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Standards

This SVQ is based on standards developed by Automotive Skills. Automotive Skills draws its membership from the Motor Industry.

Structure of the SVQ

The way the SVQ is made up is shown below. The unit title appears in bold and the elements that make up each unit are listed under the unit title. 

Mandatory units

Candidates must complete all of these units: 

Ensure Your Own Actions Reduce Risks to Health and Safety 
1 Ensure your own actions reduce risks to health and safety

Sell Vehicles and Services to Customers in Face to Face Settings 

1
Identify the buying needs and interests of customers

2
Promote the features and benefits of products and services to customers

3
Help customers to overcome their queries and objections

4
Agree terms and conditions and close sales

Generate and Follow Up Sales Leads 

1
Make initial contact with potential customers to interest them in vehicles and services

2 Advise potential customers of the range and benefits of the organisation's vehicles and services

3
Recognise and explore opportunities for up-selling and cross-selling

Monitor the Delivery of Vehicles to the Customer

1
Prepare for the handover of goods to the customer

2
Handover goods to the customer

Contribute to Maintaining Effective Customer Service 

1
Maintain quality and customer service standards

2
Solve problems and customer complaints

3
Gather feedback to improve service reliability

Negotiate Vehicle Sales

1 Negotiate vehicle sales

OR

Negotiate Fleet and Business Vehicle Sales

1 Negotiate fleet and business vehicle sales

Optional units

Candidates must also complete 4 of the following units, in addition to the mandatory units: 

Communicate Information Electronically 

1
Transmit messages electronically

2
Receive messages electronically

3
Access and retrieve electronically stored information

Conduct Vehicle Demonstration Test Drives 

1 Conduct vehicle demonstration test drives 

Value Vehicles for Part Exchange  

1
Identify the status and condition of the vehicles for part exchange

2
Agree the value of vehicles for part exchange with customers

Improve the Customer Relationship 

1
Improve communications with your customers

2
Balance the needs of your customer and your organisation

3
Exceed customer expectations to develop the relationship

Assist Customers to Secure Finance for Purchases 

1
Identify the customer's finance needs

2 Agree finance arrangements with the customer to enable them to buy vehicles or 

       services

3 Process finance applications

Forecast, Monitor and Evaluate Your Vehicle Sales Performance

1 Forecast, monitor and evaluate your vehicle sales performance

Manage Yourself 

1
Develop your own skills to improve performance

2
Manage your time to meet your objectives

Design, Implement and Evaluate Sales Plans 

1
Identify current market trends and conditions

2
Develop and implement a sales plan to achieve targets

3
Monitor and evaluate sales plans

There may be publications available to support this SVQ. For more information, please contact Institute of the Motor Industry. 
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