
Record 
breaking service 
sales, new and 
revamped models 
on the way and 
Luther Fair Value 
Pricing are putting 
Brookdale Honda, 
Minnesota’s first 
Honda dealership 
in a strong position 
moving forward.

“Keep it 
fun,” is a frequent 
theme cited by General Manager 
Jim Haertzen, who said the new 
pricing system takes the stress out 
of buying a 
car.  The store 
is attracting 
people to its 
sales force who 
have never 
sold before.  
“We’re having 
great success 
with people 
who have 
never been in 
the business,” 

said Haertzen.
At the same time, the store’s 

Honda Gold Master salespeople 
are being recognized by American 

Honda as masters of their craft.  
Gold Master Dave Mix in 
sales has the highest customer 
satisfaction in the zone and joins 
Gold Master Mike Levit.  “It 
just tells us that we’ve trained 
our people properly and that 
they treat our customers the way 
the Luthers want them to be 
treated,” said New Car Manager 
Tom Groves.
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Luther asks: Why did you buy the truck?
Light trucks are a new vehicle 

sales force that can’t be ignored in 
Minnesota, racking up 55 percent of 
motor vehicle purchases in the state.

On a national scale, the Ford 
F-150 and Chevy Silverado are the top 
selling vehicles.  While riding higher 
is one reason often cited for pickup 
purchases, there are often more 
practical justifications.

“I haul a lot of stuff, tools, 
back and forth from the lake,” 
said Bob Mullin of Moorhead, 
who bought a 2010 Ford F-150 
from Luther Family Ford.  The 
metallic candy red finish on his 
2010 Ford F-150 has spurred 
many compliments.

Mullin is one of a record 
setting number of F-150 
purchasers here.  For the first six 
months of 2010, sales were up 
168 percent at Family Ford, the 
highest in the Twin Cities multi-
state region. 

Across the lot at Luther Family 
Buick GMC, customer Mark Hiatt, 
took delivery of a GMC Sierra 2500.  
He’s driven pickups since he started 
driving in a 1987 Ford F-150.  He’s 
bought new for some time and trades 
them in every two years.  “To me, it’s 
just a payment.” 

He traded a 2008 half-ton Sierra 
for the heavier version.  Though the 
ride in the 2500 is rougher, the three-
quarter ton vehicle can be loaded 
down with seed or chemicals without 
squatting.

His wife drives a Yukon Hybrid.  
“I don’t think I could get my wife into 

a car,” said Hiatt.  “She likes SUVs. 
We’ve had them since we had kids.”

Children and versatility were 
behind the purchase decision for 
Mary Horgan and Jaime Olivas, who 
purchased a Toyota Tacoma with 
four-wheel drive.  “We like to haul 
stuff once in a while,” said Horgan, 

“And, we got the extended or large 
cab so our adult girls could fit.”  The 
4-liter V-6 can tow 3,500 pounds, 
enough to handle the family’s 14-foot 
boat and camping gear.  “It’s still 
stylish.  It looks good,” said Horgan.  

Olivas said the pickup can do 
more than a car can do, adding that 
four-wheel drive is essential where 
they live in Ham Lake.  The “Tuxedo” 
bed cover and rear power outlets are 
among the couple’s favorite features.  
They shopped Dodge stores and 
multiple Toyota dealerships before 
settling on RL Toyota & Scion.  

Pickup drivers who prefer 
Toyotas are no longer restricted to 
small and mid-sized models.  The 
company’s Tundra is equipped with a 
5.7 liter 381 hp V-8.  

Bob Silverman, who leased 
a 2010 Tundra from Toyota City & 
Scion, says the six-speed transmission 
is “silky smooth.”  Refinement is much 
improved over the older domestics, he 
explained, and the pickup has some 

FIrst hondA reAdy, rejuvenAted

Fargo’s gM 
headquarters

When Luther Family 
Buick GMC went into its new 
store several years ago, across 
from Luther Family Ford near 
Interstate 29, those flying into 
Fargo at night saw a car city 
under the big lights.  

“You see the dealerships 
together and it’s so bright,” said 
Family Buick GMC New Car 
Manager Troy Weist.  The big 
sign at Buick GMC is the tallest 
offered by General Motors.  
Obviously, signage rules are less 
stringent here.

The domestic market in 
Fargo/Moorhead is much stronger 
than some areas, but the General 
Motors bankruptcy shifted some 
buyers to the imports, said GM 
Anita Emmerich.  “It’s been a 

little bit of an 
uphill climb 
to get people 
to understand 
that GM is 
back on track,” 
said General 
Manager Anita 
Emmerich.

Even 
after the recent 
departure of 
Pontiac, sales 

traffic is steady and new inventory 
is upping the excitement level. 
Design improvements on the 
2011 GMC Sierra 2500 pickups 
are generating enthusiasm.  
Some of the Allison 6-speed 
transmission equipped tall riders 
retail for $60,000.  “People want 
to look at the Denalis.  They’re 
pretty excited about the truck.  It’s 
all redesigned underneath and 

FaMiLy buick gMc, see page 4

brookdaLe honda, see page 4

Fair Value Pricing is their new calling at Brookdale Honda.  In new 
cars, from left, are: Ben Haertzen and Kevin Stimple in finance, 
Manager Tom Groves, Nash Tawfeek and Don Banta.

After spending two hours looking, Bob Mullin 
bought this candy apple red 2010 Ford F-150 to 
haul items to the Detroit Lakes area, where he has 
a cabin.  The four-wheel drive helps when pulling 
his ice house on the lake, but the Sync system 
inside is his favorite feature.

Farmer Mark Hiatt traded his 2008 GMC Sierra 
half-ton for a new 2500 model.  More payload and 
a larger box were key factors, along with heavier 
brakes and tires with thicker sidewalls.

Mary Horgan and Jaime Olivas purchased a four-
door Toyota Tacoma for personal hauling, camping 
and pulling their boat.

Senior discount day on service 
with free pie keeps cashier 
Sharol Martin hopping.  Caramel 
apple is the most popular.

The 2011 Buick Regal is grabbing 
attention at Luther Family Buick 
GMC where half-ton GMC crew cabs 
dominate new sales.

What’s your Luther 
auto story? ContACt 
kAthI At 952-258-8800 or 
newsletter@lutherauto.com

Why the truck? see page 7



Not since the introduction of 
in-store financing and insurance 
has the Luther Automotive Group 
seen a change as significant as 
Fair Value Pricing, the sales 
system that takes away the 
negotiating that most salespeople 
and guests dislike.  

Toyota City & Scion and 
Brookdale Honda are the latest 
entrants in the Value Pricing 
arena, and join 13 of their 
counterparts.

President David Luther 
compared the old way of doing 
business to horse trading, calling 
it a practice that sometimes 
created a hostile environment for 
guests.  He said that of the many 
friends and relatives who call him 
for car purchase referrals, all of 
them mention their desire for a 
fair deal, so the name was fitting. 

“We need to focus on what’s 
important, which is their needs,” 

he said.  Diffusing any claims 
that the process is a trend or fad, 
David said the goal is to get it 
right the first time because he 
doesn’t want to go back.

“This isn’t about profit.  
This isn’t about volume.  It’s 
about the experience you have 
coming in here every day.  All 
of these other things hopefully 
will take care of themselves,” he 
said.  Luther Auto is somewhat 
subject to the industry and market 
conditions, which resisted the fair 
value approach for a long time, 
David explained.

