PITTSBURGH INTERNATIONAL
s

AUTO SHOW

THE 2011 AUTO SHOW!

THURSDAY, FEBRUARY 10 THROUGH
SUNDAY, FEBRUARY 13™

The dates are set, the economy is on the upswing, and
we are already making preliminary preparations for the
next Auto Show!

The Pittsburgh International Auto Show was one of a very
few shows across the country that exhibited every major
automobile manufacturer.

The visiting public enjoyed all of the “extras” in addition
to the fantastic array of new vehicles and concept cars.
There was something for everyone! Thank you for your
support!
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OUR NEW
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AUTO-MOTIVATION.COM is an auto dealership
performance improvement consulting company
who recently joined our association.

John Putzier probably needs no introduction, since he
already knows many of our members, having worked
with many of you on a variety of process improvement
and customer satisfaction projects over the past 25 years.
He recently launched his third book at the Pittsburgh
Auto Show called “The Total HR ToolKit for Automotive
Dealerships” which is a complete 10-Step roadmap to
attracting, retaining and motivating top talent. John
joined GPADA because he wants to reconnect with our
members, and hopefully keep busy working with all of
you locally. You can reach John at Auto-motivation.com
by calling 724-TO LEARN, or emailing at john@auto-
motivation.com. Join us in welcoming John Putzier to
the GPADA!
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Frank Seretti (Zurich), Jack Heyl (Pittsburgh Post
Gazette), Edd Yovetich, (Comcast), and Bruce Shea
(Zurich)

REMINDER!
el
The Greater Pittsburgh
Automobile Dealers Association’s Annual
Spring Membership dinner meeting will be
held on Saturday, May 8, 2010 at the
“Smart House” on Mount Washington.
With such an interesting and unique venue,
this is one evening you should not miss! If
you have not received your invitation, or
have not made your reservation, please

contact our office as soon as possible.
Deadline is Friday, April 30™.
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Industry Leaders Convene for NADA/IHS Global Insight
Automotive Forum in New York

NEW YORK — Chrysler Group chief executive Sergio
Marchionne kicked off a day-long automotive forum
sponsored by NADA and forecasting firm IHS Global
Insight with a keynote address in Manhattan at the New
York Marriott Marquis March 30.

The forum, called “Transformation of the U.S.
Economy and the Auto Industry,” included presentations
and panel discussions from automakers, suppliers,
retailers and the media. NADA Chairman Ed Tonkin, a
multifranchise dealer from Portland, Ore., called it “a rare
opportunity for automakers, dealers and suppliers to
come together in one location and share insights on
where the auto industry is headed after nearly two years

of turmoil.”

Tonkin was joined by 25 other executives from all
sectors of the auto industry, including Mike Jackson,
AutoNation’s CEO; James Lentz, president of Toyota
Motor Sales, U.S.A.; Mark Barnes, chief operating officer,
Volkswagen Group of America; John Mendel, executive
vice president of American Honda Motor Co.; Jim
O’Donnell, president of BMW of North America; James
and CEO of
Automotive Components; and Earl Hesterberg, CEO of

Kamsickas, president International

Group 1 Automotive.

Marchionne’s speech came just days after
Chrysler announced it would offer to reinstate at least 50
dealers who had received termination notices last year as
part of the automaker’s bankruptcy. Marchionne was
positive on Chrysler’s future, saying the automaker

RECTOR’

“intends to break even” on an operating basis this year
and will hit its target of selling 1.1 million new vehicles in

WESTERN P Anhus

“Chrysler Group LLC owes a deep debt of
ratitude to taxpayers in the U.S. and Canada for the
oans that have enabled a new, restructured company to
take life,” he said.

Toyota’s Lentz apologized to dealers for
hardships surrounding the company’s recall of several
models for unintended acceleration. In spite of the recall,

Toyota’s U.S. sales rose more than 40 percent in March.

“We didn’t have all the answers and that put our
dealers in difficult situation, but customers are staying
with us,” he said.

