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Lighting the way to

illuminate o
POWERED BY ZURICH. ™"

FOR MORE INFORMATION,
CONTACT BOB SAVINO AT
717-979-3875 OR

PHILLIP ROSU AT
609-280-6161.

zurichna.com/illuminate

Vehicle Service
Contract

Z,

ZURICH INSURANCE. ®
FOR THOSE WHO TRULY LOVE THEIR BUSINESS. ZURICH

Universal Underwriters Service Corporation (UUSC), an individual member company of Zurich in North America, is the issuing provider and administrator of Zurich’s vehicle
service contracts in all states except Florida. In California and New York, UUSC operates under its DBA, UUSC Service Company (CA License #0C17302). In Florida, the issuing
provider and administrator is Vehicle Dealer Solutions (FL License #60132). © 2015 Universal Underwriters Service Corporation
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For the last ten years, the ADAGP has been
extremely fortunate to have Kelsey Baker
on staff as its Auto Show and Events
Manager. Thanks to her amazing
work ethic, talents and long list of
abilities, our programs and events
are much stronger because of her
contributions to them. We are sad
to report that Kelsey is moving
back to her original hometown

of Cadillac, Michigan, to start

a new chapter of her life with

her husband, Jeff, and beautiful
newborn daughter, Riley Rae.

“We will miss Kelsey
tremendously as she has been

an unbelievable asset to this
Association, the Philadelphia

Auto Show and so much more,”
said Kevin Mazzucola, executive
director of the ADAGP. “She joined
us shortly after graduating college
and it’s been a pleasure to watch
her blossom professionally and now
personally as a wife and mother. We
wish her nothing but the very best as
she enters this very exciting time of
her life.”
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MORE WASH POWER™

GET AHERD OF YOUR COMPETITION
GET MOTOR CITY

S
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4/ Reduce Labor Costs 4/ Attract & Retain Service Customers
_:;f " Increased Customer Satisfaction 3 Create a Superior Experience
f/ Process up to 60 Cars Per Hour y’ Increase Traffic for New Car Sales

For More Information About Our
Car Wash Systems, Please Contact:

U RN Phone: 610-275-6600

AUTOMOTIVE SOLUTIONS Email: info@tascleancars.com

Web: www.turnkeyautomotivesolutions.com
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G 866.362.6377 @ sales@

Motor City Wash Works, Inc. | 48285 Frank Street | Wixom, Michigan 48393
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Hello Fellow Dealers and Associate Members,

It’s been a very busy spring for your Association staff and Board of Directors. We’ve
been working together on a number of key issues that we know are important to you
as well as our entire industry, including the growing technician shortage, success

of your Philadelphia Auto Show and impact of your Auto Dealers CARing for Kids
Foundation. As you know, we are a three-legged stool between your Association,
Foundation and Auto Show. And, while each entity has its own list of initiatives and
priorities, they are all heavily-intertwined and the success of one helps boost the other
and so forth.

Because of the high level of importance with some of these ADAGP initiatives, many
of your board members have really stepped up and dedicated more time than normal
over the last few months. In fact, many of you probably received a call or email from
at least one of them encouraging you to attend a Road Show meeting. We had a great
turnout for these meetings and it’s because of this outreach. So, many thanks to all
involved with that effort.

Speaking of involved, I am proud to introduce your 2020 Philadelphia Auto Show
Chair Maria Pacifico. Maria has been on your Board of Directors since

2011.1 know the entire Board of Directors and staff are excited for
her to hold this position. I am personally aware of how much
work goes into this event and I wish her the very best with it.

I would also like to take a minute and thank the Associate
Members who consistently advertise in this publication to
support us. Please know it does not go unnoticed. I urge my
fellow dealers as they read about the key issues mentioned
above that you also pay attention to the surrounding ads
from these members. Like many of our programs and
efforts, they are always there when we need them and we
are very grateful for that.

In closing, I hope all of you have a terrific summer with
very busy showrooms. Should you have any questions
on any of the material discussed in this issue, please
contact the Association at 610.279.5229.

Thanks,

Ian

7

Ian Jeffery
ADAGP President
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First, thanks. Close to 90 dealership personnel representing 60 dealerships attended our
reignited Dealer Road Shows throughout the greater Philadelphia Area. There is nothing
like old fashioned face-to-face meetings--not emails, not mailings, not texts, not
publications--to meet with dealers in an intimate conversational setting. Those

in attendance noted the time spent was extremely worthwhile. It is vital they

continue in the future.

So, what was all the hubbub?

