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FROM THE DESK OF JOHN LUCIANO:

A MESSAGE TO OUR VALUED
EMPLOYEES, CUSTOMERS &
PARTNERS:
I hope this note finds you all well, wherever you are reading this-whether you’re
at home isolating, at work, or taking a minute from all the distractions that we
are surrounded with these days. Our world is a different world today, one that I
never in my life thought I’d see.
I a few weeks ago David showed me a neat graphic he found online and it said,
“Where do I want to be during COVID-19?” I’ll share the graphic below because
it really spoke to me and I believe many of you will find it inspiring. You see
there are three zones/states of mind that we can all be in right now: Fear Zone,
Learning Zone, Growth Zone. I know a lot of us were stuck in the fear zone for
a while, but why not take this time that we are isolating and learn something
that we’ve always wanted to learn, and from that grow as individuals? Let’s not
come out of this pandemic the same way we went into it. Sometimes, without
realizing it, we give our phones, tablets, and computers more time than we
do to our families and friends. This time apart from friends and family really
reminded me of what is important and those things are the people in my life.
Living in the Panhandle, and more importantly in Amarillo, I’ve noticed that
people are helping one another more than ever. People are asking their
neighbors and friends if they need anything from the store so they don’t have to
go out. People are sending meals to loved ones and strangers. I’d like to extend
my sincere thanks to Education Credit Union and Lindsey Murphy for teaming
up with us on the “This Vehicle is Powered by Street Volkswagen & Education
Credit Union” campaign we did earlier this month. Although, at first we didn’t
publicize it because we didn’t want it to get out of control, we found people
in our community who were helping others and gave them $10 Gift Cards.
We found people who were delivering food to hospitals, delivering grocery
and supplies to neighbors and people who were simply out doing their part
making sure high risk individuals could remain inside. Again, thank you Lindsey
& Education Credit Union for always partnering with us and giving back to our
community.
Friends, as always I want you to know that we are here six days a week and will
do whatever we can to make sure your experience with us here is superb. I’ve
said this before, but please know that we are taking every step in complying
with all CDC standards so that our employees and guests stay safe. If you want
our staff to take a car to your home, just let us know. We are here and will do
business in any way to make you and your loved ones feel safe.
I want to thank our staff for coming to work so that we can take care of our
customers. Please continue to be the great people you all are and continue
to smile and do your part. I see you all each day and every day I thank God
that you all remain safe and continue to come to work. If you feel sick or need
anything, please don’t hesitate to ask.

-John Luciano
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LOCAL RETIRED SISTERS FIND PASSION
IN MAKING FACE MASKS FOR
COMMUNITY & FOR STREET VW
By: Dawn Owens | Street Volkswagen BDC Director

Maggie Elmore and Ginnie Isaacson are two retired sisters in
Plainview, TX who enjoy quilting, but when Maggie found out that her
daughter and granddaughter, both nurses, were having a hard time
getting the face masks they needed to keep themselves protected
from the current pandemic, they went into action. The healthcare
facilities where both women work were low on face masks due to
low supply, so Maggie and Ginnie found a video on YouTube on how
to make facemasks.
The women used their talent, their quilting remnants, pipe cleaners,
and elastic they had on hand, and got to work. They made masks not
only for their family members who are in healthcare, but for anyone
they heard might need the extra protection, including friends of theirs
who are at risk and in their 70’s.
It didn’t stop there, as Maggie has a friend in Amarillo, TX who is a
father and father-in-law to two Volkswagen employees at Street
Volkswagen of Amarillo. Joel and Dawn Owens mentioned to John
Luciano that their father had a friend who was making masks during
this pandemic, and in typical John Luciano fashion, he jumped at the
opportunity to help!
John asked how much Maggie and her sister would charge per
mask, and proceeded to order 60 masks for his employees at Street
Volkswagen. The masks are made of some pretty interesting fabric
patterns, but are comfortable to wear, and keeps the employees of
Street Volkswagen, and our customers safe during this uncertain time.
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AAF-AMARILLO MAKES HISTORY BY
A NOTE FROM BRENDA ROOS:
I feel extremely blessed as we
BRINGING NATIONAL ORGANIZATION
navigate our way through this
TO AMARILLO FOR FIRST TIME
crisis to be employed by Street
Earlier this month, AAF-Amarillo President, David Meraz, Marketing
& Public Relations Director at Street Volkswagen and Incoming Ad 2
Amarillo President, Megan Nelson signed the Ad 2 Amarillo and AAFAmarillo Affiliation Agreement!
This agreement was sent to AAF District 10, the AAF National Boards
of both AAF & Ad 2 where the organizations officially accepted
and voted Amarillo Ad 2 in existence. This is the first time a Small
Club (Under 100 members) in D10 will have an Ad 2. The AAFAmarillo Board is excited and cannot wait to start recruiting Young
Professionals (Under 32 years of age)! Bringing Ad 2 to Amarillo was
one of David’s goals to accomplish during his presidency.

