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Asset Protection

We’ve changed our look,
not our commitment
to our customers.

As a trusted F&l leader, we remain committed to driving
profitability and best-in-class service. With a new brand

promise we renew our focus on what is important to yvou,

Learn more at protectiveassetprotection.com/brand

Endorsed by Wisconsin Automobile & Truck Dealers Assoclation
for Viehicle Service Contracts, Credit Insurance, and GAR,

Wisconsin Automobile & Truck
Dealers Association
An Endorsed Service

Protect Tomorrow. Embrace Today.™

‘m| Vehicle Service Contracts | GAP Coverage | Credit Insurance | Lifetime Engine Warranty
Limited Warranty | Dealer Participation Frograms | F& Training | Advanced F&l Technology
=l Contact Protective’s Wisconsin representative, Ken Liesener at 866 477 1434
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A publication of the
Wisconsin Automobile & Truck Dealers
Association focusing on the human side
of the membership and trade.

Our Mission:

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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2012 WATDA Chairman
Eric Jorgensen

hen Eric Jorgensen accepted the chairman’s
gavel at the close of the WATDA Winter Board
meeting, he became the third truck dealer to
hold the office of chairman in the history of
your Association.

Eric has a number of goals for his year as
Association Chairman including growing mem-
bership through promotion of WATDA's extraor-
dinary value, the many educational and busi-
ness-building services it provides and the collec-
tive voice it gives in serving the best interests of
Wisconsin'’s vibrant automobile and commercial
vehicle dealer community, our industry and
those who rely on our products and services.

Another goal is to educate the public to the many
worthwhile and selfless actions of WATDA mem-
bers who frequently give so much back to their communities
through charitable contributions, activism and education.

Through our Foundation Eric hopes we can continue to inspire
the next generation to be a part of the many rewarding and
fulfilling professions within automobile and commercial truck
dealerships.

JX Enterprises was founded as Peterbilt
Wisconsin in 1970 by Eric’s father, Chuck
Jorgensen, who still serves on the company’s
Board of Directors. Eric and his brother Kurt,
who is Vice President of Sales, have worked
in numerous dealership roles learning all
aspects of operations. In 1999 Chuck transi-
- tioned ownership to his sons with Eric serving
_ as President and CEO. The company owns
/ A and operates fifteen medium- and heavy-
/ X \ duty truck dealerships throughout Wisconsin,
J,"\ lllinois, Indiana and Michigan as well as
lease/rental and finance divisions.

-

In addition to his dealership experience, Eric holds a Bachelors

After Wisconsin Wins is signed into law, Wisconsin Governor Scott Walker sits in the cab of a Peterbilt Model 587. Standing from left to right in front of the
vehicle are Kurt Jorgensen (JXE VP Sales), Chuck Jorgensen (JXE Founder), Eric Jorgensen (JXE President & CEQ).
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Eric Jorgensen, JX Enterprises President and CEO; Pat Walsh, President of JX Financial; Kate Habicht, Pat Walsh’s niece; and Sarah, Eric’ wife.

of Business Administration-Finance & Marketing from the
University of Wisconsin — Madison, and is an avid Badgers fan
and supporter of the college. He recently graduated with an
MBA from the Harvard School of Business. Eric is also an NADA
Dealer Academy Graduate. Additionally, he serves as the Great
Lakes Region Representative on the Peterbilt Dealer Council,
is the Peterbilt Line Representative for the ATD Board and the
Chapter Chair of the Wisconsin Young President’s organization.

Eric and his wife Sarah have three teenage daughters and the
whole family participates annually in the Polar Plunge for
Wisconsin Special Olympics. An avid outdoorsman and sports-
man, he enjoys skiing and golf. Last summer, Eric and Sarah,
along with JX Financial President Pat Walsh and his niece Katie
Habicht participated in the Tough Mudder Wisconsin event,
at Devil’s Head Resort in Merrimac. Billed as the only event in
America that “tests the toughness, fitness, strength, stamina
and mental grit all in one place in one day,” the [X Enterprises’

team was called ‘Mudder Truckers.” Money raised from the
competition goes to the non-profit Wounded Warrior Project,
which helps American servicemen and servicewomen who
have been severely injured.

In 2011, JX Enterprises donated more than $25,000 to local
and national charities. Organizations supported include the
American Red Cross: Japan Earthquake, Pacific Tsunami
Relief; Midwest Athletes Against Childhood Cancer (MAAC
Fund); and the Special Olympics World’s Largest Truck
Convoy. The year culminated with food drives at each deal-
ership, complemented by a $500 corporate donation from
JXE to each of the food pantries that serve local communities.

“We pride ourselves on giving back to the communities we
serve,” said Eric, “whether that’s through contributions of
money or time, and we look forward to raising the bar even
higher in 2012.” @

“We pride ourselves on giving back
to the communities we serve.”
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INSURANCE
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WISCO Cooperative

BY JOHN HACKMAN

has been proclaimed can use except the vehicles. WISCO uses group buying to obtain good pricing, adds
20 1 Zthe International its small markup, and sells to its members. Any profits are paid back to its mem-
Year of the Coop- bers, in direct proportion to how much they bought, with the year-end
erative. With this in mind I wanted to touch  rebate checks. To maintain our tax status we are required to pay out at
on a few of the things that make up the least 20% of our profit to our members in cash every year. Well, WISCO &
cooperative business model and pays out 90% of its profits in cash and the other 10% is placed
how it pertains to your cooperative, in the members’ equity accounts for future redemption. Being
WISCO Co-op. Co-ops are owned a cooperative, WISCO exists to serve its members, not profit from them.
by their members, who are also
their customers. That is the very
foundation of cooperatives. Since

In May WISCO will celebrate its 40th anniversary. That’s 40 years of serv-
ing our members, saving them money and improving their bottom line.
their customers are the owners, any Through the 40 years we have sold over 560 million dollars of product to
profits of the co-op are paid back to our members. That is well over ¥z billion dollars of product that our mem-
its members. Because there are no bers have saved money on. On top of those savings we have paid 16.5
outside owners or investors the entire focus  1ijjion dollars in rebates back to our membership. When you consider purchases
of a co-op should be to its members. The for your dealership, whether it is major equipment, or day to day consumables, or

. . . 1
idea is t'o. use group buying to be able to buy anything in between, remember your cooperative to save money!
competitively and save money.

WISCO operates under these principles to The WISCO annual meeting and golf outing will be help at Lake Arrowhead
save its members money. Your co-op sells, Country Club in Rome, Wisconsin on Tuesday June 26. Information will be sent out
with few exceptions, everything a dealership as it gets closer but please save the date and plan to attend. ®

You DRIVE your business.

We ride SHOTGUN.

Running a dealership can be complicated. It's nice having
someone by your side to help navigate the hairpin turns.

Baker Tilly brings fresh thinking to help steer your ideas in
amarket where risk and competition challenge you to plan
with strategic vigor. Whether you're looking to expand your

operations or maximize your tax strategies, our knowledge of

Connect with us: bakertilly.com/dealerships the road ahead can help you compete, grow, and thrive in an
Mike Mader, Partner S00 866 2272 everchanging marketplace. With industry insight and
autodealers@bakertilly.com candid advice, we can be your Valued Business Advisor.

There's no telling how far we'll travel together.
.’- an Indagardant membar af
BAKER TILLY

INTERNATIONAL _’

BAKER TILLY

Baker Tilly refers to Baker Tilly Virchow Krause, LLF, an independently owned and managed
member of Baker Tilly International. © 2011 Baker Tilly Virchow Krause, LLP Candor. Insight. Results.
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Gandrud Dodge Youth Apprentices
Featured on Titletown TV!

BY LISA SCHMELZER, GREEN BAY CHAMBER OF COMMERCE AND GARY BEIER

our industry’s up-and-coming Youth Apprenticeship stu-

dents. Dion Bott and Shawn Grignon are both seniors in
high school. They’re both interested in cars. They’re also both
apprentices at Gandrud Dodge through the Green Bay Area
Chamber of Commerce’s Youth Apprenticeship program.

Recently, Green Bay’s NBC-TV 26 ran a feature on two of

Gandrud Dodge’s 40-person team provides car service, mainte-
nance and car sales.

In their apprenticeships, Bott and Grignon work nights,
2:30 pm. to 7 p.m., and

Bott, a student at Preble High School, started his apprentice-
ship with Gandrud Dodge in May 2011. He heard about the
program through his school and thought it would be a good
learning experience. He says the most valuable part of the
apprenticeship has been the hands-on experience he’s received
being around and working on cars.

