A stunning sales performance at Jack Schmitt Chevrolet

Midway through the month in Octo-
001, salesman John Weilmuenster
cted something special was pos-
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SELLING SUCCESS: John Weilmuenster is shown
with Kathy Federico.
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eamned legendary status
by selling 79.5 units,
contributing to total
of 488 vehicles sold for
the year.
“fohn’s
one thing: selling cars,”
said Kathy Federico,
executive manager of
Jack Schmitt Chevrolet
of O'Fallon. “It takes the

focused on

right personality to sell
cars, and it’s even more

rare to have the commitment to follow-

up with customers. John blends both

traits. His performa is a testament

to that.”
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I've been here, and people know

that I will be here. Of those 79 custom-

ers, probably over half the sales re-

sulted from referrals or repeat buyers,”
er.
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Reinforcing his presence, Weilmuen-
ster personally sends a quarterly
newsletter ta 0 clients, providing
information on protection packages,
warranties and more.

“John is special. His integrity is
well-known, and everyone in the com-
munity loves him,” said Jack Schmitt,

’

the dealership’s owner.




