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Over the past several years, most automobile manufacturers have
requested, or even required, that their franchised dealers invest in
their facilities to enhance the manufacturers’ image. The extent of
the required improvements is significant for many dealers, which
means big money going out the door! The accounting and tax
treatment for these costs have varied from dealer to dealer, with
some dealers capitalizing the costs while others elected to expense
the improvements in the year they were made. Well, on December
23, 2011, the Treasury Department and the Internal Revenue
Service (IRS) released the much anticipated capital expenditures
regulations in temporary and proposed form (the “temporary
regulations”). These temporary regulations contain the standards
for determining when a taxpayer must capitalize costs incurred in
acquiring, maintaining, or improving tangible property and are
significantly different than the regulations previously proposed in
2008 (2008 regulations).

So, why is this important? Simple, MONEY! Repairs and main-
tenance are expensed in the year incurred thus reducing the tax-
payer’s taxable income. Those items that meet the temporary regu-
lation’s definition for capitalization must be depreciated over the life
of the related asset, which means the taxpayer has to wait anywhere
from 5 to 39 years to get the full tax benefit of the expense.

These regulations affect almost all automobile dealerships in one
form or another. In the paragraphs below we will discuss the signifi-
cant issues of the temporary regulations and the impact they have

on our dealership clients. Specifically, we will discuss the following:

* Changes in Method of Accounting
* Improvement to Tangible Property
* Unit of Property Definition

¢ Dispositions

¢ Routine Maintenance Safe Harbor
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IRS Alters Tax Treatment of
Image Enhancement Programs

The new
temporary
regulations
significantly
change the rules
for determining
whether
expenditures
are capital
improvements or
ordinary repairs.
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Changes in Method of Accounting

The temporary regulations are generally effective for tax years begin-
ning on or after January 1, 2012. All taxpayers that acquire, produce
or improve tangible property will likely have to change their method
of accounting to conform to the temporary regulations. Taxpayers
effect this change by filing Form 3115 - Change in Accounting
Method, with the IRS. Taxpayers that currently use a more favorable
method of accounting for repairs and maintenance than permitted
under the new temporary regulations will likely have to make an
adjustment when the change in accounting method is filed for the
2012 tax year. This adjustment may reverse some the income tax
benefit obtained from the previous accounting method utilized,

which means additional income tax may be owed.

Improvement to Tangible Property
The new temporary regulations significantly change the rules for
determining whether expenditures are capital improvements or ordi-
nary repairs. Under the temporary regulations, the determination
whether an amount is paid for the replacement of a part or a com-
bination of parts that comprise a major component or a substantial
structural part of the unit of property will be facts and circumstances
based. The 2008 proposed regulations defined replacement of a
major component or substantial structural part to mean either:

* costs that comprise 50 percent or more of the replacement

costs of the unit of property; or
* replacement of 50 percent or more of the physical structure

of the unit of property.
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The new temporary regulations require that the taxpayer consider
all facts and circumstances, including the quantitative or qualitative
significance of the part or combination of parts in relation to the
unit of property. The temporary regulations provide that a major
component or substantial structural part includes:
* “a large portion” of the physical structure of the unit of
property, or
® a part or combination of parts that perform a discrete and
critical function in the operation of the unit of property that

is more than “a minor component.”

The temporary regulations contain several examples to illustrate the
rules. Included are examples of costs related to the structural com-
ponents of a roof, roof membrane, HVAC system, fire protection
system, electrical system, plumbing system, windows and floors.
The examples illustrate that the determination of whether costs are
required to be capitalized depends on the nature and extent of the
costs relative to the property.

The temporary regulations also provide taxpayers with guidance
on the treatment of amounts paid to improve tangible property. The
temporary regulations require a taxpayer to capitalize amounts paid
to improve a unit of property if the amount:

* results in a betterment to the unit of property;
* results in a restoration to the unit of property; or

* adapts the unit of property to a new or different use.

Betterments
In general, the temporary regulations provide that an amount would
result in a betterment if it:

* ameliorates a material condition or defect that either existed
prior to the taxpayer’s acquisition of the unit of property or
arose during the production of the unit of property, whether
or not the taxpayer was aware of the condition or defect at the
time of the acquisition or production;

* results ina material addition (including a physical enlargement,
expansion, or extension) to the unit of property; or

* results in a material increase in capacity (including additional
cubic or square feet), productivity, efficiency, strength, or

quality of the unit of property or the output of the unit of
property.

