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Tom Watkins was born in 1950 in Harlem, New 
York, the first of eight children. Both his parents 
had enlisted during World War II and ended up 
being discharged on the East Coast. His mother 
used her GI bill to go to The Juilliard School and 
his father used his to go to Columbia University. 
They met in church, fell in love and got married. 
His parents found the best apartment they could 
a�ord which was in Harlem, New York. 

Tom was one of nine white kids at his school but 
didn’t realize he looked any di�erent than the 
rest of his classmates. He grew up happy and 
didn’t know he was poor. A few years later his 
family moved to West 81st Street and his dad 
became the custodian of the apartment building 
so they could save on rent. His mom was the 
janitor, and so Tom’s first job was Toilet Man. He 
got promoted to Baseboard Man, then Linoleum 
Man, and finally Vacuum Man, learning the value 
of working to earn money. 

After high school Tom attended BYU for two 
years. Upon running out of money, Tom started 
selling cars again with a dealership called Atlas 
Corporation. He started as a sales consultant, 
moved up into F&I and then became the used car 
manager and would run the desk at nights. 
During this time, Tom met a wonderful woman, 
Susan. They were married 90 days later. Atlas 
o�ered him a position in Hawaii, but he turned it 
down to stay here and work at her dad’s 
Volkswagen dealership. Tom and Susan were and 
still are partners in everything they do. They 
started buying and renting out condos, and were 
very profitable at it. So when Susan’s dad was 
ready to sell the VW store, Tom and Susan were 
able to buy it in 1989. These years were dire 
times for Volkswagen. Their numbers had fallen 
nationally and Volkswagen had a very small 
market share at the time. But through Tom and 
Susan’s extremely solid financial management, 
Intermountain Volkswagen – later named 
Volkswagen SouthTowne – was profitable in their 
first month! And has been profitable every 
month since. 

About Tom Watkins 
As time went on, Tom and Susan were awarded 
an Isuzu dealership that became very profitable 
as well. Then they were awarded the Land Rover 
franchise in Utah. They also applied for the 
Hyundai franchise and were awarded it. Tom 
successfully ran these dealerships for ten years 
and sold all of them except for Volkswagen in 
2008. They turned all their attention to 
Volkswagen because VW was so dear to their 
hearts. 

In 2008, Tom had the good fortune to be 
introduced to Je� Davis. Tom quickly saw that 
Je� had the talent, management style, and 
aggressive operational plan to take the 
dealership to the next level. Under Je�’s 
leadership, Volkswagen SouthTowne has become 
a premier dealership in the United States, which 
unprecedented market-share and acclaims. 

In 2012 Volkswagen opened a point in Lee’s 
Summit, Missouri, which Tom and Je� applied 
for, and were awarded. Tom assisted Je� as an 
investment parter in establishing Je� as an 
owner of the new dealership. Volkswagen Lee’s 
Summit opened in December of 2014 and is the 
#1 new car dealer in Lee’s Summit, Missouri.

Five years later, after witnessing the wild and 
unprecedented success of Tom and Je�,  
Volkswagen came to Tom and Je� and explained 
that a dealer group in Houston was eager to sell 
their Volkswagen franchises. Tom and Susan 
purchased these two stores, which had been 
very ine�cient and ine�ective. Now the stores 
are the fastest-growing dealerships in Houston in 
their areas, and are ranked nationally among the 
most successful Volkswagen dealerships in 
America. In keeping with the feel of their stores, 
Tom named his group the Feel Good Automotive 
group. He is eager to continue growing his group 
and brand by adding Audi to his very successful 
dealership group.





The opportunity to open Volkswagen of Lee’s 
Summit in 2014 with Tom meant ownership for 
Je� Davis, which was his ultimate goal. He has 
dedicated his time and passion to both 
Volkswagen SouthTowne and Volkswagen Lee’s 
Summit, making both dealerships extremely 
successful in volume sales, service, and CSI.

In 2019 with the addition of Volkswagen Cypress 
and Volkswagen Clear Lake in Houston, Je� 
stepped into his new role as Director of 
Operations. As a hands-on, policies-driven 
leader, he has successfully guided the policies, 
procedures, advertising, sta�ng, and training of 
all four stores with his vision. 

