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Overview and Process
My objectives are to help you understand the dealership technology market and in particular the DMS system, by providing an overview of those technologies including;
a. Description of what technology does
b. The value proposition to dealer 

c. Typical way that technology is paid for / business model (e.g. license fee, per transaction, paid for by third party, etc.)

d. List of key providers in each technology area

For each technology area (starting with DMS), I will provide the following:

e. Outline of key customer selection criteria in order of importance (e.g. price, specific features, brand name etc)

f. Overview of products offered by each major provider, e.g. brief description including name or products/modules, functional areas / capabilities served within that technology area (since they may cover some but not all of the technology stack), etc.

g. Comparison of the major providers in each technology area including

i. Against customer selection criteria / customer perception

ii. Technical assessment (features, capabilities, etc.)

iii. Competitive positioning

iv. Targeted customer segment

v. Pricing

The process for completing these objectives;

· Prepare this document

· Prepare a video for presentation (created in PowerPoint with audio)

· Be available for questions via email, or a scheduled telephone conference call
Scope of the Report

At last count, there were over 200 technology providers for our industry.  To cover every technology in detail and list all providers and their value would probably take months of research and preparation.  Instead, this report has a focus on the DMS and CRM software and discusses briefly the other technology and major providers, especially how they relate to the DMS and CRM system.

Dealership Structure

For clarification, when I mention a “dealer” in the report – I am discussing the dealer/operator for the dealership.  Long ago, manufacturers only allowed a dealer to have one dealership with one franchise and they had to put their name on it (John Doe Chevrolet.) Over time, dealers have been allowed to have multiple franchises, dealerships, and be owned by private and public corporations.  In some states the factory can own a dealership – but that is rare.  For example, BMW owns the dealership in Manhattan because it is too expensive for a dealer to pay those rents but BMW wants a presence in that location.  I still consider the General Manager of that dealership the “dealer” since he makes most technology decisions.  Even in public corporations like AutoNation, they consider many of their General Managers a dealer/partner and allow them to operate rather independently.  That is why you’ll often hear one technology provider boast that “AutoNation uses their software” and the same thing from their competitor.
Dealership Technology Today

From the moment you first think about buying a new car, technology pays a big part in that process.  Various studies show that over 90% of buyers research their purchase on the Internet.  When you see that list of all the new vehicles in stock at a dealership with their year, make, model, specifications, equipment, and options; much of the data most likely came from the manufacturer through the dealership’s DMS system and then cleaned and augmented with subscription data (pictures, reviews, videos) from a subscription service arranged by the web or DMS provider.  This highly integrated process is both a challenge for technology providers and an opportunity for revenue.  When you click that you’d like to buy that car and provide your name, address and then eventually purchase that vehicle, your data goes back in the reverse order to the factory.  First your “lead” information goes to the dealership (sometimes via a factory website,) and then into their ILM and CRM software.  Your financing paper work is completed by the CRM, F&I or DMS system and then the amount you paid goes into the DMS system for accounting and your name and contact information and the vehicle you purchased is transmitted back to factory who then pays the dealer for your rebate, full tank of gas, and the cost of getting the vehicle ready for sale.  One dealer might use a combination of a dozen technology providers for this process and another might use only ADP who provides most of these services via smaller companies they have purchased over the years.  Either way, the total price for all these services have doubled, then tripled, and multiplied over and over for the dealer.
For a dealer who started in the business in the 70’s or 80’s – the monthly price for a DMS was under $1,000 a month and the upfront cost to install and license was about $50,000.  There were no other technology costs.  Today, the same dealer might be paying ADP $15,000 a month with $500,000 upfront and thus the frustration.  This aging dealer might be retired and although the dealership(s) are run by the sons and daughters - they often hold onto the majority of stock and have tremendous influence over the operating managers. They don’t understand and complain about the ADP billing going from $1,000 to $15,000 and pressure the managers to buy a tier 3 provider that is less than $1500 a month (AutoSoft.)  Unfortunately, they didn’t do an “apples to apples” comparison and when the dozen or so of other technology providers costs add up – the dealership finds that it is back to the high cost with a tier 3 DMS that doesn’t perform as well and a dealer experiences their greatest fear; making a mistake and having all the people who work for him know about it.  As control shifts to a younger generation or corporate/public ownership that has a greater appreciation for technology expense, the times are getting exciting for those of us in the dealership technology business.  
A History of Dealership Technology

Let’s discuss briefly the history of our industry’s technology as a way to get you up to speed on where it stands now and possibly the reason for much of the frustration that dealers experience.  Twenty to thirty years ago, the invoice for the new vehicle came in the mail from the factory and a clerk make a copy and put it in a 3-ring binder and created a stock card.  The sales manager would use both of these to know what was in stock and how much to sell the car for.  In the parts department it was much worse, each part number had its own 3x5 card and we’d minus out a quantity when we sold them and plus when we purchased.  The factory had huge price books for us to look up all the prices for parts and they changed each month!  All the sales for the month, costs, and inventory purchases were kept in old journal books and they were totaled using a posting machine.
Three Generation of DMS

The first generation of DMS systems automated two the biggest headaches for dealers; maintaining the parts inventory and performing the accounting functions.  Data entry was done on a line printer connected via a phone line to an ADP or R+R service center.  The second generation moved to a dealership server, dumb terminals “green screens” and started the integration process between the sales, service, parts, and accounting department along with the transmission of data between the factory and the dealership. During this era of development of the 2nd generation systems, the growth of the big 3 DMS companies; ADP, R+R and UCS came from the acquisitions of other smaller DMS companies.  There were probably as many as we have today with about 100-300 dealers each, but the big 3 fueled their required growth requirements by grabbing up other DMS companies instead of improving their own product and earning new clients.  The 3rd generation – or “Next Generation” has yet to be determined as I’ll explain later.  
Today’s Second Generation DMS

The move from first generation to second generation DMS also involved the factory computerizing the parts price books and the DMS ordering parts from the factory.  The parts inventory system in the DMS calculates what a dealership needs to order based on past sales and current amounts in stock and transmits that order to the factory.  The DMS also receives parts prices from the factory and updates them in the inventory system.  Today, many of the interactions with the factory have been automated and most of the various operating units of a dealership share and exchange data.  When a part is put on a service invoice the system tells the user how many are in stock.  The customer selected for the repair order is looked up in a single customer database and the vehicle information is populated.  In the background the DMS system might use web services to connect to the factory and check the vehicle service history at other dealerships and provide that information.  After the repairs are completed the warranty claim is submitted to the factory for payment and the last serviced date is populated in the CRM system so a sales person can see when the customer was last in for service and might want to buy a new car.    This second generation truly expanded the interface between the 4 core modules; Accounting, Parts, Sales, and Service.  Most of the DMS companies moved to a single customer database and instead of posting documents by hand into the DMS, the documents were produced by the DMS and updated to the general ledger.  An accounting office with 15 clerks during the 1st generation was reduced to about 10 during the 2nd generation.  This was the greatest value proposition for a fully integrated DMS and was the selling point of UCS, who claimed their software could cut the accounting office staff in half!  
The problem that exists today is that many of the approx. 20 DMS systems are still 2nd generation DMS systems.  The same platform and technology that they developed to integrate with the factory and especially with the various departments (sales, service, parts, and accounting) are still being used today.  Based on the evolution of software tools, those systems and especially the major 3 that have the most revenue should have migrated to their “Next Generation DMS” that would be faster, easier to use and less cost to support.  Both ADP and R+R tried this and failed.  ADP’s failure after purchasing Dealer Solutions was quiet and the losses absorbed. ADP’s Dealer Service division only earns a little more than 10% of the profit for ADP compared to over 80% for ADP’s Employer Services.   On the other hand, the failure by R+R after working with Microsoft’s John Reed to develop the Suite product based Microsoft’s newly acquired Dynamics NAV product was a huge loss, embarrassment, and the start of the takeover by UCS of the most beloved DMS product at the time by users; R+R ERA.  EDS which was considered one of the big 4 DMS providers at a time, failed with the introduction of a new accounting FMS module to the Saturn retailers (their biggest client base) and eventually they sold the EDS Retail Automotive division to ADP who acquired it for the existing users and then ADP migrated those users to either their core product, websuite 2000 series (now ADP Drive) or the small dealer product; websuite1000.
Lipstick on the Pig

What we have today are the two old products from ADP and R+R servicing about 78% of the new franchise dealer market.  ADP has put an overlay on their product and called it either websuite or Drive. The new R+R company (former UCS) has the UCS product Power with an overlay.  They named the same overlay on the former R+R ERA product, Ignite.  

What is a DMS?

A DMS is Enterprise Software with an Accounting basis.  It has 4 core modules and each one interfaces back to Accounting and in most DMS systems, a common customer database. 

1) Accounting;  Accounts Payable, Accounts Receivable, General Ledger, Payroll, Bank (receipts, checks, reconciliation)

2) Parts Invoicing, Parts Inventory, Stock Orders, Purchase Orders

3) Sales; F&I, Vehicle Inventory

4) Service Invoicing, Service Scheduling, Labor Time Guides
The following is a description of each module/product.
Accounting and Payroll Product
This is the true core of the Enterprise software and the biggest reason why dealers value a DMS and require a DMS instead of just using Quickbooks like many used car lots utilize.  The totals from the General Ledger flow into a very detailed factory financial statement that changes each year. Most are 6 pages and the General Motors financial statement now has over a dozen pages. 
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Dealership accounting also uses a complicated method of subsidiary ledgers called “schedules.”  Most standard accounting packages have just two types; accounts receivable (people who owe us money) and payable (people we owe.)  Because most of the amounts owed and due involve around a car deal, repair order, or parts ticket that are tied to a customer, these schedules are also tied to a key field.  For example if you look at account 116B in the Chrysler Statement shown, that is Holdback.  The factory keeps a certain portion of the price of the vehicle until the dealer sells it and reports the sale.  That “Holdback” amount is in a schedule by the VIN# or stock#.  On the other side is an account 206 which is the amount the dealer has to pay to clear the loan on the customer’s trade-in.  This schedule keeps those amounts by either the customer number or the stock# of the trade-in.  The dealer values being able to chose how things are scheduled to match their business practice.  They also value the amount of reporting that is available to help them manage their business.
In addition, when the dealer sells an item there are 3 main invoicing systems;

1. Vehicle Sales and F&I which include aftermarket, reserves, insurance, doc fees, taxes

2. Repair Orders; labor, parts, other charges like shop supplies, taxes, sublet repairs

3. Parts Tickets; parts, other charges like freight, restocking fees
Trying to use the invoicing system of a standard accounting package to perform these three very distinct functions has caused converted or customized software to fail.  Most try to use the standard invoicing and inventory system for the parts inventory and write modules to handle Repair orders and Vehicle sales.   Each one of these sales invoicing systems has a mapping to the general ledger that then sends it to the correct sales account on the factory financial statement (required by the manufacturer’s agreement.)  For example, when the dealership sells labor on an invoice and that invoice is going to be paid by the factory; the labor sale amount goes to warranty labor and the parts to warranty labor parts.  Even the type of labor is divided between mechanical and body labor.  The dealer has a lower value proposition for the accounting portion of the DMS than the other modules, especially since they have long forgotten that it enables them to operate with less people in the office.  The trend lately is to not buy a DMS that is focused on accounting, rather find one that does the job for the least amount of money and provides the information that the profit generating departments (sales, parts, and service) require.  Dealers are basically forced to have a DMS that is factory certified and that makes them angry – especially since the ones that have the most certification charge the most amount of money and have the oldest technology.  This accounting module ends up having a negative value proposition for the dealer.
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Sales; F&I, Vehicle Inventory Products
This module handles the management of the new and vehicles when they come into stock and then the processing of the “deal” when the vehicle is sold.  This deal processing is called F&I for Finance and Insurance.  If you remember the last time you bought a vehicle, one of the last places you visited had you sign about a dozen forms including a contract and registration.  If you financed through the dealership, the dealership earns a profit between what the lender charges and what you pay.  The F&I manager also tries to sell you an extended warranty or other products.  This software helps produce those forms for you to sign and stores the final sale amounts, fees, and taxes.  The software combines your contact information from a customer database, with these deal amounts, and information from the vehicle inventory database to form this “deal” that is then stored for accounting to use to post the sale into the general ledger.  A typical car deal has about 20 entries into the accounting system and this interface prevents someone from having to put each amount in each account manually. Dealers value this interface into accounting but more importantly, value any sales tools this software or 3rd party enhancements can provide to increase profit;

1. Rolling back the payments to reach the customer’s budget and being able to decide whether to get more down payment, increase the trade-in value, months, rate, or lower the price of the vehicle (Desking.)
2. Providing the various options for sale like extended warranty policies and GAP insurance in a menu format (F&I menus) so the customer can select by the monthly payment the items they’d like to get.  Most tier 2 and 3 providers lack F&I menus and Desking features.
3. Finding the best place to submit the contract to for approval and managing the process.  This is the software provided by DealerTrack and RouteOne and not a part of the core DMS.  The key is the integration between the DMS and these two providers.  A future issue might be; if we as a DMS provider (DealerStar) develop an interface between our system and DealerTrack – would DealerTrack cause that interface to fail and thus make my system look bad and help the sales of DealerTrack DMS?  This might be a reason why ADP and R+R are working together to develop their own “DealerTrack” product. 
4. Prospect or Showroom Control.  Almost all DMS providers track prospects or leads in their systems but most can’t bring in a lead from a web provider or even the dealership’s own website.  Most outgoing emails (if available) go through a DMS controlled server. If you look at the pricing bid from ADP, they did not propose their big CRM product; rather their old Showroom Control module. A full-featured CRM product like ADP’s Drive/webCRM and R+R’s Contact Management goes further and provides many of the features mentioned in Appendix B.  DMS system’s biggest problem comes from the newest technology  trying to communicate via email and SMS with customers.  I think R+R will have a slight edge over ADP when it comes to develop in this area.  The former UCS created a communication portal IBC – Internet Business Connection and if they take their programming strength and combine it with the features acquired from R+R’s Contact Management – they might win the game in the end by “building the best mousetrap.”  CRM software is the biggest value proposition today for a dealer. It helps sell cars and service.  It has become proven technology that works, although it is hard to define what CRM software truly is, I’ve given an overview in Appendix B along with the providers. For now, DealerTrack/Arkona is scrambling to fill this missing item that has hurt them in dealer acceptance by improving the existing Prospect Control Module.  Many of the tier 2 and 3 providers and either trying to provide an interface to the big CRM companies and beef up their Prospect module enough to label it “CRM.”
Service Product
Producing a repair order is the major function of the service module, but the value comes from;
1. Dispatching. Managing the technician’s time by optimizing the dispatching of the right job to the best qualified technician.  Most tier 2 and 3 providers lack the complex features of this.

