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STREET VOLKSWAGEN IS 
RECOGNIZED AS A 
CARFAX TOP-RATED 
DEALER

-JOHN LUCIANO

Amarillo, Texas (March 18, 2021) - Street Volkswagen of Amarillo 
is being honored in the second annual CARFAX Top-Rated Dealer 
Program. The 2020 CARFAX Top-Rated Dealers received an average 
of 4.6 stars out of a possible five stars. The select group of dealers 
are being celebrated for their commitment to building consumer 
confidence through exceptional service and customer care.

“CARFAX has more than 2.2 million verified customer ratings 
and reviews for dealerships around the country,” said Bill Eager, 
CARFAX Vice President of Dealer Business. “The Top-Rated Dealer 
program recognizes the best of the best for exceptional service and 
customer care.”

This is the second award in 2021 that Street Volkswagen has 
received for its customer experience and care. Earlier in the year, 
Street Volkswagen of Amarillo received the 2021 DealerRater 
Dealer of the Year Award for the Volkswagen Brand in Texas and in 
the United States. 

“We are thrilled and humbled by this award,” John Luciano, Street 
Volkswagen of Amarillo General Manager/Owner said. “Thank you 
to our loyal customers for confiding in us and doing business with 
us year after year.”

You can look for Street Volkswagen of Amarillo 2020 CARFAX Top-
Rated Dealer badge on the CARFAX Vehicle History Reports they 
provide customers.

With winter behind us, it’s time to 
look ahead and what better way 
to look towards the future than 
with the arrival of our first electric 
vehicle, the Volkswagen ID.4 

Although our brand isn’t 
rebranding to ‘Voltswagen’ it’s 
important to recognize that the 
future is bright for Volkswagen 
and this is just the beginning when 

it comes to electric vehicles. If you haven’t had a chance to sit in 
the all-new Volkswagen ID.4, please check it because it truly is a 
revolution in our industry. 

Thank you to everyone who joined us last week for the Volkswagen 
Dealer Meeting. What a great experience that we all were a part of. 
If you missed it, check it out on VWHub. 

This goes without saying, but I love saying it every month, THANK 
YOU all for what you do here at Street Volkswagen, especially our 
record-breaking Sales Department who keeps crushing records! 
Who would have thought that this Volkswagen store would be the 
talk of the country year after year. In addition to winning Dealer 
Rater’s Dealer of the Year for the Volkswagen brand in both the 
state and in the US, Street Volkswagen is also honored to have 
been a CARFAX 2020 Top Rated Dealer. I repeat this every time, 
but these awards would mean nothing without your hard work and 
willingness to help out or customers day after day. Thank you. 

Although it sometimes feels like our world, especially the region we 
live in, is going back to normal (pre-Covid-19 world), please don’t 
forget to be careful and cautious, especially when you are around 
others. Don’t forget that washing your hands is something we 
should all do always.

Next week we are hosting our New Employee Orientation, so if you 
haven’t joined us before, we look forward to having you on Tuesday 
to learn more about our brand and Street Volkswagen. 

As always, stay safe and thank you for reading!
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THE PARADOXES OF LIFE
BY: DANNY MIZE, STAFF SUPPORT

Since I don’t regularly use the word PARADOX, I looked up the 
definition to make sure I would use it correctly. A paradox is a 
seemingly self-contradictory statement or proposition. 

Here are some paradoxical statements as examples:
• Save money by spending it.

• If I know one thing, it’s that I know nothing.

• This is the beginning of the end.

• Deep down, you’re really shallow.

• Honestly, I’m a compulsive liar.

You might ask, what does that have to do with me?  Well, there 
are some paradoxes of life which, if understood, can help me 
enjoy a better life. For instance:
• To be a leader, I must be a servant to those around me. 

• To find happiness in life, I must do what I can to make others 
happy.

• To best appreciate the value of what I have, I must be 
generous in giving.

• To finish well, I don’t have to be the fastest, I must be 
determined and persistent.

• To have friends, I must be a friend. 

• To avoid always being consumed by thoughts of justice and 
power, I must focus on love and grace. 

• To defend my integrity, I must sometimes continue to live my 
life quietly and morally.

SO, how will you live your life today – this week?  I hope you will 
make the best of the opportunities which come your way when 
you take the paradoxical approach to life!

MARCH 2021 EMPLOYEE OF THE MONTH:

DEANNA WALKER
Congratulations to DeAnna 
Walker for being named 
Employee of the Month for 
March 2021. 

DeAnna is the Customer Care 
Supervisor and has been with 
the company since 2020 when 
she started as a Receptionist. 
DeAnna is always smiling and 
loves chatting with customers 
and co-workers alike.

When DeAnna isn’t at work, 
she loves to spend time with 

her family and friends. She loves Amarillo and the Panhandle area. 
She absolutely loves her dog, Elleigh Ray, she is 5 years old and is 
always ready for DeAnna to get home. 

