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Election Preview

BY BILL SEPIC

he sprint to the November elections is on! The primary

elections are over, and we have a short period of time

before the November 6, general elections. The results of

the August primaries did not provide many surprises if
any. Let us look at some key races around the state;

District 1 - Speaker Ryan

The seat has been occupied by a strong proponent of the deal-
ers. Speaker Ryan will be missed as he understood the need for
the preservation of LIFO, the need for reduced estate taxes, the
concerns surrounding tariffs and much more. The race is now
between Randy Bryce (D) and Bryan Steil (R). Candidate Steil
has sought meetings with our office and dealers within the
1st Congressional district and has received NADAPAC money.
Steil is behind on the ball regarding money as the Speaker
announced his resignation later in the campaign season.
Outside attention will make this a competitive race and one
that cannot be taken lightly. Steil has shown an understanding
of dealer issues and pledges to support Wisconsin jobs in the
actions he would take as a Congressman. This race is said to
lean towards the Republicans.

District 2 - Congressman Mark Pocan

When we talk about safe seats, this is a safe seat. The
Congressman has been very assessible to our staff and our
members but has not voted with the dealers since his election.
The Congressman does not have an opponent and the district
is ranked as the 76th most Democratic in the nation. we look
forward to working with him in the years to come.

District 3 - Congressman Ron Kind

Congressman Kind has been a strong advocate for the automo-
bile dealers. The Congressman has shown leadership regard-
ing the elimination of the FET, concern over the CFPB and
exercised fiscal common sense. The Congressman has received
NADAPAC money and meets with us regularly. Although the
Congressman has an opponent, Steve Toft (R), this race going
to the incumbent.

LE%POInTI SUMMER 2018 |www.watdq.o a4

®

N

District 4 - Congresswoman Gwen Moore

Another Congressional seat that won’t change. The
Congresswoman has been critical of our dealers and even
voiced frustration on the House floor. We continue to make
efforts to meet with the Congresswoman as to find commonali-
ties and areas of which we might be able to agree on, but it has
been challenging. The Congresswoman has a challenger, Tim
Rodgers (R), but this seat will easily be retained.

District 5 - Congressman Jim Sensenbrenner

The dean of our delegation is independent and generally sup-
portive. He has been assessable to our office and our members.
If the dealers have a need, and the Congressman agrees with
us, there is no better advocate. The Congressman receives
NADAPAC money and meets with the dealers regularly. The
Congressman does have a challenger, Tom Palzewicz (D), but
this is an extremely Republican district and the Congressman
will be back for his 21st term.

District 6 - Congressman Glenn Grothman

The Congressman is in his toughest race yet. We have been
very pleased with the actions of Congressman Grothman over
the past four years and would be delighted to work with him
for another term. Most recently the Congressman supported
dealers in their concerns over Highly Autonomous Vehicles
making sure potential legislation did not preempt state’s
rights. He is assessible, supportive of our dealers and has
received NADAPAC support. The Congressman is being chal-
lenged by Dan Kohl (D), nephew of former Senator Herb Kohl.
Although this is going to be a close race, it is likely to stay with
the incumbent.

District 7 - Congressman Sean Duffy

Congressman Duffy has been relentless in his opposition to
the CFPB, he has stood beside us on tax relief and has under-
stood trade issues. Congressman Duffy has made himself
available to dealers as well as WATDA staff and has received
NADAPAC support. The Congressman has a challenger,



Margaret Engebretson (D), a retired military veteran. This seat
leans heavy towards the Republicans and we see the incum-
bent retaining the seat.

District 8 - Congressman Mike Gallagher

This freshman Congressman came in and filled some awfully
big shoes. Following Congressman Reid Ribble was going to be
a task for anyone. Congressman Gallagher came in and did
an artful job continuing Ribble’s legacy yet blazing his own
trail. The Congressman has supported dealers, learned the
issues and signed onto bills in support of the dealers. We have
enjoyed unprecedented access to the congressman, he regularly
meets with dealers and receives support from NADAPAC. The
Congressman is challenged by Beau Liegeois (D). Never should
a freshman congressman take re-election for granted. This seat
leans Republican and should be retained by the incumbent.

Senate - Senator Tammy Baldwin

The Senator is seeking her first re-election as a U. S. Senator.
Voting history would show that the Senator hasn’t supported
dealer’s issues often. She was very supportive during bank-
ruptcy and the recession, 10 years ago. The Senator is often
underestimated, and she most often comes out on top. Her
challenger is Senator Leah Vukmir (R). Vukmir has a check-
ered past with the dealers having supported tax changes, job
growth and Republican issues. But she was the only Senator
to vote against our 2011 Franchise Bill Amendments and did
not provide her support to our anti-surcharge legislation this
session. The Cook Political Report has this race likely going
to the incumbent and we have little reason to challenge that
assumption.

Gubernatorial - Governor Scott Walker

A very pro-dealer Governor has come out of the primaries
swinging and for good reason. His popularity is not over the
top, his initial poll numbers are upside down and this race will
almost certainly go by the way of turn-out. His opponent, Tony
Evers (D), is viable and will give the Governor a close race. The
Governor has hovered right around 52% in each of his elec-
tions. If the citizens of Wisconsin are enjoying the prosperity
that the last eight years have brought, one would figure the
Governor will achieve re-election. But this is politics. This race
is leaning Republican and we believe the Governor will get a
third term.

Irony -

Yes, we did pick all the incumbents. That means we picked
Senator Baldwin and Governor Walker. Conventional wisdom
would say that isn’t likely. We believe the swing voters will
reward both the present state of the economy. A conventional
call, NO. But this is politics.

The financial ask $$$

As these and all your local politicians sprint to November, it
goes without saying that they will be asking for your support.
To make sure the politicians stay in the news and you don't,
please refresh yourself with contribution limits.

Federal (U. S. Senate and Congressional)

An individual may give $2,700 per person, per election. That
means that you could give $2,700 from November 9, 2016
to August 14, 2018 (the primary election). On August 15,
2018 the limit re-sets and you can again give $2,700 between
August 15, 2018 and November 6, 2018. For PAC or Party
contribution limits, please call our office.

State (Governor, Senate, Assembly)

An individual may give up to $20,000 over a 4-year period
to the Governor. That is cumulative and includes everything
donated from November 4, 2014 until November 6, 2018.
The primary race does not reset political giving for the State
elections.

An individual may give up to $2,000 over a 4-year period to
a State Senator. That is cumulative and includes everything
donated from November 4, 2014 until November 6, 2018.
The primary race does not reset political giving for the State
elections.

