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FROM THE DESK OF JOHN LUCIANO:

LET’S ELECTRIFY AMARILLO
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SALES AWARDS WINNERS

Did anyone else blink and realize they
missed the entire month of January!?
Happy 2021! I have a feeling this
year is going to be fast, exciting and
memorable for many reasons!

First, let me reiterate how thankful I
am of all of you who come to work
day after day. I will say this forever,
but it is because of your dedication,
hard work and enthusiasm that our
customers call or write me daily to
tell us about their positive experience
here. Thank you for all you do, sometimes you may feel that your
daily routine isn’t noticed, but trust me, it is.

2020 Salesman of the Year: David Ortiz

Speaking of great service to our customers, I’d like to congratulate
everyone on receiving the 2021 DealerRater Dealer of the
Year Award for the Volkswagen Brand in the state of Texas
and nationally for the USA. We also received the Consumer
Satisfaction Award this year. This was a team effort, so to you all,
congratulations! We will have a pizza party once we receive our
award soon!
New Car Salesman: Owen Sutherland

Used Car Salesman: Joel Marquez

Torch Award: Dawn Owens

The 300 Club: Finance Department

Another BIG congratulations to our Sales Awards winners who
received awards earlier this month. Check out the photos on the
left. Thank you all for joining us for our annual banquet.
If you haven’t already checked out the changes in the showroom,
please come out and see for yourself how we are getting ready for
the arrival of the ID.4 and the launch of our brand heading towards
eclectic as EV will change the way we do business. Please help us
spread the word about this new era in Volkswagen history and I
know that together we all will Electrify Amarillo!
Congratulations to Mr. & Mrs. David Ortiz. If you didn’t already
know, David and Sindy got married in Las Vegas earlier this month.
Thank you all who watched live or joined them in Las Vegas.
Last, as always please wash your hands constantly, wear a mask
if you are away from your office. If you feel sick, please make
a wise decision and let your supervisor know. Only if we all do
our part, will we help stop this virus and allow us to go back
to normal living soon. Remember that the snacks and drinks,
including labeled waters in the Customer Lounge are ONLY for our
guests. Restrooms in the showroom are also ONLY for our guests.
Employee bathrooms are located in the back by Service & Parts. If
you don’t know where they are, please ask your supervisor. Last,
ALL employees must park behind the fence of the back lot or on
the street if there is room after the second entrance. NO ONE is to
park on our lot. Please be considerate of others as we are working
daily to make room for a better working experience as our store
grows.

Rookie of the Year: Doni Bell

BDC Agent of the Year: Ashley Parks

Again, thank you all for being you and for all that you do here.

-JOHN LUCIANO

Street Select Society: Joel Leimer, David Ortiz, Sammy Silva, Joel Marquez & Owen Sutherland
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THE SEASONS OF LIFE
BY: DANNY MIZE, STAFF SUPPORT

Vol. III

THERE’S SOMETHING IN
THE WATER AT STREET VW...
3 AMIGAS PREGNANT

When conversations turn to the weather, we often talk about the
seasons – the changes from one to another or how the current
season compares to last year’s season. But, there are also
seasons to LIFE just like there are with the weather.
The music group The Byrds had a 1965 hit with the Pete Seeger
song, Turn, Turn, Turn (To Everything There Is a Season). Except
for the repeating words turn, turn, turn and the closing line of
the song, the lyrics came from the King James Version of the
Bible. The message of the song and Scripture reinforces some
key points about the seasons of life. Notice Ecclesiastes 3:1-8:
To every thing there is a season, and a time to every purpose
under the heaven: A time to be born, and a time to die; a time
to plant, a time to reap that which is planted; A time to kill, and
a time to heal; a time to break down, and a time to build up;
A time to weep, and a time to laugh; a time to mourn, and a
time to dance; A time to cast away stones, and a time to gather
stones together; A time to embrace, and a time to refrain from
embracing; A time to get, and a time to lose; a time to keep,
and a time to cast away; A time to rend, and a time to sew; a
time to keep silence, and a time to speak; A time to love, and a
time to hate; a time of war, and a time of peace.

Taylor Buchanan

We have four employees who
are expecting babies this year.

Where are you on your seasonal journey? You survived
childhood and adolescence, only to face young, middle and
older adulthood on your trek through life. Each season has
its challenges and rewards. Each season provides us with life
lessons which can make it easier for us during the upcoming
seasons – IF we will pay attention to and incorporate them.

Taylor Buchanan, a receptionist is
having a baby boy and is due this
March!
Ashley Parks, our BDC Assistant
Manager is having a baby girl and
is due this June!

