BY LYNN ENTINE

What do you do when your wish
comes true?

Ask Andy Lamb, dealer principal of
Anderson Ford in Baldwin, Wis. Two
years ago he achieved a dream that
began on a school field trip to the state
Capitol. Lamb was elected to the State
Assembly from the 29th District in
western Wisconsin.

“It’s something I've wanted to do
since I was a little kid,” says Lamb.
“And giving back to the community,
the state, and my family was something
I also wanted to do. Life’s awful short,
so I decided to run.”

At the time, spring of 2004, Lamb
was 30 years old, working as a general
sales manager for a Ford dealership in
Menomonie. He ran for office because
of concerns about Wisconsin’s rising
property taxes and the need for good
jobs.

Campaigning wasn’t easy. “The first
parade I was in, I wanted to crawl
under my vehicle and die,” he says.
“You’re putting your past and future
out there for people to view and
judge.”

Winning, though, was a high.

“I remember the joy and happiness I
felt the night we won the election,
defeating an eight-year incumbent, and
how happy everybody was the day I
was inaugurated,” he says. “I saw a tear
in my Mom’s eye, and this is a lady
who never cries.”

As is often the case, living the dream
was full of unexpected opportunities

Representative Andy Lamb at a press conference in the State Assembly Parlor.

and experiences. “It took a good
amount of getting used to,” he says.
“Your head spins for the first couple of
weeks.”

With the Legislature in session, he
met many memorable people including
WATDA staff, and colleagues on both
sides of the political aisle. “Mary Ann
[Gerrard] and Gary [Williams]| are
energetic knowledgeable people. It was
a real pleasure to get to know them and
says Lamb.

The feeling was mutual. “He was just
delightful to work with,” says Gerrard,
WATDA legal counsel and lobbyist. “It
was a great asset having someone there
who understands the dealer business.
Plus, he’s a really nice guy.”

Lamb also admires Speaker Jon Gard
(R. Peshtigo) for his talent as a leader
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and passion for his legislative work,
along with Majority Leader Mike :
Heubsch (R. West Salem) and Rep. Jeff :
Fitzgerald (R. Horicon). “Both are great
leaders and true friends of the auto .
he says.

Having been there, Lamb wishes
people would have more respect for
those who hold office, and would :
appreciate the hard work and personal :
sacrifice involved. :

dealers,”

6 | Thirty years at
¢ Jenkins Volvo

“I can tell you that 99 people serve
in the Assembly and for the most part :
they are doing this job for the right rea- :
sons. These are 99 talented people
who, at the end of the day, are working :
for $40,000-some a year,” he says. :
“They work nights and weekends, and :
there’s little control over your time and :
your schedule. You’re doing a balanc-
ing act not only for state but for your
family. It’s a difficult and challenging
job at times.”

:8 1A world of opportunity for
women in automotive

MAKING A DIFFERENCE technology

Once in Madison, Lamb found ways :
to make an impact. There were oppor- :
tunities to advocate and educate for car :
dealers and, unexpectedly, a chance to
help young children. He authored the :
“Steven Hubbard” bill on placement
and custody of young children (AB :
522). Now a law, the bill broadened the :
court’s duty to investigate not just the :
parent, but also stepparents and others
regularly in the home, for criminal

records, abuse and neglect. “Having a ¢
young child myself, that was something :
I was passionate about,” Lamb says. :

Helping other legislators understand

November 6-7, 2006
Osthoff Resort, Elkhart Resort

he did for dealers in the state. “We
can’t all be experts on any one issue,”
he says. “Ninety percent of what I did
was educating other legislators on

CONTINUED ON PAGE 6

the car business was a big part of what
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FROM AROUND THE STATE | Changes

Smart Motors, Madison, has sold its
Volvo franchise to Fields Auto Group.
The Volvo franchise will be operated
out of Fields’ Madison location.

O’Hearn Auto Co., Melrose, was
purchased in August by Jeff and
Cindy Waughtal and renamed
Waughtal Motor Sales.

Boyland Honda has opened a new
store, Boyland Acura, in Grand Chute.

Greg Kunes of Kunes Country
Ford and Kunes Country Chevrolet
stores in Delavan purchased the Nick
Petros Ford dealership in Lake
Geneva.

Hader of Grafton is Teacher of the Year

The Wisconsin Department of Public
Instruction has named Carl Hader of
Grafton High School one of four
Teachers of the Year.

Hader teaches technology and engi-
neering courses, in addition to being an
Automotive Youth Educational Systems
(AYES) instructor. He also serves as a
consultant in high school automotive
technology curriculum for The
Foundation of WATDA’s Summer
Institute for teachers of automotive tech-
nology.

“These Teachers of the Year exemplify
the many fine educators who work with
our students every school day,” said
Elizabeth Burmaster. “They make it
their educational mission to give their
best, to help our children learn by
doing, and to inspire the reluctant learn-
er through creative teaching, innovative
strategies, and student mentoring.”

A panel of educators, parents, and
community leaders selected the four
from a pool of 86 Kohl Teacher Fellows.

Teachers of the Year are chosen for
their ability to inspire students’ love of
learning, instructional innovation and
leadership, and commitment to commu-
nity involvement.

Later this month, the same committee
will choose one Teacher of the Year to
represent Wisconsin in the National
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Teacher of the
Year program.

Carl Hader has
been teaching for
27 years. He
earned his bache-
lor of science in
industrial educa-
tion from the
UW-Stout and a
master’s degree in interdisciplinary stud-
ies in curriculum and instruction from
National Louis University’s Milwaukee
campus.

FVTC unveils program to train automotive
customer service professionals

Fox Valley Technical College (FVTC)
is offering a new Automotive Service
Management certificate program. This
will be a one-year course of study
designed to prepare individuals for the
opportunities available as service man-
agers, service consultants and customer
relations specialists in automotive repair
facilities.

“We are proud and very excited to
have Rollin Drews, former service
director for Bergstrom Chevrolet-
Cadillac of Appleton, as the lead
instructor,” said Andy Rinke, a FVTC.
His years of experience are sure to
bring valuable insight to the classroom.

Courses in Automotive
Fundamentals, Automotive Service
Consulting, and Automotive Service
Management are integrated with gener-
al education courses in communications
and psychology to create a unique
learning experience which will develop
and foster the knowledge, skills and atti-
tudes necessary for students to succeed
in a service-oriented environment.

Comprised of five classes offered in
the evenings and on weekends, the
Automotive Service Management cer-
tificate is ideal for non-traditional stu-
dents and current students looking for
an added concentration to their degree
or program.

This certificate can be earned as a
“stand-alone” learning experience, or
can easily be “piggy-backed” onto the
existing Automotive Maintenance
Technician, Automotive Technician, or
Automotive Technology programs.
Advanced standing for Automotive
Fundamentals may be awarded to stu-
dents who have completed Automotive
Technology core courses in all eight
ASE areas.

