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Greetings Members, Supporters, and Friends,

It is our goal to finish the 4th quarter of 2022 strong. We have many obstacles that has prevented us from having an excellent 
year such as lack of inventory and quality control issues. I am confident that over time Ford Motor Company and Lincoln will 
address these challenges and we will see relief in 2023. We know that our dealerships need to be equipped with the ability to 
sale used cars as well as new vehicles. Inflation and the scarcity of used vehicles has pushed the wholesale and purchase price 
up considerably. We are actively working with Ford Motor Company and Ford Motor Credit Company to address the need for an 
increase in floor plan lines to assist you with your inventory needs. We know that these are challenging times for our dealerships, 
and we will continue to do everything in our power to support your immediate and long-term success.

As a Ford MDA member one of your benefits is the dues for NAMAD and registration for the NAMAD conference is paid for 
you. We are pleased to see that many of you are taking advantage of this valuable benefit. The NAMAD conference that just 
concluded in October had over 800 participants. As a NAMAD board member, I am delighted to report that we are conducting 
our face-to-face meetings with the OEMs again. Part of our mission at NAMAD is to create parity and opportunity for minority 
dealers with all manufacturers. On behalf of our association, I want to thank Andrew Frick, Craig Carrington, and Rob Kaffl, and 
their teams for attending the NAMAD conference. The Ford information session was a hit at the conference. There was standing 
room only during the session. The session allows other potential dealer candidates to see firsthand the strong relationship we 
have with Ford Motor Company and Ford Motor Credit Company. 

This year NAMAD is changing the Chairman seat. It would be remiss if we did not acknowledge our very own Fernando Varela 
who is the outgoing Chairperson for NAMAD. Fernando is instrumental with guiding the organization during the challenging 
times when COVID-19 was at its peak. Through his leadership, coming out of COVID-19, we believe that the organization is 
stronger than  ever. Under his watch we also filled the replacement of President of NAMAD. As most of you know Mr. Damon 
Lester stepped down from being the President & CEO of NAMAD. We wish Damon all the best as he pursues a new career. 

Please join me in welcoming the new President and CEO of NAMAD, Mr. Hugene Fields. Mr. Fields proven himself to be a solid 
candidate to lead NAMAD now and in the future for many years. Further, the new Chairman to succeed Fernando Varela is our 
very own Damien Mills. Mr. Mills has been on the NAMAD board for many years in various leadership positions. We believe that 
that the experience and involvement that Damien brings with him accentuates the continuity we have as Board of Directors and 
the continued success of NAMAD. 

Each year NAMAD recognizes the Women of the Year in the Retail Automotive space. This year NAMAD recognized our own 
Ms. Denetria (Dee) Suber. Dee has been a minority dealer advocate for over 27 years. It is refreshing to see that we have a 
platform that recognizes the had work that goes into running and maintaining an association. So, the next time you see Dee at a 
conference or communicate with her during a conference call or phone conversation, please let her know that we are proud of 
her accomplishments supporting our members and minority dealers.

It is also part of our strategy as an association that we will constantly be on the lookout for opportunities to share with our 
members. In fact, we are starting to see opportunities that are pouring into the Ford MDA office. And for any reason, if you are 
contemplating selling your dealership, please let us know. The information you provide us with is confidential. Thank you for your 
continued support of our association. We look forward to finishing 2022 strong.

Sincerely,

Robert Valdes, Chairman

Message from the
Chairman
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Connect with us

Recent support of Ukraine against attacks by Russia may have put the U.S. in the 
crosshairs for increased ransomware cyberattacks. To thwart these attempts, a 
new initiative called “Shields Up” has been launched to help guard critical U.S. 
infrastructures.

In a new survey conducted by CyberCatch, 1,200 small and medium-sized 
retail and transportation companies found that only one of four could survive 
a ransomware attack for longer than a week – with greater than half of these 
businesses lasting no more than three days. While the study did not specifically 
identify auto dealerships, they fit within the profiles of the companies surveyed.

