


Mini Testimonials taken from transcripts of 
 follow-up calls made a few days after the programme 

 
“After the course on Friday I came back to work and sold a VRI at point of handover.  That is the first time 
I have ever done it. And then it happened again on Sat morning. In both cases  I sold add-ons using the 
techniques taught on the course it went really smooth much smoother than before and was 100% 
successful.” I have also made three deals and have used the positive language which definitely helped. I 
feel much more in control and much more positive. Especially add-ons I was always nervous about selling 
VRI and other add-ons but that has now gone and I am really positive and relaxed about selling them now. 
 
Paul Geekie/ Mercedes Benz 
_______________________________________________________________________ 
 
“I sold two cars after the course on Sat and a super guard plus a VRI. I have been having difficulties with 
these since the beginning of the year but found selling them much easier after the course. I also found the 
follow-up reinforcement very useful. Since then my sales of add-ons have increased by over 400%” 
 
Ken Percy   SAAB 
________________________________________________________________________ 
 
“ I had a customer two days ago which I would normally have had difficulties selling to because of the high 
level of natural rapport. However I set my intention as taught on the course and I sold very easily and the 
customer was also very happy with the deal”. 
 
Jane Dalton SAAB  
________________________________________________________________________ 
 
 
“ There was a couple came in yesterday to look at the Harley’s. She reiterated that she will not buy a bike 
the first time she comes in, she has never done it before and she isn’t doing it today. And by the time they 
left I had a signed deposit for the bike. I used the positive language and commands taught on the course. I 
was really pleased when she said this had never happened to her before. I have also been finding the 
rapport techniques excellent. I have also noticed an improvement with my family life and am more relaxed 
and positive in general.” 
 
Gary Vernon SAAB/Harley 
________________________________________________________________________ 
 
 
 
Since the course I am finding I can focus on the customer a lot more and gain rapport easier. A couple 
came in looking for a Black car around £18000. I was able to switch rapport between them and match their 
behaviour and gain rapport with both. I told them I didn’t have a black car I had a silver one at 
 £22 000. I used commands such as “this is exactly what you want” and “this is the perfect car for you”. 
That’s when she started to smile and relax even more. After I used these commands the price went out the 
window and I made the sale.  
 
Derek Carter/ Mercedes Benz 
 
________________________________________________________________________ 
 
 