This certificate will be beneficial to
anyone interested in working directly
with customers in the automotive field.
If you have any questions or comments,
please call or e-mail Andrew Rinke,
Automotive Technology Instructor, at
920-831-4385 rinke@fvtc.edu
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CENTER STAGE | Awards, honors, milestones

Palmen Motors, Inc. of Kenosha
was announced as a 2005
DaimlerChrysler Service Contract
Inner Circle winner.

Jerry Holz, Holz Motors Inc. and

John Bergstrom, Saturn of

Appleton, were both recipients of the
2005 Jack Smith Leadership Award.

River States Truck and Trailer in
Eau Claire has recently been named
the Aspire Freightliner 2005-2006
Dealer of the Year. River States is one
of only two dealers in North America
who have won this award each time it
has been awarded and the only dealer
in the U.S. to win it each time.

Jason Lemerond of Green Bay and
Rich Gueller of Neenah, graduated
recently from the General Dealership
Management program of the National
Automobile Dealers Association.

General Motors recently recognized
Holiday Automotive of Fond du Lac
for being the No. 1 Buick, Pontiac and
GMC dealer in Wisconsin for the first
six months of 2006.

WATDA would like to welcome
our newest members!

WATDA would like to welcome
our newest members!

FW Motor Classics LTD, Oshkosh

The following organizations
have joined as Associate
Members:

ArvinMeritor, Winneconne
GMAC, Green Bay
Racine Harley Davidson, Racine

Then call us to discuss your needs.

Bob Gregg
(608) 283-1751
rgregg@boardmanlawfirm.com

Employment Law Attorneys

Sometimes your human
resources are all too human.

Every dealership owner or manager faces complex personnel issues sooner or later.
Employment laws can protect you, but they can also present risks to your business
if proper practices are not followed from the outset.

Boardman Law Firm can help you identify and then work through legal issues in
the workplace, such as administration of the Family Medical Leave Act; what to

do about misconduct on the job, including substance abuse and harassment; how to
handle wages, including commission pay plans; and more. We've advised Wisconsin
dealers for many years and understand the special issues you face.

To get started, visit the Reading Room on our Web site and look for the article,
“Reducing Risk and Abuse of FMLA Leave,” in the Automotive Services section.

Jennifer Mirus
(608) 283-1799
jmirus@boardmanlawfirm.com

‘S8OARDMAN

LAW:FIRM

With offices in Madison, Baraboo and Sauk City
(608) 2579521  www.boardmanlawfirm.com

Boardman Law Firm
can help you protect

your interests in areas
such as the following:

Franchise relationships
Dealership transfers
Litigation
Licensing
Consumer laws

e Trade regulations

Sales and
lease contracts

Real estate issues
Financing
Employment law

Business structure
and planning
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Our Profit Solution...

"Utilizing Protective's electronic F&I tools is a great asset to our F&I
Department and business as a whole. Their electronic menu-selling
program, specifically, has provided my dealerships an increase in both
F&I profitability and customer product acceptance, as well as the
confidence in knowing proper disclosure requirements are being met.

I truly view Protective as a business partner and recommend you give
them an opportunity to exceed your expectations as they have mine."

Bill Stark
Stark Automotive Gro
Dane County, Wisconsin

---'-'-

For more information please contact
Protective's Wisconsin Representative
Jerry Baum.

Call today 800.794.5491
or email buildprofits@protective.com
www.protective.com/dealerservices

Protective 4...

Doing the right thing is smart business®

- Bill Stark

Vehicle Service Contracts ¢ GAP Coverage
Credit Insurance ¢ Dealer Participation Programs
Maintenance Program ¢ F&I Training
Electronic Menus ¢ On-Line Rating

Electronic Contract Submission ¢ On-Line Reporting

Endorsed by Wisconsin Automobile & Truck Dealers Association
for Vehicle Service Contracts, Credit Insurance, and GAP.

g Wisconsin Automobile & Truck

% Dealers Association

\ 4 An Endorsed Service
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GARY'S BRIEFS | Gary Williams, WATDA president

Brad
Schlossmann,
“congratula-
tions!” Your nomi-
nation for the
Northwood
University
Education Award
has been forward-
ed by your WATDA.

Over the course of many years Brad
has taught immeasurable grade school
classes about dealerships, and about
how business works. He is a volunteer
Junior Achievement instructor.

Brad will get his employees involved
too, granting time off to teach. His
brother Mike (past WATDA Board
Chair) also teaches. It’s important,
Brad says, because for most students
Junior Achievement is the first objec-
tive experience about the business
world. “Who better to teach them than
dealers,” he asks?

Brad has asked for more dealers to
pitch in, and to share the joy. He said
that in the Milwaukee area alone there
are more than 500 grade school classes
a year that do not get a Junior
Achievement instructor. That sad fact
is probably true for the whole state.

We are proud to nominate Brad for
the Northwood award. It’s another
wonderful example of our good people
doing great things for others.

Contacts for Junior Achievement of
Wisconsin Inc.:

Rich Merkel at 414-352-5350 or
rmerkel@jawis.org

Tami Satre at 715-552-1904 or
tsatre@jawis.rog

Not much lasts for 100 years. Yet
this year NADA is leading the celebra-
tion of the 100th anniversary of the
Franchise System. Automotive News
will have a special edition. ADAMM’s
Auto Show will be special.

The auto industry developed from its
earliest days through the combined
investments of manufacturers and deal-
ers. Unlike traditional businesses, the
customer is the third party, not the sec-
ond party. I believe that the total
investment of the dealers exceeds that
of the manufacturers, which is one
good reason for the manufacturers to
keep the system going.

When everyone has skin in the game,
there seems to be more energy, atten-
tion, and emotions. Close cooperation
creates win-win possibilities.

Many manufacturers have come and
gone, as have dealers. Millions of peo-
ple have made a good living in the
industry. The open market franchise
system has come through tough chal-
lenges, including WWII, but it remains
the core business model today. The
franchise model will continue to serve
well if all sides respect its foundations,
and if all parties respect what each
brings to the table.

WATDA Board Chairman Pete Dorsch, left, and President Gary Williams, right, recently
visited Ed Van Boxtel, center, at his home near Green Bay. Ed’s Ford and Jeep dealership
is now under the ownership of the Cuene family. He is still active with his son, Tom, in
their expanding RV business. Ed grew his business from scratch to one of the largest
operations in the state. He consistently ranked number one is used vehicle sales among
all dealers. He is most proud of a five-step selling process he created as a sales manager
in Madison “some time back.” We salute Ed for his Association help. He was always

there when we needed him.

