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Recently, the U.S. Equal Employment Oppor-
tunity Commission (EEOC), by a 3-to-2 vote, 
approved a new guidance on the Pregnancy Dis-
crimination Act (PDA).  In the first compre-
hensive update on the subject of discrimination 
against pregnant employees in over 30 years, 
the “Enforcement Guidance on Pregnancy Dis-
crimination and Related Issues” supersedes the 
EEOC’s 1983 Compliance Manual chapter and 
provides the public with information regarding 
the rights and obligations of all parties under 
the PDA.  
 In addition, the guidance discusses the ap-
plication of the Americans with Disabilities 
Act (ADA) to pregnancy-related disabilities.  
The federal agency also issued a “Fact Sheet for 
Small Businesses: Pregnancy Discrimination,” a 
document of questions and answers explaining 
the guidance and providing direction, which is 
applicable to dealerships. Below is an overview 
of these changes.

The Pregnancy Discrimination Act
Under the PDA, a dealership cannot fire, refuse 
to hire, demote, or take any other adverse action 
against a woman if pregnancy, childbirth, or a 
related medical condition is a motivating factor 
in the adverse employment action.  Therefore, 
pregnant women who are able to work must be 

permitted to do so subject to the same terms 
and conditions as other employees; when un-

able to work, they must be accorded the same 

rights, leave privileges, and benefits as other 
similarly-situated employees.  
 The recent guidance reinforces the PDA’s 
treatment of discrimination based on pregnancy, 
childbirth, or a related medical condition as a 
form of sex discrimination. The guidance re-
views the obligations that the PDA imposes on 
dealerships with regard to discrimination, ha-
rassment, medical leave, parental leave, benefits, 
health insurance, light duty requests, and other 
accommodations.  Among the topics covered by 
the guidance are the following:

•	 The law’s general prohibitions and require-
ments, including the protection of indi-

Save the Date:
NADC 11th Annual
Member Conference
April 26-28, 2015

Laguna Beach, CA
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NADC would like to wish
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a healthy and happy

holiday season!

Watts Navarro
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viduals who are not currently pregnant, 
examples of pregnancy-related medical 
conditions, and whether a dealership may 
ask an employee or applicant if she is cur-
rently or intends to become pregnant;

•	 Discrimination based on an employee’s 
caregiving responsibilities, including rel-
evant prohibitions under Title VII of the 
Civil Rights Act of 1964 and protections 
provided to employees under the Family 
and Medical Leave Act after the birth of 
a newborn or the adoption of a child;

•	 The dealership’s safety concerns regarding 
the employment of pregnant employees 
as balanced against an employment re-
quirement that a pregnant worker be able 

to perform the duties of her job;
•	 The PDA’s prohibition of harassment 

based on pregnancy, childbirth, or related 
medical conditions; and

•	 The dealership’s responsibility to treat 
employees who are temporarily unable to 

perform the functions of their jobs because 
of pregnancy or related medical conditions 
in the same manner as other employees 
in terms of alternative assignments, fringe 
benefits, and modified tasks.

The Americans with Disabilities Act
Title I of the ADA forbids discrimination on 
the basis of a disability in any aspect of em-
ployment, including hiring, firing, pay, job 
assignments, promotions, layoffs, training, 
fringe benefits, and any other term or con-
dition of employment.  The ADA likewise 
requires dealerships to provide reasonable ac-
commodations to qualified individuals with 
disabilities if doing so would not impose an 
undue hardship on the operation of the dealer-
ship’s business. 
 While pregnancy is not an impairment that 
qualifies as a disability within the meaning of 
the ADA as amended in 2008, the guidance 
states that, “in some circumstances,” workers 

with pregnancy-related impairments are cov-
ered under the ADA’s definition of “disability.”  
The guidance reviews a number of examples 
of pregnancy-related medical conditions that 
would qualify as an ADA disability and thus 
give rise to a dealership’s duty to accommo-
date.  In addition, the guidance provides ex-
amples of reasonable accommodations that 
dealerships may be required to implement 
for disabilities caused by pregnancy-related 
impairments.

