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WRN’s DRIVEN 2019  
This year drew a crowd of nearly 200 
participants from 100 dealerships across 
the U.S. and Canada. The mid-September 
program, held at the Detroit Marriott in Troy, 
focused on initiatives to help WRN dealers 
increase profitability, growth and retention.

Participants at DRIVEN 2019 included individuals representing all dealership roles, including dealer/operators, 
managers, sales, service, parts, pre-owned and marketing. They enjoyed a variety of presentations, best-practice 
sharing and networking opportunities. 

GM President for The Americas Barry 
Engle hosts a “Fireside Chat” with 
several top company executives 
to answer questions ranging from 
product to manufacturing. Pictured 
from Left: Kurt McNeil, U.S. vice 
president, Sales; Duncan Aldred, vice 
president of Global Buick and GMC; 
Steve Hill, vice president, U.S. Sales, 
Service & Marketing; Barry Engle; 
Maurice Williams, general manager of 
Sales Support; Brian Sweeney,  
U.S. vice president, Chevrolet.

DRIVEN 2019 included the popular Pathway 
to Profitability, where attendees had the 
opportunity to speak with key GM internal and 
external partners. The businesses represented 
included Google, Epsilon, NCM Associates, PASE, 
GM Financial and IHS Markit.

A luxurious, new feature of DRIVEN 2019 was 
the Zen Lounge relaxation center. The lounge 
pampered participants with an oxygen and 
mimosa bar, a posh and popular makeover 
treatment, and the opportunity to receive a  
new headshot.

Top WRN performers were recognized at DRIVEN 2019. GM’s 
Elite and Top Performers awards — based on year-end sales 
effectiveness and customer satisfaction — are given annually to 
the top performers throughout the country for sales and service.

Jackie Vessel, senior manager, GM 
Dealer Development, told the nearly 200 
participants that DRIVEN 2019 is a critical 
element of GM’s priority to increase the 
diversity of its dealer network, as well as  
help women reach their professional and 
personal goals. 



2

B
y becoming an accessories Ecommerce dealer, you have the 

opportunity to receive accessories orders from an all brand 

Web site as well as your GM dealer Web site. That’s big, but it 

has a multiplier effect as well. According to a survey of customers who 

purchased accessories via the brand Ecommerce site, 41 percent pick up 

and/or have these parts installed at a dealership. That provides dealers 

with a huge opportunity for additional customer contact. 

Get started today by contacting: ADS@GM.com

Increase Accessories Profits  
with Ecommerce

— Mike Bowsher, Dealer, Carl Black Chevrolet Buick GMC

59%
SHIP TO  

HOME

41%
DEALER  

PICKUP/ 

INSTALL

Drive more 
traffic into your 
dealership WITH 
Ecommerce!

“We’re seeing customers that we would not have seen.  

These customers now know about my dealership.  

And it makes us ‘open’ 24 hours a day, so people can  

shop around the clock.”
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22% Not purchased

9% Purchased at  
a retail shop 

42% Purchased from 
another website

23% Purchased at 
dealership

LOST SALE SALE

WITHOUT
Ecommerce 

Without an accessories  
Ecommerce Web site,  
fewer than one customer  
in four would have gone  
to a dealer to buy.

T
he Women’s Dealer Advisory Council 

and Google’s Global Insights team 

met recently to collaborate on 

elevating women throughout the workforce. 

They discussed how GM women dealers 

and Google can work together to build a 

stronger female network and expand female 

candidates. It’s all part of WDAC’s ongoing 

commitment to empowering female 

dealers and building a representative dealer 

network. 

The WDAC and Google staffers met at the 

tech giant’s new Detroit office located 

in Little Caesars Arena. The two groups 

brainstormed ways to expand female 

networks throughout automotive and 

increase inclusivity in all dealership roles. 

They also agreed to work together on 

community events and look for new ways 

to support organizations that champion 

female-driven agendas.

