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lker vs Barrett

MARY ANN GERRARD

isconsin will be facing nearly a $3 billion dollar deficit

when the next legislative session begins in January
2011 and our future Governor’s leadership is critical to
Wisconsin’s future. The Governor needs to be someone who
can reach across party lines and do the work necessary to
address how we pay for schools, the decline in public educa-
tion, our aging infrastructure — especially our highways and
bridges and taxes. He also needs to be able to attract business
to Wisconsin and foster a business friendly climate.

You know the candidates from the barrage of television ads
and media coverage they are receiving but perhaps a little bit
of background on each would be helpful.

Republican Scott Walker is the current Executive of Milwaukee
County and was elected to that position in 2002 after serving
nearly nine years in the Wisconsin State Legislature.

As County Executive, Walker has been driven by his smaller,
leaner government ideals. He sees his accomplishments as
follows.

= Reduced the county workforce by more than 20%;
* Lowered the county debt by 10%;

 Introduced eight consecutive budgets without an increase
in the property tax levy from the previous year;

« Improved the county’s bond rating.
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Walker’s Brown Bag guide to government is the blueprint
running his campaign. He continually stresses:

* Don’t spend more money than you have;

« Smaller government is better government;

= People create jobs, not government.

Democrat Tom Barrett is the current Mayor of Milwaukee and
has been Mayor for the last six years. He was a state legislator
from 1984-1993 and a member of Congress from Milwaukee
from 1993-2002. He sees his accomplishments as follows.

e He has reduced violent crime in Milwaukee by 20%;
e Cut $30 million in city spending,

» Created a regional economic development initiative to
attract high quality jobs o the Milwaukee area.

Barrett stresses lack of tolerance for the same old partisan
fights where politicians put personal gain and ideology ahead
of solving problems.

Both Walker and Barrett are constantly emphasizing themes
of jobs and the economy.

Walker’s job creation plan involves
cutting taxes on small business, creating a
commission to find $300 million in state
government cuts and calling the legislature

VOTE NC
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into session to immediately deal with tax
cuts. Walker would also like to repeal the
recent changes in capital gains deductions
that disproportionally cost the top tax brack-
et. And finally, he stresses eliminating the tax
on retirement income. These are all ideas
that are wildly popular among the business
community.

Barrett has said that he will bring back the
180,000 jobs Wisconsin lost during the
recession though a series of initiatives includ-
ing consolidating and organizing economic
development efforts and creating a new $100
million venture capital fund to assist start-up
companies. Barrett does not support the tax
repeals Walkers touts saying tax cuts of that
size are irresponsible given that the next
governor will have to balance a $2.7 billion
budget shortfall. Barrett believes that state
services, education and public safety need to
be protected first before cutting taxes. He will
ask the legislature for specific tax cuts to spur
private sector job creation.

The things that Walker and Barrett want to
do cost money that Wisconsin doesn’t have.
Their immediate problem will be to deal with
a $2.7 billion deficit. Governing in this next
biennium will be a very difficult task.

Predictions

All credible polls currently give Walker a
slight edge in this race. Economy, intensity of
the Republican vote, the movement of
independents to a more conservative attitude
and the absence of an energized Democratic
base has pundits leaning slightly toward
Walker.

However, Barrett has been steadily rising in
the polls over the last month, and has more
money on hand. Democrats have an
inherent advantage in statewide races
because Milwaukee and Madison are both
Democratic strongholds.

Since this race is so close you will continue
to see negative advertising. Cutting through
all that advertising — remember that both
Walker and Barrett are well matched,
honorable, experienced and committed to
the future of Wisconsin.

This race will see millions and millions of
dollars spent trying to convince you that
either one or the other is not worthy of your
vote. Try to tune out the ads and know
that both men would be excellent. Most
importantly go to vote and encourage your
family, friends and employees to vote; it is a
privilege. @
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The Right Place, Right Time
for Hands-on, Minds-on

GARY

his simple yet solid concept led to a 90-year enterprise that
has served millions of career learners and teachers,
Goodheart-Willcox Publisher.

Goodheart’s story starts back in 1921 at their original office on
Michigan Avenue, Chicago and in the immediate neighbor-
hood of marketing giants Sears, J.C. Penney and Popular
Mechanics - the right place! It was also the
right time! A.L. Dyke had just finished
writing what is considered one of
America’s first comprehensive automotive
encyclopedias. He was in search of a pub-
lisher who could move his book to press
and get it into the pages of the neighbor-
hood’s big three catalog publishers who
were hungry for just this type of automo-
bile servicing manual. He joined forces
with Charles D. Willcox that year and one
of America’s longest running automotive
technical guides was born. Today, that
single automotive encyclopedia has become a whole library of
technical publications like Modern Automotive Technology and
Modern Automotive Service Technician (M.A.S.T.) among others.
Goodheart-Willcox now also publishes a variety of technical
publications aimed at teaching people how things work
thereby enabling them to work better in our high-tech world.

Goodheart has partnered with our Foundation for almost a
decade through the donation thousands of dollars worth of
in-kind textbooks like Modern Automotive Technology to the
Foundation’s annual Summer Institutes for transportation
technology teachers. They’ve also contributed their web-based
M.A.S.T product to all of our AYES teachers, Rawhide’s Vehicle
Service Training program and two dealer-based education sites
in Brodhead and Eau Claire.

