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A fresh approach 
to dealership 
legal services

WiDealerLaw.com608.285.9200
eric@WiDealerLaw.com

OR VISIT ONLINECALL OR EMAIL

Experienced legal representation 

uniquely focused on franchise and 

independent dealerships. 
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Wisconsin’s 2026 Time Dealer of the Year

Nolan Campbell
From small-town beginnings to statewide recognition,  

Nolan Campbell’s journey is proof that big dreams can grow in even the smallest places

BY JILL SUKOW

For Nolan Campbell, the road to dealership ownership was anything but traditional. To those who know him, his humility and 
drive define him. To Nolan himself, the journey still feels almost unbelievable. It’s a story built on hard work, mentorship, and 

the belief that every challenge carries a lesson.

Until recently, Nolan had really never shared his full story. To do so, he admits, is a vulnerable feeling but one that speaks to the 
heart of who he is today.

“I’ve always loved competition,” Nolan says with a smile. “Sports, motorcycles, cars, anything fast or challenging. That part of 
me hasn’t changed. But school was different. I was a good student, but I never loved it. A few tough experiences in high school 
made me question where I was headed. It forced one of the hardest decisions of my life, to leave high school my senior year and 
earn my HSED instead. I completed my HSED through Madison College and actually graduated a semester early. It wasn’t easy. I 
knew how much my family cared about my future, and it weighed on me. Looking back, I just wasn’t mature enough to handle 
those challenges the right way.”

That turning point, while painful, opened the door to a new beginning. When Nolan decided to leave school, his mother made 
one thing clear, he needed to find a job. Fortunately, she worked next door to Bell Ford and had been a loyal customer for years. A 
quick conversation with owner Bill Bell led to an opportunity, and Nolan started the next day. From that moment, he was hooked.
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“Looking back,” Nolan says, “I can’t help but feel that Mr. Bell 
saved me by giving me that opportunity. I had a tremendous 
amount of thirst to learn the business, and I know he saw 
promise in my discipline to work.”

Graduation day for Nolan’s classmates soon arrived. He chose 
to attend, sitting quietly in the bleachers as his peers walked 
across the stage in their caps and gowns. The mix of pride 
and regret was overwhelming. “What did I do?” he wondered. 
“Why couldn’t I have handled things differently?” It was a 
difficult moment but one that became a turning point.

Bill Bell quickly recognized that drive and eagerness to prove 
himself, qualities that would soon shape the foundation of 
Nolan’s career. What began as an entry-level job became a 
calling. He immersed himself in every aspect of the dealership, 
eager to understand how things worked and how people 
succeeded. Those early lessons, and the trust Bill placed in him, 
became the cornerstones of his leadership philosophy today.

Nolan was fortunate to have a mother, a family, and a mentor 
like Bill Bell. People who believed in him, challenged him, 
and set high expectations. That fall, at just nineteen years old, 
Bill promoted him to Service Manager, entrusting him with 
significant responsibility. Over the years, Nolan worked his 
way through nearly every position in the dealership, guided 
by Bill’s quiet confidence and encouragement to learn the 
business from the ground up.

“I’ve learned there’s no perfectly right or wrong decision 
in life,” Nolan reflects. “Every choice simply puts you on a 
different path. What matters most are the decisions you make 
once you’re on it.”

Bill Bell’s mentorship didn’t just change Nolan’s career; it 
shaped his entire philosophy on leadership. What began 
as a young man eager to prove himself grew into a leader 
who values trust, communication, and investing in people. 
Running a service department of seasoned technicians taught 
Nolan early on that leadership isn’t about authority, it’s 
about respect. “When people see you’re willing to roll up 
your sleeves, they’ll follow your lead.” Those years taught 
him patience, humility, and teamwork, lessons Bill instilled 
through example. Listening first, valuing every role, and 
helping people grow remain central to Bell Ford’s culture today.

The year 2008 was an instrumental one. A time that truly 
felt like survival mode for Nolan and the team. He vividly 
remembers their Chevrolet neighbors receiving the infamous 
letter that GM was closing their dealership. Not long after, an 
unexpected visitor from Ford arrived, asking to speak with Mr. 
Bell. Nolan didn’t know who the woman was at the time, but 
he sensed something significant was coming.

A few months later, Bill called three of his managers into 
a private meeting, a conversation Nolan will never forget. 
Ford Motor Company had offered a buyout, and the number 
was large enough that he was seriously considering it. The 

managers left in disbelief and sadness. That night, Nolan 
couldn’t sleep. He felt anger, but also a deep determination to 
prove that they didn’t need the offer to survive.

By 3 a.m. the next morning, he was already back at the 
dealership, reviewing financial statements, expenses, and 
profit margins, searching for a way forward. When Mr. Bell 
arrived around 5 a.m. and found him there, Nolan explained 
what he was doing. Mr. Bell simply looked at him and said, 
“See what you can come up with.” That moment, Nolan says, 
changed everything.

With the support of the team, Nolan helped guide the 
dealership out of decline. They cut costs, tightened operations, 
and rebuilt from within. “It came with heartache, tears, and 
humility,” he reflects, “but it also came with an incredible 
amount of determination to prove we were meant to do bigger 
and better things, and we did.” Thinking back, he credits that 
experience with giving him the foundation to lead through 
any crisis.

In 2013, Nolan was approved by Ford Motor Company as a 
dealer-owner. That July, he finalized the purchase of Bill Bell’s 
remaining shares, a moment filled with both excitement and 
gravity. Bill didn’t truly want to sell, but he believed in Nolan 
and knew the timing was right for the dealership’s future.

Looking back, Nolan says the single biggest risk he ever 
took was that very moment, purchasing the dealership and 
immediately building a new one. He was thirty-five years 
old, married, with a two-year-old daughter and another on 
the way. He was looking to borrow $4 million and had just 
$200,000 to his name. “Unproven as an owner to Ford and to 
the bank, I had some serious convincing to do,” he says. “And 
that included convincing my wife.” But determination won 
out. “I was confident and wanted this so badly,” he says. “I was 
willing to bet everything.”

Nolan threw himself into the process, planning, building, and 
mapping out every financial detail. “I spent countless nights 
preparing my presentations with every number, projection, 
and scenario I could think of.” Ford approved the plan quickly, 
but the bank was more cautious. They initially required him to 
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partner with the SBA due to his lack of ownership experience, 
but by the time of closing, they had reviewed his work so 
thoroughly that the bank decided to take on the full loan 
themselves.

“I learned so much through that time about business, and about 
myself,” Nolan says. “I realized I was smarter, academically, 
than I ever gave myself credit for. I also learned how much 
I love people, and how powerful it is to wake up every day 
excited to build something meaningful.”

Construction began in September 2013, and by May 2014, the 
new Bell Ford opened its doors with a small but determined 
team of thirteen. What began as a leap of faith quickly 
became a story of momentum. The next three years brought 
nearly 40% growth in revenue annually, fueling investments 
in five additional acres of land and a 88,000-square-foot retail 
parking expansion in 2016. As service demand surged, a 
5,000-square-foot service addition followed in 2019 along with 
a 17,000-square-foot stand-alone Commercial Vehicle Center 
in March of this year to further grow capacity and enter the 
commercial market. Behind every expansion was a belief in 
people, process, and purpose. Just over a decade later, seventy-
five employees now call Bell Ford home, carrying forward the 
same determination that built it.

Behind Nolan’s professional accomplishments is a chapter few 
people see. About ten years ago, he began battling unexplained 
pain, stiffness, and fatigue that gradually worsened. After 
years of uncertainty, he was diagnosed with psoriatic arthritis, 
a chronic condition that has tested both his body and his spirit.

Someone once told him that if he reduced stress, it might get 
better. But Nolan has often wondered if the opposite is true, 
that maybe without purpose, it gets worse. “I’ve always been 
driven,” he says. “When that drive was taken away, it felt like I 
was losing part of who I was. This time, it was about resilience 
in a different form. Learning how to accept what I couldn’t 
control while still holding onto the parts of myself that make 
me who I am.”

The past five years have been especially difficult. Once an 
early riser who thrived on energy and routine, Nolan suddenly 
found himself struggling just to get out of bed. About a year 
ago, it hit its worst point with terrible pain, endless fatigue, 
sleepless nights, and a feeling of defeat unlike anything he had 
ever known. “It’s an invisible disease,” he explains. “People 
don’t see the toll it takes.”

Through perseverance and a new treatment that began last 
December, Nolan has found renewed strength and a fresh 
outlook. “You don’t realize how bad you felt until you finally 
feel good again,” he says.

The experience changed his perspective on nearly everything. 
“Ownership is a gift,” Nolan says. “I owe it to my family, our 
employees, and our community to give my best every day.” 
Living with the disease has taught him that leadership is not 
about appearing unshakable; it is about showing up even 
when things are hard. “It reminded me of my early years,” he 
reflects, “when I had to prove to myself that I could succeed 
despite setbacks. Now, it is about grace and resilience. I can’t 
control everything, but I can control how I show up each day 
with gratitude and purpose.”

That same sense of care extends well beyond the walls of 
Bell Ford. Over the past five years, Nolan and his team 
have supported countless causes throughout Columbia and 
Dane Counties, a reflection of their deep commitment to 
the people who support them. Their generosity ranges from 
major investments in the WATDA Foundation and funding K-9 
units for the Columbia County Sheriff’s Office and Poynette 
Police Department, to matching employee donations for the 
Prairie Pride Food Pantry and sponsoring local FFA, 4-H, 
youth athletics, fire departments, libraries, and veterans’ 
organizations. One of Bell Ford’s most cherished traditions, 
the annual Santa and Reindeer event, has brought more than 
$40,000 in gifts, refreshments, and holiday cheer to local 
families.

For Nolan, giving back is not about recognition; it is about 
responsibility. “This community built us,” he says. “We owe it 
to them to give back, to show up, and to make a difference.” 
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“As a local business owner, I see it as an incredible privilege,” 
he adds. “I was raised in Arlington, I live here now, and 
I’m thankful every day to serve our community in ways not 
everyone can.”

At the center of everything is Nolan’s family: his wife of nineteen 
years, Wendy, and their daughters, Raelyn (14) and Paige (12). 
Their support has been his foundation through every success 
and setback, grounding him in what truly matters. Family, for 
Nolan, also includes those who stand beside him every day at 
the dealership. His older brother, Nathan, has been Bell Ford’s 
lead diesel technician for nearly three decades. “He’s been here 
almost as long as I have,” Nolan says proudly. “Thirty years for 
him, thirty-one for me.” The brothers have built their careers 
side by side, a quiet testament to shared work ethic, loyalty, 
and mutual respect.

That dedication to family and continuity now extends to the 
next generation. Nolan’s nephew, Haydin, serves as Sales 
Manager and is emerging as a capable leader within the 
organization, representing both the dealership’s future and 
the values that have guided it for decades. Both of Nolan’s 
daughters are beginning to spend time around the dealership, 
getting a firsthand look at what it means to build something 
through effort and integrity. “They’re learning what work ethic 
really means,” he says. “I tell them often, you don’t have to be 
the smartest person in the room; just be kind, work hard, and 
do something that matters.”

For Nolan, legacy is defined not by what he has built but by 
who he has built it with. Family, mentorship, and purpose 
have remained the constants guiding every decision and 
every season of his journey. Success, to him, has never been 
measured by numbers but by the lives he’s touched and the 
community that continues to believe in him. He often pauses 
to reflect on the many influential people who helped shape his 
path. Mentors who taught him that true leadership is rooted in 
humility, trust, and action, and whose examples he now strives 
to model for others.

His mother, Jane, was one of the most significant influences 
in his life. She was the steady force behind everything, always 
guiding him to be a good person first. “She kept me grounded 
and focused,” Nolan says. He was also fortunate to grow up 
close to his grandparents. His grandfather, who lived right 
in town, was a sharp, business-minded man Nolan could 
always turn to for advice. His grandmother brought warmth 
and kindness to everything she did. “When we were at the old 
dealership,” Nolan recalls with a smile, “she made me lunch 
every day and brought cookies for the staff each morning.”

Nolan also counts his CPA, Brent Wagner as both an advisor 
and a lifelong friend. “There probably wasn’t anyone more 
instrumental from a monetary standpoint than him,” Nolan 
says. “He helped with the valuation and negotiation of the 
dealership purchase with Bill and me and has been a steady 

source of guidance ever since.” And then there’s the network 
of dealers in his 20 Group, many of whom have become 
close friends and trusted confidants. “That group has been 
phenomenal,” he says. “Many of them are my best friends 
today. You learn from people like that.”

