IMPACT-DRIVEN PROGRAM

AUTOMOTIVE INDUSTRY
SELLING SKILLS

Elevating Sales Performance,

Driving Customer Loyalty

The automotive industry is transforming rapidly.
Customers no longer enter showrooms as blank
slates. They arrive with online research, reviews,
and competitor comparisons. They expect
seamless experiences, personalised advice, and
immediate value.

In this environment, a salesperson’s role extends
beyond explaining features or negotiating price.
It's about becoming a trusted advisor who
understands motivations, builds relationships,
and creates experiences that inspire loyalty.

For dealerships and distributors, investing in the
right sales capabilities is no longer optional. It is
the critical differentiator between thriving in a
competitive market or falling behind.

EXPECTED RESULTS

@‘ Confidently apply a structured sales
process tailored to automotive showrooms.

@‘ Uncover hidden buying signals and turn
objections into opportunities.

@‘ Deliver persuasive presentations that blend
product knowledge with  emotional
storytelling.

@‘ Build stronger, trust-based relationships
that increase closing ratios.

@‘ Consistently achieve and exceed sales
targets through resilience and persistence.

www.digitaldolphin.one

® hello@digitaldolphin

LED BY OUR
AUTOMOTIVE
SALES EXPERT

SAMER OBAID has over 20 years of
global experience in luxury automotive
brands and is a seasoned sales trainer
and leader. He held senior roles with
Jaguar Land Rover and Porsche, driving
record sales growth and building high-
performing teams.

A BMW-certified Professional Sales
Executive, Samer is recognized for
expertise in sales management,
dealership performance, and showroom
excellence, making him a trusted expert
in transforming sales teams.
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IMPACT-DRIVEN PROGRAM

WHAT MAKES THIS DIFFERENT

What sets this program apart is its deep focus on the automotive industry.
Every framework, case study, and simulation is drawn directly from real
dealership challenges, not generic sales manuals.

Participants learn through experiential activities that mirror actual
customer interactions, making the training both practical and immediately
applicable. The program also adapts to reflect each brand’s unique DNA,
ensuring the approach aligns with your showroom identity and customer
expectations.

By combining proven global best practices with tailored, hands-on learning,
this program delivers skills your team can apply on the very next day in the

showroom, creating visible results that last.

OUR PROCESS

We go beyond theory with a hands-on, dealership-focused approach:
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Proof of Impact
This program has consistently helped dealerships boost results. Showrooms
recorded up to a 20% increase in closing ratios within three months, while
customer satisfaction scores rose as sales teams built stronger connections.

Salespeople also reported higher confidence and motivation, leading to
better retention. Trusted by brands like Jaguar Land Rover, Porsche, and
BMW, the program has proven its ability to raise performance and build
customer loyalty.
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Apply tools to

improvement,

sharpen selling