This summer, | had an opportunity to spend a few minutes with
Jim Walsh, National Sales Manager for Goodheart-Willcox
Publisher to talk about the company’s educational philosophy
and why they have been such a strong supporter of our work.
Jim said, “We are focused on meeting the needs of today’s
educational environment, while keeping an eye on future
trends.” He stated that GW'’s vocational education philosophy is
“hands-on, minds-on.” His comment epitomizes the career and
tech-ed publishing niche that they have developed over 90
years. Their current emphasis is on how career tech-ed in the
classroom leads students to long-term opportunities in indus-
tries like ours. Goodheart-Willcox products are designed to train
everyone from entry-level students through practicing profes-
sionals, who want to brush up on the latest technical trends.

Walsh feels that the publisher’s role is to best define how to
deliver technical knowledge to students effectively. He says
there is a much greater need in today’s market place to make
sure that the end user is best served by the product. GW’s
success has been based in its constant focus on learner
outcomes. They have always been cognizant of providing good
product at a fair value to users.
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BEIER

Jim attended the 2010 Skills USA national competition, which
was won by a Racine Park High student technician. He was
pleased to witness, “the best of the best” students.

“We are not just selling text books, we are helping students
achieve a career of their lifetime. You need to know how the
automotive engine works as well as how to work with the other
people on the job and our materials cover
these important soft skills (21st century
skills).”

GW leadership has always been a strong
component of its success. Current presi-
dent John Flanagan started three decades
ago as an editor and worked his way up
the ladder. There is a real sense of family
at the company. Employee ownership
adds to the GW success formula. The
team is at work for the good of the whole
operation.

In commenting on our educational activities here Jim Walsh
said, “Wisconsin is a group of tremendously talented people. It’s
tough not to get a good technical education here.” @

Talk to people who

know dealerships...

For practical business solutions you can count on,
Lurn Lo the dealership team al Schenchk, We go beyond
aecounting and tax services, drawing on our ndustry
caperiencd to help you find ways 1o make your dealership
stronger and more efficient.

= Benchmarking against industry standards
= Dperations managaemant

= Inventory managament and contral

- Sales and use tax compllance raviews and

reversa audits Q
"

- Buy Here, Pay Hera
Schenck

CPAs AND BO MUCH MORE.
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To learn more about our full line of
solutions and how we can help, visit
us onhine or contacl Bill Meulbroelk, or
Jason Kiehnau at 80067608249,

Appleton = Fond du Lac = Green Bay = Manitowoe
Milwaukee * Oshkosh » Sheboygan » Stevens Point
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Let’s Be Flexible This Fall!

BY CHRYSTE MADSEN

t’s that time of year again... you know, the frost is on the

pumpkin, the car is fueled up, forms are printed and your
WATDASI Cafeteria Team is geared up to help you attack the
multitude of changes to the 2011 flex plan year.

Many WATDA members are utilizing the FSA plan to stretch their
dollars in today’s ever changing health care landscape. As I've
been known to say, it is the only method we have available to us
of legally “laundering” our out-of-pocket medical expenses.

Your Association has administered FSA's (also known as
cafeteria plans) for our members since 1988. The flex plan is
one of the more difficult benefits for employees to understand
and education has always been one of our primary goals. Our
desire is to make the cafeteria plan a win-win situation for both
our dealers and their employees by increasing the number of
participants through the educational process. The employees,
of course, benefit by increasing their take home pay and
employers benefit too by lowering FICA taxes. In our experience
far too many companies neglect the educational process.

¢ ERIGHT 370
FUTURE \|
AHEAD

" Discover why we say there is
& a Bright Futiire Ahead!
= More Friday Events Including 2 full aftermoon workshops

saszions and A MADA Welcoma Recaption co-hosted by
LB Poweer and Associates

* Dynamic Speaker line-up Incuding former Secretary of State
Condalearra Rice and hars pllat Capr. Chaslay Sullanbarger

o Naw Spaciainy Werkshaps incuding Gaogles. 1.0, Powar and
Aszotiates and our exciting new Socal Media Series

= Early 3:30 pm clesing on Sunday so you can take advantage
ol vne of e Superbow] Parties!

Reglster now at www.nadaconventionandexpo.org

Geri Wilke, Administrator of the plan and Office Manager at
Sheboygan Chevrolet Buick GMC Cadillac, agrees with us about
the educational process. For a short time the dealership tried
another vendor for the flex plan service. The other company
refused to send anyone to the dealership to talk with employees
or answer questions concerning the plan. “Young people don’t
understand the benefits offered to them,” Geri said, citing the
recent case of a new hire who has many out-of-pocket expens-
es for his asthma. “We appreciate the time WATDA takes every
year to come in and talk to our employees about changes,
answer questions and teach new employees how to use the
program. The other vendor we had was so bad that
employee accounts were not even monitored individually. We
certainly are glad to be back with the WATDASI Cafeteria
program.”

There are several features that make the WATDASI cafeteria
program stand out from many of the other offerings.

One of the primary features is the initial advance of funds
from WATDASI to the employees whereas in the majority of
programs the employer assumes this responsibility.

Another is the preparation of plan documents for the employer
by WATDASI. Normally this, too, is done by the employer.

Discrimination testing is usually a one page option that is the
responsibility of the employer while WATDASI conducts a much
more thorough testing program to make sure our customers are
in compliance with the law.