A recent article in 
Automotive News hailed a 
“Twin Cities transformation” 
where value-price and one-price 
offers are taking root.  One retail 
consultant said he doesn’t know 
of another major market with 
such a high concentration of one-
price and value-price stores.
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luther ClAssICs reCognIzed

To celebrate and commend 
their dedication and service, two 
Luther Auto stores recognized 
lifetime careers of commitment, 
for one who continues on the parts 
delivery path, and another, who is 
retiring.

Surprise and a 
soft spoken quality 
were the order of the 
day at Toyota City and 
Scion, where 40-year 
veteran Joe Torres 
walked into a catered 
barbecue luncheon 
accompanied by 
the cheers of his 
coworkers.

“We 
wanted to say thanks and 
congratulations,” said Parts 
Manager Greg Goodman.  “We 
appreciate you a lot.”

The room was full 
of employees at the Scion 
building to honor him and 
enjoy a catered meal from 
Famous Dave’s.  

Service advisor Jeremy 
Brisbin, who used to work as a 
service runner, said Torres was 
always the first one at the store in 
the morning.  “He’d have the coffee 
made and cleaned up ... he just took 
care of it,” said Brisbin.  “I don’t 
think he missed a day of work in 
his life.”

The long tenures of many 
employees at Toyota City says a 
lot, said Master Technician George 
Johnson.  

Torres, 67, started as a 
technician in high school and 
worked in that position until 1989.  
He remembers when Toyota first 
came to the states and he thought 
they just weren’t going to make it.  
“They weren’t exactly the best cars.  
They were not designed to be in 
this part of the country,” he said.

He called his time with 
Luther Auto a heck of a ride and 
said he has no complaints.

In the west metro, at Luther 
Hopkins Honda, another veteran 
was heralded.  Technician Bill 
Mulvihill’s retirement celebration 
featured a spread of pulled pork 
from a whole pig roasted for 22 
hours.  Mayor Gene 
Maxwell also made 
an appearance.  

Mulvihill was 
honored by those 
who described him 
as reliable, honest, 
hardworking, calm, 
a nice guy, and 
funny.  He 
was also 
remembered 
for the raffle 
tickets he 
sold for 
community 
charities, 

the Special Olympics and the 
Zimmerman Fire Department.

After 34 years, he is taking 
the chance that he will break 
his daily habit of showing up at 
Hopkins Honda.  He served as the 

union steward for 30 
years.  With so many 
years at one store, 
Mulvihill can tell the 

history of the Hopkins dealership.  
He remembers 10 years in the 

“old shop” and then the next 20 at 
the “5th Street shop” before finally 
moving to the new building five 
years ago.  

Some of those memories 
include David and Danny Luther 
hanging around the dealership.   
Moving into the new building 
“almost felt like getting a new 
job,” he said.  After one year as 
a lot man, he spent 29 years as a 
technician and four years handling 
dealer trades.  In every position he 
covered all aspects of working with 
the customer.  

“This is a great company to 
work for,” said Mulvihill  “It is a 
great operation, and they treated 
me and my family well.”  

When asked why he stayed, 
he listed several characteristics that 
made the job great.  Honest, good 
relationships were key.  “You were 
always here to help the customer 
and,” he added, “the managers are 
always friendly.”

He is excited to get to his lake 
home that he’s been building for the 
past 10 years.  He also will enjoy 
the fishing.  

Fair VaLue adds tWo, 15 totaL

discounts for PArK, renAissAnce fAir
Luther Auto employees can save $12.49 per 

adult ticket to ValleyFair amusement park, $4 on 
a two-day pass and $5 per adult admission to the 
Renaissance Fair.  See your controller for order 
forms and send them with check payment to Janelle 
Stallkamp, Motors Management, 3701 Alabama Ave. 
S., St. Louis Park, MN 55416.

Joe Torres, who celebrates 40 years at Toyota City, reacts to 
his surprise party, above left.  He was with the store before 
Luther Auto purchased it.

Hopkins Honda techs said goodbye to Bill Mulvihill, 
left, a 34-year veteran of the store, 29 of them as 
a technician.  Above, from left are: Trinh Le, Dean 
Hurd, Larry Schwartz, Mulvihill, Shane Gulbranson, 
Mike Engeland, Mark Tanglao and Myron Spath.

Above left, Toyota City & Scion General Manager Ron Murray points out a Fair Value 
display board at a special event unveiling the new system at the store.  At right, Jim 
Haertzen, GM at Brookdale Honda, shares program details with staff. 

cache chaser, gps expLorer
There aren’t too many games 

that can place a participant in the 
middle of a frozen river, searching 
for a Tupperware container 
wrapped in camouflage tape tucked 
inside a hollow tree.  Throw in 
a GPS (Global 
Positioning 
System) device, 
billions of dollars 
in satellite 
technology and 
call it geocaching.

If New 
Car Manager 
Mike Murphy at 
Hopkins Honda 
isn’t an expert 
geocacher yet, 
he’s well on his 
way.  Like almost 
1.2 million fellow 
“cachers,” he 
scrolls through 
cache locations 
online, ventures out 
to find them, signs cache logbooks 
and leaves items that travel with 
players to different cache sites.  
With his GPS device stocked with 
coordinates, he’ll even go out after 
work to uncover little treasures in 
strange places.  

For me, it’s more of a fitness 
thing, really,” said Murphy, whose 
geocache name is Seeingitdifferent.  
An average day is seven to 21 miles 
hiking, jogging or even canoeing, 
finding perhaps eight caches in four 
hours.  Murphy said geocaching is 
a sport.

Hidden items are rated 
based on terrain and difficulty.  
Puzzle caches, Murphy’s personal 
favorite, can be extremely 
difficult, with encrypted codes that 

must somehow be translated to 
coordinates on an electronic map.  
“First to find” items challenge users 
to get the coveted notation under 
their geocache name.  Others are 
educational, such as Murphy’s 

geological lesson 
posted for Minnehaha 
Falls in Minneapolis 

Getting there 
is more than half the 
fun, so Murphy tracks 
wasp and bee stings 
and his falls into 
rivers, lakes or creeks.  
He also isn’t afraid to 
venture out at night for 
a new find.  

Hand held GPS 
units can isolate a 
cache location within 
10 feet.  Some can be 
hidden 40-feet up in a 
pine tree.  Specialized 
clothing may be 
required.  

Geocache rules don’t allow 
digging or burying, but submerging 
is OK.  When water bodies are 
involved, Murphy has used a canoe 
and snorkeling equipment.  Two 
caches on a lake in Rochester, for 
instance, are hidden in milfoil.  
Even tougher finds may require 
rappelling.  Some of the activities 
can be hazardous, so players do so 
at their own risk. 

Many cachers are retired 
couples or traveling businessmen, 
the enthusiast explains.  “It gets you 
to places you wouldn’t necessarily 
be going,” Murphy said.  

For the puzzles, players try 
to figure out what the cache owner 

Using a GPS device, Mike 
Murphy and his daughter, Alexis, 
found this cache in a goose nest 
on an island in Eden Prairie.

geocache expLorer see page 7



Five full parts trucks 
from separate dealerships 
converge at 8:30 a.m. 
inside a building along 
Brooklyn Boulevard 
in Brooklyn Center.  
Unloading and loading, the 
drivers take each other’s 
products by area, plan their 
routes and roll out at 9 a.m. 
to make deliveries.

Each truck covers 
one area in what’s often 
described as a pool 
distribution system.  By 
eliminating multiple 
deliveries to the same locations, 
labor, gas and equipment costs are 
reduced, explains Ken Provo, parts 
specialist with Luther Automotive.  
“We decided to pilot it on the 
boulevard,” said Provo. 

With delivery tickets on 
tailgates, the system can put 11 
different part brands on each truck 
for morning and afternoon runs to 
the same areas.