RAWHIDE PROFILE | Brett

Finding God, finding myself

My name is Brett, and I am 17 years
old. I am from Marathon County and
have been at Rawhide for seven
months. My favorite things to do
include playing basketball, listening to
music, and reading God’s word. In
school I really enjoy math and English,
but what I like most are the relation-

ships I am able to build with the teach-
ers. I also enjoy participating in the
Work Experience Program in the after-
noons. I work with Tim Boocher (job
trainer) doing maintenance, landscap-
ing, and some barn chores.

WE COVER IT ALL!

ALL DEALERS
ELIGIBLE
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Motorcycle, Scooter, ATV, Snowmobife, Boal, RV, 5th Wheel, Jetski, FishHouse,

All Types of Trallers, Outdoor Power Eguipment, Agriculture, and Auto...
[ Financing &1 Floorplan B F&l BT Rainsurance 1 Customer Loyalty &1 Training &1 Menu-Selling &1 Compliance =]

(866) 474 - 0306

- ProSafe Dealer Services
WATDA Member, JA-ADA Member, SDIADA Member

: CORNERSTONE

Turn your trade-
ins into CASH

PAYMEMT SYSTEMS

Wisconsin Automobile & Truck Dealers Association Members
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Fhone S88-858-2615

Fax BEE-340-89204
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I hope to
attend UW-
LaCrosse for
teaching, with
an emphasis in
physical educa-
tion. I want to
get married,
have kids, spread the Good News, and
reconcile with my family in a positive
way. I also want to have a positive
influence on my brother and be a good
role model for him.

I think the point where I really turned

the corner and started to do well was
when I found out God had a plan for
me. At Rawhide I have been blessed
with loving houseparents (Roger and
Pat), awesome resident instructors that
care (Penny, Kendra, and Shane), and a
social worker who challenges me to face
my past and grow as a person (Teresa).
Rawhide has a very structured day, so 1
always know what is expected of me
and what I need to do. Structure is
something I never had in my life. I
would like to thank everyone at
Rawhide for helping me grow.

Looking to order
forms? Advertising
specialties?

Want to save
money when
registering for
a seminar?

You can do it all in
one place-

WATDA's website!
Log on at

www.watda.org.
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“We've Always Been
Honest About Our Results,
Whether Good or Bad.”

* That’s what made us one of the largest
and most trustworthy providers in the

F&I industry.

* We stand behind our word to deliver
results and make you more money —
guaranteed.™

* We believe it’s not just about profit.
It’s about helping you keep your
customers for life.

* Next time you want to hear the truth
about our results, call us and we’ll...

Tell it Like it is.

‘In a courteous and forthright way.’
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A division of
= = JM FAMILY
E===== ENTERPRISES, INC.

A $9.4 billion diversified automotive company ranked
on the FORTUNE® 100 Best Companies to Work For® list for 2006.

Jim Moran
Founder and Honorary Chairman of the Board *Contact JM&A Group for complete details. Offer expires 12/31/06.

JM Family Enterprises, Inc. © 2006 Jim Moran and Associates, Inc.
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Looking back over 30 years at Jenkins Volvo

Looking back over
30 years

BY JIMMY JENKINS
JENKINS VOLVO

On October 6, 1976, I walked into
the P.J. Kauffman Co. with my new
son-in-law, Tom Langer, in tow. At the
time, the dealership was located on
North Main Street in Thiensville, and
was selling Toyota, Fiat, Jaguar and
Triumph.

Taking into consideration the luxury
brands we were selling, we felt a move
to a new location where we would be
closer to downtown and yet accessible
to the booming growth, which was
beginning in Ozaukee County, was in
order. We searched for two years until
the store on Green Bay Avenue at
Capitol Drive became available with its
close proximity to I43 exits and
entrances.

Since there was already
a Toyota franchise in the
area, we were unable to
bring it with us. We made
the decision to sell off
Toyota and we were left
with Volvo and the British
Leyland franchises. In the
fall of 1979, we were up
and running in our new
location.

Since the early 1980s,
after Triumph was
dropped and Jaguar
became its own entity, we
have had other ventures
including Lotus and Yugo,
but Volvo and Jaguar have
remained our constants.

Over the years we have retained
most of our gifted, well-trained techni-
cians, and parts and sales personnel.
Our operations manager, Jim
Balistriere, has served as technician,
shop foreman, and service manager.

From left: Tom Langer, general sales manager of Jenkins
Imports, Inc.; Jimmy Jenkins, owner of Jenkins Imports,
Inc.; and Peter Wexler, market manager of Volvo Cars
North America.

In July of 1981, our son Greg joined
the firm as a salesperson and is current-
ly running the operation of our Jaguar
franchise. In 1984, our youngest son
Tom came on board. He has served in
various capacities including warranties,
F&I, and service operations. Our

daughter Gail (Tom Langer’s wife) has
worked as cashier and receptionist
since 1985.

This year we have become a third
generation store when Tom and Gail’s
son Travis came home after serving his
country in the Marine Corps and grad-
uating from UTI, and joined us as an
apprentice technician. His brother
Luke has been a service writer for us
while attending and graduating from
Concordia University. He will now
move on to bigger and better things.

Our move from Thiensville has been
a rousing success and we as a family
can still work together and enjoy each
other’s company on holidays, etc.

As for me, I've always said, “I've
never sold a car in my life,” but am a
strict manager and am always available
to an employee, a policy I've kept for
30 years. We are members of NADA,
WATDA and ADAMM. We certainly
appreciate these organizations and all
they assist us with.
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Legislator returns to life as a car dealer

CONTINUED FROM PAGE 1

issues that face car dealers every day.”

He authored a bill amending the
Wisconsin Dealer Franchise Law
AB823 that was quickly passed and
signed by the governor. He also co-
sponsored a bill with Rep. Jean
Hundertmark (R. Clintonville) to modi-
fy repossession laws, making it quicker
for dealers and creditors to get a car
back (AB594).

“It was very interesting to see the
opposition to that bill,” says Lamb.
“Many legislators didn’t understand
that dealers don’t want the car back.
We want the customer to be happy.
But, if they have made every attempt
to get it out of default with that cus-
tomer, it’s important to get the car back
quickly. The opposition felt it was not a
very consumer friendly bill.”

Dealers in the state would be sur-
prised, just as Lamb was, at how seri-
ously a representative pays attention to
what constituents have to say.
“Legislators need to know who you
are,” he says. “Phone calls do matter.
We do listen.”

He spent a lot of time reminding his
colleagues about the importance of the
car business to the state. “It’s a huge
tax generator,” says Lamb. “Not only

sales taxes, but property taxes, income
taxes, and registration fees.” Some
understand and support legislation that
helps the business, he found, and oth-
ers “absolutely disagree with us most of
the time.”

Research your legislators, he advises
other dealer owners. “Let them know
who we are,” he says. “Support the
ones who support us and let the others
know how we feel.”