The rules in the temporary regulations for determining whether an
amount results in a betterment to a unit of property include one
major change. The temporary regulations specifically provide that
an amount should be capitalized if it results in a betterment to a
structural component or a building system, instead of to the build-
ing as a whole (see Unit of Property Discussion). It is important
to carefully weigh the facts and circumstances of each repair when

determining if it meets the criteria for a betterment.
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Restorations

The temporary regulations generally retain the restoration stan-
dards provided in the 2008 proposed regulations. The temporary
regulations provide that an amount is paid to restore, and therefore
improve, a unit of property if it:

* Is for the replacement of a component of a unit of property
and the taxpayer has properly deducted a loss for that
component (other than a casualty loss under Reg. §1.165-7);

* Is for the replacement of a component of a unit of property
and the taxpayer had properly taken into account the adjusted
basis of the component in realizing gain or loss resulting from
the sale or exchange of the component;

* Is for the repair of damage to a unit of property for which the
taxpayer has properly taken a basis adjustment as a result of a
casualty loss under code §165, or relating to a casualty event
described in code §165;

* Returns the unit of property to its ordinarily efficient
operating condition if the property has deteriorated to a state
of disrepair and was no longer functional for its intended use;

* Results in the rebuilding of the unit of property to a like-new
condition after the end of its economic useful life; or

* Is for the replacement of a major component or a substantial

structural part of the unit of property.

Adaption to a New or Different Use

The temporary regulations maintain the rules provided in the
2008 proposed regulations that taxpayers must capitalize amounts
paid to adapt a unit of property to a new or different use. Facts
and circumstances will be used to properly determine whether an
amount must be capitalized because it is paid to adapt a unit of

property to a new or different use.

Unit of Property

The definition of “unit of property” is very important for any
“repairs” study because it serves as a pivotal reference point when
the capitalization rules are applied. Generally, the larger the unit
of property, the more likely the capitalization rules will result in
amounts paid being treated as a deductible repair. In general the
temporary regulations define “unit of property” as all components
that are functionally interdependent comprising a single unit of
property. Components of property are functionally interdependent
if the placing in service of one component by the taxpayer is depen-
dent on the placing in service of the other component by the tax-
payer. For buildings and their structural components the temporary

regulations provide the following expanded definitions.

Buildings and Structural Components
The temporary regulations retain the general rule from the 2008

proposed regulations defining the unit of property for buildings as
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the building and its structural components. However, the temporary
regulations make significant modifications to the application of
the improvement standards to buildings as compared to the 2008
proposed regulations. The temporary regulations now require that a
taxpayer apply the improvement standards separately to the building
(including its structural components) and to any specifically defined

“building system” (as described below).

The temporary regulations define building systems to include:
* heating, ventilation and air conditioning (HVAC) systems;
* plumbing systems;
* clectrical systems;
® escalators;
¢ clevators;
* fire protection and alarm systems;
* security systems; and

* gas distribution systems.

Therefore, if a repair is an improvement relative to a defined
building component or building system, it must be treated as an
improvement to the entire building, and thus capitalized as opposed

to expensed.

Dispositions
The temporary regulations include new provisions under code §168
that expand the definition of dispositions to include the retirement
of a structural component of a building. This change allows a
taxpayer to recognize a loss on the disposition of a structural com-
ponent of a building before the disposition of the entire building
so that a taxpayer will not have to continue to depreciate amounts
allocable to structural components that are no longer in service.
The temporary regulations provide that the facts and circum-
stances of each disposition are to be considered in determining the
appropriate disposed asset. In general, the asset for disposition pur-

poses cannot be larger than the applicable unit of property.

Routine Maintenance Safe Harbor

The 2008 proposed regulations provided a safe harbor from capi-
talization for the costs of performing certain routine maintenance
activities. Under the safe harbor, an amount paid was deemed not
to improve the unit of property if it was for the ongoing activities
that a taxpayer expected to perform as a result of the taxpayer’s use
of the unit of property to keep the unit of property in its ordinar-
ily efficient operating condition. Routine maintenance activities
include inspections, cleaning and testing of the unit of property, and
the replacement of parts with comparable and commercially avail-
able and reasonable replacement parts. The temporary regulations
revised the routine maintenance safe harbor to apply only to prop-

erty other than a building or a structural component of a building.
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As you can see, the temporary regulations are complex and may
result in significant changes for taxpayers and how they account for
capital expenditures. Encourage your clients to discuss these issues
with their tax professional to properly assess and implement the new

changes. ®

For more information contact your Dixon Hughes Goodman tax
professional or Wayne Robbins at wayne.robbins@dhgllp.com or
919.876.4546.