His involvement with the Wisconsin Automobile and Truck 
Dealers Association has also been an important part of his 
professional growth. “I can honestly say that being involved 
with the association and sitting on the board, the professional 
knowledge and understanding of what’s really going on 
out there is invaluable,” Nolan says. “In addition, you’re 
surrounded by a group of fantastic, successful dealers who have 
done things really well. Those friendships are invaluable.”

Each of these relationships, from family to mentors to peers, 
has left a lasting mark on Nolan’s journey. The lessons learned 
from them continue to shape Bell Ford’s culture today. Nolan 
always credits his mentor for shaping both his career and his 
character. “Mr. Bell took a chance on a misguided kid who left 
school early,” he says. “He taught me discipline, values, and 
kindness. Bill believed in me before I even believed in myself. 
He was so much more than a mentor; he was very much a 
father figure to me.” Those lessons continue to guide Nolan’s 
leadership every day. Through challenges and triumphs, he 
remains grounded in gratitude. For the people who believed in 
him, the employees who stand beside him, and the community 
he serves. That community of just 830 people in Arlington has 
always been his anchor. A reminder that greatness doesn’t 
depend on size, but on heart, perseverance, and the people 
who believe in you. •
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Legislative Commentary
BY CHRIS SNYDER, WATDA EXECUTIVE VP & GENERAL COUNSEL

In the Year 2025

By the time you receive this article, the 2025-26 legislative 
session will only have about 120 days left before they 

adjourn to allow legislators to start campaigning for the 2026 
elections. Thus far, the session has been fairly quiet for motor 
vehicle dealers. 

The budget process resulted in a modest increase of $50 for 
vehicle registration and a 10% increase for heavy-duty trucks in 
registration. Two bills, Right-to-Repair and restricting the sale 
of items based on their power source, have been introduced but 
have stalled in the committee hearing process. To date there 
has not been any introduction or activity regarding direct sales 
(manufacturers selling direct to consumers) or wholesalers.

While our legislative efforts have been quieter than normal, 
our legal encounters have picked up considerably. WATDA is 
currently defending 2 separate lawsuits brought on by Tesla 
and Rivian, each seeking the right to operate dealerships that 
would sell and service vehicles to the public. 

In each case the manufacturer petitioned the state for a 
hearing requesting to be awarded a dealer license under the 
exception to the factory store prohibition statue, chapter 
218.012193m)(c). That law provides that, “A factory shall 
not, directly or indirectly, hold an ownership interest in or 
operate or control a motor vehicle dealership in this state.” 
The exception that Tesla and Rivian are trying to squeeze 
into requires a manufacturer seeking a dealer license to prove 
that, “The ownership, operation or control of a dealership by 
a factory that does not meet the conditions under par. (a) or (b) 
(both subsections describe temporary manufacturer ownership 
pending a transition in ownership to a private dealer), if the 
division of hearings and appeals determines, after a hearing 
on the matter at the request of any party, that there is no 
prospective independent dealer available to own and operate 
the dealership in a manner consistent with the public interest 
and that meets the reasonable standard and uniformly applied 
qualifications of the factory.”

Tesla
In March of 2024, Tesla filed for a hearing before the Wisconsin 
Division of Hearings and Appeals asking for a dealer license 
under the exception provided for under sec. 218.0121 (3m)

(c). After 2 days of testimony the Administrative Law Judge 
Ruled that Tesla had not met that burden and that there were 
qualified dealers available in the state, who could operate a 
Tesla dealership in a manner consistent with the standards 
set by the manufacturer. In fact, multi-point dealers were 
well positioned to better serve Wisconsin consumers in a 
more convenient manner, by providing more repair facilities 
throughout the state. 

Tesla has appealed that decision. Initially they had filed for 
judicial review in Outagamie County. WATDA requested a 
venue change and the court (Outagamie) found that due to 
Tesla not having any business presence in Outagamie County, 
it was appropriate to move the case to a jurisdiction where they 
have an existing business presence. Consequently, the case will 
be heard in Milwaukee County. This is an appellate process 
carried out in Circuit Court, so the court will be reviewing the 
Hearings and Appeals transcripts. All interested parties (Tesla, 
the State of Wisconsin and WATDA) submitted briefs and the 
Court will hear oral arguments (by lawyers), but there will be 
no new witnesses or evidence submitted. Oral arguments were 
heard on November 17 and we can expect a decision by the 
end of the year or early 2026.

Rivian
In October of 2024, Rivian filed for a hearing before the 
Division of Hearings and Appeals for a dealer license under 
the same exception that Tesla did. We are not really sure 
what facts are different between how Rivian wants to operate 
their stores, opposed to how Tesla intends to do the same. The 
hearing began on July 8. With testimony given over several 
days.

The hearings were conducted in person, all follow-up briefs 
have been submitted, and we will probably have a decision 
sometime in late December, early January. Once a decision is 
rendered, either party has 30 days to request a judicial review 
(same legal process as the Tesla case above). 

Volkswagen
Just a quick note on Volkswagen (VW). VW is one of the world’s 
largest automakers, with over 600 dealers in the U.S. alone. 
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In 2021, VW purchased Navistar International, acquiring the 
intellectual property rights to International Harvester and 
Scout brands.

They have made it clear that they intend to produce vehicles 
under the Scout name and separate that part of its operations 
in an attempt to sell direct, bypassing and competing with 
their dealers. They are justifying this move by stating that 
Scout is a stand alone brand and because it was established 
with no dealers in place, they are free to sell direct (same as 
Tesla, Rivian and other electric start-ups). The problem with 
that theory is, the Scout brand was acquired as part of the 
Navistar International, which was purchased wholly with VW 
dollars and the Scout board of directors are all VW people. 

Honda/Sony
Honda and Sony have teamed up. At first glance you may 
think, that’s awesome, Honda is upgrading their infotainment 
system. No, they are collaborating on a new stand-alone 
vehicle, a $100,000+ sedan called Afeela. Common sense 
would dictate that Honda brought automotive engineering 
expertise and Sony is providing the technological components. 

There Will Be Lawyers
The California New Car Dealers Association (CNCDA) has 
filed separate lawsuits against both VW/Scout and Honda/
Sony for violations of the California motor vehicle franchise 
law, which prohibits manufacturers from selling vehicles in 
direct competition with their dealers. Both VW/Scout and 
Honda/Sony have been advertising and accepting deposits 
for their vehicles, which CNCDA claim is an act of “selling” 
under California law. They are not the only states that have 
indicated they intend to sue over the manufacturer’s attempt 
at form over substance to avoid distributing vehicles through 
the franchise system. 

Franchise System 
The motor vehicle franchise system was established in 1898, 
when General Motors appointed William E. Metzger as a 
dealer. GM established the franchise system to solve its 
distribution challenges by using independent dealers to sell 
and service cars throughout the country. This allowed GM to 
grow rapidly without the massive capital investment required 
to build and operate its own nationwide network of stores, 
and it shifted the financial risk of running dealerships to local 
entrepreneurs. Over the century franchise laws have evolved to 
accommodate the industry. 

Motor vehicle franchise laws have been established in every 
state and really are the gold standard of regulatory apparatus. 
Motor vehicle franchise laws are a three-legged stool. They 
regulate the relationships between manufacturers and dealers, 
dealers and consumers and manufacturers and consumers. 
With consumer interests being carried out by state agency 
enforcement. 

Franchise laws were originally established by dealer associations 
to protect the dealer’s financial investment. They ensured that 
dealers could compete with other similarly franchised dealers 
on a level playing field, by establishing sales territories and 
laws ensuring fair distribution of product and pricing. Further, 
the law establishes a property right in the franchise license 
and preserving the dealer’s right to sell their business. In fact, 
it was a common business model for dealers that selling their 
dealership became their retirement fund. 

Over the years, as the types of vehicles available changed, 
franchise laws evolved addressing more dealer operations 
issues, ensuring some sort of business autonomy and fair 
compensation for fulfilling customer obligations on behalf of 
the manufacturer. They address how many times and for what 
reasons a dealer should have to remodel or invest in their 
facility, what products and supplies the dealer buys (operating 
software or other aftermarket products), and what information 
the dealer must share with their manufacturer, to name a few.

Congressman Mike Kelly, a dealer from the Pittsburg, PA area, 
stated in a speech at the NADA Washington Conference that 
the motor vehicle dealer business is the only one he could think 
of where a business owner had to share all of their financials 
with their supplier. The manufacturers have used that luxury 
to encroach on the dealer’s revenue streams. They saw dealers 
and banks making money on floor planning and vehicle 
loans, so they establish captives and strong-armed dealers into 
floor planning, securing loans for customers. They saw dealers 
making money selling finance and insurance products, so they 
got into the F&I product business and once again pushing 
dealers in their direction.

While dealers have always had a responsibility to perform 
warranty repairs on behalf of the manufacturer. They were at 
the mercy of the manufacturers who had unilateral authority 
to set compensation rates. Manufacturers have zero incentive 
to spend any money on any post-sale expenses. Therefore, 
the compensation offered by the manufacturers for warranty 
repairs have not kept up with market rates. Therefore, most 
states have established warranty reimbursement formulas that 
fairly compensate dealers for their warranty repair activities. 

Over the past 5 years or so, electric vehicles have made some 
inroads with consumers. At first Tesla was the only game in 
town, now practically every manufacturer makes at least one 
EV model and dealers are now outselling EV manufacturers 
who sell direct (Tesla, Rivian, Lucid, etc.). The EV companies, 
who are fighting dealer associations across the country in their 
attempt to own and operate dealerships, are seeking to operate 
their retail operations exactly like the franchise dealers do. The 
only thing they don’t want is dealers and it is our belief that 
a three-legged stool is sturdier, more reliable and better for 
Wisconsin consumers, than a two-legged stool. •
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BOARDMANCLARK.COM  |   608.257.9521

Versatility and experience 
at every turn.

The road to success is smoother when you’ve traveled it before. For over 40 years, 

we have worked side by side with Wisconsin dealerships to navigate their legal landscape. We 

understand the issues dealerships face and are equipped to handle them with a skilled team 

and decades of experience. Together, we can chart the best path forward.

M E E T  O U R  D E A L E R S H I P  T E A M

SARAH ZYLSTRA
Franchise Litigation

JOHN STARKWEATHER
Buy/Sell Agreements; 

Real Estate

MIKE WIEBER
Business Transition Planning;

Executive & Equity 
Compensation;

Employee Benefits

PATRICK BREEN
Franchise Litigation; 
Consumer Disputes;

Buy/Sell Agreements;
Employment Issues

PAT NEUMAN
Buy/Sell Agreements; 

Corporate Issues

JEFF STORCH
Buy/Sell Agreements; 

Corporate Issues

STORM LARSON
Employment Issues

Proud supporter of the WATDA Foundation.
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Community Support Driving the Future
Events of this scale would not be possible without the 
generosity and commitment of sponsors and volunteers. This 
year, 13 dealerships, technical colleges, and supporting 
organizations came together to make the showcase a success. 
Each booth offered a unique perspective—discussions on life 
after high school, pathways to achieving career goals, insights 
into dealership roles, and even hands-on activities that let 
students experience the industry firsthand.

The Foundation of WATDA extends heartfelt gratitude 
to all sponsors and partners who helped make this 
event a success:

Lynch Family of Dealerships • LDV, Custom 
Specialty Vehicles • Caliber Collision Repair  

Kunes Auto & RV Group • Kriete Truck Center 
Russ Darrow • Schlossmann Subaru City 

Rosen Automotive • AAA • Truck Country 
JX Enterprise • House of Harley • Boucher 

Van Horn • Snap-on • U.S. Army • WCTC • MATC 
Wisconsin Collision Repair Professionals

Adding Two Wheels to the Mix:  
A Crowd Favorite
While cars and trucks often take center stage, this year’s 
showcase also shined a spotlight on the motorcycle 
industry—a vital and exhilarating part of the transportation 
world. Students had the chance to explore how motorcycles 
combine engineering precision with performance artistry, 
and how careers in motorcycle service, customization, and 
performance tuning are growing rapidly.

