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Attention to customers,
not flash or gimmicks,
counts, sales whiz says

By Doug Funke
stalf writor

opportunity to make a proper presentation, When you
do that and are willing to do that, ¥ou can make a
y v, he said.
Harold Shepherd knows Audis — or at least how to Audi huyers tend to be upseale and inner.directed,
sell them, Stepherd observed. They probably own a domestic
Shepherd, who works at Bill Cook Imported Cars in model or recently owned one but have developed high-

Farmington Hills, moved more new Audis — 109 — er expectations about the entire car experience from
;ast model year than any other salesman in the United performance to dealing with a deatership, he said.
tates.. .

When you toss In the Valkswagens, Parsches and Lo- SELLING AN Audl customer fs no different than any
tuses, hls sales number jumped to 166, That averages other, Shepherd said., But his mettle was tested a cou-
to more than one sate every other workday in a highly e of years ago when allegations surfaced of unintend-
competitive fleld. ed seceleration problems.

"'Sales peaple are driven by competition and ego,” "You just kept doing the best you could,” Shepherd

Shepherd sald. "I fecl good for my own personal acco. said. “Fortunately, we had a lot of loyal Audi custom-
lades and good for the dea lership." ers who figured (inedja} accounts were incorrect. The

Shepherd has worked in the auto retal business 28 car was tatatly vindicatéd by the government.”
years. He started out dusting bins in a parts depart- Tenacity apparently pays oft. Shephierd sald he gen-
ment and variously has served as a parts manager, erally works 50-55 hours per week, 50 weeks a year. He

sales manager and general manager. He's found a doesn't go to lunch or dinner,
nlche the past seven years as a salesman at Cook. “1think you have to have a certain degree of mental
“The only pressure I have I put on mysels,” Shepherd  sharpness and be rexdy to'work every day,"” he said. 1

said. “When you're in management, no matter how . tnight not always be here at 9 every morning, but when

thilngs are goffig (or you, pressure is always on you to [do get here, I'm ready 1o work.”

get others to perform. Shepherd said he doesn't do much cold-calt prospect-
“I think peabe of mind, and the fact I contral my own 1% 0r resort to gimmicks

destiny Is most stimulating about sales. And the oppor- “With the exception of times like this, I stay busy

tenity to mdet peaple on a one-on-one ba
ent people every day.” .
REPEAT BUSINESS and referrals are the bread R
and butter of new ear sales, Shepherd said. He pls AWARENESS OF ebbs and flows through so many
volunteered that sales people, hkimself inctuded, don't yearsin the business plus a bealthy dose of canfidence
operate jn 2 vacuum but are part of a team, . carry Shepherd through the slow times.
] Pmmu,r_my.hu“,,mwRm’m,_"lx_hmmhm»glHhin-v:yclical*hxsmmbc!are:“nr*

. \
year 43, . «$ . 2 X
cuslomers,” he said. “As much as Llike to give mysell  3idT conse from the schaol of tought that you éan't You do Wkat i takes to
credit, I think you have to give credit to the service and '““w the 'l"“"\'“l"““ d by what of \
parts depar(ments for that, You do what it takes te sWeve been impacted by what biviously i a reces- ]
reserve the Customer. Thores .okl dymammes by S 1 (b conmmrs ool 15 £ preserve the customer. There's
y g »
a lot of dynamics to that.
method of operation. they do feel comfortable with world events. They will
“It's important for me to realize this isn’t an every- event lly have to buy anather ecar. I want to be sure -HAHOLD SH EPHERD
day‘experience. I have to make it pteasant, informa- I'm here to take advant - )

pre
that worlid events surnewhat reluctant to make deci-
Takng the time to do 2 good selling job with any sions abuut major purchases

tive, fulfilling without being dull or disinterested in his

interest. and 1 could fust as well sel) zer

who walks through the door is Shepherd" i alat of pent-up demand when
know I wil) s

s and differ- enough with referrals, previous customers and new
. customers coming in,” he said. “Frankly, if you kandle
that situation correctly, you'dl stay, busy enough,”

DO 110 percent with people I tadk to, hepherd 5.
sald. *“The nature of the business i people tend to 0ok, aswner of the dealership, appreciates Shep-
shorteut. I never do that. I never try to qualify if a guy herd's efforts.
is or isn't 2 buyer. | always keep selling.

"1 give the customer as much information and time
10 buy the car as he will atlow me to do. One of the
biggest problems In this business is the customer
docesn't give you enough time. He's in a hurry.

