
5 Simple Strategies to 

Supercharge Your Business 



ALAN RAM’S BIO 

• Honorable discharge United States Marine Corps 1985-Tank Crewman 

 

• Management By Fire Workshop endorsed and promoted by NCM Associates 

 

• Foundation trainer on the all new NCM OnDemand 

 

• Original partner NADA University 



“We are what we 

repeatedly do. Excellence 

then is not an act, but a 

habit” –Aristotle 



Expense Control? 
 

Most businesses biggest 

expense is missed 

opportunities to do business 



A managers two most 

important functions:  

• Managing sales person activity 

• Training  
 



Training= Work 

• Education 

 

• Simulation 

 

• Accountability 



Is your website secretly killing you? 



Insert print screen shots 









Insert scrolling banner-RV 

http://www.campersinn.com/rvs/pop-ups-for-sale.aspx


How do you increase gross 

average per retail unit? 



RV Dealer Family Feud 
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RV Dealer Family Feud 

1. SELL THE VALUE 

2. U/A THE TRADE 
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RV Dealer Family Feud 

1. SELL THE VALUE 

2. U/A THE TRADE 

3. DON’T TALK PRICE ON THE LOT 



How do you increase gross 

average per retail unit? 
 

 

Answer: Get to customers before 

they get to you 



Best Ambush Opportunities 

 
• Sold customers 

 

• Service customers 



Create a culture of business 
development at your 

dealership! 

 

Quit sending your staff 
conflicting messages! 

 



 Have you ever had to bribe 

your kids to get them to eat 

their candy and ice cream? 



 

Re-think your spiffs 



THANK YOU! 
 

SALESPERSON: __________________________________ CUSTOMER: __________________________________ 

 
 

Possible Future Customers: 

Name: _________________________________________ 

Phone:_________________________________________  Relationship:____________________________ 

Possible Interest:_________________________________ 

Comments:_________________________________________________________________________________________ 

 

Name: _________________________________________ 

Phone:_________________________________________  Relationship:____________________________ 

Possible Interest:_________________________________ 

Comments:_________________________________________________________________________________________ 

 

Name: ________________________________________ 

Phone:_________________________________________  Relationship:____________________________ 

Possible Interest:_________________________________ 

Comments:_________________________________________________________________________________________ 

 

 



 

39% of potential customers say they 

won’t return to your dealership 

because they didn’t like the sales 

person that originally waited on 

them. 



 

200 fresh walk-ins X 39% don’t like 
their salesperson = 78 that 

salesperson does not have a 
chance with.  



78 X 25% (conservative)be-back 
rate = 19 be-backs.  

 

Just by having someone in 
addition to salespeople 

following up unsold customers! 



 

 

Text email causes 
misunderstandings  

and ruins relationships! 



 

Ripped from the headlines! 



New Study of Obesity 
Looks for Larger Test Group  







 

 



 

 

 

 

3 Ways Information is Passed & Absorbed 

 

 



3 Ways Information is Passed & Absorbed: 

 

 

• Written Word/Text (Most Email) 7%  

 

• Voice(Tone/Inflection) 38% 

 

• Visual Cues (Facial Expressions/Body Language) 

55% 

 

 

 



 

 

If you’re going to email; use video 

email! 



 

 

http://www.covideo.com/p.php?s=95815f3747


http://www.covideo.com/p.php?s=63f64e347e


 

 



Action Items: 

• Train your people to do their jobs! 

 

• Don’t let your website turn your buyers into 

shoppers 

• Re-think your spiffs 

• Increase gross profit per retail unit by taking 

advantage of ambush opportunities 

• Make sure someone in addition to sales 

people is following up each unsold customer 

• Embrace video email 



“Alan Ram’s training has been a huge part of our 

dealerships recent success. Our people now have an 

easy to execute game plan for converting traffic off 

the phone and internet that gets us results daily.” 

 

 

Tyler Foss  

General Manager  

Sunset RV 

 



Please call (866) 996-4665 to schedule a 15 minute 

demonstration of our ADAPT Virtual Trainer and to find 

out about specific RVDA pricing! 

 

OR 

 

For information on our Management By Fire Workshops 

 

Cell: (858) 248-0100 

alan@alanram.com 

Follow me on Twitter! @TheAlanRam 

Add me on Facebook! Alan Ram 

mailto:alan@alanram.com