With support from House of Harley, attendees learned 
firsthand what it means to work in a high-energy, community-
driven sector that celebrates both craftsmanship and passion. 
The inclusion of motorcycles helped broaden the event’s 
message: transportation is not one-size-fits-all—it’s a field 
where innovation and individuality thrive on four wheels, two 
wheels, and beyond.

How do you spark curiosity and 
excitement in young people about 

a career in the transportation industry? 
For The WATDA Foundation, the answer 
lies in experience. Over the years, the 
Foundation has hosted a series of engaging 
and interactive career showcases designed 
not just to inform—but to inspire. These 

events highlight the wide range of possibilities within the 
transportation field, opening students’ eyes to the dynamic, 
ever-evolving world that keeps our communities moving.

A Day of Discovery and Inspiration
This year’s 2025 Transportation Career Showcase took 
place at Nathan Hale High School, hosted by dedicated 
Automotive instructor Jack Hart. Students from across the 
region, representing eleven schools and totaling roughly 
1,000 attendees, arrived eager to explore what the industry 
has to offer. Some traveled from neighboring communities, 
others from much farther away—all united by curiosity and a 
desire to learn.

Throughout the day, students rotated through interactive 
booths, demonstrations, and conversations with professionals 
who live and breathe transportation careers. From automotive 
service to collision repair, from heavy-duty diesel work to 
specialty vehicle customization and Harley Davidson 
motorcycles, the event offered something for everyone.

INSPIRING THE NEXT GENERATION:  
The WATDA Foundation 2025 Transportation Career Showcase

BY EMMA SINGER
O F  T H E  W I S C O N S I N  A U TO M O B I L E  &  T R U C K  D E A L E R S  A S S O C I AT I O N

The

O F  T H E  W I S C O N S I N  A U TO M O B I L E  &  T R U C K  D E A L E R S  A S S O C I AT I O N

The

O F  T H E  W I S C O N S I N  A U TO M O B I L E  &  T R U C K  D E A L E R S  A S S O C I AT I O N

The
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A Story of Success and Full Circle Moments
A highlight of the day came from Soerens Ford, which 
provided a powerful example of success in action. One of 
their technicians, Jose volunteered to attend at the WATDA 
Foundation booth and shared a story many could relate to— 
a path that didn’t originally start in the automotive field but 
took a pivotal turn when he took his first automotive class. 
Once deciding to go back to school, Jose was awarded a 2023 
WATDA Foundation Scholarship. After completing the MATC 
Milwaukee Ford ASSET Program and working at Soerens 
Ford of Brookfield, Jose graciously returned to inspire the next 
generation. His story offered students a real-world look at 
balancing education and work, the impact of scholarships, 
and the rewarding career path of an automotive technician.

Looking Ahead:  
Opportunities for Tomorrow’s Technicians
Throughout the event, the Foundation took the opportunity 
to highlight the 2026 WATDA Scholarship Application, 
encouraging students considering a technical college education 
to apply. The scholarships are directed toward those pursuing 
careers as diesel, automotive, or collision repair technicians, 
continuing the Foundation’s mission to support and strengthen 
Wisconsin’s transportation workforce.

Driving Passion, Building Futures
The 2025 Transportation Career Showcase wasn’t just an 
event—it was a glimpse into the future of transportation. 
Through the collaboration of educators, industry professionals, 
and sponsors, hundreds of students left with new inspiration, 
resources, and a clearer vision of the possibilities ahead.
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O F  T H E  W I S C O N S I N  A U TO M O B I L E  &  T R U C K  D E A L E R S  A S S O C I AT I O N

The

O F  T H E  W I S C O N S I N  A U TO M O B I L E  &  T R U C K  D E A L E R S  A S S O C I AT I O N

The

O F  T H E  W I S C O N S I N  A U TO M O B I L E  &  T R U C K  D E A L E R S  A S S O C I AT I O N

The

3rd Quarter Donors
July thru September 2025

AAA - The Auto Club Group

Badger Chevrolet

Bell Ford

BMO Harris Bank N.A.

Boucher Automotive Group

Brad Schlossmann

Brent Kindred

Brickners Park City, Inc.

Burany Family Trust

Burtness Automotive

Cernohous Chevrolet, Inc.

Conant Automotive

Dahl Family Foundation

DeBauche Truck & Diesel, Inc.

Department of Public Instruction

Don Johnson Motors

Dorsch Ford Lincoln Kia

Emil Ewald Family Foundation

Ewald Automotive Group

Fillback Ford, Inc.

First Technologies, Inc.

Forest County Potawatomi Foundation

Gary Williams

Gateway Technical College

Goben Cars

Goodheart-Willcox Publisher

Griffin Ford, Inc.

Gross Motors, Inc.

Hall Imports, Inc.

Holz Motors, Inc.

Homan Auto Sales, Inc.

Jerome & Dorothy Holz Family Foundation

Jerry's Automotive Service, LLC

John Amato Hyundai

JX Peterbilt-Madison

Kari Toyota, Inc.

Klein Chevrolet

Kocourek Family Foundation

Koehne Chevrolet GMC, Inc.

Kolosso Chrysler Jeep Dodge

Kriete Truck Center

Kunes Family Foundation

Lakeside Intl Trucks, Inc.

LDV, Inc.

Lynch Chevrolet Buick GMC

Manheim Milwaukee Auto Auction

Martins Garage, Inc.

Medford Motors, Inc.

Mike Juneau's Brookfield Buick, Inc.

Mike Shannon's Holiday Automotive

Miller Motor Sales, Inc.

Mukwonago Area School District

NADA Foundation

Newman Chevrolet, Inc.

Parsons Of Antigo

Pischke Motors, Inc.

Plach Automotive, Inc.

PPG Refinishing

Rapids Ford, LLC

Robert A. Clapper

Rosen Nissan Kia

Russ Darrow Group

Sleepy Hollow, Inc.

Smart Motors

Soerens Ford, Inc.

Stumpf Motor Co, Inc.

Subaru City of Milwaukee, Inc.

Symdon Motors, Inc.

Truck Country Of Wisconsin, Inc.

Van Horn Automotive Group

Vance Designated Pass-through Fund

WATEA

Wheelers Automotive

Wisconsin Collision Repair Professionals

Wisconsin Kenworth

Zimbrick, Inc.
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FIELDS OF STUDY
You are going into a scholarship eligible career and 
employed at a Ford dealer (we can help with finding 
you a job)

Apply on-line

Scholarship window November 10th-January 30th 
(no extensions are given)

Award announcements are July – September FOR MORE INFORMATION
SCAN OR VISIT

www.watda .org/ford-scholarsh ip.html

The Foundation is committed to getting more technicians into the industry.  
Since 1991, over 2,400 scholarships have been awarded.  

If  you are interested in a technician career, consider applying.

All applicants must have two or more semesters of  
college left to be eligible for a scholarship.

Automotive Collision Repair

Award amount is up to 
$2,500 per semester, 
up to four semesters 

(potentially up to 
$10,000)

Snap-on tool awards 
have a retail value of 

$5,500

Potential placement 
with Ford dealer for 
on-the-job training

ABOUT THE SCHOLARSHIP

2026
SCHOLARSHIP

PROGRAM 

APPLICATION PROCESS

DEADLINE TO APPLY IS JANUARY 30, 2026
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ABOUT THE 
SCHOLARSHIP

Minimum award is $750 per semester, up to four 
semesters

Snap-on tool sets have a retail value of  $5,050

Placement with sponsoring dealers for on-the-job 
training

FIELDS OF
STUDY

Automotive

Collision Repair

Diesel

Motorcycle

APPLICATION
PROCESS

 You are going into a scholarship eligible career

Apply on-line

Scholarship window November 10th-January 30th 
(no extensions are given)

Award announcements are May – September

SCHOLARSHIP  
PROGRAM 

2026

For More Details:
608.251.4631

Website:
www.watda/foundation.org

FOR MORE INFORMATION
SCAN OR VISIT
www.watda/foundat ion.org

The Foundation is committed to getting more 
technicians into the industry.  Since 1991, over 
2,500 scholarships have been awarded.  If  you 
are interested in a technician career, consider 
applying.

* Agr icu l tura l ,  heavy equipment  and FABCO prog rams are  not  e l ig ib le  *
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Introduction:  
Incentives Drive Performance

Across the retail automotive industry, 
one truth is consistent: people perform 

to the level they’re incentivized. From sales 
consultants earning commissions to service 
managers rewarded for departmental 

gross, performance-based pay structures are the standard for 
driving results.

Should the same logic apply when selecting vendors and 
partners? Just as a flat salary might dampen motivation in 
a sales team, a flat-fee arrangement with a vendor can limit 
results. Every dealership operates differently, but it’s worth 
asking whether your partners are as motivated by your success 
as your own team is.

As dealership margins tighten and fixed operations become 
increasingly vital to profitability, especially in areas like retail 
warranty reimbursement, the vendor compensation model you 
choose can have a real impact on results. Flat fees may offer 
predictability, but performance-based partnerships can align 
outcomes with effort — rewarding both parties only when 
measurable success is achieved.

The Flat-Fee Trap:  
Predictable Costs, Unpredictable Outcomes

Flat-fee vendors often promote simplicity — a fixed cost or 
monthly rate, with the promise of cost control and minimal 
financial risk. At first glance, that can sound appealing. 
However, dealership experiences have shown that predictable 
costs can sometimes lead to unpredictable outcomes.

Flat-fee models naturally limit the incentive to go above and 
beyond. Every extra hour spent optimizing data, reviewing 
repair orders, or tailoring submissions eats into the vendor’s 
margin. As a result, the process can become transactional — 
with minimal effort expended once the basic requirements are 
met.

When that happens, dealerships may see modest results that 
leave significant revenue potential untapped. In these cases, 
the ‘savings’ on vendor fees can be far outweighed by the lost 
opportunity of a higher reimbursement rate.

The Power of Performance Based Vendor Partners
BY JOE JANKOWSKI,  MANAGING MEMBER, ARMATUS DEALER UPLIFT

The Performance-Based Advantage:  
Aligned Incentives Create Better Results

Performance-based vendors operate on a different principle 
— they succeed only when you do. This model fosters aligned 
incentives and encourages deeper investment in analytics, 
process rigor, and strategic advocacy.

These vendors typically:
• �Use advanced data analysis and proprietary tools to 

maximize reimbursement outcomes
• �Provide complete support from submission through 

approval and rebuttal
• Maintain strong data compliance and security protocols
• �Invest time and expertise into every submission because 

their compensation depends on performance

When the vendor’s reward is directly linked to measurable 
dealer outcomes, their goals are naturally aligned with yours. 
This creates a win-win relationship that prioritizes quality, 
speed, and long-term profitability over quick transactions.

The Rebuttal Challenge:  
When Pushback Happens

Manufacturers are increasingly scrutinizing dealer submissions, 
often citing state law nuances or requesting additional 
documentation that can slow approvals. The difference 
between an average and a top-performing vendor often shows 
up here — in how they respond to pushback.

Performance-based partners are generally more motivated to 
pursue rebuttals thoroughly and accurately.  Because their 
compensation depends on approval, they have every reason 
to defend submissions with detailed documentation, legal 
precision, and persistence. Flat-fee vendors, by contrast, may 
view rebuttals as additional effort without additional pay — 
and therefore deprioritize them.

The Hidden Cost of Flat Fees

A flat-fee vendor may appear less expensive upfront, but 
that model can mask the real cost — the opportunity cost of 
unrealized gains. Even small differences in reimbursement 
rates can compound to tens of thousands in lost annual gross 
profit.
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ON AVERAGE, WI DEALERS ADD

$63,048
IN PARTS UPLIFT ANNUALLY

ARMATUS HAS COMPLETED OVER

20,000+
SUBMISSIONS NATIONWIDE

ON AVERAGE, WI DEALERS ADD

$108,972
IN LABOR UPLIFT ANNUALLY

ARMATUS WORKS WITH

79%
OF WISCONSIN DEALERS

OUR COMMITMENT TO OUR CLIENTS:
 Ù You Won’t Lift a Finger: Armatus does all the work for you.
 Ù Fully Contingent Fee: You only pay when you are approved.
 Ù Speed and Accuracy: No one completes a submission faster.
 Ù Optimization: Proprietary software guarantees you the best result.

