according to Craig Zinn.

he auto business is in Craig Zinn's blood. President
I and CEO of Florida’s Craig Zinn Automotive
Group, Zinn comes from a family that first sold
cars in New York City in 1955. Today, Zinn leads an organi-
zation that strives to put service and innovation above all

other concerns.

Craig Zinn Automotive Group got its start in 1981 with
the Toyota of Hollywood dealership, and it has grown and
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New locations and a focus on service are two reasons
this South Florida automotive group continues to thrive,

evolved ever since. Today the group has several franchise loca-
tions in South Florida representing the Toyota, Lexus, Acura,
Scion, Subaruy, and Spyker brands.

“Our business office is centralized in Hollywood and controls
accounting, billing, and all internal processes from that loca-
tion,” said Zinn. “We sell between 1,300 and 1,500 cars per
month on average, and our Toyota store continually ranks
among the top volume stores in the nation.”



Bold moves
One of group’s most significant recent investments was the
Lexus of North Miami dealership, which opened a little more

than a year ago. The facility is more than 1 million square feet

in size, can house an inventory of 2,000 cars, and features 117
service bays.

Among the largest Lexus dealerships in the world, it was
designed to provide a premier experience on many levels.
Coming in to get a Lexus serviced, clients don’t have to worry
about being bored or uncomfortable. It is home to the Club
Lexus Lifestyle and Fitness Center, which has everything from
a full gym, private men’s and women’s locker rooms, a busi-
ness center with free WiFi and individual workstations, and

a meditation room to a teethavhitening station, a boutique
with sports clothing and accessories, a café, a children’s play

area, and game roon.

“The facility’s amenities give our clients everything they need
and cater to their busy schedules and lifestyles,” said Zinn,
noting that the dealership plans to add a fullservice bank
branch in the future.

The group followed up the 2009 milestone that was the open-
ing of Lexus of North Miami with the opening of the Florida
Hybrid Center in 2010. After GM chose to shut down the
group’s Pontiac dealership during restructuring, Zinn saw an
opportunity to open a new sales center that would appeal to

the growing number of consumers looking to join the hybrid

car movement.

The Florida Hybrid Center is a 4,000squarefoot facility with
more than 100 new and used Lexus and Toyota hybrids. It

is the first facility of its kind in Florida, providing consumers

with information on automotive fuel and economic efficien-

cy as well as specializing in the purchase, sales, and exchange

of all hybrid makes and models on the market.

“The hybrid market hasn’t been well served by traditional new
car dealerships, and [ believe there is a lot of room for growth
for hybrid cars,” said Zinn. “People were especially interested in
hybrids when gas was hitting $4 a gallon, and the cost of gas is
going to increase in the future. People will move toward
hybrids to deal with rising fuel costs and because of what they

represent in terms of clean energy transportation.”

Also at the location is the group’s new Subaru dealership.
Zinn said the company was fortunate to get that franchise
into the portfolio to help offset some of the volume loss by
Pontiac’s departure.

Dealing with the ripples

The upheaval in the auto industry and the economy at large
during the last few years hasn’t gone unnoticed by Craig Zinn
Automotive Group, but the company found interesting ways
to deal with the ripple effect. Zinn said the company dealt
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