
PINERIDGE FORDCASE Study

OBJECTIVES
� We have been using several other 
types of sales training courses and 
we were finding our sales staff had 
become stagnant in their training. 
They were struggling to do the 
training that they had been 
assigned.

� We were looking for a resource 
that was fresh, new, and we could 
get the sales team excited about 
completing. We wanted to eliminate 
the courses we were currently using.

SOLUTIONS
� We require each team member to 
complete 3 training videos per work 
day. Once a week we run a GC 
focused team training session, 
discussing what they are currently 
learning as well as role playing.  

� The management team is also 
completing the training courses, so 
that we can support the team and 
correct anything as necessary.

� After we completed the 
introductory certification, we had the 
sales team choose a celebration 
event specific to their interests to 
celebrate, and we made sure they 
understood that we wanted everyone 
to be there at our team event.

RESULTS ACHIEVED
Sales: 

We have seen our sales staff 
defend the pricing of the 

product, and improve their 
objection responses, so that 

they no longer are coming to the 
management team as frequently 

looking for solutions to their 
customers’ concerns.

As the sales team have been 
getting better at defending the 

price, the per deal gross has 
stayed up or improved.

FEEDBACK ON SUPPORT FROM THE CARDONE TEAM:

• Our biweekly calls with Vanessa have been awesome. She is 
upbeat and has been able to tailor her suggestions for ways to 
improve to our specific needs. In between calls she has been very 
helpful when we have had questions about the content. Doug and 
Ryan also follow up to make sure we are being taken care of and to 
give encouragement. It's nice to see that as a team the Grant 
Cardone trainers discuss how to best help each client and it shows 
in their individualized follow up, texts, calls and emails.

STAFF & CULTURE:

• We have seen more excitement concerning the training. Even more 
important, we have seen the sales team working out how to apply what 
they are learning with each other. As the management team has been 
listening to the sales team work with their customers, we have heard 
them apply the principles being taught in the courses. We encourage the 
team to stay around the same lesson so that we can consistently train 
and improve together on the same topics.
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ABOUT THE COMPANY:

PineRidge Ford Sales Ltd. begun operating in Meadow Lake Saskatchewan in 1993 offering Ford 
Motor Company automobile products and services. Here at PineRidge Ford, we have always been 
incredibly proud to be members of the Meadow Lake community. From helping folks get behind the 
wheel of affordable and dependable Ford cars, trucks and SUVs, to offering financial support for all 
members of the community, including students and those with bad credit, to providing top-notch 
maintenance and repair services at our PineRidge Ford Service Centre - our team is here to 
support our fellow community members.

https://www.pineridgeford.com/blog/2020/03/19/pineridge-ford-awarded-most-expanded-area


