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Greetings Members and Supporters,

I want to personally thank you all for supporting me as the Chairman of this noble and great organization. Serving current 
and future Ford MDA dealers throughout the United States, I am a proud second-generation Ford dealer. I hope that you 
will experience the same Ford legacy that I have been able to enjoy with my family. 

During my tenure with the help of our Board of Directors, Staff, and supporters we were able to accomplish the following 
goals:

•	 Assist	dealer	candidates	with	store	opportunities.
•	 Continue	to	give	input	and	improve	the	Capital	loan	Investment	Program	(CLIP)	for	purchasing	Ford	dealerships.
•	 Serving	as	an	advocate	for	minority	dealers	to	the	manufacturer.
•	 Assisting	members	with	COVID	programs	such	as	Paycheck	Protection	Program	(PPP)	and	the	Employee	Retention	
Tax	Credit	(ERC).

•	 Help	support	Marketing	Funds	provided	by	Ford	Motor	Credit	Company.	

We	will	continue	to	build	on	member	benefits	for	our	dealers	and	vendors.	For	our	members	we	now	pay	the	NAMAD	
dues and registration for all our members. We provide the aisle of assistance for our vendors during our conference. And 
depending on the vendor membership level, vendors can provide webinars that are essential to our business. 

As	Omicron	affects	the	economy,	we	will	monitor	the	impact	on	the	economy.	We	know	that	the	retail	automobile	industry	
may never be the same. There are going to be opportunities to purchase Ford franchises. As an association we will 
do	everything	in	our	power	to	assist	our	members	to	fulfil	their	objective	of	getting	another	dealership.	Our	other	main	
objective is to sustain and strengthen the current dealers that we have. We understand that dealers issues can affect 
majority	and	minority	dealers.	However,	we	also	know	that	if	the	situation	has	a	disproportioned	effect	on	our	membership	
body, we as an association may not be able to absorb the blow. 
  
Please	join	me	in	welcoming	Mr.	Robert	Valdes	of	Keystone	Ford	in	Chambersburg,	PA.	I	am	confident	that	you	will	give	
him all the support that you gave me over the years as I led the association. And for any reason, if you are contemplating 
selling	your	dealership,	please	let	us	know.	The	information	you	provide	us	with	is	confidential.	Again,	thank	you	for	your	
continued support of me and our association. Please continue staying safe, as we look forward to a fantastic 2022.

Sincerely,

Ray	(JR)	Fregia	Jr.
Chairman

Message from the
Chairman
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Connect with us

Dear Members and Supporters,

Nick Vujicic the world-renowned speaker was born with Tetra-Amelia. The syndrome which is a rare disorder 
characterized by the absence of all four limbs. Nick once said, “Keep moving ahead because action creates 
momentum, which in turn creates unanticipated opportunities.” I have been part of the Ford Minority Dealer 
Association going on twenty years. I can tell you that the leadership that I have had the pleasure to serve is 
second to none. 

The Board is always there serving as an advocate for the members. There are times when we had to take 
a	firm	stand	for	our	members,	when	our	members	had	no	other	recourse.	The	Board	never	wavered	on	
support our members and being the voice for the minority dealers. We are so grateful to our members that 
continue to engage with us on minority issues that are relevant to our success and momentum in conducting 
the mission of our organization.

In 2022 under the leadership of our newly elected Chairman, Mr. Robert Valdes, dealer principal of Keystone 
Ford	in	Chambersburg,	PA	will	continue	engaging	the	board	with	Ford	and	Lincoln	executives	to	increase	
our dealer body and sustain the current dealers we have in place today. The committees that we will partici-
pate in with the manufacturer are: 

•	 Sustain	and	Strengthen	Existing	Dealers

•	 Candidate/Location	Development

•	 Improve	Dealership	Liquidity

•	 Communications	Committee

Each committee chairperson is one of our Board of Directors. Further, each board member serves on at 
least two committees. This year, to have more dealer input we have recruited non board members to sit on 
the committees as well. I must tell you that the input from the dealers on these committees are providing 
our association momentum needed to get to the next level for our association. We will also reach out to non-
committee members for their input as well. The input that we received from non-committee members over 
the years add value to the stance that we take for our dealer body. 

