
The Mar-KeeGroup 
presents

Lesson Plans

Taking Dealership Team Members to the Next Level



INSTRUCTIONS

Easy as 1-2-3!

Step 1:  Log into www.eAutotraining.comwith your user name and password. Takes you to CourseListing.

Step 2:  Select a training segment from those modules to which you have been given access. 
(Available levels are Platinum, Gold, Silver and Bronze.  See management for your access level.)

Step 3:  View segment(s), take exam and review Printable Course Material. 

The Mar-KeeGroup invites all department heads to call us for a walk-through of the program. 

We are anxious to assist you in the roll-out of eAutotraining.com

www.markeegroup.com   888-300-4629   www.eAutotraining.com



Sales Department  (189 recommended segments)

View each segment within a module until complete; then periodically review. 

Modules Number of 
Segments

Recommended 
Frequency for 
Review

Success Road to the Sale 24 Quarterly

Incoming Sales Calls 6 Quarterly

Follow-up and Creative 
Prospecting

7 Quarterly

Advanced Negotiating & 
Closing  

48 Monthly

Consumer Leasing 6 Bi-annually

Pre-OwnedSales 2 Quarterly

Value Building 33 Quarterly

Complimenting F&I 6 Quarterly

Time Management 3 Bi-annually

Teamwork 7 Bi-annually

Conflict Resolution 5 Bi-annually

CommunicationSkills 13 Quarterly

5 Principles of Success 1 Annually

Habits for Life (OIAT: 
Success & Motivation)

4 Annually

Specialty Success 
Segments

24 Quarterly

These courses are 
designed to improve 
the skills and 
performance of all 
salespeople, 
regardless of 
experience level. 
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Sales Management  (231 recommended segments)

View each segment within a module until complete; then periodically review. 

Modules Number of 
Segments

Recommended 
Frequency for 
Review

Sales Management
Training Series

25 Quarterly

Road to the Sale 24 Quarterly

Incoming Sales Calls 6 Quarterly

Follow-up and Creative
Prospecting

7 Quarterly

Consumer Leasing 6 Quarterly

Advanced Negotiating and 
Closing

48 Quarterly

Selling Pre-Owned Vehicles 2 Quarterly

Value Building 33 Quarterly

ConflictResolution 5 Bi-annually

CommunicationSkills 13 Bi-annually

Teamwork 7 Bi-annually

5 Principles of Success 1 Annually

Setting & Achieving Goals 
(in SpecialtySuccess Seg.)

2 Annually

SpecialtySuccess 
Segments

24 Annually

F&I 28 Annually

This Sales Manager is 
ǘƘŜ ά/ƻŀŎƘέ ƻŦ ǘƘŜ 
sales team. As such, 
leadership skills, 
team-building, 
communication skills 
and a firm grasp of 
the sales process are 
essential for success.
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Finance & Insurance  (188 recommended segments)

View each segment within a module until complete; then periodically review. 

Modules Number of 
Segments

Recommended 
Frequency for 
Review

F&I Series Training 28 Quarterly

Sales Management 25 Annually

Advanced Negotiating 
and Closing

48 Bi-annually

Conflict Resolution 5 Bi-annually

Teamwork 7 Quarterly

Value Building 33 Quarterly

Setting &Achieving 
Goals

2 Annually

5 Principles of 
Success

1 Annually

Selling Pre-Owned 
Vehicles

2 Annually

CommunicationSkills 13 Annually

SpecialtySuccess 
Segments

24 Annually

This training is 
designed to elevate 
the selling and 
communication skills 
of the person who 
touches virtually 
every customer who 
buys a vehicle from 
your dealership. 
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Service Department  (132 recommended segments)

View each segment within a module until complete; then periodically review. 

Modules Number of 
Segments

Recommended 
Frequency for
Review

Service Advisor Road to 
the Sale

18 Quarterly

Selling Specific Services 7 Monthly

Advanced Selling
Techniques

18 Quarterly

Overcoming Objections 10 Quarterly

Customer Handling Skills 21 Quarterly

Competing in the 
Marketplace

11 Quarterly

ConflictResolution 5 Quarterly

CommunicationSkills 13 Annually

IncomingSales Calls 6 Quarterly

Time Management 3 Annually

Teamwork 7 Annually

5 Principles of Success 1 Annually

Personal Motivational 
Strategies

9 Quarterly

Receptionist 3 Annually

It is imperative that 
Service Managers and 
Advisors are at the 
top of their game to 
ensure profitability 
and customer 
retention.
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Dealer / G.M.  (220 recommended segments)

View each segment within a module until complete; then periodically review.

Modules Number of 
Segments

Recommended 
Frequency for 
Review

Sales Management 25 Bi-annually

Success-Road to the 
Sale

24 Annually

F&I 28 Bi-annually

Service Advisor 
Performance Plus

100 Annually

Exceptional 
Leadership in a 
Challenging Market

3 Quarterly

Teamwork 7 Quarterly

ConflictResolution 5 Quarterly

CommunicationSkills 13 Quarterly

Setting & Achieving 
Goals (in Specialty
Success Segments)

2 Annually

5 Principles of Success 1 Annually

Time Management 3 Quarterly

Personal Motivational
Strategies

9 Bi-annually

The Dealer or G.M. 
can now be familiar 
with all training 
viewed by their staff. 
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Receptionist  (41 recommended segments)     

View each segment within a module until complete; then periodically review.

Modules Number of 
Segments

Recommended
Frequency for 
Review

Receptionist Training 3
Monthly

ConflictResolution 5 Monthly

Communication Skills 13 Quarterly

Teamwork 7 Quarterly

Time Management 3 Quarterly

Personal Motivation
Strategies

9 Quarterly

5 Principles of 
Success

1 Bi-annually

The receptionist is 
very often the first 
impression the 
customer gets of 
your dealership. 
Make sure it is a 
good one.
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