While the IRS rule requires reimbursement of medical expenses
only once a month, our program has always been much more
generous. For those who opt to send in a claim, reimbursements
are usually back in the hands of our customers within the week.
Of course we offer the Benny card, which requires only a swipe
for reimbursement.

Lori Growt, HR Director of Broadway Automotive in Green Bay
is an avid fan of the cafeteria plan benefit and has been a
satisfied customer of our plan for a number of years. “Our
employees are very happy with the quickness of their refunds,”
Lori said, “and we enjoy the ease of enrollment in the program.
The educational meetings are not only informative but
understandable so our employees know how to use the benefit
to their best advantage.”

So, for those of you who are with our flex plan...thank you. We
appreciate your business and we’re looking forward to seeing
you and your employees this fall. We have lots to talk about.

And for those of you who haven’t taken a look at our cafeteria
plan in awhile, with all the changes in health care reform, per-
haps this would be a good time to talk with us. We all need help
in stretching our dollars as far as they will go! @
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NADA Report

BY KEN VANCE

Highlight of NADA Washington Conference

hen you are a political junky at

heart the highlight of the annual
NADA Washington Conference is always
Charlie Cook, political strategist. He is
more than just a pundit; actually the
New York Times has called him the best
prognosticator of American elections.

So my summary of Charlie’s remarks will
serve as Ken Vance’s NADA Report since
Ken and Bert were on vacation in Greece
and not able to make the conference;
really who can blame them? Greece or
the NADA Conference?

Charlie began by reminding all of us
Washington is a tough, cut-throat place;

after all Harry Truman said, “If you want
a friend in Washington buy a dog!”

In prognostication he said he was
pretty, pretty sure the U.S. House of
Representatives would go to the
Republicans. That is, there is in his opin-
ion a 70-80% chance of a Republican
House.

The Senate is more difficult to predict but
he believes the Republicans will certainly
pick up seats in the U.S. Senate but likely
not enough to take control.

So as not to allow anyone in the audience
to feel too puffed up about the election
predictions, he said, “Republicans this

Wisconsin Dealers and association staff enjoy the view from the balcony at the U.S. Chamber office,
across the street from the White House during the recent trip for the NADA Washington Conference. L
to R-back row: Dan Ewald, Andy Schlesinger, Holly and Angie Riedel, Bill Sepic, WATDA Chairman Dick
Stockwell and Mary Ann Gerrard. L to R front row: Patti Ewald, Jim Tolkan, Chris Snyder, Alec Snyder,
Eric Jorgensen and Kim Stockwell.
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coming victory will be unearned... voters
don’t like you. This election is not about
you, it is a referenda on the party in
power.”

Elections all across America have come
down to the swing voters (those people
who are Independent and vote more for
the person, not the party). In the current
political climate, Independents are
giving Republicans a ten-point lead.

The main reason voters are turning from
the Democrats is that in these last truly
horrific economic years the President and
Congress focused on too many things
unrelated to the economy. There has
been a sea of change of attitude in
America brought on by economic fear.
Voters want America to get spending
under control, reform entitlements and
work seriously on the huge debt.

Indicators revealing the voters serious
concerns are that in 2009, the U.S. birth
rate was at a 100 year low. A recent NBC
and Wall Street Journal Poll said the 66%
of those polled do not believe their
children will live as well as they have;
65% of those polled also believe America
is in a state of decline.

Republicans in this election look to be the
place voters can turn with their concern
about America. Expectations of what
government can do are down and many
voters feel a sense of abandonment.

The next Congress will come to
Washington with a sense that they must
address the issue facing America. Stay
tuned, and vote - it really does make a
difference! @
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CenterStage

AWARDS, HONORS, MILESTONES

Henry Kari, founder of Kari Toyota was recently named
posthumously to the Business Hall of Fame by the City of
Superior at a luncheon hosted by the Superior Douglas
Chamber of Commerce and Development Authority. Kari
started as a bicycle repairman and built one of Superiors
finest auto dealerships.

Kari’s bicycle repair shop was started in the family garage
with his father and brother, pumping gas and repairing
cars on the side. They opened their first garage in 1933.
A chance meeting with Henry Ford in 1937 gave Kari the
idea to open a car dealership. Two years later the family
opened their first Studebaker dealership. In the 1960s,
Kari took on the Toyota car line. By 1987, increasing sales
led them to move to a larger showroom. Although Henry
passed away in 2001, the company he helped build still
adheres to his philosophy: “If you give the customer a fair
deal and take care of them after the sale, they will come
back to do business with you again.” Sons Wayne and
Jim Kari run the dealership today, and grandson Chris
Kari is the general manager.

Jason Klemm of Mid-State Truck Service Inc., Plover
took top honors at Navistar’s fourth annual Service
Technician Rodeo. He beat out ten competitors to earn
the top commercial truck service technician title. The
rodeo, held in Schaumburg, IL, featured the top eleven
service techs from International dealerships across North
America, in a competition designed to test their skills
in key areas of commercial truck servicing. “Jason
demonstrated the highest skills and abilities

among the eleven Diamond-certified
techs competing, said Vaughn
Allen, vice president, product
and customer support,
Navistar. @
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Rawhide

Student of the Month: Austin
The Hard Walk

y name is Austin and | am 15 years old. I'm from
Jackson County and have been at Rawhide for six
. months. My favorite things

to do include: basketball,

football, and art. | also

enjoy being with my family.

| really enjoy Coach Andy’s
history class. He makes
history interesting and fun.
It’s easy for me to do well
because he keeps my atten-
tion in class. | appreciate
Starr Academy for helping
me to change both academ-
ically and spiritually.