An individual may give up to $1,000 over a 2-year period to
an Assembly member or candidate. That is cumulative and
includes everything donated from November 8, 2016 until
November 6, 2018. The primary race does not reset political
giving for the State elections.

Individual contributions to PAC’s, Party Committees, and
Conduits are unlimited. For other limits regarding elected
positions please contact our office.

*If you made it this far, please read the Legal & Legislative update
from Chris Snyder and heed his advice to engage your local
candidate or official before blindly providing campaign support. @
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AWARDS, HONORS, MILESTONES

Russ Darrow 30 years with Honda

Mike Darrow, President and Chief Operating Officer, and
Russ Darrow, Chairman of the Russ Darrow Group, accept the

Larsen Auto Center goes
to bat for Webster Schools

Larsen Auto Center partnered with the Chevrolet Youth

30-year Honda Dealer Award from Bruce Lee, Zone Manager-
North Central US of the American Honda Motor Company,
Inc. Russ Darrow Honda of Milwaukee began in 1988.

Baseball program to provide new equipment, invitations to
free instructional clinics and an opportunity for community
members to earn donations for their league via a test-drive
fundraiser. The Webster School District received bat packs,

scorebooks, industrial strength batting tees, ball buckets and
T-shirts from Chevrolet as well as a check from Larsen Auto
Center to the school district.

Darrow Group Contributes to Kettle Moraine YMCA

Russ Darrow Group’s Chrysler Jeep Dodge RAM, Nissan and Toyota dealerships in West Bend contributed a portion of their vehicle
sales during the month of May to the Kettle Moraine YMCA campaign. Darrow’s donation of $7,500 provided local kids in need
with the opportunity to attend Y Summer Day Camp.

Standing behind Y campers holding the check (L-R): Rob Johnson, Kettle Moraine YMCA CEO; David Hildebrandt, General
Manager of the Chrysler dealership; Glenn Leinen, General Manager of the Nissan dealership; and Jenny Zaskowski, Kettle
Moraine YMCA Director of Donation Development. ®

Felton Honored as Outstanding Alum UW Richland

Lavon “Spanky” Felton was chosen as an outstanding Alumni of UW Richland by their alumni association. Felton obtained
an associate of science degree from UW Richland in 1989, and then attended UW LaCrosse where he majored in business and
marketing. Felton in the president of the Sleepy Hollow Auto Group in Viroqua, as well as president of the Viroqua Development
Association.

Please submit your awards, honors and milestones to: jfarmer@watda.org
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The best path
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“T wouldn’t hesitate to use Keller again, and bere’s why: Keller’s design team

brought decades of Dealership design knowledge to the table, listened to
our needs, and designed an extremely functional facility for us.

Kel Ie r Keller’s interior designers saved us time and money.
™

g i Keller’s project manager, supervisor, foremen and crew all performed their jobs
Building Trust Since 1960 with care and respect. The company culture of employee-ownership shined

With Offices in the Fox Cities, through the whole project from start to finish, and after the sale follow-up.”
Madison, Milwaunkee & Wausau

Rick Francois, President of Francois Ford
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A Special Sign

BY MEGAN MARKANICH

he Wisconsin Automobile and Truck Dealers Association

has been supporting the needs of the car and truck dealers
of Wisconsin, since 1929. Over the years the association has
accumulated a long list of achievements. From its’ inception,
WATDA has eliminated the annual property tax on dealer
inventory, created the nation’s first motor vehicle franchise law
and eliminated the 12% interest rate cap on financing, just to
name a few.

Many members are well-aware of these achievements.
However, not everything the association has acquired over the
years can be listed as an achievement or found in a law book.
WATDA has also been honored in other ways, examples of
such can be found hanging here, along our office walls.

About 8 years ago the WATDA offices received a facelift and
the Association reached out to the members to help decorate
the walls with industry symbols. Through the years WATDA
has been loaned and gifted pieces of dealership history to put
on display. We take great pride in these displays; each piece
provides a representation of who and what the association is
dedicated to.

Members of the association have attended meetings in
WATDA's conference room and this is where one of our biggest
pieces has been custom hung. Our guests of the auto industry
feel right at home with the Oldsmobile Service sign that looks
over the Lake Mendota view. WATDA member John O’Malley
from O'Malley’s of Wausau, loaned us this Oldsmobile sign.
Due to its size John did not have a proper place to put it on
display; knowing we had the space, we were delighted to have
the opportunity to show it off.

Vern Trecek opened his Chevrolet and Oldsmobile
dealership in Portage, Wisconsin in 1982. Vern,
a former WATDA Chairman, was gifted
a hand-made, heavy-duty metal cast
Oldsmobile plaque. Recognizing that
Oldsmobile was one of America’s oldest
brands, possibly your father’s favorite
trademark, ending its 106 years of pro-
duction in 2004. We are very fortunate
to have this symbol of that automobile
history hanging here.

= u b EELE BEDETET
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From dealership owners to an architect; Glen H. Scholz’s
handiwork can be found in our Lakeside conference room. This
picture is an artistic depiction of the Krause Oldsmobile deal-
ership of Milwaukee, that he designed. Glen’s son, Brandon
Scholz, is a government affairs colleague of WATDA, who
has given us this architectural beauty on loan. The Krause
Oldsmobile Franchise was located on West Appleton Avenue
and was eventually purchased by John Amato Sr., in 1980.

In keeping with the theme of “former franchises” and not to
be outdone by Oldsmobile, we have a sizeable Pontiac piece,
courtesy of Wisconsin State Assembly member, Ron Tusler
(R-Harrison). Having a family background in the automotive
industry, Representative Tusler has been an advocate for deal-
er’s issues since 2016. During a discussion at an event, Rep.

Tusler was informed that WATDA was looking for dealer-

stated that he had a piece in his law office, that
he would lend to the cause. Tusler’s Pontiac of
Fox Valley was founded by his grandfather
Scottie Tusler and his father Bob Tusler, is
a third-generation car salesman.

Not to be overshadowed by defunct GM
brands, Plymouth, which made its debut
in 1928, was a high-volume seller until
the late 1990’s. Mitch Merten, from
Merten’s Garage in Medford, bestowed
the association with a vintage illumi-
nated Plymouth sign. Merten’s Garage
originated in 1946 and after 72 years in the
automotive industry, they have closed their
doors. Merten’s Garage may be gone, but a piece
of Merten’s will continue to light up staff and visitors
here at WATDA.