Gone are the days of parts 
delivery trucks crossing paths 
and making the same stops.  The 
established delivery zones also 
open up doors for crossover sales 
where shops can receive parts from 
multiple manufacturers on the same 
truck.

Parts driver Joe Torres from 
Toyota City & Scion arrives well 
before the 8:30 a.m. rendezvous.  
He begins a parts shuffle, a daily 
dance of 
body panels 
and zones, 
moving 
Toyota 
and Scion 
pieces 
to their 
respective 
areas.

“This gives us the opportunity 
to knock on doors throughout the 
Twin Cities,” said Jeff Rivers, 
parts manager at Luther Brookdale 
Chrysler Jeep Dodge.  Rivers said 
his store may benefit the most from 
the new partnership.  For starters, 
the pool has eliminated thousands 

in courier charges to Chrysler each 
month.  “I’m the most excited about 
it,” he said.  The new network puts 
the store in closer competition with 
10 others that offer Chrysler parts.

Dealerships don’t charge 
delivery fees to shuttle parts to 
independent body and mechanical 
shops, so increased efficiency puts 

a solid dent in the 
expense column 
totals.

Two years 
ago, planners 
had considered a 
system wide parts 
distribution pool, 

but cooperation by 
dealership area provided 
a better solution.  
Far from Brooklyn 
Boulevard, Luther’s 
two Hudson, Wis. stores 
work together, and two 
Bloomington operations 
pool parts delivery resources.

For now, success of 
the system is dependent on 
driver flexibility with the 
zones, said Provo.  When 
one driver in a neighboring 
zone is heavy on deliveries, 
these can be shared with a 
nearby driver who has less.

As customers deal 
with one driver and 
two deliveries per day, 
convenience increases, 
and drivers have a chance 
to establish stronger 
relationships with regular 
stops, Provo explains.  

Brookdale Honda parts driver Walt 
Tuttle said that’s happening.  

“They like to shoot the breeze.  
If you don’t do that, they don’t like 
you,” said Tuttle.  Some don’t like 
to visit, but most do, he explained.  
“Sometimes, we’re running in 
and running out.”  There is some 
flexibility where rush deliveries can 
receive priority.

Rivers said the pool process 
and planning meetings have brought 
the dealerships closer together as 
operations.  “This is something that 
we should have done a long time 
ago,” he said.

Drivers and managers say 
the real test will be when the busy 
season starts in the fall.  That’s 
when weather related accidents 
begin to increase demand for 
vehicle body parts, and make timely 
deliveries more difficult.

“In this 
system, time is a lot 
more compressed,” 
said parts driver 
Scott Greenman 
from Brookdale 
Mazda Mitsubishi.  
On busy days, 
Greenman doesn’t 
get much time at the 
dealership.  “What 
we really need are 
bigger trucks,” he 
said.

Doctors enter and gather 
patient data on hand held tablet 
computers.  Now some service 
advisors are doing the same for cars.

A pilot project at Rudy 
Luther’s Toyota & Scion 
employs the Service Sales 
Kit or SSK tablet system.  
Using nine velcro-laden 
screens with electronic pens, 
advisors perform a complete 
walk-around inspection 
using wireless technology 
that establishes a paper trail, 
without the paper.

Service Advisor Mark 
Perra used similar devices in 
the late 1990s that were prone 
to electronic freezes and lock 
ups.  That’s not happening 
with the new units from 
Reynolds & Reynolds.  

“The whole idea is to be 
mobile with the customer at the 
car,” said RL Service Director 
John Kendall.  If someone 
complains about a chattering power 

window, the advisor can try it at 
that moment.  Video demos for 
customers are another option to be 
explored.

Perra said the tablets work 
up to 100 yards from the service 
drive.  That’s important, because he 
sometimes must step outside to help 
customers at peak periods.

Paperwork could get lost, said 

advisor Matt Knutson, but not with 
SSK.

Figuring out the kinks and 
technical issues goes with a pilot 

location’s territory.  
“We get to be 
the first eyes and 
ears,” said Service 
Manager Shannon 
Adams.  And, as 
service processes 
have become more 
formalized, this 
system has the ability 
to track each step that 
an advisor performs, 
such as obtaining a 
customer’s signature, 
Adams explained.  It 
may not be faster, 
say advisors and 
managers, but it is far 

more thorough.
“This will really help get our 

service advisors to the next level,” 
said Mark Morcomb, director of 
fixed operations.
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PArts Pool dIstrIbutIon brIngs new eFFICIenCIes

serVice driVe goes MobiLe in piLot project at rL

Brookdale Chrysler Jeep Dodge parts driver 
Ken English off loads parts for his fellow 
drivers.  The Chrysler store has seen a 
particular benefit from the new pool distribution 
effort. 

Rudy Luther’s Toyota Service Advisor Mark Perra covers a vehicle inspection 
with a customer using the SSK tablet system.  The devices are in a trial 
phase, and may be rolled out to other stores in the near future.

Parts drivers from Luther stores along Brooklyn Boulevard meet twice 
daily to split up runs to a wide Twin Cities area divided into zones.  Scott 
Greenman, left, from Brookdale Mazda Mitsubishi and Justin Ray, with 
Brookdale Chevrolet and Brookdale Buick GMC prep for a.m. deliveries. 

It was a heavy day of deliveries 
for drivers Walt Tuttle, Brookdale 
Honda, left, who went over tickets 
with Joe Torres, Toyota City & 
Scion.  

At least two of Luther 
Auto’s Toyota and Honda stores 
are seeing significant increases in 
lease numbers, as consumers place 
the risk for a vehicle’s residual 
value on automakers and their 
financing arms. 

Hopkins Honda had offered 
Civics for $179 a month with $0 
down and Accords for $219 per 
month.  For some time, the store 
had sold out of Accords, said 
Manny Mattson in sales.  “They 
were taking them off the truck and 
they were completely sold once 
they hit the ground,” he said.

At Toyota City & Scion, 
payments on a five-year lease are 
about two-thirds that of those who 
purchase, with nothing down.  
“We’re doing more sign and drive 
leases, so customers have no 
money out of their pocket,” said 
Paula Losleben, new car manager.  
“People are so conscious now of 
their money and budgeting.”  

Whether the customer is in 
a need or a want position, either 
way, it’s less money, she said, 
explaining that she’s never seen 
lease deals this good.

Many of her customers are 
realizing that though they wanted 
to own a car after five years, they 
didn’t keep it that long and ended 
up in a negative equity position.  
Couple this with the most popular 
car in the U.S., the Camry.

Monica Barranco at Toyota 
City & Scion agreed with Mattson 
that lease payments can be as low 
as two thirds of buying.  Toyota 
has been running 
aggressive 
lease specials 
on Camry and 
Corolla.  “Toyota 
assumes the 
risk and they 
don’t have to 
worry about the 
depreciation,” 
she said.  

The 
industry is 
turning to 
subvented, or discounted 
leases, according to an article in 
SubPrime Auto Finance News.  
Lower monthly payments in 
tougher economic times encourage 
lease arrangements.  The average 
age of lessees is now 51, as 
compared to 58 one year ago, 
while the average age of all buyers 
has dropped from 49.5 years to 
47.3, according to SubPrime.

“People are choosing to do 
other things with their money 
rather than putting it into a car,” 
said Mike Murphy, new car 
manager at Hopkins Honda.

Lease uptick 
For iMports

Manny Mattson with Hopkins Honda said 
Honda buyers are highly educated and are 
choosing leases.

Delivery tickets are laid out by location 
on the Brookdale Chevrolet van.

Salesperson Monica 
Barranco at Toyota City has 
seen more interest in leasing.



