RpmOne may be one of the nation'sleading providers
of finance and insurance products, but President Barry
Miller proves that its more than a business in facts
and figures. Like Dealership Uriversty, it a business
that works for people. With a decade of experience

in the FRI industry, the RpmOne team has developed
and refined products that maximize profitability and
streaniine the administrative process in the Finance
Department. Products include F&I sales tools and progressive techol-

ogy that, when combined with professiona training sessions, are of tre-

mendous value to dealerships that aim for high-performance. Barry and
his team work closely with individual dealerships to identify needs and
work together to meet the.

Barry, prob-
ably familiar with RpmOne, for those who are not, can you tell s a little
about the company and what you do?
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DU As one of the leading providers of finance and insurance products
aver 300 deatas ntionwide,yo guys must see 1t of both High perform-
ing and low performing finance departments. What are some of the key con-
sistencies that you see between high performing dealers?
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