I would like to attend

> college and achieve a

degree that would enable me to get a job creating and

testing video games. My goal is to be successful. This

means that | will need to do well at Rawhide, complete

school, and get a good job. Someday, | would like to get
married and have a family as well.

There are many special people at Rawhide. My favorite
person is Nick, who is a PCYW (Professional Youth Care
Worker). Nick helps me when life gets tough. Other
special people at Rawhide are Gary and Kathy, my house-
parents. They are like a mother and father to me. Blong,
my good friend, is a youth living in the same house as
me. He encourages me to do well. He often advises me to
not dwell on the negative things that people say, but
remember that God will be the one to judge you.

| have accepted Jesus Christ as my Lord and Savior.
I would like to thank Tony, my Building Spiritual Muscle
mentor at Rawhide, for helping me learn more about God
and helping me to change into a better person.

~ Austin

The above testimonial was written by our current Student of
the Month. Personal notes of encouragement are welcome.
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WISCO, the Dealer’s Partner

WISCO, Your Company

ISCO Cooperative Association is

owned by its members. There are
no other owners or outside investors.
Because we are a true cooperative we
exist to serve our members not profit
from them. Our sole purpose and mission
statement is to save our member dealer-
ships money on their purchases thereby
adding to their bottom line. The products
available from us range from toilet paper
to $100,000 pieces of equipment. With
very few exceptions we can supply every-
thing an auto and truck dealership can
use other than the vehicles. With over
600 member dealerships we are able to
use our group buying leverage to obtain
quality products at a savings. WISCO

Coop adds its small markup and the
result is savings on the products your
dealership uses and sells. At the end of
the year any profit WISCO makes is paid
to its members in direct proportion to
what they purchased. That is only right
since the members are the true owners of
the company.

WISCO is in a completely unique
position in that its customers are also its
owners. If you think about that it is very
hard to find another example of that.
Also unique is that since WISCO is owned
by its customers we strive to sell to our
membership at the lowest price possible
rather than to see how high a price we
can get for a certain product as is the case

Put your logo, address
and phone number
an the Car Coasteritone™
lo leave in the vehicle.

Car CoasterStone™
absorbs condenzalion
from cans and boifles in
vehicle cup holders.

Stone coaoasters fit into
mosi standard -sized
cup holders to sook

up drips and
condensalion.

CoasterStone*

Art that's truly absorbing

Remind your customers
daily that you're here to suit
their needs with custom

Quantity: 100

250

200

Price Each:

$2.00 $1.75

$1.65

_ Dulie
CETUTT D MMATESTT

in most of the business world. There is no
reason for us to have a high markup
because we pay all our profits back to the
member anyway. Who else do you buy
from that is only in business to add to
your bottom line?

If you are not a member of WISCO there
is no better time to check us out. Call
WISCO at 800-274-2319 or go to
wisco.com and see what WISCO can do
for you. For our members make sure that
you and your managers are taking
advantage of WISCO’s full line of
automotive products. WISCO can’t
accomplish its purpose of adding to your
bottom line unless you use us. @

Call WATDASI Forms at
800-236-7672
or shop online at
www.watdasi.com

Call the people you know and the company you trust.
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BY CHRIS SNYDER

-« WATDA Legal News

\

Name, Rank and Serial Number

rowing up | watched a lot of war

movies and American prisoners (the
honorable ones) would only spill their
name, rank and serial number, regard-
less of the amount of torture dolled out. |
vaguely remember being instructed of
the same advice when | was in Air Force
basic training. So, | guess the enemy gets
access to my financial data.

Identity theft is on the rise and dealer-
ships are an easy source for nefarious
actors to attack. In the course of your
ordinary day-to-day business you collect,
utilize and retain your customer’s protect-
ed financial information. Over the past
ten years the federal government has
placed a heavy burden on dealers to
develop, implement and document
methods and procedures for safeguarding
that information. It is imperative that
dealerships take the proper steps for
training and enforcing best practices for
protecting this information. Think of it
this way, “how would you want a
business to treat your information?”

In an effort to keep our members
informed and on top of new rules and
developments, WATDA is bringing in

Paul Metrey, an attorney with NADA’s
Regulatory Affairs department, on
November 16-17 for training sessions in
Wausau, Wisconsin Dells and Waukesha.
Paul works closely with the Federal Trade
Commission (among other agencies)
on privacy issues and dealership
compliance.

This article is a very brief and rudimenta-
ry explanation of what is expected from
dealers under the new Risk-Based Privacy
Rule and an update on the upcoming
Red Flags enforcement deadline. For
more details on these and other privacy
issues watch for WATDA Bulletins and/or
plan on attending one of our Privacy
Seminar sessions.

Risk-Based Pricing Rule

On January 1, 2011, the Risk-Based
Pricing Rule (Rule), yet another, in a
seemingly endless loosely relate barrage
of privacy and consumer protection
notices and/or protections takes effect.
WATDA is currently compiling a number
of options and resources for our members
so that by the time the Rule takes effect,
our members will have their procedures
in place.

