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   Located in Central Illinois, we serve the entire state.  
   We specialize in automobile dealers in the following areas: 
 
 
 
 
      

 
       Certified Public                
       Accountants 

 
 
 
   
  Memberships in: 

 
 

 AUTOCPA Group 
 The American Institute of Certified Public Accountants 
 The Illinois CPA Society 

 
Serving more than 250 Automobile Dealers   

    throughout the United States 
 

 

Woodward & Associates, Inc. 
1707 Clearwater Avenue ·P.O. Box 1584 ·Bloomington, IL 61702 

(309) 662-8797 ·Fax (309)662-9438 ·Email woodwardassoc@cpaauto.com 
·http://www.cpaauto.com 

 

 

 

 

 
 Dealership valuations 
 Automobile dealer legal support 
 Buy-Sells for dealerships 
 LIFO inventory computations 
 Financial statement analysis 
 Corporation Income Tax returns 
 Personal Income Tax returns 
 CPA prepared financial 

statements 
 Dealer estate planning 
 Employee theft consulting 
 Internal control studies and 

audits 
 Profit consulting 
 Training office managers/CFO’s 
 401K Audits 



Julie a. Cardosi, esq.

3040 spring Mill drive, suite B  

springfield, iL 62704

(217) 787-9782 

jcardosi@autocounsel.com

www.autocounsel.com

EXCLUSIVE.

STRATEGIC. 

RESULTS.

ConCentrations:
Dealership Mergers & Acquisitions
Dealership Franchise Law
Business Litigation / Motor Vehicle Review

Board Disputes
Manufacturer / Franchisor Relations
Business & Commercial Law
Advertising Compliance Review
Consumer Complaints
Dealership Succession
Add Points
Real Estate Law
Employment & Labor Law
Federal & State Regulatory Compliance

BaCkground:
Principal, Private Law Firm
Former, IADA Legal Counsel
Former, Illinois Assistant Attorney General, 

Deputy Chief, Consumer 
Protection Division

Drafted Illinois Motor Vehicle Franchise
Act Amendments Creating Motor 
Vehicle Review Board

Drafted Illinois Motor Vehicle 
Advertising Regulations

Exclusively representing

the unique business 

interests of automobile

dealers for over 

30 years.

L A W  O F F I C E  O F  J U L I E  A .  C A R D O S I ,  P . C .
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ResourcesManagementGroup.com

PVR
ASAP
WITH
RMG

     True 100% ownership is the promise of the RMG/Portfolio program.  
A promise we have kept for over 35 years and
for over 1,000 clients as we have successfully delivered on
our mission to give dealerships like yours superior profitability. 

• We do it by providing higher and more consistent F&I Profits.
• We do it by providing targeted recruiting and  
   training to ensure success.
• We do it by providing superior customized
   F&I product solutions.
• And we do it by providing dedicated compliance expertise
   that was developed specifically to keep our
   dealer/partners out of hot water. 

     Equally important is the fact that our people
are available to your people 24/7/365 - from Day 1.

Greg Hoffman, President -  Call us today at 800-761-4546
and request your free, no-obligation
RMG Dealer Profit
Assessment, customized for
your dealership.

     Let us maximize your
personal  wealth at
the same time
we’re maximizing
your PVR. 

MAXIMIZE YOUR

25 Years of Building Wealth 
for America’s Auto Dealers

resources management group

RESOURCES MANAGEMENT GROUP

RESOURCES MANAGEMENT GROUP

RESOURCES MANAGEMENT GROUP

RESOURCES MANAGEMENT GROUP

RESOURCES MANAGEMENT GROUP

RESOURCES MANAGEMENT GROUP

RESOURCES MANAGEMENT GROUP

RESOURCES MANAGEMENT GROUP
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IADA CHAIRMAN’S Message|BY MIKE ETTLESON 

Guidance For Dealers On COVID-19 

O n behalf of the IADA Board of 
Directors and staff, I would like 
to dedicate this edition of our 
Illinois Automobile Dealers As-
sociation Dealer News to sharing 

the latest information and guidance for 
dealers on COVID-19 . 