Grignon has been with Gandrud Dodge since February. He
applied to the program after hearing about it through his coun-
selor at Ashwaubenon High School. “I thought it'd be cool to
get college credits while still in high school,” he said.

a few Saturdays a month
in the express lube center.
They do oil changes, tire
rotation, light bulb replace-
ments, battery replace-
ments and inspections.
They are also responsible
for cleaning and keeping
the work area presentable.
As part of their apprentice-
ships, they also take class-
es at Northeast Wisconsin
Technical College (NWTC).

Their supervisors, Christina
Pflugradt and Jamie Popp,
say Gandrud Dodge has
participated in the Youth
Apprenticeship program
to grow new technicians.
Pflugradt has worked at
Gandrud Dodge for five years and Popp has worked there for
about three and a half years, and they’ve participated in the
program for the last three years.

Pflugradt says having apprentices has been not only beneficial
to the business, but also fun. “It’s something they [the students]
enjoy,” she said, “and that’s a good thing.”

“The most rewarding part about having apprentices has been
having employees who are eager to learn a new skill set,” Popp
said. Pflugradt added that the apprentices are working there
because they want to, not because they have to.

Left to Right: Dion Bott, Shawn Grignon, Jamie Popp, Christina Pflugradt

plan to further their educa-
tion. Bott will continue tak-
ing auto classes at NWTC.
Grignon will attend college
in Miami and pursue a
degree in the medical field.
Although he’s not going on
to work with cars, Grignon
still credits the Youth
Apprenticeship program as
helping to form his future.
“INWTC] has helped me
decide what I want to do
after high school and how
to accomplish it,” he said.

Both Bott and Grignon
-

Youth Apprenticeship is a
two-year program for stu-
dents combining classroom
instruction (both high
school and college) and paid on-the-job training. It runs in
parallel with our Automotive Youth Educational Systems
(AYES) program in a number of areas throughout the state. For
more information on the Green Bay Youth Apprentice program
contact — Lisa Schmelzer at Ischmelzer@titletown.org; and for
AYES information contact - Jeff Dowd at jdowd@watda.org. @

“The most rewarding part about having apprentices

has been having employees who are eager to learn
a new skill set.”
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i New Vehicle Sales Trends

Wisconsin New Vehicle Tren

Previous Two Months Year to Date Year to Date Market Share
1/11 1/12

-2/11 -2/12 % change “11YTD “12YTD % change “11YTD “12YTD change
Industry Total 22,410 25,545 14.0% 22,410 25,545 14.0% 100.0% 100.0% 0.0%
Car 8,844 10,316 16.6% 8,844 10,316 16.6% 39.5% 40.4% 0.9%
Truck 13,566 15,229 12.3% 13,566 15,229 12.3% 60.5% 59.6% -0.9%
Japanese 7,120 7,919 11.2% 7,120 7,919 11.2% 31.9% 31.1% -0.8%
Toyota 2,709 2,902 7.1% 2,709 2,902 7.1% 12.1% 11.4% -0.7%
Honda 2,119 2,374 12.0% 2,119 2,374 12.0% 9.5% 9.3% -0.2%
Nissan 1,114 1,116 0.2% 1,114 1,116 0.2% 5.0% 4.4% -0.6%
Other 1,178 1,527 29.6% 1,178 1,527 29.6% 5.3% 6.0% 0.7%
Domestic 12,741 14,160 11.1% 12,741 14,160 11.1% 56.9% 55.5% -1.4%
General Motors 6,668 6,710 0.6% 6,668 6,710 0.6% 29.8% 26.3% -3.5%
Ford 3,705 4,362 17.7% 3,705 4,362 17.7% 16.5% 17.1% 0.6%
Chrysler 2,368 3,088 30.4% 2,368 3,088 30.4% 10.6% 12.1% 1.5%
European 1,089 1,490 36.8% 1,089 1,490 36.8% 4.9% 5.9% 1.0%
Volkswagen 586 846 44.4% 586 846 44.4% 2.6% 3.3% 0.7%
BMW 213 253 18.8% 213 253 18.8% 1.0% 1.0% 0.0%
Mercedes 134 192 43.3% 134 192 43.3% 0.6% 0.8% 0.2%
Other 156 199 27.6% 156 199 27.6% 0.7% 0.8% 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

3506 — Honda

32%
Other Japanese
30% [
General

Motors
24%
o |—

25% Ford
21%

20% [~ Chrysler

16%

Volkswagon

15% [

11% 1% 11% 11%
9% 9%

Mercedes

10% [

7% BMW

Other European Car M Truck

Korean

6%
5% [

0%

Mar.  Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. Jan. Feb. '
n 1 11 1 " 1 11 " 1 1 1 11 0 1,000 2,000 3,000 4,000 5,000

©2012 Reg-Trak, Inc.| (877) 335-2525 | scott@reg-trak.com
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Dealer Point Virtual Car Show!
We know you have them... Send us your photos!!
All readers welcome to participate!

e are still waiting for your photos for
our virtual car show for the Summer
issue of Dealer Point! Please submit

a photo of your vehicle along with a paragraph

or two giving us some of the finer details of your
pride and joy. We welcome classic cars, trucks,
tractors, special unique vehicles-show us what
you've got so we can create an interesting show
for our readers. Submit electronic pictures (300

dpi is the preferred resolution) to jfarmer@watda.
org or snail mail them to Julie Farmer, Dealer Point
PO Box 5345, Madison, WI 53705-0345. Be sure to
mark actual photos with your name and a mail-

ing address if you want us to return the photo. ®

Congratulations to the WATDA Kindle Touch
Winners at the WISCO Show at Chula Vista Resort!

Cathy

Automorive Etc! Wellers

John Lynch
. Service

Manager i B
- Keyes Need It? Get it e
Chevrolet from WATDASI! — Green Bay
Thank you to all who attended J touch
P |
We know that customer ey ! Q
are the foundation of our success. Ik

You haw fehoices, We're

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

WATDASI
m Forms & Produscts
w

Call the people you know and the company you trust.
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Center

AWARDS, HONORS, MILESTONES

JX Peterbilt, Appleton donated cash as well as canned goods
to the St. Joseph Food Pantry in Menasha. The company held
a three week food drive and received a $500 donation from the
dealership’s parent company JX Enterprises, Waukesha.

The Oconomowoc Sports Booster Club in partnership with
Ewald’s Oconomowoc dealership sponsored a “Dodge Test I
Drive” fundraiser. For a donation, participants could test
drive Ewald automobiles through an obstacle course in the high
school parking lot. The event raised $2,540 for the booster club.

The Jefferson Business of the Year award was presented to
Havill Chrysler Dodge owners Marv and Chris Havill. The
award is given to a chamber member whose has been in exis-
tence more than three years, has demonstrated the ability to
overcome adversity, has grown during its existence and contrib-
uted to the community.

Baird GM teamed up with the Ripon Area United Way to raise
money for their local United Way Campaign. For every oil
change in February, Baird GM donated $2 to the Ripon Area
United Way. The promotion included a drawing for all ser-
vice customers in February to be entered into a drawing for a
complete auto detail package. A total of $772 was donated
from the promotion.

Lee Baird presents Ripon United Way Chairman Chris Graham with donations
from service promotion.

Ewald Automotive, Oconomowoc hosted a pinewood derby
for the Pack 49 Cub Scouts of Summit School in February. The
pinewood derby is an alternative to the soap box derby for
the younger boys. Scouts are supplied official kits that contain
wheels, axles and a wooden block. The Scout plans how they
will build and decorate their car. Adults are allowed to assist
and guide the Scout to make sure they are following race
requirements.

Mid-State Truck Service, Marshfield along with dealer prin-
cipal Jon Vandehey have received the 2011 Navistar Circle
of Excellence Award from International. The award honors
International dealerships that achieve the highest level
of dealer performance in operations, financial standards,
market representation and customer satisfaction. Mid-State
Truck Service owners Jon and Tom Vandehey also have
locations in Wausau, Plover, Wisconsin Rapids Abbotsford,
Chippewa Falls and Eau Claire, employing about 200
associates.

February 20, 1937, 75 years ago, Jim & Millie Rabas
started Algoma Motors. For those who do not know, they were
married January 20, 1937 and started the business 30 days
later. In the beginning, they had John Deere, Eagle Tractors,
Kewaunee Implements, Nash, Hudson, Terraplane and of
course Pontiac, which should have never been discontinued.
They never had a steam engine franchise, they were discontin-
ued by 1924. So much for the “True Stories.”

Thanks Mom and Dad. ~Submitted by Jim Rabas

Finley Dencker Buick GMC, Beloit, is making an effort to raise
health awareness among its employees, beginning with health
assessments that included a nurse taking blood pressure checks,
checking weight, BMI, and sugar and cholesterol levels. Office
manager Kelli Bell partnered with their heath care provider to
help implement the project.