Women’s Dealer Advisory Council Partners with Google
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T
here must be a “car dealer” gene in KRISTIN SMITH’s heredity. Both her mother and 

grandmother were successful GM dealers. Even so, Smith is working hard to make her own path.

“I’ve worked my way through every dealership job and attended NADA dealer school,” Smith 

said. “Even with all that experience, it was the MRO Assessment that helped me realize my life’s 

ambition.”

Smith completed GM’s dealer candidate evaluation process and was originally approved to be a dealer 

in 2009, but the timing just wasn’t right. She recently retook the assessment to get requalified. A 

critical element of the selection process, the assessment requires candidates to prepare a hypothetical 

dealership forecast, spend several days in Detroit continuing the simulation, and work with other 

candidates in a mock 20 Group.

“The Managing Retail Operations Assessment identified some gaps in my readiness and helped me 

better prepare myself for the challenges I will face when I become a dealer,” she said. “Working with the 

other dealer candidates helped me identify my own strengths and weaknesses.”

Another part of Smith’s preparation was taking the week-long Ally Financial course. The class is 

detailed, customized to individual candidates and dedicated to their success.

“It’s fascinating taking the assessment now — 10 years later — and seeing where I’ve grown,” she said. 

“Especially the personality portion of the test. I see today how I motivate people and handle conflict, 

which is different. Seeing this growth and experiencing the assessment again definitely prepares me to 

be a better dealer.”

Smith currently manages the body shop at Lockhart Automotive in Indianapolis — the dealership 

owned by her grandmother, Freda Lockhart — GM’s first female Cadillac dealer and then mother, Lynn 

Kimmel (former WDAC chair). Now that Kimmel has sold her interest in the dealership, Smith is ready 

to strike out on her own. 

GM Dealer Candidate 

Application 
Review

Regional 
Review

National 
Panel

MRO and 
Dealer 

Expertise 
Assessment

Data 
Integration 
Committee

Candidate is 
"Ready Now"

GM’S DEALER

C A N D I DAT E 

EVALUATION 

P R O C E S S

“I’m thrilled to have passed 

the assessment a second 

time. I’m ready to get a 

GM dealership when one 

becomes available and carry 

on the Lockhart brand, even 

if it’s in a different part of 

the country. I will keep our 

family’s values alive.”For more information contact: 

Alicia Boggs, Candidate Portfolio Manager 

Alicia.d.boggs@gm.com    313-665-2689
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F
or 90 years, Motors Holding has been helping qualified individuals become independent GM 

dealership operators. While specific investment plans have changed over the years to fit the 

market, its mission has not.

“We are developing the next generation of dealers by providing a realistic path to store ownership,” said 

Ron McCants, Motors Holding director. “Motors Holding offers the uniquely best and only 
true equity capital financing source sponsored by a manufacturer.”
It’s a 90-year-old plan that’s been time tested, but has also evolved to stay relevant. Thanks to new 

investment options, Motors Holding is offering a host of benefits that can help dealers achieve buyout 

more quickly, own multiple stores and even bring in financial partners.

Financial tools are only one part of the company’s value proposition. Motors Holding portfolio 

managers consult with and advise dealers for the entire investment period on all dealership operations.  

“Motors Holding is fully committed to the success of our dealers through the involvement of our 

regional managers, who bring solutions in every area from environmental compliance to vendor 

certification,” said McCants. “Not only do we want dealers to become full owners of their first 

dealership, we want them to become successful multi-store owners.”

Motors Holding has evolved in many ways over its 90 years, but none is more pronounced than its 

support of a diversified dealer network. 

“The majority of Motors Holding’s investments are with minority and female dealers, reflecting GM’s 

commitment to diversity,” McCants said. “Assisting diverse and female candidates in achieving their 

dream of dealership ownership is a top priority.