Throughout his career, Je� has created a loyal, 
tight‐knit team at every dealership he has run. He 
inspires loyalty and a strong work ethic from his 
team members because he is loyal to them. His 
core leadership team has worked by his side for 
more than ten years because of his vision and 
integrity.

Je� Davis was born in Salt Lake City, Utah to a 
large family of little means. He quickly learned 
that if he wanted to help his family rise above 
their circumstances, he was going to have to 
take matters into his own hands. Je� started a 
lawn care business at the age of 12, going 
door-‐to-‐door selling himself and his services to 
every house in his neighborhood, and used the 
money to help pay for things like electrical bills 
and other necessities. Je� then worked through 
his years at Brighton High School at Baskin 
Robbins and then as a car detail specialist at 
Super Sonic.  

Though his early years were anything but 
privileged, they helped shape Je� into the 
relentless worker, dedicated family man, and 
inspiring leader he is today. Perhaps it is what 
has kept him humble and unassuming even in the 
midst of all his success in the automotive 
industry. 

At 22 years old, Je� married his beautiful wife 
Tara and wanted to be able to support her and 
the family they were planning. He walked into 
Jerry Seiner one day and walked out with a job 
as a sales consultant, even though he did not fit 
the psychological profile of a typical sales 
consultant. They told him he looked so good and 
clean-‐cut they wanted him anyway! After only 
two years as a Sales Consultant, Je� was 
promoted to Floor Manager with a team of 10 
sales consultants underneath him. Je�’s team 
was one of three that delivered 150 units to the 
dealership per month.  

Four years later, Je� was recruited by West 
Valley Dodge – Utah’s largest Dodge store -‐ as 
the F&I Manager. He served in this capacity for 2 
½ years and was recruited by the same manager 
to Menlove Toyota as their New Car Manager. 
Je� was an integral part of that store becoming 
the largest Toyota dealership in Utah, selling 300 
used vehicles and 200 new vehicles per month. 

About Jeff Davis
Je� continued to progress and get promoted. 
After three years with Menlove Toyota, Je� got 
his dream job as General Manager. He served as 
the GM for Blackridge Subaru Mitsubishi in St. 
George, Utah for four years, winning numerous 
awards and achievements from his manufactures. 
After four years, he was asked to help recover 
the Legacy Mazda dealership in Orem, Utah, 
which he did successfully after only a few short 
weeks. 

In 2008, Je� was recruited by Tom Watkins to be 
the General Manger at Volkswagen SouthTowne 
in South Jordan, Utah with the potential to one 
day be Partner if the opportunity should arise. 
During the worst economic crisis of our nation’s 
recent history, when nearly all dealerships 
experienced huge losses to their profitability and 
vehicle sales, Je� Davis doubled the dealership’s 
previous numbers. And he has continued to 
double his own numbers year over year. Je� 
moved Volkswagen SouthTowne to the number 
one Volkswagen dealership in the state of Utah 
and 17th in the entire country. The dealership’s 
market share is 14% compared to that national 
market share of 5.3%. Under Je�’s leadership, 
Volkswagen SouthTowne has consistently ranked 
in the top 5 VW dealerships in the country for 
the last 8 years.

Je� is extremely excited about the opportunity 
to bring an Audi dealership to St. George, Utah. 
He has a huge passion for Audi, whose cars have 
always been his favorite. His unique approach 
will be a huge benefit to Audi, increasing the 
positive experience guests have with this 
beautiful line and with his unique approach to 
automotive selling. 

In addition to his passion for his work, Je� is a 
loving and caring father and husband and is 
crazy about his kids: Will, Grace, and Libby. After 
25 years he is still happily married and devoted 
to his wife Tara. 



The opportunity to open Volkswagen of Lee’s 
Summit in 2014 with Tom meant ownership for 
Je� Davis, which was his ultimate goal. He has 
dedicated his time and passion to both 
Volkswagen SouthTowne and Volkswagen Lee’s 
Summit, making both dealerships extremely 
successful in volume sales, service, and CSI.

In 2019 with the addition of Volkswagen Cypress 
and Volkswagen Clear Lake in Houston, Je� 
stepped into his new role as Director of 
Operations. As a hands-on, policies-driven 
leader, he has successfully guided the policies, 
procedures, advertising, sta�ng, and training of 
all four stores with his vision. 