The	COVID-19	Variant	such	as	Omicron	has	slowed	us	down	but	has	not	taken	away	our	desire	for	continue	
improvement.	There	are	still	best	practices	we	can	share	to	keep	all	our	dealers	profitable	during	these	dy-
namic swings in the economy. Also, if you have not, please register for the NADA conference and exposition 
in	Las	Vegas,	March	10th	–	13th	(Thursday-Sunday).	I	believe	that	you	will	find	valuable	information	to	take	
back to your dealership. 

During the NADA conference and exposition, the Time Dealer judges select the Time dealer of the year. 
This year our former Chairman, Mr. Ray Fregia Jr. is a nominee. If you get a chance to see him at the NADA 
conference and exposition or before, please wish him success as becoming the dealer of the year. Further, it 
is a great honor for any dealer added to this prestigious list of superb dealers from every State in the Union.
This	year	we	will	have	a	Ford	MDA	digital	portal	that	is	part	of	your	member	benefits.	There	is	no	charge	
to	the	dealer	for	the	basic	package.	Mr.	Osvaldo	Garcia,	Jr.	will	be	in	contact	with	you	for	installation	of	the	
digital portal. 

We are putting together a series of webinars for 2022. This is based on our survey results and the feedback 
we	got	 from	members	that	attended	the	conference.	Our	vendors	are	supporting	us	with	expert	content	
making the webinars a success. Further, the content of the webinars is useful for your team to use in the 
store and take advantage of increasing their knowledge. 

Our	strategy	is	to	help	you	plan	for	change	and	the	uncertainty	that	the	current	environment	is	breeding.	
And if there is something you feel that we need to share with the rest of our dealers, please do not hesitate 
to send me any information that you want to share. 

In	2021	and	beyond,	it	is	our	goal	to	continue	improving	tools	and	resources	for	you	to	be	profitable.	Further,	
we want to continue the momentum that we harnessed over the years. We pray that you and your family are 
staying safe during these challenging times. Also, that your employees, their families, and friends are safe 
as well. 

Best Regards,

Dr. A.V. Fleming
Executive Director
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Join Us In 
Welcoming our

in-cominmg Chairman 
Robert Valdes

Mr.	Robert	J.	Valdes	was	born	on	April	19th,	1962,	in	Pinar	del	Rio,	Cuba.	He	emigrated	with	his	family	to	
Barcelona, Spain in 1967 and attended private school through the 9th grade. Robert once again emigrated with 
his	family	to	Los	Angeles,	CA	in	1977	where	he	graduated	from	Los	Altos	High,	CA	in	1980.	Robert	has	been	
married	to	his	wife	Suzy	for	24	years	and	is	the	proud	father	of	Thomas	who	is	a	Law	school	student	at	Arizona	
State University after obtaining his BS degree in business.

Mr.	Valdes	started	working	in	dealerships	at	age	16	while	completing	High	school	and	worked	his	way	up	from	
service	lot	porter	to	the	business	office	and	on	to	the	sales	department	in	various	capacities,	F&I	by	the	age	of	
21,	GSM	by	age	24	and	GM	at	the	young	ambitions	age	of	28.

He	managed	several	large	and	small	dealerships	in	several	states	over	the	years	with	great	success	in	various	
franchises	and	markets.	Robert	joined	the	Ford	family	at	El	Centro	Motors	Ford-Lincoln	in	2001	as	an	F&I	
Manager, later working as a Sales Manager and left in 2005 to run several Ford dealerships for the Wiley 
Automotive Group in Kingman, Bullhead City, AZ as well as Needles, CA.

Robert then returned to El Centro Motors Ford as General Manager in September 2009 and became partner in 
2011.	He	bought	out	the	existing	partners	with	help	from	the	Ford	CLIP	loan	in	2017	and	paid	off	that	CLIP	loan	
in 2019 and bought two more Ford stores and one KIA.