Volkswagen. John Luciano has
worked tirelessly making sure
that his employees needs are
being met. He does it with a
smile, and a fantastic upbeat
attitude making sure we all feel
secure and safe. On behalf of
everyone here thank you John
for all you do for each and
every one of us. It does not go
unnoticed what an incredible
boss and leader you are!

HAPPY BIRTHDAY DAVID ORTIZ!

AMARILLO KVII CHANNEL 7
HIGHLIGHTS STREET VOLKSWAGNE
BDC DEPARTMENT

STREET VOLKSWAGEN EMPLOYEES
AROUND THE DEALERSHIP
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The following story is courtesy of The Upbeat Reporter. The goal
of the Upbeat Reporter is to counter the negativity spread by
mainstream media by focusing on positive. We’d like to thank Mary
Kay Kuhrts, The Upbeat Reporter Publisher for letting our very own
Danny Mize tell his story on how he helps our staff at both Street
Volkswagen and Street Toyota. We’d also like thank Mike Haynes,
The Upbeat Reporter Journalist for writing the story which will be
featured in the May/June issue of The Upbeat Reporter. For more
great stories, please visit TheUpbeatReporter.com

Picture Courtesy of The Upbeat Reporter
Mize said he is not a licensed counselor. “I have dealt with people
who are frustrated on the job and with people who are frustrated
at home with relationship issues,” he said. “I’m not a counselor, but
I encourage them. I try to point them toward communication and,
when needed, counseling.”

THE UPBEAT REPORTER: DANNY MIZE...
“THAT’S WHAT I’M HERE FOR!”
By: Mike Haynes | The Upbeat Reporter May/June 2020 Issue
When he heard the sound of a phone at
12:30 a.m. one night, Danny Mize knew it
wasn’t a family member calling. He puts his
personal phone on vibrate when he goes to
bed.
The man calling on the company phone
apologized. “Danny, I’m so sorry…” he started,
interrupted by Danny saying, “Wait a minute.
You don’t have to apologize. That’s what I’m
here for.”
“Yeah, but I’m so sorry for calling you so late.”
Mize’s next reply was, “I’m always available
to you.”

The COVID-19 pandemic has restricted his schedule, but Mize
normally visits the two Street dealerships once a week. “I typically
just show up,” he said. “I wander around from the back of the shop to
the front. I talk to everybody from Joe Street to the people who clean
the floors, those who turn the wrenches in the shop to those who do
the finances in the office – just to say, ‘Hi, how’re you doing?’
“I become their support connection. After 3½ years, people know
I’m available.” Mize also attends most company events, including
company meals and new employee orientation.
Sales consultant Jerry Ripley said employees’ interaction with Mize
is voluntary. “If you want to talk to him, fine, and if you don’t want to

Mike Haynes | The Upbeat Reporter

That response sums up the 68-year-old, semi-retired Mize’s job with
the Street Auto Group. His business card, which includes the cell
number that never goes mute, reads, “Staff Support.”
That Street employee “was really struggling,” Mize said. “More than
anything, he needed somebody to talk to. But the next time he called,
he didn’t apologize. He realized, ‘OK, that’s what Danny is here for.’”
Mize has been a listener and supporter for the 200 employees of
Amarillo’s Street Toyota and Street Volkswagen for more than three
years, a position born out of a memorial service for the sister of Mike
Good, who retired this April as Street Toyota’s general manager.

talk to him, fine,” Ripley said. “Lots of people have really needed his
help. We didn’t have that in place in the past, but the owners and
management thought it was so necessary that he took that position
to make it better for everybody.”