On March 20th, Governor Pritzker is-
sued Executive Order 2020-10, directing 
Illinois residents to stay at home starting 
March 21 at 5PM through the end of the 
day on April 30, 2020. The Executive 
Order generally directs Illinois residents 
to remain at home, except as otherwise 
directed in the Executive Order. The order 
includes several exceptions, including a 
list of Essential Businesses and Operations 
that can continue to operate.

IADA and CATA were engaged in 
discussions with high-level staff from the 
Governor's Office to clarify how it relates to 
motor vehicle sales. IADA and CATA have 
stressed that availability of motor vehicles for 
anyone who needs transportation should be 
honored by dealers based upon an essential 
needs test, including needs of first respond-
ers, for any person whose vehicle is dam-
aged and is concerned about the reliability 
of their current vehicle, expiring leases and 

otherwise needs a replacement or additional 
vehicle, all of which supports transporta-
tion as an essential and critical link in the 
transportation infrastructure. Additionally, 
dealership parts and service departments are 
essential and may continue to operate.  

The Governor's Department of Com-
merce and Economic Opportunity did re-
lease a Frequently Asked Questions docu-
ment with guidance clarifying Executive 
Order 2020-10. The FAQ states that motor 
vehicle parts and service departments can 
continue to operate. It further provides 
that motor vehicle dealer showrooms must 
be closed to the public, but dealers can ad-
mit customers by appointment to conduct 
sales. Dealerships may also continue to 
conduct sales activities online and by tele-
phone. It is reccomended that dealers keep 
a log of showroom appointments visitors.

 
The FAQ also provides instruction 

about social distancing requirements, 
making disinfecting products available to 
employees and customers, implementing 
special hours for elderly and vulnerable 
customers, and posting online when your 
place of business is open and how reach the 
facility and, if possible conduct business by 
telephone or remotely. 

IADA will continue to keep you posted 
as additional information becomes avail-
able.  If you have any questions, please 
consult the Coronavirus Guidance and 
Information area at www.illinoisdealers.
com or contact IADA at 217-753-0220.

On a positive note, IADA and CATA 
did host a successful State Conference in 
Marco Island, FL. I would like to thank all 
of the dealer members and sponsors who 
made our 2020 IADA-CATA (fourteenth 
annual) State Conference so successful. 
We had a dynamic group of attendees and 
families participate in the March 14-18 
event held at the JW Marriott.

The conference agenda included an 
Officer and Sponsor Recognition Break-
fast, dealer board meetings, and several 
networking events for our members. We 
were thrilled to have NADA Chairman, 
Rhett Ricart, speak at the breakfast along 
with Andy Church, Dealer Solution Merg-
ers and Acquisitions. We have used many 
of the following pages to showcase photos 
of the event. I would like to offer our most 
sincere thanks to our wonderful sponsors 
who helped make this event possible. 
Without their generous support, this event 
would not be possible. 

I would like to thank all our dealer 
members for your support of IADA 
throughout the year, especially now during 
this trying time. We will continue to pro-
vide you with the latest legislative and regu-
latory updates as we receive them. IADA is 
always available to answer your questions 
or provide guidance on COVID-19, feel free 
to call, email or find daily updates at www.
illinoisdealers.com. We have not forgotten 
about the $10,00 trade-in cap and as soon 
as things get back to normal in Springfield, 
this is our top priority. 

Sincerely,
Mike Ettleson
Ettleson Cadillac Buick GMC, Inc.
Hodgkins 
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IADA-CVR UNIVERSITY – DON'T BE FOOLED BY IMITATIONS 

IADA OFFICE – 300 W. EDWARDS ST. – SPRINGFIELD, IL 62704 
Visit www.IllinoisDealers.com 

IADA-CVR TRAINING SESSIONS FOR DEALERSHIP TITLE 
DEPARTMENTS CONTINUE TO BE A HUGE SUCCESS 

IADA Office – 300 W. Edwards St., Springfield, IL 

WE’VE BEEN ASSISTING IL DEALER TITLE DEPTS. FOR OVER 30 YEARS, 
SO NOW WE PASS THAT EXPERTISE ALONG AND OFFER FREE TRAINING 