“There are more than 3,000 Motors Holding dealer alumni. That’s 3,000 satisfied customers who’ve 

launched a new dealership using our strategic buyout plan. We’re looking forward to the next 90 years 

and growing our alumni community!”

“I am in the trenches with the 

dealers, providing input on corporate 

governance, planning, oversight, 

analytics, insurance, legal matters and 

much more. That’s why Motors Holding 

is so valued by its dealers.” 

“The Motors Holding team is very 

passionate. Putting deals together, you 

make a personal connection with the 

individuals selling our products. It’s the 

best job in the company.”

“I met a candidate on his first day 

of dealer diversity training. We 

eventually loaned him money to make 

his investment in his first dealership. 

Today, that man has two stores and 

is a multimillionaire. The work we do 

changes people’s lives.”

“If a dealer partners with us and works 

hard, they can own the business in as 

little as seven years. There are no other 

investment models that enable that 

type of rapid success. Motors Holding is 

90 years old because of that.”

Here’s what a few of Motors Holding’s 

regional managers had to say about 

doing business 90 years after Alfred 

P. Sloan launched the company:

Plant your roots with  
a healthy partnership.

MOTORS HOLDING: 90 YEARS AND GROWING

GM REGIONS
NORTH CENTRAL

SOUTH CENTRAL

WESTERN SOUTH

NORT

MOTORS HOLDING Regional Managers

NORTHEAST • Tim Rinke • 203.790.3800

NORTH CENTRAL • Tim Jones • 630.961.6023

SOUTHEAST • Jason Rider • 678.240.9919

SOUTH CENTRAL • Bill Reineck • 469.417.7075

WEST • GinaToben • 253.370.1929
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Alpine Buick GMC owner Ivette Dominguez Drawe (L), her daughter Kristiana Drawe  

and Alpine VP/COO and co-owner Mike Drawe (far right) and staff breaking the 

ground on the home for their new flagship dealership.

E
arlier this year, Alpine Buick GMC owners Ivette 

Dominguez and Mike Drawe broke ground on the new 

home for their dealership in Littleton, Colorado. Five years 

in the making, the $15 million project sits on nearly 6.5 acres. 

Expected to be completed next year, the nearly 52,000-square-

foot, two-story dealership will feature 25 service bays, a service 

reception area and an attached car wash facility. Customers will 

have drive-up access to the second-level rooftop area, which will 

feature additional display vehicles as well as an outdoor lounge 

and firepit.

Alpine’s current location in Denver will become a pre-owned sales 

center specializing in trucks and a used car reconditioning center.

Though we’ve had a long road to get here, the project 

is progressing nicely. We are on track to open in June 

2020 and serve as a flagship for the GM brand.“ ˮ — WRN Dealer Ivette Dominguez

Alpine Buick GMC Breaks Ground on New Location in Littleton

Sales professionals ranging from new hires to experienced managers are sure 

to elevate their game with the robust learning resources provided in the Sales 

Professional Series. The relatively new program from GM’s Center of Learning is 

already getting positive feedback. 

This series focuses on growing a consultant’s acumen throughout their career by 

sharing useful content gleaned from best performers. Here are some of the highlights.

SALES PROFESSIONAL SERIES Teaches Consultants  
  Best Practices of High Performers

Selling  
Skills 
Curriculum

With a wide variety of 

helpful topics, this resource 

allows users to create a 

personalized learning 

experience for themselves 

and their teams.

Sales 
Consultants  
in Training

This learning path is 

designed for those in their 

first 30 days on the job. 

It’s guaranteed to have a 

real impact on sales and 

retention.

Monthly 
Webinars

Held on the third Thursday 

of every month, these 

sessions feature interactive 

live learning geared toward 

boosting professionalism, 

skills and knowledge —  

at any age!

New-Hire 
Connections 
Facebook 
Group

A members-only perk,  

this private social media 

page fosters collaboration 

and sharing best 

practices.

Sales consultants  

learn in different ways. 