2. Being able to quickly provide a pricing for additional work “how much for that brake job?”   This feature is provided by Service Pricing Guides and most tier 2 and 3 providers lack this feature.  The pricing of labor only is called Labor Time Guides and most providers have this feature.
3. Purchase orders that tie into a repair order so that a rental or sublet work isn’t missed when the repair order is closed out.  This is a feature added in the new Drive system by ADP and lacking in many tier 2 and 3 providers.  As a note, when ADP does add an enhanced version of their purchase orders, they will only enable it in the newest version – thus creating the need to upgrade to Drive as shown in the example in the pricing section.
4. Grid labor pricing that increases the labor rate based on the labor hours – usually missing in tier 2 and 3 providers.

The 2nd generation systems were designed as a Repair Order invoicing system and later added the ability to track technician time, skill level, and even provide terminals for technicians to get their next job, request parts or enter notes.

Parts

The parts department is high computerized and integrated like the accounting department – most likely because both these departments went on a DMS first.  It has the most amount of patchwork in ADP, DealerTrack/Arkona and R+R; the inventory system is truly separate from the invoicing system – although integrated. The value to the dealer includes;

1. Price escalators for both sales and ordering
2. Pricing matrixes based on both the customer and source

3. Notifications when special order parts arrive tied to the customer, repair order or vehicle

Many of these items are missing from tier 2 and 3 providers, but some of the newer ones like Quorum and DealerStar have the advantage of better internal control of parts quantities providing a value to the dealer of less opportunity for fraud.  Like accounting, dealers tend to have less value for a great parts system, but will often not buy a tier 2 or 3 DMS because a parts manager (or controller) has convinced them the cheaper DMS will fail and cause them to lose money.
Why Can’t Dealerships use “Off the Shelf” Enterprise Software?
To summarize, the reasons why trying to modify most existing accounting and enterprise software fails are;

1. The need for 3 very different invoicing and inventory systems 

2. Extensive subsidiary ledgers that are scheduled; controlled by a variety of key fields that vary from dealership to dealership

3. The interface required between the invoicing system and the general ledger that allows the dealership to “point” a sale from a particular customer of a particular part type to a specific sale and cost of sale account.

4. The interface with the factory that enables the repair order to be closed and then transmitted to the factory for payment.  The next section discusses this in detail.

I just had a friend contact me last week wanting to use http://www.acumatica.com – to build a DMS.  When we went through the product, it was obvious that it wasn’t even close to what you would need to build a DMS.
Factory Integration – the Big Challenge for an Emerging DMS
About 15 years ago, I was speaking to a group of 20 dealers (they meet in little associations called “20 groups” and after our break, they asked me to sit down and listen to them.  They had decided at break that they were paying a combined 10 million a year in DMS charges and thought if they gave me that 10 million, I could write them a perfect DMS based on my knowledge of the systems.  I turned them down because of the difficulty of obtaining factory certification and developing factory integration.  At that time, the manufacturers had a variety of methods to receive and send information to dealerships and it was all very complicated.  Shortly thereafter, a group of manufacturers got together and started standardizing the process; www.StarStandards.org.  As time passed and I studied the work being done by Star Standards, I realized that this cut the R&D costs about in half.  The standard XML files would make it easy to write the 10-15 interfaces for the over 20 manufacturers;
1. Audi 

2. BMW

3. Chrysler 

4. Fiat 

5. Ford 

6. GM 

7. Honda 

8. Hyundai

9. Jaguar 

10. Kia 

11. Land Rover 

12. Mazda 

13. Mercedes 

14. Nissan 

15. Porsche

16. Saab (parts only)

17. Smart 

18. Subaru 

19. Suzuki 

20. Toyota 

21. Volvo 

22. VW

Factory Integration Core Items
Some manufacturers only have a handful of integration points and others have over 20 (GM.) Here are the most demanded;
1. Financial Statement - Download monthly financial statements directly to the factory.

2. Parts Orders and Returns - Create any parts order or return and transmit it directly to the factory, quickly and easily

3. Parts Master - Receive the monthly parts master tape, which includes current and superseded parts numbers, from the factory

4. Warranty Download - Submit warranty claims to the factory electronically.
5. Vehicle History Inquiry – Submit the VIN# and receive back the warranty repair history on the vehicle regardless of the servicing dealer

6. Vehicle Sales Report – Submit sales data about the customer with the ability to do rebate submission – Submit for dealer and customer rebates

For some manufacturers it is not required to have factory integration (Chrysler) – you can do everything on their dealer portal website.  For others like Nissan, you must have factory integration – it is the only way to submit the required financial statement.  For some dealers, not having factory integration makes it too hard to do business (entering warranty claims manually) and for others, the advantages are too minor to warrant paying more for a tier 1 DMS.
Factory Certification Process

To become a certified DSP (Dealership Services Provider-term used by the factory instead of DMS) vendor for a manufacturer, the most common steps are;

1. Apply to be part of their certification program.  For GM, this was a long process that involved forms, references, and a presentation to their selection committee.  Although they had recently closed their program to any new DSPs, I was able to convince them that there wasn’t an offering like ours; fully web-based, highly integrated with CRM as part of the core, and designed with the latest software tools by a long-time DMS expert.  For us to be part of the Chrysler program it meant sending an email with a recommendation by our first Chrysler dealer.

2. Pick an integration point that you want to be certified for first and write your functional specs and apply to the program.  For GM, this involves working during their “windows” of opportunity; currently the next certification is Warranty Claim Submission that runs from Sept 4th – Nov 4th. 

3. Pay the fees. If there are certification fees (zero for Chrysler and $15,000 for GM’ Warranty Submission testing,) then pay the fees.  GM also has an annual fee of $25,000 per DSP.

4. Submit test data as outlined in the testing process with various scenarios.

5. GM approves the format of the test data and certifies you for that application

6. Using your login, change the dealers that have your DSP from using ADP (for example) for warranty submission to DealerStar.

The following chart is the list of DSP providers in the GM certification program.  You can see that my DealerStar is the last on the list – being the last one added to the program.

[image: image3.png]5 DM Integration Matrix May 18, 2012xIs [Compatibility Mcawgl_u

Home Page Layout mylas e | view | Dev,glgper Adddps @
H INJ LPJ M\ \A @ EJ
(3] Qragesreakrreven | Q Newwinisy = = =
13 Custom Views = Arrange Al T 0 H
ge ShowHide| Zoom 100% Zoom to Save  switth | Macros
Layout (3 Full Screen - Selection || &l Freeze Panes ~ 1 | 44 ' workspace Windows < |~
Workbook Views Zoom Window Macros
[ (- f| Current Requirement - Core M
B | —

DSPs ordered by the
number of GM
Dealers using their
DMs

5 Current GM-DMS Integration Requirements:
Financial Accourling System (FACTS 20)

Currert Regirement - Core

[Retail Inverntory Managemert. (FIl) (Current Regirement - Core:

1 [Parts Workbench - Part Order - (PWE-PD) V1

g1 | Pent Orcer Input - Web Serwice Currert Regirement - Core:

1o | Part Orclr Maintenance - Web Service Currert Regirement - Core:

13| Pent Order Incuiry - Web Service Currert Regirement - Core:

44 | Pant Shipment - Web Service Currert Regirement - Core:

15| Partinvoice - Web Service Currert Regirement - Core:

SPAC Inquiry
i€ <> o[ IbMs | Non-IDMS - Participati

Ready | £ | oo - E—

Currert Regiremert - Core





GM also has a preferred program called IDMS.  These vendors agree to fix the pricing for GM dealers and not charge dealers for GM integration.  The DSPs get the $25,000 a year certification fee waived along with re-certification fees.  GM does not allow any more dealers to apply to the IDMS program.  GM bills the dealers for the DMS and pays the DSP the amount less any handling fees and penalties for not meeting agreed upon level of service.  R+R was part of the original IDMS program but broke the contract when UCS took over the new R+R in 2006. 
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Alternative Factory Integration

There are two providers of factory integration; Motive Retail and Oxlo.  A third, Playing Field went out of business.  They provide the integration in very different methods; Oxlo is more of a gateway – portal for integration and Motive Retail is more of a certification process.  We are attracted to the Motive Retail version and will probably pay the $15,000 to go through KIA certification with them when we are ready.  Our hope is that most manufacturers will go to this method and we can deal with just one provider; Motive Retail or Oxlo instead of over 100 contacts at over 20 manufacturers.  Each integration area – like Warranty Submission for GM has its own team, portal, and logins – so it is difficult to work on many at a time.

The Factory as a DMS Provider or Preferred Vendor Arrangements

Over the years the manufacturers have had their own DMS systems or a preferred vendor program;

1. Ford – DMS (FDCS) sold to UCS in early 90’s, currently working with DealerTrack/Arkona in Canada as a preferred vendor

2. VW – VCrest, sold to ADP mid-90s

3. Lexus – Terminated DMS, let dealers go on ADP & R+R

4. Saturn – Required EDS (ADP’s Automotive Retail Group) until the end

5. Infiniti – Own DMS, but will allow ADP, RR now that they are developing with HP a new factory-side system with parent Nissan.
6. GM – Preferred IDMS program

The dealers have mixed feelings when it comes to a preferred program; here are some of the quotes I received when asked:

“I would bet money that the factory is getting some kind of upfront fee or continuing kick back from these providers to recommend them.  The Factory is doing anything and everything they can to move their current expense to the dealerships and I would think, on the other side, they are doing the same to increase their revenue.  I would be very reluctant to get in bed with the factory right now.”  Single point, R+R renewed contract rather than picking a factory recommended DMS

“If it's slanted toward one manufacturer integration, I would think it to be at the expense of the others.  I don't know if they (preferred providers) have met a ‘standard,’ or someone just greases the skids for them. ”  Multi-store, switching from a  preferred provider to R+R which the other stores have.

Comments from other DSP providers;

“The advantage to the DMS of being a preferred vendor is the "free" marketing from the factory. About every month or so dealers get something from factory talking about their preferred DMS vendors.  But there are a number of disadvantages of some preferred vendor agreements. The most important being the dealer does not have a contract with the DMS, they have it with the factory. As we learned with the GM and RR break up, the split can be very costly to the Dealer. ”  non-IDMS provider DSP   

“What really worries me is what factory is saying to their dealers.  They keep telling dealers "you don't have to pay that" but then when then lawsuits begin - where will the factory be?  Paul Gillrie has used that tactic for years to sell his services - he tells dealers to just "stop paying" and sue!  He makes money by being an expert witness when it goes to trial. ” IDMS provider DSP

How is a DMS Priced?