Robert	has	earned	certifications	and	awards	from	various	franchises	and	trainers	such	as	The	Cardone	Institute,	
Ziegler	SuperSystems,	Serv-Sell	Sales	Management,	GM	excellence	award	and	Ford’s	President	award.		He	has	
worked with and for some of the most successful automotive groups in the country such as the Browning Auto 
Group,	Cerritos,	CA,	Bob	Moore	Auto	Group,	Oklahoma	City,	OK,	Group	One	Automotive,	Oklahoma	City,	OK,	
Norm Reeves Group in Cerritos, CA, etc

He	is	a	member	and	has	served	as	Chairperson	of	several	NADA	Group	XX	over	the	years,	including	Honda,	
Chrysler, GM and Ford groups and is a Member and Chairperson of several NCM Used Vehicle Groups.

Mr. Valdes is Board member of the Imperial Valley Community College Foundation. An active member of the 
El	Centro	and	Brawley’s	Chamber	of	Commerce,	a	Member	of	the	El	Centro	chapter	of	the	Kiwanis,	ELKS	and	
Eagle clubs.

He	enjoys	supporting	his	wife	with	time	and	donations	on	the	Lake	Havasu	City	“Women	With	Willpower”	non-
profit	organization	which	gives	aid	to	local	women	in	need.	He	is	also	an	avid	supporter	of	the	Catholic	Charities	
world organization and served as Treasurer of the Ford Minority Dealers Association since 2019 and board 
member of NAMAD.

Mr.	Valdes	received	the	Ford	President’s	Award	in	multiple	years	consisting	of	2014,	2015,	2017,	2018,	2019	and	
won	the	One	Ford	Elite	Award	in	2018.
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Donna is responsible for all aspects of brand management 
and marketing for Ford Credit and is excited to lead the 
relationship with the Ford MDA.

Donna is a native Detroiter. She has an electrical 
engineering	degree	from	Lawrence	Technological	
University in Michigan which served as the foundation 
for	her	start	at	Ford	Motor	Company	more	than	28	years	
ago. At Ford, Donna worked in engineering and product 
development,	purchasing,	quality,	sustainability	and	
strategy, creating and delivering the great technologies and 
features	that	are	available	on	Ford	and	Lincoln	vehicles.	

She has been laser focused on customer satisfaction 
and treating our customers like family. For example, she 
ensured products and features were customer driven, 
which meant going directly to the customer through clinics 
and	dealers	to	hear	firsthand	what	they	did	and	did	not	like	
about our products and then creating a plan to address 
challenging	areas.	Her	efforts	while	in	quality	improved	
Things	Gone	Wrong	(TGWs)	by	more	than	30%.		

Donna is married with two adult children and lives in 
Southfield,	Michigan,	with	her	husband.	She	loves	to	travel	
and spend time giving back to the community. Donna has 
been involved with numerous employee resource groups 
to	advance	diversity,	equity	and	inclusion	at	Ford	including	
the	Ford	African	Ancestry	Network,	Ford	Hispanic	Latino	
Network, Women of Ford and Ford Pride. 

As a new member of the Ford Credit family, Donna looks 
forward to working with our dealers to identify innovative 
F&I	solutions	that	continue	to	build	strong	relationships	and	
loyalty with our customers. 

Ford Credit welcomes
Donna Bell as Vice President, 

Brand and Marketing
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American Guardian Announces 2022
AGWS University F&I Training Schedule

New monthly webinars provide insights and 
education to Agents and Dealers

WARRENVILLE,	IL	–	January	19,	2022	–	American Guardian Warranty Services, Inc. (AGWS),	a	leading	finance	and	
insurance	(F&I)	provider	in	the	industry,	offering	products	and	services	to	the	automotive,	RV,	powersports,	marine,	
and	commercial	trucking	markets,	has	announced	the	2022	AGWS	University	F&I	training	schedule.	AGWS	webinars	
are designed to provide industry insights and education to Agents and Dealers.

“The AGWS University monthly webinar series has continued to prove successful over the past couple of years and I 
am	excited	to	announce	that	AGWS	University	will	continue	to	offer	monthly	F&I	training	webinars	starting	on	January	
12,	2022,”	said	Jon	A.	Anderson,	President	and	COO	of	American	Guardian	Warranty	Services,	Inc.	“The	2022	AGWS	
University	 webinar	 schedule	 will	 provide	 additional	 opportunities	 for	 convenient	 online	 F&I	 training	 to	 implement	
stronger sales strategies in your dealerships.”

