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IADA-GVR:
Leading From The Front

Your only true partner with the infrastructure, experience
and trusted staff to make your process the easiest.



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

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

e Dealership valuations

e Automobile dealer legal support
e Buy-Sells for dealerships

e LIFO inventory computations

e Financial statement analysis

e Corporation Income Tax returns
e Personal Income Tax returns

e CPA prepared financial

A %
\' R

statements
Certified Public e Dealer estate planning
Accountants e Employee theft consulting
e Internal control studies and
audits

e Profit consulting

e Training office managers/CFQO’s

Memberships in: e 401K Audits

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

Serving more than 250 _Automobile Dealers
throughout the United States



LAW OFFICE OF JULIE A. CARDOSI, P.C.

EXCLUSIVE.

STRATEGIC.

RESULTS.

Exclusively representing
CONCENTRATIONS:

Dealership Mergers & Acquisitions the unique business
Dealership Franchise Law

Business Litigation / Motor Vehicle Review

Board Disputes interests of automobile
Manufacturer / Franchisor Relations
Business & Commercial Law dealers fOT' over

Advertising Compliance Review
Consumer Complaints

Dealership Succession 30 years.
Add Points
Real Estate Law

Employment & Labor Law LA W OFF I CE O F

Federal & State Regulatory Compliance @
. Julie A.Cardosi, P.C.

Principal, Private Law Firm
Former, IADA Legal Counsel

Former, Illino.is Assistant Attorney General, Julie A. Cardosi, Esq.
Deputy Chief, Consumer
Protection Division 3040 Spring Mill Drive, Suite B
Drafted Illinois Motor Vehicle Franchise Springfield, IL 62704
Act Amendments Creating Motor
Vehicle Review Board (217) 787-9782

Drafted Illinois Motor Vehicle

- : jcardosi@autocounsel.com
Advertlslng Regulations

www.autoco llIlSCl. com



Zurich is more focused
ACHIEVE A ..o
our customers
1 3TH M O NTH o F succeed. Zurich’s
exclusive profit
generation programs

F&I PROFIT IN can help dealerships
achieve an additional
month of F&I revenue

1 2 M o NTH s g Withoutselling one
more car or increasing
PVR by a single dollar.
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ZURICH INSURANCE. @

FOR THOSE WHO TRULY

LOVE THEIR BUSINESS. ZURICH




ILLINOIS

AUTOMOBILE DEALER NEWS

CONTENTS o/ 20101

B IADA President’s Message

8 Counselor's Corner: Sale of Aftermarket Voluntary
Protection Products Subject To Increased Regulatory
Scrutiny: Compliance Take Aways For Dealers

1 “ IADA-CVR: Leading From The Front: Your Only True Partner
With the Infrastructure, Experience and Trusted Staff to
Make Your Process the Easiest

Zﬂ Consultant's Corner: Work the Deal

ILLINOIS

AUTOMOBILE DEALER NEWS

2021 OFFICERS

Chairman President
Mr. Rick Yemm / 309.344.2727 Peter J. Sander / 217.753.0220
Yemm Chev-Buick-GMC-Chry-Dodge-Jeep, Inc. llinois Automobile Dealers Association
2195 Henderson Street, Galesburg, IL 61401 300 W. Edwards, P.O. Box 3045, Springfield, IL 62708
Vice Chairman lllinois Automobile Dealers Association
Mr. Sean Grant / (217) 862-5300 300 West Edwards Street, Springfield, IL 62708
Landmark Chry5|er Jeep & Ford T 2]77530220 o F217.753.3424
2331 Prairie Crossing Dr., Springfield, IL 62711 www.lllinoisDealers.com
Secretary/Treasurer

Mr. David Parkhill / (217) 352-4275
Sullivan Parkhill Automotive
Champaign, IL 61822

lllinois Automobile Dealers Association
300 West Edwards Street | Springfield, lllinois 62704
T217.753.0220

