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Scholfield Honda’s new 54,000-
square-foot dealership on East Kel-
logg between Woodlawn and Rock 
Road is full of amenities and features 
that will wow car buyers and custom-
ers bringing in vehicles for service.

But General Manager Brad Cox 
doesn’t want the ease of getting into 
this beautiful, newly constructed 
building to get overlooked.

“At the old dealership, customers 
shopping for a new car sometimes had 
a hard time finding a place to park, 
Cox said. “And if you were coming 
in for service it wasn’t always clear 
where to go.”

There’s plenty of convenient park-
ing right outside the new building, 
and all of the dealership’s service is 
consolidated into one area that is 
clearly marked and can welcome as 
many as 15 vehicles at once through a 
four-lane service drive.

“Everything we’ve done in design-
ing this dealership is to expedite the 
customer experience and to make it 
the most comfortable experience any-
where in town,” said Roger Scholfield, 
president of the dealership. “That’s 
why we put so much thought into all 
of the features and amenities.”

As one of Honda’s largest volume 
retail sales dealerships in the Midwest 
and one of eight Honda dealers left 
that still operates an express ser-
vice station, Scholfield Honda had 
outgrown the building that Roger’s 
father, Vic, had built in 1985. The 

new dealership is built behind the 
old building, which was demolished, 
and uses an additional 2.2 acres of 
land Scholfield acquired to the south 
of the original 8.2 acres. The service 
center portion of the building opened 
in November and this month is the 
grand opening of the entire, complet-
ed building.

Just outside the service center 

reception area is a Starbucks station 
dispensing free co�ee and hot choc-
olate along with an Avanti Market 
selling fresh food, snacks and bever-
ages. There’s a parts boutique where 
customers can buy parts, fluids, 
vehicle accessories, detailing kits as 
well as Honda swag and local sports 
team apparel.

Take a few more steps and you’re in 
the main customer lounge area, which 
flows into the showroom, all with 
high ceilings and flooded with natural 
light. Customers can choose from a 
variety of seating areas: high-top bar 
seating with plug-in stations, four-top 
tables or 
comfort-
able chairs 
in living 
room 
settings 
facing 
a faux fire-
place or 
big-screen 
TVs.

Just o� 

the seating area is an enclosed kids’ 
zone, and upstairs there’s a room 
for nursing mothers. The dealership 
is pet-friendly, too, and o�ers a pet 
café: fresh drinking water and compli-
mentary dog treats.

“Right now we are No. 1 in our 
district, No. 2 in our zone and ranked 
40th in the country on customer ser-
vice experience,” Scholfield said. “We 
take great pride in that and expanding 
our service capacity and modernizing 
our building was important to contin-
ue to meet customer needs.”

The first six months of this three-
year project were spent researching. 
Scholfield and his management team 
visited local competitors and Honda 
dealers in other markets, including 
a Los Angeles dealership that is one 
of the oldest in the country and had 
just completed a major remodel. In 
addition to talking to the management 
team, SJCF Architecture conducted 
focus groups among Scholfield Hon-
da’s 105 employees. 

The final result is a state-of-the-art 
dealership designed by SJCF Archi-
tecture and constructed by contractor 
Hutton Construction and many other 
local companies and craftsmen, with 
financing provided by Emprise Bank. 
Customers shopping for new Hondas 
will notice more inventory on the lot, 
all of the inventory in front of the 
building and faster transaction times. 
Honda will reward the dealership for 
its upgraded facility by allotting an 
additional 325 vehicles to Scholfield 
Honda throughout the year.

The dealership’s service center pro-

vides maintenance on all makes and 
models of vehicles and has increased 
capacity from 22 to 28 lifts. “A lot of 
people don’t realize that if you have a 
Honda and you have another brand, 
you can bring them all here,” said 
Doug Faulkner, a 22-year Scholfield 
Honda employee and the dealership’s 
director of parts and service. “We 
keep a huge tire inventory, and we’ll 
price match anyone in town.”

There are many more behind-
the-scenes features that will benefit 
customers. For example, the new 
service lifts take 22 seconds to go up 
or down versus 60 seconds for the 
old lifts. With 28 lifts, that’s nearly 10 
hours saved each week. Another up-
grade in the new building that makes 
Scholfield Honda’s technicians more 
e�cient is adding reels for transmis-
sion fluid and windshield washer fluid 
in addition to engine oil.

The new building includes two car 
washes and the dealership will contin-
ue to o�er complimentary washes for 
service customers. 

“I can’t say enough about the 
Scholfield Honda employees and all of 
the workers and companies that were 
involved with this project – they were 
first class all the way,” Scholfield said. 
“I’m proud to present this new, mod-
ern building with all the amenities to 
our employees and to our customer 
base, but in the end buildings don’t 
sell cars, they don’t service cars. Our 
business is still about the people, the 
employees of Scholfield Honda deliv-
ering great customer service.”

State-of-the-art building ready to serve customers


