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Circle of Development: 
Execution

Three ingredients are necessary to consistently execute  
a winning performance in the F&I office

BY RICK MCCORMICK
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Every person in sales has a picture of what 
they would like to achieve. As I coach in-
dividuals around the nation, I regularly 
hear descriptions of the record levels of 
production that they are going to achieve. 
Many even have a well-developed strategy 
on how they are going to reach their goals. 
While strategy is the plan, execution is 
the doing; and the perfect strategy poorly 
executed will fail.  Execution is where the 
magic happens. Three ingredients are nec-
essary to consistently execute a winning 
performance in the F&I office. Creating 
success is like baking a cake — you must 
never leave out any ingredients.

PROCESS
The consistent execution of a process is how 
you can achieve consistent results and scale 
your efforts. A process that drives profits is 
one that is focused on the customer’s wants 
and needs. The Golden Rule is easy to fol-
low in sales: Treat others the way you want 
to be treated. However, in the F&I office, I 
challenge you to follow the Platinum Rule: 
Treat customers the way they want to be 
treated. The Platinum Rule is much harder 
to implement since it yields control of how 
the process is carried out to the customer. 
Yet, when we give the customer the process 
they want, they are willing to give us an op-
portunity to lead them through the process 
to uncover their needs and show our solu-
tions to those needs. The result is the cus-
tomer gets what they want and need, and 
that’s a win for us. 

COMMUNICATION AND  
CONNECTION
The foundation of the execution of a suc-
cessful sales effort is effective communica-
tion and connection with each customer.  
Articulating your ideas and compelling 

people to act shows an effective execution 
of process that will provide amazing re-
sults. Charisma, a great personality, and a 
natural ability can never match the results 
of the consistent execution of a customer-
focused process by the average person. 
Communicating and connecting with 
customers is an art that can be studied, 
implemented, and developed. For instance, 
body language can account for up to 80% 
of communication; tone, 15%; and words, 
5%. To be more effective with these two 
skills, make the study of every angle of the 
buyer’s perspective a priority. It’s not about 
our ability to sell, rather it is about why 
they buy.

MEASURE AND TWEAK
Results must be consistently measured to 
assure we are following the best path to-
ward amazing our customers and gaining 
amazing results. If either of these are lack-
ing, we must tweak the process and adjust, 
adapt, and pivot to a more productive effort. 
Many times, if things are going well, we stop 
measuring our success. Why do we have to 
spend time measuring success, just enjoy 

it, right? Wrong. Stop measuring execution 
levels for any reason and the results will go 
into a slump. Every slump comes after great 
success. Success does not cause the slump; 
however, it will cause us to slumber and 
ignore the need to constantly measure and 
tweak. Most F&I professionals have ideas on 
what will work with customers; however, no 
idea should survive if it’s not working. Being 
committed to execution means you must 
fine tune/tweak as you go so you can con-
tinue to see increased results.

Our industry cries out for those that 
can execute a sales strategy that customers 
enjoy participating in. Customers having 
fun and enjoying the F&I process? Exactly. 
And when they do, we have executed at 
an amazing level and amazing results will 
naturally follow.

Join me in the next and final install-
ment of Circle of Development on Peak 
Performance. Keep climbing. 
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