Repeal of gas tax indexing in the last
session raises the risk of higher fees for
buying a car. “We absolutely cannot
become a Minnesota where it costs
$200, $300, even $400 on top of sales
tax,” Lamb says.

MOVING ON, HEADING
HOME

Lamb will not be in Madison next
year helping the Association advance
dealers’ interests. Being so far away
from his young family and working
long hours with almost no control over
his time and schedule made it an easy
decision not to run. “I felt my daughter
deserved a dad who was home more,”
he says.

“The days in session were challeng-
ing and certainly always interesting,”

he says. Much time was spent meeting
with other party members to reach
agreement on a piece of legislation.
The caucuses were often difficult and
long, especially during budget sessions.

The slow, deliberate pace, though
appropriate to making good laws, was
not for Lamb.

“It is light years slow,” he says. “As
fast as a car business can be on a
Friday afternoon in June, take that to

the opposite extreme, and that’s
how slow it is.” He also disliked
the occasions when legislators
from both parties used “some-
times mindless” debate and “stall
tactics” during floor sessions.

Rudeness in debate also upset
him. “We can disagree on issues.
That’s what makes us Americans,”
he says. “But at what point are
you willing to lose all civility to
try to make your point? At times
there were people that would
absolutely go over the line.”

Some of the most memorable
moments came when the
Legislature honored families of
fallen soldiers. One was especially
poignant when the soldier’s
widow stood holding the son he
had never seen. “There wasn’t a
dry eye in the building,” Lamb says.
“So many people are trying to beat this
country down. My dad is a Marine
who served his country in Vietnam.
The best lesson I ever learned is to
look around for ways to build.”

“It’s been a truly great experience,”
Lamb says. “I’ll probably look back on
it 10 or 20 years down the road very
favorably.”

units.

John Nemke, left, Schmit Brothers Ford,
Cedarburg, and Tom Thorstad, right,
Thorstad Chevrolet, Madison, testify at a
public hearing, opposing an emergency rule
change to ATCP 136, that allows the general
public to purchase small canisters of R-134a

to top off their vehicle's air conditioning
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Teamwork.

Achieving profit from your dealership requires an
expert who will work with you to attain your goals.

Wipfli is that expert.

Choosing the right business advisory firm with
unparalled experience in helping auto dealers with
their tax, compliance, and accounting issues
imvolves dedication, attention, and trust. At Wipfli,
wi blend the most comprehensive resources to help
auto dealer's increase their business performance
the way no other business advisory firm can.

The same dedication, attention, and trust the auto
dealer industry has experienced for over

two decades,

Business Consulting, Information Technology,
Auditing, Accounting, & Tax

For additional information, please contact Steve
Hewitt directly at shewitt@wipfli.com or visit
wipfli.com.
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A world of opportunity for women techs

BY SHARYN ALDEN

No one ever wants to have car prob-
lems, but if you’re in the Marinette
area, consider yourself fortunate
because you're not far from The Motor
Company, owned by Jim Beyer and
Robert Juul.

When you call the dealership to
schedule service work and talk with
Jane Larson, you’ll quickly realize
you’re in good hands.

Larson, an outgoing master-certified
service advisor, has worked her way up
in the industry. That means she is a
master at talking with people and mak-
ing a first-line “executive decision”
about their cars.

Jane, who is one of two service advi-
sors at The Motor Company, says her
interest in working on cars developed
as a child.

“I used to help my dad work on cars
and tractors on our family farm outside
Coleman,” she says. “I was one of
three girls, and I had a much older
brother, but none of them were inter-
ested in cars.”

A GOOD CAREER CHOICE

That interest lead her to her first full-
time job in 1989 working at a dealer-
ship doing shipping and receiving, and
counter work. It planted the seeds for
her future work, which she describes
as, “How to talk to people about cars.”

Later, at a Sheboygan dealership, she
paved the way for other women when
she worked in the parts department,
and was a warranty administrator,
assistant to the service advisor as well
as the service advisor.

She also went to technical college
and took Ford-taught service classes via
satellite as well as online. She says she
wasn’t daunted that women were not in
the majority in her chosen industry.

Jane loves her work because she
enjoys finding solutions for problems.
She attributes her skills in breaking
down problems quickly in order to
schedule the vehicle for repair to the
work she did as a warranty administra-
tor. “I'd look at customers’ concerns
then see what we did to fix the prob-
lem. I found it very interesting to see
the evolution from problem to solution.
The paper trails I looked at showed
definite sets of patterns.”

Today, she schedules appointments
for cars to come in to the dealership.
“But first I have to break the problem
down a bit before I can know how and
when we can help them,” she explains.
“If the customer says there is an engine
noise, for example, the first question
I'll ask is whether they hear it while
they’re driving or while the car is idle.”

All the while Jane is talking with cus-
tomers she has her eye on safety. “If
there are safety issues involved, we want
them to come in as soon as possible.”
Doing a bit of investigative work on the
phone also helps Larson match a techni-
cian with the car’s potential problem.

When she first started out in the
automotive industry she says it was
somewhat unusual being a woman in a

male-dominated
profession, but her
passion for fixing
cars Soon overcame
those early feelings
of intimidation.

What does she tell
women about the
profession? Jane,
who says The Motor
Company is an
excellent place to
work, points out,
“The opportunities
for women in this
business are end-
less.”

Holly Frank, serv-
ice technician at The
Motor Company,
absorbed her love of
cars from her father.

Holly grew up in the small town of
Suring in northeast Wisconsin, all the
while watching her dad tinker with cars
and rebuild engines. “My brother was-
n’t interested in cars but the idea of
taking apart cars and putting them
back together again, fascinated me,”
says Holly.

Sometimes it surprises Holly to hear
women say they wouldn’t have any

Jane wasn’t daunted that
women were not in the
majority in her chosen
industry. Jane loves her work
because she enjoys finding
solutions for problems. She
attributes her skills in
breaking down problems
quickly in order to schedule
the vehicle for repair to the
work she did as a warranty

administrator.

Jane Larsen, left, and Holly Frank run diagnostic tests on a vehicle
in the service department at The Motor Company in Marinette.

idea how to dismantle a car and put
the parts back together correctly since
it comes naturally to her. Still, her natu-
ral mechanical abilities didn’t happen
overnight.

Holly took time out from installing a
car’s radio at the dealership to talk
about her career path. “When I was
growing up, I was intrigued to know
how things were made—what was
inside of them, what made them work.

So I took apart things like remote-con-
trolled radios, anything I could get my
hands on. I even got my brother to do
that,” she says.

From loving to work on cars and any
other mechanical item at her family’s
home, Holly decided to attend
Northeast Wisconsin Technical College
(NWTC). Shortly after she graduated
this past May with a diploma earned as
in Automotive Technician, The Motor
Company hired her full-time.