Other Laws
In addition to the PDA and ADA, the guid-
ance addresses the relevant protections pro-
vided under the federal Family and Medical 
Leave Act, including its requirement to pro-
vide certain employees with pregnancy-related 
or child care leave.  The guidance also briefly 
mentions Executive Order 13152168, which 
prohibits discrimination in federal employ-
ment based on an individual’s status as a par-

Most Dealerships can afford to have a Risk Management Department…

Est. 1968  •  Program Developers / Risk Managers / Educators / Advisors
sgibson@dealerriskservices.com

 they just choose not to…
Leaving your Dealership's Risk Management Program to chance and trusting you have the right coverage… is like 

throwing a "Hail Mary" pass… every day. You hope things turn out right…

Securing the right Insurance coverage before the claim occurs is CRITICAL… because 
an uninsured/underinsured loss can be a financial DISASTER!

• Uninsured Losses  • Improper Coverage Forms  • Inadequate Umbrella Limits

DRS offers a full Risk Management Program for Dealerships:
• Review of Policy Limits & Coverage
• Market Analysis & Strategies
• Program Marketing to Insurers
• Claims Analysis & Trending

• Development of Specifications
• Loss Control Program Development
• Claims Handling & Reviews

Our experience provides us with a unique perspective on Dealership insurance. We understand how policies are rated 
and have spent 30 years dealing with company underwriters and claims adjusters. Together we can make sure you 

have the correct coverage for the most competitive price.

http://www.dealerriskservices.com/
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ent, and section 4207 of the Patient Protection 
and Affordable Care Act, which requires deal-
erships to provide reasonable break times for 
nursing mothers until the child’s first birthday.

Best Practices
The guidance concludes with a series of “sug-
gestions for best practices that employers may 
adopt to reduce the chance of pregnancy-re-
lated PDA and ADA violations and to remove 
barriers to equal employment opportunity.”  
In light of the new guidance, the EEOC sug-
gests that small businesses, such as dealerships, 
take a number of actions with regard to their 
general policies, in terms of hiring and pro-
motion, leave and fringe benefits, the terms 
and conditions of employment, and reason-
able accommodations.  The recommended 
actions involve the development and review 
of policies affecting leaves, light duty requests, 
reasonable accommodations, and pregnancy 
and disability discrimination.

Problems, Predictions, and Future 
Concerns
As delineated in two dissenting opinions, the 
guidance announces significant changes that 
must be brought to a dealership’s attention.  
According to EEOC Commissioners Con-
stance S. Barker and Victoria A. Lipnic, the 
guidance offers an interpretation of the PDA 
for which there is no apparent legal basis.  
Both commissioners have distributed public 
statements detailing their reasons for voting 
against the newly-issued draft and citing fatal 
flaws to the now-approved guidance.  Both 
have deplored the failure of the EEOC to 

provide an opportunity for public comment 
on the draft guidance before its issuance in 
final form.  
 In the section on “Persons Similar in Their 
Ability or Inability to Work,” Commissioner 
Barker stated that the EEOC introduced 
an entirely new legal interpretation of the 
PDA, which is unsupported by congressio-
nal intent and current case law.  According 
to Commissioner Barker, despite the lack of 
legal authority, the guidance suggests that the 
PDA requires businesses to give reasonable 

accommodations to all employees who have 
work restrictions because of their pregnancy.  
This gives even those women who do not have 
a disability as defined by the ADA a right to 
reasonable accommodations that is similar to 
the right of individuals with disabilities.   
 In effect, the guidance permits all pregnant 
employees who are restricted in their ability 
to work to bypass the ADA’s requirements for 
protection—namely, that the employee be dis-
abled and qualified for the position with or 
without a reasonable accommodation. The 
EEOC thus pioneered a new interpretation 
of the PDA, analyzing the act not only as a 
nondiscrimination law but also as a reasonable 
accommodation law.
 Moreover, in the section on “Light Duty 
Work Assignments,” Commissioner Barker 
noted that the guidance wrongly interprets 
the PDA to require businesses with policies 
limiting light duty work to those who have 
been injured on the job, to also offer light 
duty work to pregnant employees (who have 
not been injured on the job).  The Supreme 
Court of the United States will consider simi-
lar issues next term when it reviews a case on 
appeal from the Fourth Circuit Court of Ap-
peals.  The case concerns whether and to what 
extent the PDA requires businesses to provide 
accommodations to pregnant employees. We 
will keep you abreast of any new developments 
in this area. 