Throughout his career, Je� has created a loyal, 
tight‐knit team at every dealership he has run. He 
inspires loyalty and a strong work ethic from his 
team members because he is loyal to them. His 
core leadership team has worked by his side for 
more than ten years because of his vision and 
integrity.

Je� Davis was born in Salt Lake City, Utah to a 
large family of little means. He quickly learned 
that if he wanted to help his family rise above 
their circumstances, he was going to have to 
take matters into his own hands. Je� started a 
lawn care business at the age of 12, going 
door-‐to-‐door selling himself and his services to 
every house in his neighborhood, and used the 
money to help pay for things like electrical bills 
and other necessities. Je� then worked through 
his years at Brighton High School at Baskin 
Robbins and then as a car detail specialist at 
Super Sonic.  

Though his early years were anything but 
privileged, they helped shape Je� into the 
relentless worker, dedicated family man, and 
inspiring leader he is today. Perhaps it is what 
has kept him humble and unassuming even in the 
midst of all his success in the automotive 
industry. 

At 22 years old, Je� married his beautiful wife 
Tara and wanted to be able to support her and 
the family they were planning. He walked into 
Jerry Seiner one day and walked out with a job 
as a sales consultant, even though he did not fit 
the psychological profile of a typical sales 
consultant. They told him he looked so good and 
clean-‐cut they wanted him anyway! After only 
two years as a Sales Consultant, Je� was 
promoted to Floor Manager with a team of 10 
sales consultants underneath him. Je�’s team 
was one of three that delivered 150 units to the 
dealership per month.  

Four years later, Je� was recruited by West 
Valley Dodge – Utah’s largest Dodge store -‐ as 
the F&I Manager. He served in this capacity for 2 
½ years and was recruited by the same manager 
to Menlove Toyota as their New Car Manager. 
Je� was an integral part of that store becoming 
the largest Toyota dealership in Utah, selling 300 
used vehicles and 200 new vehicles per month. 

Je� continued to progress and get promoted. 
After three years with Menlove Toyota, Je� got 
his dream job as General Manager. He served as 
the GM for Blackridge Subaru Mitsubishi in St. 
George, Utah for four years, winning numerous 
awards and achievements from his manufactures. 
After four years, he was asked to help recover 
the Legacy Mazda dealership in Orem, Utah, 
which he did successfully after only a few short 
weeks. 

In 2008, Je� was recruited by Tom Watkins to be 
the General Manger at Volkswagen SouthTowne 
in South Jordan, Utah with the potential to one 
day be Partner if the opportunity should arise. 
During the worst economic crisis of our nation’s 
recent history, when nearly all dealerships 
experienced huge losses to their profitability and 
vehicle sales, Je� Davis doubled the dealership’s 
previous numbers. And he has continued to 
double his own numbers year over year. Je� 
moved Volkswagen SouthTowne to the number 
one Volkswagen dealership in the state of Utah 
and 17th in the entire country. The dealership’s 
market share is 14% compared to that national 
market share of 5.3%. Under Je�’s leadership, 
Volkswagen SouthTowne has consistently ranked 
in the top 5 VW dealerships in the country for 
the last 8 years.

Je� is extremely excited about the opportunity 
to bring an Audi dealership to St. George, Utah. 
He has a huge passion for Audi, whose cars have 
always been his favorite. His unique approach 
will be a huge benefit to Audi, increasing the 
positive experience guests have with this 
beautiful line and with his unique approach to 
automotive selling. 

In addition to his passion for his work, Je� is a 
loving and caring father and husband and is 
crazy about his kids: Will, Grace, and Libby. After 
25 years he is still happily married and devoted 
to his wife Tara. 



In his early years, Harrison Jones developed a 
mind towards success, instilled by his parents 
and built by consistent, rigorous e�ort. Harrison 
was raised in Seattle, Washington where his dad 
owned a Dodge dealership. During High School, 
Harrison played football, basketball, and baseball 
growing up, lettered in all three sports. 

After high school, Harrison joined the United 
States Air Force, spending four years in military 
service. Continuing his love of basketball, 
Harrison played college basketball after his 
military service at both Vanguard University and 
Hope International.

Eager to shape his future towards business 
management, he attended Walden University, 
where we received a Master of Business 
Administration with an emphasis in Leadership. 
And then went on to receive a Doctorate of 
Business Administration from Grand Canyon 
University, all while running the successful 
Mercedes-Benz dealership in Paramus, New 
Jersey.

