
Eve Knudsten 
CHAIR OF WOMEN'S DEALER

ADVISORY COUNCIL TAMMY FLOYD
Southeast Region 
Bell and Bell GMC
2491 Highway 9 East
Little River, SC 

Congratulations to Tammy Floyd, dealer of Bell and
Bell GMC in Little River, South Carolina.  Tammy was
recently elected to the 2024 GM Women’s Dealer
Advisory Council in November, 2023.  Tammy is one
of two dealers representing the Southeast Region.  
There are 138 Women Dealers in the Southeast
region.  
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EVE KNUDTSEN
WDAC Chair, 
Western Region
Knudtsen Chevrolet 
1900 Polston Avenue 
Post Falls, ID 

KRISTY ELLIOTT
Vice Chair, 
Southeast Region 
Sunshine Chevrolet 
100 Thunderland Circle
Arden, NC 

Congratulations to New 2024 WDAC Chair, Eve Knudsten and Vice
Chair Kristy Elliott.  Eve and Kristy will help lead the 12 member Dealer
Council over the next two years.  The Women’s Dealer Advisory Council
represents over 318 GM Women Retail Network Dealerships.  

See all 2024 Women’s Dealer Advisory Council member on Page 2.  

WOMENS DEALER ADVISORY COUNCIL MEMBERWOMENS DEALER ADVISORY COUNCIL MEMBER
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DEALER HIGHLIGHT:DEALER HIGHLIGHT:

WELCOME NEW WOMEN’S RETAILWELCOME NEW WOMEN’S RETAIL
NETWORK DEALER!NETWORK DEALER!

115 W MAIN ST, 
HONEOYE FALLS, NY 14472

JESSICA STAHL, DEALER
MOLYE CHEVROLET

https://rbj.net/2023/10/04/moyle-chevrolet-now-jessica-chevrolet-after-ownership-change/
https://www.jessicachevrolet.com/
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Kolleen Tehan
Dealership Management Consultant | 20 Group
National Automobile Dealers Association

Q4,Best IdeaQ4,Best Idea
A Quarterly Message from a NADA 20 Group Moderator

Proactive Approach to Pre-Owned AcquisitionsProactive Approach to Pre-Owned Acquisitions
Looking back on the pandemic, who could have
predicted we’d be where we are now? From those
early days when we weren’t ‘essential’ to the later
days of record-high profits, we were filled with
uncertainty that continues today. A top issue now is
the state of our pre-owned car inventories. With 10
million fewer cars on the road, an average vehicle
age of 12 years, higher auction costs, and less
desirable trade-ins, sourcing options are limited. It
will also be some time before lease trade-ins will be
a reliable source for pre-owned inventory. Dealers
must be creative about acquiring quality inventory
and explore unconventional options for the
foreseeable future.
 
One proven solution is to commit to a full-time, fully
supported Direct Vehicle Buying Specialist who can
implement a consumer direct buying process. The
Specialist provides personalized attention and
expertise for all pre-owned vehicle sale inquiries,
including trade-ins, to promote a straightforward
and transparent experience. To ensure success,
dealers must use a consumer-friendly digital buying
tool that allows customers to complete their
transactions online. It is also critical to maintain
consistent communication and enhance employee
and customer awareness by holding regular cross-
department meetings and trainings.

The acquisition of pre-owned inventory looks very
different today than it did five years ago. The days of
sitting on your computer and buying cars from the
auction are over. Many owners have a unique vehicle
story, and 56% of customers name their cars, which
means that Buying Specialists must recognize the
personal connection that people have with their
vehicles. Owners have access to numerous
resources when estimating the value of their vehicle,
so a dealership may only get one chance to make an
offer. Much like the real estate mantra of “location,
location, location,” Buying Specialists need a “listen,
listen, listen” philosophy so they can personalize the
customer experience and keep them engaged.

 Exceptional Buying Specialists make as many
offers as they can and employ a wide variety of
sources, including your current customer database
and pre-owned vehicle websites. Your Specialist
can optimize OEM and third-party trade equity
programs and help you promote them better in
your service drive. The Specialist’s laser focus on
the pre-owned car market offers your dealership a
competitive advantage as they become experts on
the nuances and finer points of the landscape. Your
Specialist can differentiate themselves by
listening, making an offer on every car, and
leveraging the customer’s personal story.

It's essential to hold your Buying Specialist
accountable for both training and compensation
purposes. Manage their pay plan between cars
acquired and gross. 

Regularly review missed trade reports with the
Specialist to help them grow and ensure that every
sale is captured in the future. Measure their
performance by tracking every lead, offer, and
purchase. Analyze conversion percentages and
gross profits generated, including in the service
department, as well as the buying center’s return
on investment. Use these figures to help the
Specialist improve performance and adjust
processes as needed.

Many dealers have already taken steps to address
the impact of the pandemic on their pre-owned
inventories. Industry leaders will distinguish
themselves from their competitors by
personalizing the customer experience with a
totally focused pre-owned market expert who
understands the value of listening. Watch as your
Direct Vehicle Buying Specialist shifts the
paradigm in your dealership from reactive to
proactive and propels your pre-owned vehicle
inventory to the top of your market.
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mailto:Krystal.teamer@gm.com
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202320232023
YEAR IN

REVIEW

2023 Summer  Business Meeting 
August, 8-10, 2023  

Over 200 participants from 100+ dealerships across the U.S. and Canada attended
the 2023 Summer Business Meeting I DRIVEN event.  The event was held at the
beautiful Hilton Orlando, Orlando, Florida.  This event brought both our Women’s
Retail Network (WRN) and Minority Dealer Development (MDD) Dealers together
for an exciting meeting focused on providing tools and resources to improve their
business in such a highly competitive automotive retail space.  