There have been quarterly activities to keep up interest, like a
bingo game where participants would get credit for taking a
walk or not smoking. Winning cards were entered into a gift
card drawing. Bell has been posting weight loss and healthy
eating tips as well as information on sodium and sugar content
in foods and beverages. The latest quarterly activity is based
on “The Biggest Loser” reality show. Bell has posted informa-
tion on the ideal caloric intake to lose weight, sample recipes
and the impact of physical on weight loss. As of March 29, the
group has lost at total of 87 pounds, with the winner of $100 to
be crowned on April 13. @
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From

State

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

Brennan Buick, Green Bay has purchased the Mitsubishi
franchise from Van’s Honda. Owner Mike Brennan
noted they chose the Mitsubishi line because it compli-
ments the Buick line, filling a niche they didn’t have
before.

Wisconsin Kenworth opened a new dealership in La Crosse
featuring twelve service bays, a 5,100 square foot parts
department with delivery service and a driver’s lounge. CSM
Companies, parent of Wisconsin Kenworth, operates five other
dealerships in Wisconsin as well as two in Michigan.

Hudson Ford celebrated with a ribbon cutting ceremony hosted
by the Hudson Area Chamber of Commerce and Tourism for
their new Quick Lane Tire and Auto Center. Guests included
Chamber and City officials as well as Ford Regional representa-
tives Brad Akers and Jon Purdy.

Kocourek Automotive Group in Wausau plans to construct a
26,000 square foot dealership across from its Ford dealership on
20th Avenue, to house Nissan and Kia franchises. The Wausau
City Council approved economic development funds for the
project and in exchange Kocourek agreed to create 30 new jobs

W

ROI. With experfise in tax, audil, accounting, and operational consulfing,
our dedicoted dealership team puts more than 125 years of combined
experience to work for each and every client. With offerings not found

WANT A CPA WHO UNDERSTANDS MY BUSINESS.

Wipﬂi |‘1E'|p5 den|ers|'1ips achieve sustainable results and maximize their

and the property must meet a minimum assessed value
of $4.25 million.

k Holiday Automotive in Fond du Lac has purchased
Service Motors Ford. The Service Motors location is now
closed and Ford sales have relocate to the Holiday Ford Mazda
store. Holiday Automotive will now offer six nameplates: Ford,
Chevrolet, Buick, GMC, Cadillac and Mazda. Thirty Service
Motors employees were transferred to Holiday Automotive,
brings their staff total to about 250 in Fond du Lac. Gary Deitte,
a vice president and 29-year veteran of Holiday will serve as
General Manager.

Russ Darrow Chrysler, Dodge, Jeep, Ram held a ribbon cut-
ting for the grand re-opening of the newly refurbished and
expanded West Bend dealership. Russ Darrow Toyota in West
Bend, which previously shared space with the Chrysler store,
was also recently remodeled. The West Bend Chrysler dealer-
ship was the site of the first Darrow dealership in 1965. At that
time, Darrow was 25 years old and the youngest dealer in the
country. The expansion doubles service capabilities and will
create more jobs for the community. It is also an indication of
Darrow’s confidence in the economy of West Bend. @

, 312 Wipsi LLP Al Righe Reservesd

/

< Fiercely FOCUSED

WIPFLI.

CPAs and Consultants

Steve Hewitt
952.548.3355

in most CPA firms, Wiphli is uniquely qualified to help you make better

business decisions. Our insider knowledge of the industry, combined with

outsider objectivity, drives results for your business.
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You can see it.
We can help make it happen.

Whether it's easily managing your lleor plan, or providing linancing 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 manulacturers alike. BMO Hairis

Commercial Bank can help make your vision a reality. bmoharris.com/autodealer

BH00-| A part ol BMO Financlal Group

BMO 0' Harris Bank

LRANCY DL Bl ™ ] MUEI™ i i

i (e Dep BUANDD Dianiis Baik WA, Meiehesr 10
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From WATDA Insurance Agency:
Feds to Allow Medicare Data to Rate Doctors

In an effort to keep our WATDA membership informed
about some global efforts relative to health care costs and
issues, WATDA Insurance Agency brings you the following
information (article edited from a Dec. 8th news release from
BenfitsPro.)

On Dec 5th, 2011 the federal government announced that
Medicare will finally allow its extensive claims database to be
used by employers, insurance companies and consumer groups
to produce report cards on local doctors and improve the cur-
rent rating methodology for hospitals. With 47 million benefi-
ciaries, and virtually every doctor and hospital in the country
participating, Medicare’s database is considered “the mother
lode of health care information.” By analyzing masses of bill-
ing records, experts can glean such critical information as how
often a doctor has performed a particular procedure and get a
general sense of problems such as preventable complications.
Doctors will be individually identifiable through the Medicare
files compiled in an easily understood format and released to
the public. These medical report cards could become a power-
ful tool for promoting and enhancing quality of care by both
physicians and doctors.

“There is tremendous variation in how well doctors do, and
most of us as patients don’t know that”, said David Lansky,
Pres. of Pacific Business Group of Health, a non-profit that
represents 50 employers with more than 3 million people.
“This is the beginning of a process to give us the information”
we need as consumers “to make informed decisions,” Lanksy
said. “There is pent-up demand for this data because everyone
wants to be a more informed, intelligent consumer, especially
as health care costs are still rising” says Maria Ghazal, policy
director at the Business Roundtable, representing CEO’s of some
major companies with a total population of 35 million people.

Early efforts to rate physicians using limited private insurance
data have thus far focused only on primary care doctors. The
new Medicare data information will rate specialists as well;
prior ratings efforts using insurance company data have lacked
sufficient statistical power to rank them. Medicare officials say
they expect nonprofit research groups in Wisconsin, California,
Minnesota, Massachusetts and other states will jump at the
chance to use the data. Consumers will see the first reports by
late 2012. @

uhc.com

We’re all in this business together.

»  When you run a small business, time moves pretty fast.
You need health care coverage that can keep up.

Small businesses play a big role in a healthy economy, so they
deserve all the support we can give them. UnitedHealthcare
is proud to support the Wisconsin Automobile & Truck
Dealers Association.

INNOVATION. TECHNOLOGY. GROW HEALTHY.

'JJ UnitedHealthcare
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Legislative Update

BY WILLIAM S€PIC

franchise bill. One in which the manufacturers hired

additional lobbyists and invited the likes of Harley
Davidson, the Truck & Engine Manufacturers Association
and others to actively lobby against the dealers. WATDA
was able to pass the legislation for a variety of reasons,
but the legislative team that was assembled was an inte-
gral component in the success. No single person stood out on
this effort more than any other and the legislation would not
have moved without a team effort. That team, in large part has
been retained.

In December the WATDA Board directed staff to reduce budget-
ed payroll expenses for 2012. In doing so, WATDA made sub-
stantial cost savings adjustments to the legislative team (from
2011). However those adjustments have NOT reduced the effec-
tiveness of our lobbying efforts in any of the key areas (i.e. leg-
islative contacts, access, information and capital presence). In
fact WATDA's (the dealers) legislative presence is better served
today than we were a year ago before assembling the current
team members. Today, WATDA is staffed with seven lobbyists,
with a variety of specialties and strong relations on both sides
of the aisle. In addition to Bill Sepic and Chris Snyder, we have
retained two government relations firms with five lobbyists. Let
us introduce you to our lobbyists; Greg Hubbard of HWZ has 20

Last year WATDA was able to pass a heavily contested

N P

"’Dur goal is to rate your
dental plan appropriately
and provide long-range
rate stability. It's not
encugh for us fo winyour
business. We work hard to

keep it..year after year. g

Find out more about Scett and the other employees who make up
Delta Dental of Wisconsin af: experience deltodentalwi.com

& DELTA DENTAL

Experience. The Delta Dental Difference

years of combined legislative experience having spent 10 plus
years working for several Republican legislators including serv-
ing as Chief of Staff to a Majority Leader in the Wisconsin
State Senate. Hubbard also represents the auto recyclers
and has a broad range of knowledge from experience on
controversial and landmark issues. A] Wilson of HWZ
has served as Chief of Staff to a Democratic Leader in
the Wisconsin Assembly. Wilson has developed legislation
and crafted strategy for its passage and represents clients from
non-profits to Fortune 500 companies. He has his Juris Doctor
from the University of Miami. Ramie Zelenkova of HWZ has a
decade of experience in lobbying, grassroots advocacy and leg-
islative research and has worked to maintain strong relations
with both sides of the aisle. Her clients range from non-profits to
professional and trade associations to Fortune 500 companies.
Jason Bauknect of HWZ is a new addition having spent the last
eight years in both the Wisconsin State Senate and Assembly.
Most recently he served as senior policy advisor to Assembly
Speaker Jeff Fitzgerald. Bauknect has invaluable ties to legis-
lative leadership and decision-makers in both houses, as well
as the Governor’s office. Scott Tyre of Capitol Navigators has
over two decades in political and public affairs experience. Tyre
started his career working for Florida Governor Bob Graham,
following him to Washington DC after being elected to the US
Senate. He has traveled the country helping candidates run for
US Senate, Congress, Governor and Mayor. He worked at Foley
and Lardner as Director of Government Affairs before becoming
President of Capitol Navigators.