F 217.753.3424

www.lllinoisDealers.com

me[IEWSLINK
yd» group

©2021 ILLINOIS AUTOMOBILE DEALER NEWS | The newsLINK Group, LLC. All rights reserved. ILLINOIS AUTOMOBILE DEALER NEWS is published four times each year by The newsLINK Group, LLC for the lllinois Automobile Dealers
Association (IADA) and is the official publication for this association. The information contained in this publication is intended to provide general information for review, consideration and education. The contents do not constitute legal advice
and should not be relied on as such. If you need legal advice or assistance, it is strongly recommended that you contact an attorney as to your circumstances. The statements and opinions expressed in this publication are those of the individual
authors and do not necessarily represent the views of the IADA, its board of directors, or the publisher. Likewise, the appearance of advertisements within this publication does not constitute an endorsement or recommendation of any product
or service advertised. The ILLINOIS AUTOMOBILE DEALER NEWS is a collective work and as such some articles are submitted by authors who are independent of the IADA. While the ILLINOIS AUTOMOBILE DEALER NEWS encourages
afirst-print policy, in cases where this is not possible, every effort has been made to comply with any known reprint guidelines or restrictions. Content may not be reproduced or reprinted without prior written permission. For further information,

please contact the publisher at: 855.747.4003.




IADA PRESIDENT'S Message | sy perer 1. sanper

n behalf of the IADA Board of Directors and staff, I
would like to thank all our members for your support
of association activities this past year. 2020 was a
year like no other. IADA celebrated its 100th year an-
niversary dedicated to representing automobile and
truck dealers’ needs in Illinois. United through membership
in IADA, members seek to achieve through “one voice” that
which is impossible to achieve alone.

While a gala celebration was planned, unfortunately, the
majority of meetings and conferences were put on hold as the
industry and our country worked through the Covid 19 pan-
demic. Due to the ongoing pandemic, members of the Illinois
House and Senate met for only a few days after March, the fall
Veto Session was canceled, and they again met in session for
a few days in January prior to the inauguration of the 102nd
General Assembly.

Our legislative priority was the repeal of the $10,000 cap on
motor vehicle trade-in credits that took effect Jan. 1, 2020. The
legislation did pass the Illinois Senate but languished in the
House as the House leadership failed to have the legislation to
repeal the trade-in cap called for a vote during the final days of
the General Assembly. Our Senate sponsor has already intro-
duced this legislation in the new legislative session!

The 102nd new legislative session convened in January, and
with limited schedules, limited access to the Capitol, limited
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access to hearing rooms, and limited access to members of the
General Assembly, lobbying and advocacy efforts will be very
different from what we are accustomed to.

Ensuring that the legislators understand our industry and
the impact that proposed legislation could have on your busi-
ness is a primary function of your IADA team. Being success-
ful on this front relies on the relationships that we have built
and continue to build with Representatives and Senators from
every locality on your behalf.

We encourage you now more than ever to get involved in
our legislative grassroots efforts. When contacted for assis-
tance, take a moment to reach out and help educate legislators
on pending legislation impacting your business! We will sup-
port you with key messaging and contact information, and we
need your voices at the grassroots level to be effective.

‘We have an important legislative year ahead of us. We look
forward to working with you as TADA begins another 100
years in our ongoing mission to serve our membership. Thank
you for your support and involvement with TADA! [l

Sincerely,
Peter J. Sander
IADA President

www.illinoisdealers.com
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easier forauto deal
-Specially now.

Running a dealership comes with its share of uncertain

terrain. But one thing is certain. Our Dealer Financial Services
team is dedicated to being by your side with the resources,

solutions and vision to see you through.

Mike Fairchild Jennifer Lozzio
mike.fairchild@bofa.com jennifer.lozzio@bofa.com
630.780.8418 224.288.9231

bofaml.com/dealer

BANK OF AMERICA %7

“Bank of America” and “BofA Securities” are the marketing names used by the Global Banking and Global Markets divisions of Bank of America Corporation. Lending, other commercial banking activities, and trading
in certain financial instruments are performed globally by banking affiliates of Bank of America Corporation, including Bank of America, N.A., Member FDIC. Trading in securities and financial instruments, and
strategic advisory, and other investment banking activities, are performed globally by investment banking affiliates of Bank of America Corporation (“Investment Banking Affiliates’), including, in the United States,
BofA Securities, Inc. and Merrill Lynch Professional Clearing Corp., both of which are registered broker-dealers and Members of SIPC, and, in other jurisdictions, by locally registered entities. BofA Securities, Inc. and
Merrill Lynch Professional Clearing Corp. are registered as futures commission merchants with the CFTC and are members of the NFA.

