National Association of Minority Automobile Dealers
Annual Membership Meeting
Agenda 
(Subject to Change)
	Thursday, July 21, 2011
	Location
	Time

	Registration
	Jasmine Registration- (Level 3 Convention Center)
	11:00am - 6:00pm


	FIAT North America -Franchise Information Session
Facilitator: Justin Byrd, Head of Operations, FIAT North America
	South Seas- E (Level 3 Convention Center)
	2:00pm – 3:15pm

	General Session- “Industry Overview- Manufacturer Franchise Presentation”
	South Seas- F (Level 3 Convention Center)
	3:30pm – 6:30pm

	Chairman’s Reception
Sponsor: Nissan North America
Attire: Business Casual
	Mix Lounge- THEhotel- 64th Floor
(Wristbands must be worn)
	7:00pm – 9:00pm

	Friday, July 22, 2011
	Location
	Time

	Registration
	Jasmine Registration- (Level 3 Convention Center)
	7:30am – 5:00pm

	Breakfast
Sponsor: eDealersip
	South Seas- D Foyer
	7:30am – 8:00am

	Workshop-“Helping Your Dealership Navigate Federal and State Franchise Laws and Regulatory Mandates”
Facilitator: Randy Henrick
Sponsor: DealerTrack
	South Seas- D (Level 3 Convention Center)
	8:00am – 9:15am

	Workshop- “Maximizing CSI through Competitive Service Maintenance Agreements”
Facilitator: Dennis Gregg
Sponsor: NCM Associates, Inc. 

	South Seas- D (Level 3 Convention Center)
	9:30am – 10:45am

	Workshop- “How to Use a Financial Composite- the key to Increasing Profitability”
Facilitator: Sheila York
Sponsor: Performance Incorporated, a ADP Company 

	South Seas- D (Level 3 Convention Center)
	11:00am – 12noon

	Speaker Luncheon
Guest Speaker: Edward James Olmos
Sponsor: American Honda
	South Seas- F (Level 3 Convention Center)
	12:15pm – 2:00pm

	Workshop- “The NEW BASICS of Selling New Rules for Selling to Today’s Buyer”
Facilitator: Joe Verde
Sponsor: Joe Verde Sales & Management Training, Inc.

	South Seas- D (Level 3 Convention Center)
	2:00pm – 3:30pm

	Workshop- “Real World Skills to Drive Real Results”
Facilitator: NADA
Sponsor: National Automobile Dealers Association (NADA)

	South Seas- D (Level 3 Convention Center)
	3:45pm – 4:45pm

	Awards Reception
Sponsor: Toyota Motor Sales
Attire: Business Casual
	South Seas- F (Level 3 Convention Center)
	6:00pm – 8:00pm

	Saturday, July 23, 2011
	Location
	Time

	Dealer One on One Meetings, 
Sponsor: Toyota Motor Sales
	TBA
	8:00am – 3:00pm



National Association of Minority Automobile Dealers
Annual Membership Meeting
Agenda 
(Subject to Change)
Workshop Descriptions 
July 21-22, 2011
	“FIAT North America Information Session

	2:30pm – 3:45pm                                                                                              South Seas- E (Level 3 Convention Center)

	Facilitator: Justin Byrd, Head of Operations, FIAT North America

	Objectives:  This session will provide you with information on the vision of the FIAT brand, its philosophy regarding its dealer body, and opportunities available with FIAT.

