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Beating the competition,
starts with our people.
The best people not only drive high performance
but in a world of constant change it is these
individuals that will ensure that we continue
to deliver the aspirational experience that
customers expect from our brand.The Talent
Development Programme offers you in
partnership with Mercedes-Benz, the opportunity
to attract and develop the next generation of
high calibre individuals into your business.
Steve Bridge
Managing Director
Mercedes-Benz Vans UK Ltd
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The Van Talent Development Programme

Programme Overview
The programme is delivered with tangible dealer
success at the heart. It will provide you with a
talented pool of new professional sales executives
who are able to build lasting relationships with
clients and customers so you can sell more, lend
more and repair more vans.
The programme does this by adVANcing Van Sales
Executive performance in:

Enquiry
Management
Service
Care Sales

An 18-Month Programme for Van
Sales Executives:
Mercedes-Benz
Vans C-Sales
Certification

Sales
Executive
Accreditation
Professional accreditation and membership

X

Portfolio and evidence gathering

X

End Point Assessment (EPA)

X

Business Improvement Project

X

X

In-dealer coaching & mentoring

X

X

Job Shadowing

X

X

On-the-job activities

X

X

Classroom training

X

X

Webinars

X

X

Prospecting

Programme Highlights
Test Drives

Registrations

Mercedes-Benz Vans C-Sales Certification
Accelerated programme in first 3 & 6 months
Membership of a professional sales body

Quotations v
MBFS referrals

Order
Taking

Recommended Activity & Sales Targets
MONTH 1-3 | PROSPECTING

1

3

6

12

18

MONTH 3 | SELLING

4

Participants are equipped to effectively prospect customers within months 1-3 of the programme and to
The Van
TalentMercedes-Benz
Development Programme
begin
selling
Vans thereafter.

Proven
Dealer
Benefits

High Performance

Loyalty and Retention

Highly-skilled individuals achieve
more, delivering more sales,
generating more profit and
improving overall CSI ratings for
your dealership.

Employees value the investment in
their futures and will repay it with
loyalty to the brand.

We Do The Hard
Work For You

Business Improvement
Talented employees share their
expertise with others and solve
problems others can’t, adding
tangible value to your business
and the network.

The Programme finds and
delivers to you a rich pool of
talent, trained by experts to
industry-leading standards.

Return On Investment
By investing in your sales team of
the future you will gain the
competitive advantage you need
to achieve growth, adapt to new
segments and technology and
embrace the rapidly changing
requirements of your customers.

Testimonials
Promotions For
Participants

Awards

Lizzie Hinchcliffe

BESMA 2018

Gary Bridge

Cory James

Business Development
Manager (People Moving)
Sheffield

Sales Manager
Bolton

Sales Development
Programme of the
Year 2018

Customer
Dedication Award
2018

“I really enjoy my work and if you enjoy
something you want to be the best. So
I think it is in me to work in sales and
customer service, but the mentoring and
support from the business and the
programme has been great.”
Deyvid Krastev
Programme Participant

Aaron Price

Sales Controller
Leicester
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Deyvid Krastev

Top Vito Retail Sales Executive
and Most Improved
Sales Executive 2016

The Van Talent Development Programme

Learner Benefits
Industry-Leading Training
Participants develop the knowledge and skills
they need to deliver an industry-leading Van Sales
performance for life.

Ongoing Support
Access to further learning resources and online
professional communities support the trainees in
their own professional development across a number
of different platforms:
Mercedes-Benz Van Talent Facebook group
Van Stars
GT App
Professional online support

Qualifications
Mercedes-Benz Vans C-Sales Certification
Sales Executive Accreditation

Field And Business Mentor

Programme Description
70:20:10 Learning Methodology
The Van Talent Programme adopts the 70:20:10 experiential learning framework model. 70% of the learning
is achieved through workplace experience and practice, 20 % through feedback and observation, and 10%
through formal training such as classroom courses. On completion of each module, trainees must take
their classroom-based learning to their dealership and incorporate it into their workflow. The individual’s
mentor ensures that the classroom and workplace learning harmonise, making sure that trainee’s day-today tasks and shadowing have direct correlation to the module they have recently attended and to achieve
the intended outcomes.

