YOUR

DEALERSHIP IS
MORE THAN 4

WALLS

e .
il g% '
[
III i ] III,
. | ’ :
I : : \
l s -
! L" 50
i i 1 i'L > I..
III'. | jr“-' |} \
'I- i . [ T
/
= {
i )\ ".
LT 7 || (i
|| | : | | -I [
; / II # |
i N 3 ‘ = i
I|II }. W II!% \
= \
-l 17 L!.&H \
/ - j

8
Wy B et
: N
|. \ "_,,P
)
o
- ! ,'\'
_.-F-:“—FL 5

DEALERSHIP DESIGN/BUILD §



CHIP WALKER

President of Custom Facilities

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

Custom FaciLimes
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Presenter
Presentation Notes
10 Years as COO of one of the largest automotive groups in the Midwest 
built 4 stores with CFI so he liked the company so much he bought it 
Fixed Ops guy by heart 
Strong understanding of how a building affects operations, gross, and labor 


CUSTOM FACILITIES

= 47 Years in the Business

= Exclusively for automotive

| :fv. B .-'--ﬁ..h_,lu-r ]n—j-l | ; -I- %J - J 4!=={ = - - L i
e rr--rMercedes Benz of Sprlngﬁeld __Ll’ V% TR [

= 480 Projects completed
= Built in 42 States
= Metro and Ruel Jobs

= Union, nonunion, and blended
depending on need

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time




TODAYS CONVERSATION

Key Benchmarks and Building objectives

3 Key Ways to save money during a project that are not a part of the
building

Step by step plan for staying open during a remodel

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

5 techniques to turn your building time into additional gross
opportunities !




OEM DID BOOK PROCESS

= DID Book

= Design Intent Document

= Complainant Requirements for OEMS (Examples)
= Floor tile
= Lighting
= Paint colors
= Wall Coverings
= Furniture

= More

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

Custom Facu



Presenter
Presentation Notes
A” DID Book” or a design intent document  is the design elements that your OEM and their design team has put together to help you understand what the project should like at the end and the pieces and parts that go into it.

Many of these elements are required in your project to ensure you are “compliant” at the end of your build. These image items include everything from the floor tile, lighting, paint colors, wall coverings and furniture and more. These image programs also include the exterior design items that give each manufacturer their signature look.
 
This almost always involves the “Entry Element”, combined with the exterior and interior finishes that give each dealership its unique branded and consistent look from store to store.These Image packages are very comprehensive, they will include vendor names & contacts, model numbers, pre-approved color pallets, options and some alternatives for most materials.



3RD PARTY REVIEWER COMPANY

The companies with which you work with to get through the DID process and receive your book

Trustmark
(internal Ford reviewer)

= (D Gensler

TOYOTA

& ChangeUp
FCA CBRE

FIAT CHRYSLER AUTOMOBILES

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

Custom FaciLimes
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Presenter
Presentation Notes
Each OEM operates with their own brand specifications and 3rd party reviewer, a few examples of the brands and reviewers that work together are as follows 

These third party brands operate under the purpose of:
Consistency of design for the brand
Image program compliance 
Timeline adherence 
$ participation 
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Presenter
Presentation Notes
When figuring out the size of your facility you will receive a planning volume sheet that looks something like this from the OEM 
This gives you the minimum standards based on your projected sales 
It should be noted that your current facility could already satisfy these needs 


HOW BIG DO | NEED

1600 Projected units

Facility and Land Areas

BUILDING AREA
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Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

Custom FaciLimes
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Presenter
Presentation Notes
As an example lets say that I have a projected sales of 1600 Units for the coming year. 



