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OEMs invest heavily in training their dealer networks. They provide product knowledge, technical 
information, and service support. They ensure the dealer knows how to maintain equipment, 
process warranty claims, and order parts. Yet there is one critical group inside the dealership that 
receives almost no real training from the OEM: the salespeople. 
 
Dealer salespeople do not want more product brochures. They want to know what to say, how to 
position value, and how to overcome objections in their day-to-day conversations with 
customers. A salesperson who understands only features and specifications is not equipped to sell 
eϘectively. A salesperson who knows how to communicate value, establish trust, and guide a 
customer to a confident decision is. 
 
When dealer salespeople are not trained, the OEM loses control of its message. The brand 
becomes whatever the individual salesperson chooses to say. The value proposition becomes 
inconsistent. The customer experience becomes unpredictable. And opportunities slip through the 
cracks simply because the person presenting the product was never taught how to sell it. 
 
When we conduct field assessments, we often meet talented dealer salespeople who have 
passion, personality, and the desire to do well. What they lack is structure. They have never been 
shown how to follow a sales process, how to qualify, how to present options, or how to move a 
conversation toward a close without pressure. They are not underperforming because they do not 
care. They are underperforming because no one taught them the fundamentals. 
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The OEMs that grow the fastest do not leave dealer sales performance to chance. They equip the 
individuals who speak directly to customers every day. They provide simple, practical frameworks 
that help dealer salespeople sell confidently and consistently. When the dealer’s sales team 
becomes more eϘective, every part of the distribution chain benefits. 
 
If this challenge sounds familiar in your network, reach out to us today. We would be glad to help. 
 

Build stronger OEM–Dealer results through clarity, alignment, and measurable performance. 
Explore addiƟonal Connect Channel insights, field sales tools, and dealer development resources at 

www.Connect-CSCC.com 
You can also subscribe for future ediƟons and updates. 
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