Maximizing Opportunities

dealerships. And that didn't sit well
either with McDorman, who has a large
in-house finance program thar typically
covers some 1,600 cars in a $1.5 million
portfolio.

MecDorman realized - just as many
independent dealers have - that too
many credit and finance companies will
not do business with independent deal-
ers. Regardless of dealers’ track records or
financial strength, they are too often
spurned by many major credit compa-
nies.

But not so with new car dealers,
They automatically are approved by most
credit companies, plus they have access
to the credit arms of the giant automak-
ers, McDorman said.

"This is just another ool in my tool-
box," said McDorman of his plans to pur-
chase the Chevy dealership, which he
hopes will be finalized this summer. "]
will always be an independent dealer.”
And he hopes his move will get the
attention of some the credit companies.

"] can only finance so much and it
kills me to lose customers just because
they can't get financing because we're an
independent," McDorman said. "1 had to
buy a new car dealership to pet their
attention, but I'm going to ask a few of
these lenders about that policy. I'm going
to tell them that maybe there are other
independents out there that deserve their
business. | mean, they didn't lend to me
before, bur they will now. Bur guess
what? I'm still the same guy."

Thar "same guy" is a native of
LaPaorre, another town nestled on the
Gulf of Mexico, McDorman's first intro-
duction to the car business came during
junior high when he began washing cars
at a dealership near to his home. From
there he began stocking shelves at an
auto parts store and by the time he was a
senior in high school he was working two
jobs. At the age of 20, McDorman took
his life's savings and combined it with a
small loan to purchase an auto supply
store and in five years monthly average
oross sales quintupled ro $116,000.

From there McDorman moved o
car sales, working at several different
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dealerships during the 1980s. Then, after
a short stine at a local avction house,
MecDorman and his wife Meshell pur-
chased a used car dealership in Vidor in
1992,

McDorman says the career move
and acquisition wouldn't have been pos-
sible withour Joe Penland, who served as
a financial backer for the acquisition and
remains a trusted partner. McDorman
said he and his wife had $1,200 to their
name, but Penland loaned them $30,000.
"We have sort of a father-and-son rela-
ticmship, "McDorman says. "l tell people

HE WAS A DOUBLE EAGLE
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MEMBERSHIP RECRUIT-
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THE STATE OR NATIONAL
LEVELS, MCDORMAN
HOPES THAT WILL CHANGE.

that when my life is over, if 've been 10
percent the man Joe is I'll be happy.”
With the dealership renamed Lst Choice
Aute Sales, McDorman revitalized sales,
growing them from an existing average of
14 a month to the current 70 sales each
month. The business also includes a 10-
bay service repair shop, finance company,
wholesale company and a recovery com-
pany.

McDorman expanded twice in 1999,
adding first a dealership in nearby
Beaumont and then another in
Mederland. The two businesses operate
under the McDorman Morors banner.
The three entities sell on average some
220 vehicles a month and pur
MeDorman Motors in the top five lien
holders in its region.

The company employs 106 people,
whom, on average, have worked for him
for seven years. One of those employees
is Mike Chandler, who was a salesman at
the dealership where McDorman worked

as a kid washing cars.

"We have very minimal mrnover,"
McDorman said. "We pretry much have
people standing in line to work for us,
but we only hire people we have some
sort of relationship wich and I'm a firm
believer in promoting from within."

McDorman also is a finn believer in
customer satisfaction. One popular pro-
gram has his dealerships give free oil
changes to in-house finance customers
for the duration of their finance contract,
"I'm a very giving person,” McDorman
said. "I don't have a greedy bone in my
body and [ think that spills over to how
Wi treat Customerns and ].'IU'W thE"l."
think about our dealership, If [ say some-
thing, I do it. If a car needs fixing, we fix
it, mo matter what the cost.”

McDorman is a strong supporter of
NIADA. He was a double Eagle award
winner last year for his efforts in mem-
bership recruitment and although he has
never held any leadership positions at
the state or mational levels, McDorman
hopes that will change.

"T'd be honored for them to call on
me," he said. "It's a grear organization
that brings a lot of benefits to all dealers.
[ don't think the dues are high enough.”
His strongest views are on education and
training. MeDorman says the industry
needs to rise the bar of expectations for
its dealers,

MeDorman and his wife also are
active in the community. They are heav-
ily involved with their church as well as
their local Better Business Bureau, They
are especially pleased to be able to help
support a local home for wayward girls.
The McDiormans, who have three teen-
aged daughters, financially sponsor a
room at the home. McDorman also has
started an unofficial program where his
company hires a local high school stu-
dent who is at risk of dropping out of
school.

"Our minister asked me in fronc of
the congregarion one time why | wanr to
help kids like that," said McDorman,
who never attended college, "and [ had
to say it was because | used to be one
those kids." B4