Then a chaplain for BSA Hospice of the Southwest, Mize led that
service, where he met dealership owner Joe Street and his wife,
Laura. When he retired from hospice, Mize suggested to Good that
the company hire a support person. “I learned later that Joe told Mike,
‘Make it happen,’” Mize recalled. “That’s all it took.”

“It makes people feel good about their employer if they have
somebody who is there for them,” Joe Street said. “We told them,
‘We hired Danny just for you. It has nothing to do with us; he’s just
there for you.’”

Joe Street said Good had pointed out employees’ needs. “First of
all,” Street said, “problems that they don’t want to talk to anybody in
management about, things that affect their home life and also that
affect their life at the Street Auto Group, their ability to do their job.

Before he and wife Peggy came to Amarillo 13½ years ago, Mize
worked with grieving and hurting people in Oklahoma City following
the 1995 Murrah Federal Building bombing. “I moved here and
got into church ministry, but my heart was still with helping grieving
people,” he said.

“Danny is known so well in the community, and he’s just got a very
unique ability to counsel and pastor the people. It took a while for
people to get used to Danny’s role, because he wanted to make certain
that people understood that he did not report to management.”

Mize was an adult ministry leader at Hillside Christian Church but
followed his heart to hospice care. “I’ve been doing grief support
work for over 40 years now,” he said. “It’s just been a part of who
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I am that’s helped prepare me for what I’m doing. I think I’m a people
support person by nature and by training.”
He also does something similar with the Fellowship of Believers church
45 minutes away in Hereford. “I’ve been ministering there for more
than eight years. I went down to fill in for two Sundays – 8½ years ago,”
he said with a laugh. Before the COVID-19 restrictions, he was making
weekly visits at homes, businesses and nursing homes in Hereford.
Mize has degrees from three Christian universities, but he doesn’t
push his beliefs – and the Street company didn’t give him a spiritualsounding title. “The reason is that not everyone reacts positively to the
term, ‘chaplain,’” he said. “It has different connotations to some people.
So rather than have to deal with any emotional barriers, they just call it
‘Staff Support.’
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LIFE LESSONS IN OUR FAMILY
By: Danny Mize | Street Automotive Staff Support
Call, Text or Email: danny4street@gmail.com | 806.236.0582
Have you been spending more time with family, or at least thinking
of them more during our days of “limitations”? If your family is
like mine, you probably grew up hearing and living out some
“family rules” or “life lessons.” Those principles for living are often
generational – and you are likely going to pass them on to others. I
have listed some of the “life lessons” that run through my family –
from my grandfather and father to me… and from me to our sons.
After reflecting on my list, you might want to write out some life
lessons which are at play in your own life. - Danny Mize
If something is worth doing, do it right the first time.
Always clean up after yourself.
Give attention to your faith.
Help others whenever you can.
Accept help when you need it.
When you borrow something, return it in better shape.
Take care of your body – it’s the only one you’ll have.
A nap when needed is a good investment of your time.

“But I’m not limited to just being a friend. If somebody has spiritual
needs and they want me to pray with them, I do that. If somebody
has a challenging situation where they need more than a listener
and an encourager, I make referrals – not only to counselors and
grief centers, but I’ll ask them if they have a church connection. I
encourage them to be in touch with those resources for pastoral
counseling, care, prayer, financial support, or whatever they need.”

Engaging in self-care is not being selfish.

He said most employees know his background.

Look for ways to have fun in life.

“I don’t lead with that. I’m not a preacher or an evangelist in this
setting,” he said. “But I don’t hide that.”

Be a life-long learner – never give up on your curiosity.

As the COVID-19 situation was disrupting lives in April and some
employees’ schedules were cut back, Mize still was showing up at the
Street companies while being cautious, such as elbow-bumping with
Jerry Ripley instead of shaking hands. “So far, the feeling I’ve gotten
from the employees is, “I’m just going to buckle down and do my job,
and we’re going to get through this,” Mize said.
His company phone hasn’t been ringing with virus-related concerns.
But if it does, he will answer it 24/7.