The pricing for a DMS system is extremely varied and there is no MSRP – or list price for the items.  ADP and R+R have the most complicated proposals – I’ve included a copy of one in the next section.  If you look at this, it should be rather easy – 30 users, about $60,000 upfront and $6,000 a month.  That means $2,000 per user for license and install and $200 a month support per user.  The problem is that when I get a bid for about the same items from ADP for another dealer it can be half of that or double, even triple- or more!  In addition, this dealer is not buying a new ADP system – he’s upgrading from his websuite overlay to the new Drive system overlay.  ADP will remove the server from the dealership (and all the headaches of updating and backing up) and make it “web-based.”  In reality, they will most likely take the data and the server and put it on a rack at ADP and install the communications link back to the dealership’s network server.  What the dealer is really paying $60,000 for is a new overlay and ADP gets the advantage of supporting that server at their facility instead of having to send out a technician to the dealership.  It is a fantastic built in profit for the DMS companies.  They used to make money by replacing their old server and full hard drive with a new one, but this model is even better because they don’t have to buy a new server (they can use someone’s old server) AND they now have complete control over the dealership’s computer services by possession of their server at their facility.  DealerTrack/Arkona was the first major DMS to do this and I think ADP figured out what a good deal this could be to reduce support. 
As you look down at the items on the proposal, you’ll see the products that I discussed in the overview of what is a DMS; Accounting, Accounts Payables, etc.  They are also selling them some new printers and my favorite is the $3990 to load the new overlay on the 30 existing PCs.  In the additional software you’ll see the cost to support that integration with the factory and the reason why I’d like to get my factory integration done and be able to charge those amounts!
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1 00017-31 DA Fax Hardware Package $785.00 $54.00
1 2251359 Dial In Cnt Pkg Install Fee $241.00 $0.00
1 22513-45 Dial In Cnt Pkg (webBox only) $402.00 $28.00
30 00011-18  PC Reconfiguration Fee $3,990.00 $0.00
2 2010066 ADP F & | Printer (3410e) (Existing) N/A $71.18
3 20070-62 ADP 660 Forms Printer With Stand (Existing) N/A $83.10
1 11065-34 RF SCANNER KIT (Existing) N/A $24.42
Total Additional Hardware $5,418.00 $260.70
Additional Software
1 22118-13 Reflection 10.0 Upgrade-Single W/S (Lic & Media) $87.00 $11.00
1 46128-22 GM DCS Package Rel 2.5 $2,499.00 $515.00 .
1 46128-45 GM Order Processing $602.00 $71.00
3 00060-70  Migration - DA Software $6,552.00 $0.00
10 00060-85 DSDA Mass Storage - Optical Restore for ASP $1,560.00 $0.00 =
1 40149-60  Snap-on PartsExchange Interface (Existing) N/A $19.54
2 40149-60 Snap-on PartsExchange Interface (Existing) N/A $39.10
1 42093-25 PartScan Software (Existing) N/A $83.77 I
1 4120080 Remote Access SETUP + 1 USER (Existing) N/A $56.92
1 47005-05 VMS e-Update (each e-Update) $0.00 $0.00
VMS US Chevrolet (CVT)
1 47005-04 VIN Explosion e-Update (each e-update) $0.00 $0.00
VIN Explosion e-update
1 46128-09 GM PARTS WORKBENCH 1.0 (Existing) N/A $35.00
1 46128-21 GM DCS PACKAGE REL 2.5 (CONV) (Existing) N/A $439.60
1 47128-55 GM RIM INTEGRATION PACKAGE (Existing) N/A $96.03 -





[image: image8.png]——— B W e
T DiFeo Chevrolet DRIVE PROMO proposal.pdf - Adobe Reader & 8 5 = — -
File Edit View Window Help

RO S 2 w -] | HB| 2| Tools | Sign = Comment
L] Total Additional Software $11,300.00 $1,366.96 g
Laser Stations
4 20224-95 LaserStation Install Fee (Purchase) $780.00 $0.00
1 9999925 Existing Forms $0.00 $0.00
Total Laser Stations $780.00 $0.00
Network Solutions
1 3417451 ASP Network Consulting $982.40 $0.00
1 2291598 ASP NETWORK INSTALLATION SE-CE $2,200.00 $0.00
1 3412515 GM CUSTOM NETWORKING EQUIPMENT (Existing) N/A $128.07
2 3412515 GM CUSTOM NETWORKING EQUIPMENT (Existing) N/A $395.30
1 3412517 GM NETWORK SUPPORT-MAIN SITE (Existing) N/A $210.22
1 22120-55 HIGH PERFORMANCE NETWORKING EQUIP (Existing) N/A $17.90
Total Network Solutions $3,182.40 $751.49
TOTALS FOR THIS SITE ONE-TIME RECURRING
General Total: $60,224.40 $6,069.51
Grand Totals For All Sites ONE-TIME RECURRING E
General Total: $60,224.40 $6,069.51
$60,224.40 $6,069.51
Non-Refundable Deposit ($2,852.00)

$57,372.40





Both ADP and R+R use this detailed bid format. They don’t really disclose how much is each item based on each user – rather internally use a range; 20 users or less, 30 users or less, etc.  DealerTrack/Arkona started out as a one-line billing amount like you used to see with companies like ACS and Auto/Mate, but over the years most have add-on prices for newer modules.  For a long time, Arkona claimed to have a single price with no increases, but now their new anticipated report writer is an add-on for the functional version. As a true tier 1 provider, I think we’ll see Arkona bids goes to 2 and then many pages over the years.  Few use a per user price, the only ones that I know of are Quorum, PBS (Canada,) MPK and GoldenEye (a new system claiming to be a flat $68 per user.)  I’ve heard that MPK is $75 per user.  All have an installation or “upfront” price.  These systems use Microsoft products that are licensed by user, so this is probably a requirement of their underlying licensing agreements.  The issue will come when the amount of users per dealership increase.  For example if you have 100 employees, you might only have 30 users today.  Another 30 use a 3rd party CRM software, and 30 technicians don’t use the technician terminal software because it is unavailable in most tier 2 and 3.  The remaining 10 do not have computer access.  What happens when you have a 3rd generation software like DealerStar that everyone uses?  All employees clock in so our system can tell other users where they last clocked in or out and the employees can read messages or use the calendar. All the technicians can use our software to request jobs, parts, and enter comments and our core product includes CRM for the salespeople.  For this reason, we charge a flat amount and plan to add a per user fee only when the dealership is quite large and might require more support.
The Players - Estimated Dealer Clients by DMS Company

It is extremely difficult to put an exact number on the amount of auto dealership dealer clients for each DMS company.  First of all there is a considerable inflation when DMS providers claim their number of users.  I have seen this two times when provided by each DMS with a list of their clients and I added them up to find they were much less than the claimed number count!  Next, they count dealers that are not franchised auto dealers – but actually a used car lot, a truck dealership, a leasing company, or once I saw a dealer that used his DMS system to keep the books for his wife’s florist shop.  ADP would count this as a client.  In addition, if we decided to add in the truck (2,500) dealerships to the auto dealership number (about 17,000) we’d end up with many more providers of DMS that only sell to the truck market.  We’d also have overlaps since the truck industry counts auto dealers that also has a medium truck department.  One dealership is counted by both NADA and ATD.  It is truly difficult to come up with the market share.  I use a different method to come up with the numbers based on reported totals and combine that with my easy hand count.  Whenever I do a seminar, I ask the attendees how many have ADP, R+R and then get some input about the other major systems like Arkona/DealerTrack, AutoSoft-ASI, Auto/Mate, ACS, etc.  I use this percentage, reported totals and totals dealerships to come up with my estimate.
[image: image9.emf]Total DMS marketplace Estimated clients

Total New Auto Franchised

ADP Drive, websuite, Elite clients 8000 7000

ADP websuite 1000 (Alliance) 1000 750 7750 44%

R+R ERA users 5000 4500

R+R Power Users 1500 1500 6000 34%

Autosoft - ASI ** 1500 750

DealerTrack/Arkona 1500 1000 78%Total ADP and R+R 

ACS 500 400 Share of New Franchised

Automate ** 600 300

Others ** 2500 1500

Dealerships (new, truck, and independent) 22100 17700

** High amount of independent

Does not include RV, motorcycle and sports

Many independent and truck do not use a standard DMS 


Customer Perception of the Big 3

For many dealers they can’t venture out of the Tier 1 market due to their manufacturer integration requirements or using multi-stored, centralized accounting.  Most of the larger dealership groups use ADP because they will customize their system and enable more control than R+R does.  For the rest of the dealers Toyota, Volvo, Land Rover, BMW, Audi, Mercedes and Nissan only allowed dealers to have an ADP or R+R system for many years.  Times are changing and many Tier 2 and 3 providers are being certified by various manufacturers and almost all now allow DealerTrack/Arkona to start the certification progress.  Until integration is easily obtained dealers will still pick ADP or R+R by default – they are either too big to consider a smaller provider, require certain integrations, a dynamic and secure report writer, or multi-company features.  Although I now have DealerTrack/Arkona in Tier 1, they will truly not be equal to R+R and ADP until they expand their CRM, Report writer, and multi-company features.
ADP – the “IBM” of DMS companies

If you remember the old saying, “nobody ever got fired for buying IBM hardware” from the 80’s – this is true today for ADP.  Their software is the oldest (and performs that way) and ADP is the strongest and most stable of all the DMS companies.  With ADP’s Employer Services behind them, they will never want for funding and they generate a decent profit themselves without their big brother behind them – in fact, they are so disconnected from Employer Services that their software doesn’t use ADP Employer Services (they have their own payroll module) and for the few dealers that use ADP Employer Services payroll with their ADP DMS system - the interface between the two is terrible.  They recently announced that they were going to be offering with their newer Drive system, Payroll Plus – an Employer Services product, but I’m not sure it will gain acceptance unless they do a better job of integration to the rest of the DMS.  Since they are still selling their 2nd generation software, it is old, clunky, patched together and slow.  It is an old PICK database and software running on Unix, but storing much of the data in SQL table for access by reporting and interfacing with 3rd parties – and their own CRM product.  In trying to label it “web-based” they ended up making it even slower by moving the client’s computer server out of the dealership to the ADP facility and now there is another layer on top of the old technology – the communication between the client PC and the remote server.  ADP uses a company called Bluezone to provide the client PC overlay and it involves loading quite a lot of software that slows down the PC and requires a certain version of the operating software.  The overlay has 3 versions; Elite/Elite Plus, websuite and now the new Drive – but it is just an overlay on that same old Pick system.  ADP Dealer Services is a well-run company.   They pay bonuses, awards, and prizes to their top salespeople.  I spoke once at their national sales conference and was amazed at how ADP rewards their salespeople.  I guess when you’re selling the worse software, you have to have great salespeople!  ADP management shoots for a 10% growth each year to make their bonuses and realizes that it has a shrinking market with the decline in dealership rooftops and the emergence of Tier 2 and 3 providers.  To obtain that growth over the years, they have purchased 3rd  party companies; BZ Results (websites,) Automotive Directions (CRM,) Cobalt(websites) MenuVantage (F&I menus) along with buying DMS companies (Alliance, now websuite 1000,) Lightspeed (motorcycles,) and EDS Automotive Retail (sunset out.) They also buy DMS systems in Europe. They do a lot of their development in-house (Portland, OR) and also quietly buy a company and then re-label the product as an ADP product – or start a strategic partnership with a company and end up designing their own version of that product.  I constantly warn technology companies that get excited about a possible partnership with the major DMS providers can end up badly and some of their ideas plagiarized.  One of ADP’s biggest technology advantages today are their integrated Network phones through an initial partnership with Cisco.  When dealers see these phone systems – they will often buy an ADP system to get the Network phone product.  ADP seems to be a front runner in new technology, often releasing it while it is still bleeding edge technology instead of cutting edge.
R+R – The DMS Company formerly known as UCS

ADP got a huge boost when UCS purchased R+R.  Many current R+R clients had left UCS over the years due to difficult contract terms (14 year extensions) and had gotten involved in lawsuits with UCS.  The hatred of UCS ran deep.  I’ve heard a dealer say, “Bob Brockman is the devil himself!” at a dinner party.  For those who truly know about the merger/takeover, they will not buy a system today from the new R+R.
For the original UCS Power users, there is a certain amount of loyalty.  The last system that I was used as a controller/CFO was a UCS system and I think my letter complimenting their product might still hang in the hallway at the UCS offices in Texas.  The Power product was the best 2nd generation software for dealership groups at one time.  As I mentioned earlier, dealers believed that you could run your dealership with fewer employees is you used a UCS Power system.  The perception was that you had to be careful when signing contracts.  UCS’s software performed the best during the 90’s and had the tightest controls and utilization.  The salespeople and support staff were amazing.  UCS carefully recruited and trained their personnel.  They all were required to wear suits at dealerships and smoking was not allowed.  Clients had mandatory training requirements to keep utilization high.  I’m not sure this is still going on today since most of my friends that worked for either UCS or R+R are gone and none of my clients have a UCS system anymore.  UCS was also the most expensive of the big 3.  I personally felt that Bob Brockman was a brilliant business person and technology designer.  He ran a tight, profitable and efficient DMS company.  I think he made a huge mistake and paid too much for the R+R company.  I’m guessing that there was an element of emotions involved – so many of his users had left and gone to R+R and broken their contracts.  I’m probably wrong that it was a mistake because UCS purchased the Ford DMS system in the early 90s and although many of those users jumped shipped and went to ADP, the ones that stayed were the “crème of the crop” with the highest monthly support fees.  If UCS does this with R+R and keeps just the biggest clients and lets the little and annoying clients that cause high support go – then they might end up with a gold mine.  UCS tried to cover up that they had purchased R+R and when that didn’t work, they tried to run advertisements and video interviews with paid consultants and the new owner, UCS’s Bob Brockman about how good the new R+R company was going to be.  ADP and DealerTrack/Arkona has experienced growth during the past 5 years from these R+R clients “jumping ship.”  

