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We offer more than products.
We offer solutions.
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A publication of the
Wisconsin Automobile & Truck Dealers
Association focusing on the human side
of the membership and trade.
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The Wisconsin Automobile & Truck
Dealers Association, an organization
of licensed dealers of new and used
motor vehicles, is dedicated to advanc-
ing the common good of its members,
consumers and their communities by
promoting professionalism and pros-
perity through education, advocacy,
information and service.
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Curt Anderson — 62 Years
in the Same Dealership

1950, Curt Anderson is still one of the first people at

the New Richmond dealership each morning six days
per week. While he officially cut back to half days several years
ago, he is often around the dealership at some point in the
afternoon as well to repair a piece of equipment or meet with
a customer. Before that early arrival, he and his wife Elaine
will have started their day with an outdoor walk. It’s all rather
unusual for someone turning 83 on December 1. Perhaps the
Wheaties tagline “Breakfast of Champions” is more than just a
marketing slogan, as it was Curt’s breakfast choice as far back
as his family can remember.

Hired at Johnson Motors as a 21 year old mechanic in

Joye Johnson, who started the company in 1925, heard about
Curt when he was an industrious young man with his own
repair shop in Star Prairie. He could fix anything, from lawn-
mowers and chain saws to tractors and cars. It was 1950 and
Chevrolet had just introduced the Powerglide transmission, the
first automatic in its class. Joye needed someone who could
adapt to the new technology. He sought Curt out to join the
growing business. “He hired me to do everything,” Curt said,
“and I did all the transmission work for a long time.”

Curt started as a mechanic, sold and repaired McCulloch chain
saws at the dealership, and was on call 24/7 for years for
customers in need of a tow. The wrecker stories
could fill a small book, including the night he pulled
one young customer out of the ditch three times, and the night
he got to the scene of an accident with the car from a
previous call still hooked to the wrecker.

By 1963 Curt had worked his way into sales and in 1968
became General Manager with approximately 30 employees.
Curt encouraged Joye to relocate the business from the store
front on New Richmond’s Main Street to the cornfields join-
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ing Polfus Implement as the first businesses at the northern
edge of the city. In 1970 Johnson Motors built the new facility
at the intersection of two major highways, well-positioned for
decades of growth, visibility and changing trends. At the time
of this publication, they are completing a major remodel and
expansion to conform with General Motors’ new standards. The
choice of location proved to be a good one, as it is now also
home to the Ford and Chrysler Dodge dealerships.

It wasn’t until 1983 that Curt officially purchased the dealer-
ship from Joye. His son Mick had started working with Curt in
1970 and, like him, got a feel for all aspects of the dealership
before getting into sales and then becoming General Manager.
Mirroring his dad’s love for the business, energy and work ethic,
Mick led the acquisition of two additional stores in Menomonie
and St. Croix Falls. Mick succeeded Curt as Dealer in 2002. Curt
and Mick have now been joined in management by Mick’s
sons Greg and Chad, both graduates of Northwood University,
ensuring the continuity of the family’s business philosophy and
community involvement.

Because the Anderson family has been synonymous with the
company for so many years, people often ask why they retained
the company name Johnson Motors. Curt modestly says, “Joye’s
spirit, work ethic and customer service philosophy remain at
the core of the company. Mick and I worked side by side with
Joye for decades, we've carried on his operating principles, and
it is important for us to keep this history and name.”

General Sales Manager Chris Wheeler described Curt as “The
hardest worker I've ever met. He knows every job in the place,
he has seen most everything and demonstrates the importance
of taking care of our customers. It is not uncommon for him to
wash a customer’s car himself when it is in for service. I remem-
ber one morning when we were talking about business and he



said, ‘It’s not about the cars you sell or the money that is gener-
ated from those sales. It's about the pride you have in helping
someone with the big decision of purchasing their vehicle and
maintaining it well. It's meeting their changing needs at all the
stages of their life.””

Curt is unassuming and ready to pitch in wherever needed, as
confirmed by salesman Dick Donatelle. “When it is cold and
snowing and Curt is out on the lot cleaning off cars, it’s pretty
hard for anyone to feel like something’s not their job, especially
when he’s a lot older than any of us.” He adds, “Every morning
Curt asks me what’s ahead in my day. He is always interested
in who I am working with and what I am selling. He keeps me
on my toes.”

We asked Curt what
he loves most about
the business, and his
answer was instanta-
neous. “The people!
Both customers and
employees.” He is
indeed a people person,
taking a genuine inter-
est in their lives and
activities. His concern
for the welfare of others
is manifested in his lifelong commitment to community service.
Whether he is ushering or clearing snow at church, coordinat-
ing children’s games with Kiwanis before July 4th fireworks, or
sponsoring a child for medical care at Shriners Hospital, his
unwavering work ethic and principled leadership is embedded
in everything he does.

Curt and his wife Elaine are well-matched in their genuine
concern for others. When asked separately what was the most
rewarding thing about being associated with Johnson Motors
for 62 years, Elaine responded, “The people we've worked with
and become friends with. It is rewarding to be able to be of
service to people.” A nurse by profession, Elaine is quiet,
attentive, organized partner who continues to make it possible
for Curt to keep his busy schedule.

Their daughter Michele said one of the most important things
she learned from Curt as she was growing up is, “The ability
to achieve whatever we set our mind to. Dad taught me that
we can do anything we want, as long as we're willing to work
for it.”

Anyone who knows him recognizes “Excellent!” as his classic
response to the question “How are you?” This optimism and
drive, along with the close and supportive family, helped Curt
fight cancer this past year. Diagnosed in Stage IV in July 2011,
Curt is now in full remission and appreciates the opportunity to
“get up each day and do what there is to get done.”

Both Curt and Elaine are life-long learners who appreciate the
value of education. They sponsor scholarships each year for stu-
dents entering the automotive or nursing fields. They stay up on
current events, business and social issues. Curt reads the Wall
Street Journal daily, and they regularly pass on pertinent articles
to their children and grandchildren. They are parents to Mick
Anderson, Michele Hermansen, and Marin Hansch.

With 62 years in the business, Curt Anderson is a humble leader
and a great ambassador for our industry. His philosophy is
integrated in the way he lives and shows how this small town
dealership has remained strong:

“To remain vibrant as
individuals, businesses and

a community, we have to
constantly be learning,
growing, changing and
contributing. You have to keep
your head up and keep going.”
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Skill Building with
the Future Makers

BY GARY BEIER

ne hundred years ago, the industrial revolution
changed the professional fabric of this country. Society
moved from agriculture to manufacturing. Suddenly

success required a strong back and a strong mind and 20th
century skill meant having a solid combination of both.

The dawn of the 20th century in Wisconsin saw birth of
an educational system aimed at building employable skills
across a wide variety of career programs. 1911 ushered the
beginning of what we know today as the Wisconsin Technical
College System.

Many of the 16 WTCS campuses have either begun or are in
the midst of celebrating their centennial of service to their
communities. The system educates approximately 380,000
students each year. It provides them with a wide variety of
career technical education pathways to success. Transportation
has, of course, been at the center of one of these pathways for
most of the history of the system.

