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Left to right:  Bill Perkins, Peter Ngo, Barry Carver, Eric Stuteville, Leo Portaluppi, 
Diane Pajouh, Cedric Patton, Patrick Decuir, Charles Winton, David Ferraez, Todd Ingersoll
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PARTNERS Great communications and transparency are vital to growing
our minority dealer body, improving our NV sales, and
continuing to outperform the majority dealer body with
profitability.

Your council is committed to assisting all minority dealers in
all phases of dealership operations. If you are struggling or
just want to improve your business please take advantage of
your council and the NCM 20 groups available to you.

I would like to thank Carlos Latour for his years of service to
MDD, his leadership, and his friendship in leading us. We wish
him the very best for himself and his family in the next phase
of life. 

Dav i d  F e r r a e z
V i c e  C h a i r ,  2 0 2 3  M i n o r i t y  D e a l e r  A d v i s o r y  C o u n c i l  
P r e s i d e n t ,
G r e e n  B r o o k  B u i c k  G M C
G r e e n  B r o o k  C h e v r o l e t
B r i d g e w a t e r  C h e v r o l e t
9 0 8 . 3 3 4 . 9 3 4 8
d b f e r r a e z @ g m a i l . c o m

I t  is  an excit ing and chal lenging
t ime to  be a  GM dealer  and a  part  of
the counci l .  I t  is  a lso  a  pr iv i lege to
work with  Diane and the rest  of  the
counci l .  

GREETINGS FROM YOUR
MDAC COUNCIL :



Save the DateSave the Date
2024 Winter Minority Dealer 

Business Meeting

March 11-13, 2024

1500 Orange Ave, Coronado, CA 92118
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ENROLLMENT OPEN NOVEMBER, 2023



PARTNERSPARTNERS

Q2. Best IdeaQ2. Best Idea

A DEALER MAKING BDC CALLSA DEALER MAKING BDC CALLS
Best Ideas are often well-thought-out processes that don’t require much investment or a commitment to a new
vendor, just good efforts done the right way with some very good results at the store. One of the recent winning
ideas came from an engaged Dealer that had developed a Service BDC follow-up system. They have been using the
process for over 3 years with great success.   
Each day the BDC pulls the list of all ROs closed the previous day and makes follow-up calls. They are speaking
with about half of all the customers and find that 90% are happy with the dealership and the service they
received. Any unhappy customers get a call from the Dealer, not the Service Manager or the BDC Manager but the
Dealer. 

The Dealer said he only gets about 3% of their customers to call monthly. He stated that he consistently has
customers shocked that the Dealer was calling, and most downplayed their issues once they found out the Dealer
cared enough to call and follow up.

Some issues needed work to correct, but the customers have gladly allowed them to fix the problem and are
satisfied customers. Their CSI in Service is top in their district, and he said many would end up discussing trading
vehicles or asking about new products once they know the Dealer cares. Complaints have dropped way down, and
now he has the BDC also doing follow-up calls to customers that dropped their vehicles off for service at night by
calling them just after 8:00 am to let them know they have received the car and service will follow up with them
later that morning.
The results are happier loyal customers, great CSI, repeat customers, and fewer problems, something we all want
to build into our culture.

Glenn A. Barton, Dealership
Management Consultant NADA 20
Groups NADA 20 Groups | Tyson’s, VA
269.994.3987 | gbarton@NADA.org
(386)848.3351
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for Sales 
Consultants new to their  role within the last  1–2 months.  Sales
Consultants and Managers,  come see what i t ’s al l  about at  the
off icial  launch of  this new virtual  classroom training! 

This l ive training session wil l  supplement the new hire training
provided by your dealership.  I t  covers automotive
fundamentals,  sales competencies,  brand essentials,  GM
resources and more.  The training includes relevant,  real-world
information and ski l ls to prepare new Sales Consultants for a
successful  and rewarding automotive career,  not just  a job.  

The Sessions are hosted on the second and third Wednesday
of every month at  12:00 -  1:30 p.m. EST .

W e  h o p e  t o  s e e  y o u  t h e r e  –  c l i c k  H E R E  t o  e n r o l l !  

