New Vehicle
STEP 9 & 10 EXPLAINED

- Negotiation

- Closing
AFTERMARKET & FINANCE — SETTLEMENTS
VARIOUS SALES SCENERIOS - Role Play

FINAL RECAP — ROLE PLAY — CLOSE

Implement your learning to

achieve immediate results!
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IN HOUSE SALES TRAINING with JOE TEAGH

RESULTS DRIVEN and COST EFFECTIVE

COULD YOUR SALES TEAM PERFORM BETTER?

DON’T BLAME THEM
DON’T FIRE THEM

LET JOE TEAGH TRAIN THEM

JOE’S TRAINING IS GUARANTEED TO:

- INCREASE CLOSING RATIO BY 30% TO 50%

- ACHIEVE A BETTER AND ENTHUSIASTIC 6 POSITION PRESENTATION OF YOUR PRODUCT
- EFFECTIVELY PERFORM THE “TEST DRIVE”

- IMPROVE YOUR CUSTOMER SATISFACTION INDEX

- GENERATE OUTSIDE SALES OPPORTUNITIES

- GENERATE MORE REFERRALS FROM ALL SOURCES

Contact Tricia Smith (triciasmith@trainthem.com.au) or call Tricia on (02) 8488 6229 to arrange
a meeting with Joe Teagh to discuss how this Training could benefit you and your Dealership.

All in house training is conducted mornings from 8.30 am to 12 noon at your premises for up
to 10 attendees (3 to 5 mornings depending on numbers) and your staff can return to the
showroom floor each day and immediately begin applying their new skills.

Training is suitable for both newbies and experienced sales staff.
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In House Sales Trainingl Modules Covered
(Full Training Manual provided t o each participant)

Introduction

Why Automotive sales?
Who are Our Customers?
Creating a Database
Creating Sales Opportunities
Staying in Touch

Time Management

Preparation

Salespeople come from all walks of life
Attitude

Look at you (How customers pereive you)

Body language

Emotional Selling

What is selling?

What motivates people to buy?

Create emotional ownership ahead of purchase
Build value

Read your customers

Take Action
The dAwhat i fo Factor
Take control of the sale

Control questions

The four types of customers
1. The Undecided customer

2. The Comparison customer

3. The Settled customer

4. The Scout and or MrsAlone

The fRoad to a Salé in ten easy steps

Initial customer contact (showroom floor)

Assess and identify(customer needs and wants)
Pre-selection of vehicle (what to show)
Demonstration Drive (building emotions)
Presentationof features and benefits (gositionssell)
Emotional commitment to ownership

Trade in evaluation

Costing of new vehicle

Negotiation

Closing the sale

The after salei sale

Beware of Aboxed ind questions

Leading with questions

Objections
Defining the objection
Excuse or Genuine concern

The formula
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FREE to you — Automotive Sales Trainees

How much Time & Money do you spend on
Advertising, Recruiting & Training new Sales Staff?

Each year companies spend thousands on the recruitment process,
often this entire process still fails to secure the right capable people
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We Advertise - We Select Them - We Induct Them -

We Train Them and

You Hire Them at no cost to Your Company and under your Terms and Conditions

Each month we select & secure, several positive & committed applicants who want to join the Automotive

Industry in Sales.

Our applicants pay for their own training and are therefore focused and committed on wanting a long-term
career in Automotive Sales.

We will send you an Overview of our Graduates - You may request resumes and schedule interviews with
suitable applicant/s.

There is no fee to you or your Company for this service.

Simply contact Tricia - triciasmith@trainthem.com.au
or call 02 8488 6229 / 0437 874 184

Joe Teagh — committed to training and career placement to the Automotive Industry since 1986
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