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I N D U S T R Y N E W S

Innovative cloud-native, open API platforms allow 
dealerships to leverage tools best suited to their business

For decades, dealerships have been hindered by product, 
system and data integration challenges when adding the tools 
their business needs because, until now, there hasn’t been a 
more fl exible foundational technology solution.   

To understand why foundational tools have become so 
complex, we must refl ect on how they became this way. DMS 
technology was initially invented to aid in managing trans-
actional processes and dealership accounting. Over time, the 
DMS foundation has not fundamentally changed. Third-
party companies, however, developed new tools that solved 
unique business problems or met new consumer demands. 
While these tools were very good at solving specifi c problems, 
dealers faced new challenges that often began with integrat-
ing the tools into the DMS.

With multiple tools came added complexities: multiple 
logins, user interfaces, siloed reports and support structures. 
While DMS connections could be made, they lacked true, 
real-time integration. This made it diffi cult to see the entire 
end-to-end consumer and vehicle journey throughout various 
stages of the sales and service experience. These blind spots 
forced dealers to create workarounds and/or add resources 
to gauge their operation’s performance. Let’s not forget the 
monthly integration fees that add insult to injury.        

Technology disconnects impact 
dealership consumers, too
Traditional automotive retail technology has also not fully 
supported the seamless sales and service experience, partly 
due to the integration hindrances. Let’s face it, on the sales 
side of the operation, ‘digital retailing’ as we’ve known it, 
isn’t really digital retail. It’s digital shopping. 

Once the proverbial ‘virtual handshake’ is complete, many 
dealers manually load the deal structure in their deal calcu-
lator (better known as the desking tools) and execute the 
transaction in the traditional way. This transfer of information 
still creates deal inaccuracy, manual or double-entry and a 
lack of transactional fulfi llment consumers are accustomed 
to in e-commerce.

Transacting with an end-to-end cloud platform to complete 
digital deals from A to Z remotely is the next breakthrough 
in automotive retailing. On the service side, a similar approach 
can be taken to get work approved, signed and paid for with 
complete visibility to both consumers and dealers. 

The end-to-end cloud platform also allows dealers to 
see a consumer or vehicle journey throughout the whole 
process on a micro and macro level, to better understand 
what’s happening in their operations, tell the whole story 
and drill down into any area of their business with deep 
insights and visibility. 

Cloud-native, open API platforms: The future is now
A new, cloud-native, open API platform solution has fi nally 
arrived to combat decades-old integration and fl exibility issues 
and redefi ne the future of possibilities for automotive dealer-
ships and digital retail. 

Cloud-native platforms, like Tekion Automotive Retail 
Cloud (ARC), are designed from the ground up to be fl exible, 
scalable, accessible, safe and fast. They also give brick-and-
mortar dealerships the ability to compete with emerging 
online retailers like Carvana, Vroom and Canada Drives who 

are increasingly taking market share to meet unmet con-
sumer demands for more desirable experiences. 

Tekion ARC includes critical components that power es-
sential dealership operations while also enabling evolution 
and integration with its (previously unheard of) zero-fee open 
API model. This means dealerships can more easily integrate 
and continue to use other tools that also support their busi-
ness—and have complete control.

Cloud-native platforms offer numerous advantages 
to older, less fl exible foundation models, including: 
• Improved operations and enhanced collaboration: 80 per 

cent of companies across all industries report improve-
ments in processes within the fi rst few months of adopting 
cloud-native platforms. 

• Better data integration: Because everything is internet-
based, consumer-facing tools and dealership back-end 
tools are all connected, rather than having data jump 
from one system to the next, causing data fragmentation 
and manual re-entry, which introduces the possibility of 
human error.

• Better security: When it’s on the cloud, the encrypted data 
can be retrieved from anywhere at any time. When data 
is stored locally, a local server outage can risk data loss 
and inability to access data, temporarily shutting down a 
dealership. Worse yet, if a laptop goes missing, data can 
be lost entirely. 