FOR ALL IADA-CVR DEALERS.   ALL COORDINATED WITH SOS & DOR 

Title & Registration Seminars & Webinars -- Do it Right the First Time 
Seminars 9:30am  @ 2 ½ hours – geared to title departments 
Webinars 10am  @ 1 ½ hours – geared to F&I departments 

2020 SCHEDULE 
January 15  Seminar 
February 13  Seminar – IADA Office 
March 11 Webinar 
April 15 Seminar – IADA Office 
May 13 Webinar 
June 17 Seminar – IADA Office 
July 15  Webinar 
August 12  Seminar – IADA Office 
October Seminar – (CATA Office) 
November 10 Webinar 

Registration details are regularly emailed to our IADA members - or send an 
email to mhealey@illinoisdealers.com to reserve a spot 

CVR also offers weekly webinars to assist specifically with CVR processing.  To 
receive an evite, simply send an email request to: IL@CVRReg.com 

These training sessions are provided by IADA at no cost to our IADA-CVR dealers. 

(Suspended during stay at home order.)
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March 14-18, 2020, JW Marriott – Marco Island, FL
2020 IADA – CATA DEALER CONFERENCE 
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Thanks to all our member and valued sponsors who made this conference a success!
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Seven Reasons to Cross Train for F&I Now
By Joel Kansanback, Executive Vice President

C ross training isn’t a new idea and it certainly isn’t unique 
to our industry. But perhaps now is a good time to review 
the benefits of cross training for your dealership and to 
discuss some keys to success.

You probably have used cross training for functions 
like cashier, receptionist or billing out deals. Let’s talk about F&I 
and why cross-training for this department is particularly appealing.

Why cross train? There are several reasons to have more 
people cross trained in F&I:

• First is providing coverage. When your core F&I team 
has weddings, funerals, vacations and emergencies you 
need a solution. We know these things are coming so 
why not be prepared.

• Secondly, it provides elasticity. When all at once you have 
five deals drop at once on a Wednesday night who’s go-
ing to sign them out? If you don’t have back up how long 
will those customers wait?

• Third is optionality - when an F&I Manager comes 
forward and demands a pay raise you want options. 
When an F&I Manager comes forward and quits to 
go to another dealer you want options. Having other 

people cross trained provides you these options. By 
having a trained backup, you may actually be able to 
run leaner and have your best F&I professional talk to 
more customers.

• Fourth is running lean - too many dealerships employ 
extra F&I Managers for coverage of days off and to make 
damn sure a sales manager doesn’t have to sign out a deal 
on some lonely winter Thursday night.

• Fifth skills development - if you have a talented salesper-
son that you think might be a future Sales Manager there 
is still no more important stop on their career develop-
ment journey than F&I. From here they get a unique look 
at how deals get put together, how different salespeople 
work with customers, how the software systems all work, 
what it takes to get loans approved and what all the state 
and legal requirements are. It’s a development step that 
you can’t afford to have them miss.

• Sixth - the Ability to assess talent. Are they a future Sales 
Manager? A salesperson can have a lot of success with 
personality, building trust and relationship building. But 
those skills won’t necessarily translate to Sales Manage-
ment. To be successful at the next step they will need to 
be process oriented, have tremendous follow through and 

CONSULTANT’S CORNER
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You probably have used cross training for functions like cashier, 
receptionist or billing out deals. Let’s talk about F&I and why cross-

training for this department is particularly appealing.

see the big picture. There is no better development step or 
test for these traits than F&I. Selling to 60 or 75 customers 
per month in F&I vs 15 or 20 per month in sales gives a 
person the unique amount of repetition needed to master 
closing skills. It’s their first chance at leadership and you 
can see how they respond to the pressure.

• Seventh - you are demonstrating a clear career path in 
your dealership. Do you want to have lower employee 
turnover? Show people a career path, develop and grow 
people. Not only will these people be more naturally loyal 
they will help you develop a culture consistent with your 
values and how you want things done.

Avoiding common pitfalls. There are a few major pitfalls that 
can be avoided when cross training. Who we select matters! This 
shouldn’t be a mad experiment - select the person who has earned 
it and that has the highest likelihood of success and as a real full-
time F&I Manager. I’ve seen people selected for this job because 
they have a degree in finance, because they once sold insurance, 
because they dress more professional, because they are a family 
friends kid or because they are a person who will work for the 
least. Seriously? Choose your future managers - if you start with 
this in mind, it will best guide your decision.