But a problem arises when the dealership employees and in particular the system administrator likes the old R+R ERA software and make the new system fail by lack of acceptance.  For example, a huge R+R client, Asbury had an IT director who was a former R+R system administrator and was against the conversion to DealerTrack/Arkona.  The conversion failed and then Asbury went to ADP.  It happens the other way when a dealership leaves R+R and goes to DealerTrack/Arkona and that lacked the features they needed and they end up with ADP.  Now I’m hearing of dealerships leaving ADP for DealerTrack/Arkona and it failing and ended up at R+R.  With over 18 DMS systems to pick from, sometimes a dealership ends up with one of the other guys by default.  A few days after the UCS takeover of R+R I was at the UCS offices for a consultant’s training day and sitting in the lunchroom with a group of UCS managers.  As the UCS employees watched some R+R employees walk by, they discussed their thoughts of the R+R ERA system and called it a “piece of junk.”  I whispered to a fellow consultant that I thought they were going to kill this beloved product.  After working with the new overlay a few months ago, I figured out that they will first have the ERA users get used to the new common overlay and then eventually replace the underlying ERA product with the legacy UCS Power system.  This has always been the goal of original UCS management; all clients are on the same version of the same software.  They have a tremendous road ahead of them to convert the estimated 5,000 remaining ERA clients without them knowing what happened.  UCS never liked working with 3rd parties and made it difficult to get data from their system and interface.  They have been much slower to buy other technology; preferring to develop their own in-house.  Their key strength has been a powerful programming staff.  When UCS releases software – it works.  They are on the cutting edge with interfacing a DMS with an Internet portal (IBC) and lead transmissions. I doubt if they will be able to keep up ADP and Dominion Dealer Services in their quest to be the single solution provider – but if they can get through the conversion of the 5,000 ERA clients and keep the top 3,000-4,000 of their UCS and R+R clients that pay the most per month in support, then they will do well.   I’m sure they are betting on the fact that employees hate changing systems, their software is of better quality, and someday the younger dealers and new CFOs will not know the painful bad press and history of the former UCS. 
DealerTrack DMS /Arkona – Lowest Price and Lowest Support

Since I was the one that invented the Tier 1, 2, and 3 ranking system, I had been asked for years by Arkona to be moved up to Tier 1.  I would reply that being a Tier 1 provider wasn’t necessarily a good thing.  Those providers are perceived as being expensive and slow to change.  My goal in creating these slides was to show the choices dealers have in the Tier 2 and 3 systems; usually for a whole lot less money.  As a consultant I would not recommend Arkona; they were in terrible financial shape – huge losses and no cash.  When DealerTrack (JPMorgan Chase, WellsFargo, Barclays) bought Arkona, the price for the system started increasing from $1500 a month to $3000 – so I moved them up to Tier 1.  This is actually quite old software.  It started as the old Cars Diatron software that EDS used to create a DMS for GM dealers and Saturn Retailers.  The company was then named Ensign and the software ran on an IBM System 36, then on an AS400.  They now use IBM i-Series servers, but they have had a painful transition in trying to get dealers connected to the right server, load balancing and suffered down time.  The software performs like any other 2nd generation software; there is quite a lot of patchwork and poking around to find the functions.  They have also put an overlay on top of the software which slows it down – but makes it easier to find things.  They consider this overlay, their “web-based” software.  Their first wave of growth came primarily from having one of the lowest prices – many times the only reason why dealers purchased the software was because it was the lowest priced system in an ASP model.  Dealers liked not having a server to update and backup and it was a compelling reason to buy an Arkona system.  Today, the relabeled, DealerTrack DMS is gaining more momentum with the R+R customers jumping ship along with focusing on factory integration and becoming a preferred provider (discussed in a later section.)  They have worked with Ford in Canada to be their preferred provider with extra interfaces for the DealerTrack DMS dealers.  They were selected by Toyota for the first round of opening up integration to more DMS providers than ADP and R+R.  
DealerTrack DMS has been slow expanding their technology.   I had thought they’d have a fantastic CRM and report writer earlier, but instead they beefed up their old Prospect system on the DMS side but mention on their website; “Coming soon: Salesmaker’s Customer Relationship Management (CRM) and Internet Leads Management (ILM) functionality will streamline your process. Capture critical customer information and work all your prospects in DealerTrack.”  This might mean the enhancements to CRM will be added to the credit application submission software (Salesmaker) instead of the core Arkona DMS.  I think a major problem is the disconnect between the DealerTrack developers in NY handling their huge credit processing software and the DMS developers in Utah (former Arkona.)  Each side seems to be developing tools – but a full integration of ever these two products doesn’t even exist yet.  I’m sure it is due to the different platforms and culture.  The other problem as compared with ADP and R+R is that the bigger parent company is NOT the DMS, Arkona.  The original DealerTrack credit submission company started by Chase has more clients, income and control.  After the departure of the Arkona developer and original majority owner Rich Holland last year, I’m afraid that there isn’t a focus on running a DMS company, rather the other things that the DealerTrack team in NY value like growth, earnings, cost savings, and low capital investment. The complaints that I’m hearing are that the support is going downhill as DealerTrack makes Arkona cut their operating costs. DealerTrack does have some 3rd party acquired products; AAX – inventory management, TriVin for title processing, and Chrome for vehicle data – although they have put Chrome into a joint venture with another subscription company, AutoData.  This might have been to cover up that DealerTrack owned Chrome.  Why would a DMS company like my DealerStar want to buy my vehicle data (Vin decoder, etc.) from a company that I compete with?  We’ll see if that works for them.
Summary of ADP, R+R and DealerTrack/Arkona
ADP – Cons; old underlying technology, speed issues, mis-match of acquired technology. Pros; stable company and client base, full control over all acquired companies.  Often wins the bid because the other providers don’t have the integration or multi-company features required.
R+R – Con; challenge to support two major aging DMS products and possibly migrate ERA users to Power platform with Ignite overlay.  Paid a lot for R+R customers and many are unhappy or leaving.  Pro; Brilliant and successful owner, Bob Brockman who knows how to build a profitable DMS company and handle merged technology.  Superior programming and support team.   It always works!
DealerTrack/Arkona – Con; two major divisions, DealerTrack that processes loans and Arkona that is their DMS system – separate platforms and disconnect between two divisions.  Support is getting bad as they cut costs.  Pro: Not ADP or R+R (wins by default) and has a low price.  Getting acceptance faster than other Tier 2 and 3 providers by the factory.
Third Generation DMS 

So you might wonder, what is going to be the Next Generation DMS – or the Third Generation?  Both ADP and Dominion are calling themselves – “Dealer Services.”  Dominion made the change from Dominion Enterprises to Dominion Dealer Services last year.   My first predication of the 3rd Generation DMS will be just that – a full dealer services provider.  Both ADP and Dominion are going about this in the same manner; buying up little successful technology companies and marketing them as one “system.”

Profile of Dominion Dealer Services

During the past few years they have purchased at least 8 companies;

1) @utoRevenue – generates mass email campaigns, follow-ups, schedules appointments. 

2)  DealActivator (equity software) 



   
 

3) Autobase, Inc – full featured, longtime, popular CRM product



 AVV - 
Internet Lead management tool



  
 
 

4) Cross-Sell – provides sales reports (from state data) by each dealer

5) Data One, SelectQ – VIN database, Data provider, extractions
  
 
 

6) Dealer Specialties – Inventory management (takes pictures, makes window stickers, uploads to website




  
 
 

7) Dealerskins– popular website designer




  
 
 

8) GetAuto – Dominion Performance Network, consumer website that generates leads for dealers

9) Unannounced acquisition of a DMS – ACS, Automotive Computer Services that has a stable client-based but unstable old platform, Visual Fox Pro which Microsoft has sunset out and discontinued support in 2015.  They are scrambling to develop the MSDMS – based on Microsoft Dynamics AX.

Adding this missing DMS link could be huge for Dominion – but very costly.  I’m sure they purchased the aging ACS Access DMS system with their sunset out Visual Fox Pro product at a premium and then had to buy the partially developed AVAbahn MSDMS – based on Microsoft Dynamics AX.  Two years ago, I spoke with ACS’s owner, Van Koppersmith, and he said that the AVAbahn MSDMS product that they had purchased was being developed separate from their ACS development team.  This is the same mistake that R+R did when they tried to bring Suite to market based on Microsoft Dynamics Nav.  Instead of using the seasoned and dealership knowledgeable support and development staff that made their ACS product a success, they are working separately with some of the same people that worked on the failed R+R Suite product.  I might be behind in this information, but ACS had purchased AVAbahn – which was once the exclusive provider of MSDMS from Infonizer and the principals were John Reed and Richard Ward. These two worked at R+R on that failed project.  I met with them in 2006 when they were still called AVAbahn before ACS acquired them and recommended that they use Crowe Horwath – a Dynamics AX developer for banking and other industries and the largest CPA firm that handles dealerships to “Americanize” the Infonizer product that had come from Denmark.  Unfortunately, they selected Quorum from Canada instead to do the job.  That caused me to lose faith in their ability to bring a DMS to market because my company had done the Americanization product for Quorum which helped them get selected as a GM IDSM provider.  In addition, the Infonizer lacked two key elements; an F&I system and business reporting that AVAbahn had hoped to interface with existing 3rd party providers.  I don’t think I could have recommended that that Dominion purchase ACS/AVAbahn/MSDMS for these reasons, but ACS is an attractive DMS company due to the amount of manufacturer integration that they have completed, existing monthly income, and the stable and low-cost work force in Mobile, Alabama.  Because they will need to re-certify the new MSDMS with each manufacturer, complete the Americanization, develop the F&I and business reporting, I think it will take at least 5 more years for Dominion to have a DMS on the new MSDMS platform ready to compete with ADP and their similar full package offerings.  It will also more take time to integrate this MSDMS back to their bundle of technology.  The next problem might be – “who is running the company?”  ADP doesn’t have this problem – there is no real operating relationship between the parent company, Employer Services until lately.  They two division do not really share a customer database.  ADP Dealer Services fully controls all acquired companies and dictates integration and the sales process.  Only their small dealer DMS, websuite 1000 tends to operate rather independent from ADP headquarters in “Hoffman”.  For Dominion and DealerTrack the opposite is true.  These two companies have their acquired products operating rather independent and the DMS company is not the dominate division.  Dominion is trying to group some of their little companies together; some with Autobase and others with @utoRevenue, but when the DMS comes along, I don’t know how they will get any of their products to integrate with each other.  It is odd that the strength that all are riding on – having a single solution provider – might be the downfall of their goal to be a true 3rd Generation DMS.
Third Generation DMS – based on Platform
The failure of the ADP’s websuite 3000 (Dealer Solutions/SQL and .asp) and R+R’s Suite (Microsoft Dynamics NAV) have clouded what should have clearly defined a 3rd generation system – a new DMS developed with current software tools and databases.  Stick licking their wounds and losses, I can’t see either ADP or R+R providing the revamping of the aging DMS software products.  I don’t think DealerTrack would ever provide the funding for Arkona. That means that there is an opportunity for one of the many emerging Microsoft based systems; Quorum, MPK, GoldenEye, Procede or PBS to take the lead or the non-Microsoft solution, my company DealerStar.  What holds us back is the scramble to acquire factory integration and clients.  Procede was one of my favorites in this arena, but after going through the process of getting the precious approval from Nissan, they got frustrated with the automotive dealership market and turned their focus to much easier truck dealerships.  As I prepare this week a demo for a bus dealership, I can understand their reasoning.  Why bother trying to get certified by GM, Chrysler, Toyota, Ford, etc. and then the cost of supporting the integration when there are plenty of dealerships (used, truck, RV, boats, motorsports) that don’t require it?  For many like me – we know the automotive business better than we do the other areas and the opportunity for a greater monthly price is what makes us stick with automotive and plug away at certification. 
AutoTrader/VinSolutions vs. Dominion Dealer Services
There is a long history behind the current Dominion Dealer Services and AutoTrader Group based on the split between Landmark and Cox in 2006. AutoTrader seems to be following the path that Dominion is using to grow; VinSolutions was acquired for $134.6M cash. vAuto was acquired for $192.8M cash.  HomeNet was acquired for $61.6M cash.  Kelly Blue Book, acquired for $532.4M in cash.  If they want to catch up with Dominion, they’ll need to purchase a lot more companies – or expand the ones they have.  I spoke with Sean Stapleton of VinSolutions in April at the Digital Dealer Conference and he said that it was “nothing to write a DMS, in fact his CFO has already done it.”  I then spoke to their National Sales Manager, Tim Morris who used to be with R+R and I don’t think anything is in development right now.  We both discussed the risk factor that I outline in the next section of what happens if ADP, DealerTrack/Arkona, or R+R shut down that pipeline of data and he agreed that there was a certain risk involved.  I sent him this email in April, 

“Hi Tim,

Thanks for the LinkedIn – it was also nice meeting you and James in my seminar at the Digital Dealer Conference in Orlando.