“It was a bit intimidating at first
being the only woman technician at the
dealership, but I love to diagnose and
solve problems,” she explains. “If that’s
what you like to do, this is the perfect
line of work.”

Holly goes on to explain that when a
customer talks about hearing a noise,
like an unusual sound coming from the
front of the car, she loves to go to work
and play detective. “That noise may be
brakes, it may be that the car is out of
alignment, it could be several different
things. I like the challenge of finding
out what it is, then fixing it.”

When women wonder whether they
should pursue a career in the automo-
tive industry, Holly quickly says, “Go
for it. It’s a rewarding business and a
lot of fun for problem solvers like me.”

From left, Bob Juul, owner; Jane Larsen, Holly Frank, and Jim Beyer, owner, all of The

Motor Company, Marinette.

Only female Ford ASSET instructor in the country,

Margie Zamorski leads the way

The only female Ford ASSET
instructor in the country, Margie
Zamorski helps students become out-
standing auto technicians.

Due to the guidance of leaders like
Zamorski, ASSET instructor and coor-
dinator at MATC-Mequon, future
service technicians gain a wealth of
experience.

Zamorski, a 1992 ASSET program
graduate, says her interest in cars is in
her blood. That passion started when
she was a child. “Growing up, I was
surrounded by everything having to
do with cars. My father, John Stewart,
worked at a Car-X Auto Service deal-
ership in Milwaukee, and he also
raced cars.”

Today, Zamorski, who has been a
full-time ASSET instructor for five

Margie Zamorski

years, says, “Through the ASSET pro-
gram, I’ve trained about 50 students.”

Her experience as a woman is still
unique in her field. There are only
about a half dozen women in
Milwaukee that work as automotive
technicians at Ford dealerships.

Besides being the only female
ASSET instructor in the country,
Zamorski also teaches the Tech Train
and Wisetech programs for the state of
Wisconsin in conjunction with certify-
ing independent garages.

“I really enjoy working with stu-
dents,” she says. “It’s great to be able
to help train the next generation of
automotive technicians.”
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Tech interns—on a chosen path

BY SHARYN ALDEN

“In my current class, over 50 percent
of the class have WATDA scholarships,”
says Margie Zamorski, ASSET instructor
and coordinator at the MATC-Mequon
campus.

Technical colleges and automotive
dealers have joined forces to better train
the next generation of service technicians
through the unique Ford ASSET
(Automotive Student Service Educational
Training) program.

Globally recognized for its premier on-
the-job training, the ASSET program
offers a unique alliance between commu-
nity colleges, the Ford Motor Company,
and Ford and Lincoln Mercury dealers.
Students gain on-the-job training at local
dealerships while earning an associate
degree in Automotive Technology from
their local technical college.

The benefits of the program are enor-
mous, not only for students who graduate
with the knowledge and skills necessary
to become successful automotive techni-
cians, but it’s also an enormous benefit
for participating dealers.

“There is no attrition rate,” says Margie
Zamorski, ASSET instructor/coordinator
with Milwaukee Area Technical College
(MATC) in Mequon. The program in
Mequon is the only Ford ASSET pro-
gram taught in Wisconsin, and one of 36
like programs in the country.

“It’s a win-win situation,” she adds.
“The student is learning to work in their
chosen field, and they are being paid to
do it.” ASSET program students are typi-
cally 18 to 20 years old and work at par-
ticipating dealerships for two months at a
time for two years.

Students in the program, which has
been in existence for about 18 years,
learn bumper-to-bumper servicing on all
Ford, Mercury and Lincoln trucks and
cars. In the interim, The Foundation of
WATDA helps make the students’
dreams possible.

Foundation scholarships are awarded
to technical college students who are pur-
suing a career in the auto, diesel or auto
collision industry at a NATEF certified
Wisconsin technical college.

Typically, there are between 15 and 20
students in each ASSET class at MATC-
Mequon where WATDA scholarships are
being put to good use. “In my current
class, over 50 percent of the class has
WATDA scholarships,” Zamorski says.

Foundation scholarships, available to
Wisconsin residents, range from $500 to
$5,800 and are used to apply toward
tuition. Each scholarship also includes a
set of Snap-on Tools.

Zamorski also visits ASSET-sponsoring
dealerships to talk with service managers
and follow the students’ work experience

in the field.

KAYSER BENEFITS FROM ASSET
PROGRAM

Josh Loney, of Stoughton, one of
Zamorski’s current students, and a
WATDA scholarship recipient, recognizes
the benefits of partnering with the pro-
gram and sponsored employers. Loney
has been working as an intern at the
Kayser Automotive Group, Stoughton.

Not only does Kayser support the pro-
gram, it benefits from the program in
numerous ways. “The ASSET program
offers excellent opportunities for building
fabulous relationships,” says Robert
Bailey,” service director of Kayser
Automotive Group, Stoughton. “The stu-
dents who receive hands-on training at
the dealership are motivated to be excel-
lent service technicians.”

have a tremendous passion for their
work,” he says.

Bailey also points out the dealership
enjoys supporting ASSET students.
“They are paying to go to school to
specifically learn the profession. That
built-in passion, to become an excellent
automotive technician, is highly evident
from the day they starting here.”

“Then one day Greg Pernot, my serv-
ice manager at the time, asked me if I'd
like to go to school in Mequon. I grew up
loving cars so I said yes.” For the past
two years he has been going to school
while interning at the dealership in his
hometown. As an ASSET program grad-
uate, his commitment is to work at the
dealership for two years after graduation.

Loney, a Foundation scholarship recip-

The benefits of the program are enormous, not only for students who graduate with the

knowledge and skills necessary to become successful automotive technicians, but it's also an
enormous benefit for participating dealers.

Bailey says ASSET students like
Loney, who is expected to graduate from
the MATC-Mequon program in August,
are a terrific boon to the dealership.

“Tech interns like Josh are enthusiastic
learners. Josh and other ASSET pro-
gram students who have worked for us

ON-THE-JOB TRAINING

Loney is familiar with the dealership
from a variety of perspectives. He was
hired right out of high school to do basic
services like oil changing and continued
to work at Kayser for two years before
becoming an ASSET program student.

ient receives $500 per semester toward
tuition at MATC-Mequon. “The scholar-
ship has really helped out,” he says. “It’s
great that The Foundation of WATDA
helps tech interns by investing in our
future.”
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FOUNDATION NEWS | Raymon Pedersen

BY RAY PEDERSEN

The spotlight on educational activi-
ties of your Foundation burns bright.
Your staff and vol-
unteers made it a
point to show off yet
another successful
summer season with
fall premieres for
excellent scholar-
ship candidates
coming to your
dealership.

The philanthropic movie set of the
summer was all about teachers and the
students who received scholarships
through your charitable foundation, with
help from dealers like you who care
about the future of their service staff.

Bringing young people into your
world of automotive technology is what
we do. Our experience in organizing,
developing and bringing the players to
the stage is what we do best.

