Course Name: Introduction to Sales

Course Purpose: Introduce employees the basics of sales and sales culture within the company.

Target Audience: Employees new to their role within the sales organization.

Key Strategies: Provide learners with the opportunity to practice a new skill and compare their results through self-analysis.

“I heard you moved!
Who are you working for 1
now?a” “Hey , how's it “Hey , how's it
going? What are going? What are
you doing these you doing these
dayse” daysg”

Elevator Pitch

An elevator pitch is a brief, persuasive
speech that you use to spark interest in
what your organization does.

You can also use them to create interest
in a project, ideq, a product, or in yourself.
A good elevator pitch should last no
longer than a short elevator ride of 30
seconds, hence the name.

Compare Notes: Media Solutions Elevator Pitch

Compare Notes: Media Solutions Elevator Pitch

What to include Your Answer
. Explain what you DO ; ‘ ’ . Explain what you DO
B e iAo Type your Media Solutions elevator pitch here, then il
. e p Y , . Define the problems you
solve click the experts tab to compare your answer. oo
. Describe the solutions you . Describe the solutions you
offer offer

What to include Subject Matter Expert

I'm part of the Media Solutions group with Impact
Automotive. | help dealers figure out how to target
their advertising dollars to the places that will help

. Provide Information, data or
statistics that show the value
in what you do

What to avoid:

1. Any industry buzzword or
corporate jargon

2. Keep it as close to 30
seconds as possible.

View 2 sample elevator
pitch on the Resoucces
Tab for ideas.
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them gain the most exposure and ultimately sell
more cars. This includes Cartrader, The Blue Book,
and Mydealer.com. Between these three brands, a
dealership can reach its consumers with no problem.
Did you know that the 72% of all consumers use
Cartrader and TBB in their car search? And 95% of
the web is covered by Mydealer.com’s advertising
network? With numbers like these, | can't help but
think I've got the best job in the world!