Breakdown of Talent
Development Programme
On-the-job tasks and problem solving

70:20:10

Feedback, observation and liaison with mentors,
coaches and leaders
Formal training

Learning Outcomes Contents

Costs

By the end of the Programme
participants will have a positive
impact on their dealership’s
performance by:
• Building lasting relationships
• Behaving ethically
• Increasing van sales
• Increasing van finance and
insurance sales
• Increasing van repairs

The programme is paid for
by Mercedes-Benz Vans UK
(excluding trainee salary, travel
and accommodation).
Please contact
mbukvantraining@daimler.com
for further information

18-month programme containing:
• 26 classroom-based courses
• 8 webinars
• 10 on-the-job shadowing~
secondments
• 39 training days
• 2 business improvement
projects
• 1 evidence portfolio
• 1 End Point Assessment
(EPA) day

Months
4-6

Trainee

9| Selling & Communication Skills 2
11| Van Legislation
10| Route to Perfection
12| Selling & Communication Skills 3
13| Finance, Insurance & Taxation

Months
1-3

Learning in months 4-6 will skill the
trainees to turn those prospects
and leads into sales appointments
and sales. It will equip them to tailor
sales proposals to the individual
customer and present them
appropriately to secure business.

Trainee

1| Programme Introduction
2| Brand Introduction
3| Selling Responsibly
4| Product Knowledge 1
5| Product Knowledge 2
6| Selling & Communication Skills 1
7| Prospecting New Business
8| Team Building
Learning in months 1-3 will prepare
the trainees to prospect customers
effectively and start to build a
database of credible prospects and
leads.

KEEP GOING

Accelerated Learner Journey
The Van Talent Development Programme is an 18-month journey, enabling sales trainees to understand every
aspect of working life in a dealership. If you have a trainee in your team, and you’ve wondered what they get up to
when they are off training, here’s a ﬂavour of the modules they complete over the next 18 months.
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Months
7-9

Trainee

14| Selling & Communication Skills 4
15| Time & Territory Management
16| Fleet Sales
17| Used Van Business
18| Selling & Communication Skills 5
19| Total Solution Selling Fundamentals
20| Trade Cycle Management

KEEP GOING
FOR COURSES
IN MONTHS 7-9

Learning in months 7-9 will focus on
managing your territory, improving
finance referrals and managing
customers effectively in order to
build long term relationships.

Months
15-18
Months
13-14
Months
10-12

Trainee

21| Measuring Dealership Performance
22| Inventory Management
23| Customer Segmentation
24| Creating Ambitious Marketing
Learning in months 10-12 will
prepare the trainees with an
understanding of the wider
dealership functions and the impact
they have on their success.

Trainee

25| Business Improvement
Presentation 1
Between months 13 &14
trainees will be able to
practice delivering a business
improvement project with this
hypothetical project.

Trainee

Trainee Enters Gateway
26| End Point Assessment (EPA)
The last 4 months of the
programme see trainee-led
business improvement
presentations and the end-point
assessment.

Van Talent
Development
Programme
Expert delivery – Learning in months 1-3 will
prepare the trainees to prospect customers
effectively and start to build a database of
credible prospects and leads.
There are 26 modules which each trainee must
complete over the 18-month programme. The
programme is accelerated so that trainees are
able to prospect effectively after week 2 and
can sell independently from month 3*.
*Supported selling in months 1-3

1| Programme Introduction

1
An introduction to the Van Talent Development Programme,
DAY
expectations and course objectives. The content will include
a welcome to Mercedes-Benz Vans, meet the cohort, the learning
journey and the 18-month programme structure, job shadowing,
sales executive accreditation, C-Sales certification, and the role
of field and business mentors.

2| Brand Introduction

Highlights include a review of the Mercedes-Benz Van
product line-up and a dynamic driving experience and safety
demonstration at Millbrook Proving Ground.