Today, all 16 of Wisconsin’s Technical Colleges are National
Automotive Technicians Education Foundation (NATEF)
certified to meet the precise standards of our industry with
a wide range of courses including automotive maintenance;
diesel diagnostics and maintenance and collision-restoration.

A number of the WTCS schools have gained national recogni-
tion for their advances in classroom technology that develops
marketable skills for their students. We salute the Wisconsin
Technical College System for a century of service to our indus-
try and all of the people of Wisconsin through its 16 cam-
puses which are Blackhawk, Chippewa Valley, Fox Valley,
Gateway, Lakeshore, Madison Area, Mid-State, Milwaukee
Area, Moraine Park, Nicolet Area, North Central, Northeast
Wisconsin, Southwest Wisconsin, Waukesha County, Western,
and Wisconsin Indianhead.

Congratulations to the Wisconsin Technical College System,
the “Future Makers.”

New regulations.
New opportunities.

Connect with us: b
Mike Mader, Partner
autodealers@bakertilly.com

o

BAKER TILLY

INTFRMATIONAL

Tempaorary Repairs and Maintenance regulations provide new
opportunities for tax savings. With increased pressure from

manufacturers to improve your facility {i.e. cosmetic updates,

fixture updates, general repairs), the potential to deduct
these costs for tax purposes now exists,

Call Baker Tilly today to set up a Repairs and Maintenance
cost review to identify and substantiate deductible
costs and other tax savings opportunities.

-

BAKER TILLY

Baker Tilly refers to Baker Tilly Virchow Krause, LLF, an independently owned and managed

member of Baker Tilly International. © 2012 Baker Tilly Virchow Krause, LLP
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WISCO Cooperative

BY JOHN HACKMAN

Tax Savings Available for Dealers

he Federal Tax Relief Act of 2010
I includes provisions designed to stimu-
late our economy through tax incen-
tives aimed at encouraging businesses to
increase their investments in equipment by
the end of 2012. The act expands
the additional first-year depreciation
deduction (bonus depreciation) to
equal 50 percent of the cost of quali-
fied equipment placed in service on or before December
31, 2012. On January 1, 2013 bonus depreciation is no longer
available. In other words, for 2012 you can purchase equip-
ment, and if it is advantageous for your tax situation, you
can expense 50% of the cost of the equipment in 2012 within
certain dollar limits.

NOW is a good time to check with your tax consultant and
to review your equipment needs. If you are in need of equip-
ment for your shop what better place to look than your own
co-op? WISCO’s equipment lineup includes names known

industry-wide. We have Challenger lifts, Hunter and Snap-On
alignment systems, wheel balancers, tire changers, and brake
lathes. Pro-Cut and Ammco brake lathes are also part of the
WISCO offering. We have Coats and Corghi tire changers
and wheel balancers, Borroughs, Shure, and Equipto shelving,
bins, and work benches. Orion energy saving lighting,
Robinair recyclers, and NitroFill nitrogen tire filling
machines are offered by your co-op. You can save money
on this winter’s high heating costs with a Firelake waste
oil furnace or a MacroAir fan from Black Gold. The list
continues. Check us out at www.wisco.com to view our entire
product offering.

WISCO's entire reason for existing is to save its members money
on their purchases. We have several excellent equipment pro-
grams in place. Call 800-274-2319 for information, demos,
or pricing. By acting now WISCO members can not only save
money on their equipment purchases, but may also save on
this year’s tax bill. ®

RawhideProfile

Each month a young man is selected as the Student of the Month by the staff of Starr Academy,
Rawhide’s private school. Winners are selected for their scholastic efforts, maintaining the high rank,
helpfulness to others, and exhibiting a positive attitude.

Student of the Month: Richard

My Rawhide Success

y name is Richard, I'm 16 years old, and
have been at Rawhide for two months.
My favorite things to do are skateboard-

ing, wrestling, football, lacrosse, fishing, and
hanging out with friends.

I've begun to enjoy school at Rawhide and really
like doing math. Because of the extra help received
at Rawhide, it has gotten much easier for me! I also like job
training and haven’t had a job that I didn’t enjoy. This is
due to how awesome the Rawhide job trainers are!

I hope to graduate high school, join the military, and then
go to college. I'm not sure what to major in at college yet,
but I would like to be on the wrestling team. It's my favorite
sport. I even have dreams of becoming a wrestler on the
United States Olympic Team.

v Fay

Upon leaving Rawhide, I plan on returning to
public school and wrestle on the varsity team.
While in high school, I will work on obtaining a
-fn job in the construction field or something similar.

£ in

Being at Rawhide has taught me that going up
in rank is important. When you progress in your
rank, you earn more privileges and staff trust is
developed. This is something I will need to remember when
I return home. Making the right choices gives you more
freedom as well as receiving trust from my parents, teachers,
and others in the community.

~Richard

The above testimonial was written by our current Student of the Month.
Personal notes of encouragement are welcome.

www.watda.org | FALL 2012 | DEALER POINT 7



You can see it.
We can help make it happen.

Whether it's easily managing vour floor plan, or providing financing for your dealership
real estate, You need a bank that shares your vision. One with the auto expertise

that helps you meet the demands of customers and manufacturers alike. BMO Harris

Commercial Bank can help make your vision a reality

bmoharris.com/autodealer BMO e Harris Bank




CenterStage

AWARDS, HONORS, MILESTONES

Cortney Ewald-Ihde, was installed at the Executive Women
International (EWI) 65th Leadership Conference & Annual
Meeting on September 15th as the Corporate General Director
of Executive Women International, in Salt Lake City, UT.
Ewald-Thde, representing Ewald Automotive Group and
EWI of Milwaukee, looks forward to this new leadership /
role in one of the world’s top associations for business-
women.

“It is very important that business professionals are involved
in organizations like EWI,” Said Ewald-IThde. “Not only do they
gain access to a variety of leadership opportunities, they are
also able to expand their business network and gain access to
unlimited information resources. I look forward to serving the
organization and helping our members in their roles as busi-
ness leaders and community volunteers.”

Friday, October 5 at the State Capitol, on King Street side was
the kick-off of Justice for a Cure. The ceremony began with a
joint Law Enforcement Honor Guard posting the flags to the
music of bagpipes, and singing of the National Anthem. Guest
speakers included WI Attorney General J.B. Van Hollen; Dane
County Sheriff Dave Mahoney; South Milwaukee Police Chief
Ann Wellens; Dane County Executive Joe Parisi; and Susan
G. Komen for the Cure South Central WI Executive Director
Michelle Heitzinger.

Sheriff Mahoney unveiled a very special “PINK” Sheriff squad
car, sponsored by long time Komen supporter Middleton Ford;
followed by a parade of squad cars, fire trucks, and EMS vehicles
around the Capitol, while breast cancer survivors and support-
ers walk around the Capitol.

) %4

The 3rd Annual SMART Women Care Celebration in partner-
ship with Susan G. Komen South Central Wisconsin affili-
ate was held at Smart Motors in Madison! Over 300 people
were in attendance as they celebrated and recognized
31 SMART Women Care Ambassadors (31 local women
who are breast cancer survivors). The night included a
Silent Auction; live entertainment; a cake contest where

5 local bakeries displayed their best breast cancer themed
creations and guests then were able to taste and vote for their
favorites; a photo booth; wine & beer sampling; two local
research physicians who are funded by Susan G. Komen and
PINK everything - from a special themed cocktail that evening
to all of the lights in the dealership (inside & out) turned pink.
The event raised $15,000 that evening.