Dealerships are being targeted! In fact, a 2018 CDK Global Dealership Cybersecurity 
Study found that 85% of polled dealerships revealed that their businesses had 
experienced an incident in the two years prior to the survey. Additionally, the “CDK 
Global Cybersecurity’s 2021 State of Cybersecurity in the Dealership” report cited 
that ransomware payouts increased seventeen-fold from 2019-2021, averaging 
$220,298 per occurrence – with individual demands ranging into the millions.

The study also revealed that attacks can halt a dealership’s operations for up to 
16-days, so it’s crucial to have the infrastructure in place including online backups 
and monitoring software to help employees identify potentially harmful emails 
and websites.

Don’t become a statistic.

The many faces of Cybersecurity.

Bottom line, cyberattacks are evolving and increasingly more frequent in the 
U.S. While dealerships have tightened their defenses, continual improvement is 
imperative to help reduce the risk of costly payouts or being put out of business.

But there’s another layer to dealership cybersecurity that can’t go unnoticed – 
customer service. As cars become more connected, a larger share of the business 
has shifted to software-related issues and customer data. According to the 2021 
CDK Report, “84% of consumers said they would not go back to buy another vehicle 
after their data had been compromised”. If your dealership is compromised, 
there’s a probability that many customers could be lost forever.

OUR FRAUD 

AWARENESS COURSE 

HELPS IDENTIFY 

THE TYPES OF 

FRAUD (INCLUDING 

CYBERCRIME) BEING 

COMMITTED IN THE 

RETAIL AUTOMOTIVE 

SPACE AND OFFERS 

WAYS DEALERSHIPS 

CAN HELP PROTECT 

THEMSELVES. 

TO LEARN MORE 

PLEASE VISIT 

ALLYACADEMY.COM.

©2022 Ally Financial Inc. All rights reserved. Ally and Do It Right are registered service marks of Ally Financial Inc. 

Are you protected 
against rising 
ransomware attacks? 

Learn how to dial 
up your defenses.

https://www.allyacademy.com/
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Executive Director
Message from the

Greetings Dear Members and Supporters,

Shelton Jackson “Spike” Lee an African American film 
maker, producer, screen writer, and actor is known 
for his innovation and adaptation in the movie and 
film industry. His career spans over 35 films since 
1983. Spike once said, “I believe in destiny. But I also 
believe that you can’t just sit back and let destiny 
happen. A lot of times, an opportunity might fall into 
your lap, but you have to be ready for that opportunity. 
You can’t sit there waiting on it. A lot of times you are 
going to have to get out there and make it happen.” 
It appears that the retail automobile industry is 
going through accelerated changes brought on by 
pressures from outside the regular forces that dictate 
the industry. Therefore, causing dealers to be more 
focused and deliberate than ever before. 

Our Ford Minority Dealers Association (Ford MDA) 
Board is focused and stands ready to support our 
members more than ever before. Our Board continues 
to stay engaged with Ford Motor Company and Ford 
Motor Credit Company on your behalf. Also, for 
those that did not get a chance to attend the NAMAD 
conference in Miami, Florida at the Fontainebleau 
hotel, I want to take this time to acknowledge Ms. Dee 
Suber as NAMAD’s Woman of the Year of 2022. I have 
had the pleasure of working with Dee for the last 20 
years and I can think of no one that is more deserving 
of the award than Dee. When you speak with her or 
see her, please congratulate her on this remarkable 
achievement. 

As you might have heard by now, Ford Motor 
Company is going through restructure. For those 
that do not know Ms. Zenaida Wright has retired from 
Ford Motor Company. Zenaida or “Zee” as she was 
affectionally called was a company champion for our 
association for 20 years or better out of her 34 years 

as an employee with Ford Motor Company where 
she spent most of her time working out of Minority 
Dealer Operations (MDO). We will miss her passion 
and support for Ford minority dealers as we continue 
to move our association forward. We hope one day 
that Ms. Wright will join us at our conference to 
fellowship with many of you that she became friends 
with over the years.

