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China is rapidly redefining the global
automotive landscape, and potentially the US

market.

China is the largest auto retail market in the
world, surpassing the US in 2009 (see Chart
1). Now, Chinese OEMs are on the verge
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The China Factor: A Growing Force in the
Automotive Industry

By Erin Kerrigan, Kerrigan Advisors

of becoming the world’s largest automakers.
Today, China represents 40% of global auto
production relative to the US’s 10% share. The
country leverages its superior cost efliciencies,
government-backed initiatives and aggressive
expansion strategies to accelerate its global

market share gains.

Chart 1 | Annual light Vehicle Sales & Share of Global Auto Production, US vs. China
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Source: China Association of Automobile Manufacturers, CEIC, Macrobond, Automotive News,
Kerrigan Advisors’ Research & Analysis
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Today, 64% of vehicles sold in China (a market now double
the size of the US) are manufactured and sold by domestic Chinese
brands, up from 36% in 2020. By contrast, legacy automakers have
seen their market share decline to just 36% (see Chart 2). The rapid
ascent of China’s domestic brands in China, at the expense of imports,
signals a potential reshuffling of the global auto industry, with Chinese
manufacturers poised to extend their market dominance beyond their

home market.

Chart 2 | China Light Vehicle Market Share by Brand Origin
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The financial ramifications to legacy OEMs of lost market share
in the world’s largest auto market are becoming increasingly apparent.
70% of OEM executives surveyed by Kerrigan Advisors now have
concerns about the financial impact of Chinese OEMs’ rising global
market share (see Chart 3). This is perhaps not surprising when
considering how the automakers that suffered the most significant
declines in Chinese market share had historically relied on China for

a meaningful percentage of their global sales (see Chart 4).

Chart 3 | 2025 Kerrigan OEM Survey Results
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Chart 4 | OEMs’ Share of Global Sales from China and Year-over-Year Sales Declines in China in 2024

Charl 46 | OEMs' Share of Global Sales from China and Year-over-Year Sales Declines in China in 2024
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OEMS concern about the financial impact of Chinese OEMs are
becoming a reality as their earnings are now being negatively impacted
by the lost sales. One of the most striking examples is General Motors,
which recorded a $5 billion restructuring charge in the fourth quarter
of 2024 due to the deterioration of its Chinese business. 7o pur this
into perspective, GM’s China charge represents 70% of the company’s
2024 net income, underscoring the financial gravity of the shifting
competitive landscape.

As legacy OEMs experience the financial fallout from their
shrinking China presence, they have concerns about Chinese OEMs
entering the lucrative US market. The US is the only major auto retail
market in the world where Chinese OEMs are absent. This makes the
US a highly attractive auto retail market for legacy OEMs. However,
76% of US auto executives surveyed by Kerrigan Advisors expect
Chinese automakers to eventually enter the US market (see Chart 5),

indicating the barrier to entry may be short lived.

Chart 5 | 2025 Kerrigan OEM Survey
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While the US has successfully shielded its auto retail market from
Chinese imports for now, the global rise of Chinese OEMs — and the
potential for their future entry into the US — will inevitably impact
legacy automakers’ US strategy, operations and their associated blue
sky values. Blue sky represents the intangible value of a franchise,
driven by an OEM’s ability to sustain a profitable dealer network with
compelling, innovative products. When an automaker loses global
market share and suffers the financial implications of that loss, its blue

sky value often declines.

Whether Chinese vehicles enter the US market directly or not,
their growing dominance in the global auto industry will have financial
consequences for US auto retailers. As the competitive landscape
continues to shift, US dealers should closely monitor the financial
health and strategic global positioning of their franchise OEMs,
ensuring they align with brands capable of sustained investment and
long-term viability in an evolving global marketplace. Fully insulating
the US auto market and blue sky values from the impact of the Chinese

auto industry likely has an expiration date.
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About Author

Erin Kerrigan is Managing Director of Kerrigan Advisors, which she
Jfounded in 2014. Kerrigan Advisors is the leading boutique investment
bank serving auto retail, the largest retail industry in the US. Since its
founding, Kerrigan Advisors has sold over 300 dealerships representing
over $9 billion in client proceeds, including the third largest transaction
in the industrys history — the sale of Jim Koons Automotive Companies
in 2023 to Asbury Automotive for $1.5 billion.