I truly believe that the CRM solution decision is becoming more important than a dealership’s DMS choice. It is what makes the money.  Our DMS only counts it later!  As R+R and ADP tighten their access to the valuable DMS data and strengthen their desire to sell only their bundled CRM, it will be the future of CRM companies to provide the rest of the solution; their own DMS.  Will the bigger DMS companies cause 3rd party interfaces to “fail” making their own CRM look better?

As I mentioned, we might be interested in developing for VinSolutions their own DMS based on DealerStar.  We’d provide DealerStar as a “mock up” for you to develop the missing accounting, parts, and service portions you are missing.  I think I’ve done a great job of making DealerStar “feature rich” as I described VinSolutions in my seminar (thanks to all the information that Sean Stapleton provided in his seminar that I attended.)  Wow – VinSolutions has really become an amazing product!

We’d also work out a deal to leverage the manufacturer integration that we have completed to fast track VinSolution DMS to market.  As you might have heard, Dominion Enterprises is buying a DMS company – so they are also moving towards “end to end” technology.  Unfortunately, they bought a DMS that is on Visual FoxPro – a product that has a Microsoft end of life of 2015 as announced in 2011.  I’m sure they will have many headaches trying to convert to DynamicsAX.  Our product was created in PHP/MySQL, but with a program generator that can easily tie into most databases; Oracle, Microsoft SQL, PostgreSQL and the code can convert to ASP or .NET.  As a very, very, very small company – it was never our intention to bring DealerStar to market on our own, but we are doing it anyway- almost as a proof of performance.  We were installed over the past year at a Saab dealership (they closed their doors after the Saab troubles) and we’re now installing in a Chrysler dealership and another former Saab dealership.  In the next few years we will most likely get the funding we need to go “wide” by either selling off a portion of our company to dealer investors like Quorum did, or consider a buyout by a larger technology company.  We’ve been able to keep our debt and development costs lower compared to the others brought to market over the past years; 23 million for  Quorum, 47 million for ERA Suite (with DynamicsNAV that didn’t work), or 45 million of Dealer Solutions.  An insider has told me that it will take over 30 million to bring the Dominion DMS out of Visual FoxPro and into DynmicsAX. That is on top of what they paid for the DMS upfront (which I haven’t been able to find out.)  Don’t even get me started on UCS buying R+R for 2.8 billion – wow, did I think he overpaid, but I understand he’s already paid off the 1 billion he borrowed.  I wanted to let you know our situation in case the topic ever comes up as your level of frustration with ADP and R+R increases over the years and hopefully you’ll remember that we have already what I think is the best DMS ever created.  It’s only taken us 10 years to make it perfect!  Feel free to watch the demos at www.DealerStar.com – or create a login at our demo site to watch more.  I’ve been creating them each day as a way to train our two new clients.   We are not prepared at this time to take on any more dealers – we have a pretty long waiting list of my clients that want to go on DealerStar – but probably by late fall we’ll consider a few more dealers.  We think we can get up to 40 dealers installed on our own.  We are doing this very slow due to our limited resources and my careful planning.  Again, great meeting you and if you need more information about DealerStar just email me.  Hopefully we’ll see each other at NADA in Orlando; February 2013 (an easy drive for both of us again – yeah!)”  

So that might be the AutoTrader plan – to use the VinSolutions technology expertise and dealer client database to expand that business to include all the features provided by Dominion Dealer Services and to compete with the single-source technology push by ADP and R+R.  If I were asked which is a better company I’d stake my money on AutoTrader, although I worry about the price they paid for VinSolutions and their minimizing the difficulty in designing a DMS system.  Fortunately one of their key managers is a former ADP Senior VP, so they must have some understanding of the magnitude. 

Options for an AutoTrader/VinSolutions DMS

There is a long list of completed DMS providers; couldn’t AutoTrader/VinSolutions buy one, especially with the money from this upcoming IPO?  Of course, many may not want to sell – especially if they are running a nice profitable and easy business.  As you can see by my pricing slide, it doesn’t take much for a little DMS to be profitable; 200 clients and keeping support costs low – means a lot of income.  That is what I have spent the last 10 years of my career counting on.
Here’s my list of favorites;

Quorum.  This is probably the best DMS financial statement to study since it is the only publically traded DMS company that sells only a DMS.  It is hard to look at ADP or Dealertrack since their financials get watered down with other operations.  You can download at http://www.quorumdms.com/investors/financial.php.  This company is well-run and the software well-designed.  They had everything going for them when they got started; the President, Maury – has a father that owns a dealership and lots of dealer friends.  He developed a strong relationship with GM and could test the software at his dad’s dealership.  They spent about $39M to get it developed.  I then did the Americanization of the product that qualified them as a GM IDMS provider.  We also became the resellers of the DMS for Oregon and Washington State until I was pressured by ADP to terminate the agreement.  At the time, I was also the editor of Digital Dealer and they threatened to not only pull all their advertisements from the Dealer group of magazines, but also remove my ADP consultant certification.  Even though the publisher of Dealer Communications was willing stand behind me, I didn’t want  to fight ADP.  Years later when I started designing DealerStar, a new batch of VPs were at ADP and they haven’t bothered me at all.  The cons of Quorum I found out when I started marketing the system; dealers don’t like Canadian software.  PBS of Canada had ruined this for Quorum when Chrysler recommended to the USA dealers the PBS system that had not been Americanized and it failed horribly.  Today, PBS is gaining in popularity again, but dealers are still wary of a Canadian company.  The other problem is that Quorum works so hard to maintain a high level of integration with GM – at the expense of other new development.  They are client/server based, don’t have payroll and limited centralized accounting features.  I think the modifications might be too great and thus too much risk.
MPK - This company is based in Atlanta and has a nice amount of manufacturer integration.  The biggest problem is that it is on the Microsoft Dynamics NAV product and that has suffered performance and customization problems.  In addition, with so many Dynamics products, I worry that NAV might be the first to go – since it is the middle one and it has the high cost of licensing fees for Dynamics.  My biggest worry was the NAV product that failed for R+R with simple performance problems like they could only run the schedules at night.  I think they might be moving from being client/server based in the dealership to web-based, but it is a recent development.  To me the risk is too high to pick the same platform that killed the R+R giant as the next generation DMS.
Auto/Mate – This one has the best chance of selling (an investor owns it,) but you’d only be buying their client database and manufacturer integration.  The technology is too old and designed for little dealers like AutoSoft, DPC, DDS, System 2000, Jarvis, ADAM or ACS to bring into 3rd generation. It was not designed for multi-company so the modification would be huge. Unfortunately, most manufacturer integration would need to be re-certified for the new AutoTrader DMS version, but it is a well-run DMS company with knowledgeable staff.  Like Quorum and MPK, they are server based and any attempt to put “in the cloud” will require some extensive modifications.  I think the risk is low to get this company at a bargain as long as the buyer knows that software is aging, won’t work for multi-company and you’d need to start ASAP a rewrite on a modern platform.  The price might be worth it to get such a great group of highly trained people.
Procede and DealerBuilt – Both of these have other focus; Procede is concentrating on trucks and DealerBuilt (formerly Lightyear) on the independent used market – but both are great products, attractive, and perform well.  DealerBuilt has more manufacturer integration, but Procede has the precious Nissan certification that others do not.  Like all of the tier 2 and 3 providers (other than DealerStar) neither were designed with the intercompany transactions required by large dealership groups.  I’m not sure the modifications can be done to truly compete with ADP and R+R – along with interface with the CRM company without destroying the existing software and client base.
DealerStar – we think we’re the best option for AutoTrader/VinSolutions because our design was done with extensive knowledge of the features of the ADP and R+R system, but with the low cost tools of PHP/mySQL.  We used a code builder in case VinSolutions only want a SQL product, although I think they use PostgreSQL and our code builder converts to that too.  Our product can be easily integrated into VinSolution’s products and we’re most likely a real bargain (less than $10M compared to the $20-$60M that I think most of the others would require in a buyout.  The problem is that we have the lowest level of manufacturer integration and client database at this point.  It is a plus for us because we can still make quick changes and stay agile.  A CRM company would only be buying our technology and beginning of factory integration and many would think they could do it themselves and not value the 6.4M that we have put in programming time and costs to get to this point.  That is why we will probably go the route of selling up to 20% of our company to dealer investors to raise the approximately 2 million we need to compete our factory integration and acquire about 40-50 dealers.   At that point we’ll either have enough monthly income to “gear up” or to speed things up, we’ll then sell another 20% to get the funding we need to build a bigger support and training team and get to the magic 200 dealers faster.  We can do this over 4 years using the benefits of RegD/504 to keep the hassle of obtaining funding and costs low.  I have about 7,000 dealer clients after 15 years of consulting, so finding 20-30 willing to invest about $200,000 each shouldn’t be too difficult.
Other CRM companies at Risk

Even if AutoTrade/Vin Solutions buys one of the above DMS companies, there are some other big CRM companies that need a DMS to protect their client base from ADP and R+R cutting off the data (see next section.)  We have had discussions with Car-Research and Higher Gear – two very successful CRM companies and work with larger dealership groups and would most likely need a multi-company designed DMS rather than one of the older little guys like AutoSoft, Auto/Mate, DPC, DDS, System 2000, Jarvis, and ADAM.  If you see one of those CRM companies buy an older DMS company with old technology, then you’ll know that they didn’t really look under the hood before they bought.  Yes, the Dominion purchase of ACS acquired old technology, but at least ACS has a plan to convert their clients into the MSDMS – even if the plan has flaws and risks.
 Future Risk Factor for all Dealership Technology
As I mentioned earlier in the report, as an emerging DMS provider, I am reluctant to use data subscriptions from Chrome  (owned by DealerTrack/Arkona) or interface to their credit submission portal.  We have thought about offering our CRM product separately to clients on other DMS system, as I see that R+R is doing with their lead management software – but we are reluctant to interface to dealer’s ADP or R+R system – even though we’re experts in this area and have taught hundreds of companies how to do this.  Our issue comes from the fact that at any point, ADP and R+R could make it difficult – if not impossible to obtain that data.  As each giant expands their need to sell their DMS bundled with their CRM – they do not want dealers using Higher Gear, DealerSocket, Car-Research, Autobase or any of the other hundred or so CRM providers.  They both have created certified data exchange processes and charge the DMS providers a fee for that data.  With 117 companies depending on ADP’s interface to their system and 132 on the R+R RCI interface, I can only think that someday, they will cause this “pipeline” of data to fail to help promote the sale of their own software.  Let’s say that VinSolutions has 1500 users and is paying $35 a month per dealer to ADP to get the data they need to function.  If ADP sits down and does the math, they’d rather collect $3500 a month from those dealers by switching them to their own CRM product.  It could start small at ADP, Arkona or R+R with project to “move” the data interface to another server and interrupt the flow of data.  Then get more frequent as they work out the bugs on the new server.  In the meantime the dealer is getting furious because the new customers and vehicles are not coming into their VinSolutions software and customers are making service appointments or getting follow up calls.  Sales decrease and although VinSolutions tries to blame ADP, the next thing you know, the nice ADP rep drops by and says for a little less – they could get a fully integrated DMS and CRM and dump the VinSolutions product.  If in the meantime, VinSolutions could come back with “it was all ADP’s fault and why not go on our new DMS and save 50% of what you’re paying for that old clunky ADP system?”  That will be the new battlefield and Dominion is getting prepared for this next challenge by getting their own DMS.  If every CRM that has a interface to ADP and R+R isn’t making plans for their own DMS, they stand at risk.  ADP is spending a lot to get the following message out and will soon be followed by R+R and Arkona.
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ADP wants customers to perceive them as having a single technology - and has run advertisements and had videos that show a car with a lot of 3rd party parts breaking down; thus the reason why dealers should only get their new Drive system that consolidates all technology into one system.  The paradox in this mind-set is that their own Drive system is only a portal for all the mis-matched technology they have purchased over the years and market as one system with lots of features – but as you can see above – it is a “single-source” not single technology.   

Appendix A - Suggested Additional Research
Digital Dealer Conference.  This conference held twice a year in Las Vegas and Orlando has a smaller set of a variety of sales department focused exhibitors (not many DMS providers) that were not covered extensively in this report and some do not exhibit at NADA.  You can meet them in a more intimate setting and there are many workshops to attend, many given by the key personnel at the exhibiting company.  I spoke at the session in Orlando this year, but won’t be attending in October in Las Vegas.  I can make arrangements for you to get shown various products if you are interested.  You might want to register as a dealer to be “under cover” and I can help with that too.
http://www.digitaldealerconference.com/
Technology Companies – latest info; Wood Seaton research papers - www.woods-seaton.com.  In particular, their North American January 2012 briefing.  Mike Seaton +44 (0)1628-525960 (UK) is an old friend and truly the expert world-wide on our industry’s technology.  I don’t know what it costs for a subscription; you have to contact them for a currency quote – but it would be well worth it and they might be able to prepare a specific report for you.  They have 3 free briefings on their website to download and one goes into detail about the battle for the data and terrible things ADP and R+R has done as I mentioned in the previous section.
http://www.woods-seaton.com/briefing322011.pdf
http://www.woods-seaton.com/briefing312011.pdf
http://www.woods-seaton.com/briefing292011.pdf
Pricing - Paul Gillrie, and specifically Adam Gillrie. 800-576-6959. They really know the latest pricing for the major DMS systems and have helped thousands of dealers get that bid price down.  
NADA – Orlando, February 3-6th 2013.  This is the big event www.nada.org and most of the major players exhibit at the expo along with there being plenty of workshops.  If you want to hire a tour guide for the day for a walking tour of the exhibits, just let me know by early January.  My schedule gets pretty busy close to the event.