Winding up this written tour of our picturesque office space; we
encourage you with this reminder: we always have room for
more piece of auto art! Using the word “appreciate” to describe
all the charming pieces we are fortunate to exhibit is an under-
statement. To have these reminders of what the association
has and will continue to strive for, is a special treat. ®



~" New Vehicle Sales Trends

Wisconsin New Vehicle Trends: July 2018

Industry Total 39,602 39,130 1.2% 130,371 129,319 0.8% 100.0% 100.0% 0.0%
Car 11,282 9,123 19.1% 36,954 29,825 19.3% 28.3% 231% 5.2%
Truck 28,320 30,007 6.0% 93,417 99,494 6.5% 7.7% 76.9% 5.2%
Japanese 14,261 13,675 4.1% 45,519 43,599 4.2% 35.0% 33.7% 1.3%
Toyota 5,224 4,581 12.3% 15,620 14,351 8.1% 12.0% 11.1% 0.9%
Honda 3,971 4,077 2.7% 12,494 12,635 1.1% 9.6% 9.8% 0.2%
Nissan 1,822 1,593 12.6% 6,474 5,346 17.4% 5.0% 4.1% 0.9%
Other 3,244 3,424 5.5% 10,931 11,267 3.1% 8.4% 8.7% 0.3%
Domestic 20,743 21,202 2.2% 69,904 71,345 21% 53.6% 55.1% 1.5%
General Motors 8,851 8,693 1.8% 29,868 30,455 2.0% 22.9% 23.5% 0.6%
Ford 6,573 6,518 0.8% 21,729 21,300 2.0% 16.7% 16.5% 0.2%
Chrysler 5,319 5,991 12.6% 18,307 19,590 7.0% 14.0% 15.1% 1.1%
European 2,041 2,076 1.7% 7,038 6,923 1.6% 5.4% 5.3% 0.1%
Volkswagen 1,063 1,16 5.0% 3,714 3,591 3.3% 2.8% 2.8% 0.0%
BMW 330 348 5.5% 1127 1,203 6.7% 0.9% 0.9% 0.0%
Mercedes 265 238 10.2% 987 846 14.3% 0.8% 0.7% 0.1%
Alfa Romeo 14 17 21.4% 40 59 47.5% 0.0% 0.0% 0.0%
Other 369 357 3.3% 1170 1,224 4.6% 0.9% 0.9% 0.0%
Korean 2,557 2,177 14.9% 7,910 7.452 5.8% 6.1% 5.8% 0.3%
Other 2,557 2177 14.9% 7,910 7.452 5.8% 6.1% 5.8% 0.3%

3 Month % Change -

and view annual trend.
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¥®* From Around

State

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

Brickner's of Wausau is Expanding

Brickner’s of Wausau is expanding on Grand Avenue with a
new showroom and service center. Once the new buildings are
completed the current building will be razed to add more vis-
ible space for inventory in front of the new facilities. The newer

body shop building will remain.

Bergstrom Jaguar Land Rover of Appleton
Grand Reopening

Bergstrom Jaguar Land Rover of Appleton announced the
grand reopening of the newly renovated dealership; part
of Bergstrom Premier Motorcars that also represents Volvo,
Maserati and Alfa Romeo. The new facility is a single-story
grey and silver rectangular structure featuring separate,
brightly-lit pillar-less showroom windows for each brand.

Check out our
extensive options of
promotional products

designed to move inventory!
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Van Horn Automotive Group Grows

Van Horn Automotive Group of Plymouth has purchased
Stevens Point Nissan from the Home Run Auto Group. This is
the first Nissan dealership for the Van Horn Group, which now
has 13 locations in Wisconsin and Iowa.

Gross Auto Group Purchases Urban Sales &
Service

Gross Auto Group has purchased Urban Sales & Service in
Neillsville. The long-term plan is to merge that location with
the new Ford store they will be building in Neillsville to house
both Ford and Chrysler-Jeep-Dodge-Ram dealerships, along
Hwy 10, east of the current General Motors dealership. @

]
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ORDER TODAY!
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www.watdasi.com
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BY CHRIS SNYDER

Hold That Check, We Need to Talk

The 2017-18 Wisconsin legislative session ended in frustration
for the Wisconsin Automobile and Truck Dealers Association.
However, there are some very valuable takeaways to keep in
mind in the immediate and protracted future.

The main piece of legislation that WATDA pushed this session
was an anti-surcharge bill. If passed, it would have added a
provision to the motor vehicle franchise law that would pro-
hibit manufacturers from assessing surcharges on vehicles
dealers purchase from the manufacturer, to compensate
the manufacturer for following the law regarding warranty
reimbursement. There are currently 18 states that have such
provisions.

But alas, a few Milwaukee-area “free market” republicans
decided allowing manufacturers to go unchecked and engage
in the practice of punishing their dealers via a surcharge, pure-
ly for utilizing the law in seeking fair compensation for war-
ranty work, should be left up to negotiation between dealers
and their manufacturers. Many stating, “if the dealer doesn’t
like the way their manufacturer is treating them, then they
should just sell and get out of the business.” The irony here is
that these are legislators who view themselves as pro-business
and economic development champions and yet they supported
an out-of-state company that no longer has a presence in
Wisconsin, over long-standing local dealerships that pay local
property and state payroll and income taxes while employing
over 28,000 Wisconsinites throughout the state.

We didn't ask for this fight. In 2011, WATDA worked to pass a
franchise bill that made several amendments to the law. The
provisions within that bill were the product of negotiation and
compromise between the dealers and manufacturer represen-
tatives. The warranty reimbursement formulas for both parts
and labor were a part of that compromise and agreement.
There were several amendments made to the bill during its

Delta Dental is the perfect
partner to keep your employees’
smiles healthy. Learn more at
www.deltadentalwi.com

& DELTA DENTAL

smile power’
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Legal & Legislative Update

legislative passage (including taking out an anti-surcharge
provision) and the warranty reimbursement formulas were
never an issue. Four years later, in the end of October 2015,
GM informed WATDA that they did not like the warranty
reimbursement formula for labor and demanded that we agree
to repeal the law.