Prior to founding Kerrigan Advisors, Erin headed Presidio Automotive,
another boutique investment bank dedicated to auto retail based in San
Francisco. Prior to Presidio, she was a Senior Vice President at iStar
Financial (NYSE: SFI), a multi-billion dollar publicly-traded REIT
where she led transaction origination. Early in her career, Erin was dealer
operator of her family’s dealership, which she sold in 2006. She began her
post-graduate career as an investment banker for Piper Jaffray in Menlo
Park, California.

Erin is a recognized industry expert on dealership MSA, valuation,
real estate and private equity, and is frequently quoted by The Wall Street
Journal, The Economist, CNBC and Automotive News. In 2018, she was
named a Women of Influence by Automotive News. Erin is a recurring
speaker at leading auto retail events and conferences held by JD Power,
National Auto Dealers Association (NADA), American International
Auto Dealers Association (AIADA), American Institute of Certified Public
Accountants (AICPA), National Association of Dealer Counsel (NADC)
as well as numerous state dealer associations. She has also been a keynote
speaker for events hosted by Toyota Motor North America, American Honda
Motor Company, Audi of America, Bank of America, Wells Fargo, US
Trust and Truist. Erin is the author of The Blue Sky Report®, the industry’s
leading M&A report, which is distributed to 11,000 industry participants
in 35 countries and co-authored NADA%s Guide to Buying and Selling
Auto Dealerships.

Erin earned her undergraduate degree from Northwestern University
and her MBA from The UCLA Anderson School of Management. She
resides in Incline Village, Nevada with her husband and partner, Ryan
Kerrigan, and their three children, two of whom are currently attending
the University of Notre Dame. Erin is a member of the Young Presidents
Organization and serves on the University of Notre Dames Cabinet For
Good Campaign and Mendoza College of Business Advisory Council,
Northwestern Universitys Council of 100 and the board of The League
to Save Lake Tahoe.

Erin Kerrigan is a Registered Representative of BA Securities, LLC.
Member FINRA SIPC.
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Beautiful Bill Act

By Shaina Kamen, Holland ¢ Knight

Business succession planning is a critical part of business operations
for auto dealers. While more typical estate planning addresses the
formidable and daunting question of how and to whom the dealer’s
business will pass at death, basic estate planning does not address the
more common situation where family members are not interested in
running the business indefinitely. For this reason, business succession
planning is critical to evaluate what the dealer’s goals are for the future
of their business, and whether it makes sense to plan for the business
to pass to the next generation or to consider opportunities to sell the

business to third parties prior to death.

The One Big Beautiful Bill Act (OBBBA), signed by President
Trump into law on July 4, 2025, made significant changes to the tax
laws that will be effective on January 1, 2026. OBBBA addresses a
number of tax considerations that impact auto dealers as they consider
whether to transition their businesses to children or other family
members through estate planning, or sell the business to third-parties

as part of a broader succession planning strategy.

For dealers who are interested in transitioning their business to
children or other family members, OBBBA expands opportunities
to transfer the business while minimizing the impact of gift, estate,
and other transfer taxes. OBBBA increases and makes permanent
(for now) significantly higher estate, gift, and generation-skipping
transfer tax exemptions. Effective January 1, 2026, OBBBA increases
the amount that may be transferred to third-parties through estate
planning or death to $15 million per person ($30 million per married
couple). These exemptions are indexed for inflation and provide a
significant opportunity for dealers to transfer the business to family
members. Where the value of the business exceeds the dealer’s
remaining exemption, estate planning strategies including sales to
intentionally defective grantor trusts, such as Spousal Lifetime Access
Trusts and Dynasty Trusts, can be implemented to transfer the business
to family members in a tax effective way. These planning techniques
can even be structured to provide the dealer or spouse with an income
stream attributable to the value of the business, as well as certain types
of control over the business operations. These tools may incentivize

the dealer to engage in tax planning.

For dealers who are interested in selling their business, OBBBA
expands the already favorable rules about Qualified Small Business
Stock (“QSBS”), making it easier for shareholders to sell their stock
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Drive Your Dealership Into the Future: Estate Planning
Considerations for Auto Dealers in Light of the One Big

while eliminating or greatly minimizing capital gains. Under the QSBS
rules, certain eligible investors in C-corporations may exclude some or
even all of their capital gains from federal tax when the stock is sold.
Under the existing law, the capital gains exclusion is limited to the
greater of (1) $10 million or (2) 10 times the shareholder’s basis in the
QSBS. Under the new law, effective January 1, 2026, the capital gains
exclusion is increased to $15 million, adjusted for inflation annually
(or 10 times the shareholder’s basis in the QSBS). The capital gains
exclusion may be leveraged even further through an estate planning
technique referred to as QSBS trust “stacking.” Among other changes,
the new rules also make it easier for a C-corporation to qualify for
QSBS treatment by softening the required holding period for the stock
and increasing the ceiling for the corporation’s gross assets at inception
from $50 million to $75 million.