Take an interest in and invest in others – relationships matter.
Be sensitive to the needs of others and respond with compassion.
Be careful with your spending, but be generous with your sharing.

A balanced life is like a well-rounded wheel – you will go father and longer.
Develop a morning routine to put you in touch with God and prepare you
to connect with others.
Keep a good sense of humor and laugh often.
Mistakes or deficiencies of the past don’t have to limit your future.
Confront challenges with your brain (trouble shooting) before using your
brawn.
Learn a new joke now and then to help others laugh.
Using the correct tool will make the job easier.
Keep your tools clean and in good shape.
Regular maintenance keeps things going better and longer.
Do a good job even when no one is looking.
A steady pace will get the job done and help you last longer.
Never allow the fear of the unknown keep you from trying something new.
Life stories should be shared and preserved.
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CAN SOCIAL ISOLATION BE HARMFUL?
By: Meagan Koenning | Street Volkswagen Customer Care

Currently, a novel and deadly virus threatens the everyday lives of
people all around the globe. New guidelines and terms are being
introduced daily; stay inside, practice social distancing, stay six feet
apart, isolation. These instructions should be easy to follow, working
and studying from home is a reasonable request to save lives. But
what happens when it is not so easy? Are human beings meant to
quarantine for months at a time with little to no social interaction?
Cognitive scientists would argue that humans are social beings, that
our brains have evolved to thrive and function in social situations, and
that without human connection we wither away. The implications of
isolating from others during these increasingly odd times may not be
seen for years to come, but according to several theories and scientific
findings, humans are not meant to be alone. Not only are lives and
the world economy at stake, but what makes us human is, too.
Researchers in evolutionary science continually ask why the human
brain is so large compared to the size of our bodies. Anthropologist
Robin Dunbar maintains findings that suggest the size of a species’
brain depends upon social group and that social group’s size. The
neocortex, or outermost layer of the brain, is larger in species who
have larger social groups. This is called the Machiavellian Intelligence
Hypothesis or the Social Brain Hypothesis. Matthew Lieberman, a
social psychologist, and neuroscientist theorizes that the brain’s main
purpose is social thinking, which aligns with current findings. To back
this up, Lieberman looks at what is called the default network. This is
a neural structure that automatically turns on when our brains have
even a second of downtime; when we stop reading, cooking, or
whatever else takes up portions of our days. What is interesting about
this default network is that it looks nearly identical to the structure
that plays into social thinking. Liberman says this is evidence that
our automatic processes lead us to think of others when we are not
engaged in other tasks. Our evolutionary baseline is social at its core.
Dunbar, aside from being an anthropologist, is known for Dunbar’s
Number; the optimal number of people we call casual friends.
That number is one hundred and fifty. This number represents the
maximum number of people we can keep up with, the number of
people we care about, and the people we’d invite to a party. If the
human brain has evolved to meet social demands, it makes sense that
this number exists; our brain size depends on our social circle. A larger
social circle, a larger brain.
If humans have an ideal number for a social circle, have a larger
brain meant for socializing, and automatically think about others
during downtime, what do we do when we are told not to socialize
for months without a clear end in sight? During this pandemic, the
rule of thumb is “social distancing”, do not let others into your home
during quarantine, do not leave the house unless it is necessary.
How are we meant to spend time and interact with one-hundred
and fifty people if we’re told not to? Without socialization for long
periods, the Social Pain Hypothesis comes into play. This hypothesis
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states that social pain and physical pain is received and felt
the same way, that if one is suffering from say, rejection, that
pain medication relieves that pain in the same way it would
relieve a headache. Loneliness causes us pain, but there are
other risks associated with isolation. According to results from
a study carried out at Brigham Young University, lack of social
connection can affect humans as much as smoking up to 15
cigarettes can, and that it is twice as harmful on mental and
physical well-being as obesity. Then, there is what is called skin
hunger, the need for physical touch, a hug, a handshake, or a
kiss, friendly or romantically. Dr. Kory Floyd conducted a study
in which he examined the effects of skin hunger, and he found
that it was attributed to depression, anxiety disorders, secondary
immune disorders, and alexithymia, or the inability to express
and interpret emotions. There is no direct cause and effect,
but Dr. Floyd says that those who experience skin hunger are
more likely to develop these issues. We are made to go out and
interact with friends, we are made to touch one another and
to embrace. How are humans supposed to isolate themselves
when our very well-being depends on socializing?
No one knows how long the recommended time for social
isolation will be. But for those who live alone, those who cannot
isolate with family members or roommates, the unmarried,
and those without children will likely suffer to some extent.
Technology will help maintain relationships and help us speak
with loved ones, but skin hunger will eventually take hold and
people may be tempted to venture out to see significant others
who are isolated in a different home or to meet aging parents.
This will put lives at risk. It is a simple request to just stay at
home for a few weeks until the social brain theory is applied to
the situation. Officials plead for citizens to work from home and
to minimize interactions but fail to realize that we have evolved
to do just the opposite. We have evolved to go out to brunch
with our friends, to let our children play together at the local
park, and to congregate in classrooms to engage socially with
one another. Saving lives by social distancing will be worth it in
the end but the complications that may arise could have lasting
effects for years to come.