Investment products offered by Investment Banking Affiliates: Are Not FDIC Insured - May Lose Value - Are Not Bank Guaranteed.

©2020 Bank of America Corporation. All rights reserved. 3235016 12-20-0021




COUNSELOR’S CORNER

Sale of Aftermarket Voluntary Protection
Products Subject To Increased Regulatory
scrutiny: Compliance Take Aways For Dealers

By Julie A. Cardosi, Law Office of Julie A. Cardosi, P.C.

n the auto industry, the sale of af-
termarket or voluntary protection
products (“voluntary products”)
is an important source of profit to
a dealership. NADA has reported
that dealer finance departments’ sales
of voluntary products continue to drive
dealership revenue. Sources of revenue
from the sale of these products include
vehicle extended service contracts,
guaranteed asset protection (GAP), and
credit life and disability insurance. Other
voluntary products include dent repair,
window etching and products related to
financing of the vehicle, among others.

The sale of these voluntary prod-
ucts, however, can be a regulatory
“slippery slope” for dealerships finding
themselves at the end of enforcement
challenges by federal regulators, like
the Federal Trade Commission, the
Consumer Financial Protection Bureau,
and Department of Justice, and state
regulators, such as the Illinois Attorney’s
General Office. In recent years, we have
assisted dealers in connection with regu-
latory challenges by some of these agen-
cies over the sale of voluntary products.
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So, what are the regulatory con-
cerns? Regulators often focus on the
proper disclosure of these products
and various claims that rise to the
level of misrepresentations concerning
the products.

In Ilinois, the Attorney General’s
Office is charged with enforcing I1-
linois laws intended to protect Illinois
consumers against unfair and decep-
tive practices. The Illinois Consumer
Fraud and Deceptive Business Practices
Act (815 ILCS 505/1 et seq.) generally
prohibits such unfair methods of com-
petition and unfair or deceptive acts or
practices which include:

* “any deception, fraud, false pre-
tense, false promise, misrepresen-
tation, or

* any concealment, suppression or
omission of any material fact, or

* any practice described in the
“Uniform Deceptive Trade Prac-
tices Act”.

This law applies to advertising and
to business practices and transactions.

As to the disclosure of these prod-
ucts, one area of scrutiny is whether the
dealership has disclosed the optional or
voluntary nature of the products. That
is, the dealership must disclose (and be
able to substantiate such disclosure) that
the customer is not required to purchase
these products when purchasing or
leasing a vehicle, nor is the customer
required to procure any product or
service offered by the dealership. This
extends to service contracts, financing
and the other aftermarket protection
products. The model NADA policy
contains useful disclosure information,
but it is up to each dealership to ensure
their employees make certain that
customers know that purchase of these
products is voluntary and not required.
Also, in the sale of these products, the
dealership must disclose the products
separately from the vehicle.

Dealerships should also ensure
against any misrepresentations con-
cerning the price or the value of the
products. Aside, some products, such
as service contracts, for example, may
be subject to specific insurance law
requirements promulgated by the state’s
insurance regulators. For this reason,
dealers should consult with their lawyers
and accountants about the structure
of any service contracts they offer. In
general, dealerships typically utilize a
menu-based pricing system in the offer
of these optional products to disclose
the product costs. Again, it’s imperative
to ensure the customer understands the
costs, along with the voluntary nature of
the purchase. An important aspect is to
disclose the price and monthly payment
for each of the products if purchased

www.illinoisdealers.com



separately. Also, failure to systematically
offer and charge the same price to each
customer for the same product can sub-
ject the dealership to claims of unlawful
price discrimination.