3| Selling Responsibly

1

DAY

1

Trainees will be introduced to the main legal responsibilities
DAY
of the dealership towards its customers and will be able to
recognise potential legal issues, thus giving them confidence to
deal with customer issues, queries or complaints. By the end
of the course they will be able to identify the main legislation
relating to the sale and supply of goods and services and how this
applies to the dealership.

4| Product Knowledge 1

2
Now that trainees have had an opportunity to drive the range DAYS
of Mercedes-Benz Vans earlier in the week, it is now an
opportunity for them to really get to know our vehicles. By the
end of this course they will be able to confidently introduce the
van range, recognise the characteristics of target customers,
learn what customers expect from the presentation stage and be
able to perform an effective vehicle demonstration.

5| Product Knowledge 2

2

This module focuses on additional services offered by
DAYS
Mercedes-Benz Vans and our competitor offerings. Upon
completion of this module trainees will be able to identify the
key elements of our additional services such as Mercedes Pro,
Mercedes me and specialist vehicles such as Vito Taxi as well as
the strengths and weaknesses of competitor vans so that they
are able to explain the benefits of owning a Mercedes-Benz over a
competitor. Trainees will demonstrate how to deal with customer
objections and will be confident in how to present a van to a
customer.

6| Selling & Communication
Skills 1

1

DAY

Upon completion, trainees will be able to demonstrate the key
communication skills and behaviours necessary for effective
customer interactions required at each stage of the sales process,
whether face to face, via telephone or by email. They will explore
best practice for each communication medium and understand
how to apply it in the dealership, enabling them to welcome
customers and identify their needs.

7| Prospecting New Business

2

Upon completion, trainees will understand how to conduct
DAYS
prospecting activities to attract new customers to their
dealership. Key components include: identifying practical
ways to effectively use blended lead generation channels,
categorising prospects, suspects, leads and customers across
the various markets: Retail / SME / Fleet / Used, understanding
conversion ratios and how they benefit them in achieving targets,
apply creative solutions to capture customer details and gain
permission to move through the sales process and planning and
implementation of effective prospecting activities including the
scripting of prospecting calls, emails and letters and setting up and
managing social media profiles. They will also be able to identify
the various buyer behaviours.

8| Team Building

1
Trainees will be invited to attend a one-day team building
DAY
exercise with the other members of their cohort. This
dynamic and interactive event will be thought-provoking and is
designed to generate ideas and new approaches to building and
sustaining successful team relationships.

Van Talent
Development
Programme
Expert delivery – Learning in months 4-6
will skill the trainees to turn those prospects
and leads into sales appointments and sales.
It will equip them to tailor sales proposals
to the individual customer and present them
appropriately to secure business.

9| Selling & Communication
Skills 2

11| Van Legislation

2

DAYS

Upon completion, trainees will be able to deal with
customer objections, negotiate and close deals
effectively.

10| Route to Perfection

2

This highly successful Mercedes-Benz training
DAYS
day will improve customer satisfaction whilst
increasing both the volume and quality of customer test
drives leading to increased opportunity conversion. The
two days will cover how to perform both a static and
dynamic demonstration of a van and allows trainees
to reflect upon their approach with use of interactive
features such as 360º video cameras.
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1

Trainees will gain knowledge of consumer law and the legal
DAY
environment within the light commercial vehicles sector. The
course will cover codes of practice, strict liability, due diligence
within the automotive industry, elements of a contract, privity of
contract, contracts formed within the dealership, cancellation
rights and distance selling.

12| Selling & Communication
Skills 3

3

DAYS

This module is designed to look at the buying experience from the
customer perspective for both retail and fleet. Upon completion,
trainees will be able to explain customer needs and demonstrate
how to have a positive impact on their buying experience. Key
elements include: the impact of branding, exceeding customer
expectations, understanding the differences between private and
business customers, recognising good and bad working practices.