According	to	Anderson,	Agents	and	Dealers	will	learn	the	latest	F&I	strategies,	increase	their	knowledge,	and	maximize	
profits	without	having	to	leave	the	dealership.	Monthly	topics	are	available	on	the	AGWS LinkedIn page prior to each 
webinar. The webinar is held once a month at 1 p.m. CST on the following dates: February 9, March 9, April 13, May 
11,	June	8,	July	13,	August	10,	September	14,	October	12,	November	9,	and	December	14.

AGWS	continues	the	webinar	series	with	the	overall	theme	of	F&I	Insights	and	will	be	led	by	Bob	Harkins,	VP	of	Training	
at	AGWS,	and	 industry-leading	guest	speakers.	The	AGWS	University	webinars	are	meant	 to	serve	as	a	24/7/365	
F&I	 and	Compliance	 training	program	designed	 to	Maximize	Deal	Profit	 for	both	Front	End	Gross	and	Finance	&	
Insurance Income, in a manner that is consistent with Good Customer Relations and Sound Business Practices. The 
content covered in the training is meant to complement and add to what is already being utilized in each dealership 
respectively.	Additional	2022	webinar	topics	will	include	Hot	Button	Topics	such	as	Your	2022	F&I	Profitability	Focus,	
Successful	Menu	Selling,	Value	Added	F&I	Sales	Presentations,	Compliance	&	Ethics,	and	the	Protection	of	the	Dealer	
and the Dealership, and much more.

If anyone missed any of the 2021 webinars, they can all be viewed at any time via AGWS’ new webinar library. Please 
visit agwsu.com/webinars to access all past recorded training sessions.

About	American	Guardian	Warranty	Services,	Inc.	(AGWS)	
Headquartered	just	outside	of	Chicago,	Illinois,	AGWS	is	an	innovative	provider	of	administration	services	for	Agents	
and Dealers offering vehicle protection products, limited warranties, and a variety of environmental and aftermarket 
products	across	the	United	States.	Since	its	inception	in	1998,	the	goals	of	AGWS	are	to	offer	superior	claim	processing,	
exceptional	customer	service,	and	unrivaled	profitability	options.	Products	are	 insured	by	“A”	and	“A-”	 (Excellent)	
rated carriers. AGWS is part of the American Guardian Group of Companies and enjoys an A+ rating with the Better 
Business Bureau. For more information, visit agws.com or the AGWS University at agwsu.com.

https://agws.com/
https://www.linkedin.com/company/american-guardian-warranty-services-inc-/mycompany/?viewAsMember=true
https://agws.com/webinars/
https://agws.com/
https://agws.com/fi-training/
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Using Digital Auctions 
To Unlock Wholesale 
Vehicle Revenue
By Steve Kapusta, senior vice president of remarketing services, 
Ally Financial

The law of supply and demand 
has flipped to become a new 
bylaw for auto dealers: demand 
and supply. There’s plenty of 
demand in the marketplace, but 
not nearly enough supply. This 
can be blamed in large part 
on the global semiconductor 
shortage causing automakers to 
either slow vehicle production or 
shut down completely.

The pandemic may have limited 
some travel and transportation 
habits, but Americans’ 
enthusiasm for cars hasn’t cooled. 
In fact, the auto market appears 
to be on fire for the foreseeable 
future. Nationwide, dealers face 
challenges to secure sufficient 
supply of the most desired 
vehicles: pickup trucks, crossovers 
and SUVs. With supply scarce 
on new car lots, consumers are 
snapping up pre-owned vehicles. 
That leaves dealers scrambling to 
find new sources of used cars.

Digital Auctions Help Fill 
Inventory Gaps

Savvy dealers are turning to 
digital wholesale auctions to help 
negotiate inventory constraints. 
Online auctions have existed for 
many years, but the pandemic 
forced more dealers to pivot 
from physical auctions to online. 

Dealers and wholesalers are not 
only saving valuable time and 
money doing business this way, 
they’re also helping to ease the 
inverse demand vs. supply issue.

In fact, this had led some physical 
auction fans to convert. 

With digital auctions, dealers can 
easily search for their desired 
vehicles and place bids during 
designated auction periods. Can’t 
take a chance on being outbid for 
that great pickup or SUV? Some 
sites offer a buy now price option, 
allowing immediate purchases — 
including transactions outside of 
traditional business hours. 

