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Dealership Operations—Senior Leadership

Steve Park Camron Wilson
Senior Vice President, Dealership Operations Vice President, Education & Training




M I SS I 0 N To be the go-to resource for franchised dealers
and allied partners to improve operations and
STAT E M E N T profitability via education, consulting and training.




IDENTIFY THE RIGHT PROGRAM FOR YOU e ACADEMY

NADA offers premier education opportunities to guide you through your career, INVEST IN YOUR LEGACY
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For current and future dealership Learn the fundamentals needed Six courses over the span of

leaders: intensive education to operate a successful and a year. Conducted live online.

@ PRUFESSI UNAL SERI ES to improve profitability in each profitable automotive business,
i while examining the latest in

department and the dealership as

BREAK INTO THE INDUSTRY a whole. industry trends and technology.
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For new department managers Designed to fit the busy * |n-class: two days
or high-potential employees. automotive retail lifestyle— department-specific
offered at convenient locations o In-class: two days leadership

across the country. )
¢ Online: Human Resources

and DMS
SHARED KNOWLEDGE BETWEEN INDUSTRY LEADERS
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““mﬁ“ For dealers and managers: to Access to the industry-leading, Regular meetings, with ongoing
B\".\‘,\“‘““ improve business performance OEM-specific financial support from your 20 Group
and profitability. comparisons of your dealership peers and consultant between
against average and best-of- meetings.
DEEP-DIVE INTO YOUR SPECIFIC DEPARTMENT M class dealers.
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For dealership managers to Come prepared to analyze Six sessions—Iive online. TAI LDRED TRAI N I NG

deep-dive into their specific and discuss your dealership’s NADA EDUCATION BROUGHT To YoU
department. performance and W?'k,‘?way with For Dealer Groups, OEMs and Allied-Industry employees. Courses are customized
the tools to make significant . N . .
to fit any combination of location, audience and department needs.

\ process improvements.
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IDENTIFY THE RIGHT PROGRAM FOR YOU

MADA offers premier education opportunities to guide you through your career.

? PROFESSIONAL SERIES

BREAK INTO THE INDUSTRY

3 i

& - B

For new department managers Designed to fit the busy * |n-class: two days
or high-potential employees. automotive retail lifestyle— department-specific

offered at convenient locations
across the country.

* |n-class: two days leadership

¢ Online: Human Resources
and DMS
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Professional Series Curriculum

Four Management Disciplines:

Office Management Parts Management Sales Management Service Management




Within Each Discipline,
Four Instructional Modules:

B Q

2-day Classroom Training 2-day Leadership DMS Human Resources

Foundations Foundations
(through Hireology)




2021 Professional Series Schedule

Charlotte, N.C.

Sept. 14-15
Sept. 16-17
Sept. 21-22
Sept. 23-24
Nov. 4-5

Office Manager
Sales Manager
Parts Manager
Service Manager
Leadership

Las Vegas, Nev.

Oct. 12-13
Oct. 14-15
Oct. 19-20
Oct. 21-22
Dec. 7-8

Parts Manager

Service Manager
Sales Manager

Office Manager
Leadership

Sacramento, Calif.

April 13-14
April 15-16
April 20-21
April 22-23
June 9-10

D21-0232

Office Manager
Sales Manager
Parts Manager
Service Manager
Leadership

Cincinnati, Ohio

March 16-17
March 18-19
March 23-24
March 25-26
May 5-6

Nashville, Tenn.

May 18-19
May 20-21
May 25-26
May 27-28
July 13-14

Sales Manager
Office Manager
Parts Manager
Service Manager
Leadership

Sales Manager
Office Manager
Service Manager
Parts Manager
Leadership

Tysons, Va. (NADA Headquarters)

Jan. 5-6
Jan.7-8
Jan. 12-13
Jan. 14-15
March 9-10

Parts Manager
Service Manager
Sales Manager
Office Manager
Leadership

Denver, Colo.

Aug. 10-11 Parts Manager
Aug. 12-13 Service Manager
Aug. 17-18 Sales Manager
Aug. 19-20 Office Manager
Oct. 7-8 Leadership

Nov. 9-10 Parts Manager
Nov. 11-12 Service Manager
Nov. 16-17 Office Manager
Nov. 18-19 Sales Manager
Jan.4-5,2022  Leadership

Tysons, Va. (NADA Headquarters)