About Dixon Hughes Goodman LLP: With more than 1,700
people in 30 offices in 11 states and Washington, D.C., Dixon
Hughes Goodman is the largest certified public accounting firm
based in the Southern U.S. and the 14th largest in the nation. Visit

www.dhgllp.com for more information.

Disclaimer: Any tax advice contained in this communication (includ-
ing any attachments) is not intended or written to be used, and cannot
be used, for the purpose of (i) avoiding penalties imposed under the
Internal Revenue Code or applicable state or local tax law or (i1) pro-
moting, marketing, or recommending to another party any transaction

or matter addressed herein.

100% OWNERSHIP EQUALS
TRUE CONTROL.

Portfolio delivers to its clients
100% of the underwriting profits
and investment income from sell-
ing and delivering on the promises
of Vehicle Service Contracts and
any other F&l products that help
customers protect their vehicles.

Portfolio enables dealers to con-
trol their destiny - both as a deal-
ership owner, and as a human
being with personal goals. Like
taking care of their family's
future. Like creating a very
profitable asset outside
the dealership that no one
can take from them.

That's what we call control.

WE HELP THE
DEALER BUILD
PERSONAL WEALTH.

/
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Building Wealth for America’s Auto Dealers

To learn more
www.PortfolioReinsurance.com
or contact Steve Burke, CEO
(877) 949-6200
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8th Annual

NADC Member Conference
April 29 - May 1,2012

Hyatt Regency Scottsdale Resort and Spa at Gainey Ranch
Scottsdale, AZ

THE NADC WISHES TO THANK OUR SPONSORS FOR THEIR
GENEROUS SUPPORT OF THIS CONFERENCE.
O’W‘

« Anderson Economic Group

- Capital Automotive REIT

« Counselor Library.com, LLC

« Dixon Hughes Goodman LLP

« The Fontana Group

- Portfolio General Management Group Inc.
« Rosenfield and Company, PLLC

Presentations include:

Top Twenty Legal Trends & Issues
Eric Chase, Bressler, Amery & Ross, P.C.
Rob Cohen, Auto Advisory Services, Inc.

In-House Counsel Panel

Kelly Baker, Asbury Automotive Group, Inc.
Rita Campanile, DCH Auto Group

Harold Oehler, Lazy Days R.V. Center, Inc.

Facility Image Programs: Strategies for Countering Excessive or
Unnecessary Factory Demands

Len Bellavia, Bellavia Gentile & Associates

Christopher M. DeVito, Morganstern, MacAdams & DeVito Co., L.P.A.
Scott Silverman, Silverman Advisors, PC

Social Media

Christopher Hoffman, Fisher & Phillips LLP

Jami Jackson Farris, Parker Poe Adams & Bernstein LLP
James Hess, CarMayx, Inc.

The FTC Roundtables: What Happened and What’s Next?
Tom Hudson, Hudson Cook, LLP

Andy Koblenz, NADA

Shawn Mercer, Bass Sox Mercer

Terry O’Loughlin, Reynolds & Reynolds

Characteristics of Today’s Dealership M&A Market
Joe Aboyoun, Aboyoun & Heller LLC
Erin Kerrigan, The Presidio Group

NADA Update
Andy Koblenz, NADA

Class Action / Employment
Aaron Jacoby, Arent Fox, LLP
Jeffrey Halbert, Stewart & Irwin, P.C.

Vehicle Sales in the Cloud
Nicole Munro, Hudson Cook, LLP
Alan Wingfield, Troutman Sanders LLP

Redrawing Dealership Market Territories

Patrick L. Anderson, Principal and CEO, Anderson Economic Group
Lauren Branneman, Anderson Economic Group

REGISTER NOW! click here. ’
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Executive Director's Message

Erin H. Murphy

We want to hear from you NADC!

In the spirit of March Madness, to quote
legendary basketball coach Bobby Knight,

“Everybody hears, but few listen.”
We are listening, friends!