Keith A. Watts is a founding and Office Managing 
Shareholder of “The OC,” the Orange County, Cali-
fornia offices of Ogletree Deakins.  Keith practices 
labor and employment law and has handled a wide 
range of matters, including sexual harassment, dis-
crimination, wage and hour and wrongful termina-
tion claims. Keith regularly advises Dealerships on a 
myriad of workplace issues, including employment con-
tracts, severance agreements, company policies and pro-
cedures, and supervisor training as well as successfully 
representing employers in union organizing campaigns 
and collective bargaining negotiations,.  In addition to 
his practice, Watts is a frequent lecturer on labor and 
employment law issues, having conducted workshops, 
seminars, and speaking engagements throughout the 
United States.
                                                                                                                                      
Camden D. Navarro is an associate in the Greenville 
office of Ogletree Deakins.

Thank You to Our Sponsors
2014 NADC Fall Conference

October 26-28, 2014
Trump International Hotel & Tower 

Chicago, Illinois
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Don’t Forget
NADC 2015 Attorney Directory

Contact information for the directory will be 
obtained from your profile on the NADC website.  
Please log in to make sure your profile is updated 
by December 12, 2014. You can also purchase entry 
upgrades and ad space. Please contact Charlotte 
Valentine at cvalentine@dealercounsel.com for 
more details.

All Materials and Profile Updates Due: 
Friday, December 12, 2014. 

LISTING OPTIONS
Member is responsible for providing copy and 
HEADSHOT in high resolution .EPS, .JPG or .PDF format 
by December 12, 2014.

Basic Listing in Firm’s State - FREE
Contact information, practice areas

Basic Listing in Multiple States - $10.00 per additional 
state*
Basic listing information listing in multiple states
*You must be licensed to practice in state where listing appears.

65 Word Upgrade - $29.00 per state
Includes headshot adjacent to listing and up to              
65 words to be used to describe attorney/practice

125 Word Upgrade - $59.00 per state
Includes headshot adjacent to listing and up to            
125 words to be used to describe attorney/practice

Multiple State Upgrade Discounts
If you purchase an upgrade and would like to be listed 
in another state where you are licensed to practice the 
following discounts apply: 20% for 2 states; 30% for    
3-5 states; 40% for 6+ states.

ADVERTISEMENT OPTIONS
Member is responsible for providing ART in 
high resolution .EPS, .JPG or .PDF format by 
December 12, 2014.

Half Page Ad - $165
5x4” color ad listed by your firm’s/organization’s state

Full Page Ad - $295
5x8” color ad listed by your firm’s/organization’s state

NADC
Welcomes New Members

Full Member
David Scott

Lewis, Rice & Fingersh
St. Louis, MO

Fellow Members

Daniel Murphy
Bernstein, Shur, Sawyer &

Nelson, P.A.
Portland, ME 

Dustin Smith
Plunkett Cooney, P.C.

Indianapolis, IN

Larry Strauss
Automotive Management

Services, Inc.
West Palm Beach, FL

James Westerlind
Arent Fox LLP
New York, NY

Visit us at the NADC Booth # 1319S 
during the 

2015 NADA Convention & Expo
January 23-25 in San Francisco, CA

http://www.rosenfieldandco.com/
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This issue marks the final 2014 publication of 
The Defender. We have already started to so-
licit articles for 2014. We encourage all mem-
bers to share their knowledge and expertise 
with the NADC community by submitting an 
article to be published in The Defender. Please 
contact me at emurphy@dealercounsel.com 
or Editor Jami Farris at jamifarris@parkerpoe.
com for more information.
 Another way to keep up with the ever 
changing landscape of the auto industry is to 
attend the educational sessions at the NADC 
Biannual Conferences. Plan now to attend 