In the 22 years that I have been here, I have never experienced what we are
experiencing right now with your Philadelphia Auto Show. There has been a lot
of talk about the strength of Auto Shows lately--that they are a thing of the past.
Yet the 2019 Auto Show was the 2nd highest-attended show on record, and the
strongest attended in the last decade. And to our manufacturer friends and dealers
alike, as our friend Peter Welch from NADA put it so well, “There is a difference
between expenses and investments. We hope the OEMs come back around to
what dealers know and what the numbers show: Auto shows drive sales and brand
loyalty. The numbers clearly tell us that showing the metal is still the best

way to move the metal.”

Look, you can read all the stats that support the Philadelphia
Auto Show starting on page 8. I urge you to do so, but
bottom line is this—people absolutely hunger to see

all the new vehicles from all manufacturers under

one roof for informational purposes with no selling. il
Why do they pay admission to do so? Why in this

digital day and age are they coming in droves?

Because the core to all of this is the following—

it’s being conducted not in front of a computer

screen or on a mobile phone, but viscerally.

Yes, in this day and age, they are coming in

droves and buying one of your vehicles in

the next 12 months.
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Let’s move on.

We unveiled a brand-new Career Portal at our
Road Show meetings. We are fortunate to
have several strong post-secondary schools in
our area. They graduate approximately 1,000
techs a year, yet only 30% of them go to work
at franchise dealerships. Your Association is
attacking that with vigor. This unique portal
will invite our dealer members to develop your
own profiles and list what jobs are available at
your store. These profiles will be available for
viewing by students currently enrolled in post-
secondary schools as well as their school’s
respective employment/counseling department.
Much discussion centered on this initiative
during our meetings. It is a must read in the
coming pages.

Regarding the Foundation, new personnel
and even some of our long-time dealers were
astonished by how strong and vibrant the
Auto Dealers CARing for Kids Foundation is
throughout the region. Established in 2003,
the Foundation has put close to $14 million
back into your communities via the Black Tie
Tailgate and CHOP relationship as well as the
367,000 brand-new winter coats distributed
through your Driving Away the Cold program.
That’s you as a dealer and an industry giving
back directly to members of the communities
where you conduct business. Your Foundation
consistently distributes more than $1 million
every single year. Think about that.

Kelsey, I will miss you. Take care of the
Tamer and RR.
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The 2019 Philadelphia Auto
Show was a success in more
ways than one. First and
foremost, it was the second-
largestattended Philadelphia
Auto Show in our rich 118-
year history. More than
257,000 individuals came to
the event, provingonce again
the strength and importance
of the show, especially in the
vehicle-researching process
of area consumers.

Further, of the 257,000 attendees, 41 percent
reported that they plan to purchase a new
vehicle sometime in the next twelve months.
Of those in-market attendees, an astonishing
90 percent said their next purchasing decision
was influenced by their Auto Show experience.
Come next February, the show will have
influenced billions in local auto sales over
the previous 12 months, more than any other
traditional advertising medium. How do
we know this? Because not only have we
been conducting independent third-party exit
surveys for 20 years onsite at our event, we
also conduct a follow-up survey 11.5 months
after each Auto Show to see if and who
actually went on to purchase a vehicle. And,
the numbers are impressive.

STORY CONTINUED ON NEXT PAGE



2019 PURCHASE INTENT

PURCHASE INTENTIONS Was the Auto Show helpful

Do you plan to purchase a new vehicle? in your purchase decision?

% -
~105,000

people!

When do you
plan to purchase?
Within a Year
Within 6 Months
Within 1 Month

Whether it confirms or changes a vehicle
choice, the Auto Show experience is extremely
important to in-market attendees!

2018 PURCHASE BEHAVIOR

ACTUAL PURCHASES

Results of the 2018 Exit Survey showed that 37% of attendees planned to purchase
a new vehicle within 12 months of the show. 370/0 420/
One year later, we followed up to ask all 2018 survey respondents about their buying PRI actually

purchase purchased

habits. Results of that follow-up survey showed that 42% had actually purchased a
vehicle after attending the Auto Show!

STORY CONTINUED FROM PAGE 09

After the 2018 Philadelphia Auto Show we know that 43% of all attendees went on to purchase
a vehicle. That equates to a hefty portion of the 381,945 new registrations in our area in 2018
being influenced by the Auto Show. And that’s the case year after year. Exit surveys have found
that Auto Show attendees are consistently about twice as likely to purchase a new vehicle over
the subsequent year than the general population. As a regional auto show produced by your local
dealer association, we take great pride in that level of impact; and providing an event that creates

buzz in your dealerships and produces an unparalleled return on investment.