Other speakers included Susan Scarola, chief
executive of DCH Auto Group; Michelle Morris,
automotive industry director for Google; and Nariman
Behravesh, chief economist of IHS. Alex Taylor, senior

editor of Fortune moderated a media panel discussion.
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NADA Issues Legislative Call-to-Action in Support of
Brownback Amendment to Financial Regulation Bill
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WASHINGTON — On April 6, NADA issued a call-to-action,
urging dealers to contact their Senators to support an
amendment Sen. Sam Brownback, R-Kan., is planning to
offer to exempt auto dealers from the financial regulation
bill in the Senate. The financial reform bill (not yet
numbered) would create a new Bureau of Consumer
Financial Protection, which would have new authority to
regulate auto lending, including potentially ending
dealer-assisted financing. The amendment preserves the
ability of consumers to access credit at affordable rates.
“Dealer efforts to educate the Senate on this important
issue are critical,” says David Regan, vice president of
NADA. “Banks

companies that underwrite and service auto loans would

legislative affairs for and finance
be covered by the new Bureau of Consumer Financial
Protection, making further regulation of auto dealers
costly and unnecessary.” Last fall, dealer efforts were
essential to passage of a provision in the House financial
regulation bill that would exempt auto dealers (except
those offering “buy here, pay here” financing) from a
similar agency. With the Senate back in session, NADA'’s
legislative office is asking dealers to make appointments



with their Senators to discuss this issue, or to call their
Senators at (202) 225-3121 and urge them to support the
Brownback auto dealer amendment to the financial
reform bill. The Senate is likely to vote on financial
reform legislation sometime in April.
(http://www.nadafrontpage.com/upload/wysiwyg/Speec
hes/Statments/04-06-
10%20NADA%20Legislative%20Alert.pdf)

NADA Asks SBA to Improve Dealer Floorplan Initiative

WASHINGTON - Joined by commercial lending executives
from four major national banks, NADA met with the Small
Business Administration on March 11 to discuss ways to
make the SBA’s dealer floorplan pilot program work more
effectively. “The SBA clearly recognizes the importance of
helping the retail auto industry. But significant changes
need to be made to the agency’s dealer floorplan
program to make it work,” said NADA Chairman Ed
Tonkin, who participated in the meeting with other NADA
representatives. “We appreciate the opportunity to meet
with the SBA to discuss potential modifications to this
program, which could lead to improvements that will
benefit both lenders and borrowers,” Tonkin added.
NADA and the bankers urged the SBA to make the pilot
program permanent, to simplify the program so it’s more
user friendly and to allow loan advances of up to 100
percent of inventory value with the maximum SBA
guarantee. “We appreciate the valuable input provided
by the banking representatives and the receptiveness to
their ideas on the part of the SBA,” Tonkin said.
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e Investin Your Future with NADA, Chairman
Tonkin Tells Dealers
In a letter to all NADA members earlier this
month, Chairman Ed Tonkin urges dealers to
invest in the future of their dealerships and their
industry by renewing their NADA membership in
2010. Tonkin outlined the association’s key
achievements in 2009, including: initiating the
“cash for clunkers” program and securing an
additional $2 billion in funding; freeing TALF
funds for inventory floorplanning; providing
wind-down and terminated dealers recourse
through arbitration; and providing substantial
input leading to a dialing back of GM’s
requirements for go-forward dealers. “Now that
the economy is improving and our industry has
begun to stabilize, NADA is still working just as
hard on your behalf — taking on dealer issues,
ensuring fairness in the marketplace, and

protecting us from overreaching legislation,”
Tonkin writes. In order to maintain and enhance
the level of service and value NADA members
have come to expect, an increase in membership
dues is necessary, Tonkin explains. “We have
worked hard to make this increase as small as
possible while still meeting our responsibilities to
you,” he writes. Questions about 2010 dues can
be directed to the NADA Membership
Department at (703) 821-7113 or
member@nada.org.

NADA University Opens Free Enroliment

NADA and ATD members who enroll in NADA
University will receive substantial instruction and
resources free of charge. Those complimentary
benefits include the Resource Toolbox’s complete
online series of Drivenmanagement publications
and Learning Hub's six essential online courses
that address cash reporting, cash flow
management, diversity education, the FTC “Red
Flags” Rule, OSHA safety requirements and EPA
standards for hazardous air pollutants. Members
also receive discounted rates on subscription
services, such as NADAvt (NADA virtual training),
the industry’s most comprehensive online
training package, which includes more than 50
NADA and ATD convention workshops, more than
10 NADA Webinars that will be produced in 2010
and an expanding menu of online courses.
Members can enroll today by visiting
www.NADAuniversity.com and entering their
dealership (company) member ID. Members will
then receive a confirmation e-mail that details
how to create usernames for all dealership
employees or to identify an administrator to take
charge of that task.

