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As we all know, advisors have many responsibilities. Beyond their operational 
responsibilities, such as opening the shop and keeping their workspace clean, 
they are also responsible for generating sales, generating gross profit and 
ensuring you have happy customers. Now here’s where their job description gets 
a bit more complicated. 
 
If you were to ask most advisors what their job is with each customer, the 
majority would say it’s to write up the repair order, ensure the vehicle is properly 
inspected, put together an estimate, and then share their discoveries with the 
customer.  They’ll likely say it’s also their job to answer any questions the 
customer may have and to ensure the authorized services are completed in a 
timely and professional manner. While these are all important aspects of the job, 
there is another crucial responsibility that many advisors do not even realize they 
have.  Simply put, this responsibility is to help your customers make decisions.  
 
I’m sure you’ll agree that very few customers are familiar with the mechanics and 
technology found in today’s automobiles, and it’s for this reason they turn to 
shops like yours.  They look to you not only for the diagnosis, but for help with 
sorting through your discoveries and making the right decisions.   
 
                                                                          Continued on next page   

Mike Kost  
World-Class Elite Business Development Coach  

The E l i te  Mission Sta tement:  E l i te ’ s  m iss ion  i s  to  u se  our  team o f  the  top  exper ts  in  Amer ica  t o  he lp  
automot ive  profess iona ls  r each  the i r  goa ls  and  l i ve  happ ie r  l i ve s ,  wh i le  e levat ing  the  indus t r y  tha t  we  love  so  
much .  Th is  m iss ion  w i l l  be  accomp l i shed  w ithout  ever  compromis ing ou r  e th i c s ,  o r  t he  t ru st  tha t  i s  p laced  in  u s .  
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Mike has many qualities that make it an absolute pleasure having him as a part of our family. 
Not only has he done an incredible job with his own shops and with his coaching clients, but 
his dedication to the success of others, his commitment to ethics, and his willingness to help 
every person that he’s ever met puts him in a category all by himself. If you are looking for the 
truest definition of a superstar, you need look no further than to Mike Kost, because all that 
know him will certainly agree, that is exactly what he is.  

What Your Advisors Don’t Know 
May Be Costing You a Fortune 
 

By Bob Cooper 

 

Tips for the Pros  
 

 

It’s been said on countless 
occasions, “Leaders are 
Readers.” Although there 
are many books that will 

help you inspire your team 
and become a better 

leader, one book we would 
strongly recommend would 
be Attitude 101, by John 
Maxwell. This is an easy 

read that will help you 
further advance your 

leadership skills and bring 
out the best in your entire 

team. 
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Jimmy Moody 

In reality, it’s no different when we go to the doctor. Any staff member could tell us the results of our tests, but we depend on 
the doctor to interpret the information for us and help us make the right decisions.  
 
It is for these reasons that when a customer tells us they have a price objection, when they impulsively say they feel the car is 
not worth fixing, or when they raise any other objection or concern, we need to believe in our recommendations and our 
people. It’s also when we need to step up to the plate and help the customer understand why we recommended the services, 
and why they are in the customer’s best interest. 
 
I would encourage you to speak with all of your advisors to ensure they know that one of their primary responsibilities is to 
help their customers make decisions that are often difficult for them to make on their own. Please note that this 
recommendation has nothing to do with money and has everything to do with performing our jobs in a professional and 
ethical manner that never compromises our principles.  
 

As an Elite client, you are entitled to a substantial discount towards the most powerful ethics-based service advisor sales 
training available to the industry. At Elite we have trained thousands of service advisors, and the reason for our popularity 
is because our clients love our ethics, and they love the results they see. To learn more about this powerful course, you can 
visit our website, or call Jen Monclus at (800) 204-3548.    

and was struggling with his numbers. By using the Elite Performance Report, Jimmy has 
been able to see exactly why all margins are where they are and has done a great job of 
adjusting accordingly at the right time. He’s been able to work with Chris to generate an 
ROI on all inventory and equipment purchases and was able to create a savings account, 
which has turned into an impressive nest egg for emergencies. Jimmy has put a new 
inspection process in place that has helped him discover more services, increased his 
ARO, and contributed to the highest month of sales in his shop’s history last October! 
Jimmy is the kind of guy who has a positive impact on everyone he comes into contact 
with, and we’re truly grateful to be able to work with him. 

Congratulations to Top Shop 360 client Jimmy 
Moody for doing such an outstanding job with his 
shop! When Jimmy first started working with coach 
Chris Monroe, he says he was “flying without a pilot” 

 
 

 
    
 
 
 
 
 
 
 
 
 
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

The Industry’s #1 Sales Training  
 

The Elite Masters Program 
 

Next course starts Sept 5 - 7, 2019 
 
 

Note: This course always sells out weeks in advance, so don’t delay! 
 
 

Elite Coaching Client 
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May Be Costing You a Fortune (continued) 
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