13| Finance, Insurance & Taxation

2
Upon completion, trainees will understand how businesses
DAYS
are structured and how they make decisions relating
to vehicle funding methods. They will develop a detailed
understanding of how each MBFS finance product works including
related insurance products. They will also gain an understanding of
how fiscal and taxation considerations will affect an organisation’s
decision making.

Expert delivery – Learning in months 7-9 will focus on
managing your territory, improving finance referrals and
managing customers effectively in order to build long
term relationships.

14| Selling & Communication
Skills 4

2

18| Selling & Communication Skills 5 2
This module will focus further on negotiation and handover. DAYS
Key elements include: presenting a deal effectively;
negotiating to a positive outcome; performing an effective
handover; understanding the importance of sales pipeline
management. Trainees will also be able to identify and understand
the needs and expectations of Procurement Managers and Fleet
Co-ordinators.

DAYS

This module will focus on the part exchange appraisal process
identifying the key tasks to complete when undertaking a vehicle
appraisal. Trainees will also cover the tailored test drive and will
evaluate their current demonstration drive skills. As part of this
module, trainees will be able to demonstrate how to carry out a
prospecting call and to complete a follow-up call.

15| Time & Territory Management

1
This module is designed to enable the trainees to manage
DAY
their time effectively and create a clear plan of action for
their territory. Key elements include: goal setting and activity
identification, allocating time for high, medium and low priority
customers and prospects, devising tactical plans for contacting
customers and prospects, analysing the potential turnover, profit
and growth of a territory, analysing opportunities and threats
within the sales territory.

16| Fleet Sales

1

17| Used Van Business

1

This course will provide trainees with an overview of the fleet DAY
market including our brand position and competition. They
will also be able to identify opportunities suitable for fleet with a
view to moving them through the sales pipeline.

Trainees will gain a full appreciation of the importance of
DAY
the used van business at their dealership. Key elements
include: the pros and cons of different used van acquisition and
disposal techniques,legislation affecting the sale of a used van, the
Mercedes- Benz Approved Used Van Programme, building value
into the appraisal process and conducting an effective appraisal,
recognising the key factors that affect the market value of a van.

19| Total Solution Selling
Fundamentals

2

DAYS

Trainee will fully appreciate the benefit to themselves and their
dealerships of downstream selling, using the Mercedes-Benz
Total Solution approach. They will confidently be able to identify
opportunities to sell downstream products to Mercedes-Benz van
customers, both commercial and retail (new and used). They will
also understand the financial impact of the lifetime value customer
approach and be able to explain the benefits to customers of the
complete range of downstream products available.

20| Trade Cycle Management

1

Upon completion, trainees will have a full understanding
DAY
of the strategic benefits of TCM and how to present TCM
products professionally and credibly as well as overcoming
objections. Trainees will understand the strategic relevance of “Get
into Gear” and the benefits of short cycle finance programmes.
This module will show the important role of finance in vehicle sales
and how it can drive sales and profitability.

Expert delivery – Learning in months 10-12 will prepare
the trainees with an understanding of the wider dealership
functions and the impact they have on their success.

21| Measuring Dealership
Performance

1

DAY

This module will enable trainees to measure the overall
performance of their dealership and understand the role they
can play in improving its performance. Highlights include: the
CSI programme, positive and negative factors which influence
performance, the differences between financial and non-financial
KPIs, the differences between operational and financial KPIs, the
importance of a good relationship between sales and aftersales,
awareness of the tools available to improve performance.

22| Inventory Management

1
This module will enable trainees to understand the process
DAY
for management of the wholesale inventory of their
dealership’s stock including used vehicles. They will gain an
insight into stock turn and how to market and promote vehicles
to maximise appeal and reduce overhead costs. Highlights
include: planning and timing; the wholesale mix, market research
and forward planning, measurement against KPIs, floor plans,
placement and promotion, maximising stock availability.

23| Customer Segmentation

1
This module will enable trainees to understand the process
DAY
of customer segmentation, to explain how and why
customers are grouped together in different segments and how
this information can be exploited. Key elements include: identifying
customer groups, describing the motivations, attitudes and
behaviours of customers in identified groups; recognising clusters
of customers with distinct similarities, developing profiles for
customer groups.

