Nyle Maxwell Family of
Dealerships

Recruiting for
Exponential Growth

Partner Proﬁle
Nyle Maxwell Family of
Dealerships
13401 Ranch Road 620 North
Austin, TX 78717

Objectives:
Fill high-level, full-time manager
positions
Provide contract labor

Results:
0% turnover for all management
positions ﬁlled
100% ﬁll rate for every contract labor
request
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Of all the years to strike out on his own again, Nyle
Maxwell chose 2009.
The automotive industry closed out
the year with just over 10 million unit
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Y 21.3 percent decline from the
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previous year, and the industry’s lowest
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in market share, and two began
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Overcoming
Economy

10 MILLION UNIT SALES

In the midst of all this upheaval, Nyle Maxwell re-entered
the market under his own brand. In years prior, Maxwell
had developed a dealership group, which he then sold to a
large, publicly-traded entity. Maxwell continued working in
the auto group’s leadership for several years. In 2009, Maxwell
decided to return to the position of owning and operating his
own auto group once again. He re-acquired two dealerships
from the publicly-traded entity. And, Maxwell’s ﬁrst order of
business was recruiting a General Manager for his Chrysler
Jeep Dodge Ram store on Highway 620 in Austin, TX.
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EFG’s
Recruiting
Methodology

Having worked with EFG Companies in the past,
Maxwell reached out to John Stephens, the Executive

Vice President of Dealer Services at EFG, to ﬁll this important
vacancy. His requirements were simple. The recruit had to
have demonstrated success in managing a dealership, they
had to be good at following instructions, and they needed
to be trustworthy.

Requirements

1

Demonstrated success in
managing a dealership

2

Good at following instructions

3

Trustworthy

EFG leveraged more than three decades of recruiting
methodology to formalize and cultivate a pipeline of

potential candidates for dealership clients for positions like
General Manager, Finance Director, and Sales Manager.
This pipeline was supported with a core competency
sourcing platform and a proprietary Top Performer Proﬁle®
to source high-quality candidates and match individuals
whose personality characteristics and work styles make them
effective in a given role.
By the next day, EFG had lined up an interview between
Maxwell and a recruit from Houston who was hired on the
spot. The new General Manager and his team took the

dealership from selling an average 100 units per month
to an average of 400 per month.
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Ongoing
Recruitment
Efforts

After ﬁlling the General Manager position, EFG went
on to place an F&I Director, and Internet Manager, and an
F&I Manager. Before passing any recruit on to Nyle Maxwell
for a ﬁnal interview, EFG conducted:

Candidate Sourcing
PDP Proﬁling
Screening
Two to Three Interviews

In addition, EFG tracked the progress of each position ﬁled,
providing onboarding, along with ongoing training support
and engagement. With every position ﬁlled by EFG, Nyle

Maxwell experienced a zero percent turnover rate.

EFG continues to serve Nyle Maxwell as the auto group’s
F&I product administrator, and professional training and
recruiting partner. Nyle Maxwell sells a full suite of EFG
products, including a private-labelled limited lifetime
powertrain protection program under the name Maxwell
Forever. Beyond recruiting high level, full-time managers,
EFG also provides Nyle Maxwell with contract labor support,
with a 100% ﬁll rate for every contract labor request.
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Results

By taking this deliberate approach to achieving
Nyle Maxwell’s recruiting needs, EFG enabled the

automotive group to focus their efforts on increasing their
footprint in the market and overcoming the challenges of
one of the worst recessions in American history. The auto
group has gone from averaging at approximately $1,000 PRU
on new vehicles to averaging $1,600 PRU, with a 58 percent
service contract penetration rate and a 55 percent GAP

contract penetration rate.

$1000
PRU

$1600
PRU

58% service
contract
penetration

55% GAP
penetration

Since 2009, the dealership has consistently placed in the
top one percent for General Motors in the district. The auto
group received the General Motors “Mark of Excellence
Award” for four years in a row between 2009 and 2012. In
2012, Nyle Maxwell received the “F&I Pacesetter Award”
from F&I and Showroom News. Lastly, in 2013, Nyle Maxwell
was honored as a nominee for Time Dealer of the Year.
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Accelerated
Performance

With EFG’s extensive client engagement and
recruiting services, Nyle Maxwell had the resources
necessary to signiﬁcantly accelerate his auto group’s
performance and growth. With more than 40 years of
experience in helping dealerships achieve their business
goals, EFG knows how to help dealers overcome the
challenges that plague the industry, like high turnover and
retaining quality staff.

To learn more about EFG Companies,
visit efgcompanies.com
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