Be clear about expectations. The more complete you can explain 
the full scope of the job, the hours the responsibilities the pay and 
how their performance will be evaluated the better off everyone will 
be. Most of the failures in doing this start in the first 30 minutes.

Remember to promote humble, hungry and smart. A short-
coming in any of these three areas is a sure-fire recipe for failure. 
Please know that the smart you are looking for is a common-
sense person who can think on their feet. The hungry should be 
self-explanatory, but I want to make sure that you don’t miss on 
humble. As a backup being cross trained into a new position it will 
be imperative that the person have a deep inner confidence and 
not be an arrogant or brash person. These people won’t make it.

Done properly the cross training of a key person into F&I 
will help you as a leader move your entire dealership forward 
regardless of what the future has in store. 

For more information, please contact Francis Fagan with Automotive Devel-

opment Group at 312-608-4979 or ffagan@adgtoday.com. Francis is the Regional 

Training Director for Illinois and Indiana. At Automotive Development Group we put 

the emphasis on training. Visit our website for our training calendar and to meet our 

nationally renowned trainers. www.AutomotiveDevelopmentGroup.com  
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w w w . T h e R e d m o n d C o . c o m

YO U R  F U L L-S E R V I C E  PA R T N E R:
C O N S U LT I N G
R E A L E S TAT E
B R O K E R A G E
B R A N D I N G

D E S I G N
C O N S T R U C T I O N

L E T  R E D M O N D  B E   Y O U R  P A R T N E R

Redmond works as your advocate in the
implementation of the Manufacturer’s

Facility Standards.

By blending experience
with insight and innovation,

Redmond helps clients
elevate their efficiency,
cost-savings initiatives,

and impact in the market.

Contact Redmond today!
262.549.9600

ZURICH INSURANCE.
FOR THOSE WHO TRULY 

LOVE THEIR BUSINESS.

This is intended as a general description of products and services available to qualified customers through the individual companies of Zurich in North America and is provided solely for informational purposes. Nothing herein should 
be construed as a solicitation, offer, advice, recommendation, or any other service with regard to any type of insurance or F&I product underwritten or distributed by individual member companies of Zurich in North America, which 
include Zurich American Insurance Company and Universal Underwriters Service Corporation (1299 Zurich Way, Schaumburg, IL 60196). Certain restrictions may apply. All products and services may not be available in all states. 
Please consult with your sales professional for details. © 2020 Zurich American Insurance Company. All Rights Reserved.

THE ZURICH ADVANTAGE 
INNOVATIVE
Backed by the strength  
of a global organization,  
we embrace the  
opportunity to inspire  
the growth and success  
of our dealer customers.  
We are focused on  
driving technology  
and services that can  
keep your business  
evolving and thriving  
in a dynamic industry.

Bring Zurich’s  
innovation to  
your dealership.  
 
Contact Colleen  
Rogers at 708-846-9061  
or visit zurichna.com/ 
automotive.

Results DRIVEN
by Zurich.

 



Commercial Insurance  Property & Casualty | Life & Disability Income | Workers Compensation | Business Succession and Estate Planning | Bonding

Federated Mutual Insurance Company and its subsidiaries* | federatedinsurance.com | Ward’s 50® Top Performer | A.M. Best® A+ (Superior) Rating

20.03  Ed. 12/19  *Not licensed in all states.  © 2019 Federated Mutual Insurance Company

Turn Your Life’s 
Work into a  
Proud Legacy

Let us help you prepare 
for the next stage 
of life with business 
succession and estate 
planning support. 

Scan to read our latest article on a 
life and disability insurance topic 

impacting business leaders.
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COUNSELOR’S CORNER

Coronavirus Relief For Dealership 
Employers and Their Employees — 
Families First Coronavirus Response Act
By Juli Cardosi, Law Office of Julie A. Cardosi, P.C

F amilies First Coronavirus Response Act (FFCRA) became 
effective April 1, 2020 and applies through December 31, 
2020 as a measure to assist businesses with fewer than 500 
employees with challenges presented by the COVID-19 
pandemic. U.S. Department of Labor (DOL) administers 

and enforces FFCRA’s paid leave requirements. 