(888) 477-2228 | info@dealeruplift.com 
WWW.DEALERUPLIFT.COM

If you have already completed a submission 
in-house or with another vendor, you may 
still have significant opportunities to gain 
more. If we can’t improve your results, you 
owe us nothing. Between our scientifically 
proven optimal results, and our speed of 
processing, we will literally pay our own 
fee. Reach out today for a no-obligation 
evaluation of your parts and labor rates.

ENDORSED BY

Wisconsin Automobile & Truck Dealers Association

WATDA

WATDA-HP-Ad_25.indd   1WATDA-HP-Ad_25.indd   1 12/2/25   1:58 PM12/2/25   1:58 PM

The question isn’t only ‘What does it cost?’ but rather, ‘What 
might it be costing us not to get the best possible result?’

Conclusion:  
Choose Partners, Not Just Providers

Vendor relationships should go beyond transactions. The best 
partnerships are built on mutual success — where incentives 
align, expertise is proven, and outcomes speak for themselves.

Flat-fee arrangements prioritize predictability. Performance-
based partnerships prioritize performance. Both have their 
place, but for dealerships looking to maximize profitability and 
accountability, aligning incentives can be the most powerful 
driver of results.

To learn more about Armatus visit www.DealerUplift.com or call  
(888) 477-2228.

Member Resources Reminder
We encourage all WATDA members to visit our 
website at watda.org for the latest updates and 
organizational information.

�Don’t forget to access the Member Login 
to enter our Learning Management System 
(LMS), where you’ll find bulletins, training 
materials, and other exclusive member 
resources designed to support you and  
your dealership.

��Stay tuned for our upcoming 2026 
calendar of seminars—an exciting lineup 
of events to help you stay informed, 
connected, and ahead in the industry.

Stay connected and take full advantage  
of everything your membership offers!
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The retail automobile industry is 
perpetually evolving, and recent years 

have been particularly dynamic. The 
industry has faced challenges such as 
the uncertainty of COVID-19, microchip 
shortages, and fluctuating interest rates, 
all amidst the rise of AI discussions. These 
unprecedented events have significantly 

impacted the industry. 

A recent challenge that has resurfaced is the compression of 
gross profit on automobile sales. This is not the first, nor will it 
be the last, time we encounter profit reductions. Several factors 
contribute to this trend: replenished inventory levels offering 
customers more choices, fluctuating interest rates, and new 
tariffs whose impacts are still being assessed. Additionally, 
overall consumer sentiment in the market plays a significant 
role.

Given these set of circumstances, the profitability of the 
finance department is crucial. Increased finance production 
significantly impacts the overall health of the retail automotive 
dealership. Consider this: is it easier to improve finance 
production by a few hundred dollars per transaction or to 
increase unit sales by 15% – 20%? Increasing unit sales 
requires more resources and additional expenses. In contrast, 
enhancing the finance program’s value proposition by just $5 
per transaction can yield substantial income. For instance, a 
$5 increase per transaction over an average term of 60 months 
generates an additional $300 in revenue per automobile sold.

Although the impact this increased production can be a 
lifeline for a a dealership that is struggling with profitability, 
when evaluating the profit generated by the F&I department 
it is essential to adopt the correct perspective. The finance 
department should prioritize customer satisfaction and 
high-retention products that encourage repeat visits to the 
dealership’s service department. The more frequently a 
consumer returns to the dealership after purchasing a vehicle, 
and the better the dealership does of addressing their concerns, 
the higher the likelihood of the customer returning for future 
purchases. Repeat and referral customers are crucial for the 
survival of dealerships during challenging market conditions, 
such as the Great Recession. These dealerships thrived due to a 
loyal customer base that consistently chose their services over 
competitors.

While the profit generated by the finance department is vital 
for the financial statement, it is even more critical for the 
long-term stability of the dealership. Profit is not the primary 
goal; rather, it reflects the effectiveness of the dealership’s 
processes and the execution by team members. When the 
team collaborates to enhance the value of products sold in the 
finance department, we achieve greater success in selling those 
products. Consequently, the better the consumer experience, 
the more likely they are to return to the dealership for future 
purchases.

For more information on how Ethos Group can help your dealership 
develop more leaders in your F&I office, sales management tower, 
and your sales floor in 2025, please contact Ronnie Coleman:
rcoleman@ethosgroup.com • 319-270-0350

The Importance of Maximizing the F&I Dollar in a  
Market Where Front Gross is Compressed

BY JACOB NEWMAN, ETHOS GROUP

Dear Members,

We know you’re making a difference in your communities through various 
events and activities. We’d love to spotlight these accomplishments and 
inspire others with your stories.

Please email your stories, along with any photos or videos, to 
mmarkanich@watda.org. Include your dealership name, location, a 
description of the event or activity, its impact, and any special highlights.

We look forward to celebrating your contributions!

Best regards,

Megan Markanich 
WATDA Communications Director
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The passage of the One Big Beautiful Bill Act (OB3) in 
July 2025 marked a significant turning point for U.S. 

tax policy, particularly for dealerships and other closely 
businesses. Designed as a taxpayer and business-friendly 
measure, OB3 extended several provisions from the Tax Cuts 
and Jobs Act (TCJA) while introducing new rules that reshape 
planning strategies for businesses, individuals and estates. For 
dealerships, the implications are particularly notable in areas 
such as interest expense deductions, bonus depreciation and 
qualified business income.

Business tax provisions
Business interest expense
One of the most impactful changes for dealerships involves 
Section 163(j), the limitation on business interest expense. 
Under TCJA, deductions were capped at 30% of adjusted taxable 
income (ATI). Initially, ATI was calculated as EBITDA (earnings 
before interest, taxes, depreciation and amortization), but later 
revisions excluded depreciation and amortization, shifting the 
measure to EBIT.

This adjustment created challenges for dealerships, which often 
carry substantial interest expenses tied to floor plan financing 
and acquisition loans. While a floor plan exception allowed 
unlimited deductions, it came at the cost of forfeiting bonus 
depreciation. OB3 permanently restores ATI to an EBITDA-
based calculation, enabling many dealerships to deduct 
interest without relying on the carve-out and reclaiming access 
to bonus depreciation.

Bonus depreciation
Bonus depreciation has long been a cornerstone of dealership 
tax planning. TCJA initially allowed 100% expensing of 
qualified property, but this was scheduled to phase down to 
zero by 2027. OB3 reverses that trajectory, reinstating 100% 
bonus depreciation permanently.

Eligible property includes tangible assets wit ha class life of 
less than 20 years, such as lifts, service equipment, computers, 
office furniture and qualified improvement property (non-
structural interior improvements). However, timing matters: 
assets acquired and placed in service after January 20, 2025, 
qualify for the full 100% deduction, while those acquired 
earlier remain subject to the prior 40% rule.

Section 179 expensing
Although overshadowed by bonus depreciation, Section 179 
remains relevant. It allows immediate expensing of certain 
assets that bonus depreciation does not cover, such as rooftops 
or exterior HVAC units. This distinction provides dealerships 
with flexibility when planning capital improvements.

Qualified Business Income deduction
Section 199A, the qualified business income (QBI) deduction, 
was scheduled to sunset at the end of 2025. OB3 makes the 
provision permanent, ensuring that pass-through entities such 
as partnerships and S corporations continue to benefit. This 
deduction effectively lowers the top marginal rate on business 
income from 37% to 29.6%, preserving parity with the reduced 
corporate tax rate.

Individual tax provisions
Rate structure
OB3 permanently sets the top marginal individual tax rate 
at 37%, avoiding the scheduled increase to 39.6%. Across 
the brackets, rates are slightly reduced compared to pre-TCJA 
levels, offering modest relief to taxpayers.

Itemized deductions
A new limitation caps the benefit of itemized deductions at 
35%, even for taxpayers in the 37% bracket. This change 
reduces the value of deductions for high-income individuals 
and may encourage acceleration of deductible expenses into 
2025.

Charitable contributions face an additional restriction 
beginning in 2026: a floor of 0.5% of adjusted gross income. 
While caps remain generous (60% of AGI for cash contributions), 
the floor limits the amount deductible in a single year. Donor-
advised funds (DAFs) may become a popular vehicle for 
taxpayers seeking to maximize deductions before the new rules 
take effect.

SALT deduction
The state and local tax (SALT) deduction cap, long a contentious 
issue, was temporarily raised from $10,000 to $40,000 for tax 
years 2025-2029. However, the benefit phases out for taxpayers 
with taxable income between $500,000 and $600,000, creating 
a “danger zone” where effective marginal rates can spike to 
45%. Pass-through entity tax elections remain a valuable 

How the One Big Beautiful Bill Impacts 
Dealerships’ Taxes in 2025 and Beyond
BY MIKE MADER, PRINCIPAL AT BAKER TILLY AND DAN GILLEN, PRINCIPAL AT BAKER TILLY
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Our strong 
commitment to 
serving dealerships —
We help you navigate the 
business landscape and map 
out strategies that sustain 
business continuity and 
accelerate profitability.

Connect with us 
Mike Mader, Partner 
+1 (920) 739 3329
michael.mader@bakertilly.com 

bakertilly.com/dealerships

© 2023 Baker Tilly US, LLP 

workaround, allowing businesses to deduct state taxes at the 
entity level and bypass the cap.

Energy credits
Several energy-related credits are expiring. Residential energy 
credits under Sections 25C and 25D, covering improvements 
such as solar panels and geothermal systems, sunset after 
December 31, 2025. Taxpayers planning such projects must 
ensure completion and placement in service before year-end 
to qualify.

Estate tax provisions
OB3 permanently increases the lifetime gift and estate tax 
exemption to $15 million beginning in 2026, indexed for 
inflation. While this alleviates immediate pressure to complete 
estate transfers before year-end, proactive planning remains 
essential. Assets appreciating faster than inflation can erode 
the benefit of the exemption over time, making early transfers 
advantageous.

OB3 delivers a mix of favorable provisions and new limitations, 
reshaping the tax landscape for dealerships and their owners. 
While the permanence of certain measure provides welcome 
certainty, the nuances of timing, eligibility and interaction 
with state laws demand careful planning. Dealerships and 
individuals alike should work closely with advisors to ensure 
they capitalize on opportunities while mitigating risks in this 
evolving environment. •

Scan the QR code to read about Baker Tilly's 
merger with Moss Adams: 
Baker Tilly and Moss Adams – More than a merger. A multiplier.
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Does your dealership ask new salespeople to reach out to 
friends and family by phone or text message to build 

their client base? Do your salespeople call previous customers 
to ask if they may want to upgrade to a new model year? Does 
the dealership ask the service writers in the repair shop to call 
previous customers with maintenance reminders? If you said 
“yes” to any of these questions, your dealership likely needs 
to be registered as a telephone solicitor in Wisconsin. You will 
want to read on to learn more.

Like many auto dealers, your business may rely on 
telemarketing to spread the word about new inventory, 
sales, and promotions. If you make phone calls or send text 
messages to solicit business from Wisconsin consumers, be 
sure to stay compliant with Wisconsin law by making sure 
you are properly registered and fulfilling your obligations as a 
telephone solicitor.

Telephone solicitors are required to register every year with the 
Wisconsin Department of Agriculture, Trade and Consumer 
Protection (DATCP). Registering is simple: businesses can start 
by visiting TelemarketerRegistration.wi.gov, which contains 
details on registration, frequently asked questions, and other 
helpful resources. From there, they can submit an online 
application or mail a printed form to DATCP to register for the 
first time or renew their registration. The registration year ends 
every November 30th and the new one begins December 1st, 
so auto dealers who make telephone solicitations should be 
sure to register or renew soon if they have not already done so.

Remember, as a telephone solicitor, your representatives and 
salespeople can only call or text a Wisconsin consumer’s 
personal telephone number between the hours of 8:00 a.m. 
and 9:00 p.m. Central Time to sell products or services. And 
when doing so, be sure to disclose upfront the name of the 
person and business making the sales call, and what product 
or service is being sold. Dealers that engage in telephone 
solicitations must also regularly scrub their contact lists and 
remove phone numbers that have been added to the Wisconsin 
Do Not Call Registry (Registry). Numbers on the Registry 
cannot be called or texted to solicit business in most cases, but 
if a consumer is a current client or they have previously given 
express permission to be contacted by your business, you can 
contact them even if their phone number is on the Wisconsin 
Do Not Call Registry. 

Federal and State law differ on who qualifies as a current client. 
Under Wisconsin law, a “current client” is not simply someone 
who has recently purchased something from your business. In 
order for you to legally contact a consumer on the Wisconsin 
Do Not Call Registry, one of these criteria must be met: 

• �Your business has written evidence that the consumer 
affirmatively requested a call to discuss purchasing 
products or services. 