Wehrs Chevrolet in Bangor is celebrating their 77th year in
business. Brothers Carl and Harry started in business in 1935.
Harry’s son Larry, now 73 still owns the business. Two of
Larry’s six children, Barry, who runs the service department;
and Scott, who is in the sales department are the third genera-
tion is the family business. The Wehrs family also operated two
popular local short track speedways. The LaCrosse track closed
in 1986 and the Wisconsin Dells track closed in 1992.

River Valley Ford hosted the “High Five Tour” which is
a nationwide effort to raise awareness and money for the
Wounded Warriors Family Support project. “It was an extreme
honor,” said Andy Lamb and Corey Hawkins, dealership co-
owners. “We were one of only two Ford dealerships in the state
with the privilege of hosting the tour and the outpouring of
support from the Baldwin area was fantastic.” People attending
a tour event are given the opportunity to sign a special-edition
2012 Ford Shelby Mustang GT-500 “SuperSnake” and share
a message of hope for our wounded warriors. The Shelby is
auctioned off at the end of the tour. ®
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i New Vehicle Sales Trends
igust2012

Previous Two Months Year to Date Year to Date Market Share
7/11 7/12

-8/11 -8/12 % change ‘“11YTD “12YTD % change ‘11YTD ‘“12YTD change
Industry Total 29,837 36,382 21.9% 114,602 132,006 15.2% 100.0% 100.0% 0.0%
Car 12,549 16,010 27.6% 50,722 58,701 15.7% 44.3% 44.5% 0.2%
Truck 17,288 20,372 17.8% 63,880 73,305 14.8% 55.7% 55.5% -0.2%
Japanese 8,996 11,817 31.4% 36,279 42,389 16.8% 31.7% 32.2% 0.5%
Toyota 3,625 4,847 33.7% 13,898 16,865 21.3% 12.1% 12.8% 0.7%
Honda 2,163 3,216 48.7% 10,622 12,387 16.6% 9.3% 9.4% 0.1%
Nissan 1,444 1,743 20.7% 5,350 5,782 8.1% 4.7% 4.4% -0.3%
Other 1,764 2,011 14.0% 6,409 7,355 14.8% 5.6% 5.6% 0.0%
Domestic 16,590 19,264 16.1% 62,173 70,838 13.9% 54.2% 53.7% -0.5%
General Motors 7,596 8,503 11.9% 29,718 31,899 7.3% 25.9% 24.2% -1.7%
Ford 5,157 5,942 15.2% 19,573 21,331 9.0% 17.1% 16.2% -0.9%
Chrysler 3,837 4,819 25.6% 12,882 17,608 36.7% 11.2% 13.3% 2.1%
European 1,781 2,261 27.0% 6,476 7,784 20.2% 5.6% 5.9% 0.3%
Volkswagen 948 1,445 52.4% 3,590 4,713 31.3% 3.1% 3.6% 0.5%
BMW 379 354 -6.6% 1,318 1,294 -1.8% 1.2% 1.0% -0.2%
Mercedes 212 216 1.9% 728 826 13.5% 0.6% 0.6% 0.0%
Other 242 246 1.7% 840 951 13.2% 0.7% 0.7% 0.0%
Korean 2,470 3,040 23.1% 9,674 10,995 13.7% 8.4% 8.3% -0.1%
Other 2,470 3,040 23.1% 9,674 10,995 13.7% 8.4% 8.3% -0.1%

3 Month % Change - YTD Registrations
and view annual trend by Vehicle Type

Compares most recent 90 days vs. same
90 day period from last year

Toyota

Nissan

20%
Honda

Other Japanaese

General

15% Motors

Ford

Chrysler
10%

Volkswagon

| Mercedes

BMW

Other European

5%

Korean

Sep. Oct. Nov. Dec. Jan. Feb. Mar. Apr. May Jun. Jul. Aug. 10,000 15,000 20,000 25,000
1 1 1 1 12 12 12 12 12 12 12 12

©2012 Reg-Trak, Inc. | (877) 335-2525 | scott@reg-trak.com
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From

State

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

Heiser Chevrolet Cadillac is proud
to announce the completion of their
newly renovated dealership on West
Washington Street in West Bend. Heiser’s
new 31,000 square foot complex features
a GM-approved design and includes ener-
gy efficient and recycled content
using regionally-manufactured
materials. The 6,500 square foot
facility contains many “green,” fea-

tures and has 16 service and two quick-
lube bays, expanded waiting room and
a large parking lot. Amenities include
free WiFi, televisions, and multiple
customer lounge areas with free coffee
and cappuccino.

“Our mission is to see every customer
satisfied,” said Mary Ann Scaffidi, one of
the Heiser family owners. “Our goal is to
be the number one destination for auto
shoppers in West Bend. It's a commit-
ment we can only achieve by offering the
very best customer experience. Our new
facility will certainly help take us in that
direction,” Scaffidi added.

The expansion of the Chevrolet Cadillac
store will lead to the hiring of additional
personnel, something Heiser is commit-
ted to accomplishing. The investment in
the building is just the first step in their
commitment to the West Bend commu-
nity. Local contractors and construction
workers were employed over the six-
month renovation. Now, Heiser is staff-
ing up to better serve customers in both
the sales and service areas.

Russ Darrow KIA of Appleton has
moved to its new location at 4400 W.
College Avenue, Appleton, near Fox River
Mall. The new facility is over 23,000
square feet situated on nearly four acres
and features 16 service and two quick-
lube bays, an expansive showroom, and
provides double the parking lot space of
the previous location.

The new location will include an in-
house auto body shop employing dedi-
cated repair specialists for all makes
and models of vehicles. Heated, down-
draft paint booth and prep stations were
constructed to protect the environment.

Dupont Waterborne ‘green’ paint will be used. The shop will be capable of repairing
up to ten vehicles at once with technologically advanced equipment. Darrow auto
body repair will feature free loaner cars, insurance claims service, and a lifetime
workmanship warranty.

“We believe in the economy of the State of Wisconsin and the economy of the Fox
Valley,” said Mike Darrow, President of Russ Darrow Group. “That is why our
company continues to reinvest in the communities where our dealerships are
located. We expect to hire ten new people right away and an additional 20 to

: 25 employees by the end of this year at this new Russ Darrow KIA location.”

The former location has been transformed into a Used Car Superstore for the Darrow
Group.

Lynch Auto Group, with locations in Burlington, East Troy and Kenosha, has
acquired Horter Chevrolet in Mukwonago. David Lynch had run the dealership with
business partner Tom Horter for the past twelve years. “Tom decided to retire, so his
part of the business is being bought out,” said Patrick Lynch, company vice president.
The Horter name will remain for the time being; in part because of past agreements
with manufacturers.

Arcadia Motors has begun construction of a new 14,000 square foot facility. The new
dealership showroom, offices and shop will include an express lane to help improve
customer efficiency. “Chrysler is giving us such awesome products,” said general man-
ger Matt Hughes, “that we are seeing sales increase every month.” He hopes the new
building will be finished by December or January.

