Tyler Garner Portfolio Storyboard
Professional BDC Leadership Portfolio for Netlify
Storyboard, site layout, web copy, content checklist, and build notes

	Main goal: Build a simple, polished portfolio that helps employers quickly see Tyler’s BDC leadership, internet sales performance, CRM knowledge, customer communication skills, and measurable results.


Recommended portfolio title line
Internet Sales Manager | BDC Operations Leader | CRM Optimization


1. Portfolio Purpose and Strategy
	This should feel like a sales leadership portfolio, not a creative portfolio. It should be short, proof-based, easy to skim, and built around performance metrics, customer reviews, process thinking, and leadership style.


Who the portfolio is for
Dealer group executives, BDC directors, internet sales directors, and general managers.
Hiring managers looking for a BDC leader who can improve lead handling, show rates, appointment quality, and team performance.
Employers who want proof that Tyler can perform individually and coach others to follow a stronger process.
Core message
	Tyler understands customers, knows how to manage internet leads, builds simple BDC systems, and uses clear follow-up to turn online interest into appointments and sales opportunities.


Tone and language rules
Use plain, direct language. Avoid heavy buzzwords.
Use numbers whenever possible, but keep the sentence human.
Do not use the word “manipulate.” Use “guide,” “motivate,” “understand,” “move toward action,” or “reduce hesitation.”
Keep the site confident but not arrogant. Let the metrics and reviews do the bragging.
Write like a strong professional who knows the work, not like a corporate brochure.
Recommended design style
Clean executive style: white background, dark navy text, one blue or green accent color.
Use metric cards, review cards, short case study blocks, and simple process diagrams.
Keep navigation simple: Home, About, Performance, Process, Reviews, Resume, Contact.
Use a professional headshot if available. If not, use a clean text-first design at launch.
Use screenshots of public Google reviews, cropped neatly and grouped by dealership or theme.
2. Recommended Sitemap
	The fastest version is a one-page portfolio with anchor links. A multi-page version can come later. For Netlify, the one-page version is easier to build, easier to share, and more likely to be skimmed by employers.


	Page / Section
	Purpose
	Recommended Content

	Home / Hero
	Give employers the main message immediately.
	Name, title line, short value statement, top metrics, buttons for resume/reviews/contact.

	About / Philosophy
	Explain how Tyler thinks about BDC leadership and customers.
	Simple philosophy copy, customer psychology, leadership approach, ethical persuasion wording.

	Performance
	Show hard proof quickly.
	Metric cards: 83% show rate, 22% closing rate, 25% lead traffic increase, 15%+ conversion lift, promotions.

	Process / Case Studies
	Show that Tyler can build systems, not just perform as an individual.
	Lead lifecycle process, follow-up system, remote coaching, CRM workflows, sample case studies.

	Customer Reviews
	Show trust and customer-facing proof.
	Google review screenshots and short excerpts grouped by dealership or review theme.

	Tools & Systems
	List only relevant systems and skills.
	CRMs, reporting tools, communication tools, BDC skills.

	Resume
	Make it easy to download and contact him.
	Downloadable PDF resume, short web resume, email/phone/LinkedIn.

	Contact
	Give a simple next step.
	Email, phone, location, call-to-action.




3. Home Page Storyboard
	The home page should answer three questions in under 10 seconds: Who is Tyler? What does he do? What proof does he have?


	Section
	Layout / Visual Direction
	Exact Web Copy
	Notes / Assets Needed

	Hero / Top Section
	Full-width clean hero. Left side text, right side optional headshot or metric card stack. Include three buttons.
	Tyler D. Garner
Internet Sales Manager | BDC Operations Leader | CRM Optimization

I help dealerships get more from their internet leads and make the sales team’s job easier.


Buttons: View Resume | View Performance | Read Reviews
	Use a simple professional photo if available. Otherwise use a metric card instead.

	Metric Cards
	Four small cards below hero. Large number on top, short label underneath.
	83% Appointment Show Rate
20+ Months of Top Performance
22% Closing Rate
25% Increase in Inbound Lead Traffic
	Use the strongest numbers from his resume. Keep labels short.