After graduation, Harrison was o�ered a position 
with Mercedes-Benz Financial (MBSF), where he 
quickly rose the ranks from being a Retail Credit 
Analyst to Northeast Regional Credit Manager. In 
2013 Harrison was named the US. District 
Regional Dealer Relations Manager of the year! 
Harrison’s 9 years with MBSF was extremely 
formative for him, teaching him the best ways to 
run a profitable and successful business. 

After his incredible success with MBSF, Harrison 
was recruited by the owners of Prestige Motors, 
Inc and was o�ered a position as the youngest 
General Manager for Mercedes-Benz of Paramus, 
New Jersey. There, Harrison managed over 200 

About Harrison Jones
employees and brought the dealership incredible 
success, making Prestige Motors #4 in the 
country and #1 in the Northeast region for Used 
Car Sales, and #11 in the country and #3 in the 
Northeast Region in New Car Sales. In 2017, he 
was nominated by Automotive News as a 40 
under 40 nominee as a bright star in the 
automotive dealerships in U.S. and Canada. 

In 2018 Prestige Motors, Inc sold their 
automotive franchises and Harrison took the 
opportunity to move to Texas where he had the 
privilege of being the Pre-Owned Director for 
Audi Grapevine. Harrison increased their 
pre-owned sales by 59% monthly, reaching 175% 
YOY objective, and took the department 
averaging 50 cars per month to over 100 
consistently. 

Harrison has never shied away from a challenge, 
which has enabled him to rise quickly through 
the ranks of the various dealerships at which he’s 
worked. In 2020 Harrison joined forces with Je� 
and Tom as the General Sales Manager at 
Volkswagen Clear Lake. After only a year, 
Harrison Jones was promoted to Variable 
Operations Director of both Volkswagen Clear 
Lake and Volkswagen Cypress. His focus on 
precision, policy, and people earned him the role 
of overseeing everything from inventory, sales, 
and objectives, to finance and customer service. 

When he is not working, Harrison is busy raising 
his 7 year old son with his beautiful wife, to 
whom he has been married for 9 years. Harrison 
is the perfect fit for the General Manager 
position of the new Sienna Hills Audi. Harrison is 
excited to take on this new venture with our 
group and eager to get back with a high-line, 
which is his first love.





The Mayor of Washington city just announced at 
the 2021 Economic Summit the new Sienna hills 
Auto Mall to be developed in Washington City 
Utah, just o� exit 13 on I-15. This by far was the 
most exciting announcement out of all the major 
developments happening in Southern Utah. 

What’s so special about this high-line Auto 
Mall is that it’s a 40+ acre site that’s 
undeveloped, where it can be built from scratch 
with the consumer experience in mind. This Auto 
Mall boasts a sophisticated experiential scene 
with meandering sidewalks with beautiful 
aesthetics, combining the digital frontier with 
modern engineering. The atmosphere speaks of 
pure luxury.

With over 15,000 registered high line vehicles in 
operation in Southern Utah, but the nearest OEM 
service department over two hours away in Las 
Vegas, the Sienna hills Auto Mall will be a 
game-changer. With 13 parcels and more can 20 
unrepresented highland brands in Southern Utah, 
the exciting question is which manufacturers 
with be represented first. 

What’s also really special about exit 13 is the 
other major developments happening right now, 
including a 540 acre master planned residential 
development including 5-star luxury resorts and 
a starting price tag for these homes in the 
multi-millions. Also an 80-plus acre 
state-of-the-art medical village and Grapevine 
Crossing, which includes many retail and 
restaurant location all opening o� exit 13. With all 
the other developments in Southern Utah, such 
as Desert Color and Sticky Farms, and many 
other resort style communities, there’s also a ton 
of economic growth alongside with the 
development of “Tech Ridge,” bringing new 
innovating tech giants like PrinterLogic, Ram 
Company and Intergalactic.

Sienna Hills Auto Mall

Salt Lake City

Sienna Hills Auto Mall

< Las Vegas





With more people being able to work remotely 
they are able to choose where they want to live. 
And the lifestyle of Southern Utah with its outdoor 
and recreational activities such as hiking, biking, 
Zion’s National Park and world-renowned competi-
tion like the Iron Man and Huntsman Senior Games, 
it’s easy to see how Southern Utah has been the 
fastest growing community for the last decade. 