	“Helping Your Dealership Navigate Federal and State Franchise Laws and Regulatory Mandates”

	8:00am – 9:15am                                                                                                South Seas- D (Level 3 Convention Center)

	Facilitator:   Randy Henrick, DealerTrack

	Objectives:  DealerTrack Compliance Counsel Randy Henrick will discuss the steps your dealership should follow to maintain compliance in 2011. Topics will include:
     • Initial steps when beginning a customer transaction
     • What to do with cash and credit deals
     • Steps to follow if you can’t get the customer financed
     • Spot delivery Do’s and Don’ts
     • Creating a culture of Compliance
The seminar will conclude with an “Ask the Expert” segment, which gives Randy the opportunity to field compliance questions submitted by attendees

	“Maximizing CSI through Competitive Service Maintenance Agreements”


	9:30am – 10:45am                                                                                              South Seas- D (Level 3 Convention Center)

	Facilitator: Dennis Gregg, NCM & Associates


	Objectives:   Service Maintenance Agreements are proven to improve CSI and increase customer retention.  Learn how, by using a new SMA pricing model, you can expand your base of loyal service customers and drive untapped revenue into your dealership. 


	“How to Use a Financial Composite- the key to Increasing Profitability”


	11:00am – 12noon                                                                                              South Seas- D (Level 3 Convention Center)

	Facilitator:   Sheila York, Performance Inc.

	Objectives: The Performance Group ® financial composite is a tool thousands of dealers use to identify opportunities in:  Volume, Gross Profit, Expense Control, and Asset Management.  The composite is structured from a broad overall view of departmental sales, gross, expenses and operating results along with personnel productivity then drilling down to individual departmental profit centers.

Critical to discussion is understanding if the dealers are sales effective with their factory objectives.  From that information, many other discussions will ensue.  The Moderator knows every line in each month’s composite and will use that information to prod dealers with questions such as:  

Volume:   Are your CSI scores reflective of your results?  Are you selling an appropriate amount of used vehicles for your location? Are you retaining customers in your fixed operations?

Gross Profit:  What tools do you use to make sure you are competitive in your market?  Are you stocking appropriate vehicles to what you are selling?  Are the vehicles reconditioned and front line ready?  Are the people I have generating the proper amount of gross profit?

Expense:  Are pay plans generating proper results?  Are my Sales Managers managing inventory levels?  How are advertising levels affecting sales levels?  Are my personnel expenses eating away at profitability?

Asset Management:  How should I review my Assets?  Is my working capital working?  What areas need better management?  Is the Return on Inventory sufficient?


	“The NEW BASICS of Selling New Rules for Selling to Today’s Buyer”


	2:00p – 3:30pm                                                                                              South Seas- D (Level 3 Convention Center)

	Facilitator:   Joe Verde, Joe Verde Sales and Management Training, Inc.

	Objectives:  Old School” is out the door.  Today’s customers have changed how they buy, and that means we have to change how we sell.  They have evolved over the last several years into more intelligent consumers, armed with more information, demanding a new level of professionalism and skills from our salespeople and management staff.

“Old School” skills and methods don’t work today- you already know that.  The problem is, the term “Old School” now refers to how dealerships were selling and managing just 3 and 4 years ago, not 10 or 20 years ago.  Attend Joe’s workshop and learn about the NEW BASICS of selling that you, your management team and your salespeople have to follow to turn today’s shoppers into more deliveries today, and loyal repeat customers tomorrow. 

Workshop Outline
1. How have our customers changed in the last 3 years?  What has become more important to them than ever before?  One hint: It isn’t price
2. Because our customers have changed their priorities when they buy- we have to change how we sell.  Why these changes are not optional in today’s new market.
3. What are the NEW Basics of selling and why do we need them?
4. Your NEW 8-STEPS to more sales and higher gross profit with today’s new buyer

	“Real World Skills to Drive Real Results”

	3:45pm – 4:45pm                                                                                              South Seas- D (Level 3 Convention Center)

	Facilitator:   NADA

	
Objectives:   This workshop will showcase the resources within NADA University, many of which are complimentary, that dealers can utilize to make money, save money, and stay out of trouble on compliance requirements.  Employees need the skills and confidence to perform well.  Managers need the ability to easily inspect what they expect.  NADA University’s learning management system, curriculum, best practices, and performance reports deliver on both counts.  Learn how the four automotive centers of excellence in NADA U provide a comprehensive “real world” education experience that is proven to drive real results in the dealership.