Last, auto dealers often look to employee stock ownership plans,
or ESOP. ESOP:s are tax-qualified, deferred compensation plans that
facilitate employee ownership of company stock, similar to an employee
retirement plan. While ESODPs aren’t directly impacted by OBBBA,
there are various tax strategies that may make ESOPs a top contender

for auto dealers.

With the enactment of OBBBA and its tax advantages for auto
dealers, taking steps to implement succession planning is a critical part

of planning for auto dealers that should not be overlooked.

About NLX

Shaina Kamen is a private wealth services attorney. Ms. Kamen serves
as general counsel to high-net-worth individuals and multigenerational
families throughout New York and Florida.

Ms. Kamen advises clients on all aspects of estate, gift and generation-
skipping transfer tax planning to create plans consistent with client goals,
with an emphasis on coordinating the overlay of business succession

planning on estate planning for family-owned business structures.

In addition to developing comprebensive wealth transfer plans for
clients, Ms. Kamen often acts as a

resource to family offices, including trustees and other advisors, to
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coordinate the implementation of estate plans across multigenerational
Jamily groups. She also works with family members and advisors to evaluate
family office structures and needs, including restructuring existing family

offices or creating new family offices as objectives evolve over time.

Ms. Kamen's practice encompasses all aspects of estate and trust
administration in New York and Florida, including post-mortem estate

planning, and federal and state estate tax matters.

Ms. Kamen frequently writes and speaks on estate planning ropics
relating to high-net-worth individuals and families. She is an adjunct
professor at the University of Miami School of Law, Graduate Program

inlaxation.

NADC NEW MEMBERS

FULL MEMBERS

Matthew Edwards
Thomas, Fisher and Edwards, PA.
Greenville, South Carolina

Justin Hall
David Stanley Auto Group
Oklahoma City, Oklahoma

FELLOW MEMBERS

Carroll Devillier
Breazeale, Sachse & Wilson, LLP
Baton Rouge, Louisiana

Matt Warner
Preti, Flaherty, Beliveau & Pachios, LLP
Augusta, Maine

TRADE ASSOCIATION EXECUTIVE

Patrick O’Brien
National Independent Automobile Dealers Association
Silver Spring, Maryland
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THE

FONTANA

GROUP, INC.
'WWW.FONTANAGROUP.COM

THE FONTANA GROUP, INC. has provided expert analysis and
testimony involving franchisee/franchisor relations in the retail
automotive industry and other industries since 1973. We use
industry-specific knowledge and experience in economics,
statistics, financial analysis, data management and GIS to solve
complex business problems.

8 \\.‘:\ AUTOMOTIVE CONSULTING

T Add Points  Location Analysis

./ Terminations  Financial Analysis
N\, Relocations  Credit Discrimination
| 7 - Allocation  GIS/Mapping

= Sales Performance  Light, Medium & Heavy Vehicles
Customer Satisfaction Performance  Line Make Elimination
Buy/Sell  Demographics
Area of Responsibility ~ Wholesale Finance

LITIGATION SUPPORT

Discovery  Data Management
Expert Testimony  Data Analysis
Deposition & Trial Preparation  Exhibit Preparation
Case Review & Analysis  Statistical & Economic Analysis
Rebuttal Reports  Class Action Damages

520-325-9800 3509 N. CAMPBELL AVE. TUCSON, AZ 85719  TFGI@FONTANAGROUP.COM

BEA CONTRIBUTOR!

We are always looking for submissions to

publish in the Defender. Please send your

contributions or proposals for articles to:

comms @dealercounsel.com
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President’s Message

Eric Baker
Wisconsin Dealer Law

NADC President

Greetings from the Big Woods of the Upper Midwest!
[ write to you as we kick off the holiday season, which,
in Wisconsin, starts with the opening of the main deer
hunting season, first light of Saturday morning before

Thanksgiving.