Ms. Zenaida Wright’s responsibilities from MDO 
are now given to Ms. Yolanda Stewart who is now 
the Minority Dealers Operations Manager. Ms. 
Stewart brings an abundance of knowledge to the 
MDO department. Ms. Stewart has over 20 years 
of experience with Ford Motor Company. I can say 
working with Ms. Stewart we have not missed a beat 
with what we need to accomplish as Ford Motor 
Company goes through its restructuring.    

Mike O’Brien who worked close with our Board for 
several years has now taken an assignment working 
on the Ford Model e program. Mike is working on the 
ground floor with Model e and we wish him the best 
as he helps develop this exciting and challenging 
department of Ford Motor Company. Mike was our 
main contact for many years helping us to move 
our agenda forward with Ford Motor Company. 
His position is invaluable to the success of our 
association. 

Mike’s MDO assignments are now the responsibility 
of Mr. Christopher “Chris” Thornton, Manager, US 
Sales Strategy. Mr. Thornton brings with him over 
20 years of experience with Ford Motor Company. 
Chris has hit the ground running taking over the 
responsibilities from Mike O’Brien. We believe that 
with Chris’ and Yolanda’s assistance we will continue 
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Executive Director
to move the association further as we serve our 
members and strive to be the best minority dealer 
group in the industry. 

In our last newsletter we provided information on 
our member benefits. Further, Mr. Osvaldo Garcia 
Jr. continues sending out surveys for your input on 
products and services the association is putting 
together for our members to increase productivity 
and profitability for your dealerships. I am including 
the insert from our last newsletter so that you 
may be able to take advantage of one of the many 
member benefits that we provide for you. 
 
This year we included in your member benefits 
package our newly developed Ford MDA portal. 
By now you should have correspondence from 
Mr. Reggie Vaughn with 11 Sight. Included in 
your membership package is: two dedicated 
lines used for video chat with customers or with 
staff. An email went out from Mr. Vaughn with the 
following information: Congratulations on being 
selected by your dealership to represent them 
on the FMDA Customer Engagement Platform. 
We need to get you up to speed on using the 
platform to collaborate with customers who have 
expressed interest in dealing with Minority-Owned 
Dealerships. 

I realize that life at a dealership does not always 
allow you to join a predetermined training session. 
So, we have created training sessions that are on-
demand. You will need to sign up for the portal to 
access this training. To sign up, you will need to go 
to this website:

https://app.suitedash.com frm/21FFywFMnwADUxUFs
  

You will be asked to fill in your name and email. 
We will then send you an email from Berry Vaughn 
Enterprises asking you to create a password to 
access the portal. This secured link will give you 
access to our shared documents. After you submit 
your password, another email will be sent with the 
link to access the portal. Click the link to reach the 
welcome page. To get the videos, click on the LEARN 
link at the bottom of the left column. Here you will 
see two orientation videos.

We will be providing additional videos here in the 
future, so please remember your password to 
have access.  If you have any problems accessing 
the system, please contact Reggie Vaughn at  
reggie@11sight.com, 954-304-0302 or 
vChat - vcall.link/reggievaughn

In 2022 and beyond, it is our goal to continue 
improving tools and resources for you to be 
profitable. Further, we want to continue the 
momentum we harnessed over the years. We pray 
that you and your family are staying safe during 
these challenging times. Also, that your employees, 
their families, and friends are safe as well. 