“The difference in sales people a lot of times is per-
seasive ability to slow the customer down and get the

THINK Harold is-just an outstanding profession-
Caook said, “He understands the preduct, what's
ary dn order Lo fikancially structure the pur-

¢ of & liigh-line car, and he delivers a high level of
viee.
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Harold Shep-
herd sold more
Audis last
model year
than any other
salespersan in
the country,
Shepherd at-
tributed the
accomplish-
ment to atten-
tion to detail
on his part and
similar efforts
of colteagues
inthe service
and parts'de-
partments at
Bill Cook Im-
ported Cars in
Farmington
Hills,

Indiscriminate cuts can cripple
in long run during streamlining

By David F. Stein Professor Kim 8. Cameran of the  Caneron siud, “Every single firmn
special writar : University of Michigan has gleaned  my study did an across-the-board,
some of these lessons from i three- quiek-Ny strategy of getting oid of
ing.  year study of.30 ato mdustry dov prople

g sizings, an inital eost-culling strate “When you throw i geénade mto'a
During recent years, American gy (or many manufacturers rowmn, ¥ou are unsore who will- die,

business has applicd many names 10 Cameron sees downsinng as post- what skills wili be lost ™ C
rearganizations in the face of global tive in the long run A
competitive pressures. But the reali: “Many organizations, niyhe even DOWNSIZING PLA. pften ke -
P - Coy ] /

ty of lost jubs continues, especially  most, are fat and a hiule Moppier the cosumption that. people are i . ; Lo
e e BEST il dhe

Streamlining, rebullding, resi.
right-sizing, demassing, downsizi

—\

for white-collar workers and mana- WIth too many  cosl. not an asset, Carmeron siod,
gers belonging 1o unwieldy and un- tevels sagd leaving many organizations without
productive corporate structures, imeron. He s & professor of organs— enough people resources to survive

Now, besides contlnuing to cushion ational behavior and himan re Even more surprisiog o hin s the

the blow for those let go, companies  saurce management < speed wath which most downsizings
are Iookiag to the welfare of “survi- But the il downszaing romnds— lirve taken place
vors™ and the lessans- learned in  have not all been sucressial, Camer “Inanother survey of 100 Midwest

downsizing — expected to be a per-  on sasd. “The
manent fixlure in the husiness seene.  downsize, 1t

iy most antes
iy hurts them,” Ploaso lurn to Page 2

Tax effect impacts investments

1f°you think youw're paying Uncte
Sam foo much of what you make an
your investments, you may want to
take a closer look at tax-fre
_;xa%:-dclr'rr(‘d inyesynens.  Ju.

band muder cotsideration. Keep
mwind that1f you need to sell i mue
meipal hond before its matunty, you
must report your capital gaim or loss

thiat"tax treatment is only
one factor to cunsider when develop-
ing an investment strategy, nccord.
ing to the Michigan Association of hLs .
Certified Public Accountants, e -
® Municipal bonds offer investors
a way to carn tax-free interest in-
come. Issued by state and loca) gov.
ernments, municipal bonds  help
_raise moncy to build schools, roads
and other prajects, In the last few
years, the municipal-bond market
become a more complicated
place for investors. In the
al bonds were exempt from
federal tax, but changes In the tax
law ereated three ditferent tax
treatments of municipal bonds. The
interest you carn on the traditional
obligatlons of stale and local govern..

el investment expenaes
citted with Lix-exempl imvest.
wenty

® Treasury bills By transferring
muney frote an investiment that ae.
crnesnterest daily to ote that pays
erally pe stale and local taxesinterest at maturity. such as Treas
too But certinn bands issued for pry ury bills, you can defer the Laxes due
vate purposes, such as industrial des on’ vour imvestment carmngs, Treas.
velopment. now  geoerate mterest ey batls azve issned in debotmnatic
that can be subject ta the alternative  of” §10,000 and up, amd mature n
minimum tax Sail ather bonds, - three, six or 12 wonths. The bills are
chiding  those assued too finanee issned at a discaunt, With the interest
stadiums and “eonvention fas puad when they are redestaed at m.
turity for face

i . ! .
Gt the bost ror Hess

" SAVE $13099.00

“Come in for your test drive nont”

SUMSIMINE ACURA

S
/)

!

=

ments remains tax free. . .
And in most states, if the bonds
are from your home state, you gea-

elities, ue sLon T- s SR Grand River Fast or ke SNV
‘ tl] completely  exe tro . ) wy OF
g nlls 15 completely exempt from |~ Farsuneton il o
To determine sl mumepal bonds  state and local taxes, federal tixes . . Phone: 471-9200 O o -2
are the right type of investment for - are ool due unul the fear the bills hane: </ -
you, compare the celurn you can ol e . . AR A )
leet from a tax-exempt mvestment ® Certificates of depost Many - -

ta e return yoi would get from a2 bankx, broke e iems and other -
taxed investnent Yon should
wegh the seeurity and term o
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