Who are the players? You, the deal-
er, the students and of course the teach-
ers. This year’s box office smashes
were your Foundation’s Summer
Institute and the Automotive Youth
Educational Systems (AYES)
Conference for the teachers. The fall
premiere will bring a line up of nearly

180 automotive, diesel and collision
technology students who are currently
receiving scholarships and Snap-on
Tools while attending a Wisconsin
Technical College. On Wisconsin!

The Summer Institute offered oppor-
tunities for 37 teachers to learn more
about how to teach state-of-the-art auto-
motive technology. Your Foundation
hosts this week-long seminar annually
at Gateway Technical College and it is
very well received. Check out the story
by Linda Poulsen for more detail in
this issue.

The AYES annual conference in
Dearborn, Michigan brings national
players to the forefront. Manufacturers
in partnership with AYES put on quite
a show for the educators who are will-
ing to go the extra mile. This confer-
ence provides support directly from the
industry to help teachers be more effec-
tive. They are the stars and your
Foundation staff, team of volunteers
and consultants are the supporting cast.
It takes a great Team Wisconsin to
make top billing in the country. We
have. Our industry partners are the
best in their craft!

Now playing? You! Please continue
to support your Foundation.
Philanthropy makes good business
sense!

1. Richfield Service Inc.,
Richfield (44)

2. Dodge Country of Appleton,
Appleton (43)

3. Gordie Boucher Lincoln —
Mercury, Madison (41)

4. Gratz Motors Inc., Mineral
Point (35)

5. Trecek Auto of Portage,
Portage (35)

Top 10 WATDA Rawhide donor
service centers

APRIL-JUNE 2006

6. Krajnik Chevrolet Inc.,
Two Rivers (32)

7. Hub Dodge Chrysler Inc.,
East Troy (29)

8. Broadway Chevrolet —
Pontiac- Buick, Pulaski (28)

9. Bogard and Karl, Wisconsin
Rapids (27)

10. Ernie Von Schledorn,
Saukville (25)

WISCONSIN

" 4HEALTH

Sue Ann Thompson
and Chris Schneider
of International
Motorwerks, Inc.
show the newly
unveiled Women's
Health Foundation
license plate, which
will be offered
through dealerships.
The kickoff lunch-
eon was held in La
Crosse. Other deal-
ers at the event
were: Rahn Pischke,
Mike Hudson, and
Ed and Kris Maroon.
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Contributions to The

Foundation of

Wisconsin Automobile and Truck Dealers

DECEMBER 2005-JULY 2006 * THANK YOU FOR YOUR SUPPORT!

ADAMM

Alexander Foundation
Ann Wheeler Family

AYES

Ayres Family

Bergstrom Family

Bert West

Bob Rasmussen Family
Bothun Family

Bryden Family

Braeger Family
Brenengen Family
Brickner Family
Claremont S. Jackman Foundation
Cornog Family

Curt Collins & Bob Sorrentino
Dick Stockwell

Don Jacobs

Don Miller Family

Dorsch Family

Drecktrah Family

Earl Nelson

EJ Salentine Family

Ewald Family

Fagan Family

Feldner Family

Fleet Maintenance Council
Frank & Helen Burany
Frey Family

Gary & LuAnn Williams
Gary Marsden

Gary Newman Family
Gateway Technical College
Grinwald Family

Goben Family

Guy Richard Family

We're One of A.M. Best's Best for Good Reason

At United Heartland, our results are the reason we rank among the best.
A.M. Best places United Heartland fourth nationally* among top performing
worker’s compensation underwriters. And studies** show that clients with
us for four years have benefited from experience mod reductions averaging
27%-31% through our aggressive claims and loss control management.

If results like ours are the reason you look for a good worker’s compensation
partner, why risk your coverage with anyone else? Ask your independent
insurance agent or WATDA Services about United Heartland today.

A
. B

WATDA Services (800)258-2667

*Best’s Review, Nov. 2005, “The Art of Underwriting”.

**UH Class of 2000 and Class of 2001 Studies

An Endorsed Service

Wisconsin Automobile & Truck
Dealers Association

—

United Heartland

The best medicine for

worker s compensation

Hall Family

Hamus Family

Haunfelder Family

Heiser Group Howard Mueller

Hudson Family

International Delcor Operations

Jack Garbo Family

James Beyer

James Griffen Family

Jay Hiller Family

Jim Flynn

Jim/Tom Gustman Family

Joe Laux

John Amato

Johnson Controls Foundation

Jon M. Kennedy Family

Journal Communications

Juul Family

Keyes Family

Klein Family

Kolosso Family

Kriete Family

Lecher Family

LeMay Family

Lemke Family

Lidtke Motors

Lynch Family

Mark Fillback

Mark Rudig & Greg Jensen

Markquart Family

Marshall & llsley Foundation

Max Stephenson

Mike Schlossmann

Mike Shannon & Jim Flood

Metro Milwaukee Auto Auction

Mike Mueller Family

Mueller Family

Nels Gunderson Family

Nuss Family

Parsons Family

Pat Baxter

Paul Gillrie Institute

Randy & Helen Thomson

Randy Romanoski Family

Ray Morris

Reimann Family

Robert Kane Family

Robert Schlytter

Robert Williams Family

Ron Palmen Family

Sack Family

Serwe Family

Soerens Family

Terry Frankland Family

Thomas Horter Family

Tim O’Brien

Tom Peck

Trecek Family

Trevor Rezner

Vance Family

Van Horn Family

Vande Hey Brantmeier

Vander Perren Family

Vernier Family

Wisconsin Auto Collision Technicians
Association

Walter Steffen

Wayne Houpt Family

William G. Callow

Wuesthoff Family

Zimbrick Family



WATDA scholar Zoppetti takes gold at
national SkillsUSA competition

BY ANN MALVITZ, NORTHEAST
WISCONSIN TECHNICAL COLLEGE

Dan Zoppetti, a May 2006 graduate
of the Auto Collision Repair and
Refinish Program at Northeast
Wisconsin Technical College and
WATDA scholarship recipient, brought
home the gold from SkillsUSA's 42nd
annual National Leadership and Skills
Conference, held in Kansas City, Mo.,
in June.

Zoppetti competed in the Collision
Repair Technology competition. He
won the silver at the national
SkillsUSA Championships last year. In
fact, this is the third consecutive year

that an NWTC Auto Collision Repair
and Refinish program student or gradu-
ate has earned a national SkillsUSA
medal. As a gold medal winner,
Zoppetti may be eligible to represent
the United States at the WorldSkills
competition in Japan in 2007.

Beating out 35 competitors to take
the top honor, Zoppetti was rewarded
with monetary prizes, tools, sponsor-
ships to seminars, and respect in the
industry.