Justin Brantmeier, son of VandeHey Brantmeier Chevrolet Buick owner Dave
Brantmeier, is joining the Chilton dealership as sales manager. Justin is a graduate
of Marquette University, and has worked in various industry related businesses over
the past eleven years. Justin’s responsibilities will include working on the dealerships
website, marketing and working with vendors, as well as managing used care inven-
tory and assisting the sales team in serving customers. @

Each automotive facilities' operation and
construction has unigue details. When it comes
to designing and building automotive facilities
we KNOW the details.

’ullivfll_l'g

Give us a call. We want to meet you, talk about
your ideas and show you how we’re the best
choice to help you reach your goals, big or small.

Visit our new website;
WWW.SULLIVANDESIGNBLILD.COM

1314 EMIL ST | MADISOM, WI
608.257.2289
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SENTRY.

INSURANCE

| ,Sellmg and Servicing
Vehicles?is/Your Business.

Insuring Auto Dealerships
IS Sentry s Business.

Flnd out how Septry’s expé’;tlse can help keep your-auto dealership

saf@, reduce your‘[mses and hold the line on-insurance premiums.
Fo#&hﬂur insurance angésafety needs; CALL TODAXL

( Sk T
) 1-877-373- M

sentry.com

a Wisconsin Automobile & Truck
Dealers Association

boa

L An Endorsed Service

Property and casunlty coverages and salety services sre unidevwrition, el sndior sdminigtered by a member of tha Sentry barance Group, Stevend Poim, W
comganias, visit saniry,com, Policies, coverages, benofts and discomis asa ot avadlshle in all sales. Sae policy Tor complate coverags details

o Captaiy John Parker phalo
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A Century of Brothers

hat pretty well sums up the

I tradition of our association’s oldest
Ford dealership, Schmit Bros.

Ford of Saukville/Port Washington. This
100-year-old company celebrated its
centennial milestone on September 29th
with a day of food, music, antique cars
and much more.

The unique aspect of the Schmit Bros.
organization is that its ownership has
been of brothers right from the start. The
current owners-of-record Jim and Mike J.
Schmit are the third pair of siblings to
be at the helm.

The founding brothers,
Mike E. and Joe W. Schmit

opened their original

dealership early in 1912 in

downtown Port Washington.
They remained as principals
into the early 1930’s, when the
next pair of brothers (Mike E.’s
sons); Harry and Joe J. became the
heads of the dealership. In 1973 Mike J.
and Jim Schmit joined the business and
bought their dad, Joe ].’s interest in 1985
to become the present day principals of
the dealership.

The Schmit Bros. century celebration
included 154 vintage autos, the Wood
Brothers Motorcraft NASCAR team, live
music, area fire department displays plus
Girl and Boy Scouts from throughout the
Port Washington-Ozaukee County area.
One of the highlights of the day was
a special presentation by Ken Czubay,
Vice President of Ford Motor Company
who was on hand to salute the Schmit
brothers on their century of service.

The Schmit Bros. Ford dealership is
the oldest Ford dealership in the state
and the 15th oldest in the country. In
commenting on the longevity and success
of their dealership Mike Schmit said, “We
have been fortunate to have wonderful
employees and customers. Our father
and grandfather taught us to value our
customers and that is what keeps them
coming back.”

Hats off to three generations of brothers
who have made their mark! @

Jim Schmit, Mike Schmit and Ken Czubay - Ford Motor Company

The Schmit Bros. -Fon.cl,d.eaﬂe)whp 7
the oldest Ford dealership in the state
and the ISth oldest in the country.
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NADA

Report

BY KEN VANCE

As you by now know, there is a lot of conversation about counterfeit
air bags.

I am pleased to share with you the article that was
in our paper in Eau Claire. Notice the number of
times the new car dealerships are exonerated in the
NHTSA comments. I have also enclosed the sug-
gested response to questions about the air bags.

My suggestion would be to have one or two people
to direct these questions to who are well informed
about the issue.

Counterfeit car air bags called risky

Quarter million vehicles could have faulty bags, government says...

Washington (AP) — Thousands of motorists may be driving cars and
trucks installed with dangerous counterfeit air bags and they should
have them replaced at their own expense, the Obama administration
warned Wednesday.

Most at risk are motorists who have had their air bags replaced over
the past three years by a repair facility other than a new car dealer-
ship, the National Highway Traffic Safety Administration officials said.

Only 0.1 percent of the U.S. vehicle fleet — about 250,000 cars on the
road - is makes and models for which counterfeit air bags are known
to be available, NHTSA said. Auto industry officials briefed by the
agency said they were told that tens of thousands of car owners may
be driving vehicles with counterfeit air bags.

In government tests last month of 11 counterfeit bags, 10 didn’t inflate
or failed to inflate properly. In one test, a counterfeit bag shot flames
and shards of metal shrapnel at a crash dummy instead of inflating,
said NHTSA Administrator David Strickland, who showed a video of
the test at a news conference.

“It is an extreme safety risk,” he said.

NHTSA is asking car owners to check a government website, Safercar.
gov, for information on how to contact auto manufacturer call centers
to learn if their vehicle model is among those for which counterfeit
bags are known to have been made.

No deaths or injuries have been tied to the counterfeit bags, NHTSA
said. But it is unclear whether police accident investigators would be
able to identify a counterfeit bag from a genuine one, industry officials
said.

About 1.5 million air bags are deployed each year in police-reported
tow-away crashes. Clarence Ditlow, executive director of the Center for
Auto Safety said.

NHTSA had compiled a list of dozens of vehicle makes and models for
which counterfeit air bags may be available, but the agency cautioned
that the full scope of the problem isn’t clear yet and the list is expected
to evolve over time.

If a car model is on the list and has had its air bags replaced during
the past three years by a repair shop other than a new car dealership,
NHTSA is asking owners to take the vehicle into a dealership or repair
shop to be inspected at their own expense to determine whether the
replaced air bags are counterfeit.
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NADA Guidance for Responding

to Counterfeit Air Bag Questions
Q: What is the problem with counterfeit air bags?

A: Upwards of tens of thousands of counterfeit air bags
may have been installed in U.S. vehicles in the last three
years. These primarily are driver’s side front modules.
This number involves less than .1% of the vehicle fleet.
But, in the event of a collision, counterfeit bags may not
perform as expected. In some instances they will fail to
deploy, in other instances their deployment may harm
vehicle occupants.

Q: Which vehicles now on the road have counterfeit
air bags installed in them?

A: This is not an easy question to answer. There
exists no single VIN-based list of vehicles that have
had air bags replaced, let alone one indicating if
genuine replacement parts were used. This link (http://
watda.clearsender.com/proxy.php?filename=files/2012/
DealerGuidanceCounterfeitAirBags.pdf) will take you
to the National Highway Traffic Safety Administration
(NHTSA) list of vehicles of greatest concern. Counterfeit
bags typically appear very much like genuine OEM
parts and rarely trigger a trouble light or diagnostic code
and are hard to detect without a full physical inspection.
Again, only air bags that have been replaced in the last
three years are of concern. Consider the following:

1. Single owner vehicles where no air bag has ever been
replaced are not a concern. Vehicle air bags replaced
with genuine OEM replacement parts at a franchised
dealership service department or body shop also are not
a concern.