Best Regards,

Dr. A.V. Fleming, Executive Director

https://app.suitedash.com frm/21FFywFMnwADUxUFs
mailto:reggie%4011sight.com?subject=
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To: All Ford and Lincoln Minority Dealers

Greetings!!  My name is Yolanda Stewart.  I’d like to introduce myself 
as Ford Motor Company’s new Minority Dealer Operations Manager.  
With Zenaida Wright leading the charge for Minority Dealer Opera-
tions and the Ford MDA so many years, I realize I have amazing 
shoes to fill.

Professional Background
A little bit about myself: I joined Ford Motor Company in 1993 after achieving my Bachelor of Business Administra-
tion from the University of Michigan Business School.  Later, while still working for Ford, I also achieved my Master of 
Business Administration.  Go Blue!!

My 29+ year career has spanned the Marketing, Sales, and Service organization. Like many at that time, I began 
as a Customer Service phone rep. Soon after, I moved into various roles in the field (Detroit and Dallas Regional 
offices), as well as the General Office within Ford Customer Service Division, Market Representation, Lincoln, and 
others.  In a turn of events, I also explored Ford Pro Intelligence, serving as Product Owner to aid in the development 
of telematics-enabled fleet management software. But my heart was with the Retail Network team, where I happily 
returned in August 2021 in my second stint as Franchising/Retail Network Coordinator. Now, I’m excited to leverage 
that experience in Minority Dealer Operations.

Minority Dealer Operations Aspirations
My favorite roles are those where I’ve worked closely with the dealership network. I’m thrilled for the opportunity to 
extend my passion for dealers toward improving ethnic minority and female representation at Ford and Lincoln deal-
erships. This will be accomplished, in part, by helping to bring to fruition dealer ownership opportunities for Ford’s 
impressive pre-approved candidates. 

I commit to engage in DEI initiatives that ensure employees at all dealerships mirror our diverse customers and com-
munities. Finally, I’ll partner with you and Chris Thornton, who you met in the 2Q 2022 Newsletter, to promote and 
progress Ford’s Minority Dealer strategic priorities.

If you have questions or ideas on how I can support you, contact me. We’re in this together!

Sincerely,

Yolanda D. Stewart
Minority Dealer Operations Manager
ystewar2@ford.com

Yolanda Stewart
Minority Dealer 
Operations 
Manager

mailto:mailto:ystewar2%40ford.com?subject=
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It has been about two months since I transitioned into retirement and I did not 
want another day to go by without me saying Thank You and Farewell to my 
Minority Dealer Friends.

For over 20 years I worked with you, day in and day out, to enhance your Ford 
experience. I am so thankful that I was able to pour into the lives of so many of 
you as you navigated your journey with Ford. Through that work, I was able to 
learn so much and to create friendships that I hope will last into the future.  

When asked what I miss about Ford, my response is YOU and the joy that I 
got from our interactions. It has been very different not having the Minority 
Dealer responsibilities and normal day to day activity that I have become so 
accustomed to, but believe me when I say that I have wasted no time in filling 
my days with fun, family, and friends. This is my new normal and I am looking 
forward to where this journey will lead me.

With that said, I miss communicating with you and hope that you will reach out 
to me via EMAIL at z_wright@comcast.net just to say hello. 

In closing, I’d like to again say THANK YOU for your friendship and to wish you 
much success in the future.

Zenaida “Zee” Wright

Greetings 
From a Ford 

Retiree
I’ve been missing 

you… 

mailto:z_wright%40comcast.net?subject=
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https://www.coxautoinc.com/market-insights/transformation-toward-ecommerce-in-automotive-retailing/?utm_source=esntial&utm_medium=pdf&utm_campaign=esntl-transform-21-12&utm_content=transform-pdf
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All-New  
Staffing Resources!
Build a more diverse and effective team, learn what today’s job seekers are 
looking for, and discover how to use your employer brand to attract top-talent 
with new staffing resources now available on the Focus Audiences Resource Site. 
Find these in the Integrate tab under Staffing & Welcoming Customers:

 • DEI and Your Dealership

 • Expanding Staff Diversity

 • Job Seekers

 • Creating and Using Your Employer Brand

 • HR Tools and Resources

Take advantage of these staffing resources  
and build a stronger team today!