Employees and customers 
alike are anticipating the arrival of 
the newly redesigned 2011 Honda 
Odyssey in September and a new 
model, the CR-Z sport hybrid, 
which starts below $20,000.  

In the used car building, two 
new salespeople have signed on and 
have been successful.  One with no 
experience, Chelsea Countryman, 
is leading the sales board, with 18 
cars sold for the month and three 
days to go.  Customers are saying 
it’s difficult to 
find cars for 
under $5,000, 
so they’re 
moving to cars 
in the $7,000 to 
$8,000 range, 
which are 
strong sellers, 
said Used Car 
Manager Ardell 
Hanson.  

As the 
Hondas come 
back for service 
under new 
leadership from 
Service Director Jay Hanf and 
Express Service Manager Brent 
Johnson, the store generated record 
service sales in June.  “We’ve got 

some new managers 
with new attitudes 
and they want to grow 
the business,” said 
Haertzen.  

Hanf credits 
his employees for the 
store’s success story, 
and a customer first 
attitude.  “These are not 
things I taught them, 
just things that I helped 
them to remember to 
do,” said Hanf, who came from 

a high end 
European car 
dealership.  
Service is in a 
strong growth 
position, he 
explained, and 
has added more 
staff to be able 
to help more 
people.  Every 
employee is 
important, 
said Hanf, and 
especially the 
runners, who 
often serve as 
the face of the 

dealership.
Chad Zastrow and Zach 

Schwartz, advisor veterans on the 

service drive, are mentoring new 
team member Maurice Johnson.  “I 
hope to be here as long 
as Chad and Zach,” 
said Johnson.  The 
two have been on staff 
for 24 and 15 years, 
respectively.  The 
crew maintains a light 
atmosphere with a 
penchant for customer 
service.

Zastrow and 
three others came in at 
6:15 a.m. one day to 
service a customer vehicle that had 
to be out by 7 a.m. for a trip.

Johnson said he’s been 
impressed with the way this group 
of people has bound together to 
help others.  While many people are 
happy to have jobs right now, the 

service department 
goes a step further.  
“It’s great to see 
people who actually 
enjoy their job, who 
go to work to service 
the customer, not 
just for a paycheck,” 
Johnson explains.

In parts, the 
philosophy is to take 
that extra step for 
customers.  When 

costs of delivering 

parts sometimes outweigh the 
margins, Parts Manager Jim 
Rennich likens it to advertising.  
The old saying that it’s far easier to 
keep a customer than to find a new 
one rings true here.
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the engine’s been revamped,” said 
Rodney Tyson in sales.  A stronger 
hitch and larger coupler are now 
offered.  

This truck’s shorter sibling, 
in half-ton crew cab format, is the 
store’s best seller, followed by 
GMC Acadias 
and Terrains.  
Salesman Dan 
Volk said the 
brand new 2011 
Buick Regal 
will sell well 
with its styling 
and technology.  
“Handling is 
tight with good 
response,” said 
Dan Evavold, 
also in sales.  
It competes 
with Lexus and 
Acura. 

With components produced 
in different countries, the car 
is assembled in Russelsheim, 
Germany and has been sold for 
more than a year in Europe as the 
Opel Insignia.  “It’s truly a world 
car,” said Evavold.

The atmosphere here is 
welcoming and comfortable.  Two 
large bowls with tortilla chips 
and accompanying salsa line the 
lounge counter, where customers 
can enjoy popcorn, soda and 
coffee.  The comforts of home 
are all the more important when 
one considers the distances some 
customers drive.

Short summers may be to 
blame for the unusual sales patterns 
in Fargo.  Saturdays are not as 
strong because many customers 
head out to lake areas on the 
weekends, the GM explains.  

The store has capitalized on 
multiple General Motors factory 
programs that offer extra money 

for performance and other factors, 
Emmerich explained.  Excellence 
standards, brand elements, training, 
customer satisfaction and response 
times have been healthy.  “That’s 
been a concentration,” she said.  

Discount days offering 10 
percent off to seniors and women 

tend to draw a crowd.  Where 
the wrenches meet the bolts, 
productivity is on the increase, 
thanks to a new team system that 
rewards achievement.  Technician 
Team Leader and near 15-year 
veteran Steve Beltz helps channel 
work to four techs on his team.  He 
frequently tells them they did a 
good job.  “I like the responsibility 
of it,” he said.

Emmerich gives a lot of 
kudos to the team leaders for 
revving up shop 
productivity.  
“We have four 
of them and they 
do a nice job.”  
The new system 
allowed for a 
change in hours, 
turning longer 
three day shifts 
into a five-day 
format.  Vehicle 
checks and 
quality control are at the forefront 
among technicians.  As a result, 

unapplied 
tech time 
figures are 
very low, 
said Service 
Manager 
Tim Ebens.  

The 
average 
vehicle 
coming 
into service is a 2004 with 75,000 
miles on it, said Ebens.  Despite 
having fewer open hours, the 
number of repair orders is up, as 
is the total amount per order, he 
explains.  But, that’s not enough.  
He wants to improve by reaching 
set points and then raising the bar 
further.  

In parts, some people hold 
off on accessories when purchasing 
their vehicle, only to save up and 
buy them later, said Linden 
Pratschner on the parts 
counter. 

The 20- and 22-inch 
rims are popular, and the 
store sells the exchanged 
stock rims to others.  
“Anytime we get a set of 
take-off wheels, usually 
I’ve got a list of people 
looking for them,” said 
Parts Manager Larry 
Mitchell.  His crew is also adept 
at equipping new vehicles with 

attractive 
options 
that help 
them sell.  
Protective 
products 
from 3M 
have been 
popular.

After 
an increase 
in 2009, 

store accessory purchases from 
General Motors were up 32 percent 

in the first six 
months of 
2010. 

Buick 
GMC set up 
a program 
a few years 
ago where 
new vehicles 
are preloaded 
with popular 

accessories.  A couple of packages 
have done very well, said Mitchell.

The manager’s customized 
“Signature Series” accoutrements 
on the Buick Lucernes feature 
molded mud flaps, chrome rocker 
trim, stainless pillar trim and 
special emblems.  They’re selling 
three or four per month.  “I’ve 
had other dealers call and say, ‘I 
have a customer who looked at a 
Signature Series Lucerne.  How 

do you get that?’  Well, you can 
get them from me,” said Mitchell, 
who buys the parts from GM.  One 
dealership actually bought two of 
the kits for its new cars.  Chrome 
packages are popular on the 
Buicks, and customers spread the 
word, which generates more sales.

People like having a car 
that looks different from the more 
standard offerings.  Mitchell orders 
Buick emblems used for 2005 
LeSabres and puts them on the new 
cars.  Mitchell calls it “POP,” the 
power of personalization.  “You 
make it your own.”

Jerry Grosz, Jim Jermstad and Jody Jackson in parts.

FaMiLy buick gMc, FroM page 1

Mentored by Honda service veterans, service 
advisor Maurice Johnson, center, hopes to 
have a long career at the store, where Chad 
Zastrow, left, and Zach Schwartz have nearly 
40 combined years on the drive.

brookdaLe honda, FroM page 1

Technician Team Leader Steve Beltz, right, works 
closely with technician Jeremy Jensen and three 
others to keep his group on track.

They smile easily, and have helped the store achieve notable sales.  
From left are: Tom Carrier, Dan Evavold, Wayne Ellefson, Dan Volk, 
Justin Billing, Rod Tyson and Leland Walters.

Service advisors Mike Schell, left, Dan Bjerke and 
Robb Reierson with the captivating electronic service 
menu board.