• �The consumer is a former client whose contract has 
lapsed and you’re making one call to determine 
whether the lapse was a mistake. 

• �The consumer has a current agreement to receive 
products or services of the type promoted by the call. 

If any of these three criteria are met, the consumer can be 
solicited by telephone or text even if their number appears on 
the Wisconsin Do Not Call Registry. All dealers are strongly 
encouraged to keep documentation of a consumer’s request to 
be contacted. 

Have more questions about the Wisconsin Telephone Solicitor 
Registration program? Contact DATCP at (608) 224-4999 or 
DATCPWiNoCall@wisconsin.gov, Monday through Friday from 
7:45 a.m. to 4:30 p.m. with the exception of state holidays. •

Registering as a Telephone Solicitor
W H AT  YO U  N E E D  TO  K N O W  TO  S TAY  C O M P L I A N T

BY THE WISCONSIN DEPARTMENT OF AGRICULTURE, TRADE,  
AND CONSUMER PROTECTION

21	 DEALER POINT » FALL 2025 » www.watda.org



22	 DEALER POINT » FALL 2025 » www.watda.org

9%8%
7% 6%4%

25%

20%

15%

10%

5%

0%

-5%
Jun
'25

Jul
'25

Nov
'24

Sep
'24

Aug
‘24

Oct
'24

Dec
'24

Jan
'25

Mar
'25

Feb
'25

Apr
'25

May
'25

6%

12%

4%
2%

-2%

14% 14%

 

3 Month % Change –  
and view annual trend.
Compares most recent 90 days vs. 
same 90-day period from last year.

YTD Registrations
by Vehicle Type.

©2025 Reg-Trak, Inc. | (877) 335-2525 | scott@reg-trak.com

Tesla
General Motors

Ford

Chrysler

Other Domestic

Volkswagen

Mercedes

BMW

Alfa Romeo

Other European

Korean

 

 

0           10,000        20,000         30,000      40,000       50,000 

Car Truck

Nissan

Honda

Other Japanese

Toyota

New Vehicle Sales Trends

October Trend Report from Scott Quimby

Wisconsin New Vehicle Trends: October 2025
	 Previous Two Months	 Year to Date	 Year to Date Market Share
	 09/24 to 10/24	 09/25 to 10/25	 % change	 '24 YTD	 '25 YTD	 % change	 '24 YTD	 '25 YTD	 %change
Industry Total	 38,055	 37,908	 -0.4%	 174,491	 184,656	 5.8%	 100.0%	 100.0%	 0.0%

Car	 4,525	 3,817	 -15.6%	 21,819	 19,449	 -10.9%	 12.5%	 10.5%	 -2.0%
Truck	 33,530	 34,091	 1.7%	 152,672	 165,207	 8.2%	 87.5%	 89.5%	 2.0%

Japanese	 13,609	 13,658	 0.4%	 62,827	 65,228	 3.8%	 36.0%	 35.3%	 -0.7%
Toyota	 4,170	 4,722	 13.2%	 19,465	 21,037	 8.1%	 11.2%	 11.4%	 0.2%
Honda	 4,095	 4,070	 -0.6%	 19,025	 19,954	 4.9%	 10.9%	 10.8%	 -0.1%
Nissan	 1,293	 1,304	 0.9%	 6,296	 6,254	 -0.7%	 3.6%	 3.4%	 -0.2%
Other	 4,051	 3,562	 -12.1%	 18,041	 17,983	 -0.3%	 10.3%	 9.7%	 -0.6%

Domestic	 18,341	 17,940	 -2.2%	 83,919	 88,822	 5.8%	 48.1%	 48.0%	 -0.1%
General Motors	 8,971	 8,716	 -2.8%	 41,116	 44,506	 8.2%	 23.6%	 24.1%	 0.5%
Ford	 5,461	 5,301	 -2.9%	 25,507	 26,648	 4.5%	 14.6%	 14.4%	 -0.2%
Chrysler	 3,333	 3,302	 -0.9%	 14,775	 15,219	 3.0%	 8.5%	 8.2%	 -0.3%
Tesla	 539	 586	 8.7%	 2,323	 2,277	 -2.0%	 1.3%	 1.2%	 -0.1%
Other	 37	 35	 -5.4%	 198	 172	 -13.1%	 0.1%	 0.1%	 0.0%

European	 2,287	 2,224	 -2.8%	 10,736	 10,806	 0.7%	 6.1%	 5.9%	 -0.2%
Volkswagen	 1,176	 1,125	 -4.3%	 5,667	 5,370	 -5.2%	 3.2%	 2.9%	 -0.3%
BMW	 472	 466	 -1.3%	 1,908	 2,126	 11.4%	 1.1%	 1.2%	 0.1%
Mercedes	 273	 281	 2.9%	 1,316	 1,398	 6.2%	 0.8%	 0.8%	 0.0%
Alfa Romeo	 7	 6	 -14.3%	 38	 40	 5.3%	 0.0%	 0.0%	 0.0%
Other	 359	 346	 -3.6%	 1,807	 1,872	 3.6%	 1.0%	 1.0%	 0.0%

Korean	 3,818	 4,086	 7.0%	 17,009	 19,800	 16.4%	 9.7%	 10.7%	 1.0%
Other	 3,818	 4,086	 7.0%	 17,009	 19,800	 16.4%	 9.7%	 10.7%	 1.0%
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Advocating for Wisconsin’s  
Franchised Dealers
Across Wisconsin, franchised dealerships 
remain central to economic vitality and 
consumer mobility. NADA continues to 
work to ensure policymakers understand 
how their decisions affect dealers, 
customers, and communities. The following 

summarizes the major national issues affecting our industry 
this month.

Tariffs on Heavy Trucks and Parts
Summary: President Trump announced a 25% tariff on 
imported Class 3–8 trucks and key components—engines, 
transmissions, tires, and chassis—effective November 1, 2025. 
 USMCA-qualified products may see partial relief via a 3.75% 
rebate credit for U.S.-built truck value from 2025 to 2030.

Impact on Wisconsin: These tariffs create cost pressures for 
commercial buyers, agricultural operations, municipalities, 
and fleets—groups heavily represented across Wisconsin’s 
diverse economy.

NADA’s Position: NADA and ATD remain opposed and are 
pressing the Administration to reconsider the decision due to 
its negative impact on affordability and dealer viability.

Sources:
• �Reuters: https://www.reuters.com/business/autos-

transportation/trump-says-25-tariff-medium-heavy-duty-
trucks-start-nov-1-2025-10-06/

• �Automotive News: https://www.autonews.com/
manufacturing/an-trump-tariffs-heavy-trucks-0926/

California ZEV Mandate Challenge
Summary: NADA, ATD, and the Alliance for Automotive 
Innovation filed to intervene in California’s lawsuit attempting 
to reinstate the Advanced Clean Cars II and Advanced Clean 
Trucks regulations overturned under Congressional Review Act 
measures.

NADA Report
BY JOSHUA JOHNSON, WI NADA REPRESENTATIVE 
jjohnson@donjohnsonmotors.com

Importance for Wisconsin: California’s regulatory ambitions 
often influence national policy. If reinstated, these rules would 
sharply increase vehicle prices and restrict options in states like 
Wisconsin, where climate, towing needs, and infrastructure 
readiness differ sharply.

Learn more: 
• �NADA Issue Brief: https://www.nada.org/media/16735/

download?inline&utm_medium=email&utm_source=Act-
On+Software&utm_content=email&utm_term=here&utm_
campaign=NADA%20Issue%20Alert%3A%20
Legislation%20Introduced%20in%20U.S.%20House%20
to%20Revoke%20CARB%5Cu2019s%20ZEV%20Mandate

• �NADA Blog – CRA Signing: https://www.nada.org/nada/
nada-headlines/president-trump-revokes-ca-ban-gas-cars-
and-diesel-trucks-preserving-consumer

EPA’s EV Mandate
Summary: NADA and ATD support the EPA’s proposal to 
withdraw the prior administration’s greenhouse gas rules 
and replace them with more realistic, technology-neutral 
standards.

Relevance to Wisconsin: Overly aggressive EV targets can 
reduce consumer choice and lead to higher prices in truck- and 
SUV-heavy markets like Wisconsin.

Sources:
• �NADA/ATD Comments: https://www.nada.org/

media/17909/download?inline
• �CBT News: https://www.cbtnews.com/epa-proposes-

rescinding-key-climate-change-rule-challenging-auto-
emission-standards/#:~:text=Here’s%20why%20it%20
matters:,from%20environmental%20and%20legal%20
experts

• �POLITICO E&E News: https://www.eenews.net/articles/
industry-groups-praise-endangerment-rollback-but-they-
fret-about-lawsuits/

November NADA Update:
Key Wins & Fights Ahead for Wisconsin Dealers
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Catalytic Converter Anti-Theft Legislation
Summary: The bipartisan PART Act (H.R. 5221 / S. 2238) 
has been reintroduced. It would require unique identification 
numbers on catalytic converters and establish substantial 
federal penalties for theft and trafficking of these devices.

Impact on Wisconsin: Converter theft continues to plague 
dealerships and consumers throughout the state. This bill 
would bring traceability and stronger enforcement tools.

Sources:
• �Automotive News: https://www.autonews.com/retail/

an-part-act-catalytic-converter-theft-0911/
• NADA Issue Brief: https://www.nada.org/media/4794/
download?inline
• �Los Angeles Times coverage: https://www.latimes.

com/california/story/2025-05-07/a-family-run-catalytic-
converter-ring-in-sacramento-nets-38-million-mom-and-
two-sons-pleaded-guilty

“Right to Repair” Legislation (REPAIR Act)
Summary: NADA remains steadfastly opposed to the REPAIR 
Act (H.R. 1566 / S. 1379), which would impose significant new 
reporting burdens and expose dealers to penalties despite no 
meaningful evidence of restricted repair access.

Why It Matters: The bill creates an estimated annual regulatory 
burden of over $100 million, adds layers of federal rulemaking, 
and may limit dealer access to essential repair data. Major 
labor organizations, including the International Association 
of Machinists and the Illinois AFL-CIO, have joined NADA in 
opposition.

Sources:
• �NADA Issue Brief: https://www.nada.org/media/5323/

download?inline
• �DC Journal: https://dcjournal.com/automotive-right-to-

repair-isnt-going-away/

Direct Sales Threats: Sony Honda Mobility 
and Volkswagen/Scout
Sony Honda Mobility: California dealers—supported by 
NADA—filed suit asserting that Sony Honda’s Afeela direct-
sales model violates state franchise law.

Volkswagen/Scout: CNCDA also filed suit to block Volkswagen 
and Scout Motors from selling vehicles directly to consumers in 
California, echoing similar legal actions in Florida.

Wisconsin Stakes: If direct sales become normalized in large 
coastal markets, pressure will increase on Midwestern states. 
NADA continues to defend the franchise system nationwide.

Sources:
• �Automotive News (Sony Honda coverage): https://www.

autonews.com/honda/an-sony-honda-sued-california-
dealers-afeela-direct-sales-0825/

• �CBT News (VW/Scout coverage): https://www.cbtnews.
com/ca-dealers-sue-vw-and-scout-motors-to-block-direct-
sales-model-seeks-35m-in-penalties/

• �Oliver Wyman Study: https://www.oliverwyman.com/
our-expertise/insights/2024/sep/why-us-auto-dealerships-
remain-cost-effective-choice.html

NADA PAC Presidents Club: Strengthening 
Wisconsin’s Voice in Washington
Wisconsin dealers have long served as influential voices in 
state and national policy. The NADA PAC Presidents Club 
ensures that dealers remain represented where decisions 
affecting our industry are made.

Why Participation Matters: National policy conversations 
increasingly focus on EV mandates, direct-sales models, tariffs, 
and regulatory burdens. The Presidents Club ensures dealers 
have meaningful influence in those discussions.

Membership Structure:
• Initial Contribution: $5,000
• Annual Continuation: $2,500
• �Benefits: Exclusive briefings, early policy updates, and 

access to national leaders

Learn More / Join:
• NADA PAC: https://www.nada.org/nadapac 
• Email: nadapac@nada.org 
• Phone: (202) 627-6755

Closing Statement
Thank you for everything you do for your teams, your 
customers, and the communities you serve. We are strongest 
when we move forward together—and NADA is committed 
to ensuring that Wisconsin dealers always have a seat at the 
table.

