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Ryan P. Sherman

9545 Silent Hills Lane

Lone Tree, CO 80124
(719) 684-5715
shermosu1@gmail.com
VP- Strategy / Business Development - General Manager 
Turnarounds / Growth Strategies / Business Development / Diverse Team Leadership  
Strategic Marketing / Media Management / Financial Controls / Relationship Builder  
Ground-Up Team Building / Analytical Thinking / Quality Improvement 

Mr. Ryan Sherman offers more than 20 years’ experience in general management, with significant expertise in operations, financial management, building effective sales and service employee teams, and especially in implementing effective turnaround strategies.

Mr. Sherman’s skills are broad.  He has proven to be highly successful in driving increased revenues and profits by applying his astute analytical and communications skills.  He has a track record that clearly shows his consistent effectiveness in managing budgets, developing compensation plans, recruiting, and identifying and exploiting new business opportunities.  His over-arching priority is always to ensure the very highest levels of customer service.
He is a turnaround leader and a relationship builder, twin aspects of his career that have facilitated his many successes.  He is not only able to develop and execute effective turnaround, strategic, financial and marketing plans, he is equally capable in building high level relationships with key customers and within company leadership and employee teams.  He describes himself as a servant leader who knows the key to success is the employees and their satisfaction.
After graduating from Oklahoma State University with a Bachelor’s degree in Marketing and Psychology, Mr. Sherman joined the Bob Howard Auto Group as Director of Finance.  The group, a major auto dealership in Oklahoma, had both a physical and on-line sales and service capability and sold nearly 5000 units each month.  At only 25 years of age, he was leading more than 60 finance contractors.
In 2003, he was recruited by the Mike Shaw Auto Group in Colorado Springs, Colorado, as the General Manager and Director of Finance.  Mike Shaw is a GMC & Buick dealer serving customers throughout the Colorado Springs and Denver Metro Areas with full service and repair capability.  As the GM, Mr. Sherman held responsibility for the full P&L of the business.  He directed customer service, sales & service retention programs, and HR functions, and also negotiated contracts and managed vendor relations.

He was recruited primarily for his turnaround skills.  In 2003, the auto group was selling only 40-50 units per month.  Mr. Sherman re-structured the management team to enhance its training ability and build the confidence and talent to drive successes.  He implemented fresh and innovative marketing campaigns, that leveraged digital, TV, radio, and direct mail.  Within a year, his initiatives drove sales to more than 200 units per month and within two years that increased to 300 units per month.  The bottom line net profit increased to above $4M per year.

His leadership transformed a marginally-producing auto group into the biggest and most profitable GMC dealership in the entire state of Colorado, making GMC a volume brand in the state.

In 2008, after five years at Mike Shaw, Mr. Sherman was recruited by Century Chevrolet as the General Manager of the family-owned dealer that serves the Greater Denver Metro Area.  He managed the full range of business operations, holding responsibility for more than $5M net profit and leading more than 125 employees.

The situation at Century required a turnaround leader and it got one in Mr. Ryan Sherman.  The company was moving only 40 cars a month and low inventory on the lot was a constant problem.  The dealership occupied an unfavorable location; it was a destination location because there was no other way to locate them due to the lack of advertising. The staff was dispirited with low morale, which affected customer engagement satisfaction as well as the employee’s pay.

He established a marketing plan that fully embraced state of the art digital sales and marketing methods.  He enhanced the lead generation system and made staff improvements.  He made full use of television ads, writing his own commercials.

To resolve the inventory problem, he negotiated with General Motors and secured an agreement for GM to ship an additional 300 units to be shipped over a 90 day period and bought cars from other dealerships.  He staffed up, training and building a world-class sales and service team from those who had been laid off from the other dealerships during the recession.

Mr. Sherman’s efforts at the company produced a stunning turnaround for Century, especially impressive because it occurred during the stock market crash of 2008.  He drove sales to the #1 ranking in the Denver region with more than 600 units in stock, ready for sale.

His reputation as a gifted executive manager became widely known and in 2013 he was recruited to join Avalanche Harley Davidson in Denver as Executive Vice President and General Manager, where he became responsible for budgets exceeding $50M and a 200+ staff.  The owner’s goal was to build Avalanche into a volume dealership of Harley Davidson motorcycles. 

Once again, he was successful in transforming a struggling business.  When he took over, employee morale at Avalanche was low and key organizational components were missing or under-utilized, and there was no online marketing presence.  In short order, he implemented an internet sales and marketing department and launched an aggressive marketing campaign with a five-step sales process.  Avalanche grew quickly to become the #2 Harley dealership in the world with net profits soaring from $1.8M to more than $6.2M in less than two years.  His efforts also landed service contracts for the Police Department and the Colorado State Patrol.
Once again, he was called to turnaround a business.  In 2016, Groove Ford in the Denver area recruited him to turnaround a high volume store that was profitable from 2011to 2014 but was experiencing declining financials with too many unproductive and overpaid employees and ineffective operating structures.  Taking a grass roots approach, he outsourced auto detailing and restructured the employee compensation and bonus plans, and implemented an employee engagement survey.  The results were solid - employee satisfaction went through the roof, and customer satisfaction went up 12%, producing increases in net profit and sales volume by 18% and 20% respectively.

He achieved a major culture change at Groove Ford and increased net profit by more than $300K by cutting out-of-control monthly expenses from $1.4M to less than $1.1M.  Deeply committed to community service, he spearheaded more than $100K in donations to local schools in the Drive For Education program by setting aside a portion of profit from each sale.

Mr. Sherman is a true turnaround leader who inspires employees and managers alike by changing and leading company cultures, transforming them into better places to work with greater compensation opportunities while increasing company profits.  His gift for building productive business relationships based on his integrity and his collaborative approach to leadership is as impressive as his turnaround skills.  He enjoys golf, fishing, Denver sports, and traveling.
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