the 11th Annual NADC Member Conference, 
April 26-28, 2015 at the Montage Resort in 
Laguna Beach, CA. 
 The planning committee is working hard 
to put together a program of 14 to 15 hours 
of educational sessions. As usual, CLE credit 
will be available. Preliminary topics will be 
released soon.
 Hotel reservations must be made directly 
with the Montage by calling 866-271-
6953. Please reference the NADC Annual 
Conference to receive our discounted rate of 
$315 plus applicable taxes. A deposit equal to 
the room rate and tax (12.2%) for the first and 
last night for each reservation is required to 
reserve a room.
 The room block deadline for hotel 
reservations is April 3, 2014. Please make 
your reservation early to avoid the room block 
selling out.

Erin H. Murphy
NADC Executive Director

Executive Director’s Message 

www.Por tfol ioReinsurance.com

Owning a Portfolio reinsurance
company is the dealer’s best strategy
for control over both present needs
and his or her future plans in the
dealership business.

Portfolio stands alone in delivering
true 100% ownership of the profits
to the dealer owner. 

If growing the business is the
dealer’s goal, Portfolio’s loan policies
allow borrowing against much of the
unearned premium, unlike others
who restrict borrowing to the earned
surplus.

A Portfolio company is also an
asset that can be transferred to heirs,
or to finance a trust for the family,
or to support a favorite charity.

And the Portfolio company can be
t he single most important asset to
generate income for retirement.

Portfolio works for the 
dealer’s today, and works 
for the dealer’s tomorrow

PO RTF O L I O PUTS TH E SU C C E S S
I N SU C C E S S I O N STR ATE GY

NADC Succession ad 2014_Layout 1  1/22/14  7:28 PM  Page 1

 The deposit is refundable if the Montage 
receives notice of cancellation at least three 
days prior to the scheduled arrival.
 Additional program information and 
registration will be available on our website, 
www.dealercounsel.com, in early 2015.
 I hope everyone has a happy and healthy 
holiday season! 

NADC Topical Practice Groups

In accordance with the NADC Strategic 
Plan the Board of Directors has decided to 
activate the following two topical practice 
groups:

* Regulatory Compliance
* Consumer Litigation

If you are interested in being involved in 
either practice group, please contact Erin 
Murphy at emurphy@dealercounsel.com.

Get
Involved!

http://dhgllp.com
http://www.portfolioreinsurance.com


NADC DEFENDER NOVEMBER/DECEMBER 2014  •  PAGE 6

Dealers often ask me where a given franchise should be valued in today’s 
active buy/sell market. To answer that question, Kerrigan Advisors 
publishes The Blue Sky Report™ - a Kerrigan Quarterly that details 
the blue sky multiples of the major franchises. These charts lay out the 
high, average, and low multiples for each franchise in the luxury and 
non-luxury segments. In Charts I and II, you can see the most recent 
information and some of the key metrics that drive franchise value.

 The Kerrigan Advisors’ multiples are based on our view of franchise 
values in the current buy/sell market. Each franchise in the chart is 
designated with either a high, an average, or a low multiple. Although 
most dealers understand what constitutes an average performance 
multiple, which is associated with an average performing franchise, 
I am often asked what would cause a dealership to be valued in the 
high versus the low range.

Feature ArticleThe Four Factors Affecting Today’s 
Blue Sky Multiples
Erin Kerrigan, Kerrigan Advisors
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Honda Toyota Subaru Ford Kia Nissan CJDR Chevy Hyundai VW Mazda
High 6.5 6.5 5 5 4 4 4 5 4 4 3
Average 5.75 5.75 4 4.25 3.5 3.5 3.5 4 3.5 3.5 2.5
Low 5 5 3 3.5 3 3 3 3 3 3 2
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Franchise
Buyer 

Demand

Market Share 
Change YOY 
(Jan-Oct Period)

Change in 
Sales YOY 

(Jan-Oct Period)

Sales per 
Franchise YTD 

(Jan - Oct)

Average 
Dealership 

Profitability

YOY Change in 
OEM Profit

Days Supply 
Inventory 
(11/1/14)