After consulting with the WATDA Executive Committee, a few
select multi-point dealers and the full Board of Directors, it
was decided that one manufacturer should not dictate changes
to a law that was working. As the 2015-16 legislative session
came to an end, WATDA agreed to amend a provision in
the law, but that was not enough for GM, who continued to
demand a repeal of the formula. Senate Majority Leader Scott
Fitzgerald (R-Juneau) asked us to try and work something out
with them over the legislative break. However, GM had no
intention of negotiating or compromising and in September
of 2016 they threatened their dealers who were receiving war-
ranty reimbursement under the state formula, that they would
be surcharged $389 per vehicle. Some of those dealers joined
together and filed a lawsuit in federal court to challenge GM’s
surcharge. The question to be answered by the court is not
whether GM can surcharge, but who can they surcharge. Can
they cherry pick individuals or do they have to surcharge their
whole dealer body in Wisconsin. (That case currently does not
have a decision)

Under that setting, WATDA, asked Representative Joan Ballweg
(R-Markesan) and Senator Luther Olsen (R-Ripon) to sponsor
a bill that would prohibit a manufacturer from surcharging
dealers. With the help of five different dealers testifying and
many more making calls to their legislators, the bill passed
unanimously through both the Assembly Consumer Protection
and Senate Transportation committees and passed the full
Assembly on a voice vote. However, in the senate, despite
securing 27 out of 32 possible votes, we ran into road blocks in
the form of unwritten party rules and free market philosophies
and the bill never made it to the senate floor for a vote.

NOTHING
SPREADS |
QUITE LIKE
A SMILE.



In this day and age, especially in Wisconsin, party politics
rules. The unwritten rule is, to get a bill to the floor for a vote, it
must have the support of enough legislators within the major-
ity party to pass. In other words, Wisconsin has 33 senators,
so you need to have 17 republican senators support a bill to
have it considered to reach the floor for a vote. In our situation,
one republican senator took an administration job leaving 32
senators, 18 republicans and 14 democrats. The problem in
the senate consisted of four express no votes from free market
senators.

It is not the typical practice of WATDA to be so candid about
the sausage making process that working a bill through the
legislature is, however, we do here to educate our members
about who in the legislature supports your business and who
does not. Legislators and hopeful candidates are going to be
calling and mailing you seeking your support to help them
with their campaign. When you are solicited by candidates,
talk to them, ask them about their position on franchise laws.

When speaking to legislators, find out how much they really
know about the franchise system. They may not be aware
that your Sales and Service Agreement is a take it or leave it
document that manufacturers reserve the right to unilaterally
modify from time to time as they see fit. In which case, the
Wisconsin Motor Vehicle Franchise Law is the only mechanism
you have, to effectively negotiate with the manufacturers.
Walking away from your franchise investment is not a practi-
cal solution.

Every state has a motor vehicle franchise law for a reason.
Franchise laws regulate the dealer manufacturer relationship,

the dealer and customer relationship and the manufacturer
and customer relationship. They ensure fair intra-brand and
Interbrand competition throughout the state, which directly
enables smaller dealers in more rural areas to survive and ser-
vice those communities.

Wisconsin motor vehicle dealers are a vital component to a
strong and consistent local economy. There are currently over
525 franchised dealer locations throughout the state. These
are independent business entities who employ over 28,000
Wisconsinites with living wage jobs. Further, the franchised
dealer system is the foundational support for the inventory sup-
ply chain that feeds the 2,000 plus independent (used vehicle)
dealers, they partner with local lenders and insurance agents
to fuel affiliated industries. Lastly, because of individual, local-
ized ownership, dealers are a vital part of their communities,
sponsoring and hosting local charity events.

Warranty reimbursement is a major factor in the franchised
dealer’s business model. As motor vehicles advance techno-
logically, the cost to dealers for manufacturer-imposed facility
standards, personnel training, special manufacturer mandated
tools, diagnostic equipment and personnel, continues to rise.
While some manufacturers compensate their dealers fairly,
others view it as purely an expense that needs to be constantly
monitored, controlled and reduced.

Forty states have provisions that require the manufacturer
to reimburse their dealers at the average customer pay rate.
Twenty-seven states use the same formula for warranty parts
reimbursement that Wisconsin does. While most dealers accept

Accelerate your results.

Baker Tilly works hard to deliver the financial solutions and

solid business strategies that dealerships need to create a more
efficient and profitable operation. Our commitment to serving over

Connect with us: bakertilly.com/dealerships
Mike Mader, Partner 800 866 2272
dealercpas@bakertilly.com

500 dealerships has resulted in a wealth of industry knowledge.

Whether assisting with tax planning, identifying finance and

accounting trends, conducting audits, putting preventative fraud
measures in place, or taking advantage of credits and incentives,

-

BAKER TILLY
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our services can help you innovate, compete and
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Baker Tilly refers to Baker Tilly Virchow Krause, LLP, an independently owned and managed member of Baker Tilly International. © 2018 Baker Tilly Virchow Krause, LLP
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the reimbursement formula that their manufacturer has
decided is fair, others have opted to choose to be reimbursed
under the statutory formula. The franchise law guarantees the
dealers a choice. It's just a shame that some legislators feel that
it’s OK to let manufacturers punish a dealer for exercising that
choice (a choice they voted to provide you).

In the upcoming months WATDA staff will be traveling
throughout the state and meeting with our dealers. We are
hoping that when we are in your area, you take the time
to come and meet with us. It is a great opportunity for both
WATDA staff and our members to meet and discuss the issues
that are affecting your business.

Dealers Have Until October1,

to Have Manufacturers begin
issuing MSO/MCO's in the Dealer’s
Legal Corporate Name

Many of you may have recently experienced an issue with
processing transactions due to the dealer’s trade name or an
abbreviation being listed on the Manufacturer’s Statement/
Certificate of Origin (MSO/MCO). The DMV has a long-stand-
ing policy of requiring that the dealer’s formal corporate name
be listed on all Buyer’s Guides, Purchase Contracts, MV-11's
and MSO/MCO'’s. Through an internal auditing process, DMV
has discovered that many manufacturers are sending dealers
MSO/MCO'’s with the dealer’s trade name or abbreviations
listed and not the full legal name.

The result is, many dealers have been informed that transac-
tions have been put on hold and the dealer was instructed to
contact their manufacturer to reissue an MSO/MCO listing the
dealer’s legal name. In the meantime, the customer’s transac-
tion was not being processed. WATDA has been in contact with
DMV about this situation and we are working with DMV to
rectify the issue as quickly and painlessly as possible.

DMV has informed WATDA they will process all transactions
(all pending and going forward). However, to facilitate compli-
ance with the policy, DMV is attempting to communicate with
each manufacturer to inform them that they need to title their
MSO/MCO'’s in the dealer’s legal name. This process will take
some time.