Why does the Philly Auto Show have such a high ROI?

Because it’s tactile. We’ve said it before and we will say it again: nowhere else can consumers get
the vehicle-browsing experience they need and, quite frankly, deserve. That is why they are coming
in droves and spending their hard-earned money on tickets. Think about that — people are actually
lining up and paying to look at the vehicles you, our dealer members, sell. The no-pressure, hands-
on, 700-vehicles-under-one-roof experience that has come to be the Philadelphia Auto Show, is
truly important to both current and prospective buyers - even millennials! When we look at the
demographics of our attendees, the millennial category continues to rise and gain momentum
every year, which is a core group that we all know is vitally important to the marketplace.

The average consumer once visited approximately 6 dealerships before making their vehicle

purchase. In today’s world, courtesy of the Internet, it’s a little less than 2. That is fitting for the
retail world we live in, which is filled with streamlined processes and efficiencies that do offer

10 BF
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a great deal of needed convenience. However, we all know that the
retail automotive world is entirely different simply because of the

type of product being sold. Richard Waterman, Practice Professor of

Statistics at University of Pennsylvania’s esteemed Wharton School,
conducts the exit surveys at the Philadelphia Auto Show and has been
doing so since 2000. In his commentaries upon conclusion of the
2019 event he notes the following: “In an increasingly online and
social media-driven world, it looks like this physical experience is
becoming more valuable, and not less so. At least that’s what we learn
from the satisfaction metrics (referring to the exit survey results).”
And, that’s right.

“For most, a vehicle is not a commodity, nor will it ever be,” said Kevin
Mazzucola, executive director of the ADAGP. “For most people going
through the vehicle-researching process, they still prefer and crave
that tangible side-by-side comparative experience. Naturally, they use
the internet to research color, options and more. However, they still
want to see how the kids fit in the back seat, which vehicle has the

most legroom, etc. The Philadelphia Auto Show is the only place they
can experience that locally. Hence, our show has remained a highly-
attended and well-enjoyed event.”

~ SUBSEQUENT YEART
THE GENERAL-POPULATION. — —

EXIT'SURVEYS HAVE
+ FOUND THAT AUTD,

/SHOW ATTENDEES ARE

ONSISTENTLY ABOUT TWICE"
A NEW VEHICLE OVER THE

—

™
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2019 exit survey results recorded both a record-high event rating and
new car display rating (both came in at 4.09 on a 5-point scale), with
more than 81 percent of surveyed attendees saying the show was
either “outstanding” or “excellent”.

“Our efforts continue to push the show to new highs and we would
hate to see this incredible momentum stop,” said Philadelphia
Auto Show Director Mike Gempp. “Our event has never had such
consistent attendance growth, and people clearly enjoy their time at
the event and use it as a vital tool in their vehicle-researching process.
However, there are several misconceptions out there about this and the
value of regional Auto Shows. We are currently working very hard to
debunk these myths and remind interested parties of the strong ROI
produced via participation in the event. It’s a critical point that needs
to be clarified for our continued success. We will be communicating it
very strongly to all manufacturers this summer, and we encourage our
dealer members to do the same.”

The 2020 Philadelphia Auto Show is scheduled for February 8-17. To
learn more about your brand’s plans for the event, please contact Mike
Gempp at 610.279.5229 or mike@phillyautoshow.com. ®

AS LIKELY T0 PURGHASE——


mailto:mike@phillyautoshow.com

xits eaes CAREERS

FIND A DEALERSHIP
& [ Bovarto b
v 3 llgitawn R T B
w D i & T (T Whass
Lo o
mtwcsd :‘ ik 4 '. Brrine
Ex ; ,..:.‘..I.. ,,:I o U
fis e e
=] e s '- g
BeprnE e
= e wtw" . s, S @ &
FovTaidie ‘ - _EE
Pl <ok, ! 7R by
’ v LA ' '
] it — 1:“!“_" iy Trent
g e |= ufl..soq'-.'- 'x.,* r
T . 1' y h R Dal ‘ " ‘_._ﬂc.‘ “ WE Lenflomn
prlllie
2o et ®
e L @ =
m'& . " v i 9.2 vl‘ >
o R B 2 _"m.e.. e
e e
Pvnt Chliin e ;_:;- Dy ;"l"kllﬂ“’
[miziwey R _‘ “NA -.'-ri ' t Chendsn Cheery Hll
+ 2 : £
. o = A ra:a\..l.:.r-
l e o

TECH II

v oYL in

THE PRIMARY
FOCUS OF THIS
PORTALISTO
PLACE QUALIFIED
TECHNICIANS AT
DEALERSHIPS AND
MAKE IT THEIR
FIRST GHOICE OF
EMPLOYMENT.

