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President’s Message Sheehy Survives  Snowmageddon, On To March Markdown Madness!           
This sounds 
like a broken 
record, but 
the snowiest 
month in his-
tory for most 

of our markets has come to a 
close.  The hardest thing we 
had to do in February was to 
just get the stores open for our 
customers.   A big thanks to 
each and every one of you who 
used a snow broom, snow 
blower, Bobcat and a snow 
plow truck in order to get the 
dealerships dug out.  As chal-
lenging as the two monster 
snowstorms were, it was great 
to see the team effort to do 
whatever it took to get up and 
running.  Examples include 
John Fleming plowing Spring-
field’s lot at 4:00am on con-
secutive days or Jonathan 
Slaughter’s efforts to help get 
Marlow Heights back up – I 
know there are 100 individu-

als, too many to mention here, 
who showed up for work re-
gardless of the conditions.  
Thank you! 
 
The first priority is to get the 
store back up, running an open 
for the customer. 
 
I had an interesting discussion 
with the owner of the Blue 

Iguana, a small restaurant lo-
cated just around the corner 
from our corporate office.  On 
the Wednesday of the second 
big snow in February, enough 
of their employees were able 
to make it in, so they stayed 

open all day.  One of the em-
ployees had the idea to spray 
paint (in blue of course!) 
BLUE IGUANA OPEN in the 
snow next to the main street 
that runs near the restaurant.  
Throughout the day, there was 
a steady trickle of customers 
who were surprised that they 
were able to open.  Then at 
7:00pm a man stopped by after 
seeing the sign to see if the 
restaurant could handle a large 
group.  He had a snowplow 
crew of 25 guys who had ar-
ranged to rendezvous around 
the corner at another restau-
rant, but the place had closed 
without letting them know.  
The restaurant went on to have 

a great evening of business 
and probably gained some 
loyal followers by being able 
to take care of some very tired 
individuals.  That is a great 
reminder that good things hap-
pen when we are prepared for 
our customers before our com-
petition is. 
 
Now, as we move into March, 
the danger is that we get 
stretched beyond our capacity 
and are unable to handle the 
extra cars in the service lane or 
we don’t have enough sales-
persons to cover the traffic.  It 
is imperative that we pick up 
that business that has been 

pushed back a few days.  
March is setting up to be big 
and we must take full advan-
tage, particularly in our service 
departments.  I believe we will 
see that, hidden underneath all 
of that white stuff, customers 
are becoming more optimistic 
and willing to spend some 
money, financing is becoming 
more available, and the deals 
are going to be extremely good 
across all of our makes.  In 
fact, we will end the month 
with New vehicle sales up 
25% from last year.  So, let’s 
make all of the hard work in 
February pay off with our big-
gest March in several years.  
The opportunity and the spring 
market have arrived.  I LOOK 
FORWARD TO DISCUSS-
ING OUR FUTURE WITH 
EACH OF YOU DURING 
OUR UPCOMING EM-
PLOYEE MEETINGS. 

Vince Sheehy 

By Dane Basl, Training Manager 
 
“Success is 
just being in 
the right 
place at the 
right time, 
ask any 
loser and he 

will tell you, when the 
truth of the matter is that 
success is preparation 
meeting opportunity.” 
 
When I first heard this it 
stuck in my mind and I 
learned that the people 
who seem to be lucky are 
the ones that prepare to 
seize opportunities when 
they’re presented. One 
way we can prepare to be 
successful at selling cars is 
by building a habit of ap-
praising every car that 
comes on the lot. When a 
car is appraised then there 
is a guarantee that your 
customer will see a pro-
posal and unless the cus-

tomer sees a proposal they 
can’t buy a car so in the 
end you have nothing to 
lose. 
 
The proposal shows the 
customer their trade value, 
the price of the car they’re 
buying and the payments. 
These are the three pieces 
of information a customer 
has to have in order to say 
yes to the sale so it will 
never benefit us to hold 
this information back. If 
you assume that the cus-
tomer will not buy today 
then you’ve pre-judged the 
customer’s reaction when 
the numbers hit the table. 
When you pre-judge your 
customer, you’ll be wrong 
half the time. Many sales 
people talk themselves out 
of the sale and in the end 
they don’t appraise their 
customer’s car and ulti-
mately never give the cus-
tomer a chance to say, 

“Okay, I’ll take it.” 
 