In marketing the sale of these volun-
tary products, dealerships can be held
responsible for any claims made as to the
nature or value of the products, notwith-
standing the use of product vendor mar-
keting materials. Dealers should consider
requiring product vendors to indemnify
the dealership from and against any and
all claims, including marketing or adver-
tising claims, and requiring vendors to
procure insurance coverage (naming the
dealership as an additional insured) to
back up that indemnification.

Additional best practices to consider
include ensuring customers are informed
about submission of a claim and if the
product can be cancelled, along with
the cancellation process and eligibility
for refunds in the event the product is
cancelled. Also, it is important to ensure
the dealership is consistent in the way it
offers and sells these products.

R
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In general, dealerships typically utilize a
menu-based pricing system in the offer
of these optional products to disclose the
product costs.

Finally, as the fate of new govern-
ment regulations hang in the balance
with the ushering in of a new US presi-
dential administration and likely shifts
in the balance of Congressional power,
dealers would be wise to keep informed
of all new legal and regulatory changes
at the federal and state levels as those can
and will undoubtedly impact their busi-
ness practices. [l

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 35 years and
represents the business
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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 employment, 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.

YOUR FULL-SERVICE PARTNER:

CONSULTING
REAL ESTATE
BROKERAGE
BRANDING
DESIGN
CONSTRUCTION

Contact Redmond today!

262.549.9600

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.



IADA-CVR: Leading From The Front

Your only true partner with the infrastructure,
experience and trusted staff to make your
process the easiest.

Backin 1999, IADA chose to work
with CVR to streamline the title
and registration process, and

provide the members with a

program that makes this part of

Your IADA support staff has over 80 years of
combined experience working on dealers’

the car selling process easier and YW
much more convenient for the

buyer. Since the start, we've been

able to update and improve the

program year-over-year, so the

technology has continually kept

up with our dealers’ needs.

Over 1,800 clients trust their work to IADA-CVR. We
process over 1.5 million transactions each year.

10 [[IR1\[e]R9 AUTOMOBILE DEALER NEWS www.illinoisdealers.com




Each of your applicationsisreviewed and prepared On average, IADA-CVR scans 5,000 applications each day
by our IADA-CVR staff before being scanned. and delivers them to SOS the same day.

GERALD

As an Office Manager with over 20 years in the auto industry, I've learned that the devil is in the details
and relationships are everything! It wasn't until we switched providers from CVR that | realized how
important both of these are.

Ittook us less than five months to switch back. During that time, we dealt with processing errors, delayed
titles, and inventory issues. The little details, that CVR automatically got right from years of experience dealing
with the Secretary of State, were suddenly a burden.

However, the most valuable aspect of CVRis the relationship and customer service. Instead of being unpleasant
about changing providers, Joann Seckus made the transition as smooth as possible. She also made herself
accessible during those months away. As soon as we were ready to switch back, she and Julie Cabrera

bent over backwards to get us ready with the least amount ofinconvenience to my staff and department
managers. They are both always quick to respond, knowledgeable, and are friendly!

Thank you, CVR!

Stephanie Freistadt,
Office Manager Gerald Auto Group

Your applications are
scanned daily on high-
speed computer image
machines in high-
resolution TIFF images.
You have access to a
10-year history of your
image files, all securely
backed up with disaster
recovery procedures
and processes in place.

11



CVR is a great tool to have
when you are creating 150+
deals per day. The CVR website
is user friendly and they are
always adding more features
and shortcuts. You are able to create
templates to store consistent information,
which minimizes your entry time, all
information can be entered on one
page, and there is a convenient “chat”
option for help. For more complicated
questions, | know that | can
always count on Joann Seckus,
the CVR State Operations
Manager.

Enterprise Holdings
Wendy Formanski

License and Title Supervisor

IADA-CVR staff provide personal attention to your applications, |

correcting some deficiencies when possible and calling ENTERPRISEHOLDINGS.
dealerships for clarifications, to ensure your transactions are

processed as quickly as possible.

IADA-CVR has staff dedicated to managing your inventory In additionto CVR’s fulltime support staff, IADA
return process to ensure you are in compliance with the SOS provides phone support for your paperwork
mandates and to help limit any possible SOS fines. and inventory issues.