This FFCRA overview is provided with the caveat that further 
DOL rulemaking and guidance is expected. Dealerships should 

consult with their private attorneys concerning FFCRA’s appli-
cation and must also comply with other existing laws applicable 
to employee leave.  

FFCRA generally provides that Covered Employers must 
provide to employees:

• 2 weeks (up to 80 hours) emergency paid sick leave at the 
employee’s regular rate of pay where the employee is un-
able to work/telework because the employee is quarantined 
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Covered Employers include 
private employers with fewer than 
500 employees. Small  businesses 

with less than 50 employees 
may qualify for exemption due 

to school closings/childcare 
unavailability if business viability 

would be jeopardized. 

related to COVID-19 (pursuant to Federal, State or local 
quarantine or isolation order, or advice of health care 
provider), and/or is experiencing COVID-19 symptoms 
and is seeking medical diagnosis; or 

• 2  weeks (up to 80 hours) emergency paid sick leave at 
two-thirds the employee’s regular rate of pay where the 
employee is unable to work/telework because of a bona 
fide need to care for an individual subject to quarantine 
related to COVID-19 (pursuant to Federal, State or local 
quarantine or isolation order or advice of a health care 
provider to self-quarantine) or care for a child (under 
age 18) whose school/childcare provider is closed or 
unavailable for reasons related to COVID-19 and/or the 
employee is experiencing a substantially similar condi-
tion as specified by the Secretary of Health and Human 
Services in consultation with the Secretaries of Treasury 
and Labor. 

Covered Employers must also provide employees who are 
employed for at least 30 days: 

• Up to an additional 10 weeks expanded family and 
medical leave at two-thirds the employee’s regular rate 
of pay where the employee is unable to work/telework 
because of a bona fide need to care for a child (under age 
18) whose school/childcare provider is closed or unavail-
able for reasons related to COVID-19.

Covered Employers include private employers with fewer than 
500 employees. Small  businesses with less than 50 employees 
may qualify for exemption due to school closings/childcare un-
availability if business viability would be jeopardized. 

Under FFCRA, an employee qualifies for the leave if unable 
to work/or telework because the employee is: 

1. Subject to a Federal, State or local quarantine or isolation 
order related to COVID-19.

2. Advised by health care provider to self-quarantine related 
to COVID-19.

3. Experiencing symptoms of COVID-19 and is seeking 
medical diagnosis.

4. Caring for an individual who is subject to a quarantine 
or isolation order related to COVID-19 or has been ad-
vised by a health care provider to self-quarantine related 
to COVID-19.

5. Caring for a child whose school or place of childcare has 
been closed (or childcare unavailable) for reasons related 
to COVID-19.

6. Experiencing any other substantially similar condition 
specified by the Secretary of the HHS in consultation 
with the Secretaries of Treasury and Labor.

Regarding leave duration, for reasons (1) through (4) and (6), 
full-time employees are eligible for up to 80 hours of leave and 
part-time employees are eligible for the number of hours of leave 
an employee works on average over a 2-week period. For reason 
(5), full-time employees are eligible for up to 12 weeks of leave 
at 40 hours /week, and part-time employees are eligible for leave  CORONAVIRUS RELIEF FOR DEALERSHIP —  continued on page 16

for the number of hours an employee is normally scheduled to 
work over that period.

Regarding pay calculation, for reasons (1), (2), (3), leave shall 
be paid at either the employee’s regular rate or the applicable 
minimum wage, whichever is higher, up to $511/day and $5,110 
aggregate (over 2-week period). For reasons (4) or (6), leave shall 
be paid at 2/3 the employee’s regular rate or 2/3 the applicable 
minimum wage, whichever is higher, up to $200/day and $2,000 
aggregate (over 2-week period).  For reason (5), leave shall be paid 
at 2/3 the employee’s regular rate or 2/3 the applicable minimum 
wage, whichever is higher, up to $200/day and $12,000 aggregate 
(over 12-week period - 2 weeks of paid sick leave, followed by up 
to 10 weeks paid expanded family and medical leave). 
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Covered Employers must post a notice of FFCRA require-
ments in a conspicuous place on premises. Employers may not 
discharge, discipline or discriminate against an employee who 
takes leave under the FFCRA and files a complaint or initiates a 
proceeding under/related to FFCRA. Employers also face penal-
ties and enforcement under the FFCRA. 