Make it a habit to prepare 
to close your sale from the 
minute you meet your cus-
tomer by offering a free 
appraisal of the customer’s 
car. If the car gets ap-
praised then you’re guar-
anteed an opportunity to 
show the numbers. Once 
you show the numbers 
then you can ask, “Mr. 
and Mrs. Customer this is 
a proposal with 1000, 
2500 and $5,000 down 
but with the down pay-
ment that you have, if the 
payments work out would 
you like to buy the car?” 
The more times you can 
do a product presentation 
on the vehicle, drive the 
customer in the vehicle 
and present the numbers to 
the customer, the more 
cars you will sell. 
 
Good luck selling! 

On February 3 a group of 
seventy-six comprised of 
winners and their guests 
looked at the four inches of 
snow that had fallen on Balti-
more-Washington Airport 
and very happily boarded a 
plane for Punta Cana, Do-
minican Republic.   Four 
hours later they were in bath-
ing suits and shorts enjoying 
the eighty degree weather at 
the Gran Bahia Principe.  It 
was a transition everyone 
was happy to make. 

 
The Gran Bahia Principe 
provided everything one 
could ask for to enjoy a tropi-
cal vacation.  The Sheehy 
group took advantage of all 
that was offered.  Some hit 
the golf course or the ATV 
trails or the various wa-
tersports while others could 

be found lazing about the 
pool or beach.   You could 
always bump into another 
Sheehy person at one of the 
beach bars or pool bars or 
challenge the President of the 
company at the poolside ping 
pong table.  The trip started 
with a reception and dinner 
the first evening.  This was a 
chance to see everyone and 
meet winners from the other 
stores.  While everyone had 
their own favorite part of the 
trip, Niki George of Rich-
mond thought that few mo-
ments after the opening din-
ner were by the best.  That 
was when Ryan Pulley, also 
of Richmond, suggested a 
walk on the beach during 
which he stopped, knelt on 
one day and asked Niki to 
marry him.  Her answer of 
“Yes” didn’t take any 
thought.  Ryan proved him-
self to be a true romantic. 
 
Little did we all know that 
few inches of snow that we 
left were just a prelude. As 

the D.C. and Richmond areas 
got pounded with the biggest 
storm in years our travelers 
had the strange experience of 
getting snowed in on a Carib-
bean island. Our charter 
flight could not leave Balti-
more so we found ourselves 
with an extra two days in 
paradise. On Sunday evening 
a large portion of our group 
gathered around a huge out-
side screen to watch the Su-
per Bowl together. With a 
waiter kept busy all night 
providing refreshment and 
the resort dancers on stage 
during time-outs it was a 
Super Party we will all re-
member. On Monday we 
finally boarded the plane for 
a return to reality. Going 
from the beach to two feet of 
snow is a shock to the system 
but everyone was happy to be 
back home, even if it did 
meaning digging their car out 
before they could leave the 
airport. 

Sheehy’s continued focus 
on selling in the service 
lane is in response to 
changes in overall vehicles 
reliability, competition with 
independents or chains and 
selling key maintenance 
items.  Here are the results 
for January 2010 on selling 
batteries, brakes and tires. 
 
Team Marlow Heights 
ended January with the 
highest combined BBT 
penetration of the organiza-
tion! 21.5% - Outstanding 
job!!  Team Springfield 
had the highest battery sale 

percentage! 6.7% - Great 
job!  Team Infiniti finished 
January with the highest 
brake percentage! 14.3% - 
Excellent job!!  And Team 
Manassas had the highest 
tire percentage! 7.1% - 
Great job!  
 
Now, diving deeper, we can 
see how our advisors per-
formed in January!  Sandy 
Greenstein from Team 
Glen Burnie had an in-
credible 37.0% combined 
BBT penetration!! WOW!! 
Amazing job Sandy!!! An-
dre Epps from Team 

Springfield closed January 
with the highest battery 
sales percentage! 9.4% - 
Great job Andre!! Again, 
Sandy Greenstein – Team 
Glen Burnie – 23.5% 
brake penetration!!! An-
other remarkable job 
Sandy!! Bill Swor from 
Team Manassas completed 
January with the highest tire 
sales percentage! 18.9% - 
Outstanding job Bill!!! 
Since one month can’t tell a 
complete story, we will do 
this again next month!  So, 
let’s make the most out of 
February.  

Washington area  
car dealers 
banned together 
with the Clinton 
Foundation to 
donate 6 trucks 

to the people of Haiti. This devas-
tated country needs trucks to be-
gin the rebuilding process.  
Sheehy’s John Fleming SP-Ford 
and Paul Sheehy, Used car Di-
rector coordinated the collection 
and shipment of these trucks to 
a dock in Florida.  