One of the most valuable benefits of NADC
membership is the ability to learn from
one another. You are the players out on the
court. You have the ideas, expertise, best
practices and war stories from which the
rest of the membership can benefit. This
is why we strongly encourage all members
to submit articles for publication in 7he
Defender. Please send your contributions or

article proposals to:

mike.charapp@cwattorneys.com or
emurphy@dealercounsel.com .

Do you have ideas for webinars or session
topics at our semi-annual conferences that
you think could be a slam dunk? Whether
you would like to propose conducting a
webinar or presenting at a meeting; or if
there is a topic you would like to see covered,

give us an assist and pass along your ideas.

Additionally, we hope you will join us at
the 8" Annual NADC Member Conference
being held April 29 — May 1, 2012 at the
Hyatt Regency Scottsdale Resort and Spa
at Gainey Ranch. The conference will be a
two day program designed to provide you
with updates, best practices, lessons learned
and other useful information. The planning
committee has prepared a great agenda and
you will be sure to take home valuable tools
that will benefit you and your clients. Please
check the website www.dealercounsel.com

for a detailed agenda in the “Events” section.

NADC DEFENDER

NADC Executive Director

arch
ti\l\’\ad“ess\'

NADC is dedicated to continuing to pro-
vide valuable networking and educational
opportunities in 2012. We strive to be an
indispensable resource for your auto dealer
practice and thus we are always open to your
feedback. Please do not hesitate to share
with us your thoughts on how we can make
NADC more beneficial. Let’s work together

as a team!

I will stop the barrage of basketball clichés,
but remember you are our Most Valuable
Player. For the record, I picked UNC to win
in the bracket — only because my beloved
Richmond Spiders did not make it to the

Dance this year.

“Talent wins games, but teamwork
and intelligence winschampionships.”
Michael Jordan

NADC

Welcomes New Members

Full Members
Chad Ensz
Luce Forward Hamilton & Scripps LLP
San Diego, CA

Chris Tomaszewski

Woodland Motors Corporation
Woodland, CA

Court Will
Titus-Will
Olympia, WA

Fellow Members

Samyra P. Mosley
Asbury Automotive Group, Inc.
Duluth, GA

Robert E. Sickles
Hinshaw & Culbertson

Tampa, FL

COUNTS & BONACCI,LLP

Dealers Nationwide

e DMS Litigation

e Local Counsel Services

e Employment Litigation & Training
e Manufacturer Disputes

e EEOC & OCCC Representation

e  General Counsel Services

Tel: 713-222-7100
Fax: 713-222-7102
http://www.cbllp.com

Providing Quality Legal
Services to Automobile

e DMS Contract Review & Negotiation

708 Main Street, Ste. 200, Houston, Texas 77002

ATTORNEYS AT LAW
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The FTC is Coming

At our October 2011 semi-annual NADC Conference, I did not
realize how prophetic the remarks of Paul Metrey and Andy Koblenz
of the National Automobile Dealers Association would be. Both
explained that the Federal Trade Commission’s enforcement budget
had been greatly increased by the Obama Administration and how
enforcement could increase because of the creation of the Consumer
Financial Protection Bureau. They suggested that no new laws
appeared to be forthcoming, but that a new era of enforcement may

exist because of increased budget monies.

Within a week of returning to the office, I received a phone call from
a client fulfilling that prophecy. As you may well know, on March
14, 2012, the Federal Trade Commission posted four negotiated
consent decrees involving dealerships across the country. My client
happened to be one of those unfortunate few. However, rather than
provide you with a legal analysis of the rules of procedure before
the Federal Trade Commission or advertising, I thought I would
provide the Association members with a few points of observation

from this experience.

In this fast paced internet world, dealerships can more readily reach
their customers through Facebook, YouTube, Twitter, etc. Because
of the new advertising media, the Federal Trade Commission can
more easily monitor dealership advertising across the country.
Internet ads makes it quite easy for a Federal Trade Commission
attorney to sit in his or her Washington office and surf the web
evaluating your client’s advertisements on YouTube or Facebook.
The Federal Trade Commission’s four consent agreements appear to
be based upon internet ads. My client’s advertisements were all on

the internet.