Keep moving forward,

Josh Johnson 
NADA Director – Wisconsin
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THE KELLER

At Keller, we don’t just build buildings; we build lasting partnerships that move your business forward.

As an employee-owned company built on integrity, we go beyond design and construction.  Our
dedicated team of 
On-Staff Architects, Interior Designers, Project Managers, and 180+ Field Personnel will stand with you
every step of the way, guiding you through our unique and proven Design-Build Process.  By doing
what’s right - rather than what’s easy - together we will create a space that helps retain talent, attract
clients, and drive business growth.

Experience the difference that is Keller.

EXPERIENCE

DIFFERENCE www.kellerbuilds.com

Meet John Strange—our road-warrior 
sales rep from WATDASI Forms & 

Products and unofficial king of the dad 
joke. Whether he’s visiting customers or 
cruising between appointments, John will 
always have a joke ready to brighten your 
day. Here are a couple of his favorites this 
month…

Have a question about forms & products, need to place a 
custom order, or want to send John a joke back? 

📧 jstrange@watda.org

Q: Why can’t you tell a secret to a taco? 
A: Because they tend to spill the beans

John: I’m reading a book about gravity…
I can’t seem to put it down.



26	 DEALER POINT » FALL 2025 » www.watda.org

“It was an exciting day for our team, and this truck will make 
a huge difference in how we serve our community and support 
Habitat’s mission,” said Grant Buenger, CEO of Habitat 
for Humanity of Racine & Kenosha Counties. “A heartfelt 
thank-you to Mary Lynch, Patrick Lynch, and the entire Lynch 
team for your generosity, support, and partnership.”

The Lynch Family of Dealerships is proud to partner with 
organizations like Habitat for Humanity that share their 
commitment to building stronger, more connected communities.

“Together, we’re helping Racine & Kenosha Counties build 
homes, communities, and hope. One truckload, one project, 
and one family at a time.”

u �Suburban Motors Harley-Davidson Marked 
50 Years of Service

Suburban Motors Harley-Davidson celebrated an extraordinary 
milestone—50 years as a Harley-Davidson dealership. In 
recognition of the occasion, the dealership received a signed 
letter of gratitude from the President of Harley-Davidson, 
honoring its decades of dedication and continuous service.

The Suburban Motors story began in the 1960s, when Wayne 
and Joan Houpt opened the business as a car dealership. 

u �Lynch Family of Dealerships Donates Pick-
Up Truck to Support Habitat for Humanity 
of Racine & Kenosha Counties

Burlington, WI — October 30, 2025

The Lynch Family of Dealerships is proud to announce the 
donation of a new pick-up truck to Habitat for Humanity 

of Racine & Kenosha Counties. The vehicle will play a vital role 
in helping Habitat’s ReStore team collect donations, support 
local build projects, and continue its mission of building 
homes, communities, and hope across Racine and Kenosha 
Counties.

“At Lynch, we believe in doing more than just selling vehicles 
— we believe in driving change,” said Patrick Lynch, Owner 
of Lynch Family of Dealerships. “Habitat for Humanity’s 
work directly impacts families right here in our community, 
and we’re honored to help them reach even more people 
through this donation.”

The new truck will make it easier for Habitat’s ReStore to pick 
up donated furniture, appliances, and building materials. 
Every donation and sale directly supports Habitat’s efforts to 
provide affordable housing and repair homes for families in 
need.

CenterStage
AWARDS, HONORS, MILESTONES

Pictured from left to right: Tyson Fettes - Marketing Director Lynch Family of Dealerships, Elena Chavez - Interim ReStore Manager Habitat for Humanity 

of Racine & Kenosha Counties, Sydney Welter - ReStore Manager Habitat for Humanity of Racine & Kenosha Counties, John Kirchner - Volunteer Driver 

Habitat for Humanity of Racine & Kenosha Counties, Mary Lynch - Dealer Principal, Lynch Family of Dealerships, Patrick Lynch - Dealer Principal, Lynch 

Family of Dealerships, Grant Buenger - CEO Habitat for Humanity of Racine & Kenosha Counties, Jeff Auger - General Manager, Lynch Chevrolet of 

Kenosha, and Rex Hamilton- Director of Development & Communications Habitat for Humanity of Racine & Kenosha Counties.
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In 1975, they added the Harley-Davidson line, laying the 
foundation for what grew into a trusted, family-centered 
destination for riders across generations.

President and Owner Joan Houpt and General Manager 
Todd Berlin continued to carry forward the Houpts’ vision. 
Throughout the many changes over the years, Suburban 
Motors remained committed to its family values, consistent 
service, and the community spirit that connected three to four 
generations of riders.

From its humble beginnings in a small shack serving AMF/
H-D riders in Grafton to becoming a dealership recognized 
around the world, Suburban Motors’ journey reflected passion, 
perseverance, and dedication.

As the team celebrated its 50th anniversary, they expressed 
deep gratitude to the customers and supporters who shaped 
their story.

Here’s to 50 years of riding free—and riding together.

u �Holiday Automotive Named a Top 
Workplaces Winner in Northeast Wisconsin

Holiday Automotive has been named a Top Workplaces 2025 
winner in Northeast Wisconsin by the USA Today Network-
Wisconsin and Energage. This award celebrates companies with 
exceptional workplace culture, based solely on feedback from 
employees.

In addition to being named a Top Workplace, Holiday 
Automotive is one of just 20 companies across the country to 
receive regional recognition with the 2025 Social Responsibility 
Award, honoring the company’s dedication to giving back 
to the communities it serves. From local sponsorships and 
charitable partnerships to employee volunteer initiatives, 
Holiday continues to make a meaningful impact to the people 
and organizations in Fond du Lac and beyond.

Holiday Automotive, a family-owned dealership founded 
in 1959, attributes this achievement to the strength of its 
people-first culture and commitment to values like integrity, 
innovation, and community.
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neighborly kindness. Employees who feel appreciated and 
empowered will offer the very best service to those who visit. 
It’s our people who drive our success every day, and I couldn’t 
be more proud.”

The Top Workplaces award is based on employee feedback 
gathered through a third-party survey administered by 
Energage LLC, a leading research firm that specializes in 
employee engagement. The survey measures 15 culture drivers 
that are critical to the success of any organization, including 
alignment, execution, and connection.

This award is the latest in a series of honors for Holiday 
Automotive, reinforcing its reputation as not just a great place 
to buy or service a vehicle—but a great place to build a career.

u �Johnson Motors Celebrates 100 Years of 
Service and Community Commitment

In 1925, Johnson Motors’ journey began when Joye L. Johnson 
started selling cars from his home in New Richmond. A century 
later, the Johnson and Anderson families continue to honor 
that legacy—blending a century of automotive excellence with 
a steadfast commitment to the community.

Johnson Motors’ story is rooted in resilience and dedication. 
Joye Johnson started in the auto industry in 1915 alongside his 
father, J.P. Johnson, selling Maxwells and Studebakers in Star 
Prairie. After a stint selling Fords in Los Angeles, he returned to 
New Richmond to open a Chevrolet dealership on March 25, 
1925, starting with just $300 and selling 112 cars in his first 
year. From a home office to the LaVenture building, and later 
the New Richmond Opera House transformed into a garage, 

“This recognition is a direct reflection of our team,” said 
Michael Shannon, Jr., President and CEO of Holiday 
Automotive. “Our culture is rooted in a shared purpose of 
treating each other with respect and serving each guest with 

Holiday Automotive’s Chief Marketing Officer Christopher Twohig accepts 

the award from keynote speaker and emcee Holly Hoffman at the 2025 

Northeast Wisconsin Top Workplaces event in Green Bay on July 16, 2025.
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• �St. Croix Falls Schools Athletics Department – A $4,000 
donation to strengthen student-athlete programs, chosen 
by customers as part of the 100 Days of Giving initiative.

• �Amery Band Program – A $4,000 donation to support 
students’ music education, presented during the Amery 
Homecoming celebration.

• �Northwoods Homeless Shelter – A donation recognizing 
the important work they do to support those in need.

• �Kinship of Polk County – A donation supporting positive 
mentoring relationships for local youth, helping build 
stronger futures.

• �St. Croix Valley Orchestra – A donation to support local 
musicians and arts programs, helping foster a love of 
music in the community.

• �New Richmond Area Community Foundation – A 
donation to support programs addressing mental health 
needs and student support.

Together We Thrive Family Night – Hosted a free dinner for 
students and families to promote mental health and emotional 
well-being.

Tara Rose, athletic director at St. Croix Falls Schools, said, 
“This generous gift from Johnson Motors will have a direct 
and lasting impact on our student-athletes. Support from 
community partners allows us to strengthen our programs, 
provide new opportunities, and continue building pride in 
Saint sports.”

Chad Anderson added, “The involvement in the community 
has always been really important to us. Many of our teammates 
have been part of different organizations over the years. We 
just try to give back to the communities that have helped us. 
Mental health, youth programs, and supporting those in need 
are all ways we can make a real difference.”

As Johnson Motors celebrates 100 years of automotive 
excellence and community engagement, it’s clear that the 
company’s legacy is not just measured in cars sold, but in lives 
touched, families supported, and the community strengthened. 
Here’s to a century of service—and to the next 100 years of 
giving back.

u �Wisconsin Dealerships Shine on the 2025 
“Best Dealerships To Work For” List

Congratulations to the outstanding Wisconsin dealerships 
named among the 2025 Best Dealerships To Work For! WATDA 
proudly salutes the Wisconsin locations recognized by 
Automotive News for fostering exceptional workplace cultures 
and prioritizing employee satisfaction.

Now in its 14th year, this prestigious program celebrates 
dealerships across the country that excel in creating supportive, 
people-first environments—even amid industry and economic 
challenges.

Johnson navigated the challenges of the Great Depression 
and World War II with ingenuity—selling tires when cars were 
scarce.

In 1950, Curtiss Anderson joined as a mechanic, eventually 
moving into sales and becoming General Manager in 1968. 
Together with Joye Johnson, they expanded the dealership, 
building a new facility in 1970 and adding new franchises over 
the years, including Oldsmobile and Pontiac. In 1983, Curt 
Anderson purchased the dealership, continuing the family-
like, customer-first philosophy that has defined Johnson 
Motors for decades.

“You need to take care of everybody, and if you take care of 
your customer, they’ll take care of you. We’ve really adopted 
that philosophy, and throughout the years have been trying 
to grow and continue to give the premier customer experience 
in the ever-changing world we live in,” said Chad Anderson of 
Johnson Motors.

That people-first philosophy extends beyond cars. Johnson 
Motors has been actively giving back to the community through 
donations, events, and initiatives that support students, youth 
programs, mental health, and those in need.

As part of its 100 Days of Giving to celebrate 100 years 
in business, Johnson Motors has made several generous 
contributions to local organizations:

• �New Richmond School District – A $6,000 donation to 
support students and school programs.
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We’re thrilled to recognize the achievements of thirty-nine 
Bergstrom Automotive dealerships, four Don Johnson Motors 
locations, and nine Kunes Auto Group dealerships, all earning 
well-deserved places among the Top 150 Dealerships To Work 
For nationwide.

This accomplishment reflects a deep commitment to employee 
success and well-being. Congratulations once again to these 
exemplary Wisconsin dealerships for setting the bar for 
excellence in our industry!
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Kriete Truck Centers Acquires  
Badger Truck Center, Expands  
Milwaukee Footprint

Milwaukee-based Kriete Truck Centers has acquired the 
former Badger Truck & Auto Group, which closed earlier 

this year. 

The deal includes a nearly nine-acre facility just west of the 
Zoo Interchange, a move that will double Kriete’s Milwaukee 
presence and bolster support for its growing customer base and 
supplier network. The expansion also allows Kriete to offer a 
broader lineup of Class 3–8 trucks — including Mack, Volvo, 
Hino, Isuzu and Autocar — from its Milwaukee operations.

“We are beyond excited to bring this comprehensive truck 
lineup and greater accessibility to our customers,” said 
President and CEO David Kriete. “This acquisition represents a 
significant milestone in our growth strategy.”

Badger Truck & Auto Group announced in February that it 
would permanently close its Milwaukee plant.