Therefore, DMV will allow dealers to process MSO/MCQO’s
with the dealer’s trade name or abbreviations on MSO/MCO's
issued prior to October 1, 2018. All MSO/MCO’s issued after
October 1, 2018 MUST HAVE the DEALER’S FULL LEGAL NAME
listed to process the transaction. While DMV is reaching out to
each manufacturer, dealers can help expedite the process by
contacting your manufacturer with any information they are
going to need to change their records and process.

Below is a sample Wisconsin Motor Vehicle Dealer License.
The arrow indicates where the dealership’s legal name is listed.
Please check your records.
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Changes Coming to The Temporary
License Plate Process

Soon, after the implementation of eMV PARTNER, dealers will
have the ability to print temporary license plates from the deal-
ership. This has several benefits. Most notably, the temporary
plates will now be accessible by law enforcement. Additionally,
dealers will no longer need to maintain a temporary license
plate log. The new system will create the log automatically.

This style of temporary license plate has been available since
2012 in WisDOT’s eMV Public System. In January, this style
of temporary plate was implemented in the emission testing
program and this past month all DMV service centers began
issuing this type of plate as well.

RETAIL WARRA |

REIMBURSEM

WE HAVE OVER

240 WISCONSIN

SUBMISSIONS APPROVED

info@dealeruplift.com WWW.DEALERUPLIFT.COM

WE WORK IN

40 STATES

WITH 24 MANUFACTURERS

WE ARE ENDORSED BY

12 STATE

AUTO DEALER ASSOCIATIONS

(i}

(888)477-2228
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Attention: Avoid Fraud Scheme
Involving Vehicles Shipped to
Greater Chicago Area

The Chicago Police Department has requested that NADA
disseminate the following information:

We are requesting that motor vehicle dealers throughout
the nation exercise extraordinary diligence in verifying the
identity of customers who attempt to purchase vehicles via
the internet and have them shipped to the Chicagoland area
(which includes the city of Chicago, its suburbs, and Northern
Indiana). We are seeing an epidemic of vehicles being pur-
chased via identity theft and shipped to the Chicago area
from around the country. The vehicles are usually valued at
$50,000 or more. The transactions usually start via an inter-
net search. Credit applications and other paperwork are either
filled out on-line or sent to the dealership via FedEx after they
are requested to be sent to an address in the Chicago area
(often times a vacant building). The offenders create a phony
email account in the victim's name as well as a fake driver’s
license with the victim’s information, and they use Google
Voice or other applications whose phone numbers are not
traceable. The offenders oftentimes seek to arrange their own
transportation for the vehicles to be shipped.

This is an elaborate scheme that can be stopped if dealerships
conduct a thorough examination of on-line loan applications
and related paperwork and institute a waiting period before
shipping the vehicle. This will help protect both the dealer-
ship and innocent persons whose identities are being stolen.
In every incident that we have investigated, there are several
red flags that the dealership should have caught prior to ship-
ping the vehicle. The Chicago Police Department is fielding at
least three requests a week to investigate and recover vehicles
that were purchased via identity theft and shipped to Chicago
from out of state. In most cases, the credit application was
initially approved and the vehicle was shipped. Upon further
review of the credit application, inconsistencies were identified
and credit was declined. We have recovered vehicles shipped
to the Chicago area from several states including Utah,
Florida, Texas, Delaware and Pennsylvania.

If you have questions or concerns, contact: Sgt. Keith A. Blair,
Commanding Officer, Chicago Major Auto Theft, Investigative
Unit, Central Investigations Division — Unit #606, Chicago
Police Department, 3151 W. Harrison St., Chicago, IL 60612
or keith.blair@chicagopolice.org.

NADA note: The Federal Trade Commission’s Red Flags Rule
requires dealers who offer or maintain consumer credit (including
retail installment sale contracts and vehicle leases) and dealers
who offer business credit where a reasonably foreseeable risk of
identity theft exists to maintain a written Identity Theft Prevention
Program that (i) identifies relevant red flags that indicate the
possible existence of identity theft, (ii) contains reasonable proce-
dures to detect and respond to those red flags, and (iii) is updated
periodically to reflect new identity theft risks. Information on the
full scope of duties is available in NADA’s A Dealer Guide to the
FTC Red Flags and Address Discrepancy Rules: Protecting Against
Identity Theft. ®

Wisconsin Automobile & Truck
Dealers Association

- An Endorsed Service

IF YOU HAVEN'T
SEEN CVR LATELY...

THEN YOU

HAVEN'T
SEEN IT.

CVR WI Connect is the next generation of
online vehicle registration. It helps reduce
processing costs, while keeping you ahead of
the DMV’s expectations for timely processing.

Endorsed by WATDA, CVR WI Connect makes
your job easier with a cloud-based platform,
guided workflows and data validation
throughout the process.

Find out how to make your job easier—AND
stay compliant!

Visit cvrconnect.com/wi-connect
for more information, or contact our
Wisconsin team at wi@cvrconnect.com.

"Electronic registration is mandatory
in Wisconsin, so it just makes sense
to go with the latest, most modern
web-based platform"

Melissa Linneman
Title Clerk, Hesser Toyota
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BY JOHN HACKMAN

I the automotive industry today auto agers are using WISCO as much as possible. Your reminders to
ndealers are looking to reduce expenses your buyers to check with WISCO are invaluable to us! WISCO
in their dealerships. As a dealer wouldn't it has the programs in place but you have to use them to take
be nice of instead of buying from whomever, advantage of your membership and reduce expenses in your
whenever, and at whatever price, you could dealership.
bl combine with 650 other dealers and buy from
! a source that took advantage of that buying
power and sold to you at better prices than
you could ever get alone? Wouldn't it be nice if that source
handled everything a dealership needed from the biggest equip-
ment in the shop to the toilet paper in the rest rooms and saved
you money on all of it? Wouldn't it be nice to be able to reduce
the number of vendors you did business with every month?
Wouldn't it be nice if you could trust that something you bought
from this source was a quality product at a good price? What if
that source would make sure that on every one of your invoices
from them that the manufacturer or supplier was giving you
the correct pricing and program? On top of all that what if the
source at the end of the year paid you cash for doing business
with them? Seem too good to be true? Members of WISCO have
all of this and more. WISCO is owned by and operated for its
members. Using group buying power we save our members
money on their purchases. The only reason we exist is to serve
our membership and help their bottom line. WISCO sells to its

/ THE KEY T0

UNEOCKING

'YQLQE TRUE
TENTIAL

YOU CAN OWN YOUR WARRANTY COMPANY WHILE DRIVING
YOUR F&I PROFITS AND CUSTOMER SATISFACTION.