Moody's 
Credit Rating

High -5% +1% 1,100 Consistently High +9% 62 A1

High None +5% 1,362 Consistently High -16% 55 Aa3

High +14% +20% 674 Variable +20% 21 NA

Average -6% -1% 638 Variable -51% 87 Baa3

Average +2% +7% 636 Variable -10% 87 Baa1

Average +8% +14% 1,011 Variable +54% 78 A3

Average +9% +16% 706 Variable +27% 84 B1

Average -2% +3% 560 Variable -27% 92 Ba1

Average -4% +1% 736 Variable -8% 81 Baa1

Low -17% -12% 471 Consistently Low +56% 94 A3

Low +2% +8% 408 Consistently Low +195% 98 NA

Chart I
Kerrigan Advisors Blue Sky Chart: Non-Luxury

Source: Kerrigan Advisors Analysis
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 There are four key factors that drive the variability of blue sky 
multiples: (i) earnings growth expectations; (ii) buyer demand; (iii) 

real estate, and (iv) market preference. The combination of these 
four factors plays a major role in the blue sky multiple a buyer is 
ultimately willing to pay. Below is a review of each factor, including 
some specific examples. 

Factor One: Earnings Growth Expectations
•	 Higher Growth = Higher Multiple 

o Underperforming dealerships provide an opportunity 
for higher earnings growth. 
A dealership that is underperforming, meaning its 
profitability and/or sales are below market expectations, 
often commands a higher blue sky multiple. Why? Because 
some buyers believe they can grow profits at an above-
average rate by reducing expenses, increasing gross profit, 
or growing sales. Simply by “fixing” the underperformance, 

buyers should experience a higher level of earnings growth. 
For example, I recently represented two underperforming 

dealerships that commanded very high multiples (even higher 
than the multiples in our chart). The profitability of both of 
these stores was far below market. The buyers felt that they 
could achieve outsized earnings growth within a year and 
accordingly priced the blue sky at a multiple above average.

o Dealerships in high growth markets have higher earnings 
growth expectations. 
Dealerships located in high growth markets, meaning cities/
regions that are growing their economy and population 
at a faster pace than the U.S. average, often command a 
higher blue sky multiple. Buyers are willing to pay a higher 
multiple for these stores because they expect their sales and 
earnings to grow at a faster pace than the industry. By way of 
example, Texas, Arizona, and Florida are high growth markets 
where dealerships often command premium multiples.  

Chart II
Kerrigan Advisors Blue Sky Chart: Luxury

Source: Kerrigan Advisors Analysis

1
2
3
4
5
6
7
8

BMW Mercedes Audi Lexus Porsche Land Rover -
Jaguar* Acura Cadillac Infiniti

High 7.5 7.5 6.5 7.5 7 6.5 3.5 3.5 3.5
Average 6.5 6.5 5.75 6.5 6.25 5.25 3.25 3.25 3.25
Low 5.5 5.5 5 5.5 5.5 4 3 3 3
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Demand

Market Share 
Change YOY 
(Jan-Oct Period)

Change in 
Sales YOY 

(Jan-Oct Period)

Sales per 
Franchise YTD 

(Jan - Oct)

Average 
Dealership 

Profitability

YOY Change in 
OEM Profit

Days Supply 
Inventory 
(11/1/14)

Moody's 
Credit Rating

High +5% +11% 791 Consistently High +1% 39 A2

High +2% +7% 780 Consistently High +73% 52 A3

High +9% +15% 522 Consistently High +4% 41 A3

High +8% +14% 1,043 Consistently High -16% 58 Aa3

High +5% +11% 207 Consistently High +18% 59 A3

High (LR)
 +1% LR

-13% Jag
 +6% LR
-8% Jag

252 LR
79 Jag

Consistently High 
(LR)