IADA-CVR has a full-time professional title partnertoreview all  All applications are logged throughout the
deficient applications returned from SOS. By correcting many  process, so dealers have specific, accurate
of these applications withoutreturning to dealers, we cansave  updates on when their applications were
weeks and months in delayed processing time. scanned and if they were processed
successfully or need corrections for SOS.

The IADA Mission Statement

IADA is an organization of franchised new car & truck dealers
whose purpose is to promote an ethical, favorable business
climate, and to serve the common needs of its members through
services, education and representation.

When dealers participate in IADA programs, they directly
help protect the investments in their own dealerships. We are
the state association that represents our members’ interests in
the legislative and regulatory arena here in lllinois. When our
members participate in the association programs, they are
essentially buying from themselves. It makes us all better and we
as the IADA are in a much better position to help our members.




Dealers are able to hand-deliver applications, and all work is
scanned the same day.

“It was already good,
but now we have one
centralized screen,
so you don't need to
bounce around anymore to
see everything. The search
functions are stronger too,
and there are convenient
links that take you right to
specific items, like ordering
temporary or personalized
plates. It's just really easy to
use, and the added bonus is
the peace of mind that comes
from knowing our
customers’ cars are
properly registered.”

Lisa Steinhilber,
Office Manager,
Uftring Auto Group

The CVR support team can provide quick answers, solution tutorials, self-help guides, manuals and in-depth
technical training,

14 [N AUTOMOBILE DEALER NEWS |
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CVR support has provided solution support and customer IADA-CVR maintains a warehouse where we ship
service for lllinois dealers far longer than any other provider. over500,000 plates each year. Your purchase orders
are processed the same day they are received.

Honda BMW of Champaign has been with CVR
@ since 2008. We have been approached by other

electronic titling services; however, the CVR systemiis

very straightforward and easy to use. The file import
from our DMS system has been easy and worry free, the CVR
support staff is very good and the chat feature in the cloud-
based version has been very helpful. The monthly seminars
and webinars with the lllinois Secretary of State and lllinois
Department of Revenue are very helpful for our staff to stay
current with the changes in the state as they apply to our
business. The backing of the IADA also helps us know that
we are in good hands with CVR. We will continue to

use CVR because they have been outstanding from @

quick inventory supplies, software use, and support.

Larry Krisher
Asst Controller

Allyour purchase orders are managed .
by IADA staff and shipped out the Honda BMW of Champaign @ Honda
same day they are processed. HONDA OF CHAMPAIGH

15
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Your transactions, that are received CVR partners with ATC to offer a premium 50-state solution to assist with
and processed the same day, are also  all your out-of-state transactions. With 44 years of experience in the
hand-delivered the same day to SOS. out-of-state title and registration industry, depend on CVR and ATC to
There is absolutely no more expedient process your non-lllinois transactions.

or efficient process available.

We provide free monthly training seminars and webinars at our IADA headquarters. Coordinated with CVR,
Secretary of State and Dept. of Revenue staff, no one else provides the opportunity to get all your training
needs accomplished in one place at one time.

16 IS AUTOMOBILE DEALER NEWS | www.ilinoisdealers.com




Your Association, IADA, just completed its 100th anniversary.
Several of the senior employees have over 220 years of
combined service to our IL dealer members. This experience
and continuity is one of the main factors that helps us deliver
the solutions to our dealers when they ask for help.

Training seminars are also coordinated in
the Chicago area with the full panel of CVR,
Secretary of State and Dept. of Revenue experts.

With the cooperative efforts of everyone
involved, IADA-CVR is the real and logical

choice to partner with.

Our User Groups are very personal and informal,
allowing for great interaction. The daily contact
with members is how we continue to improve and
enhance our CVR process. We never stop trying
to improve the process for our clients.

17



IADA-CVR UNIVERSITY — DON'T BE FOOLED BY IMITATIONS
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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 @ 2 72 hours — geared to title departments
Webinars @ 1 /2 hours — geared to F&I departments

2021 TENTATIVE SCHEDULE

January 13 Seminar

February 10 Seminar — |ADA Office
March 10 Webinar

April 14 Seminar — IADA Office
May 12 Webinar

June 9 Seminar — IADA Office
July 14 Webinar

August 11 Seminar — IADA Office
October Seminar — (CATA Office)
November 10 Webinar

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.

