As determined at the last roundtable, this
session Mike Roppo and Rob Campbell will
cover:

s Consistent accessory pricing and ways
to build business

» Ideas for service and parts marketing in
the summer

* Plugging the holes in your sales by
digging behind exception reports

e Inventory maintenance in the era of
factory control/replenishrment

We will also cover the time-sensitive
step-by-step requirements to create the
Minimal Acceptance Performance (MAP).
This is the information that will help you
generate  increased performance and
sustain the excellence ir YOI
business...even in a down market.

Understanding what wour customers want
gnd . how to respond im order to
continuously be perceived as a value to
them.

Best of all, the most profound plan of
gction with a straight forward  approach
towards helping you generate the best
results your business can possibly achieve
during the summer season in this difflcult
market.

Michasl Roppo and Rob Campbell...these
men mean business! They are the most
effective, no-nonsense trainers in the
industry.

MEET THE MODERATORS

Michael Roppo
Michael Roppo is a Fixed Operations and Business

Development Consultant with the accounting and
automoative consulting firm of Mironov, Sloan &
Parziale, LLC. Michael is a speaker, author, trainer
and facilitator with over 30 years of experience.
Michael has hosted and spoken at several industry
functions, addressing fixed aperations
requirements. With this opportunity, he has
authored highly acclaimed "RESULTS" Automotive
Service Management Training Program, Value
Added Service Zelling Systems and How To Master
The Art of Selling Service, Michael is also a Partner
of Automotive Domain, which is a consulting
division of Mironov, Sloan & Parziale.

Rob Campbell
Fob Campbell serves as one of the resident dealer

analysts and consultants with the accounting and
autormotive consulting firm of Mironov, Sloan &
Parziale, LLC. He works with dealerships
nationally to improve thelr results from fixed
operations as well as helps through difficult
warranty audit concerns and negotiations. He has
conducted training sessions and worked as a
consultant to many  dealerships around the
country. A frequent and popular speaker at
industry events, including five NADA conventions,
he is a  true professional and a  great
communicator. In addition to his consulting
background, Rob has spent fifteen years writing
extensively concerning fixed operations
management and warranty administration issues.
Fob has 1¥ books and manuals on  Fixed
Operations management under his belt, He is also
an associate of the Association of Certified Fraud
Examiners.
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Please join us on
Thursday, May 21, 2009
8:30 am to 12 Noon
for a
Fixed Operations
Roundtable
designed specifically
for you.

Moderated by:

Michael Roppo
and
Rob Campbell

Fixed Operations
Consultants, Trainers and
Business Development Analysts




