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MARTIN CHEVROLET is a 

very successful dealership with a 

state-of-the art facility, cohesive 

team, well-run BDC and good 

CSI numbers. Employees practice 

sales-to-service transitions, utilize 

the Service Workbench and 

perform thorough multi-point 

vehicle inspections. 

So what was there to fix?

“Like every dealership, we had 

areas that needed help,” said 

Service Director Duane Hill.  

“GM’s SDP is guaranteed to 

increase productivity, efficiency 

and profitability. It was definitely 

the right tool to get Martin to 

the next level.”

Hill scheduled a meeting with 

Rhenea Culp, GM Service 

Development manager, North 

Central Region, and DMA Matt 

Edmiston. They all agreed that 

Martin Chevrolet was a good 

candidate for SDP. In October 

2016, Dealer Todd Martin gave  

the green light to start the 

process. Before long, Hill received 

the SDP pre-work package, which 

included surveys for the service 

department staff and a review of 

financials. 

Culp then spent five days onsite 

reviewing Martin’s service 

processes, conducting employee 

interviews and scanning the 

competitive landscape. 

“Using a stopwatch, she did time 
studies of our work to examine 
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Employees Drive SDP, Get Amazing Results

“SDP has made us more efficient. We 
provide better service, which improves the 
customer experience. Loyal S&P customers 
buy new vehicles. Those vehicles come 
back for service. It’s a cycle of success.”

FIXED OPS

Mark Your Calendar!
Sept. 12-14, 2017

Those are the ACTUAL results from Martin Chevrolet in Crystal Lake, Illinois, which started SDP  
late last year. Folks there are quite confident the benefits they’ve achieved so far are only the beginning.

WRN LINK featured the GM Service Development Process (SDP) in its 2016 Q3 issue (link: click here).  
If you haven’t begun implementing SDP in your own dealership, here’s what you’re missing:

CUSTOMERS GIVING YOUR 
DEALERSHIP KUDOS ON 

SOCIAL MEDIA

BOOST IN PARTS SALES, 
CUSTOMER TOUCHES AND 

NEW VEHICLE SALES

50% INCREASE
IN FLAT-RATE 

HOURS 

+ +

https://issuu.com/gmwomensretailnetwork/docs/wrn_link_2016_3q_4_f
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each step for efficiency,” Hill said. “Her level 
of scrutiny was unbelievable.”

On her final day, Culp presented a list of 
observations and recommendations to 
Martin leadership.

“The report showed where we were strong,” 
said Hill. “For starters, our staff scored above 
the SDP average for job satisfaction and 
enthusiasm. She said it’s pretty rare just how 
positive our employees are.”

Culp followed with a list of inefficiencies, 
bottlenecks and pricing concerns along 
with recommendations for improvement. 
Together, Culp, Edmiston, Hill and his team 
worked to develop the SDP action plan. 
Tasks were assigned to individuals, and they 

were also given a deadline and tracked for 
completion. 

“Our employees really drove our action plan 
and its implementation,” said Hill. “They 
were brought in from the start. When 
you invite employees to participate in the 
process, they become part of the solution.” 

Thanks to SDP, Martin’s service department 
had its best January and February since the 
dealership opened five years ago. 

“Every action item we’ve implemented 
has been a huge success,” said Hill. “Our 
customers are posting about our fast and 
orderly service. They actually say they enjoy 
coming in to the dealership. Reviews like 

that are priceless.” 

As Melissa Franklin learned at DRIVEN2, customer-driven content is 
king. We believe the same thing. That’s why we’re always tweaking 
WRN LINK to make sure it’s relevant and useful to you. 

Readers have told us they want to hear more from WDAC members. 
So in this space, usually dedicated to a message from the Chair, I’ll 
be joined throughout the year by your Council representatives. In 
doing so, we’ll be sharing an even wider variety of viewpoints and 
perspectives. Our regional representatives will talk about their 
approach to customer service, or share best practices from dealers in 
their part of the country. From time to time, I’ll be back to share my 
thoughts as well.