For instance, we may be laser focused on learning the basics of
our career path – only to find ourselves a bit isolated and lonely
when we look up from the busy-ness of our daily routine. We
might learn to build better connections with family, friends, and
co-workers in order to avoid “waking up” one day in the next
season of life and wonder – “where did everyone go?”
Press on in your journey. Life is not a sprint… but a marathon
through many seasons of life.

Ashley Parks

Martitza, a receptionist & Dorian,
a Service Advisor are having a
baby boy and they are due in
June!
Maritza & Dorian
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DAVID, SINDY, FRIENDS & FAMILY HEAD TO VEGAS TO
CELEBRATE THE WEDDING OF MR. & MRS. ORTIZ
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JANUARY EMPLOYEE OF THE MONTH:

JULIO SALAZAR

Congratulations to our January
Employee of the Month,
Julio Salazar. Julio is a BDC
Agent and has been with the
company for 3 years.
Julio started in Sales but
moved to the BDC. Julio enjoys
learning about the Volkswagen
brand and teaching others.
Julio is a graduate of Caprock
High School. He loves
Chipotle.

When Julio isn’t working, he
enjoys driving his Volkswagen Jetta, working out and watching
Kiki’s Delivery Service and My Hero Academia.
Please congratulate Julio on being named Employee of the Month.

A NOTE FROM BRENDA:
I wanted to say a sincere thank you to everyone that pitched
in to help me run the front desk this month. Thank you
Hannah, Zoie, and Carmen for being such team players! A
very special thank you to DEANNA WALKER. You stayed late
daily, skipped lunches, came in on your day off, helped other
departments, and you did it with a smile on your face and
never once complained. You are a huge asset to my team and
this dealership. I could not have done it without all of you!!
		
-BRENDA ROOS, CUSTOMER CARE MANAGER
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HOW TO BE A GREAT
SALESPERSON

BY: RON GARVERICK, FINANCE DIRECTOR
1. Be a Critical Thinker
The best salespeople don’t simply rely on a script that dictates every step of how
they should sell a product or service, but rather they adapt or alter their sales pitches
in accordance with the prospective customer, time and place. This also means having
the ability to think outside the box in challenging their existing sales pitches and
processes to reach higher levels.
2. Be Disciplined
A sales rep who has an unrelenting attitude in their sales approach will go above and
beyond to do whatever it takes to close the deal. In many cases, learning how to be a
better salesman simply boils down to developing a disciplined work ethic.
3. Be Charismatic
A charismatic person has the ability to form a sense of connection or understanding
between themselves and their prospects. Customers view truly charismatic
salespeople as not just sales reps hawking a product or service, but someone who
they can have a real meaningful conversation with.
4. Be Resourceful
A successful sales rep needs to be resourceful, which is especially important for
reaching out and targeting potential customers. This means going above and
beyond and using every resource or asset at his or her fingertips to close the deal.
Sometimes, figuring out how to be a better salesman requires thinking outside the
box of traditional sales methods and processes.
5. Be Focused
Given that sales reps often have a high volume of work and activity goals to reach,
they must be able to concentrate on a given task without becoming overwhelmed or
distracted. When they’re concentrated on the task or sales call at hand, it will show
in the quality of their sales pitch.
6. Be Competitive
The most successful sales reps are extremely competitive by nature and are
constantly striving to be the top salespeople within their company and the industry.
They set the bar as high as possible, giving themselves lofty targets to shoot for –
even if they miss their ambitious targets, they will still be well-positioned to achieve
great things.
7. Be Passionate
When reps have genuine passion for and belief in their product, it will be readily
apparent in their sales pitches. The more passionate a rep is about what they’re
selling and who they’re representing, the more genuine the sales conversation will
be. If you ask sales veterans how to be a great salesperson, they will all tell you that
you have to be passionate about your work.
8. Be Curious
People who are curious and are generally interested in expanding their intellectual
horizons tend to gain more knowledge on a regular basis than those who don’t. They
are constantly looking to learn more about their product, their customers and how
they can bridge the gap between both parties.
9. Be Confident
Confidence is a subset of charisma. The best and most charismatic salespeople
believe fervently in themselves, their company and their product or service.
Confident salespeople act fearlessly and are willing to take risks without worrying
about hearing a “no” from a customer or losing out on a potential opportunity.
10. Be Firm
Salesmen must have a firmness of spirit to get them through high pressure or
difficult times. They must also demonstrate this firmness and strong principles when
making follow-up calls with both potential customers and prospects who have said
no. This is another essential as you learn how to be a great salesperson.