	Short Intro
	Two-column section. One side: “What I Do.” Other side: “How I Help.”
	What I Do
I build follow-up systems, coach BDC teams, improve CRM workflows, and help sales teams move internet leads toward appointments and sales.

How I Help
I focus on speed, consistency, tone, timing, and accountability. Small changes in follow-up can create major gains in show rates and sold opportunities.
	This gives context without repeating the resume.

	Featured Proof
	Three simple cards: Performance, Process, Customer Trust.
	Performance
Strong appointment show rates, closing rates, and lead conversion results.

Process
Simple BDC systems built around lead timing, CRM discipline, and clear follow-up.

Customer Trust
Public Google reviews from customers who valued the communication, follow-up, and buying experience.
	Can link each card to deeper sections.

	Bottom CTA
	Full-width callout with one sentence and contact/resume buttons.
	Looking for a BDC leader who can improve lead handling, coach a team, and keep performance tied to real numbers?

Buttons: Download Resume | Contact Tyler
	Use at bottom of every page or at bottom of one-page site.


Home Page Web Copy
Hero headline
Tyler D. Garner
Hero subtitle line
Internet Sales Manager | BDC Operations Leader | CRM Optimization
Hero headline/ intro
I help dealerships get more from their internet leads and make the sales team’s job easier.

Performance snapshot (insert graphic/chart or similar in order to visually illustrate the performance stats/ snapshots)
· 8+ years in automotive sales and BDC operations. 83% appointment show rate. 20+ months of top performance. Proven experience coaching remote teams and improving internet lead follow-up.
4. About / Sales Philosophy Storyboard
	This is where Tyler can explain the psychology side of his work. Keep it ethical and professional. The message should be: I understand customer behavior and use that understanding to build trust and move the conversation forward.


	Section
	Layout / Visual Direction
	Exact Web Copy
	Notes / Assets Needed

	Page Intro
	Text-heavy section with clean spacing. Optional small portrait.
	About My Approach

I approach BDC work as a mix of process, timing, communication, and customer psychology.
	Use this page to humanize him and show how he thinks.

	Customer Psychology
	Three cards: Hesitation, Motivation, Next Step.
	Hesitation: What is stopping the customer?
Motivation: What made them reach out now?
Next Step: What clear action moves the deal forward?
	

	Leadership Style
	Simple bullet list or short paragraph.
	I coach with clear expectations, practical scripts that have a human voice and highly effective with proven results in directing sales/positive outcomes, CRM habits, and consistent performance review. The goal is to make the right actions easier to repeatable because keeping things simple and consistent have the best overall results for the customer, team success and dealership. 
	

	
	
	
	


About Page Web Copy
About My Approach
I’m an Internet Sales Manager focused on BDC conversion, customer behavior, and stronger lead follow-up. My approach combines sales psychology, customer-centered communication, and Straight Line sales principles to help turn internet leads into confirmed appointments and better showroom opportunities. As a leader, I build and train BDC teams to establish trust early, use the right tone, handle objections with confidence, and to keep the conversation moving without sounding scripted or pushy.
Short Pull Quote (optional)
Use relevant quote from Jordan (wolf of wall street) or from relevant Buddhist text/philosophy


5. Performance Highlights Storyboard
	This page should be visual. Use large metric cards with one sentence underneath each number. Do not make visitors read a long paragraph to find the proof.


	Section
	Layout / Visual Direction
	Exact Web Copy
	Notes / Assets Needed

	Page Header
	Short headline and one sentence intro.
	Performance Highlights


	Keep this page brief and metric-heavy.

	Metric Card 1
	Large 83% number with label.
	83% Appointment Show Rate
Sustained across 20 consecutive months of tracked performance.
	Could add “against a 35% industry average” if comfortable citing internally.

	Metric Card 2
	Large 22% number.
	22% Closing Rate
Maintained across all tracked sales periods in 2024-2025.
	Use only if he can back it up with reports.