SALES WALK AROUND CONTEST BEGINS TODAY.  Are your ready to be recognized and      
reward for your salesmanship.  In-stores contest going on now thru March 11th.  First Place $750 and prizes 
for all to participate or cheer!  Bracketed contests to take place during Sheehy’s March MARKDOWN Madness!   

Playing in Punta Cana 

Sheehy’s Batteries, Brakes and Tires - January Winners 

John  

Are you building the right habits? 

Sheehy Delivers Needed Trucks to Haiti 



February    Anniversaries - 5 years and up 

GOT a BRIGHT 
Idea! Send IT to: 
GreatIdeasGreatIdeas@@sheehy.comsheehy.com  

Alexandria 
Amber 

Nanthavongsa 
HR Manager  7  years 

Ashland 
Karen Brooks 

Accounting Associate 
14  years 

Glen Burnie 
Mike Harrison 

General Manager 
12  years 

Gaithersburg 
Jessica Reid 

Tag & Title 
6  years 

Infiniti 
Domenico Denaro 

Technician 
5  years 

Infiniti 
Chris Holbrook 

Technician 
5  years 

Infiniti 
Walter Gillispie 

Porter 
5  years 

Infiniti 
Jonathan Monias 

Service Advisor 
5  years 

Lexus 
Steve Harnish 

Technician 
10  years 

Lexus 
Chad Lowe 

Technician 
13  years 

Lexus 
Scott Daniels 
Service Advisor 

9  years 

Lexus 
Jim Matikiewicz 

Tech. Trainee 
7  years 

Marlow Heights 
Bernie Dalcanton 

Technician 
13  years 

Lexus 
Julius Jennings 

Porter - Service 
6  years 

Marlow Heights 
Jeff Kerns 
Parts Associate 

24  years 

Marlow Heights 
Harold Kyle 

Body Shop Tech. 
35  years 

Richmond 
Butch Smith 

Technician 
6  years 

Marlow Heights 
Jerry Petro 
Parts Associate 

12  years 

Richmond 
Robert Sizemore 

Tech. Municipal 
6  years 

Richmond 
Steve Anderson 

Body Shop Tech. 
9  years 

Springfield 
Shane Jennings 

Technician 
12  years 

Richmond 
Monte Hughes 
Used Car Manager 

24  years 

Springfield 
‘Muddy’ Edwards 

Asst Parts Manager 
18  years 

Springfield 
Ricky Curtis 

Technician 
9  years 

Waldorf 
Keith Tunney 

Technician 
7  years 

Statesville 
Gordon Waldrup 

Technician 
20  years 

VINCO 
Kevin Scrimgeour 

Marketing Manager 
10  years 

Honda General 
Manager Paula 
Caruso has 
moved over to 
Marlow Heights 
to head up the 
Ford and Mazda 

dealerships. She’s already 
grabbed the stores by the horns 
and making some noise. 
 
Marlow Heights Technician, 
Brian Easter’s home was de-
stroyed by fire.  He would like 
to thank everyone for the out-
pouring of support and financial 
help.  If you would like to help 
you can send your support to 
Marlow Heights Ford, Attention 
Les Ashburn. 

 
Springfield 
Ford wel-
comes Scott 
Stevenson to 
the position 
of Service 
Director.  
Scott has 26 
years of ex-

perience, many of them with 
Ford.  Scott’s a new breed of 
Service Director, as you and our 
customers can connect with him 
on Facebook and Twitter.  Pic-
ture. 
 
The Springfield Ford Parts De-
partment wishes Terry Shorey 
a speedy recovery. 

 
Springfield Nis-
san continues to 
grow its service 
department with 
the addition of 
Danny 
Gresham, Ap-
prentice Techni-

cian.  Danny graduated from 
ATI and recently moved to this 
area.  Francisco Pomier is men-
toring Danny, by setting up the 
job and reviewing the completed 
work.  
 
Springfield Nissan welcomes 
Jeremy Poling back as Sales 
Manager. 

 
Arthur Lauw, 
Springfield Nis-
san General 
Sales Manages 
was nearly over-
come with ex-
citement as he 

announced, “Every Sheehy em-
ployee is NOW eligible to re-
ceive Nissan Employee pricing.  
The factory program offers 
4.3% below invoice on Nissan’s 
or 3.58% below invoice on 
Infiniti’s.”  Please see any Nis-
san Manager for complete de-
tails. Hurry in this offer end 
March 31, 2010. 

 
GM Mike 
Harrison 
proudly an-
nounced, 
“We earned 
the Circle of 
Excellence 
and Owners 

First award for 2009. One of 
only twenty-seven stores in the 
North east region to earn this 
recognition.” 
 