APRIL EMPLOYEE OF THE MONTH:

BRENDA ROOS

We are excited to
announce Brenda
Roos as our April
2020 Employee of
the Month! Brenda
is a Receptionist
and Customer
Care Associate at
Street VW. Brenda
has been with the
company since
2019. Brenda is
always helping
anyone and
everyone because she truly has a servants heart. Brenda
will come in on her days off and help cover the desk
or help clean our waiting area when it needs attention.
Anyone who knows Brenda, knows that she LOVES this
company and the friends she gets to work with daily.
Congratulations Brenda!
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SELLING DURING COVID-19

By: Ron Garverick | Street Volkswagen Finance Director
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information to submit to the bank to get an approval. Waiting on your
call to go over numbers come to an agreement and having you set a
time for them to do walk around and quick test drive and walk right into
the Finance Department to sign papers or they already have paperwork
signed because the Finance Manager emailed them paperwork so they
can E-sign.
It’s going to be a new way to do business, Quick, easy and less stressful.
Sales Managers the philosophy thinking “Are your customers here?”
No? “We will work on this when they get here” needs to be worked
“Customers here?” No? “ Lets get started” The customers are not going to
come in until the car is ready to drive off the lot.

With the COVID-19 crisis upon us we have to do things differently
now. Lot traffic is down, and that’s okay because we want people
to stay safe and social distance themselves in whatever way they
can and want to. That means we have to think outside the box on
how we’re going to move forward and continue to sell cars. Last
month, in what should have been a slow month turned out to be
one of our best months ever.
I believe the reason we didn’t have a downfall at the dealership is
that we had the mindset that we were not going to let this affect
the way we do business at Street Volkswagen. Although some of
our team went on furlough, that didn’t stop the flow of selling,
servicing and taking care of our customers and community.
I’ve spoken to several of my friends in the car industry and they
have told me that their dealerships were closed and they could
not believe the numbers we were bringing with all the chaos
going on. They were very impressed, I told them it’s all in the
mindset, our focus was on our customers and how we could help
them with their automotive needs.
John Luciano said it himself, we have already been in something
like this back in 2015 and the Diesel Gate situation with
Volkswagen and we already knew what to do and that was
take care of our customer. And folks that is what we have been
doing. Rebates, incentives, 0% and 180 days till the first payment
Volkswagen came through and realized we needed to focus
on the people just like that we have been selling cars and our
customers have been happy.
Majority of those customers didn’t come in from the street they
looked online, submitted a lead or made a phone call to the
dealership and told our BDC agents what they were looking for.
We set the appointment the sales professional sold the car. The
process of buying a car was easy and smooth.
This is going to be the new showroom up, customers are going
to be used to going online and looking for what they want and
have an easy process to buy the car. The time they take searching
online pinpointing the exact vehicle they are wanting to buy
sending over credit information over and getting numbers or so
much quicker than dealing with a salesman gathering all there
information after looking at the car of their dreams and getting
approved, waiting on the salesman to get his/her paperwork in
order to going into finance will take longer than just having all that
done before they came in.
The customer will want a video walk around of the vehicle
they are wanting to buy, they will give you all their personal