I’m looking forward to reading what my fellow WRN dealers are 
doing to improve sales, S&P and the overall dealership experience. It’s 
one more way LINK is delivering on the promise of the WRN: Helping 
improve profitability, growth and retention for our dealers. 

Please join me in this space next quarter to learn how our resourceful 
network of women is securing customers for life. You won’t want to 
miss it. 

A Message from our WDAC Chair

Marianne Ballas

419-535-1000 | mballas@ballasbuickgmc.com

SDP 
continued from cover

Here are just some of the steps Hill’s  
team is taking to improve S&P efficiency 
and productivity.

• Holding daily shop meetings

• Added six hoists and a new tire 
 machine 

• Organized the tool room

• Improved oil change scheduling using  
 BDC and Dealertrack 

• Reviewed/revised/trained service  
 advisors on service lane process

• Bought headsets to improve  
 communications 

• Reviewed/revised parts pricing

• Hired dispatcher

• Implemented Active Delivery Process

• Integrated Dealertrack with SWB

Martin Chevrolet Service Department Employees

mailto:mballas@ballasbuickgmc.com
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TIPS
Service Techs Win Customers 
with Pit-Crew Speed 
 DEALER MARY NURSE likens the oil change team at

Nurse Chevrolet Cadillac to a NASCAR pit crew. Nurse’s

suburban Toronto dealership performs an average of

50 oil changes a day, all in 29 minutes or less, 

for about $30 U.S.

Here are just a few of Nurse’s tips for turning your Service 

technicians into quick-change artists:

• Nurse dedicates one service lane to her oil-change 

 business.

• Several techs work on one vehicle at a time—each 

 doing a specific job in a specific sequence.

• Every vehicle receives a change of oil and a new filter, 

 inside/outside cleaning, and a diagnostic check with 

 the Hunter Quick Check Vehicle Inspection System.  

 An easy to understand print out is produced, which 

 includes the results of an alignment check, battery 

 fitness test, brake efficiency test, tire pressure and the 

 measuring of tire-tread depth—key to winning new  

 tire sales.

• A service consultant reviews vehicle diagnostics with 

 each customer.

• Two techs double check each job for safety and quality.

• Nurse hired experts to design the vision of the Service 

 Department with hi-speed equipment and a quick-lane 

 process.

• No appointment is necessary but customers are able  

 to view the line on a dealer app.

• Nurse voiced radio commercials touting the new  

 oil-change experience.

Read more about Nurse at Automotive News Fixed  

Ops Journal. 

TIPS

The gross profit from the service 
department now covers all of the 
dealership’s expenses. “Service is the  
area that builds long-term relationships  
with customers,” Nurse said. “Service is 
where the dealer must focus to ensure 
business longevity.”
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EVE KNUDTSEN is passionate about education at all ages. 
Through the generous support of her dealership, Knudtsen 
Chevrolet in Post Falls, ID, deserving women and men 
receive countless opportunities to pursue their academic 
dreams. 

Knudtsen takes every available opportunity to promote 
education, especially as it relates to automotive retail. She 
was among the first to step forward as a 2016 WRN Scholarship 
Drive to Succeed Named Dealer. Knudtsen said her dealership has 
already committed to support the 2017 program, and views it as an 
important part of her academic outreach.

To honor her work promoting education, Knudtsen received 
Northwood University’s prestigious Dealer Education Award at 
the NADA convention in January, 2017. The award is presented to 
dealers who’ve made noteworthy, individual contributions to public 
or private education. Knudtsen is an alumna of both Northwood 
University and Gonzaga University.

“I’m absolutely thrilled to receive the award,” said Knudtsen. “When 
I was a Northwood student, I presented the Dealer Education 
Award. Now I’ve come full circle. My award was presented to me by 
Norma Benavides, a current Northwood student and 2016 recipient 
of the WRN Scholarship.”

Knudtsen is the third generation to lead her family’s dealership. 
She considers it her responsibility to help change perceptions about 
the industry. One example: Knudtsen has changed the term sales 
person to product expert to attract more women into the field. 