I'll take this first President’s Message as my opportunity
to thank the entire NADC membership, and specifically
our Board of Directors, for allowing me the honor of
serving as President of this fine organization for the
next two years! As I start my tenure, and consider the
path for our third decade as a professional association,
I’'m truly humbled by the efforts of our founders and
many members who have patiently grown NADC into
the vibrant community it is today. More specifically, I'll
thank our Immediate Past President, Scott Silverman, for
his outstanding leadership the past two years!

When I joined NADC in 2008, our membership
was already a robust 480 members, just four years in
existence. When I joined the Board of Directors, in
2015, we had grown to nearly 550 members, and just
recently we surpassed 650 members, strong. Our member
conferences also have consistently grown, with our recent
2025 Fall Conference setting yet another attendance
record, of 274 attendees!

Repeated member surveys have confirmed what is
obviously the key to NADC’s success: the enthusiastic
engagement of our membership in sharing our knowledge,
experience, and contacts with our valued friends and
colleagues throughout NADC. It’s a simple and truly
winning formula that will endure so long as each of us
graciously contributes when and in what form we can.

This is where I make my pitch. Our Board is
gearing up for our Annual Member Conference this
coming May, in Santa Monica, California. We are also
constantly in need of insightful content for our monthly
Defender newsletter. I very much appreciate the articles
and conference session proposals we receive; yet, it is
noteworthy that the number of members submitting

NADC DEFENDER

content has not nearly kept pace with our membership
growth. I'd like to see this change over the next two years,
and I ask that all members thoughtfully consider some
content that they could contribute to our cause.

I realize that making my call to action is much simpler
than completing the challenge, itself. I recall having a desire
to contribute an article or conference presentation long
before I actually did so, and I also recall that one of the
primary hurdles for me was identifying a topic that would
be both insightful to this distinguished group and within
my grasp as a practitioner in a relatively small and quieter
region. So, to spur this effort, let me offer this help. If
you are interested in contributing an article or conference
session proposal, but haven’t done so because you have
not identified an appropriate topic or you would like to
partner with another member on the effort, please email
your interest to me at eric@widealerlaw.com, with the
Subject Line “NADC Content Contributor.” I will work
with our administrative team and Board to develop a list
of potential contributors and to identify potential content
topics that may fit your interest and practice.

I thank you in advance for your thoughtful consideration,
as well as for your continued engagement and support. |
think you will find great satisfaction, as I have, in whatever
contribution you can make to this fantastic group.

And, finally, I wish all of you Happy Holidays—however
you celebrate this season—and hope those who enjoyed
time in the woods had a safe and successful hunting season!
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NET
NLX LEASE
EXCHANGE

Is your dealer retiring after their
dealership sale?

Contact us for a free consultation of 1031 exchange
into passive investments (net lease and DSTs).

www.thenlx.com | 510.592.4562

100+ Transactions | +$500M Volume | 30 States

»IT Consulting
» DMS Conversions

AUTOMOTIVE CONSULTING  »Managed Network
A WISE INVESTMENT FOR YOUR COMPANY

Services
Tom Olney »M & A Services
Partner » Fractional CFO
tom@owlautocs.com
C: 770-377-6251 » Fractional CIO

owlautocs.com

560+
, H A | G DEALERSHIPS
BOUGHT OR SOLD
#d cariners 200,
INTEGRITY. CONFIDENTIALITY. EXPERIENCE. TRANSACTIONS

- $8.5B
The Leading Buy-Sell IN VALUE
Advisor for Higher Value Represented 20 of the
Deqlerships Top 150 Dealer Groups
More Than Any Other
Firm.

954‘646‘8921 / HAIGPARTNERS.COM scott@carminds.com B4

oneView.

Dealership Document Management

Where compliance and
convenience meet.

Access every document, &=

from any DMS, anytime. JE&%
(=] Sty

Connect with us. Visit one-view.com

(J SPEED: No one completes your submissio;?'éé?é\

& SECURE: Fully FTC compliant :

(J OPTIMIZED: Proprietary software guarantees you the best result
&J GUARANTEED: You only pay when you are approved

(888)477-2228 [=3 % A

Info@DealerUplift.com /\RM/\'I;US
www.Deale’rUplift.com Eﬁlﬂi ==DEALERUPLIFT =
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CARMINDS

Acceterating Dealerships Forward RS

& TRAINING & DEVELOPMENT
VARIABLE - FIXED

ADMIN - SUGCESSION k /*/
@ FRACTIONAL COO o A
@ COMPLIANCE NI
@ FIXER P e
@ OEM ISSUES

(925) 285-5859 Q@

We Thrive In Untangling Emotional Knots
For almost half of a century, The Rawls Group has partnered with advisors
and dealers to facilitate strategies to overcome issues impacting growth

and sustainability, such as:

* Dealer, Successor, and Leadership Development
» Talent Recruitment and Retention
* Team, Family and Behavioral Dynamics

Leverage Our Free Assessment & Motivate Action:
www.rawlsgroup.com/assessment

Learn More: aUsiEss
kendall@rawlsgroup.com | (850) 294-3042 ( amls shccessiod

&CounselcrLibrary com, LLc

ways we make your job easier...

ilicARLAW" &
Spot? Deliveryj

A

Visit us at www.counselorlibrary.com
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BROKERAGE SERVICES g S . One of the Nation's Most Experienced Auto Dealership Brokers

Helpina Dealers ¢\ Dealership e Consolidation < 40years'in business
PG : 4 Brokerage e Litigation ¢ 400+ transactions
B UY & Sell pealershi S i = « Appraisals * Consulting « 550+ appraisals

NORTH AMERICA'’S HIGHEST VOLUME Hire Gordon Wisbach
DEALERSHIP BROKERAGE FIRM i b T 508.395-2500

Gordon@gwmarketingservices.com
‘@ (\;WMarketingServices.com

Don’t get run over. E{

Anderson Economic Group has the
industry expertise, connections, and

clout to stand up to the big guys. PROTECT THE DEAL
<&

Rely on our expert testimony to With Brokers You Can Trust
protect your interests.

517.333.6984 NationalBusinessBrokers.com

ANDERSON

—— ECONOMIC i i i k "
AndersonEconomicGroup.com/expertise/automotive G R O U P info@NationalBusinessBrokers.com 800-576:8875

ELEVATE YOUR BUSINESS PERFORMANCE
A

ACCOUNTING - CONSULTING - WEALTH MANAGEMENT

It's easy to protect yourself ) @ MOSS A DAMS

@+ PRIVACY/ CARS

KERRIGAN ADVISORS

e .
- Smart decisions.

The Only Firm in Lasting value’"

Auto Retal]‘ Dedlcated To learn more about our dealership services,

visit crowe.com or contact Jodi Kippe at

EXCluSively to Sell-Side AdviSOI‘y +1 954 489 4742 or jodi.Kippe@crowe.com.

www.KerriganAdvisors.com (775) 993-3600

m/disclosure for more information about Growe LLP, its subsidiaries,
©2021 Crowe LLP.
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ECONOMIC CONSULTING ° LITIGATION SUPPORT
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THE

FONTAN

GROUP, INC. ——

WWW.FONTANAGROUP.COM

The automotive leader
for standardized and
legally reviewed F&lI
documents.

CAPITAL AUTOMOTIVE

Helping Auto Dealers Leverage
Real Estate Equity 100%

Expanding Existing Operations - M&A Support
Tax-Deferred Options - Estate & Succession Planning

Over 21 Years Serving Dealers

www.CapitalAutomotive.com - (703) 288-3075

IDCG

DAVE CANTIN GROUP
Sign up to receive dealership listing alerts

The Automotive Acquisition Specialists
www.DaveCantinGroup.com

800-722-8621

CALIFORNIA | DALLAS | CHICAGO | FLORIDA | NEW YORK
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REDWOOD
VALUATION

BRIAN M. ALWINE, CPA, ASA
Director | Business Valuation
brian@redwoodvaluation.com
574.329.3644

BUSINESS VALUATIONS | 20+ YEARS | 500+ DEALERSHIPS COAST-TO-COAST

NEW ENGLAND'S PREFERRED BROKER

AUTO DEALERSHIP
SALES - ACQUISITIONS - EVALUATIONS

Y

NANCY PHILLIPS

ASSOCIATES

Maximizing Value for Your Clients

603-658-0004 auto@nancyphillips.com

www.nancyphillips.com

CompP

CNA NATIONAL

WARRANTY CORPORATION
www.cnanational.com | 800.345.0191

ct
gervice Contr®

IN THE AUTOMOTIVE SERVICE INDUSTRY
a

withum

AUDIT TAX ADVISORY

Dedicated to providing world-class service,
innovative solutions and industry expertise,

specializing in dealership valuations, due
diligence and forensic/fraud services and
much more to the automotive industry.