HOW BIG DO | NEED

1600 Projected units
e 7 display units
e 24 service bays
e 3carwash

Total square footage of
294,575

Facility and Land Areas
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Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time
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Presenter
Presentation Notes
With that projected I'm placed in this category here 
Go in quick detail about the individual categories 

With the Square footage taken care of we can move on to creating a basic footprint and begin the OEM DID BOOK process


DID DESIGN MEETING 1
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Presenter
Presentation Notes
The first design meeting is generally done on site with the reviewer 
Due to covid 19 we have been doing these over zoom meetings lately 

This is the phase in the project where you will begin to layout the different areas and aspects of the building based on your proposed planning volume that we previously went over 

These meetings are generally a 2 day working session 
Day 1 in the AM about 2-3 hours 
Day 2 presentations of feedback and negotiations 


RECEIVING YOUR DID BOOK

(This is not construction drawings even though you may feel you paid enough for them to be)

Design Intent HHONDA
Documents Honda Dealership

Gen 3 Image Program
nda
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RECEIVING YOUR DID BOOK

(This is not construction drawings even though you may feel you paid enough for them to be)

HOMETOWN JEER ‘
52 FLOORPLAN

N LEVEL CTETINES BXCEDING 6000 FOURS,
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1.6 Customer Experience Block Plan " ’ y% -,gl*% ’i
| e T189% Pl |

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time
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Chevrolet Faciity Imoge Design Intent | Version 7.0
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RECEIVING YOUR DID BOOK

(This is not construction drawings even though you may feel you paid enough for them to be)

JEEP SIGN FAMILY

principle
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635 PRINCIPLE
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6.1 Primary Signage

Brimary signage s one of the iconic:
features of tha NREDI 2.0 dealership.
These signs take a role of represetin

DeslerName  Nissan Tablet Nissan Wordmark
Letters. (withlogo) sian

Primary signs are required for al
ealerships, unless restricted by
local sign codes.

Primary Signs

- Logo

- Nissan Wordmark Sign

- Dealer Name Letter

- Pyionsan

- Drectional Sign
arvice Signs

L Cetomer Parking Signs Pyion Directional _Customer
Customer Perking sig sign Son  Parking Sign

Architectural Elements

Nissan Tablat

Thetablat Is considered an architectural

element and should be permitted as part 15

of the buiding parmit. It should not ba.

permitted as part of the sign package, as |

Rimpacts the overal allowed sign area. .
——

EXTERIOR SIGNAGE

Exterior Dealer Identity

igned and installd by Pattison Sign Group. The images
entative only and actualsigns may vary. See Section 4
ation.

.

CHEVROLET

£ P =3

DEALER NAME

Example
SIGN ELEMENTS -Deater Nome Lemers. NOTES:
oo | vers | smaners | oo . | 1 e imnaon
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218

Chevralet Facity Image Design Intent | Version 7.0

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time




EARLY SITE DECISIONS

= Land

= Not the actual cost, but the costs associated with prepping it

= Exterior Lighting

= Asphalt

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

14



Presenter
Presentation Notes
Now that your plans are ready and approved with your reviewer it time to get your site ready, however this is where many dealers can lose their shirt. 

Generally because owners are excited to get the process of the actual building going up they rush through some of these options and steps which can create heavy added costs down the road 

The three main categories to pay attention to would be:


15

LAND

= Storm

= Electricity
= Sanitary

= Water

= Phone

* |Internet

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

e

Custom FaciLimes
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ALL EXTERIOR LIGHTING

= LED
= Dimmers
= Efficiency

Security

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

Custom FaciLimes

DEALERSHIP DESIGN/BUILD
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ASPHALT

= $180,000
per ac.

For all
utilities and
all exterior
lighting
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OTHER BUILDING ADD ONS

= Car wash

= Express Service

= F&I (Back) Products
= Wholesale accounts

= Heavy duty lifts
= Heavy lifts
1l

= QOversized bays

= Pit alignment

= Waste oil burners

= Body shop

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

Custom Facimes
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BUDGET GUIDELINES

Domestics
= Shop

= Front of House

Imports

= Shop

= Front of House
High line

= Shop

= Front of House

NO FF&E

$65-585
$122-5135

$65-585
$135-5155

$85-595
$175-5200

Per Square Foot

Per Square foot

Per Square Foot

Per Square Foot

Per Square Foot

Per Square Foot

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

Custom FaciLimes



Presenter
Presentation Notes
Explain the budget guidelines 

Transition.
With those major points of the building process covered you should have a better idea of a building project from a 10,000 ft view. Before I cover a couple more topics I wanted to briefly pause to see if anyone has any specific questions as they relate to a project timeline. Of course it is worth mentioning that these points are an abridged version of the timeline and obviously there are specific challenges to each individual project. 