-9%
22 LR                                                 
62 Jag

Ba2

Low -5% 0% 492 Consistently Low +9% 62 A1

Low -10% -5% 152 Consistently Low -27% 103 Ba1

Low -1% +4% 458 Variable +54% 74 A3
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•	 Lower Growth = Lower Multiple
o Over-performing dealerships can experience below 

average earnings growth post sale. 
Ironically, a dealership that is over-performing, meaning its 
profitability and/or sales are above market expectations, often 
commands a lower blue sky multiple. This usually surprises 
sellers, as they believe their over-performing store should 
command a higher blue sky multiple. The reason over-
performing stores receive lower multiples is because most 
buyers do not expect earnings to grow at an above average 
pace post-transaction; in fact, they often believe earnings will 
decline after the sale. As a result, buyers are more likely to 
pay a below average multiple for an over-performing store. 

o Dealerships in slow growth markets can expect slower 
earnings growth.
Dealerships located in low growth markets, meaning markets 
that are growing their economy or population more slowly 
than the national average, often command a low blue sky 
multiple. As an example, certain markets in the Midwest and 
Northeast command lower multiples because of their slower 
population growth.

Factor Two: Buyer Demand
•	 Higher Demand = Higher Multiple

o Dealerships located in major metro markets are in high 
demand. 
The supply/demand imbalance in major metro markets is 
more extreme than in smaller markets. This is in part due to 
our country’s continued urbanization. There are significantly 
more buyers seeking acquisitions in big cities than there are 
sellers willing to part with their highly valuable, metro stores. 
Large, well-funded buyers are seeking dealerships in major 
metros either because they already have a presence in the 

market or because they are seeking higher volume franchise 
opportunities where they can put a significant amount of 
their acquisition capital to work. High buyer demand, with 
limited seller supply, drives up price (Economics 101). 

o Dealerships in the Sunbelt are in high demand. 
Most of the largest, well-funded private and public dealership 
consolidators are focused on the Sunbelt states. Accordingly, 
dealerships in these states can expect a higher multiple.

•	 Lower Demand = Lower Multiple
o Dealerships located in rural markets have fewer buyers. 

There are fewer buyers seeking dealerships in smaller/rural 
markets. Less demand means less competition and lower 
blue sky multiples. In addition, buyers seeking dealerships 
in smaller markets often have less capital, which can result 
in lower blue sky multiples.

o Dealerships located outside the Sunbelt are in lower 
demand. 
As stated above, the largest dealership consolidators are 
expanding primarily in the Sunbelt states due to their 
population growth and lack of sales seasonality (minimal 
winter weather). Conversely, due to less demand, dealerships 
located in non-Sunbelt markets can receive lower blue sky 
multiples. 

Factor Three: Real Estate
•	 Image Compliant Facilities & Low Rent = Higher Multiple

o Image compliant dealerships with low rent command 
higher multiples.
These dealerships are highly attractive to buyers because they 
require no additional investment and they have an attractive 
rent factor, thus low fixed expenses and less risk. Note: In 
2014 the average dealership according to NADA had a rent 
factor of 7.1% of gross profit. In general, if a dealership is 
image compliant and its rent to gross profit is at or below 
7.1%, then it is considered to have low rent. A rent to gross 
profit margin above 10% is considered high.

•	 Real Estate Investment Required and/or High Rent = Lower Multiple
o Dealerships that require major real estate investments 

command lower multiples.
Most buyers are not looking for real estate development 
projects. When a dealership requires a significant real estate 
investment, both known and unknown costs are created. 
These costs result in increased future rent, which could 
reduce future earnings (see Factor One). As such, buyers 
often price non-image compliant franchises at lower 
multiples to take into account the risks to future earnings.  
Exception: If a buyer believes that by building a new facility, 
sales growth will more than make up for the increased rent 
expense, then the new facility could positively impact the 
blue sky multiple. 

o Dealerships with high rents receive lower multiples. 
These dealerships are often located in expensive real estate 
markets, such as urban centers, or have overbuilt facilities. 
Their high rent expense relative to gross profit adds risk to 

the dealership profitability, because rent is a fixed expense that 
does not fluctuate when sales decline. (We certainly learned 
that lesson during the last recession.) Also, the price of new 
vehicles does not fluctuate from market to market. Thus, 
dealers in high rent markets generally have higher expenses 
and can make less profit than those in low rent markets. 
Exception: An underperforming dealership may have high 
rent relative to gross profit because either its sales and/or its 
gross profits are below market expectations. In this case, the 
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high rent may not impact the blue sky multiple, because 
the buyer believes sales and gross profits will grow post sale 
to a level that brings the rent in line with industry averages.