2. Single owner vehicles where an air bag was replaced
at an independent repair facility could have a counter-
feit air bag. The repair facility, insurance company (if
one was involved); vehicle OEM, and/or air bag supplier
may be able to help determine if an installed part is a
genuine OEM replacement. Vehicle owners also may
know whether a genuine OEM replacement part was not
used, whether a replacement bag was bought from an
Internet sales or on-line auction company, or whether
they paid “below market” price, indicators that a bag
could be counterfeit.

3. The air bag replacement history of vehicles purchased
used can be hard to determine. A commercial vehicle
history report may indicate if a vehicle was involved in
a crash involving an air bag deployment, however such
reports cannot be fully relied upon and typically do not
show if a non-crash air bag replacement has occurred.
It is also possible for installed air bags to exhibit certain
outward physical signs suggesting that the module may
be counterfeit. For further information on such indica-
tors, see NHTSA’s Guidance on Managing Counterfeit
Bags.



4. Vehicles with a salvage, rebuild or reconstructed histo-
ries are very suspect and should be closely examined for
signs of a counterfeit air bag.

Q: How should I respond to inquiries regarding poten-
tial counterfeit bag installations?

A: Direct them to NHTSA's website: http://www.safercars.
gov/Air+Bags, to obtain the primary point-of- contact
for the vehicle make and model. This likely will be a
phone number for the appropriate OEM call center. They
should have their VIN readily available along with and
as much information as possible regarding known or
suspected air bag replacements. OEM call centers will
help to determine whether genuine OEM replacement
part(s) were used. If uncertain, they likely will suggest
that a physical inspection of the suspected counterfeit
air bag(s) be performed at a dealership service or body
department.

Q: OK, what if a vehicle comes in for an air bag
inspection?

A: Service advisors should be instructed to inform cus-
tomers of the diagnostic charges involved. Carefully
follow any OEM instructions on how to determine if an
air bag is counterfeit. These instructions will involve
an outward inspection, possible diagnosis of the pas-
sive occupant restraint system, and/or the removal and
inspection of the module in question. If a counterfeit
air bag is discovered, inform the customer of the cost to
replace it with a genuine part and how long it will take
to obtain and install it.

Q: What if a customer refuses to have his vehicle
restored with a genuine OEM part?

A: Instruct the customer that you cannot put the coun-
terfeit part back into the vehicle or give them the part.
Have them sign an acknowledgment indicating that
they are refusing to pay to have the vehicle restored and
that they recognize that the vehicle will not offer them
the same protection as if it were restored. Do not attempt
to hide the fact that the vehicle is missing an operational
air bag (e.g., putting on a false cover and turning off the
trouble light).

Q: How can I help protect myself against liability for
working on vehicle with counterfeit bags?

A: Contact your dealership attorney to draft a document
designed to serve as a notice, hold harmless, and indem-
nification in the advent of a subsequent problem involv-
ing a vehicle where a counterfeit air bag is removed and
the customer refuses to pay to have it restored. Note too
that dealerships are under no legal obligation to conduct
either the diagnostic or repair work described above.

Q: Are there any special precautions technicians
should take when handling counterfeit air bags?

A: In addition to the normal precautions that should
be followed when handling air bags, NHTSA strongly
advises technicians not to electrically probe counterfeit
air bag connecting terminals because of the risk of deto-
nation and possible serious injury. NHTSA and the OEMs
are expected to provide specific guidance on air bag han-
dling and disposal procedures. In addition, NHTSA may
request that they be notified if and when a counterfeit air
bag is discovered.

Q: What steps, if any, should be taken with respect to the purchas-
ing and reselling of used vehicles?

A: Federal law does not regulate the purchase or resale of used vehi-
cles that may have had counterfeit replacement air bags previously
installed. For advice on whether and to what extent obligations exist
under state law, please consult your dealership attorney.

Q: How can we stop the use of counterfeit, stolen, salvaged or
rebuilt air bags?

A: Always urge your customers to demand genuine replacement parts
for vehicle service and repair, especially where safety in involved.

NADA continues to work with the auto manufacturers on facility
issues. Call me if you have specific questions or issues: 715-834-4162.

We have an excellent line up for this year's NADA Convention,
February 9-10 in Orlando. Best of luck for a strong wrap up to 2012. @

N

Franchised Dealer
Consolidation...
Then and Now

In 1938, Portage County celebrated the 150th anniversary
of the signing of the Northwest Territory document with an
historical booklet. The franchised dealers of the day had an
association, as existed in most counties in Wisconsin. Shown
below is their salutary ad in the booklet. Some franchises
have survived. Then there were twenty one franchised deal-
ers, today there are four. This is a factual picture of dealer
consolidation. Thanks to Gary and LuAnn Williams for
sharing this document.

PORTAGE COUNTY AUTO DEALERS ASSOCIATION
Members
Jl SMIT "\.!l:.u::. COMPANY

www.watda.org | FALL 2012 | DEALER POINT 15




Legal & Legislative Update

Elections and Budgets

With the release date of this issue of
Dealer Point so close to the election, by
the time some of you read this article
the election results may already be in.
Then again, we know that when most
of you see the Dealer Point in the stack of
mail, that you immediately open it and
look for this article. If that’s the case, we
preface this article by saying we will not
be cornered into any bold election predic-
tions. No sir/ma’am, we don’t comment
on conjecture, only pontificate on facts.

After what has seemed like an endless
election cycle, which for Wisconsinites
dates back to sometime in late 2008-
2009, when hopeful gubernatorial candi-
dates started to declare their candidacies,
we may actually have some time off
to let those elected actually work with-
out having to worry about recalls. That
is unless Romney wins the presidency,
then the good people of Wisconsin’s
First Congressional District will get one
more round of primaries and elections
to elect a replacement for Representative
Paul Ryan. OK, so the statement above
about conjecture is slightly misleading,
in that we are assuming that Ryan will
win his Congressional election in the First
District.

After the election and the ensuing lame-
duck period, wherein it is suspected (more
conjecture) that Congress will pass some
kind of bandaid tax structure continu-
ance that will carry the country into
mid-2013, allowing the newly elected
congress the opportunity to pass a more
meaningful long term tax reform law.
The only thing that is clear, is the current
structure is in dire need of reworking. We
need a long term solution and not the
continuation of kicking the can down
the road and hoping someone else will
fix it.

BY CHRIS SNYDER

Wisconsin’s
Rainy Day Fund
The  Wisconsin Department  of

Administration recently released its
annual fiscal report. It showed that we
were able to make a deposit of $108.7
million, into the rainy day fund. It is the
largest such deposit in the state’s history!
The rainy day fund now has a balance of
$342.1 million. This marks the first time
the state has contributed to the fund in
consecutive years. The report noted that
the State continued to devote the major
share of state tax collections to assistance
to local school districts, municipalities
and counties. Local assistance accounted
for 53.7 percent of total general purpose
revenue spending, while aid payments
to individuals and organizations repre-
sented 22.4 percent and the University
of Wisconsin accounted for 6.8 percent.
State operations spending for all other
state agencies accounted for 17.1 percent
of the total. The Walker administra-
tion made addressing and correcting the
state’s structural deficit a priority and
we are now starting to see real (positive)
results to those efforts. You can see the
state’s Annual Fiscal Report by going
to: http://www.doa.state.wi.us/docview.
asp?docid=9905&locid=3

Transportation Funding

Speaking of Wisconsin’s finances, the
Transportation Fund has been a lighten-
ing rod for the past 10 years (5 budgets).
Over the years revenues collected and
deposited into the Transportation Fund
have been utilized for other purposes.
Wisconsin'’s transportation infrastructure
is vital to attracting new business and
the economic development and success
of the state. Building and maintaining
the state’s highways, roads and bridges

are a huge expense. For the most part,
Wisconsin funds transportation projects
with fuel taxes, vehicle registrations and
a portion of sales tax collections from the
motor vehicle parts and service transac-
tions.