Dont miss the opportunity to start your own warranty company with the
originator of the Dealer Owned Warranty Company (DOWC). US Warranty Corp.,

membership almost anything a dealership needs other than the a Protective Company, gives dealers the best opportunity to maximize profits and
vehicles. Since the member dealers own the co-op, all end of the bring more value to their customers.

year profits are paid to them. This is paid with the WISCO year- Contact Protective’s Wisconsin representative,

end rebate paid in direct proportion to how much the member James Mercer at 866 4771434 /.\

Vehicle Protection Plans | GAP Coverage | Credit Insurance

.
Limited Warranty Products | Dealer Participation Programs P rotect I Ve
F&I Training | Advanced F&I Technology ®

purchases from WISCO. Members save on the original invoice,
get paid a rebate at the end of the year, and have the peace of

. . . ) protectiveassetprotection.com Asset Protection
mind they are buying from someone who is working for them.
. . . A Wisconsin Automobile & Truck  Endorsed by Wisconsin Automobile & Truck
Who else do you blly from that is only in business to add ‘!\ Dealers Association Dealers Association for Vehicle Service Contracts,
to your bottom line! =y An Endorsed Service Credit Insurance and GAP

. . . Lifetime Engine Warranty, Limited Warranty, Vehicle Service Contracts (VSCs) and GAP are backed by Protective Property & Casualty Insurance

If your dealership is one of the very few who is not a member of Company i all states except Y. In WY, VSCs re backed by 0l RepublcInsurance Company. GAP,Lfeime Engine Wartay and Limited Warranty
. are not available in NY. Credit Insurance is backed by Protective Life Insurance Company in all states except NY, where it is backed by Protective

WISCO check us out at wisco.com or call 800-274-2319. If your Life and Annuity Insurance Company. USWC Holding Company and its affilated operating subsidiries are wholly owned by Protective Life

Insurance Company which includes the Asset Protection operating division. Actual financial performance of participation programs vary based on

dealership is a member of WISCO, make sure you and your man- numerous factors. Please consult your tax and/or legal professional

1 Clear-Title Seekers
|G NlTE This Auction’s For You

AUCTION

Introducing IAA's new auction exclusively featuring high-quality, run & drive inventory.
Don’t miss out on this weekly auction, happening every Thursday at 9 a.m. CT.

Learn more at IAA-Auctions.com/promotion/\WWATDA and use promo code
IGNITEAUCTION18 for three free months of registration.

IAA IGNITE PORTAGE AUCTION, W. 10415 STATE RD. 33, PORTAGE, WI 53901 P. 608.742.8245

t an |AA location, go online to Al.com and use Promo Code: IGNITEAUCTION18 or call Buyer
requirements for 3 months. This

overnment issued |.D., and business

The 3 month period starts from the day
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Cybercrime:

M‘

INSURANCE

FREEDOM TO
MOVE FORWARD

Data Security is a focal point for virtu-
ally every organization - and indi-
vidual - these days. There continues to be
considerable concern about how we man-
age sensitive data in both our professional
and personal lives. However, it is critical to
understand that much of the financial losses

P that are trending today are not “data breach

AT in nature”. Instead, they are more often
related to cybercrime, in which computers and the internet are
just the mediums for how the crime is carried out.

[ 4

Rather than reminding organizations and individuals to be
sensitive to how they handle data, this article serves as a
reminder that there is still a growing trend in the amount of
traditional cybercrime taking place and cyber criminals prey-
ing on our culture of email reliance.

The Basic Cybercrime Tactic

One of the first trends in cybercrime started around five years
ago. It has been called a number of things, such as social
engineering, CEO fraud, or CFO manipulation. In this situa-
tion, a threat actor (thief) builds an understanding of the play-
ers within an organization through the use of public website
access, i.e., company directory, LinkedIn, Facebook, to under-
stand the organization’s structure.

The threat actor then creates an entirely “spoofed” email
account (account where it appears to be legitimate, but upon
hovering over the email as a recipient, it's clear that it's a
generic, free account) that looks like it belongs to the CEO or
other organization leader. Using that account, the threat actor
sends emails targeted at financial staff, including the CFO,
to try to induce them into sending an urgent wire transfer.
Cybercrimes like this have been widely reported and discussed.

The Next Cybercrime Wave

We reference this basic cybercrime tactic because the newest
trend we're seeing uses the same type of tactic, but in a differ-
ent way. Again, the threat actor, building a profile from pub-
lic-facing web information, creates a “spoofed” email address,
but this time it is something along the lines of accountsreceiv-
ables@abccompany.com. Then, using the same profile they
created, or after a successful phishing campaign to the email
server, they use this email address to target customers of ABC
Company to let them know that it has changed its banking
relationship and that future invoices should be routed to new
banking information. Often times, the emails will contain

The Next Iteration

BY DEREK LACZNIAK, DIRECTOR OF CYBER LIABILITY, M3 INSURANCE

completely fraudulent letterhead from the president or CEO
announcing the change in banking relationships.

This new tactic has the potential to go on for months without
ABC Company noticing, primarily because many organiza-
tions offer their customers generous credit terms, and any
follow up for non-payment may not take place until mul-
tiple legitimate invoices go unpaid. At that time, when a true
accounts receivable employee reaches out to the customer,
multiple payments have been made to the fraudulent banking
information. This tactic has proven challenging for organiza-
tions because of the uncomfortable situation it creates for both
ABC Company and the customer.

Under traditional crime and cyber insurance policies, ABC
Company would not be able to file a claim because they
haven’t suffered a financial loss. The money never reached
their account. Often times the customer doesn’t have the
appropriate crime or cyber insurance to respond to their social
engineering crime loss either, and may hold ABC Company
accountable for the fact that they were “hacked.” The lack of
insurance policy clarity has put undue stress on these critical
relationships.

This type of cybercrime has been growing in frequency and
severity in 2018. It is seemingly targeting organizations with
wide customer bases operating in industries where there is an
assumption of regular payments being made, including service
providers and manufacturers among others.

The insurance marketplace has responded by developing
endorsements to crime and cyber insurance policies to be
endorsed onto ABC Company’s existing policies. The endorse-
ments protect ABC Company’s losses when their customers
are manipulated. Losses can also be covered on a first-party
basis by having social engineering coverage on the customer’s
policies.