Founded in 1951, Kriete Truck Centers now operates 11 
locations statewide, including sites in Green Bay, La Crosse, 
Madison, Mauston, Sheboygan, Stevens Point and Tomah.

Van Horn Automotive Group Opening 
New TrucksFor25K.com Dealership
Van Horn Automotive Group is launching TrucksFor25K.com, 
a new in-person dealership located next to the company’s Fleet 
Management store at 3003 Eastern Avenue in Plymouth. As 
the name implies, the dealership will offer a straightforward, 
no-hassle shopping experience featuring quality pre-owned 
trucks priced at $25,000 or less. The full vehicle selection is also 
available online at TrucksFor25K.com.

Building on the success of CarsFor15K.com, TrucksFor25K.com 
will feature more than 50 reliable trucks and SUVs sourced 

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

from local trades and Van Horn’s network of dealerships. 
Each vehicle receives a rigorous 150-point safety and quality 
inspection to ensure customer confidence and peace of mind.

Like all Van Horn Automotive Group locations, TrucksFor25K.
com is family born and employee-owned, meaning every team 
member is invested in customer satisfaction. This ownership 
model ensures buyers save on price—not on experience.

“We know trucks are an essential part of life here in Wisconsin. 
With TrucksFor25K.com, we’re making it easier than ever for 
people to find a reliable truck at a fair price, all while enjoying 
the same friendly, no-pressure buying experience Van Horn 
has been known for since 1966,” said Rob Boss, General 
Manager of TrucksFor25K.com.

Gross Motors Celebrates Grand Opening 
of New Neillsville Location
Gross Motors celebrated the opening of its new Neillsville 
location on Saturday, September 13th, offering the community 
a modern facility designed to enhance the car-buying and 
service experience. The updated dealership showcased 
expanded showroom space, improved service areas, and 
a refreshed environment that highlighted the company’s 
commitment to customer care. The grand opening featured 
a day of fun, prizes, and family-friendly activities. Fans had 
the opportunity to meet Packer stars Romeo Doubs and Evan 
Williams, who signed autographs and posed for photos. 
Mayfield Sports offered Packers memorabilia for sale, while 
raffle prizes included a 70-inch TV and autographed Packer 
gear, with proceeds supporting the Neillsville Warrior High 
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Keith Kocourek stated, “Acquiring Kolosso Toyota is an exciting 
milestone for our group. We are honored to continue the legacy 
of a dealership that has served its community so well and look 
forward to providing outstanding service to our customers.”

Symdon Auto Group Expanded to 
Monticello with Ribbon Cutting
The Monticello Chamber of Commerce held an official ribbon 
cutting and presented a First Dollar Award to welcome Ryan 
Symdon, owner of Symdon Auto Group, to Monticello on 
October 30, 2025, at the W. Highland Avenue location.

Symdon Auto Group’s history began in 1984 when Ryan 
Symdon’s grandfather, Roger, founded Symdon Chevrolet, 
Inc. in Evansville. Ryan’s father, Rick, began managing the 
store the following year. Ryan joined the dealership full-time 
in 2010, working across all departments and eventually 
becoming General Manager.

Symdon Auto Group continued to expand over the years. In 
2021, Ryan purchased the Chrysler Dodge Jeep Ram dealership 
in New Glarus, forming Symdon Auto Inc., and in 2023, 
he acquired Voegeli-Chevrolet and Monticello Ford, which 
became Symdon Chevrolet of Monticello and Symdon Ford of 
Monticello.

The Monticello locations sell all three domestic brands 
and a variety of used vehicles. With full-service and parts 
departments, the dealerships were welcomed as a new member 
of the community and have continued the group’s reputation 
for quality and customer service.

Photo: Katie Pederson

School Football Club. Additional festivities included bouncy 
houses, a classic car display, child seat safety checks, and live 
music from WCCN Radio 107.5 The Rock, making the day a 
memorable celebration and an important milestone for Gross 
Motors as it continued to grow and invest in the region.

Keith Kocourek of Kocourek  
Automotive Acquires Kolosso  
Toyota in Appleton, Wisconsin
Keith Kocourek, owner of Kocourek Automotive, has acquired 
Kolosso Toyota in Appleton, Wisconsin, from Bill and Barb 
Kolosso. The acquisition adds the Toyota brand to Kocourek 
Automotive’s portfolio and expands the group’s presence 
beyond central Wisconsin.

Kolosso Toyota, a family-owned dealership founded in 1977, 
has long been recognized for its commitment to customers 
and community involvement. The dealership will continue 
operating at its current location at 3000 West Wisconsin 
Avenue under the Kocourek Automotive umbrella.

Kocourek Automotive operates multiple dealerships across 
Wisconsin, offering brands including Audi, Chevrolet, 
Volkswagen, Hyundai, Subaru, Ford, Nissan, Kia, and now 
Toyota. Keith Kocourek began his automotive career washing 
cars in high school and eventually purchased full ownership of 
Jim Carter Chevrolet, forming Kocourek Chevrolet. The group 
now operates six dealerships statewide.
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On November 12, President Trump 
signed into law a bill ending the 

longest government shutdown in American 
history. After a 43 day pause, your federal 
government was once again fully funded 
and officially back open for business. But, 
because the current deal only covers most 
federal spending until January 30th, the 

stage has been a set for another potential shutdown in the 
new year. Until then, lawmakers and federal regulators will 
have their hands full with a variety of issues, many of which 
substantially impact the auto industry and auto retailers.

Immediately post-shutdown, while most Americans were no 
doubt looking forward to the restoration of regular flight 
patterns, the opening of national parks, and getting the 
government working again, AIADA’s engaged membership 
body continued keeping a close eye on America’s trade policy. 
It seems certain that for the remainder of 2025 trade will be 
one of the most pressing issues facing both policymakers and 
American consumers. 

In an effort to ensure dealers’ voices are being heard on 
this issue, AIADA submitted comments to the U.S. Trade 
Representative on the joint review of the US-Canada-Mexico 
trade agreement (USMCA). Our comments detailed the impact 
tariffs are having on the already strained ability of Americans 
to afford new cars, the positive effect USMCA has had on North 
American auto production, and the significant contributions 
international nameplate dealers make to the health of the 
American economy. AIADA’s comments concluded with this:

“Overall, USMCA offers a structure that strengthens the North 
American auto industry, promotes regional production and 
trade, and provides mechanisms such as tariff relief, and 
regional sourcing that support consumer affordability by 
reducing cost pressures. The agreement creates the opportunity 
for affordability gains, and helps stabilize the supply-chain 
landscape, it positions the industry better for stable, reasonably 
priced vehicles.

At AIADA, we recognize that trade agreements are living, 
breathing documents. Trade relationships must evolve over 
time to reflect changing industries, national security concerns, 
and shifting global alliances. Reviews and assessments are 
good and necessary. 

President Trump has shown how highly he values a healthy 
and globally competitive auto industry. He has committed 
to supporting American-based manufacturers and workers. 
AIADA’s members are similarly committed to working with the 
president and his administration to find trade solutions that 
work for all Americans invested in this economy.

America’s car buyers deserve policies that promote choice, 
competition, and affordability. We strongly believe that the 
USMCA has done just that.” 

The joint review of USMCA will be conducted by all signatory 
countries beginning July 1, 2026, and the next step in the 
review process will be a public hearing on USMCA scheduled 
for early December. Until then, AIADA is committed to keeping 
up the drumbeat in support of USMCA and reminding policy 
makers of the potentially devastating impact additional 
trade barriers could have on America’s small businesses and 
consumers.

While USMCA waits for its official review, the U.S. Supreme Court 
recently held its own assessment of the Trump administration’s 
use of tariffs to re-shape US trade policy. On November 5, 
justices heard oral arguments in the case on the president’s 
authority to unilaterally impose tariffs under the International 
Emergency Economic Powers Act (IEEPA). IEEPA was used by 
the president to impose the “reciprocal” country-specific tariffs 
that went into effect on August 7th on nearly 70 countries, 
as well as fentanyl emergency tariffs. Administration officials 
have indicated they will pursue different legal means to 
continue the tariffs if the Court does not rule in their favor. 
Importantly, the 25 percent auto tariff was imposed under a 
separate law, Section 232, which applies to products deemed a 
threat to U.S. national security and will be unaffected by the 
Court’s ruling, which could come before the end of the year.

At AIADA, we expect that the evolution of American trade 
policy will remain a priority for both Congress and the 
Whitehouse, regardless of the government’s funding status. 
It is, therefore, vital that our organization and the dealers it 
represents remains engaged and vigilant as the trade laws our 
industry built itself around are re-shaped. As dealers, I urge 
you to stay informed via AIADA’s publications and engaged 
through our grassroots program. More than ever, your voice 
needs to be heard on Capitol Hill.

AIADA Brief
BY CODY LUSK, AIADA PRESIDENT & CEO

The Federal Government is Open for Business 
(for Now)
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Your staff works hard to close a deal—
getting a car sold and financing 

approved to put a customer on the road. 
But when that vehicle returns less than 
30 days later, it can derail collections in a 
buy-here, pay-here (BHPH) dealership and 
complicate the customer relationship.

While some comebacks are unavoidable—
these are used vehicles, after all — every return carries a cost. 
A dealership selling 100 vehicles with a 10 percent comeback 
rate may still be profitable, but each unit that returns adds 
expenses in labor, parts, collections, and reputation. Reducing 
these early returns is crucial to dealership success.

The first step in managing 30-day comebacks is developing a 
detailed tracking system. Don’t just count how many vehicles 
return; analyze why. Are repairs tied to one recurring issue, or 
are they isolated, one-off failures like a water pump? Detailed 
information provides the insight needed to prevent patterns 
from repeating.

The reconditioning process is the foundation of comeback 
prevention. A consistent pre-recon inspection ensures vehicles 
are safe and reliable before being placed on the lot. While the 
goal isn’t to rebuild every car, overlooking mechanical issues 
is costly. If a vehicle has significant problems that aren’t worth 
fixing, it should be rejected through arbitration early.

Once a car is on the lift, technicians must go beyond the 
checklist. For example, if a CV joint shows signs of wear but 
isn’t flagged, it could break soon after the sale—forcing the 
dealership to pay for towing, repairs and also lose customer 
confidence. Careful inspection at the start can prevent those 
avoidable costs.

NIADA Brief
BY BRAD WHITE, 20 GROUPS MODERATOR & CONSULTANT

Every vehicle should undergo a thorough test drive after 
repairs. This final step helps ensure that issues are identified 
and resolved before the car hits the front line. Skipping it often 
leads to the exact kind of quick comeback that undermines 
efficiency.

Even with the best recon process, some issues will still occur. This 
is where the sales team plays a critical role. Clearly explaining 
the dealership’s limited warranty—if one is offered—helps 
manage customer expectations and protect relationships when 
a repair is needed shortly after purchase. Customers who feel 
informed are more likely to remain cooperative and satisfied.

The ultimate goal is simple: keep cars on the road and 
customers paying. Every comeback costs money somewhere—
whether it’s parts, labor, time in the shop, or interruptions to 
collections.

By tracking comeback data and using it to guide buying and 
recon decisions, dealerships can limit avoidable costs, protect 
customer relationships, and improve overall performance.

Brad White will be a presenter at the NIADA BHPH Dealer Forum.

Hot Topic: Don’t Let 30-day Comebacks Derail Efforts 
Strategic approach cuts down on quick returns to shop
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On October 15-16, the ATD Board of 
Directors met in Georgia to review 

and discuss numerous regulatory and 
legislative matters still in play in D.C. 
that will have long-term consequences for 
our industry and have been extensively 
covered in this column previously. The 
bulk of our legislative efforts, for example, 

will rest on opposing the so-called right-to-repair bill, pushing 
for repeal of the federal excise tax on heavy-duty truck 
purchases and legislation combating catalytic converter theft, 
and making sure the EPA pursues a more rational approach 
on truck emissions. And those ever-lingering tariffs just will 
not go away.

We also held robust conversations on tools to support our 
membership, strengthen our relations with our OEMs, and 
grow ATD Academy and 20 Groups, as well as improve 
outreach to our NextGen dealers at our dealerships, with a 
rebranding of that program. We also received an update on the 
upcoming 2026 Show in Las Vegas in February.