Covered Employers qualify for tax credits for all qualifying wages 
paid under the FFCRA. Tax credits also extend to amounts paid or 
incurred by the employer to maintain health insurance coverage. 

Because of the dynamic nature of developments brought on by 
COVID-19, dealerships should ensure FFCRA compliance and 
consult with their legal counsel about its application.  

Julie A. Cardosi is an attorney and president of the private firm, 

Law Office of Julie A. Cardosi, P.C., of Springfield, Illinois. She has 

practiced law for over 30 years and represents the business interests 

of franchised new vehicle dealers. Formerly in-house legal counsel 

for IADA, she concentrates her practice in the areas of mergers and 

acquisitions and other transfers of dealer ownership, franchise law, 

commercial law, state and federal regulatory compliance matters, including employ-

ment, and other areas impacting day-to-day dealership business operations. She 

has also served as former Illinois Assistant Attorney General and Deputy Chief of 

the Consumer Fraud Bureau of the Attorney General’s Office. The material discussed 

in this article is for general information only and is not intended as legal advice and 

should not be acted upon as such. Dealers should consult their own private legal 

counsel for application to their specific circumstances. For more information, Julie 

can be reached at jcardosi@autocounsel.com, or at 217-787-9782, ext. 1. 

 CORONAVIRUS RELIEF FOR DEALERSHIP —  continued from page 15

Covered Employers qualify for tax credits for all qualifying wages paid 
under the FFCRA. Tax credits also extend to amounts paid or incurred 

by the employer to maintain health insurance coverage. 

Results that
transform

wipfli.com/dealerships

Secure your today and innovate for your tomorrow 
by turning your dealership challenges into 
opportunities. Contact us today for services in:  

 ■ Audit and accounting 

 ■ Tax 

 ■ Strategic planning 

 ■ Operational 
assessments 

 ■ Talent management 

 ■ Change management 

 ■ Business transition 

 ■ Cybersecurity
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Book a free consultation.

DSMA.com

833.719.3889

700+ 
years of combined 
industry experience

750+
dealership 
valuations

190+
successful 
transactions

DSMAs elite, in-house valuation team have completed over 800 

automotive business valuations that are backed with 8 years of market 

data. DSMA is the most trusted source for dealership valuations in North 

America. Do you know what your business is worth?

Your local market leader, Jennifer has the experience, expertise and 

excellence to bring you the highest value for your business. Contact 

Jennifer and begin your business valuation today.

JENNIFER RAFAEL

jennifer.rafael@dsma.com

312.927.956

TRUST OUR NUMBERS
BANKS DO
LAWYERS DO
ACCOUNTANTS DO
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My Expansion.
My Portfolio.
“Portfolio helps me manage risk 
as I grow my dealer enterprise.”

Building a dealer group is not for the faint of 
heart. The rewards are real.  And so is the risk. 

My Portfolio reinsurance company allows me 
to reinvest in my business on my terms. I have 
access to capital to seize opportunities when 
most dealers can’t. 

Portfolio allows me to positively leverage my 
reinsurance assets, earning a superior investment 
return. My Portfolio income development team 
supports my sales and F&I teams to fuel our 
continued growth.

Portfolio has been with me through 
every growth opportunity. 

PortfolioReinsurance.com

© 2020 Portfolio Holding, Inc.  All rights reserved.
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• Help you sell more cars?
• Train all your employees, not just your F&I team?
• Offer Commercial Insurance, and Employee Benefits?
• Help keep you on the cu�ng edge of the industry and provide a

process to maintain absolute integrity and compliance 100% of
the �me?

Call today to see how ADG can help your dealership grow!

847 - 612 - 9361
www.adgtoday.com
263 Shuman Blvd.

Naperville, IL 60653

Brown & Brown Dealer Services
Automo�ve Development Group

Auto sales are flat, but ADG's 
dealers are making more money!

Does your F&I provider... 