The Feel Good Automotive Group, owned by 
Tom and Susan Watkins, is extremely proud to be 
the #1 Volkswagen Retail Dealer Group in the 
United States. For Tom, this is a huge source of 
pride and proves that the approach he and Je� 
have taken is a formula for indisputable success. 

According to 2021 current VW retail reports, all 4 
of the Feel Good Automotive Group Volkswagen 
dealerships are currently ranked in the top 20 
dealerships in America out of 650 Volkswagen 
dealerships! Their dealerships are currently 
ranked:

Volkswagen Southtowne (Utah) #3 in the US
Volkswagen Clear Lake  (Houston) #7
Volkswagen Lee’s Summit (Kansas City) #8
Volkswagen Cypress (Houston) #17 

Volkswagen SouthTowne is heralded as one of 
the most successful VW dealerships in the 
country, with unprecedented market share, 
consistent YOY growth, and customer 
satisfaction. Volkswagen Lee’s Summit is 
consistently the #1 Volume VW dealer in the 
Midwest, and the #1 New Car Dealer in Lee’s 
Summit. Prior to the purchase of the Sonic 
Houston dealerships in 2019, these dealerships 
were ine�cient, low-ranking stores with high 
turnover and low employee satisfaction. Over the 
course of the last year and a half, Je� has turned 
Volkswagen Clear Lake into the #1 Volkswagen 
dealer in Houston, as well as Texas! He has 
turned Volkswagen Cypress into the 
fastest-growing dealership in Houston.

Dealership Accomplishments
As a result of the good things happening at each 
dealership, our dealerships have also been 
awarded the prestigious Wolfsburg Crest Club 
Award. The Wolfsburg Crest Club Award is a 
prestigious recognition given to Volkswagen 
dealers who provide incredible customer service 
to their sales and service customers. 

This is an extremely prestigious award given to 
an elite group of dealers that stand out from the 
crowd. To be recognized for providing such 
noteworthy service, dealers must meet the 
highest German standards in areas of customer 
satisfaction, sales and service. Dealers must also 
achieve goals in Volkswagen Academy employee 
certification and dealership financial statement, 
as well as the sale of parts, new and certified 
pre-owned vehicles. 

Volkswagen Southtowne has received this award 
in 2013, 2014, 2015, 2016, 2017, 2019 (2020 was 
not given out due to the pandemic)

Volkswagen Lee’s Summit received this award 
for 2015, 2016, 2017, 2018, 2019 (2020 not given 
out)

Volkswagen Clear Lake and Cypress look forward 
to receiving this award for 2021, as that would be 
the first year they could be considered for this 
prestigious award. 



away.

Another example is a guest who emails us and 
prefers to be communicated in writing via 
email by us. We identify this temperament 
right away and match our style to 
accommodate this Yellow/Structure. She has a 
trade and wants to know exactly what it is 
worth and would prefer to lease the SUV. Our 
emails are precise and thorough to match her 
style. She has already thoroughly researched 
and received our best price on via email, so 
when she comes in to complete the 
paperwork on the car, we simply review the 
information with her to make sure it is 
accurate and exactly to her liking. She prefers 
to take the “Validation Drive” alone so she can 
really take in all the features and o�erings 
without distraction. We use words like “please 
take your time,” “we understand,” “when 
you’re ready, please let us know and we’ll be 
ready for you.” Once she is ready, our sta� 
works in complete cooperation informing her 
of each step we are taking to get her car 
ready for her. She leaves feeling peaceful and 
empowered with information.

Every experience is individualized and 
completely catered around the guest. This 
unique sales approach implemented by Je� 

We start with our why in everything we do, 
whether it's a Monday meeting with our Sales, 
Service, and Accounting leaders, or a Friday 
sales meeting. Our why is that we truly want to 
improve our guests' quality of life through their 
interaction with us. We eagerly protect our team 
and take pride in helping each other reach their 
goals and purpose.

Our business philosophy is that if you treat your 
employees and your guests with respect and 
honesty, success will follow.

How do we do this?

