Automotive Sales
Corporate Training

Drive Team Excellence with

Expert-Led Automotive Sales
Training
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The Capability Activation Curve

Old State

Unforeseen
Circumstances

Internal Process
Inefficiencies

Difficult Customers

Market Competition

The Turning
Point: Edstellar

Instructor-Led
Group Training

New Outcome
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Advanced Negotiation
Techniques

Digital Engagement
Proficiency

Applied CRM
Strategies

Market Trend
Adaptation
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Course At-a-Glance

16 - 24 hrs

Duration

Instructor-
Led

Format

Virtual /
On-site /
Off-site

Delivery

10,000+
Trainers

Scale

Certificate of
Completion

Qutcome




Prerequisite
Knowledge

Basic understanding
of the automotive
industry and sales

principles.

The Learning Ascent

Milestone 1 -
Process Basics

Lead generation
and vehicle
specifications.

Milestone 2 -
Tech & CRM

Data-driven tactics
and digital
platforms.

Milestone 3 -
Complex
Negotiation
Handling objections

and difficult
customers.

Mastery - Sales
Excellence

Long-term strategy
and foresight.

@stellar@



Curriculum Architecture

ECTEE ECTTER TR

Automotive Sales Implementation & Navigating Challenges
Fundamentals Technology
Establishing the baseline of Applying data-driven tactics Overcoming internal
industry dynamics and the and CRM systems to the bottlenecks and real-world
core sales process. l modern showroom. l market obstacles.

Modules Modules Modules

« Introduction to Automotive  Implementing the * Fundamental Challenges

Sales Automotive Sales Process

 Real-world Challenges to
« Understanding the Making the Process Work
Automotive Sales Process

‘edstellar



Phase 1: Foundation and Process

History & Evolution Role of the Professional

Understanding current market
dynamics.

Key concepts and terminology.

Automotive
Sales

Fundamentals

Customer Service Product Knowledge

Building relationships and Mastering vehicle
understanding needs. specifications and features.
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Phase 2: Implementation and Technology

Course-Enabled
Approach

CRM Integration

Tailored Customer
Approaches

Data-Driven
Conversions

Tailoring approaches to

customer types.

Executing upselling and
cross-selling techniques.

Utilizing CRM systems and
digital platforms.

Setting sales targets and KPIs
for continuous improvement.

@stellor@



Phase 3: Navigating Real-World Friction

Market Competition

Analyzing successful sales
stories and adapting to shifts.

Enterprise
Application &
Real-World
Resilience

Long-Term Strategy Internal Inefficiencies

Preparing for emerging trends
and innovations.

Fostering team collaboration
and communication.

Difficult Customers

Advanced handling and
negotiating complex sales deals.

@stellqr@



Diagnostic Matrix

Challenge Area Current State / Diagnosis Edstellar Course Solution
Struggling with market Implement Market Trend
Strategy competition and unforeseen Adaptation and Long-Term
circumstances Strategy

Internal process inefficiencies Utilize CRM Strategies,

Technology o Data-driven Tactics, and
and reliance on outdated tools Digital Engagement
Losing deals due to difficult Deploy Needs Assessment
Interpersonal customers and complex and Advanced Negotiation

qgueries Techniques

@stellcr@



The ROI Engine
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Target Audience Alignment

4 Strategic & Leadership

« Sales Directors

* Business Development Managers
* Account Executives

“Functional & Management
» Showroom Managers
* Sales Team Leaders
* Sales Support Staff

Technical & Frontline
» Automotive Sales Representatives

» Dealership Sales Associates ,
» Car Sales Executives ¢
» Vehicle Leasing Agents :

(edstellar



Delivery Modalities
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Off-site
Face-to-Face

On-site
Face-to-Face

Virtual Live

- Distraction-free
environment

- Tailored to workplace
environment

- Seamless integration
into schedules

- Direct hands-on
demonstration

- No travel required - Improves team bonding

and morale

- Interactive tools for
enhanced engagement

- Dedicated schedule for
deep focus

- Immediate clarification
through direct interaction



Proof of Impact

“The Automotive Sales training exceeded my expectations in
every way. As a Sales Team Lead, | gained comprehensive
knowledge of consultative selling that transformed my approach
to sales performance. | now handle complex technical scenarios
with enhanced confidence and systematic efficiency. The
instructor’s expertise in financing options made complex concepts
crystal clear and actionable.”

Willard Davidson
Sales Team Lead
Sales Performance Company

edstellar



Global Reach
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Countries Served Languages Supported

English, Espafiol, #i&i%,
Deutsch, 4x )|, Portugués, fg<,
Frangais, H4<&8, and Italiano.
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Including United States, UK,
India, Australia, and Canada.
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Next Steps

Edstellar

CERTIFICATE OF COMPLETION

This certificate is compeeted to

Name Name

Course Title of Complete

Lore: ipsum dolor sit amet, consectetur adipiscing elit, sed
diam ndnummy nnng. enerssd latunt,

E_Dir:-cf oF

Dirgctor

el

Instructor

Initiate Your Team's

Transformation

Email: contact@edstellar.com
Website: edstellar.com
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