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I’m sure that for every partnership success 

story, there is likely another which was not 

successful. I can only say that I have found a lot 

of fulfillment in the partnership I’m involved in.

Til’ death do you part. Those are words most of us 
are familiar with from most wedding ceremonies. 
There are a few of us, however, who have reason to 

live by these words in the business world. I’m speaking of 
those of us who are organized as partnerships, or to put 
it more accurately — Small Business “S” Corporations or 
LLC’s with two or more shareholders. It’s not that I feel I 
have another spouse in my business partner, but realisti-
cally I’ve likely seen more of him during the 20 years we 
have been in business together than I’ve seen of my wife. 
Especially when you consider that I’m wide awake during 
business hours as opposed to soundly sleeping for much 
of the time I am at home overnight! 

My business partner, Nelsen Simonsen, and I started op-
erations as a small business corporation in 1996 by serving 
new-car dealers in providing CRM as a service. We basically 
generated hundreds of thousands of thank-you letters and 
cards which our customers then sent to their customers be-
fore and after the sale. We generated several organizational 
tools used by the salespeople in following up with their 
customers and were responsible for training and retrain-
ing salespeople in practicing good follow-up. We were the 
precursor to Business Development Centers. At one time, 
we had over 20 new car dealers in San Antonio, Austin and 
surrounding communities utilizing our services. 

In 2005 we noticed the large international software 
companies who serviced new-car dealers began to add 
modules to their software which were designed to do 
what we were doing, albeit without anyone onsite to 
retrain and keep the salespeople onboard with working 
the follow-up. They were, however, a lot cheaper than 
us. So, we saw the writing on the wall — our days were 
numbered in this business and we decided to go a differ-
ent direction. We decided to open a BHPH used car lot! 

We operated both businesses during the next four 
years while the CRM business wound down and the 
BHPH business got off the ground and became profit-
able. We are very thankful we had the cash flow from 
the CRM business to fund our living expenses during 
the startup of our car lot. I’ve wondered if we would’ve 
made it otherwise. We have bootstrapped both busi-
nesses we have operated. Like most people born into 
this world, neither Nelsen nor I have had any kind of 
silver spoon to rely on. We started with nothing. Here is 
what will really blow you away: while Nelsen and I have 
had disagreements on various issues over these years, 
we have never had a disagreement which escalated 
above calmly discussing our options. 

I believe there are many reasons why our partnership 
has worked well for us. This is the focus of this article: 
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excellent relationships 
with a local bank for 
our checking accounts 
and real-estate loan, we 
moved our traditional 
floor-plan loan away 
from the high-priced 
floor-plan company to 
the local bank on an 
interest only basis. We 
have steadily reduced 
the balance owed on 
our floor-plan loan to 
where most of the year 
we owe less than $30k 
on about $350k in in-
ventory. Soon we will 
not even need a floor-
plan loan. We have also 
accumulated enough 
capital in our savings 
account to completely 
fund the volume of fi-
nancing required so as 
to not miss any deals 
during tax season. Plus, 
we have accumulated 
a sufficient “rainy day” 
fund to pay for unex-
pected expenses that 
pop up from time to time. Having 
all of these items in place enables us 
to distribute profits as they come in 
and not have to worry about “cash 
calls” to us as owners to fund our 
business operations.

Complementing Skill Sets

We have complementing skills. 
When we opened the CRM busi-
ness, I had experience in operating 
a small business. My previous work 
had resulted in multiple business 
contacts with most of the car dealers 
in south central Texas. I would go 
out and sell dealers and managers 
on using our services, then I would 
customize the database solution for 
each dealer. Nelsen had many years 
of experience working for dealers, 
knew the business in and out, and 
had served in management positions 
for several dealers. His skills at op-
erating the CRM business and main-
taining a motivated and professional 

staff contributed greatly to our 11-
year run in that business.