GIRLS NIGHT OUT
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KYLE ELDER RECEIVES AMARILLO CHAMBER HONOR, 
‘TOP 20 UNDER 40’AWARD
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READ THIS ABOUT CAR 
SALES PEOPLE.. THE TRUTH
Sales can be a tough job. The reasons why it’s tough can range 
from the people who want a product but can’t stand dealing 
with salespeople to poor support on the part of the employer 
and many other reasons that we won’t get into here. But what is 
completely undeniable is that everyone in the country probably 
knows someone who works, or has worked in sales. Unfortunately, 
it’s usually only other salespeople who can truly understand what 
it’s like to work in the industry. So while your salesperson wants to 
communicate with you as much as possible, there are some things 
they just can’t say to you. Here are ten:

1) Don’t say you’re coming back if you’re not – One of the biggest 
learning experiences that new salespeople go through is dealing 
with customers who promise that they’re going to come back, 
or call back and then never do. When you first get into sales, you 
tend to believe the customer and get excited about a sure thing. 
But over time, you learn that until the paperwork is signed, sealed 
and delivered, nothing is certain. But for some reason customers 
think that leading salespeople on is the right way to go about doing 
business. We would much rather have someone say that they’re not 
interested and move on than be left in limbo.

2) It’s unlikely you know more about the product than I do – As 
salespeople, we are trained to allow the customer to speak, and our 
job is to listen. But oftentimes, customers do some cursory research 
online and automatically believe that they’re experts on a particular 
product before coming in to buy it. Which of the following do you 
think is more likely; the person who deals with the product every 
single day and explains it every single day knows more, or the 
person who read an article for a half hour before coming in knows 
more? Exactly.

3) I can’t control everything – Despite what the general public 
believes, a salesperson is rarely in control of the most important 
decisions that happen before, during, and after a sales transaction. 
Salespeople rarely dictate the price (although they may have 
some wiggle room), they don’t design or fulfill the products, nor 
do they set the terms of the transaction. Usually the only thing 
a salesperson has actual control over is the presentation of the 
product and some negotiating room to close the deal, although in 
the vast majority of cases they have to go to their manager to get 
approval.

4) Don’t waste my time – If there was one thing every salesperson 
wishes they could say to a customer right after introducing 
themselves, it’s this. The vast majority of a salesperson’s time is 
spent contacting prospects, answering questions, qualifying deals 
and negotiating terms. We absolutely do not have time to deal with 
people who have no intention of buying and are just looking for 
someone to talk to or killing time with random inquiries. Respect 
salespeople’s time the same way you would respect the time of any 
other profession. The only difference is we aren’t allowed to charge 
you for it.

5) If you’re nicer to me, you’ll get a better deal – For some strange 
reason, millions of people believe that being rude, abrupt, or 
combative with a salesperson is going to somehow get them a 

better deal. Yes, there are the rare occasions when a customer who 
complains endlessly will get some sort of break, but it’s the kind 
person who treats salespeople with respect and dignity who will 
get the better deal 9 out of 10 times. There’s an old expression that 
you can catch more flies with honey than you do with vinegar.

6) Your expectations are completely unrealistic – Every single 
salesperson knows what it’s like to deal with customers who are 
so detached from reality in what they’re looking for that it’s almost 
impossible to bring up facts. People come in or call looking for 
deals that literally don’t exist anywhere on this planet and then 
get upset when you can’t satisfy them, or they start telling you 
about their friend’s cousin’s brother who paid a certain price that 
sounds completely absurd. If you want to negotiate on a deal, you 
at least have to start from a point that deals with reality, not some 
imaginary deal you thought up in your own head.

7) I get lied to constantly – While everyone accuses salespeople 
of being dishonest, ask any salesperson how often they get lied to 
themselves and you’ll be blown away by their answers. Salespeople 
are lied to almost every single day. Customers think that to get 
better deals they need to play some sort of game that involves 
hiding information, misrepresenting themselves, and making 
promises that they’ll never keep. Unfortunately, this complicates 
most buying and selling transactions as when one person is being 
dishonest, whether it’s the salesperson or the buyer, the deal is no 
longer up front and neither one is on equal footing.

8) I want you to be happy – Salespeople aren’t looking to just make 
a buck off you, although it is absolutely the primary reason why 
most people get into sales. But every salesperson loves it when a 
customer walks away happy, because it allows them to feel good 
about themselves, and feel like they’ve contributed positively to 
the world. I don’t care how cynical of a salesperson you are, how 
beaten down over the years, there is nothing that feels better than 
making a sale, and having the customer walk away from the table 
with a smile on their face and singing your praises.

9) Your deal could mean the difference between getting paid and 
not getting paid – It’s the harsh reality of sales. Not every company 
pays employees on every deal. This can be because the company 
offers a commission-only pay plan, or because there is a company 
minimum in order to get paid, or monthly or quarterly quotas that 
can mean the difference between a minimum wage check and a 
living wage. Sometimes, the salesperson is trying so hard to get 
your business because it might mean the difference between them 
being able to buy their children the christmas presents they asked 
for this year.

10) I’m not a scumbag – This one comes from the heart; yes, some 
salespeople are scumbags. But you know what? Some lawyers 
are scumbags, some priests are scumbags, and some doctors are 
scumbags. Every profession has it’s unsavory people, because 
some people are bad people, whether they work in sales or not. But 
the average salesperson is just looking to make an honest living 
and provide for their families the best way they know how. Some 
salespeople are the most honest people in the world, and take great 
pride in never embellishing or stretching the truth even one bit. So 
the next time you’re dealing with a salesperson, don’t assume the 
worst.

BY: RON GARVERICK, FINANCE MANAGER