	Metric Card 3
	Large 25% number.
	25% Increase in Inbound Lead Traffic
Improved through outbound campaign follow-up and stronger lead handling.
	Good for showing strategy.

	Metric Card 4
	Large 15%+ number.
	15%+ Lift in Appointment-to-Sale Conversion
Improved through better scripts, follow-up workflows, and appointment quality.
	Good for showing process impact.

	Leadership Card
	Small card or timeline.
	Promoted twice within 18 months across two automotive sales organizations.
	This proves growth and trust from employers.


Performance Page Web Copy
Performance Highlights
The numbers below show how process, follow-up, and good communication practices can improve BDC results. 
83% Appointment Show Rate
Sustained an 83% appointment show rate across 20 consecutive months by improving follow-up timing, appointment confirmation, and customer communication.
22% Closing Rate
Maintained a 22% closing rate across tracked sales periods by focusing on appointment quality, lead readiness, and strong handoff to the sales team.
25% Increase in Inbound Lead Traffic
Increased inbound lead traffic by 25% through outbound campaign follow-up and stronger customer re-engagement.
15%+ Conversion Lift
Improved appointment-to-sale conversion by 15%+ through clearer call scripts, better objection handling, and stronger follow-up workflows.
Leadership Growth
Promoted twice within 18 months across two automotive sales organizations, with increased responsibility in BDC leadership, internet sales, and remote team coaching.


6. BDC Process / Case Studies Storyboard
	This section should show how Tyler thinks. Employers hiring for BDC leadership want to know he can build a repeatable system, not just sell well on his own.


	Section
	Layout / Visual Direction
	Exact Web Copy
	Notes / Assets Needed

	Lead Journey Diagram
	Horizontal process strip with arrows.
	New Lead -> First Response -> Qualification -> Objection Handling -> Appointment Set -> Confirmation -> Show -> Sales Handoff -> Follow-Up
	Can be built with simple cards in HTML/CSS.

	Case Study 1
	Three-part case card: Problem, Action, Result.
	Improving Appointment Show Rates
Problem: Customers were setting appointments but not always showing.
Action: Improved call scripts, confirmation steps, and personalized follow-up.
Result: Sustained a 75-83% appointment show rate.
	Keep it honest and concise.

	Case Study 2
	Three-part case card.
	Building Better Lead Follow-Up
Problem: Internet leads needed faster and more consistent contact.
Action: Used CRM workflows, stronger timing, and clear messaging.
Result: Improved appointment volume and customer response.
	This shows CRM/process.

	Case Study 3
	Three-part case card.
	Coaching a Remote BDC Team
Problem: Remote team members needed consistency and accountability.
Action: Coached on scripts, CRM habits, lead timing, and daily goals.
Result: Helped the team exceed appointment and sales targets.
	Good for leadership roles.


Process Page Web Copy
My BDC Process
A strong BDC process should be simple enough for a team to follow every day and strong enough to improve the numbers. I focus on the full lead journey, from first response to appointment confirmation to sales handoff.
Lead Journey
New Lead -> First Response -> Qualification -> Objection Handling -> Appointment Set -> Confirmation -> Show -> Sales Handoff -> Follow-Up
Case Study: Improving Appointment Show Rates
Problem: Customers were setting appointments but not always showing up.
Action: I improved the language used in calls and follow-up, strengthened appointment confirmation, and focused on giving customers a clear reason to come in.
Result: The process supported a 75-83% appointment show rate across tracked performance periods.
Case Study: Building Better Lead Follow-Up
Problem: Internet leads often lose interest when follow-up is slow, generic, or inconsistent.
Action: I used CRM workflows, stronger call scripts, and better timing to keep the conversation moving.
Result: Follow-up became more consistent, appointment volume improved, and customers had a clearer path from online interest to dealership visit.
Case Study: Coaching a Remote BDC Team
Problem: Remote BDC work can become inconsistent without clear expectations and daily accountability.
Action: I coached team members on lead timing, CRM habits, objection handling, and communication tone.
Result: The team stayed focused on daily activity, appointment quality, and measurable sales outcomes.
Sample Objection Handling Philosophy
Good objection handling starts with listening. When a customer says they are just looking, worried about price, or not ready to come in, there is usually a deeper concern underneath. I try to identify that concern, answer it clearly, and give the customer a next step that feels reasonable.


