CHECK SHEET FOR TOP PERFORMING COMMERCIAL ACCOUNT MANAGER

1) Integrity
a. Credible and trusted advisor
2) Attention to detail
a. Specing trucks and quoting price with complex incentives
3) Professional Relationships
a. Stay in touch
b. Ask for referrals
c. “Customer for life” mindset
4) Follow-up
a. Populate and update CRM with accurate and relevant information
b. Manage Replacement cycles
5) Problem solver
a. Best solution
b. NOT just replace old truck
6) Talk to Anyone
a. CEO, CFO, CPA, Drivers
b. Existing and new customers
7) Mechanical and Financial aptitude - - ability to learn
a. Cost per mile, TCO, load distribution, weight capacities etc. etc.
8) Full Dealership Representation
a. Represent your dealership’s brand
b. Able to present all aspects of dealership (sales, fixed ops, finance)
c. Works well with all departments. Especially department
management

DO NOT NEED
Have a book of business

Automotive background
Know trucks
Top Tier Training will teach them commercial trucks and transactions.
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