140 Disalerships Fousd

MULARTN PILADELFIHA
L Wret vt ok Wt Db, PR TRAGE

1 Toucharys Hiowrs: 5 00w - 600y

P Tima Foghons: § S Times Pognnns:

PORLSCHE OF THE MAIN LI

AT Bt 2 Doy P Ml et

(3 Tostiays Hopre: 5 00am - 00em

®ars; Tirm Poarom § &l Trram Poatoma B

THOMPRON BEMW
S M Min 51 Cispliancewn, B4 1508

If you attended one of our Dealer Road Shows, you heard
about several activities that we are conducting in regards
to the technician shortage facing our industry right now.
If you were unable to attend one of those meetings, allow
us to bring you up to speed about initiatives coming
down the pike or already underway.

CAREER PORTAL

This fall, a one-of-a-kind Career Portal that allows dealer members
to develop their own profile by store and list their current job
openings, etc. will go live. Dealers will also be able to view a list
of students currently enrolled at the local post-secondary schools,
their field of expertise, anticipated graduation date and more via
the portal. On the flip side, the students will be able to access
the portal via a special student view that will allow them to see
the respective dealership profiles and a list of openings available.
They will also be able to search the profiles by radius and other
filters. Further, the employment/guidance teams at the respective
post-secondary schools will be able to take an even deeper look
at the opportunities available and view key information such as
salary details and review them with the student appropriately.

“The primary focus of this portal is obviously to place qualified
technicians at dealerships and make it their first choice of
employment,” said Guzman. “But it also is to connect the
dealerships with the post-secondary schools. If we improve the
relationship at that level first and foremost, they will inherently
become ambassadors for dealerships as a viable place of
employment. However, we can’t do any of this without the
participation and support of our dealer members. Our targeted

live date for this portal is this fall. Therefore, when I reach out to
all of you this summer, please give me 15 minutes to explain this.
Trust me, it will greatly help us, help you.”

The ADAGP will be producing a video specific to this initiative
so you can see exactly how it will work. You can expect to see
that mid-summer. In the meantime, should you have immediate
questions, please contact Hector Guzman at hector@adagp.com
or 610.279.5229.

SCHOOL SIGNAGE

Through the good work of our ACE, which as a reminder
is our Advisory Council on Employment that is made up
of approximately 15 dealer members, a healthy dialogue
about bridging the communication gap between the school’s
employment teams and area dealers as a wise and viable career
choice is well underway.

If you were to walk the halls of any of the post-secondary schools
six months ago, it would be tough to find something that students
could see as a reminder of the many career opportunities available
at regional dealerships. That’s no one’s fault, just a discussion on
the topic never took place, until now.

Thanks to the input from ACE, the passion for the industry by
the schools and the creativity of ADAGP Creative Director Eric
Caldarale and Field Director Hector Guzman, both the Exton
and Warminster campuses of the Automotive Training Center,
Universal Technical Institute, Lincoln Tech and Community
College of Philadelphia will all have walls or large banners by the
end of summer highlighting dealerships as a wise career choice.


mailto:hector@adagp.com
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In fact, some are already installed as you’ll see in the above
featured pictures.

“These installations are so much more than just signs going up on
a wall,” said Guzman. “They are a reflection of a very concerted
effort being made by your Association on a topic that we truly

understand is gravely important to our dealer members.” ] , N s H O W

In addition to students currently enrolled in the post-secondary

schools seei.ng these signs every day, t.h.e signs. will also be seen 1 4 0 Y E A R S

by prospective students and their families during campus visits -
& RUNNING

“By installing these signs, we are inherently making our
organization (and who/what we represent) stand out on these
vitally-important campus tours as well,” added Guzman. “Not
only will we arm the tour guides with important facts about
dealerships being a wise career choice, but we will also have
them pull up our Career Portal directly onsite to show them the
variety of opportunities currently available—right there while
they are standing in the hallway of potentially their new school.
We want to create a feeling of confidence, knowledge and
opportunity. The Career Portal and these signs are the first steps
to help us do that and we are very excited about it!” @
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For the eighth consecutive year, your Auto Dealers CARing for
Kids Foundation proudly supported Healthy Kids Day at 29 regional
YMCA locations in the Greater Philadelphia area on April 27. This
special health-focused day was the nation’s largest health day for kids
and families as YMCAs across the country participated in the effort.
All activities throughout the day focused on getting kids moving,
learning about healthy eating and motivating families to create a
healthier home environment.