24| Creating Ambitious Marketing

2

Upon completion trainees will be able to explain how to plan DAYS
for growth and create effective balanced marketing
materials. Highlights include: reviewing and planning project work,
explaining the principles of successful campaigns, segmentation
and targeting, justifying their business case for marketing spend
linking
scorecards
andDevelopment
ROI, creating aProgramme
realistic and
16 to BPF
The
Van Talent
ambitious plan, presenting real life scenarios.

Expert delivery – The last 6 months of the programme
see trainee-led business improvement presentations and
the end-point assessments

25| Business Improvement
Presentation 1

2

DAYS

The first business improvement presentation will be hypothetical
and will be based on a case study of a mock dealership. The
purpose is to analyse a business performance issue and to devise
a strategy and action plan to overcome the issue, focusing on
activities that will have a real impact on the dealership and add
tangible value to the business. Each trainee will deliver a formal
presentation during which they will explain the business issue and
their recommendations for performance improvement. Assessors
will be looking for a deep understanding of the business issue
and the development of practical solutions which can deliver real
business improvements.

Gateway

16 weeks prior to the end of the programme the trainee enters
‘Gateway’, this means their evidence portfolio is complete. They
are not allowed to add any more evidence to their portfolio after
this time.
During the Gateway the trainee then needs to complete a work
based project, at week ten of Gateway the trainee submits the
project for assessment, if they pass this they will move forward to
the end point assessment day.

26| End Point Assessment (EPA)

1

This is an opportunity to assess the trainee’s core
DAY
competencies in order to award them Mercedes-Benz C-Sales
Certification and the Sales Executive Accreditation. During this
assessment day, trainees will complete an online multiple choice
assessment, deliver a business improvement presentation and
conduct a professional discussion to assess their skills and
competencies.

Job Shadowing - Ongoing
Each month the trainees will have to dedicate time to
shadowing other departments within the dealership so that
they can gain a deeper understanding of how they contribute
to the overall success of the dealership and Mercedes-Benz
Vans network.
Q1 - Trainee to shadow DP, finance, sales manager and sales
executive
Q2 - Trainee to shadow marketing & CSU, sales administration
and sales executive
Q3 - Trainee to shadow sales executive, finance, service
reception, parts and workshop

Webinars - Ongoing
Between each training quarter the trainees will spend time on
a mentor led webinar so that they are able to further enhance
their learning by being part of an open forum of cohort members
which gives them the opportunity to discuss how they have
successfully implemented their learning in the workplace.

Further Development >
Mercedes-Benz Future Managers
Programme
Managing and leading others is not easy. Taking on
responsibility for a team of people for the first time is always
a challenge as a role in management requires a different skill
set, responsibility and approach.
The programme will provide the building blocks of knowledge,
skill and behaviours that support the effective management
of others and is designed to support individuals through a
positive career transition.
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How to Find Your Next Sales Star
Dealer Benefits

Outcome

• Improved dealership performance
• Increased loyalty and retention of staff
• Business improvement capability
• A pool of fully trained and talented individuals
• Minimal cost and effort – great ROI

A talented pool of new professional sales
executives who are able to build lasting
relationships with clients and customers so you can
sell more, lend more and repair more vans.

The Programme
• 18-month programme, accelerated in the first
3 and 6 months
• Blended learning, consisting of instructor-led
courses, webinars, in-dealer coaching and
on-the-job activities
• Structured shadowing secondments

Learner Benefits
• Skills for life
• Mercedes-Benz Vans C-Sales certification
• Sales executive accreditation
• Fast-track to high performance
• Accelerated career progression
• Ongoing professional development opportunities

How To Apply:
We’re looking for people who are customer
focused, positive, dynamic and keen to succeed no automotive or sales experience is necessary. If
you know someone who fits the bill, or if you would
like a Van Talent trainee working in your dealer, or
you just want to know more, please get in touch
with the Mercedes-Benz Vans training team at
mbukvantraining@daimler.com
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