“Providing individual attention to customers and helping them 
understand our products is a role especially well suited to women,”  
she said. 

WRN Dealer Honored for 
Academic Leadership

SCHOLARSHIP for WOMEN
GM AUTOMOTIVE DRIVE TO SUCCEED

REMEMBER: 
The WRN Drive to Succeed Scholarship campaign 

is in full swing. It’s time for all WRN members 

to get involved by contributing financially 

(or becoming a Named Scholarship Dealer), 

nominating a qualified candidate and promoting 

the program throughout the community.

“The WRN scholarship program continues to make 

a significant difference in the lives of women from 

all walks of life,” said Celeste Briggs, WRN Director. 

“We are proud to select candidates that represent 

the same spectrum of diversity as our customers.”

A total of $52,500 was given to 14 deserving 

women in 2016, bringing the WRN Scholarship 

total to $159,500 awarded in its 6 years.

The names of the winners will be announced at 

the WRN DRIVEN2 business meeting in September. 

Please utilize the 2017 promotion toolkit and 

check out the WRN website for ideas to support 

the program: gmwomensretailnetwork.com/

business-priorities/scholarship/.

“I’m exceedingly passionate about doing everything 
I can to help women find the automotive industry 
and be successful,” said Knudtsen. “The WRN 
scholarship speaks right to that goal. I’m very proud 
to be a Named Scholarship Dealer and help develop 
the next generation of women in our industry.”

http://gmwomensretailnetwork.com/business-priorities/scholarship/
http://gmwomensretailnetwork.com/business-priorities/scholarship/
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New to GM Dealer  
Calls WRN 20 Group 
“Lifesaver” 

CHRISTA BILLEAUD opened her first GM dealership, Acadiana 
Chevrolet, in December 2016. Among her first orders of business: 
Join a WRN 20 Group. 

“I am part owner in two other dealerships, but this is my first time in 
the dealer role,” Billeaud said. “And it’s my first time in the GM system. 
When I saw WRN 20 Group listed among the many resources available 
for female dealers, I knew it was a must for me.”

Billeaud wasted no time attending her first WRN 20 Group meeting, 
held immediately following the NADA convention in her home state of 
Louisana. Acadiana Chevrolet is located in Breaux Bridge, just outside of 
Lafayette.

“The timing couldn’t have been better,” said Billeaud. “I have extensive 
experience in finance from my other dealerships, and I have been 
through dealer son’s and daughter’s school through another OEM. 
However, I desperately needed help navigating the GM world. That 
included everything from procurement to training to inventory. The  
20 Group is a lifesaver.”

After that initial meeting, Billeaud became an official member of 
GMW2, the WRN’s second 20 Group in collaboration with NADA.  
She said she can’t wait to attend the next meeting, which will be held 
in May.

“I will be prepared to share my numbers and be a more participative 
member of the group,” Billeaud said. “But even as a newcomer, I was 
treated as if I were part of the family. I’ve already reached out to other 
members for help and they’ve provided excellent counsel and real-time 
feedback. We are all vested in each other’s success.”

Billeaud credits the group’s positive vibe to NADA 20 Group Leader 
Betsi Bellamy, a former dealership general manager with 30 years’ 
retail experience. Billeaud calls her “brilliant, approachable, warm and 
knowledgeable. ”

“Betsi’s goal is to make sure we’re all there for each other,” Billeaud said. 
“This truly is a unique learning environment and so very different than 
anything I’ve been exposed to in the past. 

“GM’s support of women is very intentional. The importance of women 
is embedded in the GM culture. I see that women helping other women 
is the driving force.”

When asked what WRN resource Billeaud was tapping next, she 
answered, “That’s easy: I’m registering for DRIVEN3.” 

“GM’s support of women is very 
intentional. The importance of women 
is embedded in the GM culture. I see 
that women helping other women is 
the driving force.”
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THINK GOING GREEN HAS TO COST A FORTUNE?  
THINK AGAIN. 
“A lot of people think that to be environmentally friendly you have 
to spend a lot of money, and you actually don’t,” says Kristy Elliott, 
executive manager at Sunshine Chevrolet in Arden, NC. “In fact, you 
can save a lot of money being environmentally friendly.”