So what I am saying get ready to work numbers as soon as you are
handled a Four Square and get it submitted, this waiting before the
customer comes in will lose a car deal quicker than Charlie Sheen can
say winning after 3 lines of coke, so we need to act like the customer is
in front of us in the showroom and work the car deal quickly because the
customer will move on to a dealership that will.
I know back in the day we didn’t want to do that because customers will
use those numbers to shop around but now they will do the same thing if
we don’t give them numbers.
Which brings me to the BDC Department, we need to start taking that
department seriously because they will be the new desk managers when
it comes to penciling deals if the sales managers do not jump on board
and desk deals virtually, General Managers are all about selling cars and
making money and they have no time to wait and ask “Are they here? “
We will work on the numbers when they get here, those days after the
COVID crisis is over will be over. So were needing to be all on board and
have a little bit more respect with the BDC Department and consider the
BDC Director as part of the management team and the Big Dollar Center
as a real department.
The new way to selling a car:
1.
Internet Lead comes in assigned sales person call, text, email
customer
2.
Shoot a walk around video of the vehicle of interest
3.
Send credit application to customer to fill out so we can work
real numbers
4.
Call, text, email customer the buyers order to go over numbers
5.
When numbers are agreeable give information to Finance
Manager to go over protection plans.
6.
Finance Manager either sends email with paperwork for
customer to sign on their smartphone, Ipad, or computer or F&I manager
has paperwork ready so customer can just walk into the Finance
Department sign and take delivery of the new car.
7.
Salesperson has car in delivery bay with the Deliver Specialist
ready with keys in hand to do a proper delivery.
8.
Process at the dealership should take no more than 30 minutes
to complete and on to another sale.
There is no need for 4-5 hour negotiating, coming to an agreement,
tiresome process, Make it easy, smooth and less painful as possible and it
starts from the BDC Department. Are you ready for this??
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A NEW LOOK FOR THE ICONIC
VOLKSWAGEN LOGO
Courtesy of VW Newsroom - April 9, 2020

Last year, some 6.2 million vehicles were built worldwide with a “VW”
on their grilles. Those two letters have been melded together for
decades and have come to represent one of the most recognizable
brands on Earth.
So, how do you update an icon? Through one of the largest
rebranding campaigns in the world, Volkswagen has debuted a
refreshed and digitally friendly re-imagination of its signature logo,
now rolling out to the U.S. market.
The new design is a refreshed, minimalist take on the classic logo,
allowing for more flexibility and versatility when it comes to the
signature symbol. It’s a modern and simpler version of the previous
logo, which has identified the brand for over 70 years.
Led by Volkswagen Chief Designer Klaus Bischoff, the new branding
was designed to be versatile, “digital-first” and reduces the logo to
essential elements, which now presents as flat and two dimensional.
“My personal drive in this redesign was to make the W float, bringing
a new lightness to the Volkswagen brand,” said Bischoff. “Of course,
this rebrand also brings Volkswagen into the digital era, transforming
our classic logo into a trademark that is easily displayed digitally on
devices and applications.”
The new Volkswagen logo was reimagined to function on small scales
like a smartwatch or phone as well as those that dress the company’s
sustainable factories and plants.
“We have created a new holistic global brand experience on all
channels and across all touchpoints,” said Jochen Sengpiehl, Chief
Marketing Officer of Volkswagen. “As a general principle, our aim will
not be to show a perfect advertising world; we want to become more
human and livelier, to adopt the customer’s perspective to a greater
extent and to tell authentic stories.”
The redesign also brings other significant changes to the Volkswagen
brand and its marketing strategy. The logo’s blue and white colors
have also been refreshed with a new deep blue tone, allowing for
additional color variants.
The international rollout will include the transition of over 70,000
logos globally. By mid-2020, the brand plans to complete the rollout
of the rebrand across the 10,000 dealers in 171 markets spanning
154 countries and has made its U.S. vehicle debut on the 2020 Atlas
Cross Sport.
Visit newsroom.vw.com for more stories
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