We encourage you to use the Focus Audiences Resource Site as a valuable tool that 
can help you welcome Focus Audiences into your dealership and the Ford Family. 

Creating and Using  
Your Employer Brand to  
Attract Job Candidates

Employer Brand

    Research 

        Define 

            Set

                Market

This document/material reflects the general recommendations of Ford Motor Company. It may not be appropriate for your business. Accordingly, 
it is important for you to review and modify this document / material to ensure it is applicable from both legal and business standpoints to your 
particular circumstance before using it. Ford will not in any way dictate hiring or employment practices for its independently owned dealerships.

Finding viable job candidates for dealership positions isn’t easy. 
Competition for the best employees is high. You are competing 
with other dealerships, cellular stores, restaurants, doctors’ 
offices and more. To win these future employees, you have to 
stand out from the crowd. You have to market yourself to them 
as an employer of choice. Work through the sections of this 
guide to develop and communicate your employer brand.

Questions? Email us at focusaudiences@forddealerdashboard.com

https://corp.sts.ford.com/adfs/ls/?wctx=HGAvtAXyDPrO2QE12qH3p3aAh-pkCuNF&wtrealm=urn%3Aauth0%3Agrowthaudiences&wa=wsignin1.0
https://focusaudiences.dealerconnection.com/cmsfiles/dealer/integrate/FFA_Staffing_DEI_and_Your_Dealership_F.pdf
https://focusaudiences.dealerconnection.com/cmsfiles/dealer/integrate/FFA_Staffing_Expanding_Staff_Diversity_F.pdf
https://focusaudiences.dealerconnection.com/cmsfiles/dealer/integrate/FFA_Staffing_Job_Seekers.pdf
https://focusaudiences.dealerconnection.com/cmsfiles/dealer/integrate/5522_FFA_Staffing_DEI_EMPLOYER_BRAND_GUIDE_R5_FINAL.pdf
https://focusaudiences.dealerconnection.com/cmsfiles/dealer/integrate/FFA_Staffing_HR_Tools_to_Get_You_Started_F.pdf
https://focusaudiences.dealerconnection.com/Dealer
mailto:  focusaudiences@forddealerdashboard.com
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https://agws.com/
https://agws.com/fi-training/
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Abraham 
Razick’s 
Enthusiastic 
Leadership 
Drives Fullerton 
Ford Orange 
County to Excel 
in Community 
Service
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Just as automobiles need fuel to run, or in the case of EVs, an electrical charge, Abraham Razick has a unique 
brand of enthusiasm that sparks his team and his community for the greater good. A decorated, former U.S. 
Marine Veteran, Razick is the owner of Fullerton Ford Orange County in Fullerton, CA, which is not only a leader 
in customer service but also a leader in community service. There’s a saying that it “starts at the top,” and 
Razick’s leadership is exemplary. 

“My success is based on giving back and helping lift others up,” said Razick. “As long as I do that, I will continue 
this trajectory, and that is the measure of my success. That’s my motivation.”

Razick had a “turn-around experience” in high school. With the prospect of failing and dropping out to get a 
GED, he was spurred on by a motivational speaker and went on to boost his grades and graduate with his class. 
He’s been “paying it forward” ever since. 

Given his challenges as a high school student, Razick is passionate about helping students focus and achieve 
their potential. He has been honored by the Fullerton School District for his role as a mentor in their Rising Stars 
program. His most recent educational, philanthropic effort is the establishment of the Fullerton Ford Finish Line 
Scholarship for students at Santa Ana Community College, one of the largest and oldest community colleges 
in California. Through his initial $30,000 donation, a select group of students has received $3,000 each toward 
their certificated community college education this year. Part of the “finish line” concept is that these students 
have met certain criteria and completed at least one semester, proving their interest in continuing to further 
their education. The scholarships are renewable for another year if the requirements are maintained. The goal 
is to stick with the students throughout their community college journey. The school’s curriculum includes an 
automotive technology degree and several automotive certificates. One of the best parts of the scholarships 
is that Razick is not merely donating money; he also is making time to connect with and help encourage and 
mentor the students, which include a former U.S. Marine.