In addition to supporting onsite activities at the 29 regional YMCAs,
your Foundation also developed and distributed Healthy Eating
Reward Charts to families onsite, so they can continue to encourage
healthy eating habits at home. The uniquely-branded chart also gave
tidbits about your Foundation and the good work you do in your
communities year around!

The 29 area YMCA branches that received grants from the Auto
Dealers CARing for Kids Foundation are partners of our annual
Driving Away the Cold Program.

2019 Black Tie Tailgate Delivers $614,000
Check to CHOP

Every penny earned via the annual Black Tie Tailgate at the Philadelphia
Auto Show goes directly to the event’s designated beneficiary, which

was the Department of Nursing at Children’s Hospital of Philadelphia
(CHOP) this year. For the third straight year, the Black Tie Tailgate
has broken attendance and/or fundraising records, proving that this is
one of, if not, THE top philanthropic gala in the city of Philadelphia.
The Nursing Department at CHOP was also the beneficiary in 2018.
With that said, this one-of-a-kind preview of the Philadelphia Auto
Show raised an impressive $1.2 million for the Department over the
last two years! Save the date for our 2020 Black Tie Tailgate, which
is set for Friday, February 7th. More details including next year’s
beneficiary will be distributed later this summer.

Driving Away the Cold Registration

Our 12th Annual Driving Away the Cold program will get underway
at the end of June. Yes, we said June! If you recall, we kick off
our registration in June and early sign-ups truly help us with our
planning activities. Please keep an eye out for all communication
regarding the program and if you are ready to sign up now, please visit
MoreThanAutoDealers.com/members and click on Driving Away the
Cold or reach out to Mary Lynn Alvarino at mla@adagp.com. To date,
this program has distributed 367,000 brand-new winter coats to area
children in need. This is only possible thanks to the support of both
our dealer and associate members. Remember one in six kids in our
area lives in poverty. That’s at least 175,000 local children currently
living without the daily essentials like a warm winter coat. With that
said, it’s never too soon to show your support of this unbelievably
important cause and wonderful program! @
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FULL POTENTIAL INFO@TASCLEANCARS.COM
TODAY! 610.275.6600
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Your Auto Dealers CARing for Kids Foundation held its
26th Annual Greater Philadelphia Automotive Technology
Competition (Tech Comp) on Friday, March 8th. At the
event, 24 high school seniors from local automotive
programs competed for a portion of more than $1 million in
scholarships, tools and prizes that were available.

“This is one of our favorite days of the year,” said Mary Lynn Alvarino,
director of operations for the ADAGP and Foundation. “While it’s a
tradition for our staff to enjoy every year, it’s an unforgettable moment
in time for the student competitors as the amount and caliber of prizes
are truly life-changing for our winners.”

This year, first place was captured by Fred Holland and Riley Radcliff
of Gloucester County Institute of Technology who competed under
the direction of Instructor Glenn Hubert. Holman Ford Lincoln
of Turnersville was the team’s dealership sponsor. Together, the
winning pair walked away with more than $243,000 in scholarships,
tools and prizes. They also earned a spot to compete at the National
Automotive Technology Competition, which was held in late April in
New York City. Fred and Riley captured fourth place at the national
event increasing their winnings and solidifying their interest in auto
technology as a career choice.

Second place honors at our regional event went to Raymond Lamer
and Szymon Wisniewski of Bucks County Technical High School.
The team, which was sponsored by Reedman-Toll Chevrolet and led
by Instructor Byron Cesari, collected more than $175,000 in prizes.
Jake Duffy and Nathan Hammerle of Western Montgomery Career
and Technology Center collected more than $90,000 in earnings as
our third-place winners. Sponsored by Nissan 422 of Limerick, they
were under the direction of Instructor Donald Bray.

For those of who are unfamiliar with our Tech Comp, the purpose
of the event is to build awareness for the growing need for qualified
auto technicians in today’s workforce as well as spotlight their
specialized skills and professionalism. As most of you know, today’s
auto technicians must have highly-polished math and computer skills
in addition to mechanical aptitude. This competition traditionally
focuses on all those skill sets. It provides the opportunity for
elite teams of the finest automotive technical students from the
Philadelphia area to work against the clock in a timed, hands-on
automotive technical skills competition. The students tested their
knowledge at 10 workstations ranging from engine mechanical to
communication skills and performed a Multi-Point Inspection of a
previously-bugged vehicle.