WATDA 2010 Compliance

and Privacy Seminars
Featuring Paul Metrey, NADA Director of Regulatory Affairs

Risk-Based Pricing Rule

Red Flags Updates

11/16 - 8:30 - 10:30 a.m. Holiday Inn Wausau (Rothschild)
11/16 - 2:00 - 4:00 p.m. Kalahari Resort, Wisconsin Dells
11/17 - 9:00 - 11:00 a.m. Hilton Garden Inn, Milwaukee Park Place

Registration fee: $75 | Go to www.watda.org
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The Rule requires dealers to provide con-
sumers with a Risk-Based Pricing Notice
(RBPN) whenever they are extended cred-
it, but on “material terms that are mate-
rially less favorable than the most favor-
able terms available to a substantial pro-
portion of consumers from or through
that person” (“that person” meaning the
dealer or lender extending credit.) The
Rule does not apply to commercial or
business credit or leases.

Easy for the bureaucrat who wrote this
Rule to say, and yet another thing to put
such a clear directive into a working pro-
cedure that must be applied to hundreds
(and for some thousands) of transactions.
Who’s to say where the median line of
“terms available to a substantial propor-
tion of consumers from or through that
person” is. Moreover, will a substantial
proportion of Kia buyers have a different
notice triggering point than say Lexus
buyers?

NADA worked very hard to convince the
FTC to find a working solution so that
dealers could establish a systematic
procedure to comply with the new
requirements. Consequently, the Rule pro-
vides for an “Exception Notice.” Dealers
can use the Exception Notice in lieu of
evaluating each consumer against one
another and calculating what constitutes
the most favorable terms for a substantial
proportion of consumers that they have
extended offers of credit to. The Exception
Notice is modeled after a similar notice
currently required of California dealers. If
dealers utilize the Exception Notice
method, they must provide a uniform
notice to all consumers who are being
extended credit through the dealership.

Therefore, the Exception Notice must be
issued to all consumers who request cred-
it. It must include the consumer’s credit
score, range of possible credit scores,



either a bar graph breakdown or a clear
statement explaining where their score falls
compared to other consumers and the name of
the credit reporting agency that provided the
score. The Notice must be provided in writing,
in a separate document that is clear and
conspicuous from other information provided
to the consumer and presented as soon as
reasonably practicable after the credit score
has been obtained, but before the credit
transaction is consummated.

This Rule is fraught with all kinds of squishy
grey legal concepts like “materially less favor-
able,” “substantial proportion,” “clear and
conspicuous,” and “as soon as reasonably
practicable,” but before any trial attorneys
start drowning in their own saliva, there is no
federal private right of action for violations of
the Rule. Even so, it also dangerously leaves
wiggle room for dealers to unwittingly and
unintentionally get barbed due to a slip-up in
content and/or procedure. Bottom line is this
Rule is designed to provide consumers with
information about their credit score and/or
status, the accuracy thereof and how that
information, if correct, affects their availability
to credit.

Red Flags Rule

December 31, 2010 marks yet another deadline
regarding enforcement for the Red Flags Rule.
Thank God all WATDA Dealerships have their
written ldentity Theft Prevention Program
(ITPP) in place! The deadline for doing so was
November 1, 2008. However, the Federal Trade
Commission (FTC) has delayed enforcement
about every 6 months since then for one
reason or another.

Since the FTC rolled out the Red Flag require-
ments, those responsible for composing the
written compliance program have been the
envy of all other dealership employees. All
joking aside, every dealership should have
their Red Flag program in place and be
monitoring and periodically amending it on a
continual basis.

Your dealership’s ITPP is one of those things
that fall under the golden rule of “it’s never a
problem until it’s a problem, and then it’s a
BIG problem.” When and if a customer’s
protected information is compromised as a
result of their relationship with your dealer-
ship, an up-to-date ITPP may help mitigate a
very serious and embarrassing situation with
you and your customer. At the very least the
FTC will want to see your ITPP, and they will be
looking to see the frequency of monitoring, you
identifying flaws in your procedures and the
corrections that were implemented. @

From Around
the State

Please send your news From Around the State to jfarmer@watda.org.

Moody’s of River Falls celebrated seventy years in the automotive
business in September. Harry Moody bought the dealership from Frank
Anderson in 1940, and during the early days sold John Deere tractors,
Lumicraft boats and used airplanes as well as Chevrolets. Over the
years, more GM products were added. Last fall it was learned that
Moody’s was on the GM list of franchises that wouldn’t be renewed. The
four generation, family-owned and run business will go forward known
as Moody’s Corner, selling and servicing vehicles, providing body
repair work, offer parts and service rentals, as well as selling scooters in
the spring. Congratulations to Bob Sr. and Eunice, Bobby, Mike, Lisa
and Patti.

The Boucher Automotive Group has purchased the Cadillac-GMC
dealership in Waukesha at 2145 E Moreland Blvd from the Russ Darrow
Group. Boucher Group also has a Cadillac franchise in Racine. Boucher
also purchased a Kia dealership from Darrow that will be housed in
their former Milwaukee Saturn store.

Bergstrom Automotive Corporation has opened two new dealerships
in Ashwaubenon this year. Bergstrom Cadillac and Used Car Superstore
opened in March and Bergstrom Used Car Value Center opened in May.

North Bay Chevrolet Buick of Oconto Falls has sold the Chevrolet and
Buick franchises back to General Motors. North Bay will change its
name to Heritage Auto Center and become a NAPA Autocare Repair
Center and tire dealership. They will be expanding their selection of
used vehicles. The new name will closely align them with Heritage
Chevrolet Inc, and Heritage RV, their affiliated store in Tomahawk.