However, transportation expenses con-
tinue to rise while some of these revenue
sources (fuel tax, vehicle registrations)
are currently or projected to decline. To
address this issue the legislature estab-
lished a Transportation Finance and
Policy Commission to examine issues
related to the future of transportation
financing in Wisconsin. They reviewed
highway maintenance, rehabilitation
and expansion projects; local aid and
assistance programs; revenue projections,
and transportation fund debt service
(paying off existing bonds). The commis-
sion discussed existing revenue sources
and their projections for the future and
also tried to identify new revenue sources.
As with every “new” idea there are some
that have possibilities and some that are
not very appealing.

As is always the case when discuss-
ing generating additional revenues for
the transportation fund, eliminating the
motor vehicle trade-in sales tax credit
(bringing in a projected $94 million/per
budget period) and value based vehicle
registrations (projected $9.1 million) were
introduced as a possibilities. Other pos-
sible revenue generators include tolling,
vehicle miles traveled tax, reinstating the
inflation-based indexing fuel tax. While,
WATDA does not have a seat on the com-
mission, we do have eyes watching what
is going on and will be doing everything
possible to have our voice heard. To view
the Commission’s projected revenue fig-
ures go to: http://www.dot.state.wi.us/
about/tfp/meetings/meeting10.htm

The only thing that is clear, is the current structure is in dire need of reworking. We need a long-

term solution and not the continuation of kicking the can down the road a piece and hoping

someone else will fix it.
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In that vein, WATDA President Bill Sepic and General Counsel
Chris Snyder, met with representatives from Governor Walker’s
staff to provide the Wisconsin dealer’s perspective regarding the Proudly celebrating 50 years as
2013-2014 state budget. They expressed the dealers concerns
regarding eliminating the trade-in credit, value based registra-
tion fees and the vehicle miles traveled tax that were discussed
by the Commission. It is understood that new revenue sources
must be found; however, it shouldn’t be shouldered completely
by motor vehicle transactions and ownership of Wisconsinites.
As for eliminating the trade-in credit and value based registra-
tion fees, WATDA has been very persistent and  cmm
vocal regarding our opposition to those ideas to u-.
both legislators and the Governor’s office over the — wmw
years, but there will be a lot of new faces in the «le
capital come January 2013, so don’t be surprised if
we ask you to start making contacts with your legislators about
those issues. T

Wisconsin's No. 1 Dental Plan.

For now, these are just ideas that are on the table simply
because the Commission wants everything on the table for

review. Our job is to make sure they get off the table. Frankly, "
neither source is a home run when it comes to generating rev- ‘I)
enue and the harm to business might very well outweigh the o 3
benefits. The Commission’s study will take time and there are T

a lot of good ideas out there. Funding transportation projects is ; + Derttaf's S0¢h ywac. e, T criaducts the s
a nationwide issue and we anticipate federal and state entities andd anhance welinass. To giving back 10 the comminites we teres. T contiruing to ¢
to be involved in discussions on not only identifying revenue T AT - TG S PR sicko
streams but also cost saving measures. Transportation funding
is one of the biggest budget items and getting it right is vital to
economic stability and growth. @
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WANT A CPA WHO UNDERSTANDS MY BUSINESS. WI PFLi
Wipfli helps dealerships ochieve sustainable results and maximize their RO, e
With expertise in tax, audit, accounfing, and operational consulfing, our CPAs and Consultants
dedicated dealership team puts more than 125 years of combined experience Steve Hewitt

to work for each and every client. With offerings not found in most CPA firms, shewiti@wipfli.com

Wipfli is uniquely qualified o help you make better business decisions. Cur 430.928 1455

insider knowledge of the industry, combined with outsider objectivity, drives

results for your business. www.wipfli.com
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WATDASI Online

ATDASI Forms and products, a division of Wisconsin

Automobileand Truck Dealers Association, hasan online
ordering site at www.watdasi.com. WATDASI is your official
source for off-the-shelf forms, custom forms, car lot signage
and promotional products. WATDA Members receive guid-
ance for compliance to Wisconsin Laws, Statutes and Codes.
With secure online ordering, partnerships throughout the
country, and quick turnaround, WATDASI is the one to trust.

Benefits of ordering online
Simple. Fast. Secure.

Simple. Our step by step ordering and easy to use features
help ensure the accuracy of your order.

Fast. We get your forms and products to you as fast as possible
usually in less than a week. Many forms arrive next-day or
second-day.

Secure. To help protect your identity online, your entire online
transaction is fully encrypted and firewall-protected.

Why order online?

Save Money. It's as simple as that. Industry research shows
that people go online to find the best deal they possibly can,
and all of our customers definitely save money when they pur-
chase at WATDASI.com through quantity discounts, freight
discounts, online coupons and NO HANDLING FEE.

Save Time with extended business hours. Previously restricted
by the constraints of the working day, our customers are now
able to place an order anytime, from anywhere. Our system
is up 24 hours a day, 7 days a week allowing us to give you
quicker service than ever before.

Wide Selection. It isn’t possible to display all of our products
with our printed literature due to the shear amount of differ-
ent items available. Our website allows us to get around this,
giving you views and access to thousands of new and exciting
products. It displays all choices like color, slogan, style, year,
etc.

View History. See what items you have ordered in the past
with WATDASI.com.

Access to Web Only Promotions. Sign up to our mailing list
for our web only promotions bringing you frequent discount
coupons, forms updates and information.
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What’s not to Love:
e Customers love not being on hold.

e Customers love relaxed ordering from a full menu
without being rushed, ordering at their own pace.

e Customers love a clear written confirmation of order.
e Customers love getting their order quickly.

e Customers love that online ordering gets faster with
every use.

e Customers love the flat $12.75 freight fee for any
quantity. (We encourage batch ordering!)

Instructions

1.

Go to: www.watdasi.com

2.
At Top/Left click on “My Account”

3.

Select “New Customer / Proceed to
Registration” if you’ve never ordered from
this site or “Returning Customer”

4.

Create an Account

5.

Use Search Box at Top/Center to find items or
scroll through Categories at left column.

Internet Manager on site. Call Donna for any
questions or concerns at 800.236.7672



Tribute

Robert Alexander

ob Alexander died on September 9, 2012 at his

home with his family at his side, including Lila
the love of his life for 56 years, his sons Howard Robert
I1I; Jeffrey and his finance Tammy Patchett; his grand-
children Sabrina, Jason, Leah and Lexy Alexander
and stepson John Jensen. He is further survived by his
daughter Loral (Guy) Zaricor and their sons Zachery
and Christopher; Trinke and James Bishop and her
children Ian and Taisia McNurlin and one great grand-
son Mason; a stepson Morely (Lisa) Jensen.