Appendix B – List of Technology Categories and Providers 

Although not a complete list, this list is based on a couple of the past NADA exhibitor lists and I re-categorized the list from “Computer Services and Internet” into these better known categories and the comments are mine along with the promo from the NADA exhibitor website.  The latest NADA exhibitor list should be posted in early January at www.nada.org.  
CRM - Customer Relationship and Marketing
Over the past 5 years, CRM software has become an important part of dealership technology as dealers value perception is that CRM software sells cars and increases service business.  CRM is sold similar to a DMS system with an upfront licensing and installation price and monthly support based on users. Some of the cheapest systems have no upfront costs and about $700 a month and some of the most expensive are AutoBase, Car-Reserach and Higher Gear that are close to $100,000 upfront and $5,000-$7,000 a month.  
CRM – Customer Relationship involves 3 items;

1. Prospect control– Showroom control, tracking the people who are interested in buying a vehicle and this has expanded to include

a. IL – Internet Lead Management software

b. Call tracking

c. SMS messaging, Live Chat

2. Data Mining of the existing customer database

a. Equity finder (customers who have equity in their trade-in)

b. Email campaigns

3. Follow-up of customers

a. Service Reminders

b. Thank you letters

c. Birthday cards

d. Newsletters

Providers of CRM and Marketing tools (major players are bold.)  It is not complete, it is based on exhibitors at Digital Dealer and NADA many get added each day and some fail (
I also found this list on VinSolutions website and I’m sure they are more in tune with the most popular technology companies that compete with them.

http://www.vinsolutions.com/vendors-you-can-replace-with-vin.aspx
@utoRevenue. (purchased by Dominion Dealer Solutions.)@utoRevenue creates quantifiable results by sending the right message at the right time through the right channel. Our skilled consultants, innovative systems, long heritage in retention marketing, data expertise, and networked communications, drive retention and loyalty for your business with relevant, consistent, and bi-directional messages.

AutoAccelerator CRM (CFM). AutoAccelerator CRM is the industry's newest ILM/CRM. We encompass all facets of automotive CRM and follow-up in one comprehensive, user-friendly, fun-to-use system. With AA CRM you have the added benefit of a virtual BDC to personally follow-up with current leads, sold customers and manifest prospects. On site Call and Mail fulfillment center.

AutoAlert Inc. The Nation’s leading client portfolio management system, with over 5000 users. Tried and tested program to ensure your dealership gets greater sales and gross results. Increase retail sales, manage inventories, and improve client retention.  AutoAlert identifies all the opportunities within your dealership, including sales, service, and finance.

AutoAwards By NuCar Consulting Since 1994, AutoAwards has been the industry's leading point-based loyalty program, incorporating partnership marketing, training, database management, and target marketing. AutoAwards is customizable and proven in many of the nation's most successful dealer groups.

Autobase, Inc (purchased by Dominion Dealer Solutions.)
Autobase is the most experienced CRM provider in the industry. For 20+ years Autobase has delivered a true, CRM solution that helps nearly 40,000 auto dealer professionals nationwide find, market, sell, and retain more loyal customers. Our easy-to-use, results-driven marketing, sales, and BDC product suite increases their profitability every day.

AutoRaptor CRM AutoRaptor is a seamlessly integrated, web-based sales solution combining the expertise of CRM , Internet Lead Drive your Leads into Sales with AutoRaptor CRM - a Simple, Powerful, and Affordable solution. Management, and Desking capabilities for the smoothest, most streamlined execution of the dealership sales processes.

AVV (purchased by Dominion Dealer Solutions.)AVV provides dealers with secure web-based tools to convert prospects. Our proprietary lead and customer management program offers email marketing, lead management, or Click to Call. Full ranging products are geared towards giving everyone from OEM's to individual dealers the power to effectively manage customers and increase bottom line profits.

CAR-Research XRM LLC
The most complete, seamlessly integrated CRM and Marketing Solution in the Industry: Web-Site Design and Hosting, Internet Lead Mgr, Showroom Control, Missed Opportunity Research Call Center, Desking with Push to DMS, BDC Software, Marketing Solution with Email-Texting-Live Calls, Service BDC and Operational Software, DMS and Telephony Integration.

CityTwist  CityTwist is the leader in geo-targeted email advertising. With thousands of customers in the auto industry CityTwist has a proven track record. Drive new car sales and service into your dealership with email advertising by targeting consumers in your community currently driving certain makes, or in the market to purchase within next 6 months.

Dealer Synergy  Dealer Synergy builds the most profitable Internet Sales and Business Development Departments in the Country. We are your Digital Marketing Resource Specializing in Internet and Phone Sales, Business Development, Training, ILM/CRM Customization and Setup, HR, Web Sites, SEO, VSEO, Monitoring, Lead Generation, Social Media and More!

Dealer Text Solutions  Dealer Text Solutions is an innovative text messaging solution that focuses on CRM in your service department and marketing for your parts and new car sales departments. Using our user friendly web based tool, your staff can reach out directly to your guest’s mobile device. Take a tour by texting keyword '1000' to the short code NEWCAR.

Dealership For Life  Dealership for Life has created the most successful Loyalty & Marketing Programs for Dealers across the country. We include all Dealer Branded marketing material; rewards card program (with email, video, text, voice broadcast, mail), full administration & monthly in-house training. NO long term contracts. We create the true dealership advantage!

DealerSocket  DealerSocket is the most comprehensive automotive CRM solution available today, allowing dealers to save time, save money, and improve sales staff effectiveness with one consolidated product. With the power to manage sales, service, CSI and marketing, DealerSocket’s CRM solution is one complete tool for all dealership departments.

DealerUps/Parayil & Mann Dealer Services  CRM - Completely upgraded in 2011 with dynamic electronic DeskLog®, Desking, In/out-bound call tracking & recording w/screen-pops, Call Center svcs, newsletters, Service tools, lease retention automation, Internet Mgmt, BDC and multi-store mgmt. tools, campaign printing & mailing. We also offer consulting and process training for all departments

ELEAD- CRM/ Fresh Beginnings, Inc  GOLDDIGGER & the industry's top appointment setting CALL CENTER & CRM solution powered by state of the art technology, optimum ROI reporting & a complete menu of services driving sales at your dealership. Deal desking, Prospect & internet lead follow up calls, Direct mail, Service marketing, Training, ILM, Inventory control. No long term contracts.

FREEautotext  FREEautotext offers automobile dealers a cutting-edge solution that utilizes the fastest growing channel of communication in history – text messaging – allowing you to engage customers wherever they are through the mobile phone that never leaves their side.

Higher Gear Group, The  CRM-Done Right!™ We will prove to you why our dealers are the best users of ANY software. Showroom, phone tracking, internet & service lead management; desk multiple payments; auto-send graphic emails; in-store training & more. Awarded the Best Customer Satisfaction in the auto industry in 2009! See why we're #1. NO LONG TERM CONTRACTS! Try US 1st!

PBS Managed Services  PBS Managed Services offers strategic services for improved operations as part of your day-to-day management. We put revenue in your pocket & help you retain customers in today’s competitive market by increasing dealership awareness & recapturing lost sales revenue. Our proven techniques can be implemented with virtually no manpower on your end.

Phone-Up Ninjas  Training Salespeople, BDC agents or Service Writers, we'll help your team schedule more appointments with phone and Internet customers. Our unique training approach will provide your dealership with measurable results. We also offer a very sophisticated mystery shopping process that will allow you to properly manage your processes and hold your team accountable.

Remember group  Increase your repurchase loyalty, your service loyalty and your overall profitability. re:member group offers Points Programs, Benefits Programs, Email and More. Learn what the airline industry, hospitality industry and some of the top auto dealers in the nation already know: Loyalty Programs are a proven way to increase your bottom line up to 85%.

RewardLogix, Inc.  RewardLogix is unique for a technolgy in the fact that it is a revenue source and not an expense item. Stop by the booth and find out all the ways that your store can profit from your own 'Customized' Reward card. Video Email, Voice Blast, Service Reminders, Email Surveys with Reward Card Points.... too many benefits to list.

VinSolutions (purchased by AutoTrader.)  VinSolutions is an industry leading developer of internet based desking, customer relations management CRM and internet lead management ILM software, providing 24/7 dealership sales and marketing information anywhere, anytime. Providing custom websites, inventory photos, quality training and consulting services.

Vital Software  Vital Software is a leading developer of data integrated software solutions and services for dealerships, dealer groups, and OEM’s. Vital Software utilizes the latest in web-based technology to deliver CRM solutions which integrate with all automotive Dealer Management Systems. Our software delivers fast ROI and higher profitabilty - ask us how!

Wilson Technologies Inc  Wilson technologies inc. The industry’s leading smart and efficient choice for a complete retail solution providing red flag compliance, desking and finance, certified oem internet lead management and customer relation/retention system, integration with most dms systems, telephony and texting.. Call andrea vaughan to schedule a demo (248)-655-0005.
XTIME, Inc  Xtime’s ServiceCRM™ combines consumer web scheduling, call center automation, service marketing, advanced shop control and certified DMS integration into a single solution for fixed operations. Xtime automates the creation, scheduling and management of service appointments, increasing profitability through increased customer-paid service.
Dealership Management Systems – DMS
I cover this product extensively in the report, so here is a list of the providers and their marketing information;
ADP  ADP’s new Drive system provides a comprehensive suite of integrated software, hardware, network and business consulting solutions that helps automotive retailers sell more cars, parts and service profitably.
ADP’s w.e.b. Suite 1000 (former Alliance) is an ASP solution.  Products include; Design on Demand, Pre-Owned Vehicle Analyzer, Service System enhancements and various interfaces.  They also have a new CRM module and Vehicle Inventory Plus. http://adp.dealersuite.com/DSHome/ProductsServices/web1000us/
Auto/Mate, Inc  Auto/Mate Dealership Systems was established 25 years ago to provide easy to use and reasonably priced software for car dealerships. Auto/Mate was ranked highest overall customer satisfaction in the 2009 NADA survey. AMPS by Auto/Mate is a fully integrated Dealership Management System (DMS) with no long term contracts.

ACS- Automotive Computer Services Inc  ACS ACCESS® and MSDMS™ are comprehensive dealer management systems for Windows® Networks and/or the Internet. Dealers not only save money, but the easy-to-learn software and enhanced data conversion makes the transition simple. Spend Less - Get More
Adam Systems - A Windows based system with easy to use GUI using the Visual Fox Pro database.  Has most major interfaces and uses OXLO to integrate with others and provides third party payroll - DacEasy. http://www.adamdms.com/
AutoSoft International - ASI  AutoSoft develops, distributes, and supports the ASI DMS, a fully integrated-sales, accounting, parts, service, CRM, and finance-dealership management system used by over 1700 of your fellow dealers.
DealerBuilt- LightYear DMS  Comprehensive PC-based dealership management software program operating on Windows or Linux, with integrated CRM, Accounting, F&I, Sales, Parts, Service, Payroll and Factory Interfaces.

DealerStar – DealerStar is a fully Integrated Web/browser-based DMS that includes;

Accounting, Banking, Payroll, Accounts Receivable, Payable & Purchase Orders

Sales, CRM,  Appointments, Data Mining, F&I, Desking and Menu, Service, Repair orders, Calendar/Appt, Dispatching, Technician Terminals, Rentals, Parts, Inventory with Sources, Invoicing, Stock orders, System Administration, multiple levels of security and Report Writer.  Designed for dealership groups with dynamic security and centralized accounting transactions.

DealerTrack DMS/Arkona - DealerTrack DMS dealer management software provides the real time, on-demand data every auto dealership needs to run business efficiently and cost-effectively. Utilizing proven technology, our dealer management system offers robust functionality without expensive upgrades, long-term contracts, hidden fees, or high monthly costs. DealerTrack DMS simply delivers what you need while helping you keep your profits.
DPC Systems is one of the lowest cost, stable Unix systems available.  They have provided computer systems for dealerships since the 70s.  The system includes all the basic modules and  they partner with a host of service provides such as OXLO and CarFax. http://www.dpcsystems.com/

Dubuque Data Services DMS solution is called Advantage. One of the lowest cost, stable Unix systems available and no complicated contracts.  They provide a complete system and partner with a host of providers such as oxlo, Carfax, DealerTrack, etc.  They provide DCS connectivity with GM, Chrysler, Ford, Toyota and other imports. http://www.ddslive.com/

Jarvis Computer Software This Company is based in Winona, Minnesota, on the banks of the Mississippi River.  They use a Linux server connected to a window network.  JCS specialized in smaller dealerships tycipaly delivering five hundred vehicle or less annually.  They provide all the basic applications and partner with CarFax and Quality Assurance. http://www.jarviscomputer.com
MPK Automotive Systems (MPK) is built on Microsoft’s Dynamics™ NAV business platform. Which allows for flexible and cost effective solutions and they do not require long term contracts or force you to buy hardware from them.  MPK derives its name from Mark, Paul and Kyle - the partners who developed the system. http://www.mpkauto.com/.