The strength of these five individuals along with Snyder and
Sepic from the WATDA staff will insure the auto and truck
dealers of Wisconsin have outstanding governmental represen-
tation. WATDA also retained the counsel of Paul Norman for
additional legal and legislative matters. This is an outstanding,
well balanced approach to state and federal government affairs
that will deliver results to dealers politically and financially. @

2012 Title & Registration Seminars

Date Location

Tues., June 26

City
Pewaukee Holiday Inn Pewaukee
(Milwaukee West)
N14 W24140 Tower Pl

Paper Valley
333 W.College Ave.

Comfort Suites
W10170 Hwy 54E

Stoney Creek Inn
1100 Imperial Ave.
Rothschild

Comfort Inn
15586 Cty Rd B

Holiday Inn & Suites West
1109 Fourier Dr

Wed., June 27 Appleton

Thurs., June 28  Black River Falls

Tues., July 17 Wausau

Wed.,, July 18 Hayward

Thurs., July 19  Madison

Online registration is open at www.watda.org
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NADA

BY KEN

Turn On NADA U!

s our industry revives and reinvents
Aitself, NADA University-brought to
you by one of the most trusted names
in the industry-your one-stop resource for the

training and information you need for profit-
ability, knowledge, and federal compliance.

In today’s marketplace and regulatory envi-
ronment, you need to focus on your most
important asset—your staff. Are they as pro-
ductive as they can be? Are they up-to-date on the latest legal
requirements? Make sure you're getting the most out of your
current employees before you hire more employees to match
the increasing traffic in your showroom.

If you do need more people—maybe you downsized in the past
couple of years—you'll want to look for different skills in your
new hires. Maybe, for example, you need employees who know
their way around the Internet, which has become the world’s
largest showroom, open and accessible around the clock.

NADA University—NADA U for short—has the same hours. The
umbrella for all educational and performance management
programs from the National Automobile Dealers Association

STRENGTH THROUGH

EXPERIENCE

OUR DEALERSHIP LAW TEAM

Paul B. Norman John B Starkweather

Michasl [ Lawlon

Over 100 years combined experience.

boardman _
& i k Madison, Wi
clarkip 608.257.9521
LAW FIRM boardmanclarg.com
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Report

VANCE

(NADA) and its American Truck Dealers (ATD) division, NADA
U begins with the two flagship programs that you know well—
NADA-ATD Academy and 20 Group—and introduces an all-
new, interactive, online component accessible to 111
multiple users 24/7 and delivered via a learning ¢

management system that enables training, testing, 4
and tracking to ensure accountability.

But let’s back up and show you the online “centers of excel-
lence,” Learning Hub and Resource Toolbox that allow you to
train smart. You don’t have to take your employees off the floor
and spend for travel to train them—just take a look at what
they can accomplish online!

You've been getting the Driven management guides for years.
Remember the bulging binders that someone had to update
each month or so? Or maybe the guides, lost in the flood of
mail that came to your dealership every day, never reached the
binder at all. Where are they, anyway? Now, you know where
they are: online, updated, and ready for you to read and use—
and to assign your staff to read as you deem.

You send him the assignment, including due dates, via
LightPad, NADA U’s internal email system, and then track his
progress via “Training Reports-User” or “Tattletale Report.” You
can find out exactly what he’s completed—or not completed—
because each Driven guide, and each online course, workshop,
webinar, etc., contains a testing component.

The learner can track his or her own progress with the “My
Report Card” function.

NADA U uses the latest adult learning strategies and techniques
to design courses with clear learning objectives, and testing that
assures objectives have been met.

NADA U’s Resource Toolbox online library contains member
benefits, and a great deal more.

And there’s more, for you and your top people. HR Essentials is
a three-in-one HR resource to help you develop customized job
descriptions, performance evaluations, and policy handbooks.

NADA U is continuously introducing new features and pro-
grams. Among the most talked-about additions is “Dealer Pain
Points,” which are video vignettes designed to help dealers
resolve specific business challenges and create new opportuni-
ties for success.

Posted on the website NADAuniversityblog.com, the videos
showcase brief scenarios reflecting real-life situations that can
affect performance and profitability in all areas of the dealer-
ship. They include tips and strategies from NADA U experts to
address the specific “Pain Point” and find a resolution for it,
and then direct the viewer to the wealth of NADA U resources
on the topic.

What makes NADA U unique is that it’s the single resource
in the industry today that combines proven dealer-operations
expertise covering all areas of the business with the conve-



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: Erick

My Rawhide Success

y name is Erick, I am 14 years old, and have been at Rawhide for one year. My favor-
ite hobbies are BMX bike riding, snowboarding, skateboarding, hunting, fishing and

being in the outdoors.
p, 4

After high school, I plan on becoming a ranger in the military and want to attend Nicolet Bible
College. After the military, I would like to become a D.N.R. warden so that I can work in nature.

I really enjoy math class at Starr Academy because Mr. Wilson makes it easy for me to
understand. I also appreciate the job trainers at the barn where I work. They always
help me to understand the different tasks on the job.

I would like to thank everyone that is involved with Rawhide. In some way you have all helped me. Rawhide has
helped me to make changes in my life that I need to be successful. Before Rawhide, my options were prison or
death!

When you’re at Rawhide you get to experience something called Winter Camp. This event is fun because we get
to snowshoe, ski, and play broomball. Along with winter sports, we have time to listen to speakers such as Pastor
Conrad. His testimony meant a lot to me and has caused the most change in my life.

My favorite things to do on ranch are to hang out with the staff. They make me happy and they’re always ready

to help me. The staff is what makes Rawhide what it is instead of just a name. ~Erick

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

nience of web access to provide real-world, up-to-date training
and education.

Even as NADAuniversity.com gives dealership professionals a
new, convenient online training and education tool, full of rich
and ever-increasing content, 20 Group meetings and Academy
classroom training and in-person seminars continue to be indis-
pensable cornerstones of NADA's training programs.

NADA and ATD members are already enrolled in NADA U
using their Member IDs. Sign in at NADAuniversity.com or
call 800.557.6232. Dealers can add and maintain their lists of
authorized employee users—ideally every employee of the deal-
ership—whose performance can be tracked and measured at all
times. Sign in and explore your university—it's easy to access,
simple to navigate, and packed with training to help you suc-
ceed. And remember, in Wisconsin there’s no better source for
state-specific education than WATDA.

The all-new 2012 NADA Dealership Workforce Study (DWS),
which launched March 21, can help you determine the right
compensation and benefits package for current and prospec-
tive employees, and it'll capture more data and trends than
ever before.

The DWS will capture, analyze, and tabulate data from calen-
dar year 2011, with a variety of reports to be issued in summer

2012. The DWS replaces the biennial NADA Compensation
Study with several significant differences:

e Annual rather than biennial study to capture localized details
and trends

e Enhanced data collection to include retention, tenure, turn-
over, and hours of operation in addition to compensation

e State-specific comparative data included

e Web-based portal for easy participation, with brief online
survey and query from DMS

e Report options to include individual and enhanced dealer
reports, ATAE state-wide reports, dealer group composite
report, 20 Group composite Report, and database subscrip-
tions—all in addition to an overview provided in a Driven
management guide.

Achieving the most complete results depends on gathering the
most data from the most people. We need to achieve the great-
est possible participation to attain the most complete and
accurate results. Dealer participation—only NADA and ATD
members may participate—occurs March 21 to May 2, 2012.
Just sign up, answer a short survey, and upload your payroll
data from your DMS. There is no cost to participate, your infor-
mation is completely secure, and the process is streamlined and
easy. Go to nadaworkforcestudy.com NOW to sign up for this
groundbreaking study.
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Legal Update

Read Those Contracts

Dealerships rely on business relation-
ships to successfully operate. In most
cases those relationships are defined in
contracts. Dealers enter into all kinds
of contracts from the very complex like
Sales and Service Agreements with man-
ufacturers to simple service agreements
with the nightly cleaning crew. It is vital
that you know what are in those con-
tracts because, inevitably, stuff happens.

Contracts in general consist of identify-
ing the parties, the services provided,
the consideration, duration, termination,
indemnification, jurisdiction, modifica-
tions and contacts. There can be many
other provisions depending on the com-
plexity of the relationship and this article
is not intended to be a treatise on con-
tract construction.

The purpose here is to make you aware
of a couple of provisions that are some-
times overlooked, but have very real
applications in your day to day business
relationships.