Fullerton Ford Orange County is Razick’s newest dealership, which he opened in August 2021. He has more 
than two decades of experience in the automotive industry and owns two Hyundai dealerships. In 2021, Razick 
was named a Notable Military Veteran by Automotive News. Over the past several years, he has served on 
several national automotive industry boards and associations. His most recent appointment is to the board of 
directors for Hyundai Hope on Wheels, which will surpass $200 million in grants for pediatric cancer research 
this year. Razick also serves on the National Advisory Board for Hyundai, representing the Hyundai dealers of 
the mountain states region. He also was recently appointed to serve on the California Strategic Committee for 
Ford. 

In addition to offering free oil changes for veterans and first responders at his Arizona dealerships, and a 
nominal $5 oil change fee at Fullerton Ford (due to CA tax restrictions), Razick also regularly donates to charities 
that support veterans or first responders, as evidenced by a recent promotion which will donate $100 from 
each pre-ordered vehicle through December 2022 to benefit the Orange County Fire Authority Benevolent 
Association.

The son of an immigrant and modest upbringing, Razick’s life’s mission now is to be a beacon of light to show 
fellow veterans, his children, and the community that the American dream is still possible.
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The next step is to “normalize” EBITDA by:
• Eliminating certain nonrecurring revenues and 

expenses
• Adjusting owners’ compensation to market rates
• Adding back other discretionary expenses.

Additional adjustments are sometimes needed to reflect 
industry-based accounting conventions. Examples include 
valuing inventory using the first-in, first-out (FIFO) method 
rather than the last-in, first-out (LIFO) method, or recog-
nizing revenue based on the percentage-of-completion 
method rather than the completed-contract method.

CONTINUED VIABILITY
A QOE report identifies factors that bear on the business’s 
continued viability as a going concern, such as operating 
cash flow, working capital adequacy, related-party trans-
actions, customer concentrations, management quality 
and supply chain stability. It’s also critical to scrutinize 
trends to determine whether they reflect improvements in 
earnings quality or potential red flags.

For example, an upward trend in EBITDA could be caused 
by a positive indicator of future growth, such as increas-
ing sales, or a sign of fiscally responsible management, 
such as effective cost-cutting. Alternatively, higher earn-
ings could be the result of deferred spending on plant 
and equipment, a sign that the company isn’t reinvesting 
in its future capacity. In some cases, changes in account-
ing methods can give the appearance of higher earnings 
when no real financial improvements were made.

A POWERFUL TOOL
If an M&A transaction is on your agenda, a QOE report 
can be a powerful tool no matter which side of the table 
you’re on. When done right, it goes beyond financials to 
provide insights into the factors that really drive value. Let 
us help you explore the feasibility of a deal.

Whether you’re considering selling your business or 
acquiring another one, due diligence is a must. In many 
mergers and acquisitions (M&A), prospective buyers 
obtain a quality of earnings (QOE) report to evaluate the 
accuracy and sustainability of the seller’s reported earn-
ings. Sometimes sellers get their own QOE reports to 
spot potential problems that might derail a transaction 
and identify ways to preserve or even increase the com-
pany’s value. Here’s what you should know about this 
critical document.

DIFFERENT FROM AN AUDIT
QOE reports are not the same as audits. An audit yields 
an opinion on whether the financial statements of a busi-
ness fairly present its financial position in accordance 
with Generally Accepted Accounting Principles (GAAP). 
It’s based on historical results as of the company’s fiscal 
year end.