Koehne GMC of Oconto has obtained the Chevrolet franchise from
General Motors to add to the Buick GMC franchises at the Oconto
location. Last year Todd and Chad Koehne expanded their operation
with the addition of the Marinette location with the Chevy Buick and
GMC franchises.

Geraldine “Geri” Wilke, Office Manager of Sheboygan Chevrolet
Buick GMC Cadillac, recently celebrated her 40th anniversary at the
dealership. Geri began her career working as a receptionist for Herman
“Red” Buelow and 40 years and 5% employers later is still on the job,
working in the industry she loves. Her current employer, Randy
Romanoski said, when asked about Geri, “Her dedication and helpful-
ness to customers and employees alike makes her irreplaceable!”
Congratulations, Geri. @
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Up to the Challenge

DAN TOYCEN, FOUNDATION BOARD CHAIR

any of you have asked how the

Foundation is doing in light of all the
economic challenges. We are pleased to
report there are positive signs on the horizon.
We have interviewed nearly 100 students for
the 2010 scholarship program. It was project-
ed that we would be lucky to place 40 to 50
of them. However, to date we have 75 going
to school and working in dealerships all over
the state, no small achievement in the current economic
climate. Another positive note is that our investment portfolio,
which suffered along with the entire market as the recession
began, had a very nice recovery in 2009 and early 2010. We are
also happy to report that because we were proactive about
expense control, we have not had to spend any part of our
investments or investment income throughout these tough
times. You can be assured that your Foundation Board and staff
will continue to be very conscientious stewards of the
Foundation resources.

Our career advancement process has been limited to participa-
tion in existing events, enabling us to tell the transportation
story to a broader segment of the student population. This year,
we were able to visit with over 4,000 young people at 15 sites
across the state. We hope to meet over 6,000 of them in 2011.

Our spring and summer Teachers Institutes provided 80
transportation technology instructors from our AYES high
schools and Wisconsin’s Technical College system with over
2,000 credit hours toward their professional development and
teaching licensure. The Foundation Board of Directors and our
staff have been able to maintain all of the education and
community support programs that you have come to expect
from us. We are grateful to our members, directors and
education partners who make it possible.

You can be assured that your Foundation Board
and staff will continue to be very conscientious
stewards of the Foundation resources.

The biggest challenge we’ve had to deal with in the past twelve
months is the loss of some of our larger business partners. This is
a typical problem for most non-profits at this stage in the econo-
my. Our development office continues to cultivate and bring on
replacements, but it takes time to build these relationships.

The Cornerstone of this Foundation has always been our indus-
try. This fall, we are taking time to build on this with a mini-cam-
paign entitled, “Cornerstones of the Foundation.” We are in the
process of recruiting some of our active donors to become callers
who reach out to other members to solicit additional financial
support at whatever level would be most comfortable for them.
This has always been the basis of our Foundation and right now
it is an important tool in helping us attract partners from the
overall corporate and philanthropic community. We invite you to
answer the Cornerstone challenge in the manner that best suits
you and your dealership. It is a great investment that continues
to pay solid dividends in professional development of our state’s
transportation teachers, technical education of tomorrow’s tech-
nicians and community support through our challenge grant
program - things that none of us can do on our own. @
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The Forest County Potawatomi Foundation announces $10,000 grant to
support Team Wisconsin school and educational services to Wisconsin's
Technical Colleges. Pictured with Ray Pedersen and Gary Beier is Kaye
Garcia, Executive Director of the FCPF Foundation.

WATDA Insurance Agency

Health Insurance
Providers including:

Anthem

Humana

Medica
United Healthcare

Unity Health Insurance
WPS
And more...
Dental, Life and Disability Income Options
Strong employee-paid benefits from

American Fidelity

Contact Bruce Ohlsen
608.251.5577
| bohlsen@watda.org
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Foundation Donors

Alexander Family

John Amato

Curt & Elaine Anderson
Larry & Barbara Anderson

Auto Dealers Association of Mega
Milwaukee

Darlene Ballweg
Bergstrom Automotive
Bergstrom Buick-Pontiac Inc

Bloomer Ford, Inc.

Dick Brantmeier Family
Brenengen Family

Don Broman

Brookfield Pontiac GMC
Bryden Motors, Inc.

William G. Callow

Cars at Auction Sales

Clason Pontiac GMC, Inc.
Curt Collins & Bob Sorrentino
Robert & Virginia Cornog
Dorsch Ford Kia

E.L.M. Repair & Refrigeration
Enterprise Motorcars, Inc.
Ewald Automotive Group
Feldner Family

Mark Fillback

Five Corners Dodge, Inc.

Forest County Potawatomi
Foundation

Gagne Ford Mercury, Inc.
Gateway Technical College
Goben Family

Hall Family

Hallada Family

Chris Havill

Steve Heuslein

Bergstrom Chevrolet Cadillac, Inc.

Donors Through Third Quarter 2010:

Hilltop Auto Center, Inc.