Bob was born in Battle Creek, MI on September 21,
1931 the son of the late Howard and Lorene (Maurer)
Alexander. By the time he was four, the family moved
to Illinois. He grew up in Jacksonville, Bloomington
and Peoria, and moved to Milwaukee when Bob was
a sophomore. The next year he moved to Fond du
Lac and graduated from L.P. Goodrich High School
in 1949. He spent two years at Brown University, was
a member of Sigma Chi Fraternity, and transferred to
the University of Wisconsin where he graduated with

a Bachelor Degree in Economics. All together Bob attended 19 schools
and survived each move by making new friends each year.

Bob went to work for his father in the Ford Dealership in 1956 and
purchased half ownership of Service Motors from his parents, where he
worked until he retired in 1996. His son Jeffrey joined him in the dealer-
ship in 1984 and become the Dealer when Bob retired. The dealership
closed in 2012 when the Ford franchise was sold.

Bob served as an officer of the Wisconsin Auto & Truck dealers
Association and held the office of Chairman in 1994. Gary Williams
remembered that Bob always like to sing a song to end each meeting.

Bob was always involved in choir and singing since the age of eight. He
was a member of the Fond du Lac South Shore Choral for 32 years until
he had to give it up for health reasons. His employees enjoyed his tradi-
tion of singing Happy Birthday to them over the public address system
on their birthdays. He was a lifetime member of the BPOE Elks Lodge
#57, served as President of the Noon Kiwanis; a long time member of
the Fond du Lac Noon Rotary Club; served on the Board of Trustees of
Lutheran Homes and Health Services; a member of the Masons and
Shrine Club; and a member of the South Hill Country Club for over 50
years.

Bob enjoyed people, old cars, traveling with his wife and spending time
with his family, especially watching his grandchildren play soccer, bas-
ketball, tennis and track, and he enjoyed golfing.

Bob was preceded in death by his parents and one daughter, Martha
Jayne. @

WATDASI

Forms & Products

Free shipping for online orders only at www.watdasi.com

| Free shipping
| Offer expires:
| 11/30/2012

Free shipping is valid for Online orders only at watdasi.com.
Mot combinable with any other coupon.

Retail sales only.

Coupon Code: DPFALL2012

)

WATDASI Call WATDASI Forms at 800-236-7672

Forms & Products

Call the people you know and the company you trust.

or shop online at www.watdasi.com
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WATIDA Associate Members

WATDA is recognizing our Associate Members for allied industries that distribute or market products and services
related to the automotive industry. Those listed in bold are also WATDA Endorsed Service providers.

Allied Inventory Co. Inc.
Andrew Dane

5718 N Western Avenue
Chicago, IL 60659
773.271.0808
www.alliedinventory.com

American Fidelity

Dan Clements

2581 Pebble Beach
Oakland, MI 48363
800.437.1011
dan.clements@af-group.com

American Financial &
Auto Services, Inc.

Arden Hetland

24 Waterway Avenue
Suite 900

The Woodlands, TX 77380
800.967.3633
www.afasinc.com

Baker Tilly

Michael Mader, CPA
2201 E Enterprise Avenue
Suite 100

Appleton, WI 54912-2459
800.362.7301
www.bakertilly.com

Bank of America

Troy R. Huber

718 E Lincoln
Libertyville, IL 60048
800.375.6262
www.bankofamerica.com

BMO/Harris Bank
Ghram Debes

111 Monroe Street SE
Chicago, IL 60603
312.461.5911

Clifton Larson Allen LLP
Bryan Laabs

10700 W Research Drive
STE 200

Milwaukee, WI 53226
414.476.1880

Federated Insurance Company
John Benz

121 E. Park Square

P. O. Box 328

Owatonna, MN 55060-3046
888.507.0852
www.federatedinsurance.com

First Merit Bank
Larry Demeter

250 E Wisconsin

STE 1800

Milwaukee, WI 53202
414.347.4735

Franklin Financial Corporation
John McIntosh

6001 W. Capitol Drive

Room 205

Milwaukee, WI 53216
414.447.5130

Greater Milwaukee Auto Auction
Kristie Griffin

8711 W Brown Deer Rd

Milwaukee, WI 53224

414-365-3500
www.greatermilwaukeeautoauction.com

Huntington Bank

Jay Johnson

N87W34229 Mapleton Road
Oconomowoc, WI 53066
jay.johnson@huntington.com

Manheim Metro Milwaukee
Auto Auction

Dennis Worthy

561 27th Street

Caledonia, WI 53108
262.835.4436
dennis.worthy@manheim.com

Manheim Minneapolis Auto Auction
8001 Jefferson Hwy.

PO Box 408

Maple Grove, MN 55369-0408
800.622.7653

McGladrey & Pullen

Mark Olson

8040 Excelsior Drive, Suite 300
Madison, WI 53717-2919
608.833.2612
www.mcgladrey.com

20 DEALER POINT | FALL 2012 | www.watda.org

Nationwide Acceptance Corporation
Bonnie Herden

3435 N Cicero Ave

Chicago, IL 60641

800.622.7605

Oil Equipment Co. Inc.

Jodi McDonald

4701 Lien Road

Madison, WI 53704
608.249.2881
jmcdonald@oilequipment.com

Protective

Ken Liesener

2345 Waukegan Rd, Suite 210
Bannockburn, IL 60015-5610
800.323.5771
www.protective.com/dealerservices

R & R Insurance Services Inc.
Mike Obertin

1581 E Racine Ave

Waukesha, WI 53186
262.953.7185
www.myknowledgebroker.com

Radco Truck Accessory Center
Jim Falconer

PO Box 977

Brainerd, MN 56401
218.829.1447

www.radco.com

S & S Automotive, Inc.
Eleanore Louis

740 North Larch
Elmhurst, IL 60126
630.617.3879
elouis@ssautomotive.com

Schenck Business Solutions
Jason Kiehnau

2200 Riverside Drive

Green Bay, WI 54301
920.436.7800
www.schencksolutions.com

Sentry Insurance

Randy Dombrowski

PO Box 8020

Stevens Point, WI 54481-8020
877.373.6879
www.sentry.com



Sullivan Design Build
James M. Triatik

1314 Emil Street
Madison, WI 53713
608.257.2289
www.kfsullivan.com

TD Auto Finance
Sean Dodge

14851 Pickford Court
New Berlin, WI
262.327.5676
sean.dodger@tdaf.com

Walsh, Long & Co, Inc.
Marion Long

25 S Washington St
Naperville, IL 60540
630.527.9933
marion.long@walshlong.com

Winter Kloman Moter &
Repp SC

Wesley Jones

1040 Oconomowoc Parkway
Oconomowoc, WI 53066-
4621

262.567.6540
wesj@wkmr.com

Wipfli LLP

Kevin Cherney

469 Security Blvd

PO Box 12237

Green Bay, WI 54307-2237
920.662.0016
www.wipfli.com

Zurich

Eric Hart

20935 Swenson Dr Ste 450
Waukesha, WI 53186-2057
800.293.8842
www.zurichna.com

STRENGTH THROUGH

EXPERIENCE

OUR DEALERSHIP LAW TEAM

LA |
Michael J. Lawton

Paul R- Norman

Jofin B Starkweather

Over 100 years combined experience.

bDErden Madison, Wi
& clarkip 608.257.9521
LAW FIRM boardmanclark.com

Racine Park Auto Lab

Named to Honor Roger Palmen

In 2004, after rallying the business community to help the school pass a $500,000 referendum to
construct an addition for a new improved automotive lab at Racine Park, Roger Palmen stepped \
e

up again when the funding ran out before three large lifts could be purchased for the lab. He gave th

school §$5,000 from his dealership and $5,000 from his own pocket to fund the purchase. Longtime Park
automotive instructor Dave Dixon said, “This place truly wouldn’t be here without Roger. He is our poster 1.:5 4
guy for best practices for business and education to work together.” L

4
The center was just named the “Roger Palmen Automotive Center” by the Racine Unified School Board on Jﬁ

October 15, 2012 because Palmen, 66, is battling cancer for the second time and his prognosis is not good.