Registration details are regularly emailed to our IADA members.

IADA OFFICE — 300 W. EDWARDS ST. — SPRINGFIELD, IL 62704
Visit www.lllinoisDealers.com
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YOU CAN HAVE THE BEST
INCOME DEVELOPMENT

No Compromise and No Excuses for Your F&l Program.

Resources Management Group’s F&I specialists will impact your
dealership’s profitability by implementing positive methods to
change and adapt to any market conditions. Executing at every
critical dealership component: Recruiting, Training, Compliance,
Disruption Strategies & Digital F&l Technology.

RMG delivers world-class income development AND the most
dealer-centric reinsurance structure in the industry.

¢ Dealer Directs Investments and chooses financial institution.
e Ability to borrow up to 75% of unearned reinsurance premiums.
e Guaranteed Service Retention: dealership claims tie-back.

* Proven process for driving more profits into your dealership and
reinsurance company.

e True Transparency — No Hidden Fees — Total Accountability.

¢ Qver 2.1 Billion Dollars of Assets Created for more than 1,700
U.S. Auto Dealers.

Contact us today for a confidential dealership & reinsurance analysis.
800.761.4546 | info@corprmg.com

] RMG

DRIVING DEALER PROFITABILITY

It’s Your Portfolio.™
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By Mark Timperley, Regional Training Director, BBDS

started in the car business in

January 2003. After selling cars

for seven months and being the top

salesperson for 3 of those months,

I was offered the finance manager

position. My sales manager told me

that she would sign out a cash deal
with me in the office to observe and then
I would “just have to figure it out.” Talk
about being thrown into the fire!

Integrated dealership technologies
were just getting started in 2003 and we
did not have it in my dealership yet. So,
you might ask, how on earth did you get
deals approved? Well, I had to handwrite
an application with a deal structure and
fax it over to the banks. After 30 to 45
minutes, I picked up the phone, called the
bank and spoke to a buyer about the deal I
had faxed over.

Over time, I started to develop a
great relationship with several buyers
at different banks. I got to know about
their families, if they had children,
what they liked to do for fun, what
their favorite football team was etc.
They started to trust my judgment and
the background stories I would have
on the customer’s applications I sent
them. We worked and rehashed the
deal together. From adjusting money
down to changing vehicles and terms,
we discussed and worked together to
see if there was any way we could get an
approval for our customer.

I think the art of working or rehashing
a deal today is lost with most new finance
managers. A new finance manager today
submits all their deals through a sales
and finance platform. They almost view
these fantastic platforms as the “Wizard”

20 Loy AUTOMOBILE DEALER NEWS ‘

behind the curtain. If the banks you
submitted the application through say
the customer is declined, then they are
declined. It is out of my hands and there
is nothing I can do. Wrong! Pick up the
phone, have an actual conversation with
the buyer at your banks. Work the deal!
Rehash the deal! Yes, it takes some time
and effort, but you would be amazed at
how many “declined” deals can be turned
into “approved” deals with a little bit of
effort and imagination.

Dealers spend thousands of dollars
every month advertising their business.
Salespeople spend hours, sometimes
days and weeks convincing a customer
to purchase from them. Some finance
managers spend 10 minutes submitting
an application to a bank on an automated
platform, get a decline and it’s over?
Time to move on to the next customer?
No! The best finance managers pick up
their phone, call the buyer they have
established a relationship with and work
the deal to see if there is any way they
can get their customer approved. Yes,
it takes some extra effort. Yes, it takes
more time. Yes, it doesn’t always work.
But sometimes it does and when you
show your salespeople that you are doing
everything you possibly can to get their
customer approved, that goes a long way
in the relationship between sales and the
finance department.