“A lot of shops recognize the
SkillsUSA organization,” Zoppetti said.
“(Earning a medal) at the state level, let
alone the national level, looks very,
very good (professionally).”
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Dan Zoppetti, at Northeast Technical College, shows the 1966 Ford pickup he rebuilt.
Photo: CJ Janus, NWTC.
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¥ a special visit to NADA's

WATDA leadership makes

Washington Conference

Front row, from left: Gary Williams, Lu Ann Williams, Mike Schmit, Bo Schmit, Carol
Hansen, Holly Reidel, Tim Vernier, Denise Vernier, Mary Ann Gerrard, Avery Scheuch,
Pete Dorsch. Back row from left: Don Hansen and Chris Snyder.

The WATDA Cafeteria Plan
offers:

* Internet access to your
account

* Direct deposit of
reimbursement dollars

+ Daily claims processing

* Reimbursement dispersed
two times a week

Enrolling in WATDA's Cafeteria Plan is a great way
to save money!

Interested in learning more?
Contact Jim Salerno at 608/251-5577

WATDA Services, Inc.

The plan allows you to be
reimbursed for items such as:

* Health and dental insurance
premiums

+ Dependent care costs

« Certain healthcare expenses not

covered by insurance (eye glasses,

prescription medicines, Band-Aids
and more)

- Over-the-counter drugs
(decongestants, cold and flu
medications, antacids,
ibuprofen and more)
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Security

KeyAdvantage improved
the way we do business!

Since implementing Keyadvantoge, our experses have
fallen off the clifft The security controks ersure thot we
never hove unauthanzed

access to vehicle keys, and

tracking infarmation is

awailabée nght at the vehicle

With am imorowved sales
process ond the reduction
of key costs, Keyadvontoge
his

DS IS

mproved the
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-John Hopkins
Ted Britt Ford, Fairfos, VA

Call 800.889.8295 or
visit www. KeyAdvantage.com
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Pietroske

Bob Pietroske,
Pietroske Inc. of
Manitowoc, was
recently named
Ward's Dealer of
the Year 2006. This
is the sixth time
the award has
been given out by
Ward's. To read the
full article, log on
to http://wardsdeal-
er.com/ar/auto_sell-
ing_cars_small/
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named Ward’s Dealer of the Year 2006
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Ward's Dealer of the Year

Bob Pietroske loves selling cars
and loves his community.

On page 2b.
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WISCO | John Hackman

Usually I don’t
write about specific
products because
normally they are of
more interest to the
parts or service
manager than the
dealer principal.
Due to constant
owner concerns

over hazardous materials, pollution, and
workplace safety for technicians, how-
ever, I am making an exception this
time. WISCO has a revolutionary prod-
uct that can change your service depart-
ment.

How would you like to rid yourself of
the “cradle to grave” liability on haz-
ardous waste your parts washing cre-
ates? Would you prefer that your techni-
cians were able to effectively clean parts
without standing over a hazardous lig-
uid?

WISCO has the answer. We have
reached an agreement with Solvent
Systems, manufacturer of the Grease
Gator parts washer.

The cleaner is water-based and com-
pletely non-combustible and non-haz-
ardous. VOC emissions are reduced by
99.5%. Yet even with these friendly
properties the Grease Gator cleans 57%
faster than mineral spirits.

The cleaning solution stays continu-
ously clean due to the oil separation
and solution purification process. The
oil is separated and then drained. The
waste oil discharged is ready to be com-
bined with your regular waste oil.

Total fluid replacement and costly
maintenance services are no longer
needed. The Grease Gator only needs
occasional additions of water and a
small amount of chemical to replace
evaporation and drag-out losses. For
more information you can see the
Grease Gator in action at www.solvent-
systems.com.

Solvent Systems and WISCO are so
sure that you will be entirely pleased
with these units that we make the fol-
lowing guarantee: if 30 days after pur-
chase you are not completely happy
with the Grease Gator we will refund
your money and take the unit back.
WISCO has these units available at a
significant discount!

Call WISCO today at 800-274-2319
to save money, improve your work-
place safety, reduce your liability, and
help the environment.

Tell our
advertisers
you saw it in

Dealer Point!
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STAFF PROFILE | Evelyn Kendrick Try your
hand at

Evelyn Kendrick helps keep Sudoku
WATDA finances humming

BY LYNN ENTINE

The goal of the puzzle is

to enter a numerical digit

At WATDA, as with every business, the engine that pow- from 1 through 9 in each
ers our programs is money, and keeping that engine hum-
ming is essential. A new “accounting tech,” Evelyn Kendrick,

cell of a 9x9 grid made up

of 3x3 subgrids in such a

recently
joined the way that each row, col-
e
?ssoa.atllon S umn, and region contains
inancia
crew as a only one instance of each
staff account- number.
ant.
“I,Ve

always been
interested in
money,” says
Kendrick.
“Even as a kid, Karl, Evelyn, Ashley and Rufus Kendrick
I could save money on $5 a week
allowance.”

Naturally, her first job was as a bank
teller. Since then she has held financial
management positions in both profit
and non-profit organizations. Most
recently she worked at the Great
Wisconsin Credit Union in Madison as
a mortgage servicing manager.

Working for V.P. and Controller Bob
Foulks is great. “I feel at home at
WATDA,” she says. “Everybody has
been very welcoming and the environ-
ment is very relaxed.” The part-time
position lets her take classes toward an
MBA in Business Administration and
also means she can attend more of her
daughter’s school and sports events.

Evelyn’s sixth grade daughter Ashley
plays basketball, volleyball, and soccer
and is a member of her school’s honors
band. Her son Rufus is a high school
senior, and husband Karl runs a com-
puter consulting business. While fami-
ly, school, and work keep her busy,
Evelyn also teaches Bible study to a
group of pre-schoolers at her church,
and spends time with her sister and
niece who live nearby.

When she has a little leisure time,
Evelyn likes to read True Crime books.
“I am fascinated with forensic science
and I like the mystery of solving crime
cases,” she says. “It’s kind of like
accounting. You're always looking for
clues and trying to analyze what hap-
pened so you can make conclusions.”

Her forensic interests will probably
stay in the realm of fiction, as we’re
pretty sure no dead bodies will be turn-
ing up at the WATDA office.

For now, she’s happy to be reviewing
investment schedules and funds trans-
fer reports, and we’re happy to wel-
come her to our staff.

Call
DID YOU KNOW

800-236-7672
Wisconsin Automobile & Truck

www.watda.or Dealers Association

that the automobile is the most

recycled consumer product in

the world today? An Endorsed Service
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Vice president praises dealers, highlights
support for estate tax repeal

Before a record crowd at NADA’s
Washington Conference, Vice President
Dick Cheney highlighted the Bush
administration’s call for permanent
repeal of the death tax in his keynote
address at the National Automobile
Dealers Association’s (NADA)
Washington Conference.