NADA University Now Publishes Driven
Management Series Online

A Dealer Guide to Preventing and Detecting Fraud

teaches dealers, general managers, controllers
and CFOs how to detect and prevent employee
fraud. The various types of fraud are covered in
detail, with specific real-life scenarios and
detection methods. Also discussed are the
internal controls necessary to prevent fraud,
insurance coverage, leading indicators of white-
collar criminals, and recent statistics on
workplace fraud. Available only through the
NADA-ATD Resource Toolbox, one of NADA U’s
four “automotive centers of excellence,” the
Drivenpublications continue to be free to
members and are now offered with features that
allow dealers to quickly determine which
employees would benefit from the information.
Dealers can then assign those employees to read
the publication, and follow their progress
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through a testing and tracking system. NADA and
ATD members must first enroll in NADA
University to gain access to the Driven
publications. To view the latest Drivenguide once
you’re enrolled, login to NADA U and go to the
Training Center, then Resource Toolbox, then
Driven You'll find A Dealer Guide to Preventing
and Detecting Frauih the Business Management
category.

NADA Marks Milestone with Academy
Graduation

NADA marked an important milestone March 12
when Chairman Ed Tonkin and immediate past
Chairman John McEleney celebrated the
graduation of their children, Nancy Tonkin and
Drew McEleney, from the NADA-ATD Academy.
Nancy Tonkin and Drew McEleney represent the
fourth generation of their respective family
businesses. Both graduates currently hold
leadership roles in their dealerships and plan to
become even more involved in years to come.
The event marked the first time a current NADA
chairman and former NADA chairman have ever
had children graduate from the academy at the
same time. It was also historic because Tonkin
and McEleney are the first NADA chairmen to
have been preceded by their fathers in the
position. Tonkin’s father, Ron Tonkin, was head
of NADA in 1989. And McEleney’s father, Warren
McEleney, led the organization in 1971. “You are
today’s young lions and lionesses,” Tonkin said.
“You bring skills and knowledge to this industry
that we’ve never seen before.” McEleney also
struck a positive tone, telling the graduates
“you’ve lived through a very difficult time, and |
think [because of that] the education you
received will mean more to you.”
NADAFrontPage.com Continues to Gain Readers
NADAFrontPage.com, NADA’s new online
magazine, is fast becoming the go-to source for
timely and comprehensive news about the auto
industry. More than 44,000 visitors went to
NADAFrontPage.com in its first month of
operation. The online magazine is a hybrid site,
combining news aggregation with original
reporting. NADAFrontPage.com features
expanded coverage of auto industry news,
guotes from industry leaders and auto stock
guotes. It complements the association’s daily e-
newsletter, NADA Headlinesvhich has become a
must-read for thousands of dealers. More than
36,000 people—including thousands of industry
followers, such as automakers, suppliers and the
media—now subscribe to NADA Headlines
New MarketINSIGHT Free Webinar Slated for
April 21

Next up in NADA University’s free monthly
Webinar series is “Steps to a Sale: Move the
Metal with Ongoing Follow-up,” to be presented
on Wednesday, April 21, 1-2 p.m. (Eastern) by
Kathy Kimmel, director of training for Cars.com.
Given today’s longer buying cycles, the deal
typically goes to the salesperson who earns
shoppers’ business. That takes discipline and
processes to give customers the information they
need to make a purchase. This Webinar examines
specific tactics to keep you focused to win the
sale. To register, click here.

e NADA 20 Group Expanding
The NADA 20 Group Program launched a new
Body Shop Manager’s group and a new Hyundai
group in April 2010, and expects in coming
months to add new Kia, Audi, Infiniti and Acura
groups as well as a Lexus General Managers and
General Sales Managers group. The new Heavy
Duty All Truck Group will have a new online All
Truck Composite that allows users to put any
truck franchise in the composite. The NADA
online composite continues to draw favorable
comments, while improved market conditions
and more effective marketing help the program
grow.

Help NADA communicate with you faster and more
efficiently. Go to www.nada.org Member Update
page (under member services) and give us your
emai | address. Al so, i f
NADA HEADLINES, a free daily email summary of
the latest automotive news from major U.S.
publications, sign up at www.nada.org (go to
Newsroom then industry news)

If you have any questions or concerns or ideas
that you feel should be passed on to NADA i
please give me a call. | can be reached at
724.838.7444

Fax 724.830.8025 or cbsmail@smailauto.com
with any suggestions that you may have.

NADA will continue to work in these challenging
times for the best interest of all dealers, and will
make every effort to keep you informed as events
unfold.

Thank you for staying involved with your association.

Bud Smail

you
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