Parts team members total five, including counterman Brad Jellison, left, Manager 
Jim Rennich, and countermen Dana Ridge and Jeff Kral.

Above from left, detailer Luke Smith works near new lube technicians 
Jose Hernandez and Jordan Webber.  Above right, Service Director 
Jay Hanf, left, and Service Manager Brent Johnson worked the grill 
at the store’s Fair Value Pricing rollout event.
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Its rod and cable steering uses a 
pully system that requires many 
turns to lock.  Does that wheel 
meet crash safety standards?
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todd broWn, dan VoLk and
Mike sundVor
Luther FaMiLy buick gMc

I haven’t purchased a lot of vehicles in my 
lifetime, but I have purchased my fair share.  In all 
of my dealings of buying a new or used vehicle, 
this experience by far has been the BEST!  Dan, 
from the first minutes of visiting with you, you 
added that personal touch, then to discussing the 
protection options of 3M, undercoating and Auto 
Armor with Mike and Todd then to wrapping up 
some of the paperwork with you, Todd– the process 
was excellent!  Even today, everyone is very 
accommodating and everything is clicking right 
along.  Thanks again for the great experience thus 
far, I look forward to being a long time customer of 
Luther Family Buick GMC. 

  –Eric Iverson 

todd richter and the teaM
Luther coLLision and gLass- Fargo

I just wanted to give a big thank you to you 
and the employees who did the repair work on my 

2007 Grand Prix.  I was surprised by your courtesy 
when talking to you on the phone, and the amount 
of understanding and patience you showed me when 
I asked a lot of questions.  I was even treated with 
respect when I picked up my car last Thursday.  I 
had an accident years ago, and the other dealership 
I worked with in town unfortunately did not extend 
that same courtesy and respect towards me, so 
receiving it from you was a surprise.  I really 
appreciate all you did to help me out throughout the 
whole process, as well as the other employees at 
your business.  Thanks again.   
   –Jeannie Doohen
tiM pope
White bear acura subaru

I wanted to write a note concerning the 
service level I was provided by Tim Pope in buying 
my car.  He did such an outstanding job that this is 
the third vehicle I have bought from him.  Here are 
examples of his recent efforts: continually notified 
me of lease rate changes, arranged to test drive 
TL for a day, called my insurance agent to inform 
them of the new vehicle on my policy, stayed in there 

with me, despite numerous inquiries, with a high 
level of professionalism, took care of the business 
office transaction quickly, called an e-mailed me 
on his days off to help.  You have one of the best 
salespeople I have ever worked with on your staff.  I 
look forward to working with him in the future.  
   –Mike Swenson
brian treVino
Luther Westside VoLksWagen

This was definitely the best car purchase 
experience I have ever had.  I have never felt 
as comfortable as I did with Brian at any car 
dealership.  The explanation and walk-through on 
my vehicle were unbelievable.  I actually enjoyed 
the entire car buying experience... which I have 
always dreaded in the past.  Great dealership and 
amazing sales personnel!      
  –Jessica Marlys Levandowski
Luther Westside VoLksWagen

Thank you for sponsoring my baseball team.  
I like to pitch.  –Will Staib, age 7

GreAt sAles exPeriences, resPect, comfort And ProfessionAlism

State of the 
Union update for fixed 
operations.  

Fargo racer Found in boatone oF A kInd FInds
sOAp bOx deRby CAR 
LUTHeR FAmILy bUICk GmC

Mileage: very low
Engine: gravity/incline system
Power: ramp, push dependent

Curb weight: less than 100  
1/4 mile: depends on hill
Top speed: 15 to 20 mph

Price: Not for sale
Class: Wood body 

dId yOU knOw?

The first All-American Soap Box Derby race 

was held in Dayton, Ohio in 1934, according to 

International Soap Box Derby, Inc.

Designed for youngsters, 
the brake pedal on the 
upper left ran a cable to 
a drop down, tire covered 
wood flap under the back.

Family Buick GMC runner 
and 50-year dealer veteran 
Floyd Weist, left, built the car 
for his older son Steve, 57, 
(not pictured), who raced it 
successfully for two years.  
Amazingly, his younger son 
and sales manager, Troy Weist, 
recovered the ground glider 
after someone found it in the 
bottom of an old boat.

A tiger paint scheme mimicked the Uniroyal Tire 
Tiger (1964).  Selland Motors was the previous 
owner of Luther Family Buick GMC.

Troy Weist never convinced 
his dad to let him play with 
the car.  He remembers a 
man with a pickup taking it 
away about 35 years ago.

With its 
strong sales base in 
Powersports and family 
ownership since 1967, 
Honda House in St. 
Cloud joined the Luther 
Family of Dealerships 
on August 2 and was 
renamed Luther Honda 
of St. Cloud.

“It’s a great 
franchise with great product,” 
said Mark Beithon, who works 
with acquisitions for Motors 
Management.  Honda House is one 
of the largest Honda Powersports 
dealers in the state and that’s what 
got it started, said Beithon.  The 
previous owners had operated the 
store since 1966 and built a strong 
following.  

In addition 
to automobiles, 
SUVs and 
Ridgeline trucks, 
the retailer also 
carries Bombardier 
products, Ski-Doo 
snowmobiles and 
Sea-Doo personal 
watercraft.  Honda 
and Spyder 
motorcycles 
round out the mix, 
along with Honda 
power equipment and a significant 
line of accessories.  It carries 
about 250 Powersports machines, 
which include motorcycles, all 

terrain vehicles (ATVs), personal 
watercraft and snowmobiles.

St. Cloud Honda will bring 
Luther Auto’s Honda automotive 
stock levels to about 1,500.  Beithon 
believes Luther will be able to 
increase car sales at the store even 
quicker than it did in Mankato.

New General Manager Carlos 
Garcia, from North Country Ford 

Lincoln Mercury, 
will join Service 
Manager Ray 
Tuenge, who was 
formerly with the 
Luther Customer 
Care Center and 
Hopkins Honda.

St. Cloud 
is a great trade 
area with good 
demographics, 
Beithon explained.  
The store has a staff 
of 24.

Watch for a full dealership 
profile story in the next issue!

HOndA In sT. CLOUd jOIns LUTHeR GROUp

The store has a rustic theme with multiple buildings and is 
clean and well maintained, said Mark Beithon..
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QUOTAbLe: After a competitor offered oil changes for $16.95 for months, Family Ford’s Brad Jordet saw a record 1,803 oil changes in June.     “It’s not about price.”  

Strong on Powersports products and 
clothing, the store also has great potential 
for increased car sales, according to 
planners within Luther Automotive.

We can heLp With your 
questions

Info. technology luther help desk
 952-258-8888

get more help at 952-258-8800

Benefits–    Annette sinicropi

human resources    diane Campion

401(k)  Carolyn rudi

employee orientation            janelle stallkamp

safety    Craig Frost

Benefits Web Site
www.lutherauto.essbenefits.com

employee Assistance Program 
24-hour help line  1-800-383-1908 toll free

Midwest eAP solutions 
www.midwesteap.com



empLOyees meeT TOny sTewART
Two Luther employees from the Twin 

Cities dropped everything and drove to Fargo 
at the end of June to see NASCAR driver Tony 
Stewart, who made an appearance at Red River 
Valley Speedway in West Fargo, N.D.

Controller Brenda Swanson and Group 
Controller Sherri Marnich, left around 
lunchtime and returned that evening with 
autographed 
T-shirts in hand.  
“I’m probably his 
number one fan 
and Sherri is his 
number two,” said 
Swanson, who 
plans to frame the 
autographed shirt.  