Hill Ford Lincoln Mercury, Inc
Holiday Chrysler Dodge, Inc.
Holz Family

Homan Auto Sales, Inc.
Hudson Chrysler LLC

Harold & Charlotte Koeffler
Claremont S. Jackman Foundation
Journal Communications
Kari Family

Herbert H. Kohl Charities
Kolosso Family

Roger Kriete Family

Steve Lauson

James & Sue Lecher

Le Mieux Toyota

Lidtke Motors

Lochen Ford

Luther Hudson Chevrolet Pontiac
GMC Winnebago

Lynch Family

William Martin Family
Manheim Metro Auto Auction
Marshall & llsley Foundation
Don Miller Dealerships

Fred Mueller Family

Neuville Motors, Inc.

Gary Newman Family

Mike Obertin

Ron Palmen Family

Pentler Family

Pischke Family

John Quaden

Trevor Rezner

Rhinelander Auto Center, Inc.
E. J. Salentine Family

John & Paul Schlagenhauf

Schlesinger Family

Roger Schlegel
Schlossmann Family
Gary Schmidt Family
Schmit Brothers Family
Skartvedt Family

Steve Sondalle Family
Robert Schlytter

Schrage Family

Dave & Kathy Selland
Service Motors, Inc.

Mike Shannon

Soerens Family

Sommer Family

Dick Stockwell

Stumpf Family

Tasch Chevrolet Buick GMC
Dan & Mary Lynn Toycen
Toycen of Ladysmith, Inc.
Toycen Motors, Inc.
Uptown Motors, Inc.
Vans Honda/Mitsubishi
Roman Weninger Family
Gary & LUAnn Williams

Wisconsin Auto Collision Tech.
Association

Wis. Department of Public Instruction
Wisconsin Kenworth-Madison
Wisconsin Kenworth-Menomonie
Wisconsin Kenworth-Schofield

Mike & Patrick Witt

Wuesthoff Family

=7/ .
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of the Wisconsin
Automohile & Truck Dealers
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Tributes

Thomas L. Jenkins

Thomas L. Jenkins, 73 of Portage was called home Thursday,
September 30, 2010 due to a massive stroke. He and his broth-
er Merwyn were born in Spokane, Washington. The family
returned to their Wisconsin roots when the boys were toddlers,
and were ‘almost’ lifelong Portage residents. After graduation,
Tom entered the U.S. Navy and upon returning home, he met
and married Kay, his loving wife of 52 years.

Tom received his bachelor’s degree from Arizona State
University. After working one and a half years for Standard Oil
in Phoenix, Tom returned to Portage in 1963 and eventually
took over the reins of the family car business, Jenkins Chrysler
Center, until his retirement in 2003. Tom served two terms on
the WATDA Board of Directors, from 1998 until his retirement.

Jenkins also served as a Columbia County supervisor for many
years, was a past president of the Jaycees, Portage Curling Club
and Optimists; former member of the Kiwanis and a member of
the Portage Country Club.

He is survived by his wife of 52 years, Kay and his brother,
Merwyn of Portage. He is also survived by his children and their
families, Dana Jenkins (Jim Duffy) of Cambridge, Ontario,
Canada; Laurie Considine (John) of Portage and their children,
Jennifer, Tommy (his wife Julie, and daughters Elianna and
Annalise) and Stephen; Brian (Laurel) of Oak Hill, VA, and their
children Coleman, Nelson and Riley Ann; Jean Syens (Jason) of
Portage and their children, Hunter and Bobby Lane and
Jackson Syens; and Jon (Erin) of Portland, OR. @

Mildred M. (Millie) Rabas

Mildred M. (Millie) Rabas, 97, Algoma, died Saturday, August
21, 2010 at Bay Road Place. On February 20, 1937, she and Jim
started Algoma Motors.in.a rented building at 305 Steel Street.
When World War Il broke out they moved the garage repair
shop to the hotel livery stable because they were unable to get
new cars, so only repair work was needed. In 1948, Algoma
Motors moved to 1020 Jefferson Street, where a new garage was
built to house the dealership. Mildred was active in the garage
operation all of her life. At one point they sold the greatest
number of GMC’s in the Chicago District. Being the first woman
in Wisconsin to receive a salesperson license, she is believed to
have sold more Pontiac GTO’s than any other women in the
U.S. Her two sons Jim and Jeff have taken over the dealership.
She was preceded in death by her husband of fifty-two years,
James in 1989. @
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John A. Jr. (Jack) Griffin

John A. Jr. “Jack” Griffin, founder of Jack
Griffin Ford, Waukesha, Wisconsin, 50 years
ago, passed away, September 3, 2010, at home,
at the age of 83. Buying and selling cars and
parts was his life-long passion. Jack served on
both the Ford Dealer’s Advertising Board and
on the board of the Wisconsin Automobile
Dealer Truck Association. Throughout his
career, he was frequently recognized and won many awards.
Jack was married to Margaret (Mannion), for 58 years and is
father of Terese (David) Griffin-Groebe, James (Kristie) Griffin,
Margaret (Bernard) Hincks, John A. (Corrine) Griffin Ill, Mary
(John) Griffin-Komp, Sharon (Michael) Pilgrim, and the late
Robert and Amy Griffin. Jack was the proud grandfather of 15
and great-grandfather of 2 and an uncle of many nieces and
nephews. A real entrepreneur who loved his business, Jack will
be missed by all of us. @

Franchise relationships

Dealership transfers IUs like

Bumper to Bumper
Coverage

for your business

Litigation
Licensing
Consumer laws
Trade requlations

Sales & lease contracts
As your business develops, so will
new challenges. Luckily, we've got

you covered from the beginning.