3 KEY WAYS TO SAVE MONEY

That are not a part of the building

1. Look for alternates to OEM required

2. Equipment purchases
1. NADA Sales/ buys
2. Buyin bulk

3. Relocate from another store

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

3. Lighting
1. Interior
2. Exterior

Custom Facu



Presenter
Presentation Notes
When working with your building it is easy to have blinders on and focus only on the building it self but here are 3 categories that people tend to miss when working on their project


21

3 KEY WAYS TO SAVE MONEY

That are not a part of the building

1. Look for alternates to OEM required

VS

Generic

$

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

Custom FaciLmes
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3 KEY WAYS TO SAVE MONEY

That are not a part of the building

2. Equipment purchases
1. NADA Sales/ buys
2. Buyin bulk

3. Relocate from another store

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time
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3 KEY WAYS TO SAVE MONEY

That are not a part of the building

3. Lighting (security)
1. Interior

2. Exterior

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time



Presenter
Presentation Notes
LED is always the best option 
Dimmable 
Programable
Interval lighting 
Auto savings
Can be tied to security system and send email alerts 


3 KEY WAYS TO SAVE MONEY

That are not a part of the building

3. Lighting (Power Savings)

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

1. Interior Electricity Use by Bulb Type
2. Exterior o
2P g all e
o -~ CFL
= 100 - LED
E
> 80
&
BT
[
2 40- -
o —@
D | | 1 I
0 500 1000 1500 2000 2500 T

Initial Luminous Flux (Im) '

Custom FaciLimes



Presenter
Presentation Notes
1000W metal halogen light creates equal luminance with a 400W LED with light delivered at 4’ above 
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STAYING OPEN DURING RENOVATION

: Phase your project as needed

.[Jﬂnl ]TJ]
’[|||||| || ||I

{'&d |I M M

s? Text to 317-460-4444 or email Charlie@cfidm.com at any time

stion

Quet!

Custom Facimes
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STAYING OPEN DURING RENOVATION

Must haves:

= Clean restroom
= Coffee

= Parts

= Sales

= Waiting

= Signage

.

-

o

S AR AR ——

E—

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

1
Custom Facimes
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5 TACTICS TO INCREASE GROSS DURING

CONSTRUCTION

1. Adjust your advertising to make it to seem like you're excited

VL L Ll Ll L Ll L/
PARDON OUR

Z Z
7, PROGRESS 7
/ EXCITING CHANGES /
% IN THE WORKS 7
SIS IIII SIS/

ONSTRUCTION |
Q &% REDUCTION

VIIIIIIIIIIA

email Charlie@cfidm.com at any time



Presenter
Presentation Notes
Pardon our dust sale
Custruction reduction sale 
Hard hat on the lot with sales staff 


5 TACTICS TO INCREASE GROSS DURING
CONSTRUCTION

2. Place a rendering with sign near your employees, waiting area, and on
major roadway

Coming Soon...

ALL STAR BUICK GMC

www.AllStarBuickGMC.com

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

For Vendor and Emplovment Ooportunity
Please Email

28
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5 TACTICS TO INCREASE GROSS DURING
CONSTRUCTION

3. Construction open house
= Ladies night
= (Cars and Stars evening

= Old/ New dealership walk

4. Job Fair

= New Techs
= New F&l

= New Service advisors

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time



Presenter
Presentation Notes
Consider hosting
A ladies night 
Cars and stars night
Dealership walk between old and new 


5 TACTICS TO INCREASE GROSS DURING
CONSTRUCTION

5. Grand Opening!
= Capitalize on this you only get one =%
= Press
= OEM Execs
= Give always
= Partner with a charity
= F&I specials
= Raffle

30

Questions? Text to 317-460-4444 or email Charlie@cfidm.com at any time

Custom Facwm



Presenter
Presentation Notes
Along with those make your team connect with the new location by hosting the staff and families to a dinner and operate tours to give everyone a sense of buy in. 


QUESTIONS?

£
= Text/ call 317-460-4444 . . . . e
o 11111

CustoM FACILITIES

(&}
S
of

= Type in chat!
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