The first part of the regional competition involved a 100-question
written exam in November. The exam covered the eight National
Institute of Automotive Service Excellence (ASE) areas of the
automobile, which are Engine Repair, Engine Performance,
Electrical/Electronic Systems, Brakes, Heating and Air Conditioning,
Suspension and Steering, Manual Drive Train and Axles and
Automatic Transmissions. There were approximately 90 students
from 20 different schools who took the written exam. The two highest
scoring students from the top 12 schools are those who qualified for
the March 8th hands-on competition.

Like most things that we do, this event is made possible every single
year because of our all-volunteer committee. We are extremely
grateful for our 2019 committee members and event sponsors listed
on page 32. ®
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ADA HAPPENINGS

A New Way to Say Hello...

As you have hopefully seen, the ADAGP recently launched its new
video e-newsletter, appropriately-named 0-60, as it gives you quick
and important updates in less than 60 seconds. Topics that have been
and will continue to be covered range from important Philadelphia
Auto Show updates to Driving Away the Cold registration details and
everything in between. If you are not receiving 0-60 or any of our
other pieces of communication, such as Auto Outlook, Driving Force
Magazine or YOU AUTO KNOW, please contact Andrea Simpson at
andrea@adagp.com or 610.279.5229.

A Quick Reminder...

Matt Simpson at Fisher & Phillips, LLP is on retainer to provide year-
round counsel to ADAGP Dealer Members on employment issues as a
benefit of your membership. You can contact Matt at 404.240.4221 or
msimpson@]laborlawyers.com. Also, printed employment application
forms are available to Dealer Members through the ADAGP office.

Further, please keep in mind that our offices are your offices! The
meeting facilities of the ADAGP feature more than 6,000 square feet
of versatile space that can host a variety of training, educational and
conference needs. We have an intimate board room that can hold up
to 22 people as well as training rooms that can host up to 80 people.
We even have a lower level showroom that can accommodate up
to 4 vehicles at one time (this is the perfect space for new vehicle
introductions, sales or product training, etc.). And, the best part is
there is no charge for Dealer Members to use the space! Learn more
or book your next ad group meeting, company retreat, etc. by calling
Vicki Thatcher at 610.279.5229.

Spare parts?

Attention all ADAGP Dealer Members! Do some good with your spare
parts and donate them to The Collision Repair Education Foundation!
They will most likely end up at your local collision school — how cool
is that?

The Collision Repair Education Foundation, a national 501c3 charity,
is seeking spare parts (fenders, bumper covers, hoods, etc.) for
donation to local high school and college collision school programs.
These parts allow students to practice collision repair and make them
more productive and efficient entry-level employees upon graduation
—a win for everyone! Help The Collison Repair Education Foundation
remove the financial barriers that school instructors often face with
limited program budgets by removing your spare parts from dumpsters
and placing them into the hands of your local school(s).

Email brandon.eckenrode@ed-foundation.org if you have spare
parts available for donation to a local school. Parts donated to
schools through The Collision Repair Education Foundation are tax-
deductible.

Stay Current...

All Dealer and Associate Members should receive their 2019-2020
dues invoices by the first week of July. If you do not receive an invoice,
please contact Meghann Ryan at meg@adagp.com or 610.279.5229.
Also, Vicki Thatcher is currently updating all dealer and associate
member profiles. Please be on the lookout for her email and let her
know of any personnel/point of contact changes to your profile to
ensure that you are receiving all ADAGP and Philadelphia Auto Show
information properly! Vicki can be reached at the number listed above
or vicki@adagp.com.
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PURCLEAN
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TURN YOUR ENTIRE INVENTORY INTO A SHOWROOM
OF CLEAN SPOT-FREE VEHICLES

AUTO DEALER SERIES

FEATURES -
e Compact skid design — requires minimal footprint

e Glass, chrome and painted areas dry perfectly spot-free
e Clean 45+ vehicles in just one hour
e Bring the wash bay to your vehicles

e Minimizes labor - No more towel drying vehicles

e i e Patent pending Water Stabilizer - Eliminates the need and
: & - x ongoing expense of a water softener

e Automatic membrane flush - Prolongs membrane life

e Quality Light - shows incoming water quality

* Low pressure shut off safety feature

e Minimal maintenance required

* Engineered and manufactured in the U.S.A.
e ETL Listed

LOTMASTER SPOT-FREE
RINSE SYSTEM

SHP BAY SPRAY SYSTEM

WATER STORAGE TANK
5HP SKID MOUNT SYSTEM

PURCLEAN" LOTMASTER
PACKAGE I

BACK: SUPPORTING PRODUCTS,
SYSTEM DIAGRAM &
ADDITIONAL SPECIFICATIONS

NEW WAVE INDUSTRIES
3315 ORANGE GROVE AVENUE WAVE

ALSO INQUIRE ABOUT OUR PURWATER""
WATER RECOVERY SYSTEMS

AUTOMOTIVE SOLUTIONS NORTH HIGHLANDS, CA 95660 e it et o~
INFO@TASCLEANCARS.COM 800.882.8854 IN DUSTRI ES

610.275.6600

WWW.PURCLEAN.COM
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Pacific Auto Group: $2.2M and Counting

