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Serve up increased profits in
the F&l office with menu selling

Chris Schulthies, senior partner in the Wye
Management Group.

Dealers using menu selling are seeing
their business office profits increase
because menu selling lets them offer
100 percent of their customers 100 per-
cent of their products 100 percent of the
time, says Quantech Software.com Inc.
in a release.

“The greatest challenge dealerships
have in the F&l department is to ensure
that all products are presented to all
customers all the time,” says Chris
Schulthies, senior partner in the Wye
Management Group. “Experienced F&l
managers readily admit to us in training
sessions that they do not offer all prod-
ucts on a fairly consistent basis.”

Schulthies claims menu selling
cures that.

Menu selling also increases customer
satisfaction by taking the pressure out
of the process, reduces time spent with
the customer, reduces charge backs and
protects against liability and litigation
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A menu prepared from a software application ensures that each presentation can be

customized to meet the customer’s needs.

by providing proof of what was offered
to the customer, says Quantech presi-
dent Jack Pyck.

A business manager trained in
menu selling will make the difference
in achieving the benefits you are look-
ing for.

“When dealerships implement menu
selling in their F&l departments, we nor-
mally see an increase of $200 to $300
per transaction almost immediately,”
says Chris Schulthies, senior partner in
the Wye Management Group.

The Wye Management Group trains

F&l managers from coast to coast.

Whether you use a written menu or
an electronic one, the method you
choose will succeed in increasing prof-
its, Pyck says. There are, however, dif-
ferences between a manually prepared
menu and the electronic version.

He says that by offering a printed
menu from a menu software applica-
tion, you ensure that every presentation
is clear, consistent and professionally
presented. Add a dash of colour with a
colour printer and your menu will not
only be more appealing, it will help cus-

tomers see the differences between the
packages on the menu.

A menu prepared from a software
application ensures that each presenta-
tion can be customized to meet the cus-
tomer’s needs, he says.

“An electronic menu allows the busi-
ness manager to custom build the menu
templates that reflect the different pre-
sentations they may need for the differ-
ent types of buyers,” he says.

Cash buyers needn’t learn about pay-
ment protection plans, for example.

“By preparing templates, the busi-
ness manager always has an appropri-
ate menu on hand to show to every cus-
tomer,” he says. “Being able to cus-
tomize a menu ... is critical for effective
menu presentations.”

That can’t be done with a home-made
menu, he argues.

“A professional menu selling
software application, such as
Quantechsoftware.com’s F&l Booster
lets the business manager change
packages ‘on the fly’ to meet individ-
ual customers needs,” Pyck says.

Booster is easily installed and train-
ing at the dealership is available. The
menu can be displayed from a comput-
er screen, the company says.

Pyck a pioneer in the field of menu
software, founded Quantech in 1998.
The company is headquartered in
Westbank, BC.

In November 2005, the Ontario
Automobile Dealer Services Inc., the
marketing arm of the Ontario
Automobile Dealers’ Association, chose
F&lI Booster as the electronic menu sell-
ing system of choice for their members’
F&l offices. —LP

For more information, on menu soft-
ware, contact Quantech Software at
1-877-611-0622 or visit www.quantechsoft-
ware.com.