Stewart 
was in town for 
Donny Schatz 
Motorsports, a 
Fargo-area racing  
team that he owns.  At the 

evening track 
event that 
followed 
Luther Family 

Buick GMC 
service advisor Mike Schell 

and New Car Manager Troy Weist raced 
1956 Ford coupes as part of the Legends series.  
The store supports the raceway by providing a 
well-decorated GMC Sierra pace truck.
LUTHeR news eARns sILVeR AwARd

The Luther News received a “Silver 
Award of Distinction” in the 2010 
Communicator Awards, a national competition 
judged and overseen by the International 
Academy of Visual Arts.

Honored in the print and design category, 
the publication was one of three projects 
produced by The Wallace Group to receive an 
award.

senIOR mAsTeRs AT FAmILy FORd
The senior master technician lays claim to 

the highest achievement in Ford techniciandom. 
Five earned this honor at Luther Family Ford.

Master techs can be Ford certified in just 
one of three areas, but senior masters must have 
all three: driveline, engine and chassis, said 
Service Manager Brad Jordet.  The Twin Cities 
region, which includes three states and parts of 
three others, has just 82 senior master techs.

Senior Master Tech Shannon Mohn said 
the philosophy about technician education 
changed for the better when Luther bought the 
store and Jordet was brought in.
HAmLIne mbAs sTUdy LUTHeR

Luther Automotive is participating in a 
field project study by the Hamline University 
Masters in Business Administration program.

Hamline MBA students are analyzing 
three key areas of Luther’s marketing programs.  
The group looked at the Luther Advantage, car 
marketing to 18- to 24-year-olds and customer 
perceptions of dealership service versus 
independent shops. “It was very eye opening,” 
said Marty Wojciechowski, sales and marketing 
manager for Luther Collision and Glass. 

Focus groups have been used as well as 
an analysis of online social media technologies. 
“We’re always trying to improve our processes 
and products to make them more customer 
friendly,” Wojciechowski said.
RARe jAG dOwnTOwn FOR sHOw

The 
Neiman Marcus 
Edition of the 
2011 Jaguar 
XJL, one of 
only 50 in the 
world, made its 
debut at Neiman’s downtown Minneapolis store 
in late July.  

The $105,000 car, together with a 2011 
Range Rover Biography edition, were the crown 
jewels of a special event for 200 at the store, 
with hors’doeuvres from CRAVE and a chance 
to win the use of a Jaguar or Land Rover for a 

weekend.
An 

impressive display 
of Jaguar Land 
Rover signage 
will remain at the 
downtown store, said Ted Terp, general manager 
of Jaguar Land Rover Minneapolis. 
bIke RIdes wHILe yOU wAIT

The customer lounge is attractive, but 
the open trail beckons.  Service customers at 
Westside VW can choose either.

The store offers six bicycles for free use.  
“The people 
are really 
excited about 
it and show a 
lot of interest,” 
said Service 
Manager 
John Olson.  
General 
Manager 
Steve Hendricks got the idea from a resort that 
made bikes available outside a cabin.

The Cedar Lake trail near the store is 
an easy ride to downtown Minneapolis.  For 
its three cruisers and three mountain bikes, 
Westside offers helmets and locks.  Riders sign 
a page long liability waiver and off they go.  The 
downtown and Lake Calhoun trails are the most 
popular, said greeter Boun Temmerath, who 
oversees loaner cars and bicycles.  
deALeR dIsTInCTIOn FOR TwO

Park Place Motor Cars and Luther 
Brookdale Mazda Mitsubishi were each selected 
as part of an elite group of dealerships based on 
performance standards.

Park Place received the Audi Magna 
Society Award for sales, financials, CSI 
and company culture.  It also held the first 
place regional ranking for BMW Center for 
Excellence.  The Brookdale store was certified 
as a 2010 Mazda Gold Cup dealer.  It was 
recognized among the “best of the best” for 
customer loyalty and sales volume.
LUTHeR AUTO nOw On FACebOOk

Customers and employees can now find 
Luther Auto on the Facebook.com social media 
site.  Smaller 
promotional 
giveways are being 
planned, as well 
as a larger sales 
voucher toward 
the purchase of a vehicle, said Michelle Powers 
Godfrey with Brave New Media, Luther’s 
project vendor.
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luther brIeFs

Flush with maintenance and 
repair maestros, Luther Family 
Ford boasts five senior master 
technicians on its shop force. 
From top left are Shannon Mohn, 
Chris Ritter, Rob Berg, Joey 
Trottier and Tom Smith.

Above, Brenda Swanson, left, 
and Sherri Marnich get their 
chance to see Tony Stewart, 
below, right.  Below, left, the 
store sponsored pace truck 
used at the race track.

yOU mIGHT HAVe A dRInkInG pRObLem IF yOU:
Can never stick to “just one” drink.  Z

Feel guilty or ashamed about your  Z
drinking. 

Lie to others or hide your drinking  Z
habits. 

Have friends or family members who  Z
worry about your drinking. 

Need to drink in order to relax or feel better.  Z

“Black out” or forget what you did while you were drinking.  Z

Regularly drink more than you intended to.  Z

Repeatedly neglect your responsibilities at home, work, or school because of your drinking.  Z

Use alcohol in situations where it’s physically dangerous. Z

Experience repeated legal problems on account of your drinking.  Z

Continue to drink even though your alcohol use is causing problems in your relationships. Z
Luther employee EAP Benefits include free unlimited confidential phone consultations, so don’t 

hesitate to call 800-383-1908 any time.  For more information about getting help for yourself or someone 
you care about, go to Midwest EAP (www.midwesteap.com/memberlogin.php) Use your Luther password. 
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The disease fighting, antioxidant value of the 
following spices should make them attractive 
ingredients in recipes, deserving space in your 
spice cabinet and as grilling condiments ahead 
of the salt shaker. 

Spice Rubbed Carrots- Roll peeled carrots in 
cumin, salt, pepper and brown sugar. Char on grill 
and move away from heat.  Remove from grill 
when tender.
Grill Chicken Quarters- Smear with paste of 
garlic, rosemary, thyme, olive oil and juice of 
grilled lemon. Grill away from heat covered.  Crisp 
briefly over high heat.
Grilled Peppers- Grill red, orange or yellow 
peppers and then toss with olives, capers, 
balsamic vinegar and olive oil.
Grilled Salad- Grill chunks of zucchini, yellow 
squash, mushrooms, eggplant, onion and cherry 
tomatoes. When lightly browned and tender, toss 
with fresh oregano, thyme, basil and olive oil.



This individual’s parents bought 
a 12-year-old 1972 Plymouth 
Satellite for $500.  “My friends 
used to like to go out, wash it and 
race it.”  With a 318 V-8 and an 
AM radio with FM converter, it 
saw many gravel roads and made 
many trips to Bismarck, N.D.  
“Nobody would ever think I would 
have a two-door coupe.  It never 
missed a road trip.”

7FIrst CArs, lAstIng IMPressIons, whose were they?

Mark Beithon __1. 
Doreen Fischer __2. 
Linda McGinty __3. 
Craig Frost __4. 
Brian Kenny __5. 
Anita Emmerich __6. 

Match the car to the 
individual

Actor Ricardo Montalban spoke 
eloquently about the Chrysler 
Cordoba’s “Rich Corinthian 
leather” and the downsized 
Chrysler sold in big numbers.  

This Motors leader’s father purchased a 1965 VW 
Beetle for two of his children in 1970.  The duo 
would take the car up to 25 mph on ice and pull the 
emergency brake for a quick 180 degree turn.  “It 
was a fun car, kind of small, but at that age, it was 
fun to drive.”  At that time, North Dakota allowed 
14-year-olds to take the wheel.

we Ask empLOyees: 
wHAT’s mAde 
yOU smILe mORe 
THIs yeAR?