Speaking of which, registration and housing are still open for 
ATD Show 2026. Register today to connect with fellow truck 
dealers and managers, OEM representatives, and industry 
leaders for three dynamic days of education, networking, and 
business solutions designed to move your dealership forward. 
And do not forget to bring your crew!  Together, we are driving 
success. With a high-octane NADA welcome reception at F1 
Grand Prix Plaza, one of Las Vegas’ hottest new venues, you 
will want to race to register! Visit atdshow.org to secure your 
spot and book your hotel. See you at the Wynn Las Vegas in 
February!

New Tariff on Commercial Trucks and Parts
On October 17, President Trump announced a 25% tariff on 
imports of Class 3 to Class 8 medium- and heavy-duty trucks 
and truck parts under Section 232 of the Trade Expansion Act 
of 1962. The new tariff will become effective on November 1.

The tariff on truck parts will apply to key parts, including 
engines, transmissions, tires, and chassis.

• �For trucks that do not qualify for preferential tariff treatment 
under the United States-Mexico-Canada Agreement (USMCA), 
the tariff will apply to the full value of the vehicle.

ATD Moves Forward
• �For trucks that do qualify for preferential tariff treatment 

under the USMCA, the tariff will only apply to the value of 
the non-U.S.  content in the vehicle.

• �USMCA-compliant truck parts will not be subject to 
the imposed tariffs until the Secretary of Commerce, in 
consultation with U.S. Customs and Border Protection, 
establishes a process to apply tariffs to the non-U.S. content 
of the parts.

The announcement allows manufacturers to offset a portion of 
tariffs for medium- and heavy-duty truck parts equal to 3.75% 
of the aggregate value of all trucks assembled in the United 
States from 2025 through 2030.

To harmonize the rebate credit process of the truck industry 
with that of the automobile industry, the president has granted 
an extension of the program for automobile manufacturers 
through 2030. The rebate credit process was initially scheduled 
to end on April 30, 2027. Automakers will be able to offset 
a portion of tariffs on automobile parts equal to 3.75% of 
the MSRP of automobiles they assemble in the United States. 
The administration will also create a similar rebate program 
for medium- and heavy-duty truck engine manufacturers 
based on the value of medium- and heavy-duty truck engines 
assembled in the United States.

Products subject to these new tariffs will not be subject to 
additional or existing sectoral tariffs on steel, aluminum, 
copper, automobiles and automobile parts, or lumber. They 
also will not be subject to reciprocal tariffs or the tariffs 
imposed on Canada, Mexico, Brazil, or India.

In April, the U.S. Department of Commerce initiated an 
investigation into “The Effect of Imports of Medium-Duty 
Trucks, Heavy-Duty Trucks, and Medium- and Heavy-Duty 
Truck Parts on National Security” under Section 232. The 
president’s announcement follows the completion of this Section 
232 investigation, which found that imports of medium- and 
heavy-duty trucks, truck parts, and buses threaten to impair 
the national security of the United States.

ATD submitted a comment opposing the imposition of 
additional tariffs on truck manufacturers and the impact that 
higher truck costs will have on the industry. ATD’s comment 
explained that the trucking industry in recent months has 
faced (i) new tariffs that increased costs, (ii) decreased sales, 
(iii) the loss of manufacturing jobs, and (iv) a clouded 
economic outlook.

TruckCorner
BY SCOTT PEARSON, CHAIRMAN, AMERICAN TRUCK DEALERS
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The announcement extends a key benefit that allows automakers to reduce what they pay in tariffs on imported auto parts that 
are used to build vehicles assembled in the United States. Domestic automakers have raised concerns that recent trade deals 
with countries such as Japan and the United Kingdom gave foreign automakers a cost advantage worth thousands of dollars per 
vehicle.

The new tariff will apply to imported trucks and truck parts beginning on November 1. NADA and ATD will keep their members up 
to date on significant developments impacting the industry, especially any additional guidance from the administration. NADA 
and ATD will continue their advocacy efforts with the administration, emphasizing the effect tariffs have on truck costs, the impact 
on truck sales, and dealership viability. •

September 2025 ATD Truck Beat:  
Medium- and Heavy-Duty Truck Sales Down
BY PATRICK MANZI,  NADA CHIEF ECONOMIST

Commercial truck sales in September 2025 were down across the board. Both medium- and heavy-duty 
truck sales posted year-over-year declines in September, with medium-duty truck sales down 7.6% and 

heavy-duty truck sales down 25.6%. Year-to-date sales were down as well. Comparing the first nine months 
of 2025 to the same period in 2024, medium-duty truck sales were down 10.7% and heavy-duty truck sales 
were down 9.2%. The total commercial truck market posted a 10% decline year-to-date through the end of 
September 2025.

According to ACT Research, preliminary Class 8 truck orders in September totaled 20,800 units, a decline of 
44% year-over-year. The overall September order total, while still low, was up 57.6% from 13,200 units in 

August. Orders of Class 5-7 trucks also fell in September. ACT Research estimates that Class 5-7 truck orders declined to 15,500 
units, a 22% year-over-year decrease. Macroeconomic uncertainty, tariffs, and the EPA’s pending MY27 emissions regulations are 
a few of the factors keeping truck buyers on the sidelines. 

We await clarity following the president’s announcement of 25% tariffs on imported commercial trucks. According to the Motor 
and Equipment Manufacturers Association, roughly 35% of medium- and heavy-duty trucks sold in the U.S. are imported. These 

new tariffs will be another impediment 
to truck sales on top of the three-year 
freight recession and tariffs that already 
have been implemented on a variety of 
goods hauled by trucks. There is some hope 
that there will be at least some relief from 
tariffs as the Supreme Court considers the 
legality of tariffs implemented under the 
International Emergency Economic Powers 
Act and reciprocal tariffs. However, this 
ruling would not affect the proposed 25% 
tariff on imported trucks.

Additionally, the EPA is expected to provide 
clarity on its upcoming MY27 greenhouse 
gas emissions regulations. If the regulations 
remain in place, there may be a late pre-buy 
before the rollout of MY27 trucks as buyers 
seek to avoid an estimated price increase of 
up to $20,000 for new emissions-compliant 
trucks.

As outlined here, there are several pending 
issues in the coming months that could 
impact overall truck sales in the final 
quarter of 2025 and beyond. Our outlook 
for total commercial truck sales in 2025 is 
450,000 units. 
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BUILDINGS AND PARTNERSHIPS MADE TO LAST

Specializing in automotive facility design and construction since 1969.
Thank you, Rosen Honda of Milwaukee, for choosing us as your trusted architect, builder and member of your team!

Coming Soon
Spring 2026

Before

Rebuild

New HondaGen4 ‘Blue Stage’ design

`

ATD Emerging Leaders
At its October Board meeting, ATD unveiled the rebranding 
of the NextGen program as “ATD Emerging Leaders.” The 
initiative will be led by ATD Emerging Leaders Chair, Chris 
O’Donnell of Valley Truck Centers in Parma, Ohio.

What Is ATD Emerging Leaders? ATD Emerging Leaders is 
a membership group and professional development network 
within ATD dedicated to developing and advancing the next 
generation of truck dealership leaders.

Who Is Eligible? ATD Emerging Leaders is open to any member 
truck dealership employee, regardless of age or position, who 
aspires to be a leader in their truck dealership.

Vision Statement: Provide professional development and 
opportunities for truck dealership leaders of the future by 
fostering peer relationships, education, social networking, and 
advocacy, thus building a stronger industry.

Benefits of Becoming a Member
• �Peer relationships and sharing with dealers in and  

out of your brand, both medium- and heavy-duty.
• �Engaging in advocacy efforts to advance truck dealer 

legislative and regulatory priorities.
• �Access to industry news and updates.
• ATD Emerging Leaders networking events.
• Educational events and seminars.
• Free webinars.

How to Join: Visit www.nada.org/atd.

Questions? Contact Chris O’Donnell at codonnell@valley1.
com or Kim Carey, ATD Manager, at kcarey@nada.org.
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Without wasting a moment, Wisco 
capitalized on those spare minutes 

to offer more resolutions to dealership 
needs. Though the cooperative was forged 
on savings focused on parts, supplies, or 
equipment, these times have allowed us to 
grow value to include your whole dealership.

Too often, “fixed costs” may be regarded 
as immovable, too costly, or too daunting to address, but 
now is the perfect time to invest in your property. For more 
than a decade, LED lighting has yielded a remarkable ROI, 
and advancements in efficiency make 2010 seem like ancient 
history. Compound efficiency gains with skyrocketing energy 
costs and you’ll discover a financial bounty ready for harvest. 
Online, you’ll find article after article explaining incredible 
advancements in technology—less energy input, far more 
output, and lower hardware costs.

Consider this: when do you need lighting? The obvious answer 
is “at night.” While we’re all enjoying our family and leisure 
time, there is another community going to work, and they 
aren’t the honest folks on second or third shift. Wager a guess 
as to what time most dealerships report theft or vandalism, 
and our obvious answer is likely to be repeated. Bright spaces 
are less desirable for undesirable thieves. Rather than try 
to recreate daylight, just use intelligence like ChaseLight 
by Trydon. It’s like cruise control for lighting with one big 
difference: active theft deterrence. Ultra-efficient, this lighting 
system is capable of audible warnings, full alarms, or even 
flashing lights to scare off catalytic-converter kidnappers. Visit 
www.chaselight-tech.com to see the system in action, but 
remember: ROI starts each night at dusk.

Sadly, incidences of dealership theft have become ridiculously 
common across the country. Everyone has heard stories or, for 
too many, had personal experiences. Ironically, it seems the 
only way to eliminate the threat is to convert your dealership 
into a prison, but thankfully there are some incredibly effective 

measures well ahead of 12’ electric fences. Security cameras 
have become more common than spring robins and often 
draw about the same attention. Although CCTV systems help 
solve the mystery of who and when, too often it’s well after 
the fact, leaving you a victim nonetheless—plus the newfound 
recipient of an insurance deductible. Short of hiring personnel 
to walk the property after hours, there are few proactive 
options to thwart perpetrators until you’re introduced to NJB 
Security’s Electronic Security Solutions. Our new partners are 
the largest guard company in North America, known for 
having hundreds of feet on the street in Wisconsin. Now, virtual 
protection software uses existing security and surveillance 
systems to monitor facilities with cameras that Wisco members 
already have in place. Anytime there’s an actionable alert, 
their dispatchers notify law enforcement immediately. NJB’s 
services are already protecting hundreds of dealerships across 
the country and have pledged commitment to exclusive and 
substantial discounts through Wisco Cooperative. To learn 
more, please contact me for an introduction to Matt Bischoff, 
VP of NJB Electronic Security Solutions.

Factory Motor Parts, our #1 partner, continues to expand 
product lines, delivery areas, and huge volume discounts. 
Hunter Engineering, Benco Equipment, and Midwest Equipment 
Specialists are geared up to service your shop equipment or 
offer top-quality replacements along with finance options. 
Save more on service fluids, delivered right to your tank 
through our longstanding partners at Halron Lubricants.

Mark your calendars for April 11th to be together for Wisco 
Show 2026. This valuable, informative, and fun FREE event 
welcomes everyone from the dealership. In the near future, 
we’ll be announcing our spectacular surprise that will make 
Wisco Show 2026 a truly memorable event!

Very best wishes,

Joe Maass
President of Wisco Cooperative Association

Wisco: From Parts to Whole
BY JOE MAASS, WISCO PRESIDENT
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Don’t wait weeks or months — get trade-in  
payoff and title release faster than ever

Now with your payoff and release,  
get the vehicle titled in your  

dealership’s name

ACCELERATED TITLE™ FOR DEALERSACCELERATED TITLE™ FOR DEALERS
50-state title & reg with  

Vitu Interstate 

Locally and across the nation, Vitu supports 
all of your title and registration needs. Visit 

vitu.com or call 608-313-4933 to learn 
more and schedule a demo today.

WI

Digital title & reg 
made for you.

WI

Vitu, Vitu Accelerated Title and Accelerated Title are trademarks of Vitu, Inc.

Account Executives  
check in

Dependable fee
and tax calculation

Effortless inventory
management

Supercharged inquiries
provide data fast

Everything in one 
 place, including 
NMVTIS inquiries

Local experts answer
your calls

In offering in-state reg and titling services to 
dealers across the state of Wisconsin, Vitu is proud 
to partner with the Wisconsin Automobile & Truck 
Dealers Association (WATDA). Visit watda.org
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Cross state lines
Take care of Illinois and 
Minnesota buyers with 
seamless title & reg
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