
Perspective from the Front Line
 I have been involved in the automotive industry for many years, 

with experience in the U.S., Europe and other markets. I am currently 

the representative of the three dealerships that are Sojitz subsidiaries, 

and am responsible for the growth and expansion of the U.S. 

dealership business. Having originally come from Portugal, I am 

sharing ideas and techniques cultivated in the United States with the 

dealership group in Brazil.

 The U.S. dealership business is a very attractive market. Many 

dealerships were privately owned, but the business landscape has 

been transformed through consolidation of dealerships over the last 

20 years. These conditions present opportunities, and with its financial 

resources and overall strengths, Sojitz is uniquely positioned to grow this 

business by acquiring and reorganizing privately owned companies.

 The three cornerstones of the dealership business are products, 

process and people. The products that we handle are leading global 

Combining a Global Model and 
Dealership Business

The Dealership Business as a 
Growth Driver 
 In the Automotive Division, our value creation model consists 

of three key strategies: evolution of our assembly/wholesale 

business, growth of our dealership business, and development of 

a new business model. In particular, we are focusing on the 

dealership business as an important growth driver for expanding 

and enhancing the stable earnings foundation not only of our 

division, but of the Sojitz Group as a whole. Since Medium-term 

Management Plan 2017, we have been moving aggressively to 

expand this business, and have steadily captured growth 

opportunities by increasing operating companies through M&A. 

Expanding into Other Regions Based 
on Results in the United States
 The roots of Sojitz’s dealership business date back to the 

1987 acquisition of Weatherford Motors, Inc., which operates an 

authorized BMW brand franchise in California. Since then, this 

company has performed steadily, generating profit in any 

Overview of Dealership 
Business

  A track record of approximately 30 
years in California

  Operates three BMW dealerships, 
one combined with MINI in the San 
Francisco Bay area of the United 
States, with annual sales volume of 
approximately 8,000 vehicles

  Has established a highly profitable 
business model with strength in pre-
owned vehicle sales and after-sales 
service

  Acquired a dealership group 
consisting of BMW and MINI 
dealerships in Brazil in 2015

Luis Garcia
President, Weatherford BMW of Berkeley

President, BMW Concord & MINI of Concord

President, BMW of San Rafael

Sojitz Corporation     Integrated Report 201710



Weatherford Motors, Inc. (BMW dealership)

brands: BMW and MINI. As for process, we share them across the 

organization, enabling us to achieve standardized processes.

 As for people, the assignment of managers after business 

integration is important. We need people who can understand the 

different corporate cultures and backgrounds of the companies we 

acquire, and then create a new strategic direction.

 Also, since the pool of management talent is limited, it is important 

to quickly develop new management candidates. I believe the shortest 

path to achieving that is to hire young people and give them responsibility 

early, so they can learn while gaining practical front-line experience. 

Luckily, Sojitz’s management has the same idea. After we establish such 

a model in the United States, we will work to apply it in other regions.

Local Business Style for Growth

Expand businesses through 

M&A in promising markets

Invest in highly experienced

management talent for

successful integration

Provide practical front-line 

experience to develop more 

management candidates

economic climate. With eyes on this stable, profitable model, we 

expanded the business through the acquisition of two additional 

dealerships with a total of three franchises in California, in 2014 

and 2015. The dealerships we acquired are widely known and 

well-established in their communities and have track records of 

almost 40 years. Having businesses such as these in our ranks 

will strongly bolster our presence in the United States. The current 

president of all three dealerships is a seasoned professional in the 

local industry.

 We are also applying the business model developed in this 

market in other regions. In 2015, we acquired dealerships of 

BMW and MINI brand vehicles in Brazil, and we plan to continue 

expanding into new regions.

Roadmap for Creating a Cluster of 
Revenue-Generating Businesses
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