Ideas to build a relationship
with buyers

Dos

» Always be polite and respectful when
calling

» Ask how their day is going and actually
care about their response

PO =

£

* Don’t just call when you need something

* Send them a $5 Starbucks gift card for a
“Thank You” cup of coffee

» Email interesting and fun articles about
things they are interested in

* Ask for their direct phone number

* Find out their work schedule

* Who do they suggest you talk to if they
are off

* Let their supervisor know (by email or
phone call) what a great job they are
doing

* Send them some A+ easy credit deals
when you can

Don'ts

» Don’t threaten the business if they can’t
buy the deal

* Don’t ever lie

* Don’t give them the same line every
time

* Don’t say “It’s a really nice car”

* Don’t ask for a supervisor regularly

* Don’t be inappropriate and flirty

* Don’t make promises and not follow
through on them

» Don’t send every vehicle over as having
every conceivable option

By building a strong and real
relationship with several buyers and
several different banks, you will increase
your chances of getting more deals
bought. By getting more deals bought,
you are helping your dealership sell
more cars. When you sell more cars,
everybody wins! =

For more information, please contact Francis
Fagan with Brown & Brown Dealer Services
at 312-608-4979 or ffagan@adgtoday.com.
Francis is the Regional Training Director for
lllinois and Indiana. At Brown & Brown Dealer
Services we put the emphasis on training.
Visit our website for our training calendar and
to meet our nationally renowned trainers.
www.AutomotiveDevelopmentGroup.com

www.illinoisdealers.com



A Commitment
You Can Count On

Helping protect your industry yesterday, today, and tomorrow.
We're in it for the long haul.

Scan to learn more about

mySHIELD" features, including

training and resources, certificate Bl

management, and S mySHIELD
. . [E] MR,

vehicle and drivers - isEidie [ A

list tools. R : v

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

21.04 Ed.1/21 *Not licensed in all states. © 2020 Federated Mutual Insurance Company
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Results that

*

transform
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Secure your today and innovate for your tomorrow

by turning your dealership challenges into

opportunities. Contact us tQ\day for services in:
Audit and accoun\i\ng " __Taleni management\
Tax _~m_.Change manag.'ement
Strategic pl}ming- " a Business transition

Operational .~ . Cyberse}urity
assessments. \
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We put your legal solutions in motion.
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ADMINISTRATION| TRUSTS +

LEVEL NEEDS \, * PROBATE PLE:;‘:TEG / PERSONAL

,‘\ TAX /./

S ASSET / sty

+ "\ PROTECTION \ /  CRIMINAL
- /

-.\\ \

\
-
o !

BUSINESS AW N &

DIVORCE ™\ _~" RESIDENTIAL

LEVEL NE EDS — 360° LEGAL " REAL ESTATE

PERSONAL

I’ﬂ';‘ég:"gﬁt SOLUTI 0 NS LIFE INSURAMNCE +
MALPRACTICE FO R YO U . LIQUIDITY

PLANNING

COMMERCIAL J
LITIGATION COMMERCIAL

THE CLIENT L ESTATE

/ DEFENSE _.
’ -~

KH 360° Benefits:
40+ teammates providing
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a comprehensive legal \ BUSINESS
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TAX

PLANNING
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ATTORNEYS AT LAW
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847-382-9195 | www.kelleherholland.com
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Does your F&I provider:

+ Help you sell more cars?

« Train all your employees, not just your F&l team?

«  Offer Commerical Insurance and Employee Benefits?

+ Help keep you on the cutting edge of the industry and provide a process
to maintain absolute integrity and compliance 100% of the time?

We help dealers to get better results through training and coaching
their employees on our Proactive Selling System® for Sales, Service,
F& and BDC/Phone Skills. Our training has a three-prong approach:

1. Offsite Workshops
2. Onsite coaching

3. Online (on-demand) training

2020 Diamond Winner for F&I Training

Winner of 16 Consecutive Dealers’ Choice Diamond Level Awards from Auto Dealer Today
and F&l and Showroom magazines.

Diamond is the top award as voted on by dealers & dealer management. Recognized as a
top compliance provider for the past six years via the same survey.

Brown & Brown Dealer Services.

B AWARDS

Brown & Brown
. DEALER SERVICES

E

DIAMOND 8

263 Shuman Blvd. - Naperville, IL 60653 | bbdealerservices.com | (847)612-9361