BE IN A POSITION OF STRENGTH*"

Bob Brown, CPA, Partner (732) 572 3900
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WEINER LLG| [ oot  tuckee
Providing Automotive Litigation Support, vantaqepﬂlnt wt”pusﬂ

Valuations, and Mergers & Acquisitions Assistance

From & Unique Perspective Expert Witness, Risk Mitigation, and

Compliance Consulting for Dealers.
.

Tom Kline
Lead Consultant & Founder
757.434.7656

For More Information Contact:

Larry Weiner, CPA, CrFA, Managing Partner
201.746.9700 Ext:305 or Iweiner@weinerlic.com
85 Chestnut Ridge Rd, Suite 114

Montvale, NJ 07645

www.weinerllc.com

Same local team.
New global reach.

Providing clarity. Building confidence.

Scan to learn more about our 100+.0pportunities. ) fo-r‘”s
DSMA°COM . Assurance | Tax | Consulting maza‘rs
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RETIRED MEMBERSHIP STATUS:

If you're planning to retire and would like to remain a member (at no cost to
you), contact info@dealercounsel.com for the application. The application
will be subject to approval by the Board of Directors.

Below is the criteria for becoming a “Retired Member”:

* Must be officially retfired from the practice of law, with no active
representation of clients (except for mediation)

* Must be a current NADC member at the time of retirement

* Must have been an active member for at least 10 years
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2026 DEFENDER
Advertising Opportunities

O % page ad $150. [ % page ad $100.2
5” high x 7.5” wide 5” high 3.75” wide

Months:

O January O February O March O April O May O June
O July/August O September O October

O November/December

Submit here: https://www.dealercounsel.com/
defender-advertising-opportunities

Contact: Rheanna Smith at rhsmith@dealercounsel.com
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Sara Bruce, Editor

Submit articles to: comms@dealercounsel.com

Defender, The NADC Newsletter is published by the
National Association of Dealer Counsel
1800 M Street, NW, Suite 400 South, Washington, DC 20036
Phone: 202-293-1454 « Fax: 202-530-0659 ¢ www.dealercounsel.com
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Eric Baker

Wisconsin Dealer Law
Madison, WI
President

Donald W. Gould, IT

Johnson DeLuca Kurisky & Gould, PC.
Houston, TX

Vice President

Timothy Robinett

Manning, Leaver, Bruder & Berberich, LLP
Los Angeles, CA

Treasurer

Kate Kelley
CarMax
Richmond, VA
Secretary

Scott Silverman

DSR Motor Group
Needham, MA
Immediate Past President

Lauren Bailey
ComplyAuto
Tysons, VA

Anthony Bento
California New Car Dealers Association
Sacramento, CA

Sara Bruce
Ohio Automobile Dealers Association
Dublin, OH

NADC Board of Directors

Ronald Campione
DOWC, LLC
Parsippany, NJ

Victor Danhi
ArentFox Schiff LLP
San Francisco, CA

Evan Nahmias
City Enterprises, LLC
Franklin, TN

Sarah Seedig
Holland & Knight LLP
Denver, CO

Michael Semanie
Semanie Law, PLLC
Orlando, FL

Robert Shimberg
Hill Ward Henderson
Tampa, FL

Todd Sprinkle
Parker Poe
Atlanta, GA

Rheanna Smith
Executive Director

Washington, DC

Past Presidents

Johnnie Brown

Pullin, Fowler, Flanagan,
Brown & Poe PLLC
Charleston, WV

Andrew J. Weill
Weill & Mazer
San Francisco, CA

Stephen P. Linzer
Retired
Phoenix, AZ

Oren Tasini
North Palm Beach, FL

Patricia E. M. Covington
Hudson Cook, LLP
Richmond, VA

Rob Cohen
Rob Cohen, PLC
Newport Beach, CA

Michael Charapp (deceased)
Charapp & Weiss, LLP
McLean, VA

Jonathan P. Harvey
Jonathan P. Harvey Law Firm
Albany, NY

Jami Farris

Miles Mediation and
Arbitration
Charlotte, NC
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www.LABNationDealerships.com

Lawyer Accountant Brokerage Network

The Nation's Only MLS-Like b
Dealership Brokerage

A Dealership Brokerage
Consisting Exclusively Of
Lawyers & Accountants

Created By The Industry’s
Leading Buy-Sell Experts

All Advisors Are Dealership
CPAs And Lawyers So
Confidentially Is Assured

Endorsed By More Dealer
Associations Nationwide
Than Any Other Brokerage

(516) 534-3600

Email: info@LABNationDealerships.com Follow us on LinkedIn