Recommendation:

Organizations that potentially have this exposure are encour-
aged to issue a memo from their financial teams to all of their
customers acknowledging this threat and confirming that
they are not looking at any banking alternatives at this time.
Any information customers receive to the contrary should be
reported to their representative immediately. In addition, the
memo should outline the steps the organization would take if
it ever did decide to change banking relationships. These steps
could include a personal call from the organization’s finance
department directly to the customer. ®
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WE'RE PROUD TO DESIGN AND BUILD THE
NEW S MART MOTORS PREOWNED IN MADISON

Congratulations to Smart Motors and thank you for choosing us as your

trusted architect, builder and member of your team!

- &
sullivandesignbuild.com e 608.257.2289 " U I I IU 0 n Buildings and partnerships made to last.

“designBU

HELPING YOUTH GROW BY LEARNING TO SERVE OTHERS ~ John and Jan Gillespie founded Rawhide

in 1965 and were joined by Bart and Cherry
Starr the next year to help redirect the lives
of young men. Recently, the Gillespies
published a book on the story of Rawhide

and their experience foster parenting 351
THE STORY OF

teenage boys. The book also showcases the
@m R@WEE@E WATDA and the ADAMM dealership support.
o
BICAYASIIRVAYNICEH

W
e L
John Gillespie
is visiting select car dealerships
in Wisconsin to host book signings.
Interested in having John
come to your dealership?
Contact john@our351sons.com

or the WATDA office. Bart & Cherry Starr
and John & Jan Gillespie

Hard Cover Special Edition, 330 pages and 130 pictures - '
AR R (TG
Books are available for sale at www.Our351Sons.com A Froan o

$30 includes taxes, shipping and handling.

O CRERRY 51403
gy
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Tribute

&

LeRoy “Lee” E. Markquart, 87, died peacefully at

home on May 29 after a six month battle
with pancreatic cancer.

Lee was born on his grandparents’ farm
in MN to Ed and Ede Markquart, the sec-
ond of four children in where he gradu-
ated from Jackson High School in 1949; and
Macalester College in 1953. He then served

%% the South Dakota Air National Guard as a
radar observer on a two-man plane.

Lee and Mary Hagberg were married on July 20, 1957 and
made their home in Jackson until 1970 when they moved to
Eau Claire to build Markquart Motors and raise their family.
They were married for almost 53 years when Mary died of
ovarian cancer in June 2010.

Lee and Mary were largely responsible for bringing the Boys
and Girls Club to Eau Claire; over the years he poured his
heart and soul into ensuring the club would remain a place
to take care of youth in the Chippewa Valley. They were
also involved in the Society of Founders at the Eau Claire
Community Foundation, and avid supporters of the University
of Wisconsin Eau Claire.

Lee was preceded in death by his wife Mary, and sister Rene
(Tom) Hawkins. Lee is survived by his beloved companion of
more than seven years, Sue Kristo; his sons David (Michelle),
John (Terri), Paul (Melissa) and daughter Jeanne (Andrew)
Hartfield; his grandchildren, and step-granchildren; eight
great grandchildren; his sister Bev (Will) Larsen and brother
Ed (Jan) Markquart, as well as an abundance of friends and
extended family.

WATDA President Emeritus Gary Williams had the following
to say about Lee Markquart:

“Lee was 2001 WI Dealer of the Year/TIME Dealer nominee;
involved in the formation of our Foundation, (serving on
the board from 1992-1997; as chairman in 1995); a WATDA
board member(1972-1981) who declined going up the ladder;
ran exemplary dealerships; had the foresight to convince Ken
Vance to quit the Convention and Visitors Bureau and join
him; then helped to set Vance up as a competitor; he gave
tutorials at the NADA conventions on how to be a customer-

based organization; and on. Lee helped me to understand
things I had no clue about...but he knew I should know.”

“Lee could ask a sharp, challenging question ever so respect-
fully. If he disagreed with something, he was always there with
an alternative that made sense. He was a leader and a coach.”

From the WATDA staff’'s viewpoint; “Lee was the epitome of
what we would hope for in a member: engaged, supportive and
always a class act.” @

John Stenbroten, age 92, longtime auto dealer and
Monticello resident passed away July 21. John was born on July
12. 1926 in Bagn Valdres, Norway, the son of Oluf and Olga
Stenbroten. The family migrated to the United States on May S5,
1927; and settled in the Argyle-Blanchardville area. John was
at 1944 graduate of Blanchardville High School.

John married Bernice Voegeli of Monticello June 22, 1946 and
they farmed until moving to Monticello in 1954 to join Leon
A. Voegeli, his father-in-law at Voegeli Chevrolet Buick. The
Stenbroten family purchased Karlen Ford in 1995 and began
Monticello Ford.

A very active community member, John served the village
board for 26 years, 22 of those years as the Village President;
the Bank of Monticello board for 29 years, 14 years as President.
He was also active in many civic organizations such as Sons of
Norway, Zor Shrine, Masonic Lodge, the Monitcello Historical
Society and Zwingli United Church of Christ.

John is survived by four sons, Jack (Sally), Jim, Steve (Cindy)
and Dan (Mary); grandsons, great grandchildren, sister-in-law
Lila Stenbroten; cousins, nieces, nephews and special friend
Evelyn Larson.

He was preceded in death by his parents; a daughter in 1947,
his wife Bernice in2005, brothers Olin and Donald; sister and
brother-in-law Ruth and Paul Duerst. @
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Classic cars, boats,
motorcycles, and more.

Q_ Rawhide ebay sales

ebay

Nothing but praise. From the mission they

support, to the people — they all rock!
* * * * * (actual ebay review)

®.RAWHIDE.

rawhide.org



Nitro-X Middle School
Summer Camps...On Your Mark...

Get Set...Go!

BY KARA S. NANIA

hen you have multiple moms coming up and saying,

“This is the coolest and best thing my son has ever
done,” you can chalk it up as a win. When you have a parent
pull you aside to point out her son because he is so introverted
and is constantly bullied, and she wants you to see him smile
and laugh with the friends he made so that you know that you
made a difference well... well there are no words.

So, ends our first series Nitro-X Middle School Summer Camps
and the results were beyond what we could have ever expected.
Our goals were to expose kids to the industry and to hope to
create some passion. The fact that we ran both camps at max
capacity, with waiting lists and interest for next year, says we
hit our mark.