Sunshine is among 83 dealers certified through GM’s Green Dealer 
program. Launched in 2015, the program recognizes dealers across 
the country committed to eco-friendly business practices. Certified 
Green Dealers enjoy benefits such as improved work environments, 
cost savings and increased marketing opportunities. 

Sunshine’s green activities include energy efficiency, recycling, water 
conservation and community outreach. A system is also in place to 
filter carwash water for reuse, resulting in reduced water usage and 
reduced water and sewer costs. 

As part of Sunshine’s waste reduction efforts, Elliott made the 
decision to stop ordering new product catalogs for the showroom. 
It began with “throwing away boxes and boxes of old model year 
catalogs and being extremely frustrated that I was wasting all this 
paper and all these resources,” she explains.

Elliott says the decision hasn’t hurt business. “We have had a great 
response from customers,” she reports. “It has given us another 
avenue to capture customer e-mail addresses, and it saves us 
thousands of dollars a year.” 

Elliott uses her background in marketing to promote Sunshine’s 
Green Dealer certification, and she’s not alone in these strategies. 
Many Green Dealers leverage their status by hosting certification 
events and inviting local media, as well as through social media 
campaigns, in-dealership displays and television ads. 

“We have gotten nothing but positive response from the community,” 
Elliott says of Sunshine’s Green Dealer certification. “Some of our 
customers have even chosen to come here versus our competitors due 
to our status as a GM Green Dealer.” 

Interested in becoming the next GM Green Dealer? Elliott encourages 
dealers to join the program. There’s no cost involved, and Elliott says 
you may be closer to certification than you realize. 

Get started today. Visit www.gmgreendealer.com to enroll or contact 
Chuck Golden at chuck@greendealersupport.com.

Sunshine Chevrolet Goes GREEN 
Eco-friendly efforts bring cost savings, marketing opportunities 

“We are so proud of our Green Dealer status, that we actually 
changed our dealership logo to incorporate the designation,” 
says Sunshine’s executive manager, Kristy Elliott. “It’s part of 
everything we do.”

http://www.gmgreendealer.com
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Kristy Elliott uses her 
background in marketing to 
promote Sunshine’s Green Dealer 
certification. Sunshine’s website 
includes a page dedicated to its 
Green Dealer status, and it’s also 
mentioned in the pop up box 
visitors use to chat online with 
dealership personnel.

WHAT’S IT TAKE TO BECOME A  
GREEN DEALER?
The Green Dealer program assesses green 
business practices across 10 environmental 
categories. Items range in complexity from 
on-site solar arrays to providing employees 
reusable water bottles. Here’s a glimpse of 
what Sunshine Chevrolet has in place.
• Charging station for electric and hybrid 
 vehicles
• Car wash water filtration system
• High efficiency vending machines
• White roof 
• High speed overhead doors
• High efficiency compressed air, heating 
 and cooling, and hot water systems
• Programmable thermostats
• Low flow fixtures
• Hand dryers
• Eco-friendly cleaning products
• Interior and exterior LED lighting
• Recycling program
• Community involvement

When Sunshine Chevrolet built a new retail 
facility in 2013, the building was positioned 
to limit direct sun infiltration and maximize 
natural light. Other innovations include high 
efficiency heating and cooling systems and LED 
lighting inside and out, a practice that results in 
a quick return on investment for many dealers.
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THE WEBB AUTO GROUP is a very successful 
business, run by an extremely generous family. 
According to Kelly Webb Roberts, there is definitely  
a connection between the two.

“The more success we have as a business, the more 
we can do for others,” said Roberts, president/
dealer of Webb Chevrolet Plainfield and Webb 
Chevrolet Oak Lawn. “It is a privilege to serve our 
community. We’re convinced that by helping others, 
we ultimately help ourselves.”