LAW-FIREM

www.boardmanlawfirm.cem

Real estate issues
Financing
Emplayment law

Buslness structure & planning

bOR257.9521




WATDA and DMV Team-up to Present Valuable
Seminars on Vehicle Sales and Title & Registration

CL e try to give dealers a solid understanding of the law as well as
good business practices. It isn’t only ‘Do this. Don’t do that,’
rather we try to get attendees participating in their learning

through games and real-life investigations” said Sue Miller, one of WATDA’s
training staff.

Attendees rated the seminars very highly with 96% describing them as
very good or excellent. Some comments included:

“Excellent speakers — obviously knowledgeable”

“Having the info. coming from Christi & Sue was helpful
to learn both sides.”

“All of it [was helpful], good material. Great when others shared.”

“Great job - very well presented. Learned a lot!”

“This was a very good seminar. Good use of the game to make it
interesting. Sue does a very good job of presenting.”

“WI DMV - Steve Krieser is very knowledgeable.”

WHY SPRAY?

THERE'S A BETTER WAY!

C{;};'*'LT i

ADVANCED VEHICLE PROTeCTION

L

CHANGE YOUR PERSPECTIVE ON RUST PROTECTION
AS OVER 500 OTHER NEW CAR DEALERS HAVE!

TESTED & PROVED BY THESE WORLD CLASS LABS

iy e ; 9 2 '
FS % @ @ @ C€ 6 USA PATENTS: # 7,198,706 # 6,875,336 B2 # 6,331,243 # 6,046,515

ologies

- OHIO STATE UNIVERSITY - ELECTROSCIENCE LABORATORY
- CC TECHNOLOGIES LABORATORIES, INC. (OHIO)

- UNDERWRITERS' LABORATORIES OF CANADA (TORONTO)
- SGS - TUV SAARLAND FORSTER GMBH (GERMANY)

- SMITHERS SCIENTIFIC SERVICES, INC. (OHIO)

- EMV TESTHAUS BRANCH OFFICE TAIWAN

- ELITE ELECTRONIC ENGINEERING INC. (CHICAGO) TOLL FREE: 1-800-950-5028
WWW.FINALCOATUSA.COM LOCAL (414) 430 - 7375
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DEALERPOINTA

Official Publication of the Wisconsin Automobile & Truck Dealers Association | 1928-2010

Dealer Point is a quarterly magazine for the Wisconsin Automobile & Truck Dealers o
Association members, a trade organization representing franchised and used car and
truck dealers in Wisconsin. Dealer Point reports the personal side of automobile and
truck dealerships. It is produced quarterly and provided free to WATDA members.

ADVERTISING RATES

. For ad_v ertlsmg i Effective January 2010 thru November 2011 (ad rates are net)
information contact:
1X 2X 3X 4X
B (consecutively)  (consecutively)  (consecutively)
Julie Farmer
WATDA Back cover, IFC & IBC $2,420 2,200 2,100 2,000
c/o Dealer Point Editor Full page $2,310 2,100 1,890 1,680
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150 East Gilman St., Suite A
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Madison, 53703-1493
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Phone: 608.251.5577  Insert Rates available upon request.
Fax: 608.251.4379 = Electronic files must conform to exact sizes below.

Email: jfarmer@watda.org * Payment must accompany all space reservations.
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Dealership Enhancement in Your Future ?

The KF Sullivan Company specializes in design-build and general

contracting services to automobile and truck dealerships throughout
the state. We provide you with_one contact from concept to BakerTilley ... IBC
completion for all your facility planning, design,

American Financial and
Automotive Services.................coeint IBC

) BoardmanlLaw Firm ........................ 16
and construction needs.
i . : FinalCoatUSA .............................. 17
Call KF Sullivan to discuss your
next irﬂage enhancement at: [ K.F.Sullivan Construction .................... 18
608/257-2289 ADA 7
F Protective ..........ccoovviiiii i IFC
Schenck Business Solutions . .................. 6
WATDA Insurance Agency ................... 14
WATDASI Services—Forms ................... 11
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» ¢ AmericanFinandial

& AUTOMOTIVE SERVICES. INLC.
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Ready to help you excel. Trusted Partners. Proven Results.

F&I Development Programs
Panoptic” Insurance
Automotive Training Acodemy

Revenue-Generating F&I Products
-

BAKER TILLY

Accountants and Advisors F &l Uﬂ WBI‘SIW

Connect with us: bakertilly.com/dealerships
Mike Mader, Fartner bb 22472
autodealers@bakertilly.com

.’ 1 sdapasdant masket @
BAKER TILLY
INTERMATIOMNAL

800.967.3633 | www.AFASinc.com

Bakier Tilly vefers to Baker Tily ¥ w Hrauge, LLF. an rndependently cwmed and
managesd membsor of Bakasr Ty i S 010 Bakar Tilly Yirchow Braune, LLP
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WATDA
P.O. Box 5435
Madison, WI 53705-0345

FIERCELY FOCUSED

NEED TO GET MORE MILEAGE OUT OF MY
DEALERSHIP. When your business isn't hitting on oll cylinders, let Wipfli
Dealership Consultants run a diagnostic. They're trained experts af providing
accurate and actionable insights into your company’s process, people and
profitability. Their power of focus can put you back on the road to success.
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EXGLUSIVE-SUBMIT,YOUR NOMINATION!

WIPFLI.

CPAs and Consultants

John Buelow 608.770.2932

www.wipfli.com




