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Here's a strategic plan to help you build your approach for pitching this idea to auto dealerships:

Step 1: Define the Value Proposition
· Key Message: Highlight how your financial literacy program can:
· Enhance employee satisfaction and retention.
· Improve financial well-being without adding payroll costs.
· Create a competitive edge in employee benefits.
· Unique Offering: Stress that this program is free and led by licensed professionals who understand financial literacy and debt management deeply.

Step 2: Identify Target Dealerships
· Criteria for Selection:
· Mid-to-large dealerships with significant staff size.
· Dealerships that already offer employee benefits but seek cost-effective additions.
· Locations where you have connections or existing relationships.
· Gather Intel: Use LinkedIn or industry events to research decision-makers (HR heads, general managers).

Step 3: Develop the Pitch
· Customize the Pitch:
· Showcase industry-specific insights: E.g., "We understand the pressures of commission-based incomes and high turnover in dealerships."
· Address dealership pain points: E.g., "We provide tools to reduce financial stress, which boosts productivity and loyalty."
· Emphasize Results:
· Use data: "Employees with strong financial literacy are 42% more likely to stay with their employers (source: XYZ Study)."
· Share case studies or testimonials if available.

Step 4: Build a Multi-Channel Outreach Plan
· Email Campaign:
· Craft personalized emails to dealership decision-makers.
· Use subject lines like: “A No-Cost Way to Elevate Your Employee Benefits Program.”
· Networking:
· Attend auto dealership industry events or partner with relevant associations.
· Leverage referrals from existing clients or local businesses.
· Social Media:
· Share value-packed posts on LinkedIn, targeting dealership executives.

Step 5: Create a Compelling Presentation
· Content:
· Intro: Why financial literacy matters in the workplace.
· Problem: The stress of employee financial instability.
· Solution: Your free program, tailored for dealerships.
· Impact: Case studies, testimonials, and industry data.
· Format:
· Use engaging visuals and real-world scenarios.
· Include interactive elements (e.g., a quick financial quiz).

Step 6: Pilot the Program
· Approach 1-2 Dealerships for a Trial Run:
· Offer a one-time workshop as a test.
· Collect feedback and refine your approach based on employee and management input.
· Measure Success:
· Track participation rates, employee feedback, and dealership interest in quarterly presentations.

Step 7: Scale the Program
· Feedback Loop:
· Adjust your presentations and materials based on feedback.
· Build case studies showcasing measurable benefits.
· Leverage Success Stories:
· Use testimonials and metrics to approach more dealerships.
· Expand Partnerships:
· Collaborate with dealership associations or HR consultants to broaden reach.

Strategic Questions for Planning
1. Target Audience:
· What size dealerships should we target first?
· Who are the decision-makers we need to approach (HR, GM)?
2. Value Messaging:
· How do we articulate the benefits clearly for both employees and employers?
· How do we address objections (e.g., time commitment, skepticism)?
3. Program Development:
· What topics resonate most with dealership staff (budgeting, debt management, cash flow)?
· How do we ensure presentations are engaging and impactful?
4. Marketing:
· What platforms (LinkedIn, email) will give us the most visibility?
· How do we get referrals from past clients or mutual contacts?
5. Logistics:
· What’s the best time to schedule workshops to maximize participation?
· Should we offer virtual options alongside in-person presentations?

Would you like help drafting your email pitch, creating presentation slides, or brainstorming specific content for your workshops?
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my colleague and | want to create an employee financial literacy
program for the workplace. Specializing in auto dealerships. We are
mortgage advisors who love to coach financial literacy and debt
management and cash flow principles. Many companies right now are
finding it harder and harder to have competitive offerings of
employee benefit programs for their employees without raising
payroll costs. As mortgage advisors, we can help by adding a program
to help educate their staff for free. Our goal is by end of 2025 to have
4-6 dealerships have us do quarterly presentations. Please help us
come up with a strategic plan or questions to help us build our plan of
attack to develop our strategy to o after these dealerships to pitch
our idea.