Your client may have great CSI scores and may think that
no customer would ever complain about it to Federal Trade
Commission. However, a consumer complaint is not required.
There were no consumer complaints against my client to cause the
Federal Trade Commission complaint. A Federal Trade Commission
investigator apparently surfed onto my client’s ads on YouTube and
Facebook. This could happen to any dealership across the country,
since social media advertising has become part of how most dealers
do business. The Federal Trade Commission does not have to wait
for consumer complaints, and now it has a larger enforcement

budget that it must justify. Part of the FTC mission is to protect the

NADC DEFENDER

By Johnnie Brown, Pullin, Fowler ¢ Flanagan, PLLC

Feature Article

public against “misleading” and “deceptive” advertising. Injury or
complaints are not required. The ad itself that an FTC investigator

believes may violate the law is sufficient.

I encourage all counsel to discuss with their clients that advertising
disclaimers which may be proper in one advertising medium may
not be in another. For example, a disclaimer or explanation after
a “trigger term” is used may be very clear and conspicuous on a
television ad, but once that television ad is transferred to YouTube,
Facebook or other social media video, the resolution changes greatly.
The mere change of medium can make a seemingly compliant ad
non-compliant. Nevertheless, our dealers have the responsibility to
make sure that disclaimers are proper regardless of the advertising

medium used. Advertising agencies also need to realize this.

ROSENFIELD (&}

INAL VALUES | EXTRAORDINARY

The smallfirm with on
international reputation.

When it comes to Dealership
Valuations, Operations, Lifigation
Support Issues, or Mergers and
Acquisitions, we literally wrote
the book.

Rosenfield & Co., PLLC
255 South Orange Avenue, Ste 1225 » Orlando, FL 32801
phone: 407-849-6400 # rosenfieldandco.com
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The days of delaying responses and avoiding action with Federal
Trade Commission complaints are over. The Commission was very
aggressive in pursuing the consent agreement, with the threat that
the alternative was to have the dealer face a complaint before the
Federal Trade Commission. Agency lawyers demanded answers
in two weeks, not months. Extensive document production was
requested, but not required. The leverage used was that the dealer
settle with the agency, or the request will turn into a demand once
litigation starts. This required a prompt analysis of my client’s records
to determine if more problems were present. I strongly suspect that
before the Federal Trade Commission forwards a complaint, similar
to a United States Attorney issuing an indictment, the lawyers
already feel that the agency has a strong legal position against your

client.

The Federal Trade Commission was very firm in its negotiations and
not willing to negotiate on substantive terms. You will read in the
consent decrees released on March 14, 2012 that the agreement lasts
for twenty years. This seems like an eternity in our client’s world,
but prior Federal Trade Commission orders had no expiration date.
I would submit that such a period of time is simply unrealistic, but
repeated efforts to reduce this time frame were met with prompt
rejection. In fact, it should be noted that all the consent decrees
are nearly identical except for a minor negotiation on behalf of
my client which allowed us additional time to respond to future

inquires.

If your client finds itself in this position, it must be prepared for the
coming negative publicity. Before the consent decree is made public,
preparations must begin on how to respond to inquires from local
press sources. The Federal Trade Commission’s news release to the
Associated Press and others will be picked up in your clients area
and published in the local newspaper. Phone calls then begin to the
dealership. A cohesive and consistent message must be prepared to
convey the dealership’s position and intentions in entering into the

consent agreement. Simply saying “no comment” does not work.

Don’t assume that the client’s advertising agency or a manufacturer’s
advertisements are correct. In my client’s case, the ads were reviewed
by a well known national advertising agency, and in one instance,
a top manufacturer. Likewise, I encourage counsel to review their
advertising contracts and to make sure there is specific reference to
compliance obligations, and indemnity when legal obligations are

not met by the advertising agency.

Some dealers simply do not pay enough attention to advertising
because everyone around them is usually doing the same thing.
Our clients have also been doing the same thing for years, or even

decades, with no problems. Having to explain to a client why they
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are being targeted when every other dealer is doing the same type

of advertising can be quite a challenge. It reminds me of a driver
complaining to an officer when getting a speeding ticket, “why did
you pull me over, cars were passing me.” We all understand that
other people’s actions do not negate one’s own legal obligations to
comply with the posted traffic laws, or in this case advertising laws.
This can be a hard pill to swallow, and perhaps it may even lead to a
competitive disadvantage when other dealers keep advertising with

the same old slogans and programs.

