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PHONE TRAINING

Ready to invest in your agents’ phone performance?
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Call Coaching

On this call you did a good job of welcoming the caller and getting
their name. Here are three things that you could improve:

« When the caller asked how long it would take to get the vehicle,
you did not use that as an opportunity to invite them in for a test
drive or appointment. You could have said something like “I don't
have an exact date on when it will arrive, but | have some similar
vehicles available now that you're welcome to take a look at. What
dates work best for you to stop by?"

+ You did not ask for any contact information beyond their phone
number. Getting the caller's email and confirming how to spell their
name would allow you to follow up more easily.

« There was no verbal commitment secured for a specified date and
time for a next step like a test drive or meeting with a sales
manager. Using questions like "Does tomorrow at 3pm work for
your schedule?" helps move the conversation toward a firm

CRISP Phone Training is a turnover-proof virtual appointment.

training program for elevated Sales and Service
excellence which includes CRISP Certification for
Sales, CRISP Certification for Service, and LLM-

Based Call Coaching.

CRISP CERTIFICATION
FOR SALES

Arm sales professionals
with the communication
skills necessary for success.
This proven program drives
improved customer interactions
and increased appointment
bookings by following the CRISP
methodology.

VIRTUAL TRAINING
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CRISP CERTIFICATION LLM-BASED CALL
FOR SERVICE COACHING
Enroll Service professionals With the press of a button,
in ongoing content to train and provide expert Call Coaching on
certify on service opportunity inbound and outbound calls.
call handling, declined services, The large language models are
and overcoming customer specifically trained around CRISP
objections. methodology and best practices.

CONTINUOUS PERFORMANCE

Staff members and managers are trained L FEEDBACK
through an immersive, interactive virtual Store managers can see precisely who is

environment.

NEW AGENT TRAINING

New hires are identified through the
Car Wars staff list and are automatically

engaged with training and who is not.

Al-powered coaching reviews calls and

@ LLM BASED TRAINING
highlights where agents followed or

added to be trained and certified. missed key CRISP practices. Managers can

quickly identify areas for improvement and
guide agents with targeted feedback.

GET CRISP AND SIGN UP TODAY.
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