This provides dealers with a 
competitive advantage, giving 
them a better chance to secure 
the limited inventory available 
and help meet strong used 
vehicle demand. At the same 
time, digital auctions help provide 
an effective and efficient way 
for dealers to sell off languishing 
trade-ins, so their team can focus 
on acquiring and selling the cars 
and trucks customers want.        

Using Digital Platforms Effectively

In our experience, it doesn’t 
take long for dealership staff 
to embrace digital auction 

platforms, such as Ally’s 
SmartAuction. We recommend 
logging on every day, as there’s 
always fresh inventory and 
updated prices. Saved searches 
are an efficient method to ensure 
you don’t miss new, desirable 
listings that will morph into sales. 
We recognize most sales staff 
don’t have the luxury of sitting 
glued to their computer screens 
all day, so SmartAuction’s mobile 
app was designed to allow staff 
to quickly view, buy and sell 
vehicles with a few taps on their 
phone.

The Real Numbers

The urgency to use digital tools 
for inventory management 
cannot be understated. According 
to a recent Cox Automotive 
report, used resale values were 
up more than 20% at the end of 
summer. 

With much of the business 
moving online, it’s imperative 
that dealers consider leveraging 
and investing in technology that 
streamlines operations. When 
used effectively and frequently, 
digital auctions are a smart tool 
to help dealers attack inventory 
challenges while freeing up more 
time to serve customers.
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Become a
Ford Minority 

Dealers Association

Join today at:
fordmda.com/how-to-become-a-member

Member Today

fordmda.com/how-to-become-a-member


10  –  Ford Minority Dealers Quarterly News

 

 

2022 Consumer Experiment Movement (“CEM”) enrollment s OPEN! 

 

Don’t miss the opportunity to enroll in CEM for 2022. 

2022 enrollment materials (including enrollment forms for new stores, opt-out forms and additional 
coach visit forms) can be found on FMC Dealer 
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FordDirect is bringing you – at no cost – on-demand cybersecurity and privacy training that will help 
you	train	your	dealership	employees	who	handle	customer	data.	Launched	as	part	of	Cybersecurity	
Awareness Month, we encourage you to learn all you can about privacy and security at your 
dealership! Training is a best practice and giving your employees this training will help them to:

•	Understand	why	protecting	customer	data	is	important
•	Learn	how	to	respond	when	there	may	be	a	data	breach
•	Receive	tips	for	ensuring	data	security	and	privacy	at	your	dealership

This	content	is	customized	for	Ford	and	Lincoln	Dealers	and	available	to	watch	on	demand,	at	your	
convenience for the next year. Watch now!

Privacy and Security Training 
from FordDirect
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Jackie Popelier, FordDirect’s 
Senior Director, Advertis-
ing and Zoe Stavridis, Google 
Ford/Lincoln	 Retail	 Lead	 will	
host the next session in Ford-
Direct’s	 popular	 Fixed	 Op-
erations webinar series. The 
session will focus on best prac-
tices	for	Service	and	Fixed	Op-
erations advertising, plus the 
importance of messaging Ser-
vice. The webinar will be held 
on	 January	 18	 at	 3	 p.m.	 EST.	
Register today as spots are lim-
ited and going fast. If you can’t 
make the webinar, register any-
way, as you’ll receive an email 
after the broadcast with a link 
to the webinar recording. 

You can watch the previous 
webinars	 in	 the	Fixed	Ops	se-
ries,	 “Optimizing	Your	Service	
Opportunities”	(which	focused	
on helping your Service Team or BDC improve their communication processes and appointment 
rates	with	leads)	and	“Digital	Storefront”	(showcasing	how	to	enhance	your	dealership	website	to	
highlight	your	parts	&	service	departments),	on	demand.

Fixed Operations Webinar Series: 
FordDirect AdVantage
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Hopefully,	you	already	have	a	sound	estate	plan	in	place	to	
protect the interests of your heirs and minimize potential 
estate tax liability. But that doesn’t mean you’re completely 
in	 the	clear.	You	can’t	 just	fill	out	 the	paperwork,	 lock	up	
the	documents	in	a	file	cabinet	or	store	them	electronically,	
and forget about it. Consider your estate plan to be a “work 
in progress.”