In contrast, a QOE report determines whether a busi-
ness’s earnings are accurate and sustainable, and wheth-
er its forecasts of future performance are achievable. It 
typically evaluates performance over the most recent 
interim 12-month period.

EBITDA EFFECTS
Generally, the starting point for a QOE report is the com-
pany’s earnings before interest, taxes, depreciation and 
amortization (EBITDA). Many buyers and sellers believe 
this metric provides a better indicator of a business’s 
ability to generate cash flow than net income does. In ad-
dition, EBITDA helps filter out the effects of capital struc-
ture, tax status, accounting policies and other strategic 
decisions that may vary depending on who’s managing 
the company.

M&A On the Way? 
Consider a QOE Report
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M&A On the Way? 
Consider a QOE Report
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TMG’s DEI committee will assist in creating
partnerships with companies and organizations
that align with the mission of this membership
committee, it's members, and products. TMG will
host virtual and in person meetings and provide
attendees with an outlined agenda to keep the
conversation productive and on track.

Goal: In order to overcome the challenges of diversity among
minority dealers, we wish to gather information to achieve an even
greater impact. What solutions can TMG develop, and with whom
can we collaborate, to promote the success of individuals who are
diverse in the automotive industry?

Participant Expectations

Our Role

Engage in the conversation by sharing your experiences, opinions,
and feedback. Use your industry knowledge to assist in creating
programs to solve the problems we discuss. The committee expects
members to meet virtually or in person at least twice a year.

If you have any questions, concerns, or are interested in
becoming a member, you can call or email us at:

(315) 237-1679 brian@themuldrowgroup.com



Become a
Ford Minority 

Dealers Association

Join today at:
fordmda.com/join

Member Today

https://fordmda.com/join/
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Stopping the clock on an internet lead just got a whole lot easier
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FMDA has contracted 11Sight Inc. to build an inbound video call solution for all member 
dealerships. This platform is called a Customer Engagement Platform (CEP) and will allow 
Ford minority dealers to receive inquiries from customers anywhere with one click.

Inbound video call solutions combine video communication technology, digital telephony, 
and sales and marketing capabilities into one platform. The foundation of every inbound 
video call solution is an e-line. E-lines are digital communication addresses in the form of a 
URL that allows you or your team to receive video calls from any channel via any browser 
or mobile device. In addition, your new e-line can be added to any website, social media 
site, email signature, or QR code to link your customers to your showroom with one click.

Your dealership will be able to track all incoming calls back to the campaign or website 
it originated, capture all the conversation details, and send those details to your CRM. In 
addition, your sales team can answer the calls via a website browser or any mobile device 
and share with the customer any online sales enablement tools your dealership provides in 
real-time.

No more forcing the customer to send an email, make a phone call or talk to a bot to get 
the information they need to make a buying decision. Instead, the CEP has a bi-directional 
video that allows you to show vehicle availability, do online walk-arounds and even see the 
trade-in when making online appraisals. Other uses of this platform include video MPIs, 
remote finance menu presentations, and virtually showing customers how to pair their 
phones.

To start using your Customer Engagement Platform today, contact Osvaldo Garcia or 
Reggie Vaughn and give them the name and email of the person in your dealership you 
want to answer these calls. For additional information on the platform, click here.

Stopping the clock on an internet lead just got a whole lot easier

About 11Sight: 11Sight is a digital video portal that combines an 800-number experience with that of FaceTime. Customers 
can originate private calls with no downloads, registration, or friending on any device. Businesses have the same choice when 
answering. Plus, they get complete control and visibility over the calls, benefit from standard features such as call forwarding, 
message lines; and the platform easily integrates into existing IT systems such as CRM’s websites and Facebook/Meta postings.

FMDA Provides 
Member-Dealers with an 

Inbound Video Call Solution

mailto:mailto:ogarciajr%40msn.com?subject=
https://qpmail.us/p/w7CpRXsLGisiD45wP
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