We have included some painful anec-
dotes regarding the importance and
application of certain provisions that you
should pay specific attention to, namely
termination, property rights and indem-
nification. (This article is not intended
to be legal advice, it is for informational
purposes and we have gone to great
pains NOT to mention any specific busi-
ness partners by name. WATDA recom-
mends that if you have questions regard-
ing your specific contractual obligations,
you should consult with an attorney.)

Termination Provisions

You're entering into a contract with a
trusted partner and what is one of the
first things you should review? What it
takes to get out of it! Regardless of the ser-
vice or relationship, there usually comes
a time when its time to move on. Before
entering into any agreement, check the
termination clause. Does it expire over
a specific time? Does it automatically
renew, and if so, for how long? Does it

BY CHRIS SNYDER

require you to give them notice of ter-
mination within a certain time frame
within the term of the contract? What
constitutes termination for cause?

One of the most important, expensive and
complex agreements that dealers enter
into are for their Dealership Management
System (DMS). Manufacturers require
dealers to have them and let’s face it,
with the complexities of day to day deal-
ership operations, inventory manage-
ment, interdepartmental coordination,
regulatory compliance and accounting,
a dealership’s DMS system is vital to its
success. Although there are a number
of DMS providers, dealers must utilize
a DMS system that is approved by the
manufacturer (which means that they
have obtained software licenses enabling
the DMS to communicate with the manu-
facturer’s system).

Before entering into any
agreement, check the
termination clause.

Until recently, there were two major DMS
providers in the market and although
their market presence is still very strong,
as of late, they appear to be losing mar-
ket share. A significant reason is due to
the required term of the contract. While
the newer players offer dealers a service
agreement on a month to month basis,
others lock dealers in for 5 years at a time
with little to no wiggle room to terminate
early regardless of circumstances. And
in most cases, every time they perform
an “upgrade” or replace equipment that
they require you to lease and use exclu-
sively with “their” software, the contract
is extended even further down the road.

Last year WATDA received a call from
two dealers regarding the same trans-
action. They were involved in a buy/
sell. Both dealers utilized the same DMS
provider. The buying dealer intended on
continuing the use of the same DMS pro-
vider in the seller’s store. However, before
the buy/sell could go through the DMS
provider insisted on the selling dealer

18 DEALER POINT | SPRING 2012 | www.watda.org

buying out the remaining two years of
their contract. Both dealers and WATDA
pleaded with the DMS to recognize the
fact that they were not losing any busi-
ness by simply allowing the buyer to
assume the existing selling dealer’s con-
tract (after all the buyer was an existing
customer of theirs and if you looked at
the DMS’s book of business, they were
maintaining the same number of roof-
tops). The DMS would not budge on their
position, they had a contract with the
seller and they were enforcing it to the
letter, thereby double dipping on the pay-
ment for services at the seller’s store.

This placed the buying dealer in a quan-
dary. He still had a few years left on his
contract with the DMS provider at his
existing store and he wanted to run the
same system at both of his dealership
locations in an effort to coordinate their
operations. He was not happy with the
way he was treated by the DMS during
the buy/sell and they were only offering
another 5 year contract for the store he
had just bought (meanwhile, they had
received 2 years of payment for services
not provided). The buying dealer ended
up, putting a different DMS in the store
he purchased that provided him with a
month to month contract and meanwhile
he rode out the remaining years at his
other store, eventually getting out from
underneath the heavy handed DMS.

The point to remember here is, whatever
service you are contracting for, chances
are there are competing vendors. You
are the buyer. You are the wanted com-
modity. Use the negotiating leverage that
you have (prior to signing any agree-
ment) and make sure that you have an
escape clause that is fair and acceptable
to you. Just because they hand you a 15
page, single spaced, 7 point font, boiler-
plate document doesn’t mean they can’t
modify it. When another company offer-
ing the same service has a more flexible
termination provision, use it to leverage
those terms with the provider you choose
to go with. If they are unwilling to work
with you when they are trying to get your



business, how easy do you think they will
be to work with once they have you con-
tractually bound?

Intellectual Property Rights

Information is king and increasingly
there is a push for companies to get their
hands on consumer’s information (finan-
cial, buying habits, etc.). More and more
we are seeing companies attempting to
gain unfettered access to dealer's DMS
systems so they can extract the customer
information to use for various purposes,
including but not limited to, marketing.

Who owns the

information contained
on your DMS?
...YOUR CUSTOMER

The ultimate question is who owns the
information contained on your DMS?
And the answer is, YOUR CUSTOMER.
It is their non-public information. The
dealer is entrusted by the customer to
secure and utilize that information for
very specific purposes, and yes some of
those purposes are carried out by the
manufacturers and vendors.

The federal government has put in place
regulations (Gramm-Leach-Bliley, FACT
Act, Fair Credit Reporting Act, Spam
(email) Act, Fax Act and No-Call list, to
name a few) to help protect individuals’
right to privacy and personal informa-
tion security.

Manufacturers and vendors who pro-
vide necessary services to you and your
customers require daily access to the
dealership data base (which for the sim-
plicity of this article will be referred to
as the DMS). However, in reading the
dealer agreements of some of these enti-
ties, it is apparent that they intend to do
things with the extracted information
that probably exceeds the parameters of
the exemption that allows you to share
that information with them.

WATDA recently reviewed a manufac-
turer’'s proposed “Dealer Data Access
Agreement”, wherein the manufacturer
intends to hire a third-party to access the
dealers DMS to extract and store dealer
data (including all customer financial
data). The manufacturer also states that
they may need to update the dealer’s

customer data from time to time and
will also need to share the extracted
data with their partners and vendors.
They do indemnify the dealer, but only
if they deviate from what they say they
are doing with the information in the
Agreement, but not if what they are
doing with the data violates any repre-
sentation the dealer made to the custom-
er (such as those contained in an Initial
Privacy Notice).

We have also reviewed vendor agree-
ments where the lines of information
ownership are skewed, simply because
the dealer is utilizing a vendor’s software
or service. Clauses such as:

You (dealer) grant vendor a worldwide,
perpetual, nonexclusive, sublicensable,
royalty-free license to use, reproduce,
distribute, transmit, disclose, display,
modify and create derivative works of
any content, data, information or other
materials you submit and or receive
through the vendor’s software.

So by signing this agreement you are
giving them your permission to take any
and all information from your DMS and
allowing them perpetual (forever), non-
exclusive (not just them), sublicensable
(something that they can sell to another
party), royalty-free ( they don’t have to
pay for it), access to use, share and sell.

Companies seeking access to your DMS
system are playing on the edge of the
law, justifying their access behind grey
exemptions. The information that (the
dealer) gathers in conjunction with a
transaction, that your customer has
entrusted you with, that you provided
them an Initial Privacy Notice informing
them that you are not selling or sharing
that information with anyone other than
entities essential to carry out legal obliga-
tions or services that they have bargained
for, belongs to your customer. Dealer’s
DMS systems not only hold vehicle infor-
mation, but also customer income, credit
rating, employment history and all of
the personally identifying numbers that
allow nefarious actors to probe, manipu-
late, solicit and even harm individuals.
DMS agreements like the one above
represent a slippery slope to having your
customer’s information used in a way the
does not coincide with the representation
that most dealers make when present-

ing the customer with an Initial Privacy
Notice.

Dealers need to realize that they are stew-
ards of the integrity of their customers’
information. Manufacturers and vendors
value it greatly, dealers have a lot of it
and, ironically they pay vendors to take
it and use it. It's like having a diamond
deposit in your backyard and paying
excavators to come and take it. These
agreements are often long and complex,
but you need to know exactly what they
are after and what kind of protections
and indemnifications they are providing
you.

Indemnification

In a black and white world indemnifi-
cation provisions would be short and
simple. If we suffer a monetary loss due
to your product or service not functioning
as represented, you have to compensate
us. If you suffer a monetary loss due to
us using your product/service improp-
erly, we compensate you. But the world
hasn’t been black and white since the
1950’s (and if you've ever seen the movie
“Pleasantville” you know that we are
all better when we live in a world that
is chromatic color). And lawyers tend
to exist and flourish somewhere in the
shadows of grey.

Indemnification clauses...
become very important
when stuff is flying from
hitting the fan.

Although indemnification clauses tend to
be buried in the back of most contracts,
where all of the standard general provi-
sions of a contract reside, they become
very important when stuff is flying from
hitting the fan. Case in point:

WATDA received a call from a dealer
who was having a problem getting a
recent buyer to provide them with the
title to the vehicle they had traded in. The
buyer was an elderly woman. Apparently
her son was not impressed with her pur-
chase and he contacted the dealership
and insisted that they unwind the trans-
action because his mother was too old to
be making those types of decisions on her
own. The dealer was unable to unwind

continued next page...
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...continued from page 19

the transaction because they had already
sold the woman'’s trade. Apparently, they
had taken it in on trade, put it on
the hoist, safetied it, replaced the brake
shoes, buffed it out, threw a Buyer’s Guide
on it and sold it later the same day. The
gentleman representing his mother was
refusing to provide the dealership with
the title for the trade-in and with the
vehicle already down the road they had a
real issue on their hands. (Note: a signed
promise to bring in the title to a trade-in
is not a pass to sell the vehicle - techni-
cally when the customer signs a purchase
contract, they are agreeing to provide
you with any and all documentation
required to complete the transaction, so
a separate signed promise is merely belt
and suspenders.)