This summer the Foundation of WATDA brought in a summer
camp idea from Minnesota and launched the inaugural camps
at Gateway Technical College (GTC) and Waukesha County
Technical College (WCTC). They were week-long day camps
where the campers got to work on RC (remote control) meth-
ane engine vehicles learning to rebuild and repair the engines
along with all aspects of repair. During that time the campers
also went onsite to auto dealers, heavy-duty truck dealers, RV
dealers and auto body/collision repair shops with the inten-
tion to get hands-on experiences in as many different types
of jobs they could at these difference types of dealerships. Our
goal was to expose them to as many aspects of our industries
as we could.

G -
FOUNDATTSN

OF THE WISCONSIN AUTOMOBILE & TRUCK DEALERS ASSOCIATION

The camps wrapped up with attendees showing off their vehi-
cles and customized paint jobs to their parents and extended
family members, as they were all invited out to the technical
college for Race Day. When the kids showed off their driving
skills competing to take home trophies designed by the school;
let me tell you the competition was fierce. GTC even had a pair
of identical twins battling it out in their finals!

To answer the question, “Was a passion was created?” truly
only time will tell; but let me share this, as we were waiting for
the trophies to be awarded at the end of one of the camps, an
argument broke out among the kids as to what is cooler, trucks
or RVs? Not bad for a week-long day camp.

Please follow Nitro-X Summer Camps Wisconsin Facebook page to
see pictures from this year’s camps, get updates and information on
new locations for on next year’s camps. @

TRER

-
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Thank you for sponsaring

Gateway Technical College’s Nitro-X Summer Camp 2018
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World Class Technician Teacher FOUNDATTEN

BY DAN KLECKER, STATE EDUCATION DIRECTOR

ohn Hayes, automotive instructor from Beloit Memorial

High School, was recognized by the president of ASE, Tim
Zilke, at the ASE Instructor Training Conference for achieving
World Class Technician status.

The Auto Care Association and National Institute for
Automotive Service Excellence (ASE) work together to recog-
nize professional technicians who have tested and obtained
ASE certification in 22 specialty areas. World Class Technicians
have earned certifications in A1-A8 (automotive), T1-T8
(medium/heavy truck), B2-B5 (collision repair), along with
advanced areas of L1, and L2.

e There are an estimated 879,000 technicians in the U.S.
e Over 300,000 techs are ASE certified

e The World Class Technician recognition was established
more than 30 years ago

e Less than 2000 driven techs have earned World Class sta-
tus!

John has worked as a technician, service manager and owned
his own shop before he transitioned to education. He will be
starting his third year of teaching the ASE accredited automo-
tive program at Beloit Memorial HS.

OF THE WISCONSIN AUTOMOBILE & TRUCK DEALERS ASSOCIATION

The ASE Instructor Training Conference, held in Frisco TX, was
attended by over 300 transportation instructors from around
the country. Training was sponsored for automotive, truck,
and collision sessions by manufacturers such as Subaru, Snap-
on, FedEx Freight, Toyota, Polyvance, and Daimler Truck.
Instructors had the opportunity to receive industry training
that counts towards their 20 hours/year requirement to main-
tain program accreditation.

The Foundation covers the cost of the conference registration
for instructors at our ASE accredited high schools in WI. The
high schools are expected to cover the Instructor’s remaining
costs to attend the national conference. @

Sleepy Hollow Academy Graduates First Class

BY CHUCK KELLER, CESA

Wouldn’t it be wonderful if every school had a nationally
accredited automotive tech program? Unfortunately, in
Wisconsin this is not the case. In reality, many rural schools
cannot even support a Technical Education program. So how
do students in these districts obtain exposure to the career
readiness skills they need? One answer is a unique program
developed in partnership between Sleepy Hollow Auto, The
WATDA Foundation, Western Tech and CESA 3,4.

In May of this year, thirteen students from eight schools in
southwest Wisconsin were the first to graduate from the Sleepy
Hollow Auto Technician Academy. The Academy was devel-
oped to address a critical shortage of students entering the
automotive technician career pathway. Students traveled to
Sleepy Hollow Auto in Viroqua on Wednesday nights between
September 1 and May 30. Students were taught by Evan
Nelson, certified Auto Technician employed by Sleepy Hollow,
and earned dual credits at their high school and at Western
Technical College. The Academy provided these junior and
senior students with the academic and technical skills needed
to gain entry level employment in the automotive industry.
The need for this program was acute, many of these students
came from schools that did not posses a hoist or other essen-
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tial equipment. It is very difficult to train students basic auto
maintenance without the proper tools.

The program will be expanding for the fall of 2018. Mark
Fillback, President of Fillback Family of Dealerships, will
be hosting 24 local students in two of his dealerships using
the Academy model. The classes will be taught by Fillback
employees with dual credit opportunities with Southwest Tech.
These students in addition to 12 more students in Viroqua will
bring the number to 36 students actively engaged. With more
dealerships positioned to come on line in 2020 the number of
students participating will continue to grow. If you would like
more information on this program, please contact Kara Nania
at the Foundation or Chuck Keller at CESA 3 in Fennimore Wi.
ckeller@cesa3.org @




2nd Quarter Donors
April —June 2018

ADAMM

Airoldi Brothers, Inc.

Elaine, Curtiss & Mick Anderson
Boardman & Clark LLP
Boucher Chevrolet Inc.

Mark & Chris Geiger
Wayne Gross Family
Hesser Toyota
Homan Family
Kennedy Ford
Brickner's of Wausau, Inc A. David Kriete
Bob & Tammy Clapper

Dedicated Fleet Services

Easton Motors Inc.

Mark & Tracy Fillback & Family
Fillback Ford & Chrysler

Forest County Potawatomi Foundation

Lawrence Meade, Jr.
Meyer Motors Inc

Alliance

Terry Frankland

Gateway Technical College Quaden Motors, Inc
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Discover the ideal HR support
solution for your dealership

Are you attracting and retaining employees in this
ultra-tight labor market? Is your dealership compliant
with the latest HR regulations? From recruiting and
employee relations to benefits and compliance,
Schenck’s HR Consulting team partners with your
dealership to assist in managing your human
resources function.

To learn more, contact Jason Kiehnau at
800-676-0829 or visit schencksc.com.
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GO BEYOND THE ORDINARY |

Wipfli helps dealerships achieve sustainable results and maximize their ROI. With vast experience in tax, audit, accounting and

operational consulting, our dedicated dealership team puts more than 125 years of combined experience to work for each and every

client. With a pulse on industry trends, Wipfli is uniquely qualified to help you make better business decisions. Contact us today.

Kevin Cherney WIPFLIi1

CPAs and Consultants

kcherney@wipfli.com | 920.662.2860 wipfli.com/dealership