The Sales Professional 

Series offers something 

for everyone, including 

ways to:

• Become a professional

• Develop a sales 
 process

• Set goals and make 
 a game plan

• Utilize communications  
 basics

• Prepare for a customer  
 visit

• Build rapport with  
 customers

• Ask for a sale

• Present and deliver  
 a vehicle

Sign up today at the GM Center of Learning on GlobalConnect. 

For additional information, please contact your district sales manager.
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“

Auto/Mate

Beckley Buick GMC Auto Mall, Inc.

Celeste Briggs Scholarship

Maryann Wheeler Memorial 

Scholarship Fund

WRN 20 Group

W 
RN Drive to Succeed Scholarship is in its 10th year, and while its mission has stayed 

the same, you may be surprised to learn how it has grown. The program began in 

2011 with the goal of helping more women find a career in automotive retail. That’s 

important, because GM wants its retail network to represent its customer base. Now that women 

are the top shoppers, they want to see women in the dealership in all roles — from sales and 

management to service. Thanks to the WRN Scholarship program, it’s happening. Most GM 

dealerships, especially those with female dealer/owners, do have women working in most areas. 

In 2019, it’s no longer uncommon to see a female service advisor or even master mechanic. 

To date, more than 87 WRN Scholarships have been awarded totaling $268,000. This year, a 

record 18 women received tuition assistance from the scholarship. The big news continues to be 

that more candidates are entering the technical field. Of the 18 students receiving scholarships 

this year, the majority are pursuing careers in automotive service. 

The WRN Scholarships are provided thanks to variety of donations and dealership-sponsored 

awards (see list at right) totaling $50,000. Nearly half that amount has already been raised for 

next year’s scholarship.

Christa Luna, former WRN Scholarship chair, has passed the baton to Eve Knudtsen, who 

formally takes over the role. Luna continues to be a big supporter of early education and 

partnerships with academia.

We must develop long-term relationships with schools —  
not just at scholarship time — that establish the importance 
of women working in business, technology and mobility in  
our communities. Growing the next generation of female 
dealers is our top priority.”— Christa Luna

“Christa has done an amazing job the last two years elevating the scholarship program at the 

grassroots and national levels,” said Knudtsen. “Thanks to her steadfast commitment, we have 

a successful program we can build upon to help even more women find rewarding careers in 

automotive retail.”

Makes History with Record  
Number of Recipients

Please visit
www.gmwomensretailnetwork.com/business-priorities/scholarship/2019winners/  

to meet the 2019 recipients. 

For more information 
www.gmwomensretailnetwork.com/business-priorities/scholarship

CMS Foundation: www.gmsac.com

THANK YOU TO OUR  
2019 DONORS

HELP THE WRN 2020 SCHOLARSHIP PROGRAM BE SUCCESSFUL

PROMOTE • NOMINATE • DONATE

PROMOTE the scholarship program throughout your communities 

ENCOURAGE female employees and other qualified candidates to apply 

PROVIDE the required signature and/or letter of recommendation for applicants 

DONATE to the WRN’s general scholarship fund 

CREATE awareness of the career opportunities that exist in retail automotive 

BECOME a Named Scholarship dealer

WRN DRIVE TO SUCCEED SCHOLARSHIP
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Where  
are  

they 
now

ALISON BOUTILLETTE

2016 recipient

Boutillette completed her 
bachelor’s degree in Automotive 
Marketing and Management, Cum 
Laude, in 2017 from Northwood 
University. Today, Boutillette 
works at Royal Buick GMC in 
Sussex, New Jersey, wearing many 
hats — Business Development 
manager, assistant sales manager 
and finance specialist. She also 
received her senior certification 
from AFIP, the leading finance and 
insurance certification program 
for dealers.

The WRN Scholarship 
was extremely helpful in 
managing the financial 
burden of pursing a higher 
education. I look forward 
to many years working 
within a GM store.”