So, the trade-in is down the road, the
previous owner is refusing to provide the
title so that proper titling of the transac-
tion can be completed and the DMV field
investigator is at the door responding to
junior’s complaint that his mother has
been taken advantage of. The answer to
the first question, can mother buy the
car? Yes, in order for the son to “legally”
put the kibosh on the deal, he needs to
have a power of attorney and a court
order stating that mother is incapable
of making her own financial decisions,
short of that, older people can buy any
kind of vehicle they want.

In filing his complaint (on his mother’s
behalf) with the State, Junior alleges that
the income information on the credit
application was enhanced and the inves-
tigator is also questioning why the price
on the Buyer’s Guide had been whited
out and increased. Both allegations are
defensible, but that’s not the purpose of
this example. (Sometimes taking dealer
calls is truly living the dream.)

The real problem here is that they sold
the trade without a title. When asked
how this thing got so screwed up and
why they sold the trade-in without a title
the dealership revealed that it was a very
busy day and they had utilized an out-
side sales force in conjunction with a sale
promotion. (Sales Gypsies... sometimes...
never mind, different topic).

With the dealer looking at numerous
mounting issues and the apparent root of

the problems being the tactics and repre-
sentations made by the sales promotion
team, the dealer was asked to get their
Agreement with the promotional group.
They were asked to find the indemnifica-
tion clause. Good news if you are a sales
promotion company and bad news if you
are the dealer paying for their services.
In essence the provision stated that the
dealer would indemnify and hold harm-
less the promotional group for anything
that they did in conjunction with carry-
ing out the event. Meanwhile, there was
nothing in the contract indemnifying the
dealer, if what the promotional group did
ran afoul with the law.

We don’t want to pick on one industry,
but a word of caution, over the years we
have seen many dealers run into custom-
er issues in conjunction with these types
of events. Therefore it is vital, for your
own protection, to read the whole agree-
ment carefully before signing and make
sure that the indemnification protections
go both ways. Contracts define your
agreement with another party, what you
are going to do, what they are going to
do, who's getting paid, how much, when,
how long you plan to operate under the
agreement and who's responsible to pay
for mistakes, noncompliant, illegal or
substandard service resulting in third
parties taking action against you.

Typically, as long as the service is func-
tioning and the money is coming in
there are no problems. But as a once wise
Automobile Association attorney (Otto
Helperman) always said: “It's never a
problem, till it’s a problem.” That’s when
you need to know what is in your con-
tracts. Read them!

FTC Weighs in on Dealer
Advertising Practices

The Federal Trade commission (FTC)
has taken enforcement action against
four dealerships located in four
different states for deceptive advertising
practices. The deceptive practice utilized
by each of the dealerships was the state-
ment, “We'll pay off your trade no matter
what you owe.”

The FTC reasoned that the statement
deceives consumers into thinking they
would no longer be responsible for
paying off the loan balance on their
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trade-in, even if the trade-in allowance
isn't as much as the lien balance. The
FTC believes that rolling the negative
equity into the new loan is misleading
because the statement (in the ad) implies
that the dealership is paying off the
lien when in fact it’s the consumer who
is still responsible to pay the difference
between the trade-in value and the lien
balance. To read the FIC's press release
go to: http://ftc.gov/opa/2012/03/auto-
loans.shtm

In 2010 NADA successfully lobbied
Congress on the Dodd-Frank Bill to keep
dealers out of the regulatory jurisdiction
of the newly formed Consumer Financial
Protection Bureau (CFPB). Those efforts
were strongly contested by White House,
military and consumer groups, who
sought to further regulate the dealership/
consumer relationship. Many allegations
were made and denied in the course of
the lobbying battle. In the end the deal-
ers were able to convince Congress that
the issues the new bureau was estab-
lished to address were already regulated
by other agencies.

In 2011, as the dust was settling from the
lobbying battle and the CFPB was being
formalized (hiring personnel, establish-
ing their mission, rule making, etc.), the
FTC conducted a series of Roundtable
discussions around the country to better
understand dealer/consumer experiences
regarding consumer protection issues in
motor vehicle sales, financing and leas-
ing issues. To their credit, they invited an
eclectic cross-section of participants with
the intent to evaluate factual occurrences
and not simply alleged or perceived prob-
lems. The misrepresentation alleged in
these advertising violation actions was
one of the topics that were raised at the
Roundtable discussions.

The dealers subject to the FTC complaint
have agreed to settlement orders that
require them to stop advertising that
they will pay off a consumer’s trade-in no
matter how much is owed. Any similar
violations by any of the dealers herein
could result in a civil penalty to the
agency of up to $16,000 per violation. In
light of these developments, WATDA rec-
ommends that dealers refrain from using
such phrases in their advertisements. @



BMO Harris Bank and the M&I Foundation
Renew Support of WATDA's Foundation

Mark Furlong, President and CEO, and Mark Tousignant, Senior Vice President, of BMO Harris Bank, recently announced a
grant to the Foundation of the Wisconsin Automobile & Truck Dealers.

In addition, the M&I Foundation renewed its support of WATDA. This latest renewal marks nearly a decade of support to the tech-

nical education program initiatives of WATDA. The technical education programs include the technician scholarship, Automotive
Youth Educational Systems and Team Wisconsin Teachers Institutes. Collectively, these programs reach more than 50% of every-
one studying transportation technology throughout each year in Wisconsin.

“The M&I Foundation has been a Business Partner with the Foundation for nearly a decade. Their outstanding financial support
has allowed us to assist thousands of talented people all across Wisconsin,” said Gary Beier, Foundation Development Director.
“We are also very pleased that BMO Harris Bank has joined with the M&I Foundation to support WATDA.”

Mark Tousignant stated, “BMO Harris Bank is pleased to support the work of the Foundation of WATDA. The Foundation has
consistently accomplished what it has promised over the years and it is important that we are investing in programs that make
a difference.”

Mark Tousignant also serves on the board of the Foundation. @

Thank You

want to express my gratitude toward your generous donation to my future education and the opportunity to fulfill my
lifelong dream of becoming an A.S.E. certified automotive technician.

I am 24 years old and attend Northcentral Technical College as a fourth semester student in the Automotive Technician
Program. I work at Bob’s West 64 in Merrill. I have been a technician for about 3 years and I still love what I do every
day. Times are most certainly tough from anyone who wants to
get an education to pursue their dreams in doing what they love.
My passion has always been working on cars, trucks and anything
I can put my hands on to keep my mind busy for a while. I don’t
just work on vehicles as a profession, it has always been a hobby.

My short term goals consist of acquiring my associates degree in
automotive technology and learning as much as I can about the
advancement of the automotive “world” that sets the modern day
technician so far away from what a mechanic used to be.

When I graduate from this program, I would like to start looking
for the opportunity to open a performance only automotive shop
in the Wausau area. My true passion is in aftermarket perfor-
mance.

With the much appreciated scholarship from the Foundation I will
have the opportunity to pay off school loans earlier and start working towards my dream!

Know that you most certainly made a difference in my life and that I'm truly grateful. Thank you once again for your
donation to my education and dreams.

Sincerely,

Trey Edward Eli Houghtaling
Automotive Technology Student
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Florida Dealer Event 2012

t was a night to remember when
Idealers, spouses, staff and friends

gathered on March 8 at Pelican Bay,
Florida. Guests were treated to a concise
overview of the recent developments at
the Foundation of WATDA. Presentations
from Ken Vance, WATDA CEO Bill Sepic,
Foundation Chair Mike Schlossmann
and Development Director Gary Beier
provided guests with the 30,000 foot view
of what has been taking place since the
beginning of the year, as well as whatis in
store for the coming months. Chairman
Schlossmann’s moving address about the
value of our collective educational efforts
and their positive effects on young aspir-
ing technicians was outstanding.

Another highlight of this year’s event
was the visit by William P. Underriner,
2012 Chair of the National Auto Dealers
Association. He and his wife Mary flew
all the way from Switzerland to join
our event. Chairman Underriner, along

with President Sepic, Mark Tousignant of
BMO Harris Bank and ADAMM President
Jim Tolkan gave Friday morning break-
fast meeting attendees a wide-ranging
report including the activities of the
associations, the state of banking in
Wisconsin and the state of our industry
on the national level.