Notably, your circumstances could be affected by certain 
life events that should be reflected in your estate plan. And 
the plan should be reviewed periodically anyway to ensure 
that it still meets your main objectives and is up to date. 
Although you can examine the plan whenever you choose, 
the end of the year and the start of a new year is often an 
opportune time for individuals to take stock of their situa-
tions.

Reflect life-changing events
What	sort	of	life	events	might	require	you	to	update	or	mod-
ify estate planning documents? The following list isn’t all-
inclusive by any means, but it can give you a good idea of 
when	changes	may	be	required:

•	 Your	divorce	or	remarriage,
•	 The	birth	or	adoption	of	a	child	or	grandchild,
•	 The	death	of	a	spouse	or	another	family	member
•	 The	illness	or	disability	of	you,	your	spouse	or	another	

family member
•	When	a	child	or	grandchild	reaches	the	age	of	majority
•	When	a	child	or	grandchild	has	education	funding	needs
•	 Changes	in	long-term	care	insurance	coverage
•	 Taking	out	a	large	loan	or	incurring	other	debt

•	 Sizable	changes	in	the	value	of	your	assets
•	 Sale	or	purchase	of	a	principal	residence	or	second	

home
•	 Your	retirement	or	the	retirement	of	your	spouse
•	 Receipt	of	a	large	gift	or	inheritance,
•	 Sale	of	a	business	interest,	or
•	 Changes	in	federal	or	state	income	tax	or	estate	tax	

laws.

As part of your estate plan review, examine the critical 
components — including the key legal documents in-
corporated within the plan.

Update your letter of instruction
As you review your estate plan, be sure to reread your 
letter of instruction and make any necessary revisions. 
Although a letter of instruction isn’t legally binding, it 
can be incredibly useful.

The letter may provide an inventory and location of as-
sets; account numbers for securities, retirement plans, 
IRAs and insurance policies; and a list of professional 
contacts that can help your heirs after your death. It 
may	also	be	used	to	state	personal	preferences	(for	ex-
ample,	specifics	for	funeral	arrangements).

Prepare for a new year
Don’t put off your estate plan review any longer. Iden-
tify any items that should be changed and arrange to 
have the necessary adjustments made soon after 2022 
arrives, if not sooner. We can help you complete your 
review and make any needed updates.

Prepare for a New Year by 
Reviewing your Estate Plan
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Prepare for a New Year by 
Reviewing your Estate Plan

Last	year,	FordDirect	launched	an	expanded	version	of	ConsumerConnection+	and	so	far,	
it’s driving big returns for Dealers. If you’re not enrolled, you’re missing out on an array of 
great features:

•	100%	multichannel	messaging	for	core	touchpoints
•	FordPass™	Rewards/Lincoln	Access	Rewards™	Point	integration
•	Connected	Vehicle	Modem	Data	integration
•	New	message	formats	and	branded	creative
•	All	Dealers	eligible	for	field	consultation

Dealers	have	enjoyed	a	significant	return	on	investment	as	CC+	has	delivered	an	11%	
increase	to	the	service	communications	response	rate	and	a	20:1	Dealer	ROI	for	the	
additional ConsumerConnection+ investment.*

Discover more ways to drive sales and service — read the ConsumerConnection+ 
Playbook now!

*Based	on	Epsilon	pre/post	analysis	of	11/10/20	–	12/31/20	ConsumerConnection+	
messages,	using	60-day	response	window.	ROI	calculation	uses	GDIA	assumption	of	$84	
Dealer	net	revenue	per	RO.

Ford Direct’s Expanded 
ConsumerConnection+
Delivers Higher Returns
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Today's market demands data-driven sales, service & vehicle acquisition solutions. You can position 
your dealership for whatever market conditions 2022 brings.

Here are three reasons to consider Client Command®:

ACTIVE SHOPPER® DIFFERENCE:  Our Active Shopper Network® knows who started, stopped 
and ramped up their shopping in the last 24 hrs.

OMNI-CHANNEL ADVANTAGE:  Get in front of shoppers first with high frequency marketing that 
drives higher gross profit and more trades.