Factor Four: Market Preference
•	 Highly Suitable Franchise for a Particular Market = Higher Multiple

o Franchises that are highly suitable for a particular market 
receive higher multiples. 
For example, a domestic franchise located in a truck market, 
such as Colorado, is more valuable than the average domestic 
franchise in the U.S., and thus will likely command a higher 
multiple. This is due to the fact that unit sales volume and 
dealership earnings in those markets are expected to be far 
above the average domestic franchise.

•	 Unsuitable Franchise for a Particular Market = Lower Multiple 
o Franchises that are unsuitable for a particular market 

receive lower multiples. 
For example, a luxury franchise in a small city with fewer 
high-income wage earners will be much less valuable than the 
average luxury franchise located in a major metro. The lower 
multiple is due to the fact that the new unit sales volumes 
and earnings will be below franchise average, particularly if 
the dealer is required to have a stand alone, image compliant 
facility. 

Chart III
Drivers of Blue Sky Multiple Variability

Source: Kerrigan Advisors Analysis

 In each case, these multiples coalesce to push dealership multiples up 
or down. Sometimes all of these valuation factors can counterbalance 
one another, as already noted in Factor Three (Real Estate). For 
instance, you may have an underperforming dealership located in 
a low demand market or an over-performing dealership located in a 
high demand market. In both cases, each store could command an 
average franchise multiple as the factors counter weight each other.
 
 Valuing dealerships is much more of an art than a science. The 
goal of Kerrigan Advisors’ Blue Sky Charts is to help bring a bit more 
science into the process. Ultimately, a dealership is only worth what a 
buyer can and will pay, and what a seller can and will accept--in other 
words the market-clearing price. 

Erin Kerrigan founded Kerrigan Advisors in 2014. Kerrigan Advisors is a national 
dealership brokerage firm focused on sellers. The firm’s leadership has advised 
on over $2 billion worth of transactions in their careers in auto retail, private 
equity and investment banking. Ms. Kerrigan is a recognized, industry expert 
on dealership valuation, real estate, and buy/sells, and is a frequent speaker at 
leading auto retail events and conferences. She was the number one rated speaker 
at NADA 2012.
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Get Noticed! 
Advertise in the Defender.

DEFE  DER  – 
Advertising Opportunities

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

o ½ page ad $150.00      5” high x 7.5” wide, no bleeds
o ¼ page ad $100.00      5” high 3.75” wide, no bleeds

Issue Months:

o January 2015 o February 2015 o March 2015

o April 2015 o May 2015 o June 2015 

o July/August 2015 o September 2015 o October 2015

o November/December 2015 

Contact:  ____________________________________________

Company:  ___________________________________________

Address  _____________________________________________

Phone:  ______________________________________________

Email:  ______________________________________________

Method of Payment:   o Check o Invoice me
                                    o American Express o Mastercard o Visa
___________________________________________________
Credit Card No. 

___________________________________________________
Expiration Date

___________________________________________________
Signature

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

When it comes to dealership 
valuations, we wrote the book.

www.mossadams.com
(206) 302-6523 Acumen. Agility. Answers.

Certified Public Accountants | Business Consultants

How much is your dealership worth?

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 
knowledge to work for you.

When it comes to dealership 
valuations, we wrote the book.

www.mossadams.com
(206) 302-6523 Acumen. Agility. Answers.

Certified Public Accountants | Business Consultants

How much is your dealership worth?

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 
knowledge to work for you.

IF YOU WAIT...
IT’S TOO LATE. GET STARTED NOW!

IF YOU WAIT...
IT’S TOO LATE. GET STARTED NOW!

We work for you…
not an insurance company.
Our services are objective 
and fee based.  