VENDOR ALLEY
SPONSORS

Bronze Level SponsorsBronze Level Sponsors

Gold Level SponsorsGold Level Sponsors
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202320232023
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Learn more about the 
WRN Drive to Succeed Scholarship

program

MIKAYLA LAUX
St. Charles, MI
Northwood University
Sponsored by:
Feldman Automotive
Group

ALEXIS KALAFALA
Rhinebeck, NY
Columbia Green
Community College
Sponsored by: Maryann
Wheeler Memorial
Scholarship

CLAUDIA MORALES
Norristown, PA
Camden County College
Sponsored by: Norma J.
Ross Memorial
Scholarship

GRACE STEIN
Ontario, CANADA
Georgian College
Sponsored by: GM
Financial

KEELEY WHITMER
Cumming, GA
Southern Illinois University
Carbondale
Sponsored by: Gilbert
Chevrolet and Pro
Consulting

2023 Scholarship2023 Scholarship
RecipientsRecipients

MARIAH ERICKSON
Spokane Valley, WA
College of Southern
Idaho
Sponsored by: 
Knudtsen Chevrolet

KELLI HELMER
Ames, IA
Des Moines Area Community
College
Sponsored by: Sunshine
Chevrolet and CDK

REBECCA COATES-
LAPIDARIO
Newport, RI
University of Maryland
Global Campus
Sponsored by: 
Marchex and Solaris

BRITTANY GALLAGHER
Fort Worth, TX
University of Phoenix
Sponsored by: 
Agency 720 and Celeste
Briggs scholarship

BETHANY GRAY
Sikes, LA
Louisiana Tech
University
Sponsored by: 
Sunshine Chevrolet
and NADA

https://www.gmwomensretailnetwork.com/business-priorities/scholarship/nominate/
https://www.gmwomensretailnetwork.com/business-priorities/scholarship/nominate/
https://www.gmwomensretailnetwork.com/business-priorities/scholarship/nominate/
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The WRN is comprised of
every female dealer and
department manager in GM’s
retail network. 

To qualify as a WRN
Dealer, a woman must be
the P3 with at least 15%
ownership or must own
50.1% of the dealership.
To qualify as a WRN
Affiliate or manager
member of WRN, there
are no ownership,
ethnicity requirements or
fees associated with
membership in WRN.

WRN QUALIFICATIONS:

The GM Women's Retail Network (WRN) is a
diverse dealer network that matters greatly to GM
and to the customers they serve.

The Women's Retail Network invites you to
become a member.   Feel free to pass this on to
other Women interested in knowing more about
this unique Network of Women working in the GM
Automotive industry. 

Click on the link below to learn more and to join. 

2023  ACTUAL2023 OBJECTIVE

WRN KEY OBJECTIVES I Q4, 2023 OVERVIEW:
Profitability, Growth and Retention 

AUTOCONNECT  Q2, 2022

https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
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https://www.gmwomensretailnetwork.com/membershipform/
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https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
https://www.gmwomensretailnetwork.com/membershipform/
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Business

 Q4, CYTD 2023 | TOP 10 WRN DEALERS BY BRAND

Q4, NEW WOMEN RETAIL NETWORK (WRN) DEALERS

SUSANTY ROBERTS, Roberts Chevrolet GMC, INC., Thomasville, AL
MARLA S. FELDMAN, All American Chevrolet, Muncie, IN
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Business

Q4, 2023 GM PERFORMANCE HIGHLIGHTS 

2023: Strong Demand Drives Market Share Growth
• 16 million (est.) vehicle U.S. industry total 
• Grew total market share 0.3 ppts. to 16.3% (est.) with ATPs that  are 112% of the industry average and   
   incentives that are 9% of the industry average
• Increased total sales for six consecutive quarters, with total EV sales of 75,883 units (up 93%)
• 456,686 vehicles in inventory on target with GM objective

2024: GM Momentum Continues
• Forecasting 16 million vehicle U.S. industry total 
• Scaling production of Cadillac LYRIQ, Chevrolet Silverado EV, GMC HUMMER EV, Chevrolet Blazer EV
• New EVs launching include the Chevrolet Equinox EV, Cadillac Escalade IQ, Cadillac CELESTIQ,
   Cadillac OPTIQ
• New or redesigned ICE models launching include the GMC Acadia,  Chevrolet Equinox, Buick Envision,
   Chevrolet Traverse,  Cadillac CT5, GMC Yukon, Chevrolet Tahoe, Chevrolet Suburban

1As of Jan. 2, 2023

1



Additional Dealer Network Contact
Information

TIA HARDEMAN JENIFER SCHMIT

KRYSTAL TEAMER MEGAN WIGLEY DEL DOBBS-LONGS MICHELL JOHNSON

GM DIVERSITY DEALER DEVELOPMENT TEAM 

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