As we transitioned to the BHPH 
lot, Nelsen has functioned as the 
“car” man and I have been the regu-
latory and “business” man. Nelsen’s 
previous BHPH experience working 
for Bob Miller and Red McCombs 
has proved invaluable to us in oper-
ating our BHPH lot. He acquires in-
ventory, oversees reconditioning and 
manages post-sale repairs. I keep all 
of our finances in order, manage our 
cash flow, obtain the financing we 
have utilized and handle IRS, OCCC 
and other governmental audits. We 
both work to close new deals, handle 
customer complaints and keep col-
lections on track with our collec-
tions staff.

Family First

I honestly don’t know how solo 
operators make it in the BHPH 

(cont’d on pg. 8)

how can we make partnerships 
work in the business world. Of 
course, I can only speak effectively 
from my own experience, so that’s 
what I’ll do. 

Mutual Respect

Nelsen and I are both religious 
and we belong to the same church. 
The values we live by were taught to 
us from our childhood in religious 
families. We were both raised by en-
trepreneurial parents who instilled 
principles of hard work, honesty and 
respect for others as a way of life. We 
don’t ask our business partners (each 
other) to do anything we would not 
be comfortable doing ourselves.

Personal Monetary 

Business Commitment

While there is in business always 
the fact that one must have their 
own “skin” in the game, this is not 
what I mean by Personal “Monetary” 
Business Commitment. Nelsen and I 
have always been committed to live 
within our means and spend money 
on the personal level only when we 
have the money unencumbered to do 
so. In other words, we live and die by 
what our business generates in cash 
profits. Neither of us go out and bor-
row big to live “high on the hog” and 
then subsequently put pressure on our 
business to fund our good times. We 
both understand there will be “fat” 
times and “lean” times in all busi-
nesses. We both also know if there are 
no profits to distribute, we must make 
our own private arrangements to fund 
our own personal lifestyle.

Monetary Business 

Commitment

The financial commitment on 
the personal level mentioned above 
also extends to our business. We 
don’t spend money we don’t have. 
Other than our current real-estate 
loan and once having used a tra-
ditional floor-plan loan in the first 
few years of our BHPH business, we 
have not borrowed money to fund 
operations. After having established 
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business and are still successful in their marriages and 
families. Both Nelsen and I have always been committed 
to seeing that the other takes whatever time is needed to 
be with his family at school functions, weddings, sick-
nesses, vacations and holidays etc. Each year we both 
take about a month off, accumulated at various times 
throughout the year. Whenever one of us needs to be 
away from the business, the other is always there to take 
care of things. Both of us have found comfort knowing 
we can spend the time necessary to be with our families 
as our parents have aged or died, or our kids have ex-
perienced important life events. We don’t have to worry 
about our business affairs during such times.

One Partner Having Ultimate Responsibility

One of the biggest “killers” of partnerships are the 
standoffs created when 50/50 partners stake out uncom-
promising positions on items of business. Usually in this 
situation there can be a lot of pride involved on the part 
of one or both partners which result in deadly battles 
over even routine items of business. We have avoided 
this problem by having 51/49 ownership. Both of us 
have always known that the ultimate decision will be 
made by the 51 partner in the case of not being able to 
agree on any particular matter of business. We both re-
spect each other enough that we have always been able 

to arrive at a consensus without the 51 partner having to 
resort to lording it over the other partner. This provision 
has kept our focus on what is best for the car lot and 
away from what is perceived to be best for the individu-
al. I feel this has greatly contributed to the long-lasting 
success of our partnership.

Professional Training

Both of us have always been committed to education 
in our line of work. From the day we opened, we have 
been members of TIADA. Each of us have attended 
TIADA-sponsored training and compliance seminars 
over the years, and we both attend the TIADA Annual 
Conference and Expo. I believe strongly this commit-
ment on the part of both of us has strengthened our 
business and kept us away from the pitfalls of the regu-
latory world we live in.

I’m sure that for every partnership success story, there 
is likely another which was not successful. I can only say 
that I have found a lot of fulfillment in the partnership 
I’m involved in. I’m grateful to my partner Nelsen for 
the success we have shared together over the years. We 
have watched each other’s kids grow up and our busi-
ness has made it possible. 
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