Jan. 5-6
Jan. 7-8
Jan. 12-13
Jan. 14-15
March 9-10

Parts Manager
Service Manager
Sales Manager
Office Manager
Leadership

Kansas City, Mo.
June 15-16
June 17-18
June 22-23
June 24-25
Aug. 24-25

Sales Manager
Office Manager
Parts Manager
Service Manager
Leadership

Renton, Wash.
Feb. 16-17
Feb. 18-19
Feb. 23-24
Feb. 25-26
April 6-7

Office Manager
Sales Manager
Parts Manager
Service Manager
Leadership

Live Online (Noon-3pm ET/9am-noon PT)

May 17,19, 24 & 26
May 18, 20, 25 & 27
May 18, 20, 25 & 27
July 19, 21, 26 & 28
May 17,19, 24 & 26

Sales Manager
Office Manager
Service Manager
Parts Manager
Leadership



2021 Professional Series Locations
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Feedback from WSADA Members

@@ Things always switching up kept me engaged. | loved getting up, switching
partners. It was really wonderful the way the instructor teaches is killer. @@

Parts Manager
(13 years automotive experience)

@@ The instructor was clear and precise—motivated to engage with class.
Group activities were fun and knowledgeable. Presented new ideas—out of
the box thinking. @@

Service Manager
(30 years automotive experience)

@@ The instructors is passionate and wonderful to work with. She is engaging,
informative and really good at catering course content to her audience. @@

Office Manager/Auditor
(5 years automotive experience

D21-0232



Feedback from WSADA Members

@@ The instructor did a great job. | learned more and gave me a new prospective of
what my future job will be. The instructor is above all the best instructor | have
had in many years. Thank you. @@

Service Advisor
(25 years automotive experience

@@ Great informational course. Highly would recommend this course to
anyone in the service field. The instructor was amazing! The instructor
kept things interesting, very knowledgeable, very informed. Interactive

group activities very good idea. @@

Service Manager
(23 years automotive experience)
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IDENTIFY THE RIGHT PROGRAM FOR YOU

MADA offers premier education opportunities to guide you through your career.

? PROFESSIONAL SERIES

BREAK INTO THE INDUSTRY
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For new department managers Designed to fit the busy * |n-class: two days
or high-potential employees. automotive retail lifestyle— department-specific

offered at convenient locations o In-class: two days leadership

across the country. )
® Online: Human Resources

and DMS
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DEEP-DIVE INTO YOUR SPECIFIC DEPARTMENT

& = =

For dealership managers to Come prepared to analyze Six sessions—Iive online.
deep-dive into their specific and discuss your dealership’s
department. performance and walk away with

the tools to make significant
v process improvements.




Education Subscription

Get the best of NADA education at your entire store for one low monthly price!
Turn your managers into leaders, drive profitability, make career development discussion easy
and improve employee satisfaction for one small monthly price.

This new NADA education subscription is a powerful tool for continual training and developing
your employees, for the price of a single car payment.

$699 ANY ADDITIONAL [ $3099

PER MONTH PER MONTH

12-month commitment. Includes all NADA Professional Series classes and seminars. Excludes NADA Academy.

D21-0232
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 Education Subséfiption

How it works:
A Includes all NADRrofessional Series classard Seminars

A Students must register for all classes like a regular attendee, but the cost will be $0.
A 12-month commitment

A Excludes NADA Academy

To enroll your dealership in the subscription the dealer or GM needs to fill out the
dealership information here and accept the terms & conditions:

https://www.nada.org/EducationSubscription/

Once this information is submitted, someone from NADA will reach to obtain a credit card
number to setup the subscription for the dealership.

Dealership employees will be able to register themselves for upcoming classes through
nada.orgor by contacting the Academy Coordinators.



https://www.nada.org/EducationSubscription/

IDENTIFY THE RIGHT PROGRAM FOR YOU

MADA offers premier education opportunities to guide you through your career.

@ PROFESSIONAL SERIES

BREAK INTO THE INDUSTRY
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* |n-class: two days
department-specific

Designed to fit the busy
automotive retail lifestyle—
offered at convenient locations
across the country.

For new department managers
or high-potential employees.

* |n-class: two days leadership

¢ Online: Human Resources
and DMS

DEEP-DIVE INTO YOUR SPECIFIC DEPARTMENT
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Come prepared to analyze

and discuss your dealership’s
performance and walk away with
the tools to make significant

\ process improvements.

For dealership managers to
deep-dive into their specific
department.

Six sessions—Iive online.

e ACADEMY

INVEST IN YOUR LEGACY
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For current and future dealership
leaders: intensive education

to improve profitability in each
department and the dealership as
a whole.

l

Learn the fundamentals needed
to operate a successful and
profitable automotive business,
while examining the latest in
industry trends and technology.

Six courses over the span of
a year. Conducted live online.




NADA Academy
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Financial
Management

b intensive week-long classroom sessions combined with hands-on
practical application in each area of a dealership.




