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Do you accept mediocrity on your 
showroom fl oor?

BY CHRIS SCHULTHIES

In new vehicle franchises through-
out Canada and the U.S., it is not 
uncommon for a dealership to have 
a salesperson or two who deliver 15 
to 25 vehicles per month.  It is also 
not uncommon to have two or three 
salespeople who deliver 10 to 12 ve-
hicles per month.  However, what 
appears to be more common in our 
industry is the larger contingent of 
salespeople who deliver four to sev-
en vehicles per month, which begs 
the question: Do you accept medioc-
rity on your showroom fl oor? 

Top-performing sales profession-
als are disciplined, goal-oriented, 
knowledgeable and self-motivated.  
They set high standards of sales per-
formance for themselves (usually 
motivated by money, lifestyle, recog-
nition and competition) and consis-
tently achieve them.  

The larger group of lower-perform-
ing salespeople in our industry, how-
ever, is often not driven by money, 
lifestyle, recognition and competi-
tion, and are often not self-motivat-
ed.  

Now, you might be thinking: 
“If they’re not driven by the rewards 
of high producing salespeople, why 
are they in commission sales?”

The answer to that question is var-
ied. During the interview process, 
many poor performers indicated to 
the sales manager that they were in 
fact motivated by the trappings of 
success.  And during the interview, 
the poor performer may have been 
motivated to simply get a job with-
out understanding its challenges and 
performance requirements. Some 

poorer performing salespeople also 
tell us that they are reasonably sat-
isfi ed with their lower-than-average 
sales performance because they re-
ceive a company demo and their wife 
or husband earns a good income and 
is the primary bread winner. 

I am not suggesting that every 
salesperson has the talent and skills 
or desire to sell 15 to 25 vehicles per 
month. What I am suggesting is that 
lower-performing four to seven vehi-
cle per month salespeople need de-
fi nitive guidelines for unacceptable 
monthly sales performance and need 
strong leadership from their dealer 
principals and sales managers to 
help motivate them and change their 
mindset of mediocrity.

In other words, a large number of 
salespeople will slide to the bottom 
echelons of monthly sales perfor-
mance because we allow them to — 
yes, we permit it by not holding them 
to a higher standard, not demand-
ing minimum levels of sales perfor-
mance and not creating a culture of 
sales process, training, motivation 
and success.

Oh, I know that we say we do, but 
we rarely enforce our own minimal 
standards.  In many dealerships we 
permit and even justify poor perfor-
mance with excuses like: “It’s differ-
ent in our town; “There are no good 
salespeople out there;” “It’s too 
diffi cult to fi nd good salespeople.” 

Hence, many dealerships have sur-
rendered, begrudgingly, accepting 
mediocre or poor performance and 
have become hostage to salespeople 
who deliver four to seven vehicles 
per month simply because manage-
ment has convinced itself not to ex-
pect too much from salespeople in 

today’s environment, or lost faith in 
its own ability to attract, hire, train 
and develop a professional, high-per-
forming sales force.

Consider this comparison. A few 
years ago when I was developing 
national training for GM’s Optimum 
program, I had the opportunity to 
study large, successful independent 
used vehicle dealers throughout 
Canada and the U.S.

It was interesting to note that in 
most of these highly profi table in-
dependent operations with staff of 
eight or more salespeople, the aver-
age salesperson delivered 12 to 15 
vehicles per month.

A salesperson who delivered 15 to 
25 was considered good, but not nec-
essarily a top-notch performer. When 
I interviewed these dealers and their 
salespeople, several reasons for 
their higher performance emerged.  
First of all, many of the independent 
dealer principals had never worked 
inside the new vehicle franchise sys-
tem and had not been infl uenced by 
their standards of acceptable and 
unacceptable sales performance. In 
other words, they didn’t know any 
better and felt that a minimal level of 
acceptable performance for a sales-
person should be about 12 vehicles 
per month.

Second, many independent dealer 
principals told me that at one time 
when their stores were a tiny corner 

lots, they were the sole employe
When it was time to hire their fi rst 

salesperson, their rationalization for 
a 12 vehicle per month performance 
was simply that it would be the re-
quired minimum in order to justify a 
second person in the business.

Third, when the dealer hired his 

fi rst salesperson, the dealer himself 
was commonly selling 20 to 25 ve-
hicles, hence the dealer thought it 
wasn’t too much to ask for a sales-
person to sell 12 or more at a mini-
mum.

I’m not trying to ruffl e anybody’s 
feathers by drawing comparisons to 
the independents — there are ad-
vantages and disadvantages on both 
sides.  What I am trying to point out 
are these simple facts:
• When a dealership decides that 
there are minimal levels of accept-
able sales performance and is not 
infl uenced by the mediocrity of its 
competition or trading area and en-
force them with an atmosphere of 
support, individual sales increase.  
• When a dealership does not allow 
itself to be held hostage by salespeo-
ple who sell four or fi ve vehicles per 
month and overcomes the fear that 
the guy who sells fi ve cars a month 
will quit, individual sales increase.  
• When a dealership truly believes 
that its salespeople are capable of 
higher performance, individual sales 
increase.

• When a dealership provides 
leadership, training, coaching and a 
highly defi ned sales process to help 
four to seven vehicle salespeople be-
come 10 to 12 vehicle salespeople, 
individual sales increase.
• And when a dealer principal and 
management team decide that its 
time to raise the level of perfor-
mance and create a vision for their 
dealership and a positive, fun and 
rewarding work environment, indi-
vidual sales increase.

Although these facts may seem 
simplistic, what it really comes down 
to is simply deciding as dealers and 
managers that selling four to seven 
vehicles per month is unacceptable 
sales performance. At the same time, 
simply deciding that you and your 
sales staff deserve more is not the 
simple answer.

The answer to changing the cul-
ture of “acceptable mediocrity” lies 
in leadership, training, coaching, 
motivation, the implementation of 
a modern, highly defi ned sales pro-
cess all packaged with a fun, positive 
and supportive work environment. 

Chris Schulthies is a senior partner  
with Wye Management. Wye Manage-
ment trains salespeople, F&I manag-
ers, used vehicle managers and sales 
managers throughout North America. 
Schulthies also speaks at dealer con-
ventions and 20 Groups and develops 
national training programs for OEMs.

“in most of these highly profi table 
independant operations with staff 
of eight or more salespeople, the 
average salesperson delivered 12 

to 15 vehicles per month.”

CAW pg.18.indd   2CAW pg.18.indd   2 8/9/07   2:39:14 PM8/9/07   2:39:14 PM



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /CMYK
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments true
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA <>
    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /ConvertToCMYK
      /DestinationProfileName ()
      /DestinationProfileSelector /DocumentCMYK
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles false
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /DocumentCMYK
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


