
  
TTHHEE  EENNTTRRYY  LLEEVVEELL                                                                            

BBUUSSIINNEESSSS  MMAANNAAGGEERRSS  PPRROOGGRRAAMM    
  

SSiinnccee  11999911,,  tthhiiss  pprrooggrraamm  hhaass  ttrraaiinneedd  mmoorree  BBuussiinneessss  MMaannaaggeerrss  tthhaann  aannyy  ootthheerr..  
GGMMAACC  UU..SS..,,  TTooyyoottaa//LLeexxuuss  CCaannaaddaa,,  BBMMWW  CCaannaaddaa,,  IInndduussttrriiaall  AAlllliiaannccee  PPaacciiffiicc,,  
OOAADDSS,,  MMDDAA  SSeerrvviicceess,,  SSyymm--TTeecchh  AAuuttoommoottiivvee  PPrrootteeccttiioonn,,  UUnniivveerrssaall  WWaarrrraannttyy  UU..SS..  
aanndd  nnuummeerroouuss  ootthheerr  oorrggaanniizzaattiioonnss  ppaarrttnneerr  wwiitthh  WWyyee  MMaannaaggeemmeenntt  ffoorr  tthheeiirr  
nnaattiioonnwwiiddee  FF&&II  ttrraaiinniinngg..  TThhiiss  pprrooggrraamm  hhaass  bbeeccoommee  tthhee  bbeenncchhmmaarrkk  ffoorr  BBuussiinneessss  
MMaannaaggeerr  ttrraaiinniinngg..  BBuussiinneessss  MMaannaaggeerrss  wwiitthh  lleessss  tthhaann  11  yyeeaarr  ooff  eexxppeerriieennccee  wwiillll  
bbeenneeffiitt  ffrroomm  tthhiiss  pprrooggrraamm;;  iitt  iiss  tthhee  AA--ZZ  ooff  tthhee  BBuussiinneessss  OOffffiiccee  aanndd  ffooccuusseess  oonn  aa  
ccuussttoommeerr--ffrriieennddllyy  MMEENNUU  ssaalleess  pprroocceessss..    
                                            

 
 
 
 
 
 

PROGRAM CODE:  
PROGRAM DURATION:  
WHO SHOULD ATTEND: 
 
PROGRAM OBJECTIVES: 
 
 
 
 
 
 
 
 
 
 

PROGRAM CONTENT:   
 
 
 

 The job description and priorities of the Business Manager 
 Setting up the Business Office for selling success 
 Business Manager Sales Processes 
 An examination and understanding of MENU Selling   
 Meeting and greeting Business Office customers - when, where and how 
 Selling from the credit application   
 An in-depth understanding of Dealer Plan financing 
 Understanding the disadvantages of bank branch and credit union financing 
 Understanding the disadvantages of credit lines and consolidation loans     
 How to present and close Dealer Plan financing 
 Innovative monthly payment presentations for finance agreements and leases  
 An in-depth understanding of credit life and disability insurance 
 A comparison of dealership creditor insurance vs. bank insurance 
 How to present and close life and disability insurance   
 An in-depth understanding of extended service plans 
 How to present and close extended service plans 
 An in-depth understanding of vehicle chemical protection  
 How to present and close vehicle chemical protection 
 Proper and legal computer and bill of sale disclosure - double disclosure 
 An in-depth understanding of consumer credit     
 Effectively presenting and selling finance / lease applications to lenders 
 Continuing to sell after the turnover 
 How to forecast and measure sales performance  
 How to maintain organized, efficient, accurate and legal paperwork 
 Training and motivating the sales staff with respect to the Business Office 

 
 
 
 
 
 

 
 
 
 
 
 
 

 
 
 

 BM-5 
 5 days: 8:30 a.m. - 4:30 p.m. daily 
 Business Managers with less than 1 year of experience            

or Business Managers with no previous formal training 
 Provide participant with sales, presentation and closing skills 
 Provide participant with a modern, customer-friendly sales 

procedure and introduction to MENU Selling 
 Provide participant with in-depth business office product 

knowledge 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

INVESTMENT: 
INCLUDES: 
 
 
 
 
 
 

 
 
 
 
 
 

 

 $1900 / Participant 
 Comprehensive 375+ page text-based manual 
 PowerPoint™ presentation for customers 
 Presentation binder for customers 
 MENUS – hard copy templates and e-templates  
 1 year of toll-free telephone and e-mail instructor support 
 Framed certificate of completion 

wyemanagement.com 
1.888.993.6468 


