
  
TTHHEE  PPRROOFFEESSSSIIOONNAALL                                                                        

BBUUSSIINNEESSSS  MMAANNAAGGEERRSS  PPRROOGGRRAAMM  
  

TThhiiss  pprrooggrraamm  pprroovviiddeess  aann  iinn--ddeepptthh  uunnddeerrssttaannddiinngg  ooff  tthhee  BBuussiinneessss  OOffffiiccee’’ss  pprroodduuccttss  
aanndd  sseerrvviicceess,,  mmooddeerrnn  pprreesseennttaattiioonn  sskkiillllss,,  aa  MMEENNUU  ssaalleess  pprroocceessss  ttoo  ppuutt  iitt  aallll  ttooggeetthheerr  
aanndd  tthhee  cclloosseess  ttoo  oovveerrccoommee  ddiiffffiiccuulltt  oobbjjeeccttiioonnss..  BBuussiinneessss  MMaannaaggeerrss  wwiitthh  lleessss  tthhaann  11  
yyeeaarr  ooff  eexxppeerriieennccee  wwiillll  bbeenneeffiitt  tthhee  mmoosstt  ffrroomm  tthhiiss  pprrooggrraamm  hhoowweevveerr;;  eexxppeerriieenncceedd  
BBuussiinneessss  MMaannaaggeerrss  wwiitthh  nnoo  ffoorrmmaall  ttrraaiinniinngg  wwiillll  aallssoo  ffiinndd  tthhee  pprrooggrraamm  eexxttrreemmeellyy  
bbeenneeffiicciiaall..                                                        

  

 
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 introduction to MENU Selling   
 Meeting and greeting Business Office customers - when, where and how 
 The Benefits of Dealer Plan financing 
 Understanding the disadvantages of bank branch and credit union financing 
 Understanding the disadvantages of credit lines   
 Cash and line of credit conversions    
 How to present and close Dealer Plan financing 
 Innovative monthly payment presentations for finance agreements and leases  
 The benefits of credit life and disability insurance 
 A comparison of dealership creditor insurance vs. bank insurance 
 How to present and close life and disability insurance   
 The benefits of extended service plans 
 How to present and close extended service plans 
 The benefits of vehicle chemical protection  
 How to present and close vehicle chemical protection 

 
 Continuing to sell after the turnover 
 Training and motivating the sales staff with respect to the Business Office 

 
 
 
 
 
 
 
 
 
 
 

INVESTMENT: 
INCLUDES: 
 
 
 
 
 
 

 
 
 

 BM-3 
 3 days: 8:30 a.m. - 4:30 p.m. daily 
 Business Managers with less than 1 year of experience 

Business Managers with no previous formal training 
Experienced Business Managers wanting / needing a tune-up 

 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  product knowledge 

 

 $1200 / Participant 
 Comprehensive 375+ page text-based manual 
 PowerPoint presentation for customers 
 Presentation binder for customers 
 MENUS  
 1 year of toll-free telephone and e-mail instructor support 
 Framed certificate of completion 



 
 
 
 
 

 

wyemanagement.com 
1.888.993.6468 