VEHICLE ACQUISITION:  Leverage data to go directly to consumers to load your lot with the 
makes, models, years and mileage you want.

Looking for other ways to tackle today’s trends?

READY TO LEARN MORE ABOUT CLIENT COMMAND®?

Schedule your hassle-free demo today! 
Call 888.786.6489 or Email sales@clientcommand.com

www.clientcommand.com

BETH JONES
STARTED SHOPPING: 8am Today
SEARCHING FOR: Pre-Owned SUV

RESEARCHING: Trade Values
LIVES: 3 Miles from dealership

That's the power of the Active Shopper Network®

Secure More Trades And 
Drive More Gross

JOIN OUR WEBINAR!
Avoiding a Catch (20)22: Best Practices for Your Dealership
February 15th at 1:00 PM Central
Contact Dawn Jabour for details: dawnj@clientcommand.com
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Is this the New 
Normal for 
Automotive Sales?

The recent pandemic has transformed the way automotive salespeople do business. The days of walking the 
customers through 100s of vehicles have been replaced with guiding customers through the online custom 
ordering processes. Two years ago, we hated one-price selling, and now it’s our preferred sales process. 
Likewise,	the	days	of	forcing	customers	to	ride	with	you	on	a	test	drive	have	been	replaced	with	delivering	the	
vehicle to the customer to allow them to take a solo test drive.

The	most	significant	change	is	the	customer.	Today’s	customer	knows	how	to	research	the	vehicle	outside	of	
the dealership and often have their vehicle choice made before they walk into the dealership.  

It’s time for sales professionals to evolve to the next level too. Instead of waiting for the customers to come into 
the	dealership,	salespeople	need	to	find	ways	to	engage	with	customers	before	they	make	their	final	vehicle	
selection.  

One	way	is	with	11Sight’s	Customer	Engagement	Platform	(CEP).	CEP	allows	salespeople	to	meet	customers	
on	the	dealership’s	website.	Instead	of	having	customers	fill	out	lead	forms,	11Sight	will	enable	customers	on	
the	dealer’s	website	to	ask	questions	about	availability,	pricing,	financing,	and	much	more	in	real-time.		

11Sight’s CEP also includes a virtual meeting room for each salesperson. Salespeople can consult with 
customers about product features and options in a secure virtual room. In addition, the virtual meeting room 
allows them to share videos, documents and even see the vehicle and trade-in without being in the showroom.  

Salespeople can also contact previous customers on social media via 11Sight. Simply clicking a link on 
Facebook, Instagram, Google My Business, or any social media site allows customers to connect instantly to 
the salesperson. These links can also track media sources to help the dealership determine where their leads 
originate.   

To	find	out	how	to	add	11Sight’s	CEP	to	your	team,	click	this	link	11sight.com.

About 11Sight
11Sight	is	a	digital	video	portal	that	combines	an	800-number	experience	with	that	of	FaceTime.	Customers	can	originate	private	calls	with	no	
downloads, no registration, no friending, on any device. Businesses have the same choice when answering. Plus, they get complete control and 
visibility	over	the	calls,	benefit	from	standard	features	such	as	call	forwarding,	message	lines;	and	the	platform	easily	integrates	into	existing	IT	
systems	such	as	CRM’s	websites	and	Facebook/Meta	postings.

Today's market demands data-driven sales, service & vehicle acquisition solutions. You can position 
your dealership for whatever market conditions 2022 brings.

Here are three reasons to consider Client Command®:

ACTIVE SHOPPER® DIFFERENCE:  Our Active Shopper Network® knows who started, stopped 
and ramped up their shopping in the last 24 hrs.

OMNI-CHANNEL ADVANTAGE:  Get in front of shoppers first with high frequency marketing that 
drives higher gross profit and more trades.

VEHICLE ACQUISITION:  Leverage data to go directly to consumers to load your lot with the 
makes, models, years and mileage you want.

Looking for other ways to tackle today’s trends?

READY TO LEARN MORE ABOUT CLIENT COMMAND®?