Lexus’s Al Trojanowski re-
marked on his Punta Cana ad-
venture, “It was 84 degrees and 
sunny. I appreciate the extra day 
and half spent on the Island.” 

I caught up with GSM Sina Mo-
habat to discover what was 
leading to Springfield Ford’s 
success.   Sina laid it out for me 
stating, “I get up everyday look-
ing forward to coming to work 
because I work with the best  
Salespeople in the world.  Right 
now we’re 5th in market share, 
we’re top in Sheehy for new and 
used car gross, top is sales, top 
in VIP and warranty penetration.  
The direct mail, TV and print 
ads are doing a great job. The 
ads had great prices and the dis-
closures were clear.”  Sina 
reached down a grabbed a 
marker and sticker raising them 
up he exclaimed, “And there is 
something else, I do all my own 
Markdowns everyday. Max 
Escobar brings me a list of any 
car that needs a Markdown 
sticker.  Plus Max’s cars are 
lined up and ready to GO!” 
 
Honda Service Advisor Hamp-
ton Scott summed up the goal at 
his dealership, “Every car needs 
to leave here in better and 
cleaner condition than it ar-
rived.”  Simple and straight for-
ward, put the customer first and 
provide clear directions for eve-
ryone repairing or cleaning a 
customers car. 
 
Donna Kelly, Service Manager, 
might call them Honda’s snow 
angels. With shovels in hand the 
service team pulled together to 
get the lots open and the snow 
off all the cars. Donna noted 
that, “Hampton Scott was there 
at 4:00am plowing the lot.” 
 
Dan Wernitznig remarked on 
the renovations going on at 
Hyundai service, “We’ve added 
a service drive thru lane, up-
graded the customer lounge to 
include a plasma TV and pro-
vide technicians with an office. 
 

Lexus Techni-
cian Todd 
Droegemeyer 
earned his MD 
State Inspector 
License report-
ing, “There are 
a lot of regula-
tions to learn 

for the written and mechanical 
vehicular test.” 
 
BDC Manager Michelle Hol-
dren welcomes Ann Pittenger 
to the BDC Team. 
 
Glen Burnie’s Jamil Gaston 
joins the ranks of fatherhood 
with the birth of a daughter  
Layla Gaston, 5 lbs 12 oz on 
January 31st.  
 
 
 

The Lexus Kaizen road show 
with Paul LaRochelle and Mi-
chelle Holdren visited Waldorf.  
They’re spreading the philoso-
phy of employee involvement 
and continuous improvements. 
GM Paul LaRochelle wants to 
announce that the Lexus Team 
has earned its 7th consecutive 
Elite of Lexus awards.  This 
yearly award is only given to the 
top dealers whose commitment 
to customer satisfaction is sec-
ond to none.  On a side note 
Paul wishes to CONGRATU-
LATE the sales department on a 
perfect 100% Customer Satis-
faction rating for 2009. 
 

The Annapolis Nissan service 
center is almost finished with its 
renovations.  With the custom-
ers needs in mind the lounge has 
been expanded.  Service Man-
ager Zane Zaiser shows off the 
expanded service write up area. 
 

GM Tarek Hakki shares these 
news items, “I have two pieces 
of news: the cutting of the tie for 
rookie sales person Wendi 
Eskridge. Most rookies will 
start their career with selling one 
car but Wendi rocked on her 
first day on the floor by selling 2 
used cars back to back. Doug 
Killian was promoted from 

sales person to 
internet sales 
manager. Doug 
has been with 
the company 
for 5 years be-
tween the Infin-

iti and the Nissan Dealerships in 
Annapolis. He did F & I for a 
while and now after being one 
of the top salespeople he joined 
the internet department at 
Sheehy Nissan of Annapolis.” 
 
Creating a great place to work 
comes from inside the dealer-
ship, the sum of each em-
ployee’s contribution. Having 
great examples to emulate is the 
reason Sheehy names an em-
ployee of the year in each de-
partment.  This year Glen 
Burnie has two employees of the 
year Joe Gakenheimer repre-
senting Parts and Sandy Green-
stein representing Service Advi-
sors.  Sandy’s modesty pre-
vented him from answering but 
the other Service Advisors 
shouted out, “He set the tone in 
the lane and always put the cus-
tomers first.” Sheehy Ford in Richmond sports a new entrance.  The wall like 

structure stands in front of the existing building supporting the three 
brands sold there Lincoln, Ford and Mercury. 

Around Sheehy - People & Places ! 

Danny 

Sina 

Zane 

Tarek                       Wendi 

Doug 