For three generations, Webb Auto Group has focused 
on serving others. But like many WRN dealers, 
Roberts has a hard time saying “no.”

“Instead of giving small donations to countless charities, we’ve 
restructured our giving to maximize our impact on three main areas 
that are dear to our hearts—Alzheimer's research, children and 
education,” said Roberts, a WRN dealer and 20 Group member. 

Individuals are directed to the dealership’s website and asked to 
submit a request. All submissions are reviewed in December, and a 
charitable budget is established for the next calendar year. 

While it is not the Webb’s way to boast about their giving, 
community outreach does help shape a dealer’s brand and can have 

a real impact on retention, growth and profitability. 
Therefore, philanthropy is also a business strategy. 

“We’ve begun featuring our outreach on social 
media,” said Roberts. “It helps with retention 
and recruiting. It’s amazing the number of job 
candidates that cite our giving as a reason to join us.” 

Roberts said the camaraderie of philanthropy 
positively impacts her employee’s work ethic, 
customer service and long-term employment.  
Webb customers are also invited to participate in 
outreach activities, such as the annual Salvation 
Army Giving Tree. 

“Research shows that people are looking at more 
than money in both their employment and purchase decisions,” said 
Roberts. “They seek businesses that are ethical, diverse and caring.  
It’s rewarding that our customers and employees want to be part of 
our journey.

“We're more than a business. We contribute to the growth of our 
communities. Above all, we spread joy.”

All year, NADA is honoring dealer contributions to their communities. 
Read more in Briefs (page 10) and at MyDealership.org 

Makes Community Personal/Professional Priority

“Instead of giving small donations to countless charities, we’ve 
restructured our giving to maximize our impact on three main areas that 
are dear to our hearts—Alzheimer's research, children and education.”

COMMUNITY OUTREACH

Kelly Webb Roberts

http://MyDealership.org
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“DRIVEN2 was amazing,” said the veteran 

manager at Suski Chevrolet Buick in Birch Run, Mich. “I went in 

thinking, ‘This will be just another conference,’ and that couldn’t  

have been further from the truth. Everything presented was useful. 

How often do you hear real people talking about real results?”

Now Franklin is talking about real results, having implemented best 

practices she learned at the conference.

“As the BDC/Internet Manager, I was especially interested in the Profit 

Enhancement Session presented by Proactive Dealer Solutions,” she 

said. “We learned the characteristics of a successful BDC, how it can 

benefit the dealership and how we can leverage it to the fullest. The 

presenters discussed specific actions to we could take to improve the 

Service Department.”

What made the biggest impression on Franklin was this statistic:

100 ups = 1,000 virtual ups. That means for every 100 people who 

call the dealership or walk onto the lot, 1,000 more visit the store  

via the Internet.

“As the Internet manager, that caused me to look at our website in 

a different way. I asked myself if we really were getting the right 

message out. Are we building relationships, or just selling?”

Since DRIVEN2, Franklin has developed an integrated plan she’s 

driving across all communications platforms focused on customer 

needs. It includes showcasing the dealership’s community 

involvement as a way to build relationships.

“By making simple changes, like including non-business related 

content in our newsletter, our open rate has gone up significantly. 

Customers are definitely getting a feeling that our dealership is open 

to making personal connections.” 

Melissa Franklin can’t wait to attend  
      WRN DRIVEN3

After Melissa Franklin attended DRIVEN2 she came to a 

startling conclusion: “Our website wasn’t as user friendly as  

I thought.”

So she went to work, implementing many of the suggestions  

she learned to make the website more intuitive for customers.  

It included fewer words, more precise navigation, less dealership-

driven content and more of what customers want to see.

“We learned that customers wanted more engaging content,”  

she said, “something more than price and model. This was 

something I fundamentally knew, but the presenter really 

solidified the point.”

And, Franklin says, it’s a very important point to remember.

“It takes an online customer just a second to click away from our 

dealership and find another store.”

She also came home with a plan to lure customers away from 

local competitors.

“We were asked to Google ‘tires’ and our city,” Franklin said.  