PBS Systems Group  The Dealership Management System designed to grow your business not just process paper. Featuring the latest windows technology, Ups management, Desking, Embedded CRM and automated Life Cycle Marketing; proven tools that sell more cars, parts and service. Keep your customers coming back. With 23 years experience we can make a difference for you.

Quorum Information Technologies  Quorum's dealership and customer management system, XSellerator, is a premier system for GM and Chrysler dealerships in the US and Canada. Quorum is the #1 provider under GM's IDMS program, and the #2 provider to GM dealers in Canada overall.

Reynolds and Reynolds Company  Only Reynolds offers the best dealership management systems available – ERA® and POWER, so you have choices for building strong departments and successful dealerships. With integrated Web and CRM tools, documents, and consulting services, Reynolds helps you uncover profit potential and make business better. . .

Systems 2000 Inc  Systems 2000 Dealership Software for Windows® is a fully integrated certified management solution which has been incorporating the latest technologies to improve dealership efficiency for over 24 years! Systems 2000 also offers Premium Website Development, Pocket PC Capabilities, Driver License Scanning, and more
F&I, Desking, Vehicle Inventory Software  
F&I Software

Some dealers pick 3rd party F&I software instead of using the software that comes with the DMS.  It is less frequent today as it was in the 90s when the DMS F&I software was horrible.  The most popular is Advent, especially on the west coast.  They are moving towards being more of a CRM company.  All AutoSoft DMS clients must use 3rd party F&I since it doesn’t include that module, but they promote F&I Assistant that has a higher degree of interface with the AutoSoft DMS.

Vehicle Inventory software is meant to help dealers price their used vehicles based on recent auction and sale prices and compete on the Internet with the best new and used pricing.  It is gaining in popularity as more dealers see profits from better pricing.

Key machine software is more of an inventory control system where the keys are kept in a vending machine or cash drawer and the user must sign them out to use them.  

Desking software is a form of F&I software that allows the managers to quote various payments with different scenarios; 72 months vs. 60 months, taking the rebate instead of lower interest rate, lease vs. purchase, etc.  

F&I menus present the various “add-on” products by the amount per month to enable the customer to purchase an extended service contract or GAP insurance.

Providers;

1 Micro LLC  1Micro's redesigned SalesTouch key machine is smaller, faster and smarter than ever. This is the Ultimate Machine to manage your dealerships inventory and improve work flow. Our award winning key machine operates like an ATM. Efficient, effortless and secure. InstantResponse offers automated, personalized, permission based follow up, on-demand.

Advent Resources, Inc  Advent Resources, Inc. is the developer of the Advent High Performance Sales System. The leader in F & I, Desking, & CRM solutions for the innovative auto dealer.

Auto Credit Express Inc.  ACE is the largest generator of Sub Prime Automotive Internet Traffic in the US and Canada. ACE generates 93% of the traffic we sell to dealers through SEO, SEM and exclusive partnerships. ACE’s LotPro subprime desking software streamlines the sales process while maximizing gross profit. Anyone can TELL you how great they are; let us SHOW you.

AutoSweet By DevVenture  AutoSweet™ is the easiest way to Collect, Manage, Price, Publish, and Distribute inventory on the Internet. Inventory Management at a fraction of your current cost: Easy to Use Interfaces, Pricing Tools, Photo Branding, Real Time Data Distribution, Video, & High Quality Window Labels to support on lot and do-it-yourself service.

Black Book  Black Book provides vehicle valuation products and services, including electronic and PDA products, Internet solutions, databases, portfolio/inventory analysis, lead generation tools and printed guides.

Carfax  Visit Booth 208s to get your free CAR FOX and see how CARFAX can help YOU sell more cars with the Unlimited CARFAX Reports Program. CARFAX can deliver vehicle history information wherever you source inventory, whether you buy online, in the lane, or by trade. CARFAX builds consumer confidence. Confident consumers buy cars. CARFAX helps sell cars.

Coin Data, (bought by R+R) LLC  A technology systems provider featuring "docuPAD", a Digital F&I System. DocuPAD consists of a customer interactive Digital Menu Selling System with multi-media presentations. Included is docuFORMS a Digital Deal Jacket Processing/Storage application with electronic signature capture and laser printed customer copies of all deal forms.

Dealerslink®/FastBook™  Dealerslink® is the largest dealer trading group in the U.S. Members share hundreds of millions of dollars of used inventory daily. Fastbook™ is an award winning valuation tool that simultaneously books NADA, KBB, MMR, Black Book, MSRP, and Dlink Comps. Fastbook™ is powerful, affordable and integrated with iPhone and Android VIN scanning apps.

DealerTrack, Inc.  DealerTrack is a leading provider of software for automotive retailers. We operate the industry’s largest online credit application network, connecting approximately 17,000 dealers with over 900 lenders. The integrated DealerTrack Performance Suite also includes DMS, Inventory Management, Sales, F&I and Compliance solutions.

EBay Motors  eBay Motors is the worlds's most visited automotive website with over 12 million unique shoppers every month. A vehicle sells every 60 seconds on eBay Motors

Experian Automotive  Experian Automotive, a division of Experian, delivers information services to manufacturers, dealers, aftermarket, finance and insurance companies, and consumers. Experian helps automotive clients increase customer loyalty, target and win new business, and make better lending and vehicle purchase decisions.

FirstLook and MAX Systems  FirstLook Systems is the leader in pre-owned Inventory Management Systems and Training. MAX (Marketing Through Automated Expertise) Systems, is the pioneer and intelligent advertising & marketing technologies for new and pre-owned online inventory.

GigglePop.Com, Inc.  Provides mobile software integrating auction data, guidebooks (Black Book, Kelley Blue Book, NADA), & vehicle history reports (AutoCheck and CARFAX) on PDAs & smartphones (iPhone, BlackBerry, Windows Mobile, Palm).

HomeNet Automotive LLC  HomeNet’s Inventory Online (IOL) marketing suite helps dealerships sell more cars by converting DMS data into rich, emotional online ads. With video, lead & pricing analytics, automated, real time distribution to your web site & 3rd-party sites like Facebook, Cars.com & Oodle, IOL turns a car into a compelling, interactive online point-of-presence.

Key Vault  KeyVault is a revolutionary key management system that integrates web enabled software with a user-friendly touch screen interface, lighted key tags, and fingerprint reader. Auto dealerships with KeyVault installed immediately recognize increased employee productivity and tracking capabilities.

KEYper Systems  America's Premier Patented KEY mgt. systems. With Mech. and Elec. key systems that fit every budget. Elec. systems integrate with many partners such as DMS providers (ADP, Arkona), MyDealerLot, Stealth GPS, and many more.

KeyRegister  The Key Register system is a tool for automotive dealerships with a need to manage and track keys and the people that use them. Key Register software is designed to accurately track vehicle keys, prospects, personnel, and vehicle locations.

KeyTrak, Inc  KeyTrak’s Auto Plus and Service Plus systems provide dealerships with the ability to limit access to authorized personnel and reduce re-keying costs and liability. KeyTrak has added Key Systems to their offerings. Key Systems new KAM 5, which has increased key retrieval speed, networking capability and remote system management, will be displayed.

Manzo Group, The  The Manzo Group provides training and consulting solutions in sales, sales management, and F&I. Our programs produce guaranteed* bottomline results for dealerships like yours. No glory stories, just practical strategies to help your sales team increase PVR front and back. Todos los programas están disponibles en español

MyDealerLot  2009 Automotive News Awards PACE Finalist, MyDealerLot provides the innovative Service Drive Concierge using RFID for automated Customer Recognition and Messaging in the Service Drive. MyDealerLot also provides automated process tracking such as car wash completion and zonal based location tracking. Integration with MOC1, Auto Alert, and TSD

NADA Used Car Guide  6 sources. 60 seconds. 1 smart decision. NADA AppraisalPRO brings together 6 industry leaders and delivers asking prices, retail and auction sales transactions, NADA values, used vehicle market days supply and vehicle history for your market so that you can buy, sell and trade with confidence. Stop by to demo. Now available on-the-go!

ProMax Unlimited  ProMax Unlimited is a new fully integrated web-based software for increased sales and gross profits in your dealership. Its features include: Service Integration, CRM,Compliance, F&I, leasing, special finance, inventory and sales management reports. We also provide credit reports, direct mail, Internet leads, credit hotlines and website hosting.

RouteOne LLC  RouteOne is a Credit Application Management System that enables dealers and all their finance sources, including their captives and independent lenders, to manage the credit application and consumer financing process online, all from a single desktop.

Security Key Systems, Inc.  No more lost keys, remotes, or tags! Security Key System provides complete security and accountability, as the vehicles enter the dealership until sold; creates any management reports.

VAuto Inc  (AutoTrader) vAuto, the company revolutionizing how to manage your used inventory, is also the most powerful way to master your market. Our LIVE MARKET VIEW not only sharpens how you see the market — for better pricing, stocking & appraising. It also optimizes how the market sees you — with solutions that supercharge your online presence and your sales process.

Internet leads and Tools  

Auto Jockey  Auto Jockey - Showroom & Internet Lead Management CRM; Click Jockey - Targeted Landing Pages, Search Engine Website Jockey - Website Design & ManagementOptimization & Pay Per Click Advertising Programs;

Autobytel Inc  Autobytel Inc. and its network of automotive sites is a powerful partner for dealers and OEMs nationwide because of high quality, in-market consumer requests, innovative marketing tools and services and a true commitment to help dealers and OEMs sell more cars.

AutoNet Financial  AutoNet has been helping dealers sell cars through its "NO SALE NO FEE" program for the last 14 years. Our BDC pre scrubs every lead, sets the appointment, prepares the customer and works with the dealer to get the customer into the store. The most important part of the program is you only pay for the lead when you sell a car.
AutoTrader.com  AutoTrader.com is the ultimate automotive marketplace, with more than 15 million unique monthly visitors to research, compare and see actual inventory of new, used and certified pre-owned vehicles. AutoTrader.com provides auto dealers and manufacturers with a robust suite of tools to effectively market vehicles to millions of in-market shoppers.

AutoUSA  As America's Best Source of Online Customers, AutoUSA is committed to providing our dealers with top quality new and used internet customers. AutoUSA lists our dealers on over 100 auto websites. Let us put you where the buyers are.

Carloan.com/InterActive Financial Marketing Group Carloan.com provides auto finance lead generation and lead management services to our dealer partners nationwide. Using a combination of web sites and marketing partners to deliver highly targeted leads, we help our customers SELL MORE CARS!® every day. Our lead generation programs are powered by Interactive Financial Marketing Group (IFMG).

Cars.com  Cars.com helps you reach serious, in-market car shoppers by making it easy for them to find your new, used and certified vehicles. Everything Cars.com does gets buyers to your dealership – from there, it’s up to you to do what you do best: Sell cars.

Lemonfree.com, Inc.  In 2010, 16 million auto shoppers shoppers chose Lemonfree.com to shop for their next vehicle. NADA marks the launch of the Lemonfree.com Dealer Certification program, allowing dealers to benefit from Lemonfree.com massive exposure and growth.

Liquid Motors Inc  Liquid Motors has the competitive market intelligence, customizable tools, and service-oriented industry experts to provide optimal Internet marketing performance for auto dealers.

Turn-Key Events  We help dealerships increase their traffic by over 300%. In five minutes we'll show you why an event by Turn-Key Events consistently generates more quality foot ups and non-shared internet leads than any other advertising. All for a cost that is at least 50% less than other sales event providers. We offer non-staffed and staffed solutions.

Other products and technology

ACAR Report  Combine New, Used, F&I, Parts, Service, CSI, Personnel and all aspects of your dealership's into one simple report. ACAR provides a solution to maximize your auto dealership's profits and keep your entire operations running at full efficiency. The ACAR Report & ACAR Group Report make you more money and save you more time.

AutoEforms  Shop Watch offers service scheduling, shop loading, powerful route sheets, web appointments, web statuses, customer departure display boards in the lounge & arrivals displays in the drive. Great for call centers. Fully integrated into your DMS. Significantly improve your communication, organization, efficiency, accountability, CSI & profitability.

Automotive Business Solutions LLC  ABS BarCode scanning for Parts Departments and ABS VinScan for New and Used Vehicles reduce expenses by increasing accuracy and reducing labor costs. These products enable dealerships to take advantage of bar code technology at an affordable price without contracts. ABS works with Reynolds, ADP, UCS, DealerTrack, Quorum, AutoMate and PBS Systems

BrightLot  BrightLot uses RF technology to locate vehicles in real-time across multiple lots. We help our dealership customers increase sales, increase employee productivity, while improving CSI and reducing costs.

C P Handheld Technologies, LLC  CP Handheld has a web based software tool for the retail automobile industry that automates vital dealership accounting reconciliations. The software is unique as it allows files from any source to be instantly converted and reconciled. The quality of our reconciliation software is in a class by itself. Also provide scanning and label services.

