


New Year =
New Attitude

Aside from those pesky,
personal New Year's
resolutions | make every
year and aren't always
successful keeping, | actually
enjoy fulfilling the business
planning goals | set.

Have you taken the time to think about the year
ahead? Certainly the speed of economic recovery
has to be factored in to what you plan to achieve

— but with the right planning, you can use this time
to gain strength for the future, rather than treading
water (or worse) until that magical moment when
“the experts” tell us things are okay. Sound crazy?

It shouldn't. Start by prioritizing your business
objectives and start conversations with your business

partners, including Reynolds, to achieve them.

Also with the New Year comes another great
tradition — the annual NADA Convention. This is
definitely an exciting time for Reynolds. We get the
opportunity to pick your brain, field your questions,
and hear your comments. I's just one more way we
work to make business better for you. I look forward
to seeing you at the show and wish you all the best
for a tremendous 2010!

Trey Hiers is theVice President qf Corporate Marketing
at Reynolds and Reynolds

Get More Leads
Online

According to Polk and others, over 80% of
car buyers refer to the Internet first when
shopping for a new vehicle. How much of your

advertising budget do you focus online? Reynolds
can help you advertise effectively on the Internet
with our powerful, lead-generating CarlLocate.com —
a nationwide portal available only to Reynolds DMS
customers.

The Spotlight Is on Your Needs

Our focus on dealers sets Carl_ocate.com apart
from the competition. Your strongest lead-
generating source is typically your own dealership
Web site. However, a balanced approach to

your online advertising method should include
other ways to market your inventory to Internet
shoppers. We created this site with you in

mind, to complement your existing online
advertising strategies.

You'll experience advantages, like:
+] Dealership contact information and
logo display.
o[ Direct lead submission forms.
*] Automatic, monthly analytic reports.

And with a Premium Package, you get additional
features, including:

«] A tool that points shoppers to other similarly

priced vehicles in your inventory.

«] Enhanced vehicle imagery within

inventory pages.

*] Links pointing to your dealership Web site.
CarlLocate.com is focused on helping you attract
more online shoppers than ever before.
Enhance your existing advertising methods with
a cost-effective, trackable way to attract more
leads from online shoppers — with CarLocate.com.



Communicate to Fuel Resulls

By Bob Stewart

Most dealership

problems begin

with poor

communication.

At least, this has

been my observation
over the past 30 years of consulting.

Common Problem

In many of the dealer management
meetings I've attended, the dealer or
general manager communicated his/her
goals, but departmental managers heard
something else. After these meetings
ended, | would ask the managers several
questions about the meeting and received
a variety of answers.

For some reason, dealer/general
manager priorities rarely match
manager priorities in terms of work
load, competition, time, and results
desired.

Simple Solution

After a while, | began using a form in my
consulting visits that my old boss used.

It's called the “Do It Today” sheet or

the DIT. Here's how it works:

e This DIT sheet lists items the
dealer or general manager
wants done, who should do
them, and a completion date.

e During meetings, all managers
review this sheet and agree to
completion dates for their projects.

o At all subsequent meetings,
managers review these dates
and times for completion. If
a manager fails to complete the
assignment, he/she needs to
explain why and see if any
additional resources are needed to
get it done.

Though basic, the discipline of writing
down desired goals helps keep
managers focused. It eliminates excuses
for lack of completion and concentrates
everyone’s energy in the same
direction - toward profitability.

The current business climate is
challenging; however, there are

still opportunities and a need to
generate revenue in all departments.
During discussions, ensure goals

are understood and that tasks can

be completed within the agreed time
frame. Effective communication with
managers is where it all begins.

Bob has over 30 years of automotive

industry experience and has brought his
expertise of fixed operations to Reynolds

Consulting Services since 1996.

Winning the Share War

Who would have believed in 2007 how vastly
different the automotive landscape would look

today? At that time, new vehicle sales topped
16 million." Now, the industry just wrapped up a
year that barely broke into double digits.

But that's not the end of the story. As the

survivors emerge and the economy recovers, the
opportunities for business growth are aligning
in a way never seen before.

o The market is turning. Consumers have
held off purchasing new vehicles and the
average age of vehicles on the road continues
to climb. Conditions are ripe for resurgence in
sales. In fact, while new vehicle sales for 2009
were just above 10 million,? experts project
sales of 14 million new vehicles in 2012.2How
will you handle a possible 40% sales increase
in three years?

Fewer dealerships exist today. Since
2007, GM and Chrysler closings alone have
reduced the total number of dealerships in the
U.S. by 2,000.* And that doesn’t account for
the dealerships of other franchises that have
closed their doors over the last two years. By
conservative estimation, your competition
has decreased by more than 10%.

Dealership closings mean orphaned
customers. With the extreme consolidation
of the dealer base, orphans now number in the
millions. At least 3 million customers have
been stranded by just GM closings.® How
many of those could land in your dealership?

Dealers are on the brink of the single greatest
market share opportunity of a lifetime. What
you do today will determine how much of that
market you capture. Will you grab an equal portion?
Will you fight for more than your share? Or will you
sit back and do nothing?

It's a war out there. The choice is yours. How are
you fighting for your share of the market?

1 NADA Data

2 Automotive News, January 11, 2010
3 Auto Observer, April 23, 2009

4 GM and Chrysler

5 Automotive News, October 5, 2009
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Upcoming
Trade Shows

Come see what's new and how
Reynolds’ solutions can help you
drive results. Visit us at the following
trade shows!

NADA: National Auto Dealers
Association Convention and Expo
February 13-15, 2010
Booth #2543
Orange County Convention
Center — Orlando, FL

Consumer Bankers Association
Auto Finance Conference and
Trade Show

* April 18-20, 2010
¢ Westin Galleria — Dallas, TX

Visit www.reyrey.com/solutions
for a link to updated information
about trade shows.

Find more in-depth
articles online at

www.reyrey.com/drive.
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Reynolds
—= &Reynolds.

One Reynolds Way
Dayton, OH 45430
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