“Did our store come in first? If not, who did? In most cases, it was 

the small, independent store. We were shown what we needed to 

do to win that search, including what SEO words to use.”
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NADA PROMOTES DEALERSHIP BENEFITS: As part 
of its 100th Anniversary, NADA has launched a new initiative to 
promote the benefits dealerships provide to local communities. 
The MyDealership.org 
campaign features videos 
of real consumers and 
employees discussing the 
contributions dealerships make to local economies, as well as 
creating jobs, supporting diversity, providing great products and 
services, and generously giving to communities in countless ways. 
The dealerships of Webb Auto Group are perfect examples of how 
businesses support residents of the community. 

BRIEFS
INTERNSHIP REMINDER: WRN and MDD are partnering 
with Northwood University to offer 23 paid internships to minority 
and female students throughout the WRN and the Minority Dealer 
Network. The program, new this year, is open to students on all 
Northwood’s campuses, regardless of major. GM WRN Director 
Celeste Briggs calls the program, “Another step in creating a diverse 
dealer environment that represents our multicultural consumer.”

Students must be U.S. citizens or able 
to work in the U.S. to be eligible for 
the 400 hour internship program, 
which also earns students course 
credit. Please contact Briggs to  
learn more. 

WRN DEALERS GET  
TOP HONOR:  
Three WRN dealers achieved  
Dealer of the Year status in 2016: 

• Kerry Whelan, Buff Whelan Chevrolet, Sterling Heights, MI  
• Marie Waddingham, Rotolo Chevrolet, Inc., Fontana, CA 
• Tracy Banks, Banks Chevrolet, Cadillac, Buick, GMC, Concord, NH

Whelan, Waddingham and Banks were among the 114 GM dealers 
selected for 2016. Dealers were evaluated in several categories 
including retention, CSI, sales, parts and EBE compliance. Carlos A. 
Latour, GM Director Dealer Diversity Relations, said, “Our WRN and 
MDD dealerships demonstrate the ability to provide both diversity 
and excellence to multicultural customers. Inclusion, along with 
impeccable service and quality, are the keys to securing customers 
for life.” 

BRIGGS’ RADIO INTERVIEW 
AVAILABLE: WRN Director Celeste 
Briggs was recently the featured guest 
on WRJ’s "Anything is Possible," a weekly 
radio show hosted by Jack Krasula. 
Listeners can hear the interview in its 
entirety at www.anythingispossible.biz/showarchieves.html. Briggs 
covered a number of topics including the importance of education 
and “Three Tips for Successful Businesswomen.” She also discussed 
the powerful women’s market and the growing number of women 
working in automotive retail. Past guests on Krasula’s show include 
Coach Lou Holtz, His Eminence Adam Cardinal Maida and Senator 
John McCain. WJR AM-760 is the largest, strongest and most 
respected radio station in the state of Michigan. 

Q1 WEBINAR—USE GM REWARDS CARD FOR S&P: 
The GM Rewards Card Team has expanded GM BuyPower into the 
service department. This subject was covered in detail during the 
2017 Q1 S&P WebEx. In case you missed it, please review the PPT 
presentation located on the WRN 
website and also in Q4 2016  
(link: click here). The program 
allows new and current BuyPower 
cardholders savings on service 
work and parts purchases at the 
dealership. Mark your calendars 
now for the remaining WebEx 
sessions in 2017: May 10, July 
12 and Nov. 15. Plan to attend 
a face-to-face S&P workshop 
in Detroit this September at 
DRIVEN3. 

http://MyDealership.org
http://www.anythingispossible.biz/showarchieves.html
https://issuu.com/gmwomensretailnetwork/docs/wrn_link_4q_2016
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GM and WRN value the potential that 
certification can create for dealerships. So 
much, in fact, that GM is offering three 
scholarships to the Executive Program at 
Dartmouth’s Tuck School of Business to WRN 
dealers that obtain WBENC-certification. 

WBENC, the Women's Business Enterprise 
National Council, is the nation’s largest 
third-party certifier of businesses owned, 
controlled and operated by women. It’s more 
than 1,000 member corporations represent 
a variety of America's most prestigious 
brands—all wanting to do business with 
certified women-owned companies. 