HOW / State of Mind Selling
How are the Feel Good Automotive Group 
dealerships so successful? This is a question the 
dealerships get all the time, and the answer is 
quite simple. Je� has implemented something 
called “State of Mind Selling” in all of the 
dealerships. Put simply, it means that we intuit 
the temperament of each guest and modify our 
interaction with them to match their energy, 
creating harmony and cooperation throughout 
their experience.

Executed correctly, this unique sales approach, 
implemented by Je� Davis at each of the 
dealerships, allows both client advisors and 
guests to work in complete balance to achieve 
their goals. The e�ort behind this takes and 
extremely high state of personal awareness, but 
has huge benefits, and explains how these four 
dealerships have been able to be so successful, 
so quickly.

In order to identify basic temperament types, we 
use a modified version of Management by 
Strengths, (MBS) - more information below) 

WHY / Our Purpose
throughout our company. So not only do our 
client advisors identify their temperament 
tendencies, but our accounting department, 
service departments, etc which huge aids in the 
balance and cooperation of our entire company. 

State of Mind Selling is a unique approach, 
designed by Je�, that allows our team to work in 
balance and cooperation with each other, as well 
as to allow our guests to have the experience 
they truly want in our dealership. Here are a 
couple examples of how this works: 

A woman walks into Volkswagen Cypress, 
head held high, no nonsense look about her, 
ignores the client advisors who were about to 
greet her, and goes directly for the 
receptionist, asking for our ‘best sales 
consultant.’ The client advisors quickly 
assesses her Direct/Red temperament, greets 
her quickly and gets right to the point. the 
Direct/Red person typically doesn’t like being 
followed around, doesn’t like anyone looking 
over her shoulder, doesn’t want small talk etc. 
We don’t slow her down, we match her pitch 
and get right into how she wants the 
experience to go. In this example, this guest 
already knows what she wants and just wants 
a quick test-drive, which we call “Validation 
Drive” with a Client Advisor where she wants 
to know all the technology and best features 
of the car. She has no trade and just wants our 
best APR options. Our Client Advisor gives her 
our best price immediately, working up the 
terms options with our Customer Experience 
Leader while having our Service Porters clean 
and fuel-up the car she wants. All of our sta� 
is working in cooperation for the best 
experience of this guest. She then answers a 
call and has to go back to her o�ce and asks 
us to bring the car to her business. We wrap 
up everything and get the car delivered right 

Davis is to sell cars the way their customers want 
to buy them -  whether that’s over the phone, via 
email, in person at the dealership, or in 
customer’s home - and with the energy that 
matches their temperament, making each 
experience special and intimate. We prioritize 
our guests’ experiential desires because we truly 
want to make them feel good. Unlike other 
dealerships, we never operate on a basis of fear 
or risk of loss. Our team members know that the 
Feel Good experience will create more sales over 
time, because we have proven it.

This State of Mind Selling and Teamwork design 
will be implemented at the new Audi point as 
well. Je� has successfully implemented this 
program into every dealership he leads, creating 
a team of believers who know that prioritizing 
harmony and balance increase productivity, 
customer satisfaction and employee morale 
through an improved understanding of how to 
work e�ectively together. 
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of the car. She has no trade and just wants our 
best APR options. Our Client Advisor gives her 
our best price immediately, working up the 
terms options with our Customer Experience 
Leader while having our Service Porters clean 
and fuel-up the car she wants. All of our sta� 
is working in cooperation for the best 
experience of this guest. She then answers a 
call and has to go back to her o�ce and asks 
us to bring the car to her business. We wrap 
up everything and get the car delivered right 

Davis is to sell cars the way their customers want 
to buy them -  whether that’s over the phone, via 
email, in person at the dealership, or in 
customer’s home - and with the energy that 
matches their temperament, making each 
experience special and intimate. We prioritize 
our guests’ experiential desires because we truly 
want to make them feel good. Unlike other 
dealerships, we never operate on a basis of fear 
or risk of loss. Our team members know that the 
Feel Good experience will create more sales over 
time, because we have proven it.

This State of Mind Selling and Teamwork design 
will be implemented at the new Audi point as 
well. Je� has successfully implemented this 
program into every dealership he leads, creating 
a team of believers who know that prioritizing 
harmony and balance increase productivity, 
customer satisfaction and employee morale 
through an improved understanding of how to 
work e�ectively together. 