6161 S. Syracuse Way, Suite 370
Greenwood Village, CO 80111
E-mail: rbeery@austincg.com

(720) 528-8900 
www.austincg.com

CERTIFIED BY:

From Auditing & Accounting Solutions to
Tax Planning & Compliance

100 Ring Road West, Garden City, New York 11530
www.autocpa.net/trust
info@autocpa.net   516.741.0515

Discover why so many successful automobile
dealers have put their trust in us for over 30 years. 

Real Car Guys with  
Real Solutions  

for Your Real Problems 
Litigation Support • Business and Shareholder 
Disputes/Divorce/Manufacturer Disputes/IRS 
Resolutions • Certified Business Valuations • 

Dealership Brokering • Buyer’s Due Diligence • 
Internal Audits & Fraud Investigation •  

Strategic & Business Planning • Financial Planning •  
Accounting  • Tax • Business/IT Consulting  

O’Connor & Drew, P.C. 
OCD Consulting, LLC 

 
Serving the Auto Dealership Industry for Over 60 Years 

Frank O’Brien, CPA 
1.617.471.1120    

fobrien@ocd.com    www.ocd.com 
 

Michael McKean, 
MBA, AVA, CMAP 

1.617.471.5855   
mmckean@ocd.com 

www.ocdconsultingllc.com 
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SPECIALIZING IN:
DEALERSHIP VALUATIONS    DUE DILIGENCE

FORENSIC/FRAUD SERVICES

Contact Bob Brown at: RBROWN@MIRONOVGROUP.COM

p 800.572.7101 w MIRONOVGROUP.COM

nadc_bc_size:Layout 1  10/18/11  4:42 PM  Page 1

  Chicago  |  East Lansing 
www.AndersonEconomicGroup.com 

Consulting Services
for Dealerships and their Attorneys 

 Lost Profits & Damages  
 Valuation & Transaction Due Diligence  
 Market & Sales Performance Analysis 
 Add Point & Termination Studies 

ADD PERSPECTIVE
Maximize your service to dealers  
with strong financial experience  
and resources.

Audit    Tax    Outsourcing    Advisory  

©2013 CliftonLarsonAllen LLP
CLAconnect.com/dealerships

��������������������������������

�

Leading Provider of Vehicle Service 
Contracts and Reinsurance

www.cnanational.com
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Oren Tasini 
Haile, Shaw & Pfaffenberger, P.A.
North Palm Beach, FL
President

Stephen P. Linzer
Tiffany & Bosco, P.A.
Phoenix, AZ
1st Vice President

Diane Cafritz
CarMax Auto Superstores, Inc. 
Richmond, VA
2nd Vice President

Thomas Hudson
Hudson Cook, LLP
Hanover, MD
Secretary

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

Patricia E.M. Covington
Hudson Cook, LLP
Richmond, VA
Immediate Past President

Rob Cohen
Auto Advisory Services, Inc.
Tustin, CA
Past President

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, IA

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

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

Michael Dommermuth
Fairfield and Woods PC
Denver, CO

Jami Farris
Parker Poe Adams & Bernstein
Charlotte, NC

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

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

Tammi McCoy
Colorado Automobile Dealers Assn.
Denver, CO

Russell McRory
Arent Fox, LLP
New York, NY

Stuart Rosenthal
Law Offices of Stuart A. Rosenthal
Whitestone, NY

Scott Silverman
Silverman Advisors
Boston, MA

Ronald Smith
Bose McKinney & Evans LLP
Indianapolis, IN 

Tim Sparks
Sonic Automotive Inc.
Charlotte, NC

Erin H. Murphy
NADC Executive Director
Washington, DC

BE A CONTRIBUTOR!
We are always looking for submissions to publish in the Defender. Please send your 

contributions or proposals for articles to:  jamifarris@parkerpoe.com
-

         Volume X, Number 10
NOVEMBER/

DECEMBER, 2014
Jami Farris, Editor

jamifarris@parkerpoe.com

Michael Charapp, Assistant Editor
mike.charapp@cwattorneys.com

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

1155 15th Street, NW, Suite 500, Washington, DC 20005
Phone: 202-293-1454 • Fax: 202-530-0659 • www.dealercounsel.comWWW.FONTANAGROUP.COM

ECONOMIC CONSULTING • LITIGATION SUPPORT