Palmen and his father started a Kenosha dealership in 1968, and since then he’s also been involved with dealerships in Mount
Pleasant and Yorkville. The dealerships in Kenosha and Racine are now owned by another family while Roger maintains the
Yorkville location.

Roger has served as the district AYES advisory committee chairman since the mid ‘90’s and has been involved with the program
for more than thirty years. He helped the Unified district auto program secure national certification, and has employed many of
the students as interns. Roger was the driving force behind improving the Park auto lab. “It was no tech center,” said Palmen.
“It had low ceilings, and you had no hoist. You’d spend as much time setting up and taking down as teaching, and really it was
unacceptable.”

Upon being told of the honor, Palmen said, “In my wildest dreams I never ever thought this honor would be had.”

Congratulations Roger Palmen for this well-deserved recognition of your hard work and dedication. @
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Thank You

and/or DEAC. We recognize that many dealers give directly to candidates/campaigns and that is also very much appreciat-

We thank the dealers included in this list for their contribution to the political funds: CarPac, the Dealers Direct Givers Fund,

ed. While we believe this is a current list, please accept our apologies if you believe you have contributed but are not listed.

Michael Anderson
Ken Balda
Mike Bihun
John Bowditch
Don Brenengen
Mike Brennan
Steven Brickner
Mike Brickner
James Brickner
Jerry M. Brickner
Bob Clapper
David Cuene
Casey Cuene
Chad Curran
Harry Dahl
Mike Dorsch
Dan Dorsch
Pete Dorsch
Tom Ewald
Emil Ewald
Dan Ewald
Craig Ewald

Brian Ewald
Jim Fagan
Gerald Fiedler
Jim Flood
Allen Foster
Wayne Gross
Gerald Gross
Mike Gross
Tom Gustman
Frank Hallada
Jeff Hamus
Dave Heather
Steve Heuslein
Howard Hill
Jay Hiller
Jerry Holz
Bob Hudson
Dave Hudson
Josh Johnson
James Kari
Wayne Kari
Ryon Kautz

Bill Keyes
Kami Keyes-Cleveland
Bill Kolosso
Barb Kolosso
John Kolosso
Terry Larsen
Don Larson
David Lynch
William Martin III
Rick Murphy
Ronald Murphy
Randall Murphy
Tim Neuville
John O’Malley
Dave Parsons
Rahn Pischke
Jeff Rabas
Todd Reardon
Randy Romanoski
Jean Ruda
Paul Schlagenhauf
Roger Schlegel

Mike Schmit
David Schrage
Mike Shannon

Bob Soerens

Steven Stenbroten
John A. Stenbroten
John Stenbroten
Dick Stockwell

Tim Streich

Jim Tessmer

Dan Toycen

Vern Trecek

Scott Tyre
Ken Vance
Tom Vandehey
Jon Vandehey
Cliff Wall
Larry Wehrs
Pat Witt
Mike Witt
William Wuesthoff
John Zimbrick

School is the Ticket!

received his automotive technician’s scholarship from the Foundation 20 years

That’s according Mike Heidemann of Fred Mueller Automotive in Wausau. Mike
ago and has been in the business ever since. His past 18 years have been with

technical/service staff at Mueller’s.

Mike says, “School is your ticket to getting a solid, basic knowledge of automotive
technology that makes it easier to learn about the product-specifics when you are on
the job. If you don’t have the base, especially in electronics you could be lost.”

He is a North Central Technical College grad who attributes his success to his
instructor and our long-time Team Wisconsin member, Bob Slane. Mike says Bob was
instrumental in his getting the job at Muellers.

Heidemann says that there are so many different positions in our field and career
opportunities are numerous.

Beth Mueller noted that the Foundation’s scholarship program helps educate people
who demonstrate knowledge and enthusiasm for our industry. In her words, “A little
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FOUNDATTS

OF THE WISCONSIN AUTOMOBILE

John Amato Hyundai Mazda
Larry & Barbara Anderson
Mick Anderson
Andrew Chevrolet

Automobile Dealers Assn. of
Mega Milwaukee

Lee & Katy Baird
Ballweg Family

Bergstrom Chevrolet Cadillac

Bergstrom Chevrolet Cadillac Buick

GMC Truck
Bergstrom Cadillac GMC
Dick Brantmeier Family

Brickners Park City Inc
Richard Burany
Mike Burkart
Chief Automotive
Robert Clapper Family

Joe Conant
Dodge City of Brookfield
Don Miller Dealerships

Ewald Hartford Ford
James Fagan Family
Terry Frankland Family
Goben Family

& TRUCK DEALERS ASSOCIATION

Gagne Family
The Grainger Foundation
Greater Milwaukee Auto Auction
Haunfelder Family
Heuslein Family
Jay Hiller Family
Greg Hobbs
Holiday Automotive
Holz Family
Jantz Family
Wayne Kari Family
Mike Keil Family
Klein Family
Krajnik Chevrolet
Lakeside International Trucks
Lochen Family
Richard Lust Family
Luther Group
Madison Mack Sales
Mike Markwardt Family
William Martin Family
Rick & Sherry Mohr
Fred & Beth Mueller Family
Mike Mueller Family

Fall 2012 Donors

Newman Chevrolet
Pentler Family
Pischke Family
Trevor Rezner

Rhinelander GM & Toyota
E. ]J. Salentine Family
Roger Schlegel
Schlossmann’s Honda City
Mike Schmit Family
Schmit Brothers Ford
Shortall Family
Sommer Family
Streich Motors
Allen Taylor
Taylor Antoniewicz Family
Jim Tessmer

Toycen Motors Inc
Trecek Family
Mike Ubersox

Vanden Brook Family

Cliff Wall Subaru

WI Auto Collision Technician’s Assn

WI Auto & Truck Education Assn

William Wuesthoff Family
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Making your dealership

stronger and more efficient

At Schenck, we go beyond accounting and tax services to provide
proactive solutions that help you build a more profitable dealership.

SISO VA Your dealership will benefit from our industry experience and
tax advice with Schenck's knowledge.
Dealer Insights mewsletter. 'Y
Visit schendksc.comy'subscribe We help our clients with:
. . ; Jason Kiehnau, CPA
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