MBS Training allows the team members at Sienna 
Hills Audi to manage any guest who comes to 
the dealership with ease. The MBS program 
provides the ability to react and respond 
appropriately to each guest, no matter where 
they’re from or where they live in the world. 
Every person in the universe fits into one of four 
temperament traits: Directness, Extroversion, 
Pace, and Structure. By recognizing a guest’s 
temperament, Je� and his team will be able to 
respond appropriately to make that guest have a 
fun, enjoyable, and satisfying experience. 

MBS is not just another personality test or 
profile. Temperament is more innate than 
personality. Many things go into forming a 
person's "personality" such as environment, 
upbringing, integrity, education, faith, job skills, 
etc. MBS goes deeper and focuses on each 
person's underlying temperament, which is the 
foundation upon which the personality is built. 
Essentially, the MBS program will guide Je� in 
hiring the right person for the right position at 
Sienna Hills Audi. From there, Je� will be able to 
put that person with the right team, and with the 
right customers. It’s like eHarmony for the car 
industry. 

Sienna Hills Audi Temperament Training: 
• Learn to focus on those around you to improve communication, production and profits.
• Achieve greater self understanding through the analysis of your own profile.
• Understand how to identify and capitalize on the strengths of employees.
• Resolve interpersonal conflicts that are usually rooted in misunderstanding.
• Reduce costly turnover that results when employees are dealt with the wrong way.
• Teach your people how to support each other.
• Improve your interviewing skills so that you hire the right employee for your organization.
• Avoid losing sales due to salesmen overselling the deal
• Enhance your personal life through a deeper understanding of your family.
• Become more e�ective at closing by identifying your customer’s decision making style.
• Discover how to motivate rather than demotivate your employees.
• Understand why a salesman’s "style" may be turning o� 3/4 of potential customers.
• See that a direct and candid suggestion is not meant as criticism.
• Learn steps to implement change with people that are "set in their ways."
• Learn simple yet very e�ective ways to reduce stress in your life.
• Increase customer satisfaction and "stand out" among your competition.
• Learn how to get referrals from every deal.

Je� knows that his people are one of the three 
most important aspects to his dealership. 
Without people, we wouldn’t be able to 
implement processes and policies, or maintain a 
good relationship with our manufacturers. And 
he knows how important it is to have a strong 
and happy team. Successful teamwork doesn’t 
just happen. It is the result of positive working 

relationships. The MBS program teaches that 
through a better understanding of a person’s 
communication style – their temperament – we 
are equipped to work more e�ectively with that 
person.  

The MBS program at Sienna Hills Audi will truly 
allow it to be a place Where Good Things 
Happen. 











The Feel Good Automotive Group is known for 
its consistency in advertising. Despite the 2009 
recession, Volkswagen SouthTowne continued to 
spread its message of positivity AKA Where 
Good Things Happen to the community in South 
Jordan and beyond. When other dealerships 
when “dark” out of fear, Volkswagen SouthTowne 
increased advertising, taking market-share from 
other dealerships and continuing to serve the 
community with the cars they soon learned to 
love through an experience they enjoyed. 

The consistency continued when Je� and Tom 
opened Volkswagen Lee’s Summit. Volkswagen 
Lee’s Summit has been an active participant in 
the community and advertiser for the last eight 
years. Our dealerships have an incredible 
reputation of being fun, fast, and friendly, which 
we incorporate in our advertising and messaging. 

When the pandemic hit in March 2020, our 
advertising partners had nothing but 
cancellations to deal with, except for our four 
dealerships. Instead of panicking and going dark 
when so much was unknown, our advertising 
agency negotiated incredible rates and deals for 
us to be still on throughout the darkest days of 
the pandemic. This act of bravery solidified our 
already strong relationships in the market, and 
allowed our messaging to shine through when all 
the other dealers stepped back. 2020 was truly a 
time when even more GOOD THINGS happened 
for our four dealerships. It was an incredibly 
successful year to which we credit both our 
team’s positivity and our consistency in 
advertising for this growth and success. 

Advertising/Marketing
Our approach to advertising is based on 
maximizing e�ciency. We use a predictive model 
in our advertising spend based on our inventory 
and sales goals. Our advertising agency is 
involved in the daily operations of our four 
dealerships and acts on our behalf much like an 
internal marketing team. Once we establish our 
budget, our agency determines the most 
e�cacious way to spend our dollars. 