Callbright (R+R) Callbright provides real-time phone tracking solutions built for dealers to optimize marketing investments and enhance customer relationships. With easy access through a web-based system, Callbright's core tools allow users to track advertising effectiveness, record and monitor calls, and send broadcast messages.

Clickmotive  ClickMotive has combined the power of Web, Video & Search™ for Dealers, Auto Groups, Marketing Regions and OEMs. ClickMotive offers its FUSION Website™ software that combines the “Power of Web, Search, Video, and Mobile” into a seamless program. The company also offers FLEX Search™ software that dynamically manages high-converting PPC campaigns.

Compli  Compli's web based platform simplifies HR and compliance management throughout the entire employment lifecycle by automating the distribution and tracking of policies, forms and trainings. We standardize your business processes, creating actionable intelligence to drive productivity, reduce risk and increase profits.

Crowe Horwath LLP  As trusted advisers to the retail dealer industry, Crowe Horwath LLP, a top 10 public accounting and consulting firm, has guided clients toward success and fiscal strength with its audit, tax, advisory, risk, and performance services specifically tailored for retail dealerships.

DealerApp LLC  Dealerapp is a mobile application development company specializing in dealer services. The company currently provides a suite of mobile applications to the auto, powersport, marine, truck, airplane, and recreational vehicle market. Our mobile applications can be displayed on the iPhone, Blackberry, and Droid platforms.

Dealer-FX  Dealer-FX is an automotive performance management company with extensive experience (25+ years) in the automotive industry. Our background includes a strong emphasis on retail operations and a critical understanding of how successful dealerships perform.

DealerPro Training Solutions  DealerPro is a Preferred Partner with NADA University in providing their dealers with Fixed Operations online training with DealerPro VT, as well as in-dealership performance based training for Service Management and Service Advisors, Parts Department personnel and Collision Centers

ECOtality Inc  ECOtality, Inc., a leader in clean electric transportation and storage technologies, is currently project manager for The EV Project; the largest deployment of electric vehicles and charging infrastructure in history. ECOtality will install the company’s Blink charging stations; ideal for residential, commercial, and fleet deployments.

ETAS Inc  For over 25 years ETAS has been the leading diagnostic service tool and equipment supplier to the automotive service industry. Today, ETAS and Bosch Automotive cooperate to supply productivity enhancing OEM vehicle diagnostic tools, wheel and tire service tools, and parts to pin point and repair vehicles in dealership service bays.

Extra Trax, LLC  Elite EXTRA (Extreme Tracking and Routing Application) is a real-time tracking and routing system that streamlines the delivery of parts in the automotive industry, helping distributors to become more efficient and save money. Our real-time tracking allows you to keep your customers informed of their part's ETA through our on-line customer portal.

IMN Loyalty Driver  Loyalty Driver is the fully managed dealership e-newsletter that turns leads into sales and sales into lifelong customers. We help you sell vehicles by driving leads 3 ways: Buy Signals, dealer website traffic, and inbound calls. Professionally written articles, video, mobile access, social media, coupons, and reporting are included.

Infomedia  With more than 50,000 users, Infomedia is a world leader in parts & service information solutions. No matter the Dealership size or volume, Infomedia provides Dealers improved productivity, reduced costs, and a competitive edge in their local market through Microcat.Network which includes Microcat LIVE, SuperService Menus, and Auto PartsBridge.

J.D. Power and Associates  J.D. Power and Associates, a global marketing information services company operates in key business sectors including market research, forecasting, performance improvement, and customer satisfaction. PIN and the Retail Consulting Group work together to provide dealers with solutions to improve sales and service profitability.
LexCom Information Systems  LexCom provides aftersales information systems tuned to improving sales of original parts. Our products ranging from content management systems via parts catalogs to B2C eCommerce platforms are used by numerous customers both from automotive and other industrial companies.

Minacs Marketing Solutions  Minacs Marketing Solutions drive the profits of our automotive clients with sales, service, and customer care products designed to dramatically strengthen and enhance the multi-channel customer lifecycle.

Mobile Productivity Inc (MPI)  Is your service department a World Class™ performer? Visit MPi at booth 1052. Learn how the MPi World Class Inpsection™ program & the MPi EDGE™ system can turn your service department into a World Class profit center. Come see the success that dealers nationwide are experiencing. How much money are you leaving on the table?

Moments To Remember USA  The Most exciting MOMENT at your dealership is the delivery! Capture that Moment! We then help you build lifetime relationships with your customers.Automated Personalized Photo Touch Points and Personalized Photo Marketing.Customer Satisfaction is not enough it's LOYALTY YOUR AFTER!Making Moments last since 1995 now together with Saleztool

OEConnection  OEConnection, the leading Online Parts & Service Exchange in the automotive industry, is dedicated to helping dealers sell more parts, operate efficiently and increase CSI. OEConnection currently serves more than 20,000 dealership and repair customers with a wide range of web-based solutions in the U.S. and Canada.

One View Inc  One View is a leading provider of electronic data management solutions: archiving, report generation, scanning and data conversions. As an impartial advocate to the automotive dealers in data and document management, our solutions help dealers focus on their core business of selling and serving cars by unleashing the power of their data.  Note: R+R bought their competitor, KoData.
Snap-on Business Solutions  SBS provides information tools and services to OEMs and their dealers that increase productivity and parts sales, improve customer experiences, and maximize profitability. SBS offers EPCs; service shop equipment; integrated storage solutions, new facility and remodels; diagnostic tools; accessories solutions; and repair information systems.

TimeHighway.com  TimeHighway allows you to manage your service drive and offers customers real-time, online service scheduling with DMS integration, automatic confirmation, reminder and thank you emails or text. Offers VIN specific menus, digital inspections, back-stop service for incoming overflow service appointment calls, express check-in and express check-out.

Total Dealer Solutions Inc  Total Dealer Solutions (TDS) is a nationwide provider of products designed to make the automotive dealer more profitable. Products include manual or scanned parts physical inventory services, a proprietary parts obsolescence analysis and reduction tool, a service department customer retention and retrieval program, and vehicle sales marketing.

TSD  TSD is the #1 Provider of Vehicle Management Software and Technology. TSD’s solutions improve customer service and help cut costs of operating a loaner or rental fleet. TSD provides innovation, technology, and solutions at an economical price. We provide software and technology for thousands of dealership locations such as, BMW, Lexus and Toyota.

Warranty Processing, Inc.  WPI - The original and most advanced warranty processing & warranty administration service, for over 44 years. Where your claims never leave the dealership! Stop spending time juggling employee expense to ever changing warranty sales. Put in a flexible system that collects all the money owed to you, while automatically adjusting to the market.

Web Development and Content Data Providers
This category includes developers that provider dealers with websites, but also content like Chrome and AutoData provide.  Oddly enough the list is very short – if you look at the VinSolutions website there are many more – mostly because the website is part of another technology category and many don’t exhibit at NADA.

Chrome Systems (DealerTrack)  For over 20 years, Chrome Systems has been an industry leader in accurate and comprehensive vehicle content that Chrome provides cost-effective build, price and configuration plug & play solutions, accurate descriptions for compelling vehicle listings, rich interactive media, and turnkey accessories solutions. drives sales and profitability. 

Dealer.Com  Dealer.com is the global leader in online marketing solutions for the automotive industry, providing award winning e-marketing solutions to OEMs, auto dealers and media companies. More dealers trust the Dealer.com Platform than any other platform in the world. For more information visit: http://www.dealer.com/promo/look-inside.htm.

Dealerskins (Domonion)  Dealerskins delivers visually-engaging, customized dealer websites that convert car shoppers into car buyers. By providing innovative and consumer-centric products, easy-to-use tools and unparalleled, best-in-class customer service and support, we optimize the online shopping experience and provide strong return on investment.

Jazel, LLC  Jazel Auto is a comprehensive dealer website and lead management solution. Jazel’s Patent Pending Behavior Based Targeting (BBT) websites maximize results by presenting specific content to customers based on their website viewing behavior. Your Jazel BBT dealership website presents the right message to the right person at the right time.
Appendix C- Lack of Objectivity by the Consultant

It is hard to be as deeply involved in this industry and still remain objective.  Since 1995 I have worked as a consultant doing training, design and product consulting for most of the major DMS and CRM companies discussed; ADP, R+R, UCS, EDS, Auto/Mate, Quorum, ACS, DPC, and Dealertrack/Arkona (partial list.)  In 2007 after the disappointing entry of Microsoft into our market (discussed in detail later,) we decided to design a DMS system; DealerStar.  We have had discussions with various CRM and DMS companies about possible mergers and reseller agreements of our DMS and entered into a reseller agreement with ACS/DealerSpan in 2007/2008 that fell apart when the ACS and DealerSpan agreement terminated in 2009.  We have also had discussions with ADP, Dominion Enterprises, Car-Research as possible resellers and for a short time had an agreement with a dealership group for a possible buyout, but in early 2012 we decided to bring DealerStar to market without working through resellers (a good idea that was ahead of its time) and we are now on a slow and expensive road towards manufacturer integration starting with GM and Chrysler and building a real DMS company using an interest free loan from a dealer as interim funding until 2015.  The good thing is that over the past 5 years instead of wasting time building a company and raising capital, we focused on developing and testing the software and have ended up with a small amount of debt and a fully developed DMS, built from scratch that we own 100%.  In the past 5 years the interface with the factory has greatly improved, so our delay has actually worked to our advantage.  I hope that my lack of independence and objectivity will be overshadowed by my candor and honest opinions.   I made these opinions with the understanding that the material in this report would be for internal use by SiverLake and not shared with any of the companies mentioned in this report.
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Consultant Jerome will offer
dealer management system

Ralph Kisiel
Aisiclgesin.com

Sandi Jerome believes the time s right
for Dealerstar

Jerome, a longtime dealership. tech-
nology consultant, has developed the
dealership management system, sched-
uled to be available nationwide in January.

Unlike competing systems, DealerStar
has open source code that lets software
vendors and dealership users modify the
software to add functions.

Dealerstar's emergence will send even

Some dealers may have the expertise to
provide their own support for the syster,
Jerome says. But smaller stores may
want to contract for support with the
systemis resellers, she says. Jerome
thinks that software support could run
about §2,000a month.

By contrast, dealers typically pay about
$8,000 & month for software and support
with the largest system providers, she
says. “Lsavw this big hole, so that's why [
brought it out now,” Jerome says. “The
software programs out there now dont





Appendix D - About your Consultant - Sandi Jerome

Sandi has over 30 years experience in the automobile business.  She is a CPA with a degree in accounting, but also has the unusual combination of 3 years in F&I and another 2 years as an assistant general manager.  She has been the fixed operations manager for parts and service and the controller and CFO for the largest Chevrolet and Dodge dealer in a 5-state area.  She was one of the first female F&I managers in the country providing her with the knowledge of the sales process, service and parts operations, and DMS systems from being a system administrator. 
Sandi Jerome is a certified ADP consultant and helped write the ADP certification program.  She consults and lectures on automotive business management, internal controls, and computer utilization for NADA Management Education, CPA firms, AICPA, 20 groups, manufacturers, and three of the major computer companies. She has been a highly rated speaker at NADA in the past few years.  Her seminar, “40 Valuable Things to Do with Your Computer System” was rated 14 out of 63 seminars. In 2006, her seminar, “How to Create a Super Controller” was ranked in the top 10. She also provides in-dealership computer training for dealers and evaluations of their existing systems and processes. She developed CompuSelect, a computer program that provides dealers with a computerized analysis of their computer bids and helped over 1,100 dealers pick between 20 different available DMS systems over the past 15 years.  She also developed DMS Import which downloads a dealership’s database into online storage for data warehousing and creating marketing campaigns.  She specializes in third-party interfaces and training of R+R, ADP, UCS and most other systems for downloading accounting, service, parts, and F&I data from remote locations and converting the data into Microsoft Excel, Access, XML or other standard formats.  

Sandi is the author of a series of self-study guides on the automobile business that is used by CPA firms for continuing professional education.  She has written reviews of tax and accounting software for national computer magazines and two published mass market computer manuals.  She is the author of The Super Controller 1-3 Guides, Power ADP Reflection, Power R+R ERALink, Safeguards Training Guide, Data Mining made Easy, along with a free monthly Tip e-mail newsletter.  She developed The Pay Plan Wizard – a tool for creating effective pay plans using Excel and was the first editor of Digital Dealer magazine and still a regular contributor and technical editor.  She and noted ADP consultant, Jack Ross wrote Super Doc, Super Excel and most recently, Expense Master for ADP, R+R and Auto/Mate.  She has designed the newest DMS system, DealerStar to be released in late 2012. 
Sandi Jerome

Sandi Jerome Computer Consulting

1391 NW St. Lucie West Blvd #362

Port St. Lucie, FL  34986

Phone: (360)406-5062 ext 706

Fax: (503) 715-5600

sandi@sandijerome.com
www.sandijerome.com
www.DealerStar.com






Questions?  Email Sandi@sandijerome.com
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