
Dave Anderson’s Master Planner is unlike any planner 
available, anywhere, at any price! Each Master Planner 
includes the following to help your sales team structure 
their day and increase productivity!

• The Big Four: These are the top four priorities that must be accomplished in a given 
day. This keeps people focused on putting first things first! 

• Power Quote of the Day: Each day you’ll find a different quote for inspiration or 
instruction that builds skills and attitude!

• Helpful Resources section that includes 17 pages of money-making scripts for closing 
the sale, overcoming objections, selling from stock, dealing with “third basemen,” 
preventing buyer’s remorse, telephone scripts and more!
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Dave Anderson’s
Monthly Master Planner!

How to Use Your Monthly Master Planner!

Your Daily Planner has crucial sections to help keep you focused on being more productive each day.

Following is a brief explanation that will help you get the most out of each section:

Section I: Planner Body Sections

1. Fill in the dates and days for the entire month as soon as you get the planner. You can refer to the

calendar on page 9 to help you.

2. The “Hot List”. These are the follow up calls or prospecting calls that you have planned for the

day. Ideally, you should fill this in the night before.

3. What is “My Big Four” for today? These are your main events for the day; your priorities that

will help you gain the highest return on your time. These must be done without excuse!

4. “Tasks To-Do” include other essential activities you need to get done each day. These will follow

your “Big Four” in importance.

5. “Power Quote of the Day” is a quick dose of inspiration or instruction to help you stay focused

and productive.

6. “Daily Appointments” include the time and contact information for your appointments. This

should be filled in the night before and added to as the day progresses.

7. “This Week’s Training Themes” outlines the product, objection and closing technique of the

week you will focus on improving. The “Action Taken” space allows you to write what you do

each day to work on this technique: practice presentation, role play, study the script in the back

of your planner, etc.

8. “Make Today a Masterpiece” allows space to record your daily goals and actual results. You

can measure either activities like appointments, prospecting calls, sold follow-up calls as well as

results: actual units sold or both. Set your daily goal the day before.

9. “The Prize for the Price” is where you log your sold deals for the day, including your first sched-

uled follow up call.

10. “Notes to Self” include notes that you take in meetings or reminders that you must tend to later.

Bring your planner to your sales meetings and you’ll always have a place to take notes!

11. “Work/Life Balance” include priorities you should tend to when you are at home after work.

The better you are at home, the more productive you’ll be on the job!

12. “Reflective Questions for Continual Improvement” include four questions you should ask

yourself at the end of each day to help you evaluate and adjust your performance and make to-

morrow even better than today!

II. Closing the Sale

Power Scripts: Various Closing Situations and Closing 

Techniques To Overcome Objections and Close The Deal

1. Closes to overcome or bypass price: The Price Is Too High! 

a.) Just suppose price wasn’t an object, would there be anything else holding you back from wrapping

this up today? 

Use this to find out if there are any other objections.

b.) Yes, Mr. Prospect, it’s not cheap. Yet thousands shop our competition each year and still come

back to us to buy. Would you like to know why? 

Then get back to building value and position yourself to close the deal.

c.) Too high as compared to what, Mr. Prospect? 

Make sure they’re comparing apples to apples.

d.) How close are we to a deal, Mr. Prospect: xxxx or yyyy?

Then reduce to the ridiculous to make the deal make sense.

e.) Before we get too much farther along, I had better check to make sure this is still even available.

Would you mind holding on while I do? 

This is called a “takeaway close”. Some people don’t know how badly 

they want something until they’re about to lose it.

Over 90 

Pages

to organize, 

motivate 

and educate 

your sales team! 

Actual dimensions: 8.5”x11”

Date:____
___/_____

__/______
_

Peace of Mind: Don’t count on more success giv-

ing you peace of mind. If you’re waiting for that

to happen, you’ll be disappointed. The key is to

find peace of mind first, then you’re more likely

to find success. Your inner, private victories must

precede the public ones. Dave Anderson

Power Quote of the Day
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 Save  Over 30%  When You  Act Now! 



o 6 Pack	 $90 $60 ($10 each) (plus $9.95 S&H)................................. $69.95
o 12 Pack	 $156 $108 ($9 each) (plus $15.95 S&H)............................. $123.95
o Case (24)	 $288 $192 ($8 each) (plus $29.95 S&H)............................. $221.95

o Charge to my   o AMEX   o Visa   o MasterCard

o Card #___________________________________   Exp. Date: ____/____/____

Signature: _________________________________________________________
Billing Information:

Name:___________________________ Company: ___________________________________________

Address: ____________________________________________________________________________		

City: ______________________________  State:  ______ Zip: ____________		

Phone Number:  ______________________________E-mail: ______________________________		
                                                                       Audio clips will be sent to this e-mail address.

Shipping Information:

Name:___________________________ Company: ___________________________________________

Address: ____________________________________________________________________________		

City: ______________________________  State:  ______ Zip: ____________		

    ORDERING INFORMATION: 

• A daily section to record activity and results goals!

• A daily section to record sales and schedule the first follow-up call!

• A daily section to schedule priorities for off-time in order to improve work/life balance!

• A daily appointment log!

• A “Hot List” to record the hottest prospects to be contacted or followed up with on a given day!

• A “Notes to Self” section for recording meeting notes and other vital information during the day!

• A leather-like cover, gold embossed that projects a professional image for both the salesperson and the dealership!

• Audio training and motivational feature! We’ll send a downloadable audio clip: “Ten Minutes of Monthly 
Motivation” to our planner customers each month! You can email to each team member for downloading onto a 
computer or into an MP3 player. Your sales team will be inspired and equipped to sell more as they accumulate and 
apply these short monthly training lessons! They are a great support source to the Monthly Master Planner!

“Human beings develop to their potential in 
highly structured environments, not when 
they wing it, make it up as they go along, or 
shoot from the hip!” 

~Dave Anderson

Dave Anderson is president 
of LearnToLead. He has an 
extensive background in the 
automotive retail business and 
is the author of ten books. 
Dave authors a column for two 
national magazines and has 
spoken at the NADA Convention 
for ten straight years.

To Order:
Call: (800) 519-8224
Int’l: (818) 735-9503 
Fax: (818) 735-9544

Online: www.LearnToLead.com 
or mail payment to: 

The Dave Anderson Corporation
P.O. Box 2338, Agoura Hills, CA 91376 
e-mail address: dave@learntolead.com

 Save Over 30% When You Act Now! 