“A couple of weeks ago when we 
got a raise.  I guess that’s pretty 
much what makes me smile.  And, 
we have a little better lighting ... 
you can see your bench and above 
the engines much better.”

Dale Suhr, Master Technician
Luther Family Ford

“I’m always smiling.  It’s nice out, not hot and not cold.  We’re working.  
And, you know what I know.  Everybody’s not working.”

John Wright, Detailer
Hopkins Honda

“Hail.  Hail works.  These last few weeks 
have been pretty busy.  Some nights I 
come in after hours to cover a lot of work, 
a lot of hail- just to keep up.  (The hail has 
been outside of Fargo).  It’s been down in 
the (Detroit) Lakes area.”

Troy Fyre, Technician
Luther Collision and Glass, Fargo

Paintless Dent Repair

“I don’t know, my day off?  
Today’s my day off and I 
had three deliveries today, 
so I can smile.”

Richard Medley, Sales
Family Buick GMC

“Building my two-tier 
deck with a pool that’s 
been five years in the 
making.  Now, I can 
stand on it and look 
down at the pool.”
Jeremy Brisbin
Service Advisor
Toyota City & Scion

“It’s just how terrific Toyota 
customers have been about it (the 
recalls).  They love Toyota, have 
been very supportive of Toyota and 
it’s been very gratifying to have them 
come in and say ‘I love my car.’  We 
sort of expected to be lambasted, and 
that didn’t happen.”

Nancy Moline, Scion Sales
RL Toyota & Scion

Motors ManageMent staFF MeMbers and Managers shared MeMories 
oF their First cars.  Match the person’s naMe With the VehicLe.

1977 
Chrysler 
Cordoba

1972 Plymouth satellite

1965 Volkswagen beetle

1975 Ford maVeriCk 
grabber

“Isn’t that a peach?”  This person paid $1,500 from savings in 1979 
for a popular orange Ford with vinyl interior.  “I was very proud of 
myself.  I brought it home and my dad kind of laughed at it.  ‘Geeze, 
do you think you could get it any brighter?’  But, I was proud of it.  It 
was better than an (AMC) Pacer.”  The car always started, even in 
-30 temperatures without being plugged in.  Hint: it was the last Ford 
this person owned.

Photos are estimations– 
model years may vary.

1983 
dodge 
Colt

The Colt was purchased for $1,500 in the late 
1980s from a predecessor of Westside VW.  
The 4-speed on the floor had econo mode 
and rabbit mode.  “There wasn’t anything 
performance about that car.”  It was totaled by a 
rear end accident on the way to a concert.

“Brook (a parakeet that flew into the 
store one day and stayed)“She’s been 
here about a month. She’s just the perfect 
color, Honda blue.  Do you know how 
we got her name?  Brook for Brookdale 
Honda.  If we get another bird, we’ll 
name him Dale.”

Jennifer Harris, New Car Biller
Brookdale Honda

dodge Coronet 440

The car drank gas like there was no tomorrow, a flaming red two-
door “which had previously been speeded in by my grandmother!”  
The accelerator had an affinity for driving over 65 mph.  The gas 
gauge did not work and this person ran out a couple times on the 
way to school.  The car fulfilled and encouraged a need for speed.
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See Page 8 for the answers

“giddy-up.”
Silverman wanted a 

white model with light interior, 
and a search led to a dealer 
trade from Iowa.  After a 
mud soaked weekend spent 
camping in his wife’s minivan, 
he said he’d like to take the 
truck next time.

Though his business 
name isn’t on the side, his 
painting customers do notice 
the vehicle.  “I pull up and 
everyone goes, ‘Wow, that’s a 
nice ride.’  It’s a work truck.  It 
is a nice truck.”  He said the 
Tundra has nice lines on it, like 
the new Dodge.   Silverman 
plans to add running boards, 

a topper and a spray-on 
bed liner to finish the 
package.  

As pickups start 
to serve many functions 
once reserved for cars, 
it’s noteworthy that all 
five buyers purchased 
extended cab versions.  

Painting contractor Bob Silverman leased 
his second Toyota Tundra, a 2010.  It’s his 
seventh work vehicle.

Why the truck? FroM page 1

is trying to say to reveal what the 
final coordinates are.  It could 
be 14 pictures, 14 words, or a 
story line.  One was a chocolate 
chip cookie recipe that loads 
coordinates of a computerized 
cookie file.

“There are so many different 
ways to create and solve puzzles,” 
he said.  It helps to ask others for 
hints and techniques.  The work 
can take months– even years.

One particular hide rated the 
second most difficult in the world 
was close by in Golden Valley.  
Murphy and an online group 
decided to pool their expertise and 
make the hunt scientific.  

Knowing that caches must 
be at least 528 feet apart, they 
isolated the hide’s location using 
a zone method.  Zones were 
determined where the system 
wouldn’t allow caches to be 
planted.  The group mapped out 
every other hide in that zone 
as they raced against another 
searcher who was trying to fill 
in the gaps.  It was the middle 
of winter, and cachers followed 
tracks to solve the puzzle.  
Murphy’s group prevailed.

Sharing knowledge and 
promoting the sport seems to 
come easy for the sales manager, 
who helped members of two Girl 
Scout troops in Maple Grove to 
earn geocache merit badges.  

Twin Cities geocachers 
number about 600, said Murphy, 
who estimates about 5,000 
cachers in the state.  Developed 
in Washington state, the sport just 
celebrated its 10th anniversary.    
GPS units start at around $100 and 
the basic site membership is free.

A map on geocaching.com shows locations for 
cache hides near Ford Parkway in St. Paul.  Users 
can download cache information to handheld GPS 
units and then venture out to discover them.

geocache expLorer FroM page 2
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veterAn serves those Who serve
In uniform to honor a fallen 

soldier from Wahpeton, N.D., Army 
veteran Wayne Ellefson sees the pain, 
and hears the stories that can offer 
comfort to those who need it.

The Vietnam era veteran and 
Luther Family Buick GMC salesman 
knows the life of a soldier, and 
continues to live it through local 
events marking victories and losses,  
the departures and the arrivals of 
modern day warriors.

“The goal is to help all of the 
veterans who are returning, to make 
sure they get the proper care and 
attention that (others) probably didn’t 
receive 35 or 40 years ago,” Ellefson 
said.  He urges vets to stand up for 
their rights.  “A lot of them who are 
returning don’t know what to do.”

A member of the 80-member 
strong Vietnam Veterans of 
America, Chapter 941, Ellefson is 
public affairs officer and a regular 
color guard presence at area events 
honoring soldiers.  He attends 
Community Days in Sabin and 
Dilworth Days close to Moorhead.  

Ellefson helped raise money 
for homeless vets, and joined a group 
of a half dozen vets who spoke at 
Fargo South High School.  Students 
asked about the food, and listened to 
a former combat 
medic explain 
how he kept 
the wounded 
alive until relief 
would come.  It’s 
an opportunity 
for the students 
and teachers to 
learn, but it’s also 
helpful to the vets 
when they share 
their experiences, he explained.   

The veteran served in a cavalry 
unit on the West German border as 
an armored reconnaissance specialist 
or scout.  He began at the ripe age of 
19, when he started with the Army in 
1973.  His grandfather experienced 
mustard gas in World War I and still 

lived to be 66 or 67, he said.
A lot of people don’t truly 

understand what veterans go through, 
Ellefson explains.  Family concerns 
when a soldier deploys can raise many 
questions.  They sometimes don’t 
know the full picture when a son or 
daughter deploys.  Ellefson recalls 
one chapter member’s nephew who 
was being sent off to Afghanistan.  He 
didn’t know what to say to his family.  