 READY, SET, EXCEL! TEAM 



 gm

NEW 2023 MOTORS HOLDING ALUMNI

PATRICK DECUIR, DEALER
RIVERVIEW AUTOMOTIVE GROUP, INC. 
NORTH HUNTINGDON, PA

MAY, 2023

Q2, NEW MINORITY DEALER DEVELOPMENT (MDD) DEALERS
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Luiz Alaniz, Jr. , UValde Chevrolet, Uvalde, TX
Vikas Mehandroo, Aaron Chevrolet, Lake Elsinore, CA
Dorian Jimenez, Classic Chevrolet NW EXPY, Oklahoma City, OK
Chanh Nguyen, GMC of Dodge City, Dodge City, KS
Shelby L. Longoria, South San Antonio Buick GMC, San Antonio, TX
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MDD KEY OBJECTIVES I Q2, 2023 OVERVIEW:
Profitability, Growth and Retention 

 2023 OBJECTIVES  2023 ACTUAL
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 Q2, CYTD 2023 | TOP 10 MDD DEALERS BY BRAND

 gm

AUTOCONNECT
Q2, 2023Q2, 2023



MDAC 
MESSAGE

EVENTS

NEWS

RESOURCES

PARTNERS

AUTOCONNECT
Q2, 2023Q2, 2023

Meet our NEW Management Team

JENIFER SCHMIT, SENIOR MANAGER,  joins Dealer Diversity from Chevrolet’s Retail
Marketing team. While at Chevr﻿olet she led the Go-To-Market Strategy across all of the
agencies collaborating with the sales and regional field teams. She is most proud of the
Dealer Digital Advisory Board which she co-chaired. This was one of the most influential
boards she had worked with. During this time, she was able to make long lasting change
within the organization including transforming Chevr﻿olet’s Digital reporting through the
introduction of a new digital dashboard as well as piloting and testing new initiatives
and tactics to optimize the digital spend for the LMAs and dealer partners. She joined
Chevr﻿olet after working in Customer experience at Cadillac as well as a jaunts at Honda,
Ford and Lincoln. 

TIA HARDEMAN, DIRECTOR, comes to the Dealer Diversity Team with 28 years of
automotive experience. Field experience dominated the first half of Tia’s GM career as
she has represented all GM brands as a District Sales Manager in multiple markets in
rural and metro areas. Most recently, Tia comes from GM’s West Region where she
served as Regional Manager Business Operations. Prior to her brief stint in California,
Tia had multiple leadership roles in the Northeast Region in Field Operations
Management and Dealer Network. Tia’s time in the Northeast prepared her for the role
as her work was consumed with identifying and vetting minority and women candidates
for opportunities in the region. Tia’s most fulfilling work in the Northeast Region was in
appointing minority candidates to key locations in the Pittsburgh, Washington, D.C.,
North New Jersey, and New York metro markets. Tia looks forward to supporting the
MDD dealers in her new role.
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General Motors sold 691,978 vehicles in the U.S. including 15,642 EVs
Second-quarter sales increased 19%: retail  up 15% and GM Envolve (Bright Drop and Fleet) up 34%
All GM brands earned double-digit sales growth — Chevrolet up 17%, Cadillac up 15%, Buick up 48%
and GMC up 18%
GM Envolve was No. 1 in total fleet sales and had its best commercial sales year-to-date since
2007
The second quarter total U.S. industry SAAR was an estimated 16 million
Incentives and inventory remained flat compared to the first quarter

General Motors sold 1,295,186 vehicles in the U.S. including 36,322 EVs
Sales increased by 18% for the 4th consecutive quarter of retail  share growth
GM is on track to expand truck leadership with 581,114 pickups and full-size SUVs delivered
GM earned #1 in J.D. Power’s 2023 U.S. Initial Quality Study for the second consecutive year
The Chevrolet Trax continues to fill  the void left by Honda, Toyota and Ford in the small SUV
segment with more than 50% of sales being conquest customers.
More than half of all  GMC Sierra HD, LD, Canyon, Chevrolet Colorado, Tahoe and Suburban sold
were premium trims

Q2 Highlights:

First Half Highlights:
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Additional Dealer Network Contact Information

GM REGIONAL MANAGERS OF BUSINESS OPERATIONS 
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GM DIVERSITY DEALER DEVELOPMENT TEAM 
TIA HARDEMAN JENIFER SCHMIT KRYSTAL TEAMER MEGAN WIGLEY DEL DOBBS-LONGS MICHELL JOHNSON
Director, Dealer
Diversity Relations
Cell: 818.540.9461
tia.hardeman@gm.com

Senior Manager, Diversity
Dealer Development
Cell: 917.587.4786
jenifer.schmit@gm.com

Dealer Performance Manager
Cell: 313.329.5176
krystal.teamer@gm.com

National Candidate and
Portfolio Retention
Manager
Cell: 313.378.0061
megan.wigley@gm.com

Dealer Development
Communication, Events & Finance
Manager
Cell: 313.378.9065
del.dobbs@gm.com

Dealer Development &
Dealer Contractual Group
Coordinator
Cell: 313.729.8714
michell.johnson@gm.com


