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Three Challenges
● Misinformation is scarce, but 

detrimental.

● Taxes: from different states or 
counties cause problems. 

● Systems sometimes don’t sync up. It 
is difficult to sync them up. 



Three Design Principles
● The small size of the dealership allows for a lot of verbal communication. It is easy 

to ask questions while going through the buying process because everyone is in 
the same space. 

● Each time new inventory comes in, the employees and manager go on a “Lot 
Walk.” This lets everyone know all of the inventory. 

● Building relationships with customer via word of mouth, social media, in-house 
visits, and more. A big emphasis on word of mouth. The sales manager said that 
this is the most powerful way to build relationships and reputation. 



Recommendations
● Integrate various systems more.

● Develop a system that accounts for various tax rates.
○ Ability to adapt to changing tax rates. 

● Create a system that helps aid in calculating leases.
○ Proper tax rates.
○ Integrated with other systems.