We advertising very successfully for our 
dealerships via radio, digital radio, programmatic 
podcasting, television, FEP/OTT, direct mail, paid 
search (PPC), programmatic ads, social 
campaigns, Out-of-Home (OOH) and more. For 
Sienna Hills Audi, we would carefully analyze the 
market, behavior and shopping tendencies of our 
target audience, and then serve ads to them 
e�ciently via the platforms they spend the most 
time on. We do this every day for our four 
dealerships, and have all the confidence in the 
world that our approach would be very 
successful for the new Audi point. 

We would also eagerly involve Sienna Hills Audi 
in community events and sponsorships 
throughout Washington City. We would look for 
opportunities to allow our guests to discover 
Audi at every possible opportunity.





Good Things Happen at our dealerships because 
we refuse to let negativity through our doors. 
Our positive atmosphere is like a force field that 
protects every employee and every guest.

To Our Guests: 
It is our standard to provide employees who are 
friendly, knowledgeable, honest, and sincere. We 
pledge competitive prices and great selection to 
achieve the highest levels of customer 
satisfaction. 

To Our Team: 
It is our aim to provide a positive dealership 
environment so that your energy can be felt in all 
your dealings with each other and your guests. 
Volkswagen of Lee’s Summit expects the highest 
levels of integrity and believes in doing the right 
things for the right reasons. And we have a good 
sense of humor, making us easy to work with and 
enjoyable for our guests to be around. 

To Our Company: 
We are a successful company where employees 
love to work and out guests love to do business. 
This means we will accept nothing less than 
being both #1 in volume sales and #1 in customer 
service in every market in which we do business; 
thereby improving the quality of life for everyone 
involved in our culture. 

Where Good Things Happen





Bill Hang, law professor at University of 
California said these words: 

We talk too much about excellence, I think. We 
forget to talk about being good. The meaning of 
the word was destroyed for us the first time a 
teacher or parent told us "Good better best, 
never let it rest, until the good is better and the 
better is best." But the word "good" means 
everything; it means virtue and righteousness 
and morality and perfect alignment. Aren't these 
the things we really want to have in our lives?  

Over the 30 years that I have been writing letters 
of recommendation, the best thing I can say 
about young people is not how excellent they 
are in a particular skill or subject. It is that they 
are good, decent people with whom I want to 
share the world. Goodness as a human being is 
characterized by many things. A good person is 
an honest one, not a perfect one. Montaigne 
speaks of life as an "imperfect garden," and so it 
is. Remember Massacio's treatment of Eve in her 
physical shame and Adam in his psychological 
grief as they were forced to leave the perfect 
garden? Ever since that departure, we have had 
to deal with weeds.  

If we had only perfect gardens, where would be 
our excuse, on hot summer afternoons, to listen 
to baseball games on the radio while weeding. If 
we had perfection, we would never have to 
develop the skill of forgiveness, forgiveness of 
ourselves and of others. If we think we are 

What Does GOOD Mean? 
perfect, we can never admit our mistakes, 
apologize for them, and be forgiven. In his book 
'The Forgiving Self,' Robert Karen talks about the 
process of forgiveness. 'We aren't saints,' he says, 
'and we aren't meant to be.' Forgiveness that 
comes out of a sense that I should forgive 
because it's right, or forgiveness that is 
compliant or automatic is worse than no 
forgiveness at all . . . What gets overlooked is 
that forgiveness usually entails an important 
internal process; and that this process can go on 
for a long time and needs to be respected.' 

It is this kind of process in life that represents the 
real work of being a human being. Becoming a 
good person is part of the hard, exciting work of 
your life, a work that is always in progress.  
Those good human beings I want to share the 
world with are those who notice how they live 
their lives, those who understand that their great 
expectations may lead to lost illusions, but that 
the way we live now and with each other is 
enriched by the expectations and the losses and 
all we have learned from them, those who 
understand that confession and forgiveness are 
important in life, those who know that the 
garden will always be imperfect but that is part 
of its beauty, and those who remember the 
words of an old children's song to "brighten the 
corner where you are" and who, as adults, try to 
do just that. 

As leaders, continue to teach and preach 
excellence and strive to accomplish it in all 
endeavors. But don't, please don't, forget the 
good. 




