
So Here's the Deal 

A New Resource 
Celebrated F&l t rainer introduces a new resource fo r F&l managers 
and car buyers. Read on t o get the details. By Ron Reahard 

W elcome to the first of what 
will be a monthly written 
and video column in F&I 

and Showroom magazine. I wanted 
to call it, "What's Your Problem, 
Buddy?" but the editor's common 
sense won out over my self-perceived 
sense of humor. 

So here's the deal with "So Here's 
the Deal": It is designed to help you 
help more customers. We both know 
that, at this very moment, every 
customer in every F&I office in the 
country is asking themselves, "I s this 
person trying to help me or sell me?" 
And the answer to that question will 
determine whether or not you're go
ing to sell them your products. 

So how am I going to help you 
help your customers? First, we de
signed this column to provide you 
with answers to questions about any
thing related to F&l , be it a product
specific question, an objection you're 
struggling with, your menu or your 
sales and F&I process. We will also 
address laws and regulatory actions. 
credit reports, desking, F&I compen
sation, and managing and motivating 
your team. Again-and I mean any
thing- related to F&I is fair game. 

While I may not have all the an
swers, I can guarantee you that I 
know someone in the industry who 
does. More importantly, I will get 
you an answer that is not only correct 
and helpful but legally and ethically 
on point. And I offer this service 
with no hidden agenda. All I want to 
do is provide you with the informa
tion you need to help you help more 
customers. 

I also want to make your ques
tions, objections and concerns - as 
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weU as my responses - easily ac
cessible in print, on your desktop 
computer and on your mobile device. 

The second way I' II help you help 
your customers is by making all my 
responses available to them. That's 
right, l want you to share this re
source wit11 your customers so they 
can search and find useful informa
tion about F&l products. So when 
your customers say they don't need 
a service contract because they're 
buying a Honda, not only will you 
be able to see how to overcome the 
objection, you can let your custom
ers see my responses to the questions 
you and other readers pose. 

This concept might have you 
scratching your head, but have you 
ever searched the Internet and found 
an ar ticle or website that had any
thing nice to say about F&I prod
ucts? Just Google "extended warran
ty" or "paint sealant." Unfortunately, 

er valuable products on your menu. 
So if you'd like me to help you re

spond to a common objection, issue 
or concern, use your mobile phone 
to record a video of you posing your 
question. Then upload it to www. 
bightail.com/u/REAHARD. Once 
you upload your video, please notify 
me at ron.reabard@bobit.com. Now 
here are a few points to remember 
when recording your video: 

• Be brief and limit your request 
to one question, concern or problem. 

• State your first name only and 
the city and state where you are lo
cated. Do not mention your dealer
ship's name. 

• Videos recorded in your office 
should not show your store's logo or 
any other identifier. 

• Have someone else record the 
video in landscape position. 

Questions that are especially time
ly or that I feel will benefit the great

all that negative material 
is what your customers are 
reading before they come 
into the dealership or con
suming while they're sit
ting across from you in 
your office. 

SCAN 
est number ofF&I managers 
and customers will be our 
first priority. So upload your 
video and be sure to email 
me when you do. Then look 
for my response on this 
page. You can also go www. 
fi-magazine.com or simply 
ci ick on or scan the QR code 
shortcut like the one on this 

FOR ACCESS 

So while I want to help 
you, the real goal of this 
column is to populate the 
Internet with more posi-
tive in formation about every F&I 
product And the more you click on 
and view this positive information, 
the higher these positive articles and 
comments will appear in Google 
search results. And that means more 
customers will be able to discover 
why today's vehicles need the pro
tection of a service contract and oth-

page. It' ll take you to all 
my responses. And remember: I t's a 
beautiful day to help a customer! a 

Ronald J. Reahard is p resident of 
Reahard & Associates Inc., an F&l train

ing company providing F&l classes, 
workshops, in-dealership and online 

training. Email him at ron.reahard@ 

bo bit.com. 