The 2012 Dealer Event was a great
opportunity to catch up with friends and
the latest trends driving our industry.
Special thanks to our sponsors for this
year’s program:

Major sponsor:
Snap-on Corporation

Event Hosts:
Bert and Ken Vance

Friday Meeting Sponsor:
Lee Markquart
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Milwaukee’s Pulaski
AYES Program Gets a Visit

BY GARY BEIER

Automotive Youth Educational System program as

Steven Kreiser, Executive Assistant to the Secretary of the
Wisconsin Department of Transportation paid a personal visit.
He was joined by Lauren Baker, Career and Technical Education
Coordinator of Milwaukee Public Schools, Dr. Darrell Williams,
Pulaski Principal, Antonio Rodriguez, Career and Technical
Education Specialist, Brian Davis, Service Director — Andrew
Chevrolet, Kevin Schenk, Pulaski Automotive Department
Director, Mark Prather, Automotive Instructor and Gary Beier,
Foundation Development Director.

Friday, March 16 was a very special day for the Pulaski

The objective of the visit was a tour and progress report on the
automotive lab renovations underway to accommodate the
new alternative fuels training programs at Pulaski High. The
school was the recipient of a Robert Morgan Grant from the
U.S. Department of Transportation to support new curriculum
and training equipment for the alternatives program. This
program will focus on hybrid and electric vehicles through
classroom activities designed to increase student awareness and
knowledge of the new technologies. The Foundation of WATDA

has been actively involved with this initiative as well as NATEF
certification renewal for Pulaski for the better part of the past
two years. Pulaski was one of the first ten AYES high schools in
the nation.

Guests were treated to visits with program students who shared
their experiences in the AYES program and how it has helped
some of them start a solid career path in our industry. One of
the day’s highlights was a report that noted the advanced skills
of students in the AYES program. Their overall attendance rates
are higher than the broad student population at Pulaski. Their
reading and math proficiencies have increased better than
10% over the past year and almost 13% of the transportation
students at the school scored better in math than their non-pro-
gram peers. When asked about this during the visits, students
responded overwhelming that their transportation program
studies gave more credibility to the math and reading concepts
and that they understood more with the ability to apply these
academics in the hands-on environment of the AYES lab. @

he” o
FOU N DA-I“GNN Spring 2012 Donors

OF THE WISCONSIN AUTOMOBILE & TRUCK DEALERS ASSOCIATION

Automobile Dealers Association
of Mega Milwaukee

Andrew Toyota
Bergstrom Chevrolet Cadillac, Inc.

Bergstrom Chev Cadillac Buick
GMC Truck, Inc. ~

Conant Automotive
Peter Dorsch C
Tim Dugan
Mark Fillback
Jacob Frey Family
Gateway Technical College
Wayne Gross
Gregory Hobbs Family
Holz Family

Honda Motorwerks
Claremont S. Jackman Foundation
Kolosso Family
Krajnik Chevrolet
Thomas Langer, Jr.
Luther Automotive Group
Madison College
Lee Markquart Family
Marshall & Ilsley Foundation
Matthews Tire & Automotive

Milwaukee Area Workforce
Funding Alliance

Saul Rosen
EJ Salentine Family

John & Paul Schlagenhauf
Brad Schlossmann Family
Mike Schlossmann Family
Schrage Brothers Family
Dave & Kathy Selland
Max Stephenson
Ron Symdon
Toycen Family
Uptown Chrysler

Wisconsin Auto Collision
Technicians Association, Ltd.

Wisconsin Dept. of Public Instruction
Patrick Witt
William Wuesthoff Family
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A Wisconsin Automobile & Truck

EMPLOYEE BENEFITS ‘\ Dealers Association
WATDA Insurance Agen iy An Endorsed Service
.,I( ! WATDA Insurance & Er;r#ioyae enefits -w
) DNSURANCE AGENCY Lssuag 251-55 www.walda.org
- a full-service employee benefits source, WATDA Insurance cy is fully equi

and ready to shop the market on your behalf -- for Health, Dental, Life, Group Disability,
Vision and more. Let us do the work and find the answer for your employee benefits.

- WATDA Cafeteria Plan
- ! ! Emgm Benefits
¥ ;I' 36-2465 ex. 204 www.watda.org
@ 'ATDA Cafeteria Plan allows you and your emglﬂyeﬂs to receive substantial tax
adva es with regard to health insurance contributions, medical expenses NOT

covered by insurance and dependent day care expenses.

=m American Fidelity American Fidelity
ﬂl_-ﬁssura‘lnﬂ Company Long Term Disabliity Coverage
A wecmlber oof slve Aamrican Fulkdiy Gremge .‘Am 236-2465 ex. 204 www.afadvantage.com
erican Fidelity Insurance Company, an A+ company, specializes in short and long
term disability coverage for auto and truck dealers’ employees.

Sentry Insurance
SENTR\{ Propaerty, Casualty, Life & Retirement
IMSURAMCE B800) 624-8369 ex. T272 www.sentry.com
. ntry Insurance is one of the largest and st est mutual insurance companies in
America. With assets of $10 billion and a policyholder surplus of more than $3 billion,
Sentry provides automobile and truck dealers with property, casualty, workers compen-
sations, life and retirement products. For more information, call Randy Dombrowski.

VEHICLE REPORTS

:“—I?l;av hicle Report:
REG-TRAK (5775 3552525 “wenssegrak.com

BTT

Elag-‘l"rak provides monthly reports of new vehicles in the areas you designate.
Reg-Trak also provides used car reports quarterly that provide the years and
types of used vehicles registered by dealers.

AFTER-MARKET SALES

- ECP, Inc.
Rust-Paint-Fabric Protection
££l-l~-_~, Eﬂﬂm 323-3521 ex. 4243 www.ecpinc.net

CP Auto Armor gmviu‘as rust, paint and fabric protection for your customers backed
by insurance. ECP has been endorsed by WATDA for almost 30 years.

Protective #. Fiotoctive
- - F&I Products
Do she it thig i st b s &BIHH 323-5771 www.protective.com
financially sound group of companies offering all F&| products and services including
Vehicle Service Contracts, Credit, Life and Disability insurance, GAP coverage and

more. Protective offers unique products for your customers along with excellent training
for your employees.

- . T00 Credit

\-Q' joocre d it Credit Reporting and Compliance
;IIHII B04-4T706 ex. 89 www.700credit.com

00 Credit provides dealers with the fastest most reliable credit reporting and OFAC

compliance system in the marketplace. Besides providing credit reports in literally
seconds and at a lower cost than their competitors, the 700 Credit system allows
seamless integration with your DMS, F&I and CRM systems. Mo long-term contracts to
sign — dealers pay only for what they use. The 700 Credit ram keeps all of the
necessary records, so you don't have to. Another big benefit to WATDA members is the
automatic administration of adverse action procedures.

KPA
e Environmental, Health, Safety and Human Resource Consultants

&BH‘] 356-1735 www.kpaonline.com

The Matisers Compliaace Expest PA's Environmental, Health and Safety (EHS) services help auto dealers to manage

Salury & Emdpnssputel 4 MR risk and reduce worker's comp lhruuzh regular facility inspections, employee training
and safety committee meetings. KPA's EHS rrugram covars OSHA, EPA and DOT
requirements. MyKPAOnline provides an online compliance tracking and measurement
tool including direct access to training, certification and relevant legislation.

Human Resources
H - (818) 6T9-40086
Hotlink-HR' }icgink HR™ is the total HR Management solution designed for the auto retail
industry. Ewverything you need to save time, resources and money contained in
a single HR Management system to ensure your business is in compliance with
state and federal regulations.
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Wisconsin mltumul.]ilt: & Truck
DEALER OPERATIONS q\ Dealers Association
WATDA Bonds i An Endorsed Service
-

Q Bonds for Dealers

e 608) 251-5577 www.watda.org

@ business necessity, these bonds are available to dealers renewing licenses or applying for
new licenses through the DMV. Finanical qualification is required.

)

Convergent Solutions

mmw Business Telephone Systems
920-T49-3880 www.convergent-solutions.net

|"[= Convergent Solutions provides business telephone systems, unified communications, voice
and data cabling, among many other services. They offer statewide sales and service.
Convergent Solutions will provide a no-cost telecommunications analysis for your business.

CVR
—h— L Online Vehicle Rag!strﬂl'.n‘un
e W 847) 420-9341 unm
mputerized ‘u‘ehlnle Ragls ECVR} allows you to title and register vehicles with an
online system that cnmmunlnatas directly with the DMV, CVR has more experience than any

other provider in the electronic registration market.

- Office Depot
Office pEPOT Ofiice Supplies and Furniture
Bl.'lﬂ-] IB'I 3-4624 ex. 4330 www.officedepot.com
pot is the preferred provider of all office supplies and furniture for members of
gﬁﬂTDn and ADAMM. They offer a full range of products at competitive prices with next-day
elivery.