Our dealers need more training on advertising compliance. Do
they appreciate “trigger terms” applicable for finance purchases
and leasing, and how to avoid or handle advertising about negative
equity? The Federal Trade Commission’s press release focused on
“negative equity” advertising, but the March 12 consent agreements
also addressed “trigger terms.” Despite the fact that the Federal
Trade Commission released guidance on negative equity back
in the late 1990’, some dealers appear to be stuck in the 1970’
with their advertising slogans. However, what has changed now
is that compliance checks are made easy with internet advertising.
Obviously, advertising compliance is easy to spot check from
any computer in the world. Also, concepts of “net impression,”
“substantiation,” and “deception” are terms about which dealers

should have a working knowledge.

I hope that my experience and observations can assist you in
representing your clients more proactively and to better prepare
when facing this seemingly new era of Federal Trade Commission
enforcement against the automobile dealers. And, I do plan to ask
Paul Metrey and Andy Koblenz if they have any suggestions for
lottery numbers the next time they are in the mood to provide

predictions. ®

Johnnie Brown is an equity member with the firm of Pullin, Fowler &
Flanagan PLLC in Charleston, WV,
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Dealership Assurance, Tax, Performance
Consulting, and Forensic Services

Providing Automotive Litigation Support,
Valuations, and Mergers & Acquisitions
Assistance from a Different Perspective
For more information contact:

Larry Weiner, Partner
914-517-7420 or Larry.Weiner@ WeiserMazars.com

Contact:
Vicky Ludema at 800.599.2304

Bruce Dailey, Partner
www.crowehorwath.com A Crowe Horwaﬂ'}__ 914-517-7422 or Bruce.Dailey@ WeiserMazars.com

660 White Plains Road, Tarrytown, NY 10591
www.weisermazars.com

N

WeiserMazars LLP is an independent WeiserMazars

member firm of Mazars Group.

ACCOUNTING | TAX | ADVISORY

tHE MI RONOVGrour

CERTIFIED PUBLIC ACCOUNTANTS & CONSULTANTS

DEALERSHIP VALUATIONS DUE DILIGENCE
FORENSIC/FRAUD SERVICES

Contact Bob Brown at: RBRowN@ MIRONOVGROUP.COM
p 800.572.7101 w MIRONOVGROUP.COM

dealership real estate.

Visit www.compli.com/nadc to take
our free dealership compliance moli
appraisal or call 1-866-294-5545. co p +Road toCompia

CAPITAL AUTOMOTIVE DIXON HUGHES GOODMAN
¥ . Certified Public Accountants and £
Biggest.Best.Most Experienced.
100% Real Estate Finance DEALER SERVICES GROUP
www.capitalautomotive.com
JayFerriero Willie Beck Joe Connolly
Chief Operating Officer SVP - Eastern US VP — Western US
703.655.8080 703.728.5844 949.300.3850 877.DLR.CPAS « www.dhgllp.com/dealerservices
!!5 Chicago | East Lansing T R
www.AndersonEconomicGroup.com _— - R ld

ANDERSON p——

ECONOMIC ——— e nO S

GROUP s

Consulting Services

: / &Reynolds
for Dealerships and their Attorneys

. Lost Profits & Damages Integration that Powers Performance®

. Valuation & Transaction Due Diligence
.Market & Sales Performance Analysis Find the solution for your automotive needs:

.Add Point & Termination Studies www.reyrey.com

e The Fontana Group, Inc.
e 509 N. Campbell Ave. Tucson, AZ 85719

20-325-9800 www.fontanagroup.com

c Automotive
NA NATIONAL allocation - add points - relocations - terminations
Economics

WARRANTY CORPORATION damages - financial analysis - statistics/econometrics
Litigation Support

discovery - analysis - expert testimony

Vehicle Service Contracts
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0’Connor&Drew, P.C. Real Car Guys with
OCD Consulting, LLC Real Solutions for your

. . Serving the Retail Automotive Industry for Over . '
ways we make your job easier... sisty ears Gliants" Real Froblems

