
A MESSAGE FROM THE

Welcome to the introductory issue of our Hoehn Newsletter! We intend to send this 

newsletter monthly, and we hope that it will help deepen the sense of community 

within our group. We thought we would start our first edition by giving a very brief 

history and overview of Hoehn Motors. It is a heritage that we are proud of—and hope 

that you are too!

Hoehn Motors was founded by our great-grandfather, Theodore William Hoehn in 

Cherry Creek, Colorado in 1928. In the 1950s, Hoehn Motors mainly operated out of 

Memphis, Tennessee where it was owned and run by his son Theodore (Bill) Hoehn Jr. 

(Fun Facts: Johnny Cash actually worked for Hoehn Chevrolet, and Elvis was a frequent 

customer! ) In 1975, Hoehn Motors moved to Car Country Carlsbad, which was one of 

the first auto malls in the country. Brothers Bill and Bob Hoehn joined their father and 

expanded the business from a Honda/Oldsmobile store to a 

dealership group with seven franchises: Mercedes, Audi, Porsche, Honda, Acura, Jaguar, 

and Land Rover.  Bill and Bob are still very much involved in operations, and a fourth 

generation has also come on board: Ted, Adrienne, Jo Hannah, and Susanah. We are 

grateful to be a part of over 90 years of history and are excited to continue to promote 

a culture of caring for each other and our customers. We look forward to the future and 

appreciate your part in it!

Sincerely,

Susanah, Ted, Jo Hannah, and Adrienne

Hoehn Family

Chips N’ Inventory Dips
Every aspect of our business relies on the initial part of the 

ownership cycle--the sale. So we understand that it can be 

a bit concerning to come to work and see so few cars on 

the lot. There are numerous articles in the news about the 

effect of the microchip shortage on the global auto 

industry, and we will not go into the economic 

supply-chain details here. Instead, we would like to 

share why we are optimistic in the face of this 

situation: 

We Are Adaptive We Are Resilient

We have tools at our disposal to adapt to 

this challenge. Sales Departments can 

focus on building used car inventory 

through wholesale and direct consumer 

purchases.  Parts and Service Departments 

can put a stronger focus on retaining and 

acquiring customers with aging vehicles.

While every chapter has its unique 

qualities, it's important to remember that 

we have endured similar challenges in the 

past (many of you will remember the 

massive Honda shortage following the 2011 

earthquake and tsunami in Japan.) We 

believe that the Hoehn dealerships are in a 

healthy position to weather this storm.

As each store continues to receive more—and changing—inventory forecasts from their 

manufacturer, we will continue to adapt our strategies while delivering the excellent 

service that Hoehn customers expect.

The Manufacturers Are Doing 
Everything They Can

The Market Adjusts to
Supply and Demand

No one wants this problem fixed more than 

the OEMs, so we can be confident that 

they are putting a lot of brainpower and 

resources into increasing production as 

soon as possible. Many have even come up 

with creative temporary solutions to get 

more cars to us, like removing some 

non-essential features that require chips.

We are not alone! 

All dealerships are in the same situation, 

and low supply means that the cars we 

do have are more valuable. 
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For 11 years, the annual car raffle 

fundraiser has enabled Ronald McDonald 

House Charities of San Diego to grow 

and sustain by raising essential funds for 

the organization. The visionaries behind 

these efforts are Susan & Bill Hoehn and 

Hoehn Motors in Carlsbad, whose grand 

prize donations have directly led to more 

than $3 million in net raffle proceeds to 

support families at San Diego Ronald 

McDonald House.

Community
CONNECTIONS

Sara Hoffman
& PIZOOKIE

Get To Know

Those who have met Sara have undoubtedly been graced by 
her warm presence, selflessness, and willingness to help. Sara 
joined the Hoehn team 9 years ago and shares that although 
working by the beach is a huge plus, she has found that 
working around people she cares about and an organization 

that cares about their employees, makes everyday worthwhile 
and enjoyable. Sara stays busy managing all finance and 

warranty contracts for Audi Carlsbad and Mercedes Benz. 

Outside of the business office, you can find Sara spending time with 
her mom and Pizookie (her 6 year old black lab), frequenting her favorite spots such as 
Target, Disneyland, and the beach, or drinking tea in good company. Friends and family 
would describe her as happy, a little goofy, and focused, but despite popular belief, 
she’s a lot more shy than she gives off. In an ideal world, she would’ve loved to become 
a race car driver because of her love of driving fast and constant urge to race other cars 
on the road (in her mind of course). If you’re ever in need of some tea or Disney food 
recommendations, be sure to reach out to Sara - don’t worry, we promise the caps lock 
doesn’t mean she’s yelling (unless it’s from excitement), she’s just been in CDK all day!

>

- Hoehn Honda Customer

“Car shopping during such turbulent times can be challenging, misleading and 

overall disappointing. But not at Hoehn Honda Carlsbad. They are professional 

knowledgeable, honest and welcoming, turning my car shopping experience into 

a pleasure. While the Honda reputation speaks for itself, it is the Honda team 

including finance and management at this Carlsbad dealership and willingness 

to go the extra mile that sold us. To list the numerous extra steps they provided 

would be impossible. So when shopping for a car do yourself a favor put this 

dealership at the top of your list odds are your won't have to look any further.”

WHAT CUSTOMERS ARE sharing

JOIN US FOR CARS & COFFEE
at Audi Carlsbad

Saturday, November 13th 
7AM-10AM

Family of Dealerships

Jonathan A�orga
For Jonathan, everyday is an opportunity to build meaningful 
connections with people - especially with his customers and 
colleagues. Jonathan started his journey at Hoehn as a detail-
er almost 6 years ago, and now, fast forward 4 years, he has 
transitioned into his sales role and has been enjoying every 
moment of it for more than a year and a half. Although it’s 
been challenging, he is so grateful for the opportunity to be 
part of the Hoehn Honda sales team and is forever grateful to 
both Roy Inzunza and Sean Conner, for encouraging him to take a leap of faith and believ-
ing in him. His favorite part of the job is having the opportunity to get to know so many 
people and their stories on a daily basis.

Outside of work, you can most certainly find this Oceanside Native enjoying his day-off 
tradition at a restaurant with his parents or cruising through town in his most prized pos-
session (his Mustang GT 5.0). His friends or family would describe him as funny, hard work-
ing, and caring, sometimes, even emotional - but it’s always out of love and passion. He’s 
driven by the desire to provide for his wife, parents, and of course, his twin brother, who is 
always by their side. An ideal day for Jonathan includes a Chargers game day where he 
can cheer them on with his family and friends. Next time you’re at Hoehn Honda, be sure to 
ask him about his Jordan shoe collection and for his favorite seafood recommendations!

Family of Dealerships