The vice president’s remarks were
wide-ranging, covering everything from
national security to the state of the econ-
omy.

“The dealership industry has become
one of the powerhouses of the
American economy-generating some 20
percent of all retail sales in the country,”
he said.

He also praised dealers for their com-
munity service and recognized the 100-
year anniversary of the auto franchise
system. A transcript of Cheney’s
keynote address at NADA’s Washington

Conference is now available on the offi-
cial White House website.
New car dealers and state and metro

dealer association executives from across
the country attended the conference and

met with their legislators to discuss issues
impacting the auto industry.

The session included a full program of
addresses by key congressional members,
political analysts and NADA executives.

“From start to finish,
it was a tremendous
opportunity for NADA
members to get an
inside view of
Washington,” said
David Regan, NADA’s
vice president of leg-
islative affairs. “We
had record attendance
and, with the vice
president’s appear-
ance, we had the high-
est-ranking govern-
ment official to partici-
pate in the Washington
Conference.”
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that’s our
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ks your daslership partcrming at peak potentsl? \irchaow Kradse can
help you gen perspecine and sirengihen each departmeant througin—

s Conducting a deparimental perforiance analyss

WwW.VIFchowWErause, com

achieve perak business potential

Aralysis thraugh francial composiles
Buildireg deparlment budgets snd forecasts

Making operational improvermants amed al incleasing eficiency.
Tailoring and enforcing irermal contrals.

Benefit from exceptional serdice coupled with chjective financial advice
and the confidentiality you require. With 200+ dealers already depend-
iNg ON QLT SErvices, we've gof the expanancs to help your dealership

Expeci v io bacame your mast valusd advisor

DEDICATED TO SERVING DEALERSHIFPS FROM LOCAL OFFICES IN
APPLETOHN - CHICAGD - DETROIT - MADISOHN - MILWAUKEE - MINNEAPOLIS

CALL RYAN MANISCALCO AT B0OD.362.7301 TO LEARN MORE

Endorsed Services | highlight

AMERICAN
FIDELITY

Would you like
to offer your
employees a
valuable
benefit at no
cost to you?

It is rare to find an important
employee benefit that costs the deal-
er nothing. When one does come
along, we want to make sure all
members know about it.

Many of your employees want to
receive income when they cannot
work due to an accident or sickness.
Unfortunately, this kind of coverage
can be very expensive.

This is where American Fidelity
comes in.

American Fidelity is the WATDA
endorsed provider of voluntary short
and long-term disability income cov-
erage. WATDA and American
Fidelity have enjoyed a continuing
partnership for over 10 years.

Many Wisconsin dealerships have
chosen American Fidelity over the
competition to provide their employ-
ees with income continuation cover-
age at extremely competitive group
rates. To many employees, the only
way they can afford coverage like
this is through you, their employer.

Plus, because this is a strictly vol-
untary program the employee pays
for the total cost—there is no cost to
the dealership.

And with American Fidelity’s new
program it is often half the cost of
the competition, which saves your
employees money in a time when
health insurance costs are on the
rise.

Think about it: you can offer your
employees an important benefit at
no cost to you. Adding income con-
tinuation to your employee benefit
package can help attract and retain
employees.

If you would like to learn more
about American Fidelity, call the
WATDA office at 608-251-5577 to
speak with Lee Bauman, or send
email to lbauman@watda.org.

Lee Bauman will arrange to have
an American Fidelity agent contact
you at your convenience with more
information.

If you do not currently offer short
and long-term income continuation
coverage, do yourself and your
employees a favor and give Lee
Bauman a call.

- American Fidelity
Assurance Company

5 membey off the Amcrsan Fidelity Greaps
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Is there an office in your dealership that is often mistaken for a garbage pit because of its beat up

Ugl ’ furniture? If so, you do not want to miss this opportunity! Office Depot is sponsoring “Extreme

ff. p Makeover Office Edition,” a contest among all WATDA members for the ugliest office! Examples that
OlllCe!:

qualify as ugly include broken chairs, dented file cabinets or furniture from the Model-T era! One
lucky winner will receive an office furniture makeover courtesy of Office Depot worth $3,500! The

Enter EXtreme makeover does not include painting, flooring or structural changes—furniture only.

Makeover

Office Edition

To participate, submit one or more photos of an office in your dealership along with an explanation
as to why you think that particular office is worthy of a furniture makeover. A panel of judges made
up of WATDA staff will decide the winner. Please note the judges will not be told of the dealership
name when judging. Photos must be submitted by November 15 and the winner will be announced

in December. Photos can be emailed to awatermolen@watda.org or mailed to WATDA—Extreme

Makeover Office Edition, P.O. Box 5345, Madison, WI 53705-0345. Photos will not be

Tuailsv

OFFICE EDMTION

Office peroT

returned to the sender. All entries must be received by November 15.

No late entries will be accepted.

Ask about our NEW eXTREME DIGITAL MARKETING SUITE

EESPFPOMSESIYE
SUFPORTIVE

INHCOY ATIVE

ATTEHTIVE Cur Virhun BOE delivers the focusad

FROVEM development center
COMMITTED st all thea hesodochsas,
OWLEDGEABLE o the work lkeading fo more
*:u - ppointments, shonger sales
@ revenues, ond record C5l,

FLEXIBLE

Meustadt of 'WaATDA today at j
485 301 5476 for more rnfnnnurw-.. =

1!.4! Yt/ ‘

Wisconsin Automobile & Trouck
Dealbers Assodciation

since 1988, over 50,000 dealership professionals have gone o work
to sell more cars af lower costs vsing the Auvtobose Solution™

Lavtiobase.ne Call irm Hauwstad! of WATDA at BEE 201 54674
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Don’t be left
in the dark.

Today’s legal environment can mean “lights
out” for dealerships not prepared for danger
ahead. Let the new loss prevention
programs from Universal Underwriters

Group help brighten your way.

Binding Arbitration: 358 q '
A turn-key program that prowdes i
a streamlined way to privately -

resolve disputes outside of court” %% .;.
and helps reduce legal costs. ; )

Discrimination: Zero
Tolerance Training Program "’

avoid the claims and costs of
discrimination and sexual

harassment in your dealership.- A i} :
: i Ijﬁl ﬁ N

For more information, call us at T bl L
800-840-8842, ext. 1258. Ut A e i
UNIVERSAL

UniversaIUnderwriters.com‘"u";'-"_'.:.' LINDERWRITERS
el % GROUP

Property & Casualty Insurance ® F&I Training and Consulting ® Dealer Risk Management Training
Vehicle Service Contracts ® GAP e Maintenance ® Streamlined Selling System®

Theft Deterrent System e Discrimination: Zero Tolerance Training Program ® Binding Arbitration Program

D18990EE © Copyright 2006 Universal Underwriters Insurance Company