TSYS Merchant Solutions
Credit'iDebit Card Processing
*Sﬂﬂ] 228-2443 ex. 6409 www.isysmerchantsolutions.com

¥'S Merchant Solutions, a leading provider of electronic payment solutions for Visa, Master-
Card, Discover and American Express Cards, in addition to pin debit, electronic check services
and prepaid solutions. Providing WATDA members premium services, at a compelitive rate.

WATDA’s T-REG
Electronic Title & Registration Service
E)onﬂ 251-5577 www.watda.o o

't want to do it yourself? WATDA'S title processing service is available to a 1"zru’lu:lEtalvewshu::n
Customers receive their plates and certificates of registration by first class mail in a few days
of delivery. With T-REG, you are in full compliance with DMV's electronic processing require-
ments and you never have to touch a computer.

BUYING COOPERATIVE

’WS‘{}WF WISCO Co-Op Association
Buying Cooperative
Bl.'lll} 274-2319  www.wisco.com
dealar-nrwnad cooperative plan that enables dealers to purchase parts and other

equipment at reduced prices and receive annual rebate checks.

SELLING

6I0°DPIOM MMM 1D gaM 3] UO SN JISTA "/ /SS-1SZ-809 [[DD ‘SIDIAIBS S,¥ALYM YIm d[ay 104 "a[qissod sadiAIss Jo abubl

9PIM S,UONIDIDOSSY Y] abul d[3 SJUSUISSIOPUS 3} WIOIJ SIATSISI UOTIDIDOSSY 3] $33] 3y {[[@M SO UONDID0SSY IN0A 10J Inq ‘dIysis[pap InoA 10] poob ATUo 10U ST SIDTAISS
pasiopug s,uonvpossy a3y} Huntoddng ‘SI9WIOISND 112U} PUD SISQUISW IS[DIP O} SIJIU(Q 1S3q PUD 3DTAISS 919[dW0d 1SOW 3} BULIBJJO 9SOY) SID JUSUWISSIOPUS I0J USSOYD

WATDA Vehicle Details
Wi Buyer's Guides, Data Labels, Web Uploads, On-Line Inventory, Video
Eﬂﬂﬂ] 236-T672 www.watdasi.com

Instant. In-House. Print professional-locking DMV-compliant Wisconsin Buyer's
Guidas. The rich-data VIN decoder gives you detailed data that sells -- on the car or on the
web. One-Button Upload sends data and unlimited pholos to the web! Four economical
packages to choose from. Forms included. Mo monthly fee. No annual fee. Pay only for
what you need, when you need it. Call for a free, no-obligation demo! Video now available!

WATDASI Forms
All Critical Forms
800) 236-T672 www.watdasi.com
ATDAS| provides you with top quality Wisconsin specific forms that are legally correct and
compelitively priced. WATDASI will also design business forms to your specifications for all
dealership service, parts and office needs.

WATDASI Promotional Materials
Ad Specialties & Wearables

800) 236-7672 www.watdasi.com

ATDASI has greatly expanded products and services in the area of promotional items.

Check with WATDASI first for all of your promotional needs. From ad latastu?_lppu lighters,
WATDA can provide anything you need ... in-dealership promotional products, pens, trunk
decals, license plate frames, key chains, msm:ar thank you gifts, first aid Itrts, and more! You
name it, WATDA Services can get it for you!
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Tribute

We pay tribute to WATDA Past Chairman Jim Martin in this issue of Dealer Point. He had a major impact on your association,
and generously gave of his time for our industry. We extend our deepest sympathy to his family.

ames E. Martin, 83, passed away
March 30, 2012, at Sunny Ridge
Health and Rehabilitation Center.

Jim was born in Sheboygan, WI to
Edward and Flora (Sievers) Martin
and was a graduate of Sheboygan
North High School, where he excelled
in football and basketball. Jim fur-
thered his education by attending the
General Motors Institute. After college
he played Redwing semi-pro football,
until he was drafted by the U.S. Army, where he was stationed
in Germany while serving during the Korean War.

In 1949, Jim became a Pontiac dealer and took over his father’s
dealership, Martin Pontiac. He was united in marriage to Nyla
Siemers in 1954 and together they had five children. They
enjoyed traveling to automotive conventions along with family
time at their cottage on Crystal Lake. Jim enjoyed the time in
his woods at Crystal Lake, logging and working on old tractors
and equipment.

Jim became a member of the Board of Directors for the
Wisconsin Auto & Truck Dealers Association in 1953, serv-
ing through 1975. He later became an officer and served as
Chairman of the Board in 1980. Jim also served as a trustee on
the Board of Directors for the Wisconsin Auto & Truck Dealers
Insurance Trust from 1990 through 1998. One of his big-
gest achievements was being named Wisconsin Dealer of the
Year and the TIME Magazine Dealer of the Year candidate for
Wisconsin in 1985.

Jim enjoyed spending time at the Sheboygan Yacht Club where
he had been a member since 1950. He gave many hours to
various committees including the Crystal Lake Advancement
Association; Sheboygan County Safety Commission and the
Chamber of Commerce-Transportation.

In 1994, he retired after 44 years as a Pontiac Dealer and sold
the dealership to his sons Terry and Jamie.

Jim enjoyed duck hunting with family and friends, and his dog
Bud. Spending time at his deer shack in northern Wisconsin

Index to Advertisers

was a very important part of his life. Many stories were shared
over Thanksgiving dinner.

Jim has been a long-time member of First United Lutheran
Church and was their oldest member at the time of his passing.

Survivors include his five children; Terry (Susan) Martin,
Sheboygan; Laurel (Scott) Webb, Zionsville, IL; Holly (Chuck)
Miesfeld, Plymouth; Shelly (Steve) Lawrence, Sheboygan; and
Jamie (Lori) Martin, Sheboygan; nephews Jim and ].R. Smith,
fort Meyers, FL; seven grandchildren Ryan, Kyle and Chad
Lawrence; Abbey, Hannah and Lucas Martin; and Justin Arens.
Also surviving are his sister Charmeine Smith, Tresure Island,
FL; and his good friend Phyllis Friedrichs.

He was preceded in death by his parents and wife Nyla.

Funeral services were held at 1 p.m. on Wednesday, April 4,
2012 at First United Lutheran Church, 2401 Kohler Memorial
Drive in Sheboygan. The Reverend Todd Smith officiated.
Visitation was held from 11 a.m. until the time of service.
Burial followed with military honors at the Garden of Peace
Mausoleum.

Memorials were requested by the family for Children’s Hospital
of Wisconsin.

WATDA President Emeritus Gary Williams added the following
remarks in tribute to Jim:

Jim may have been the youngest person to have been appoint-
ed a dealer, or at least for a GM dealer. Upon his father’s death
Jim was granted the designation of dealer operator we believe
at age 21.

Jim enjoyed chairing the WATDA membership committee. If
he learned that a dealer was reluctant to pay the dues, Jim was
on it. He was a believer, and he expected every dealer to be a
believer.

As is true with all dealers who take a leadership role and rise to
the level of board chairman, Jim made new friends with deal-
ers throughout the state. People liked Jim. And they respected
him for impeccable integrity in both his personal life and in his
business life. @
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DEALERSHIP DESIGN AND
CONSTRUCTION SPECIALISTS

Since 1937

Since 1969, Sullivan designBUILD has specialized in
planning, design, and general contracting for new and

remodeled automotive dealerships. ’“ I I Ivn n

Give us a call. We want to meet you, talk about your [‘ » G 1 L 1N B U I L D
ideas and show you how we're the best cheice to help
you reach your goals, big or small.




AEALERPOINT e

PAID
" WATDA .
— P.O. Box 5435 Permit No. 1
i Madison, WI 53705-0345 Madison, WI

NEXT ISSUE

Dealer Point
Virtual Auto S

‘ From Around the State

% Center Stage: Awards, Hon
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Making your dealership

stronger and more efficient

At Schenck, we go beyond accounting and tax services 1o provide
proactive solutions that help you build a more profitable dealership.
We help our cllents with: Recelve consulting and tax advice with

* Benchmarking against industry standards Schenck’s Dealer Insights newsletter,
* Operations management Visit www.schencksc.com/subscribe to

+ Inventory management and control slgn up for this blannual publication.

» Sales and use tax compliance reviews and reverse audits

Talk to people who know dealershlps

To learn more about our full line of solutions and how we can help,
visit us online or contact Jason or Bill at 800-676-0829,
CPAs AND 50 MUCH MORE.
WATDR, MENSER
] l schencksc.com
Jason Kiahnau, CPA Bill Meulbroak, CPA Appleton « Fond du Lac » Green Bay = Manitowoe
Manager Shareholder Milwauhes » Dahhosh » Sheboypan + Stevens Point = Wausau
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