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NAMAD has done veoman work in the past
n the numbers of minority-owned
1007 w

i 1 crcedes-
l one Atrican American and a Hispanic

Organization:
National Association of Minority

Automobile Dealers
Headquarters:
Washington, D.C

Founded:

1990

Members:

425 African-American, Hispanic

Asian and Native American

dealers inthe U.S

Dealer profile of largest

auto companies:

African-American

Company

General Motors
Ford

Chrysler

Toyota

Honda

Nissan

Mazda

“As of 1996

Dealers

97

“Total
Dealers

8,345
5,120
4,615
1,364
1,285
1,233

898

*GM, Ford and Chrysler all have established pro

grams to recruit and train minority candidates
BMW, Honda, Toyota, Nissan and Mitsubishi
have recently established such programs. Jag
uar, which plans to add new dealer franchises
said it will seek minorities. Mazda has no such

program in place, which is the case with other

import manufacturers

’s a Man’s
World’

By Tedra Butler-Dudley

Pamela Rodgers 'sn't a household a name. But anyone browsing the
pages of most African-American magazines would know her face. She is
General Motors “cover girl”, pild:ing the world’s Lir;c\[ automaker as a
company supportive of women and minority auto dealers.

Rodgers is one of a handful of African-American women owning auto-
mobile dealerships in the industry. The Michigan-based Rodger’s Chevroler
is a $19.8 million success thart is growing. And Rodgers reaffirms thar a
woman's place is where she chooses. Indeed, Rodgers asks in GM’s ad:
“Who said it’s a man’s world?”

Rodgers attributes her own success to “working harder to prove your-
self.” When Rodgers decided to leave Ford as a financial analyst in 1986 o
pursue a dream of becoming an automobile dealer, “there were few women
in the automotive business,” she says. “It took persistence to convince the
minority dealers training programs that I was serious. I had to reapply for
the program and was finally accepted in January 1988.”

Rodgers is a product of Ford’s dealer training program, but speaks highly
of GM and Chrysler. “All the programs are good but they don't teach you
one thing -- about how to deal with people.”

In fact, Rodgers says she learned how to dea

. with people “by selling cars
at my mentors' GM dealership before [ entered the training program.”

In addirtion, Rodgers draws no distinction berween African-American
auto dealers and other auto dealers. “Many African-American dealerships
are not in African-American neighborhoods so vou must knew how to
earn your business, and that’s by concentrating on quality, not numbers.”




