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Do You Have
a Daily Schedule

ChrisHanson

It doesn’t matter if you 
sell 10 cars a month or 
25 cars, we all have 
lots of time. If fact, 
when we are really 

busy, our daily schedule really comes in 
handy. Just like we talked about in the last 
article, we need to set goals and then have 
a plan for how we are going to accomplish 
those goals. A daily schedule will help you 
accomplish them.

One of the fi rst things to consider is your 
continuing education. Become a student of 
the business. Start the day out by listening 
to a training CD on the way to work. Don’t 
have a long enough drive to work? No 
problem. Do it when you get to work. Go 
to the meeting room and listen or better yet 
watch a training tape. If you want to take 
things up a notch, how about listening to a 
CD on the way to work and then sit down 
and watch a training tape when you get to 
work? Then if you want to really take your 
career to the next level, fi nd a partner at 
work that will commit to role-play with you 
every day and watch your sales go through 
the roof! How many months do sports teams 
practice before they play their fi rst game? “I 
want to think about it.” What are you going 
to say? “Payments are too high.” What are 
you going to say? 

Right after you get done with your training, 
it’s time to head out on the lot. I don’t care 
if you have 100 cars or 1,000 cars on your 
lot, you need to know what your inventory 
is. Walk the lot and take note where cars 
are located, colors and equipment and keep 
a look out for new trades and new program 
cars. You must know your inventory, trust 
me. Your career depends on it. Start walking 
the lot and see what happens. You will be 
more professional and you will know what 
alternatives to offer your customer and, in 
turn, you will sell more cars. Start today.

From here you need to go over yesterday and 
see what you need to follow through with 
and also plan your day. Now you need to 
really fi gure out the best times at your store 

to do things to fully maximize your daily 
schedule. By this, I mean each store has 
different traffi c trends, so ask your manager 
or start paying attention. When does it seem 
most ups come into the dealership? When 
do most phone ups call in? When is the best 
time to get hold of your customers? 

Start by creating and following a daily 
schedule. Here’s an example:

1. Listen to a Training CD on the way to 
work.

2. Get to work a little early and watch a 
training tape.

3. Plan your day.

4. 9 to 9:30 a.m. – Walk the inventory

5. 9:30 to noon, beat the phones to 
death! Watch for ups.

6. Five Appointments! Go for fi ve 
every day. You need to make enough 
contacts by phone each day to 
generate fi ve appointments.

7. 1 to 3 p.m. – Come back to your 
offi ce and hit the phones again. 
Watch for ups.

8. 4 to 5:30 p.m. – Watch for ups.

9. 5:30 to 6 p.m. – Set up the day for 
tomorrow

10. Do this everyday.

Sit down today, create your daily schedule 
and put your career on the fast track. Make 
use of your time while you’re there by 
having direction and a purpose for being 
there beyond your next sale. If you would 
like more details on developing your 
schedule please feel free to e-mail me.

Chris Hanson with Hibbing Chrysler can be 
contacted at 800.901.2862, or by
e-mail at chanson@autosuccess.biz.
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