On Monday, May 5, the Pacifico Family Foundation distributed
$156,000 in scholarships to approximately 120 high school seniors
from around the region. This year marks the 55th anniversary of the
annual Pacifico Family Foundation Scholarship Awards, which started
with one $500 scholarship back in 1964. The program has grown
to be one of the largest scholarship programs involving the School
District of Philadelphia, among others. Superintendent William Hite
of the School District of Philadelphia as well as Superintendent Juan
Baughn of the Chester Upland School District were onsite to partake
in the festivities and extend their gratitude to Mr. Kerry T. Pacifico
and the entire Pacifico organization for their continued good work to
further the education of area high school seniors. The ADAGP salutes
Mr. Pacifico for being More Than An Auto Dealer long before we ever
came up with that phrase!

Conicelli Auto Group Supports Mission Kids

Mission Kids is a non-profit, 501(c)(3) organization providing
multidisciplinary care to alleged victims of sexual and physical
abuse. It is based in East Norriton. This year, the wonderful team at
Conicelli Auto Group showed its support of Mission Kids by hosting
the 2019 Pinwheels for Protection Garden. Every year, Mission Kids
“plants” a pinwheel garden to draw attention to the number of child
abuse cases reported in Montgomery County. This year, there were
600 pinwheels planted in honor of the 600 children served by Mission
Kids in 2018. And, Conicelli Toyota on the corner of Ridge Pike and
Chemical Road hosted the ceremonial garden. The ADAGP salutes
the entire Conicelli organization for its involvement and support of
this incredibly important organization.

Thompson Organization Inspires Kids

Each year, The Thompson Organization invite kids in kindergarten
through 6th grade to rev up their imaginations and share their car of
the future. The organization receives the most colorful and clever
designs you can imagine, from cars with pools and moonbounces, to
trucks that can transform! Each grade level has three winners and the
overall Grand Prize winner’s design is placed on a local billboard.
This year’s winners were announced in May and top honors went to
Fifth Grader Anya Balgobin. Anya’s work was selected from a field

of more than 1,000 entries. Congrats to Anya and hats off to The
Thompson Organization for doing such great work in the community!

Fred Beans Family of Dealerships Donates to
CB Cares

This year, Fred Beans Family of Dealerships donated $50,000
through the Educational Tax Improvement Credit program to the CB
Cares Educational Foundation. The CB Cares Foundation provides
programs, initiatives, and grants to benefit and strengthen youth in
the Central Bucks school community. Examples of programs include
the Boomerang Youth Recognition Award, which honors students in
the district who exemplify a featured monthly Developmental Asset
as well as the Youth to Community Arts Program, which showcases
the talents (musical, artistic, culinary, dramatic or poetic) of area
middle and high school students and offers opportunities for them
to demonstrate their dedication to the arts by performing at local
businesses, organizations and community events. Way to go to the
entire Fred Beans organization for supporting these local community
initiatives that encourage and educate today’s youth!

Several Members Win Philadelphia Inquirer
Family-Owned Business Awards

In May, The Philadelphia Inquirer hosted more than 200 people to
celebrate its 2019 Family-Owned Business Awards. The ceremony
honored approximately 40 award recipients in categories such as
Family-Business Leader of the Year, Up and Coming Family Business,
Innovation Excellence and more.

The program spotlights family-owned businesses who continue to
expand and evolve in an ever-changing economy, while managing
to stay true to their roots. Awardees were selected based on their
overall business impact and accomplishments as well as their civic
and community service. The ADAGP is proud to congratulate the
following dealer and/or associate members who captured honors
in their respective categories: Barbera Autoland and Barbera
Cares Foundation (Community Service Excellence), Central City
Toyota (Family Business Leader), Fred Beans Management Group
(Multigenerational Family Business) and Brownstein Group (Family
Business Leader). ®
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CONNECTING YOUR GROWTH TO FUTURE GENERATIONS IS OURS.

If you're thinking about buying a new dealership or possibly retiring in the next few years, a succession plan is essential.

At U.S. Trust, we can help secure your legacy with a wealth plan that integrates succession and estate planning as well as credit,
investment, tax and risk management solutions—all part of an approach that connects to your values and goals.

One that’s been trusted for over 200 years.