7. Customer Reviews / Social Proof Storyboard
	Customer reviews are one of the strongest parts of this portfolio. They prove that Tyler’s communication style worked with real customers, not just internal metrics.


	Section
	Layout / Visual Direction
	Exact Web Copy
	Notes / Assets Needed

	Page Header
	Short intro with review grid below.
	Customer Reviews

A few public reviews from customers I worked with during my time in automotive sales and internet sales.
	Use screenshots from Google if possible.

	Review Filter / Groups
	Three tabs or sections by dealership.
	Buchanan Automotive
Antrim Way Honda
HBI Auto
	Group by dealership if he has enough reviews.

	Review Cards
	Cards with short quote, customer name/initials, dealership, optional date.
	“use quote from those provided via screenshots.”
- Customer Name, Dealership
	Use exact public reviews only. Do not rewrite the customer’s words.

	Theme Cards
	Alternative grouping if too many reviews.
	Communication
Follow-Up
Trust
Product Knowledge
Smooth Buying Experience
	This may be better than grouping by dealership.

	Review CTA
	Small section after reviews.
	My goal is to make the customer feel heard, informed, and comfortable enough to take the next step.
	Works as a closing statement.


Reviews Page Web Copy
Customer Reviews
Provide examples using the provided screenshots of real customer reviews regarding my performance when i sold cars
Suggested Review Card Format
“Paste exact review excerpt here.”
- Customer First Name or Initials, Dealership Name
Review theme: Communication / Follow-Up / Trust / Product Knowledge / Smooth Buying Experience
Buchanan Automotive Section Intro
Reviews from my time with Buchanan Automotive show my early foundation in customer follow-up, relationship-based selling, and consistent communication.
Antrim Way Honda Section Intro
Reviews from Antrim Way Honda highlight my experience helping customers through the full sales process, from first conversation to vehicle delivery.
Review Usage Note
Use exact public review text when possible. If using screenshots, crop them cleanly and blur customer last names if needed. If typing excerpts, do not change the customer’s wording.


8. Tools, Resume, and Contact Storyboard
	These sections should be short. The portfolio should not become a second full resume. It should support the resume and make it easy for employers to contact Tyler.


	Section
	Layout / Visual Direction
	Exact Web Copy
	Notes / Assets Needed

	Tools Header
	Small section with four columns or cards.
	Tools & Systems

The platforms and workflows I use to manage leads, track activity, and support BDC performance.
	Keep only relevant tools.

	CRM Systems
	Card or list.
	VinSolutions, eLeads, Dealer Funnel, AutoLoop
	Most important tools.

	Reporting
	Card or list.
	KPI tracking, BDC productivity reports, sales forecasting, F&I tracking, Microsoft Excel, Google Sheets
	Good for operations roles.

	Communication
	Card or list.
	Google Workspace, Slack, Zoom, Microsoft Teams
	Shows remote readiness.

	BDC Skills
	Card or list.
	Lead follow-up, script development, appointment setting, CRM workflows, remote team coaching
	Avoid too many buzzwords.

	Resume Section
	Resume preview + button.
	Resume

For a full work history, performance highlights, and technical skills, download my current resume.

Button: Download Resume
	Use PDF download.

	Contact Section
	Clean final CTA.
	Contact Tyler

Interested in discussing BDC leadership, internet sales operations, or centralized lead management? Please feel free to reach out and we can chat via phone or email/messages. 
Email | Phone | Location | LinkedIn
	Make contact info easy to find.


Contact Page Web Copy
Contact Tyler
Interested in discussing BDC leadership, internet sales operations, or centralized lead management? Let’s connect. 
Contact Details
Tyler D. Garner
Waynesboro, PA
Phone: 717-753-4290
Email: silentsage00@gmail.com 
LinkedIn: [add link if available]
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