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to sell Chevys, much less own a dealer-
ship with her name on the marquee. Fresh
out of college, with an undergraduate
degree in Economics and a MBA in
Financing, the native Detroiter had her
sights set on a promising career as a finan-
cial analyst. Yet, even though she was a fast-
track professional, Rodgers was uncer-
tain about what she really wanted to
do with her life. Her transition into
auto retailing was an adventurous
ride. After leaving college, Rodgers
. accepted a job with Ford as a finan-
cial analyst. Two years later, she developed an interest in Ford’s
Minority Dealer Program. Rodgers felt she had the corporate
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in 2 town dominated by GM employees. The combination

spelled disaster for the fledgling franchise, which was liquidated
less than two years larer.

Rodgers rebounded in 1993, when she became a Chevy deal-
er. Rodgers has steadily increased the dealership’s sales since
then, more than doubling revenue from about $20 million in
1997 to more than $40 million last year.

“The greatest recognition you
can have is to be recognized by
your peers’

“Every dealer that was successful before me paved the way,”
Rodgers said. “You have to give credit to the pioneers such as
Ed Davis (the first African American new car dealer) who really
broke new ground and made it possible for us to be successful,”
Rodgers added. Her next goal is to open a second franchise,
although no date has been set. One thing Rodgers is certain of is
that she is a car dealer for life. Once you get into the business,
she contends, you never want to do anything else. ¥
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