• More cost- and time-effective: Cloud-native technology is 
always up-to-date due to quick and incremental over-the-
air updates, reducing downtime and training time versus 
infrequent and major technology overhauls with other 
systems. And with zero integration fees, dealerships can 
leverage and integrate the tools they want without penalty 
and take full advantage of maximum profi tability. 

• Allows for shared, mobile retail tools: Today, more con-

sumers are researching vehicles and initiating purchases 
on their smartphones, which is why mobile-fi rst dealership 
tools are critical for consumer satisfaction and dealership 
success. With cloud-based tools, mobile applications and 
dealership technology data are easily shared, allowing for 
the addition of mobile-fi rst solutions that consumers want. 

• Enables growth and fl exibility: Cloud-native tools allow 
dealerships to quickly adopt continual technology enhance-
ments to keep up with changing consumer expectations. 

• Boosts online parts sales: Better data integration means 
better AI, so your tools can “learn” to sell more parts and 
services via machine learning recommendations. 

• Puts the dealer in complete control: Dealerships can use 
the tools and products that work best for them while also 
seeing accurate, real-time and more actionable data. 

Automotive consumers have long been awaiting retail 
experiences like they get in other industries; and dealerships 
have been struggling with complex systems that hinder their 
advancement and profi tability for far too long.   

The Tekion ARC platform creates win-win-win scenarios for 
dealerships, their consumers, and OEMs alike as the industry 
shifts to a more convenient, cloud-native, fl exible and frustra-
tion-free way to manage business and delight consumers. 

Dealerships in North America are already defi ning the 
future of automotive retail with Tekion ARC, including a 
shift to 100 per cent paperless operations in their dealership. 
Learn more at tekion.com.

Napoleon Rumteen is senior vice-president of commercial 
operations for Tekion. Rumteen joined Tekion in October 2018 
and is responsible for expanding the company’s presence in 
the automotive industry and oversees the company’s market-
ing, sales, implementation, and partner success teams.  Rumteen 
brings nearly 28 years of automotive sales and service expe-
rience to his role at Tekion. CAW
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TORONTO – The Toyota Canada 
Foundation announced it will 
be funding scholarships for 
Black students pursuing post-
secondary education in automotive 
technology.

Toyota Canada Foundation schol-
arship recipients will be selected and 
awarded by Black Business and Pro-
fessional Association’s (BBPA) Na-
tional Scholarship Program, which 
is committed to supporting and 
promoting the achievement of aca-
demic excellence for Black Cana-
dian youth. The National Scholar-
ship Program was established in 
1986 to reduce the rate at which 
Black students drop out of school 
despite their academic success due 
to an unavailability of funds.

Chief executive offi cer, Nadine 
Spencer said, “It is truly an inspira-
tion to witness the hard work, de-
termination and sheer talent of our 
scholarship recipients. Over 1,100 

outstanding students applied and 
while we wish we were able to award 
them all scholarships, these recipi-
ents represent a brighter future for 
our community and generations to 
come. They are the catalysts that will 
shift the narrative. It is an honour 
to recognize these great minds in 
their academic endeavors with the 
commitment and support of our 
outstanding sponsors.”

Over the next two years, BBPA 
will select six Black students pursu-
ing post-secondary education in a 
Canadian automotive technology 
program to receive a Toyota Canada 
Foundation scholarship. Each 
student will receive $5,000 per year, 
for two years, for a total of $10,000.

“Over the past few years, the 
Toyota Canada Foundation has 
helped encourage hundreds of thou-
sands of Canadian kids and youth to 
pursue an education and career in 
STEM through its support for na-

tional organizations like Actua and 
Let’s Talk Science,” said Leslie Miller, 
treasurer, Toyota Canada Foundation. 
“Now we’re proud to be able to help 
some of those students take 
the next step in their education and 
career by working with Black Busi-
ness and Professional Association’s 
terrifi c National Scholarship program 
to provide fi nancial support for Black 
students interested in automotive 
technology.”

The next application deadline for 
the scholarships is Summer 2022. 
Anyone interested should apply di-
rectly through the BBPA’s 
website: https://bbpa.org/bbpa-
scholarships/ CAW
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