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We welcome your input as a reader too. Email us
with content you want to cover, issues you have in
the OEM/Dealer space or even day-to-day
challenges such as parts fulfilment or warranty
recovery rates.

We are here to inform, educate and share ideas and
best practices for Dealers and OEMs around the
globe. I hope you enjoy!

Welcome
to The OEM and Dealer’s Gazette! This is the first
bi-monthly edition of hopefully many more to
come.

Our focus is on the exciting equipment dealer
industry and the OEMs they represent. Every
issue we will deliver useful content to your inbox,
whether you are a Dealer Manager for an OEM in
Italy, a Dealer principal for an equipment
dealership in Florida or many of the roles that are
involved in that unique OEM/Dealer relationship.
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Succession planning is not something that most
Dealer Principals think about. They are often too busy
with their day-to-day schedules to put time and
effort into a process that they see as unnecessary at
this point in their lives.

However, according to the Small Business
Administration in the US, 51% of small business
owners are over 55 years of age. Additionally, based
on statistics from Enterprise Nation, 35% of all small
business in the UK are owned by people over 50.
What this means is that in the next 10 years
thousands of small businesses and equipment
dealerships will be looking to change ownership.

Historically, the Dealer Principal would hand the
business down to their children in many cases but
this is not happening as often in this era. Now, Dealer
Principals need to look at other exit routes. They
could be PE/VC, MBO, selling to a neighbouring
dealership or even a supplier.

Whoever is going to buy your business will want to
see a well-run ship. Accounts need to be in order,
shareholder agreements, incorporation documents, 

banking covenants etc all need to be up to date.
That is just the start. This is not an overnight project.
Preparing your business for an exit is a long-term
process and should be done long before the Dealer
Principal’s hopeful retirement date.

Similar to when you are selling your house, you want
to make the business clean, presentable, and
attractive to a potential purchaser.

In many cases one of the first questions asked by a
potential purchaser to the Dealer Principal is “how
involved are you in the day to day running of the
business?” The potential buyer wants to see if the
business can run without you and that you are not
the key point of contact for customers, suppliers, and
staff. Start gradually delegating responsibilities now,
so you are not essential to the smooth running of the
business in the future.

Dealer succession planning is a difficult task but with
the right planning and foresight it does not need to
be too painful.
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Succession planning for
dealerships. Why it
matters now.



OEM Dealer Managers - What do you think
your dealers say about you when you are not
there?

5S, what is it and what can it
do for your Dealership?
Simply put, 5S is a system for organizing workspaces
so that you can do your job efficiently and
productively in a safe and engaging work
environment. 

It’s also the first step to move from firefighting and
reactive to controlled and proactive.

Over the next few months, we will be breaking
down each “S” of 5S and explaining the benefits to
your Dealership. To learn more about 5S go to
www.5spark.ca
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As an OEM Regional Manager your goal should be to
ensure your Distributors and Dealers are strong,
profitable companies that are proudly showcasing
your Brand in their markets.

One piece of advice…get to know their business, even
the parts that don’t deal with your range of products.
Walking into a meeting with them and
understanding their business, market and challenges
does wonders in building that OEM/Dealer bond and
reaps rewards for both parties.

The Hanss Group Consultancy offers a wide range of
service to the capital equipment industry. We work
with OEMs and Dealerships in many industries but
with a focus on Construction, Agriculture, Materials
Handling, Turf Care and Power sports. 

Some of these services are:

Dealer operational excellence
Sales Training and development
Parts and service workshops
Dealer turnarounds
Succession planning
One to one executive coaching and
management
5S implementation

Want to know more? We offer a free, 30-minute video
call to determine if we can help your dealership thrive.

The Hanss Group

www.hanssgroup.com
info@hanssgroup.com

HIVE Quick Response is an innovative
transformation application in the repair service
request process. The HIVEQR service repair request
platform solves common problems that reduce
downtime and improve efficiency.

Give us a call at 407-550-7548 to learn the ins and
outs of how HIVEQR is a game changer in the
service repair industry.

IMPROVE PROFITS
Leverage Technology!
Optimize Service Operations!
Diversify Your Revenue Streams!
Safety Begins with Inspections!
Inspections Identify Service Requests

www.hiveqr.com

http://5spark.ca/
http://hanssgroup.com/

