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Instructors

Michael Lucki
mlucki@nada.org
Cell: 631.707.4124

Matthew Vollmers
mvollmers@nada.org

Cell: 540.931.6564

Disclaimer 

This course and accompanying materials have been prepared for informational purposes only. Nothing in the course 
and accompanying materials is intended to constitute legal advice. Course participants should contact their attorney 
to obtain advice with respect to any particular legal matter. Any reference herein to any entity, person, organization, 
activities, products, or services as well as any links to external websites, does not constitute or imply any endorsement, 
recommendation or approval by the National Automobile Dealers Association (NADA). The presentation of this 
information is not intended to encourage concerted action among competitors or any other action on the part of 
dealers that would in any manner fix or stabilize the price or any element of the price of any good or service.

Important

All class materials are copyrighted by NADA and are not to be reproduced or incorporated with other training programs 
outside of NADA Academy, without permission from NADA.
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MONDAY
What is one thing you will do differently as a result of what you learned in this section?

What will be the benefits of making these changes? What will be the consequences if you don’t do anything 
differently?

What might be obstacles or barriers to implementation back at the job?

What are a few things you can do to overcome these obstacles or barriers?

List the steps you will take to implement the things you will do differently:

Start date:                                                                                  Completion date: 

Increase our lease Portofolio - More supply of pre-owned vehciles at lease end - Increase in market share 

if we don't do anyhting in regards - Un healthy lease Portofolio - Not having enough used cars - Decrease 

in market share

People don't like change - Interest Rates 

- Searach the market for after market lease providers

- Have a training session on the importance of lease with the sales consultants ,F&I and sales managers

- Set Primary target (% of sales vs other contracts )

- Asses the progress after 1 months

- Correction plan if needed by having more training or continue if success was achieved 

Sept 1st 2020

looking at after market leasing providers to increase our leasing portofolio

Goal : 40 % Currenlty : 30%

- 

- Training sessions to explain the importance of Leasing 

- Explain the benefits for the team including sales consultant& Managment  

Goal : 35% in the first 3 months Reach Goals after : 3Months 

Dec1st 2020
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TUESDAY
What is one thing you will do differently as a result of what you learned in this section?

What will be the benefits of making these changes? What will be the consequences if you don’t do anything 
differently?

What might be obstacles or barriers to implementation back at the job?

What are a few things you can do to overcome these obstacles or barriers?

List the steps you will take to implement the things you will do differently:

Start date:                                                                                  Completion date: 

lo
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WEDNESDAY
What is one thing you will do differently as a result of what you learned in this section?

What will be the benefits of making these changes? What will be the consequences if you don’t do anything 
differently?

What might be obstacles or barriers to implementation back at the job?

What are a few things you can do to overcome these obstacles or barriers?

List the steps you will take to implement the things you will do differently:

Start date:                                                                                  Completion date: 
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THURSDAY
What is one thing you will do differently as a result of what you learned in this section?

What will be the benefits of making these changes? What will be the consequences if you don’t do anything 
differently?

What might be obstacles or barriers to implementation back at the job?

What are a few things you can do to overcome these obstacles or barriers?

List the steps you will take to implement the things you will do differently:

Start date:                                                                                  Completion date: 



©2020 National Automobile Dealers Association. All Rights Reserved.10

Holding Effective Sales Meetings
Sales Meeting #1

Sales Meeting #2

Agenda:

Agenda:

Date __/__/__      Day of Week ________

Time ___-___        Location ___________

Notification Method ________________

Guest Speaker (if any)  ______________

Checks / Spiffs  ____________________

Date __/__/__      Day of Week ________

Time ___-___        Location ___________

Notification Method ________________

Guest Speaker (if any)  ______________

Checks / Spiffs  ____________________

Tip-of-the-Day:

Training / Announcements / General Topics / Food-for-thought, etc. (if any):

Recognition (if any):

Other:

Tip-of-the-Day:

Training / Announcements / General Topics / Food-for-thought, etc. (if any):

Recognition (if any):

Other:
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Sales Meeting #3

Sales Meeting #4

Agenda:

Agenda:

Date __/__/__      Day of Week ________

Time ___-___        Location ___________

Notification Method ________________

Guest Speaker (if any)  ______________

Checks / Spiffs  ____________________

Date __/__/__      Day of Week ________

Time ___-___        Location ___________

Notification Method ________________

Guest Speaker (if any)  ______________

Checks / Spiffs  ____________________

Tip-of-the-Day:

Training / Announcements / General Topics / Food-for-thought, etc. (if any):

Recognition (if any):

Other:

Tip-of-the-Day:

Training / Announcements / General Topics / Food-for-thought, etc. (if any):

Recognition (if any):

Other:

Holding Effective Sales Meetings
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Week 6 Debrief

Agenda

•	 Overview of the Week
•	 Group Composite Objective Review

Week 5 Composite Objective Name _______________________________________________________

Start _____________________ Goal _____________________ Current _____________________

Notes

•	 Management Action Plan Split Up
•	 Employee Retention

	� Sales Meetings
	� Recruiting, Onboarding, Training, Pay, Retention

	– New Vehicle Inventory / Profitability
	� Sell More
	� Gross % of Sales
	� Reduce Expenses
	� Maximize BTL $

	– Sales Process
	� Physical
	� Phone
	� Digital

•	 Relevant Resources

	–

	–

	–
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Management Action Plan Activity and Report Back

Takeaways from Group

Own Management Action Plan Takeaways
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WEEK 6: LEADERSHIP AND GRADUATION!

Homework Reminder
•	 Prior to arriving for your final week, you MUST have all of your homework submitted.
•	 Your Week 5 instructors will send out a reminder email two weeks prior to remind you that your Week 

5 homework is due. Please make sure you submit your homework early; DO NOT PROCRASTINATE!
•	 Additionally, it is your responsibility to make sure that the homework from all five classes (each 

week needs 500 points) has been submitted and your gradebook reflects a passing grade. If your 
grade book is missing an entry or has a low score, you must reach out to the respective instructor 
to wrap up any issues that will prevent you from receiving your diploma during the graduation 
ceremony. Do not have a “diploma-less” graduation!

Week 6 Schedule
Monday through Wednesday
8 am - 9 am:
Week 5 Debrief
8 am – 5 pm: 
Leadership and communication class. Come with an open mind and prepared for introspection.

Thursday
8 am – 3 pm:
Detecting and Preventing Employee Fraud.
4:30 pm – 6:30 pm (unless otherwise announced):
Wine and beer reception at the Westwood Country Club (800 Maple Ave., Vienna, VA) for family 
members of all ages and sponsors. Business casual dress.

Friday
8 am – 11:45 am:
Dealership Planning at the Westwood Country Club. Hotel shuttles will provide transportation to the 
Club. Sponsors are invited to all sessions, mandatory for class members. Two sessions:
1.	 Successors and their families on planning for ownership transition; and
2.	 Professional managers on identifying high-potential employees, constructing training plans and 

developing the next generation of leaders and managers within your stores.
Noon: Graduation reception.
12:15: Class picture; lunch to follow.
1:00 – 2:45: Dealer panel, 10 minute reset, Academy Chair welcome, Class President remarks, Academy 
Chair message, presentation of certificates.

Family members and guests not attending the morning sessions on Friday should plan on arriving 
around 11:45 am. Hotel shuttles will provide transport to Westwood Country Club.

People traveling home directly from Westwood will have access to a closet for their luggage. Arrange 
your own transportation. With prior arrangement, shuttles may pick you up at the Country Club and 
return to hotel if you’re staying the weekend. Plenty of free parking for drivers at the Country Club.