“Certified dealers have ample opportunity 
to elevate themselves in the fleet and 
commercial space,” said WRN Director 
Celeste Briggs. “Aligning your dealership with 
this organization gives you access to WBENC’s 

member companies and other female 
business owners.”

Sun Buick GMC dealer Lori Guitson  
rose to the challenge and has received 
WBENC certification. Guitson knows 
that WBENC is a powerful tool to expand 
her business, especially fleet and commercial 
sales. 

“The cornerstone of certification is economic 
opportunity,” said Guitson, WDAC Northeast 
Region. “Through partnering with WBENC, 
female dealers are able to access businesses 
looking for supply-chain diversity. I will 
be participating in WBENC’s MatchMaker 
program, which schedules meetings between 
certified women business owners and 
purchasing executives seeking to fill specific 
opportunities.”

Guitson also claimed one of the three Tuck 
scholarships, and found it to be an incredibly 
powerful experience. Tuck’s five-day 
development program focuses on improving 
every aspect of a participant's businesses. 
Guitson encourages other WRN dealers with 
51 percent ownership to pursue WBENC 
certification and the Tuck executive program. 

Three NMBDC-certified MDD dealers are also 
eligible for Tuck scholarships. Briggs says 
certification should be a top business priority 
for 2017.

To learn more about WBENC certification, 
please see (link: click here). 

WBENC Certified Dealer  
Receives Dartmouth Scholarship

The homepage of Sun Buick GMC in Moosic, PA, proudly features the WBENC 
logo, certifying the dealership as a female owned and operated business.

“Certified dealers have ample opportunity to elevate themselves in the fleet and 
commercial space,” said WRN Direction Celeste Briggs. “Aligning your dealership 
with this organization gives you access to WBENC’s member companies and other 
female business owners.”

https://issuu.com/gmwomensretailnetwork/docs/wrn_link_1q_2016/1?e=24093552/34376307
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WESTERN REGION 
Angie Alexander 
805.988.2200 
ang710@gmail.com 

Katy Moore 
509.837.5501 
katymoore@speckdealerships.com

NORTH CENTRAL REGION 
Marianne Ballas (Chair) 
419.535.1000 
mballas@ballasbuickgmc.com

Mary Jo Wheeler-Schueller  
715.748.2371 
maryjo@wheelergm.com

SOUTH CENTRAL REGION 
Lisa T. Rebowe (Vice Chair) 
504.366.4381 
lrebowe@lesonchevy.com

Open Seat

NORTHEAST REGION 
Amy Cram 
315.539.9272 
acram@billcramchevrolet.com

Lori Guitson 
570.414.1000 
lori@sunbpg.com

SOUTHEAST REGION 
Lori A. Davis 
304.252.5396 
ldavis@beckleyautomall.com

Christa Luna 
863.763.3154 
christa@gilbertchevrolet.com

CANADA 
Mary Nurse 
905.668.3304 
mary.nurse@marynurse.com

2016 WDAC Regional Representatives 

The GM Women’s Retail Network (WRN) is 
comprised of dealers, dealer management 
staff and stakeholders working together 
to improve dealer quality and profitability 
by leveraging the mutual support systems 
that benefit its members.

gmwomensretailnetwork.com

Dealer Development Regional  
Representatives 
WESTERN REGION 
Rick Sitek 
805.540.9462  
rick.sitek@gm.com

NORTH CENTRAL REGION 
Jeffrey S. Tate 
630.961.6703 
jeffrey.s.tate@buickgmc.com

SOUTH CENTRAL REGION 
Yvette Guyton 
469.417.7070 
yvette.guyton@gm.com

NORTHEAST REGION 
Tia L. Hardeman 
203.790.3728 
tia.hardeman@chevrolet.com

SOUTHEAST REGION 
Valerie Weaver 
678.240.9918 
valerie.j.weaver@gm.com

WRN LINK is published by the  
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