As a technician, you are 
required to have all your 
own tools, and the WRN 
Scholarship eased the 
financial burden of this 
and my education. I have 
been studying to take 
my ASE exams and one 
day become a master 
technician.”

I am forever grateful for 
the assistance that I 
received from the WRN 
Scholarship. It was a 
great opportunity and 
has provided me a career 
path. Anyone with an 
interest in the automotive 
industry should apply.”

“

S C H O L A R S H I P  R E C I P I E N T S

NIKI DAVEY

2018 recipient

Davey graduated in May 2019 
with an Associate’s degree in 
Automotive Technology from 
Monroe Community College 
in Rochester, New York. Upon 
graduation, Davey was offered a 
full-time position as a GM certified 
service technician at Van Bortel 
Chevrolet in Macedon, New York.

SARA LANDRY 

2011, 2012, 2013 and 2014 

recipient

Landry graduated in 2015 from 
Northwood University with a 
bachelor’s degree in Business 
Administration, majoring in 
Automotive Marketing and 
Management. She has been 
working at Richardson Chevrolet 
Buick of Standish, Michigan, for 
five years. She currently serves as 
digital marketing director and  
BDC manager.

S 
ince the WRN Drive to 

Succeed Scholarship 

program began, 87 women 

have received tuition assistance 

to study toward a career in the 

automotive industry. These 

women, who represent different 

backgrounds, cultures and areas 

of the U.S. and Canada, have 

gone on to pursue a wide variety 

of careers and educational 

disciplines. WRN LINK reached 

out to a number of the winners 

to see how the scholarship has 

impacted their lives. 

As is the goal of the program, 

many of the recipients are 

working in some segment of 

the auto industry. This includes 

GM dealerships, other retailers, 

repair stores — even General 

Motors Corporation.

SCHOLARSHIP for WOMEN

GM AUTOMOTIVE DRIVE TO SUCCEED

Thank you to all of the 
people involved in the  
WRN Scholarship 
program. It really helps 
women get involved in the 
industry. I aspire to one 
day to give back to the 
scholarship that helped 
me so much throughout 
my education.”  

MADELYN HAMILTON

2015, 2016, 2017 and 2018 

recipient

Hamilton is a four-time 
scholarship recipient and 
graduated with a Bachelor of 
Science degree in Automotive 
Management from Ferris State 
University. She worked at Bill 
Crispin Chevrolet during her 
schooling and is now employed 
with GM Customer Care & 
Aftersales. Hamilton said that 
without the WRN Scholarship,  
she would not have her degree. 

“

“

“

?
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WESTERN REGION 
Eve Knudtsen 
208.664.8107 
evek@knudtsen.com 

Katy Moore 
509.837.5501 
katymoore@speckdealerships.com

NORTH CENTRAL REGION 
Katie Bowman Coleman  
248.625.5071 
kbcoleman@bowmanauto.com

Mary Jo Wheeler-Schueller  
715.748.2371 
maryjo@wheelergm.com

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

Lizbeth (Liz) Gutierrez 
504.366.4381 
lizgtz2001@yahoo.com

NORTHEAST REGION 
Amy Cram 
315.539.9272 
acram@billcramchevrolet.com

Kristin Hutchins 
845.667.3406 
khutchins@rugesauto.com

SOUTHEAST REGION 
Christa Luna (Vice Chair) 
863.763.3154 
christa@gilberthasit.com 

Kristy Elliott 
828.209.2027 
kristy@sunshinechevy.com

CANADA 
Sara Snowden 
519.455.6200 
ssnowden@macmaster.on.ca

2019 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. 

www.gmwomensretailnetwork.com

 

WRN LINK is published by the  

Women’s Retail Network (WRN)  

for the GM women’s dealer network.  

For information about WRN, contact:

Nicole R. Welch 

nicole.welch@gm.com 

330.397.1508
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