Litigation Support-Business and Shareholder

@CaunselorLibrarycom, uce

Disputes/Divorce/Manufacturer Disputes/IRS .
INICARLAW® & Resolutions . Certified Business Valuations . FE%{}%IQZREJGE%OECE‘A
— . o Dealership Brokering . Buyer's Due Diligence . wnvecd.com
Spot ke Q)e[iﬂefy Internal Audits & Fraud Investigation . Michael McKean,
Strategic & Business Planning . Financial MBA, AVA, CMAP
1.617.471.5855 mmckean@ocd.com
Visit us at www.counselorlibrary.com Planning . Traditional CPA Services. e sing o
When it comes to dealership AUSTIN We work for you...
Valuatlons we Wrote the book CONSULTING not an insurance company.
: GROUP. INC. Our services are objective
How much is your dealership worth? and fee based.
Moss Adams LLP provides nationally recognized valuation and consulting
services for dealers. Authors of A Dealer’s Guide to Valuing an Automobile - -
Dealership for NADA, we've appraised more than 850 dealerships. Put our When Insurance companles Bld
knowledge to work for you. Yo U SAV :'?'gqucj)(‘;vﬁll\!}E
M???AP‘?‘MCSLK 61615 Syacuseway Sute 370 (79()) 528-8900
WWW.MOSSADAMS.COM Greenwood Village, CO 80111 .
(206) 302-6523 Acumen. Agility. Answers. E-mail: rbeery@austincg.com www.austi ncg.com
. J

DEFENDER - Advertising Opportunities

Defender, The NADC Newsletter is published by the National Association of Dealer Counsel

Yes! I would like to purchase an ad in the NADC Defender. Contact:

Company:
O Y% page ad $150.%°
Add
5" high x 7.5" wide, no bleeds ress
Phone:
O Y% page ad $100.%° Email:
5" high 3.75” wide, no bleeds
Method of Payment
Issue Months: O Check O Invoice me
O April 2012 O May 2012 O American Express [ Mastercard [ Visa
O June 2012 O July/August 2012
O September 2012 O October 2012 Credic Card No.

O November 2012 O December 2012

Expiration Date

Signature
Send to:

NADC, 1155 15th Street, NW, Suite 500, Washington, DC 20005, Phone: 202-293-1454, Fax: 202-530-0659, www.dealercounsel.com
Questions: Erin Murphy, email: emurphy@dealercounsel.com
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w Advertise in the

Defender, see page 9.

Noticed

BE A CONTRIBUTOR!

We are always looking for submissions to
publish in the Defender. Please send your

contributions or proposals for articles to:

mike.charapp @cwattorneys.com

Patricia E.M. Covington
Hudson Cook, LLP
Hanover, MD

President

Lawrence A. Young
HughesWattersAskanase
Houston, TX

1st Vice President

Oren Tasini

Palm Beach, FL
2nd Vice President

Stephen P. Linzer
Tiffany & Bosco, PA
Phoenix, AZ

3rd Vice President

Andrew J. Weill
Benjamin, Weill & Mazer
San Francisco, CA
Treasurer

Thomas Hudson
Hudson Cook, LLP
Hanover, MD
Secretary

Rob Cohen

Tustin, CA
Past President

Haile, Shaw & Pfaffenberger, P.A.

Auto Advisory Services, Inc.

NADC Board of Directors

Michael Charapp
Charapp & Weiss, LLP
McLean, VA

Past President

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

Past President

Bruce Anderson

Iowa Automobile Dealers Association
West Des Moines, 1A

Leonard Bellavia
Bellavia Gentile & Associates LLP
Mineola, NY

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

Diane Cafritz
CarMax Auto Superstores, Inc.

Richmond, VA

Eric Chase
Bressler, Amery & Ross, PC
Florham Park, NJ

Christina Floyd
Hampton Roads General Counsel, PLLC
Virginia Beach, VA

Jeffrey Ingram
Galese & Ingram, P.C.
Birmingham, AL

Jami Jackson Farris
Parker Poe Adams & Bernstein, LLP
Charlotte, NC

Lance Kinchen
Breazeale, Sachse & Wilson LLP
Baton Rouge, LA

Tammi McCoy
Colorado Automobile Dealers Assn.
Denver, CO

Stuart Rosenthal
GNYADA
Whitestone, NY

Scott Silverman
Silverman Advisors, PC
Newton, MA

Les Stracher
Napleton Automotive Group
Westmont, IL

STAFF

Erin Murphy

NADC Executive Director
Washington, DC

Ben Bruno
Program Assistant
Washington, DC
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