After the soldier departed, his mother 
had questions.  The danger depends 

on where he’s assigned 
or his duty station, the 
veterans responded.  
“Sometimes you’re 
kind of in the middle to 
console them and help 
them not to worry,” 
Ellefson said.  Though 
soldiers are well 
trained, they sometimes 
go into dangerous 
areas, he explained.

Apart from his 
veteran roles, Ellefson has sold cars 
since 1979.  Before Buick and GMC, 
he offered Toyotas, Mazdas, BMWs 
and Saabs.  “I’m 56, but I feel like 
I’m 80,” he said, cracking a smile.  
For more information about the vets 
group, see tristateveterans.com.

When Phil 
Jeglosky rounded 
a bend before 
approaching the 
parking lot at St. 
Joseph’s Church in 
Lino Lakes, two big 
questions rattled his 
mind, “Would the lot 
be full?  And, will the 
event be a success?”  

The Brookdale 
Mazda Mitsubishi 
Sales Manager was 
approaching a cancer 
fundraising dinner for 
his nephew, Joey, that 
had been six months 
in the making.  The 
lot was “wall to 
wall” with cars.

People came, 
they ate and they 
gave to support the 
5-year-old, who 
was diagnosed with 
leukemia in 2008.  
Through many 
treatments, Joey 
has maintained 
his toughness, his uncle explained.  
Financial help was on the way.

The spaghetti dinner drew 450 
people, and raised almost $16,000 for 
the family.  Working with his parents, 
his wife and brothers, Uncle Phil was 
charged with finding entertainment.  He 
scored “Ampherium,” a band featuring 
detailer Shane Jaring.   

Jeglosky’s wife made her largest 
quilt ever to sell at the Superjoey 
auction.  It was one of 200 items.  More 

support came from 
nearly 60 family 
members and friends 
who volunteered to 
clean and bus tables.

Jeglosky 
likened the 
experience to 
selling a car with 
rust protection, an 
extended warranty 

and gap protection.  “You never know, 
but you want it to be a success,” he 
said.

As the oldest of two brothers 
and a sister, Phil remembers the night 
when his brother Mark called with the 
cancer news.  He told his supervisor 
he needed to leave right away.  “When 
you have a crisis, you want to go and 
get it fixed,” he said.  Joseph’s official 
diagnosis predicts a 50 percent chance 
of survival.  

benefit trAnforms former deAler
Unusual months may not 

be all that unusual. But, how 
about an unusual month-long 
cancer benefit that turned a 
former dealership into a mega 
retail home center?

The Angel’s Attic 
sale, a first ever event for the 
Angel Foundation, offered 
donated items in a four-day 
benefit at the former Luther 
Suzuki building in St. Louis 
Park.  Planners spent a month 
transforming the 35,000 
square-foot store into distinct 
departments with merchandise.

“It was a new look, but 
at garage sale prices,” said 
co-organizer Kay Melemed. 
The event brought together 
a collection of veteran retail 
fundraising volunteers to benefit 
cancer patients through the 
Minnesota-based group.  It 
generated $44,000.

“This was the perfect 
building, and Luther could not 
have been more generous in 
their donations,” said Melemed. 
Prepping the former dealership 
to meet city codes required small 
building modifications, explained 
Property Manager Linda McGinty 
with Motors Management.  DJ Kranz 
donated its time and talents, as did 
Ace Electric, Universal Signs and 
Minnesota Utilities.  Additional 
help with supplies came from Rudy 
Luther’s Toyota, Brookdale Chevrolet 
and Westside VW.

McGinty was very impressed 
by the volunteers who were always 
smiling, happy and working hard.  
“They are a wonderful group of 
people united in their cause of 
supporting the Angel Foundation’s 
mission,” said McGinty.

In addition to furniture, the 
benefit offered men’s and women’s 
clothing with fitting rooms, antiques, 
dishes, glassware, electronics and 
holiday merchandise.

reaching out
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Stories about employees of the Luther Automotive Group who reach out to the broader 
community.  If you know of an employee who volunteers in the community, please call Kathi 
Potter at 952-258-8800 or e-mail newsletter@lutherauto.com

fAmily dinner bAttles boy’s cAncer

A month-long 
transformation of an 
empty dealership yielded 
a warm retail showfloor 
displaying the comforts 
of home.  At right, co-
organizer Kay Melemed, 
left, and Linda McGinty 
with Motors Management.

Sales Manager Phil Jeglosky with Luther Brookdale Mazda 
Mitsubishi, top, helped put on a large cancer dinner benefit event 
for his nephew, Joey, center left. 

Bloomington Acura Subaru 952-881-6200
Brookdale Buick GMC 800-313-6786
Brookdale Honda 763-561-8111
Burnsville Volkswagen  952-892-9400
Hopkins Honda 952-938-1717
Hudson Chrysler   
Jeep Dodge 715-381-3000
Infiniti of Bloomington 952-888-5555
Jaguar Land Rover Mpls. 763-222-2200
John Hirsch’s Cambridge
Motors 763-689-7600
Luther Bloomington
Hyundai Kia Mitsubishi 952-881-5100
Luther Brookdale Chevrolet 763-561-9220
Luther Brookdale Chrysler
Jeep Dodge 763-535-5200
Luther Brookdale Mazda
Mitsubishi 763-566-5600
Luther Collision & Glass 

Customer Care Center 877-LUTHERS
Brooklyn Park 763-493-2700

Fargo 701-232-2272
Hopkins 952-908-8600
Hudson 715-377-4958
Plymouth 763-331-6000

Luther Family Buick GMC 701-356-7100
Luther Family Ford 701-282-2350
Luther Honda of St. Cloud 320-252-4262
Luther Hudson Chevrolet
GMC 715-386-2341
Luther Mankato Honda 877-811-1154 
Luther Nissan Kia 651-457-5757
Luther Westside VW 952-377-4100
North Country Ford
Lincoln Mercury 763-427-1120
Park Place Motor Cars 507-282-9468
Rudy Luther’s 
Toyota & Scion 763-222-2020
Toyota City & Scion 763-566-0060
White Bear Acura Subaru 651-481-7000

Luther autoMotiVe group

Veteran and Family Buick GMC salesman 
Wayne Ellefson, left, greets returning Air 
Force service member Heather Gilbertson 
at Hector International Airport.  At right 
is veteran Ron Durand.  Gilbertson is 
the daughter of the store’s warranty 
administrator, Linda Pratschner.

Ellefson, fourth from right, with the 
color guard unit on Veterans Day.

tech helPs scouts eArn Auto bAdGe

Area Girl Scouts learned the basics about what makes a car go from Westside VW 
Technician Corey Danielson.  In a nearly two hour demo, troop members did a tire 
rotatation and helped with an oil change, fluid and filter check, inspection and a 
diagnostic scan.  The loud impact wrench was the clear favorite, Danielson explained. 
His 10-year-old daughter, Laura, was part of the group.

First cars answers: 1-B, 2-A, 3-E, 4-D, 5-C, 6-F Spring issue Motors child picture contest winners: Mike Murphy– Hopkins Honda, Jodi Hystead– Jaguar Land Rover Mpls.,
 Tim Angell– North Country Ford Lincoln Mercury

doing their part– iF you knoW oF soMeone at Luther 
auto Who serVes others With Vigor and enthusiasM, 
ContACt kAthI At 952-258-8800 or newsletter@lutherauto.com