Schedule your hassle-free demo today! 
Call 888.786.6489 or Email sales@clientcommand.com

www.clientcommand.com

BETH JONES
STARTED SHOPPING: 8am Today
SEARCHING FOR: Pre-Owned SUV

RESEARCHING: Trade Values
LIVES: 3 Miles from dealership

That's the power of the Active Shopper Network®

Secure More Trades And 
Drive More Gross

JOIN OUR WEBINAR!
Avoiding a Catch (20)22: Best Practices for Your Dealership
February 15th at 1:00 PM Central
Contact Dawn Jabour for details: dawnj@clientcommand.com

https://11sight.com/
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Q3 Multicultural and 
Updated Demographic 
Data Now Available!  

Questions? Email us at focusaudiences@forddealerdashboard.com anytime.

Also in the Measure section, you can review the top 10 competitive dealerships in your locality by 
audience. Altogether, this information can help you better understand your customers and more 
effectively market to them.

Your Q3 multicultural sales numbers are now available on the Focus Audiences Resource Site.

TRACK your dealership’s progress 
over four consecutive quarters  
in the Measure section.

REVIEW local demographics 
updated with 2020 Census Data 
in the Learn section.

ACCESS your dealership-specific 
Q3 Multicultural Performance 
Report in the Measure section.

 

 Hometown Ford
F12345 - Local Region, Zone A  

 

Dealership Multicultural Performance Report   
 

September, 2021

What’s Inside?

•  Locality Ethnicity by ZIP Code
•  Locality Map with Dominant Ethnic Group with ZIP Codes
•  Locality Map with Ford and Industry (Less Luxury) Registrations
•  Locality Map with African-American Ford and Industry Registrations
•  Locality Map with Asian Ford and Industry Registrations
•  Locality Map with Hispanic Ford and Industry Registrations
•  Locality Ethnic Ford and Industry ZIP Code Registrations
•  Locality Ethnic Ford Dealer Sales
•  Locality Ethnic Performance Summary
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We encourage you to use the Focus Audiences Resource Site as a valuable tool that 
can help you welcome every person into your dealership and the Ford Family. 
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The pandemic hyper-accelerated a trend that was emerging and that is Consumers’ 
preference for a convenient, low touch, digital path-to-purchase experience.

Your digital retailing strategy should include a high-performing credit application. 
eLEND	SOLUTIONS	CreditPlus	is	an	online	and	in-store	credit	platform,	delivering	the	
highest	lead	conversion	ratios	and	ROI	available	in	a	digital	credit	solution	–	backed	
with a performance guarantee.

We	offer	web-based	solutions,	pre-screen	and	pre-qualification	solutions,	built-in	
compliance tools, and a fully connected online to in-store credit workflow. Use one, 
multiple,	or	all	our	Credit	Solutions	for	one	monthly	fixed	price.	

•	Website Plug-In:	Highest	lead	conversion	ratios	and	ROI	available	in	a	digital	credit	
solution.

•	Digital Retailing: Accelerate the conversion of your digital retailing leads to fundable, 
transaction-ready buyers.

•	Digital Marketing:	Amplify	engagement	with	al	your	outbound	customer	acquisition	
campaigns.

•	In-Store: Paperless, self-service enabled showroom credit portal with no login 
requirement.

We	work	with	all	dealership	types,	all	OEM	brands	and	thousands	of	dealers	including	
sixteen of the largest dealer groups and multiple #1 nameplates.

Request	a	no-obligation	consultation.

SELL THE CAR,
NOT THE 

APPOINTMENT

Contact: DON ZALE  |  248.701.3835  |  Don.Zale@eLendSolutions.com

Q3 Multicultural and 
Updated Demographic 
Data Now Available!  

Questions? Email us at focusaudiences@forddealerdashboard.com anytime.

Also in the Measure section, you can review the top 10 competitive dealerships in your locality by 
audience. Altogether, this information can help you better understand your customers and more 
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Your Q3 multicultural sales numbers are now available on the Focus Audiences Resource Site.

TRACK your dealership’s progress 
over four consecutive quarters  
in the Measure section.

REVIEW local demographics 
updated with 2020 Census Data 
in the Learn section.

ACCESS your dealership-specific 
Q3 Multicultural Performance 
Report in the Measure section.
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We encourage you to use the Focus Audiences Resource Site as a valuable tool that 
can help you welcome every person into your dealership and the Ford Family. 
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Our Valued Sponsors and Vendors
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Our Valued Sponsors and Vendors
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