To learn more about our succession and integrated wealth planning, please visit ustrust.com/autodealer,
or contact William J. Meagher, Jr., CIMA at 267.675.0122 or william.meagher®@ustrust.com

U.S. TRUST =&

Bank of America Private Wealth Management

Investment products: \ Are Not FDIC Insured \ Are Not Bank Guaranteed \ May Lose Value

Credit and collateral subject to approval. Terms and conditions apply.
U.S. Trust operates through Bank of America, N.A., Member FDIC. © 2018 Bank of America Corporation. All rights reserved. | ARXXXXXX | AD-10-18-0311 | 10/2018
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HIRE
LINCOLN TECH!

CALL 215-335-0800
VISIT LincolnTech.edu

ready-to-go addition to your team. Re
us today to review your hiring needs.

f

PHILADELPHIA CAMPUS
9191 Torresdale Avenue Philadelphia, PA 1913

Lincoln Technical Institute, A branch of the New Britain, CT campus. Important ttended this program
can be found at www.LincolnTech.edu/consumerinfo. Financial aid available to t
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CAR

Take back control.
Own your recon process.

The CarLove Recon Advantage
Program by Colors on Parade
simplifies processes, eliminates risks,
and fixes costs for dealerships.

The Recon Advantage Program

- Developed using our 30 years
of reconditioning experience

- Increases pre-owned sales
- Decreases cycle time

- Creates service drive profit center

Services

> Glass > Exterior Paint

> Wheels > Exterior Non Paint
> Dents > Interior

Getin the driver’s seat.
(484) 354-8221 | www.ColorsOnParade.com

FRANCHISES AVAILABLE

DF DANIEL FERRARI & CO., PC.

CPAs = AUTOMOTIVE ADVISORS

Our team has extensive knowledge and experience with the
automotive industry. We have over 30 years of experience
with automotive accounting and related industry and tax
matters. We have the necessary training and skill to respond
o the diverse needs of our clients.

Please contact one of our partners for a free consultation.

Daniel ). Ferrari, CPA
Amy M. Dillon, CPA
John J. Entz. CPA

2755 Philmont Avenue, Suite 210
Huntingdon Valley, PA 19006
215-914-1400
www_danferrari.com

PROFESSIONALISM = QUALITY » RESPONSIVENESS

TGZ

TELEMUNDO

A
NBC

0

TWO STATIONS « ONE MISSION
BOTH AT YOUR FINGERTIPS

DOWNLOAD THE APPS TODAY
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EEOC Wage Data

Dealers with 100 or more employees are
subject to the U.S. Equal Employment
Opportunity Commission’s (EEOC) EEO-1
Survey filing mandate. The EEOC enforces
federal laws that make itillegal to discriminate
against a job applicant or employee because
of race, color, religion, sex, national origin,
age, disability or genetic information. The
EEO-1 Survey for 2018 data was due by the
end of May. In addition, the Federal District
Court for the District of Columbia recently
ruled that additional data for calendar years
2018 and 2017 must be filed by September
30th. Known as “EEO-1 Survey Component
2 data,” these additional filings must include
employee W-2 wage and hours worked
information set out in 12 specified pay bands.

Important: the EEOC intends to open by mid-
July a portal for Component 2 data; NADA
will notify dealers when that happens.

A few weeks ago, the U.S. Department of
Justice filed a notice to appeal the District
Court’s ruling requiring the Component 2
data. However, since the District Court’s
ruling has yet to be stayed, NADA suggests
that for now EEO-1 filers should assume that
they will have to file Component 2 data by the
September 30th deadline.

Dealership Websites & the
Americans with Disabilities
Act

The last few years have seen increased
litigation on the accessibility of commercial
websites by those with visual or motor
skill impairments. This is an evolving
issue that impacts NADA members and the
organization overall. For example, between
2017 and 2018, website accessibility lawsuits
under the Americans with Disabilities Act
(ADA) surged by some 30 percent, with the
majority targeting the banking, restaurant
and retail industry sectors. Retail light-duty
vehicle dealerships have been threatened with
lawsuits and sued. This issue is made more

complex for franchise dealerships because
OEM-mandated websites are increasing in
ubiquity, thus dealers have limited control
over the format and content of their websites.
Unfortunately, the legal case decisions
interpreting how the law applies to public-
facing websites have varied widely between
the circuits and even among district courts
within a circuit. For additional information,
please visit the Regulatory Affairs section of
NADA . .org where you’ll find a very useful
FAQ document.

Questions on either of the issues above, can
be directed to regulatoryaffairs@nada.org.

NADA 2020

The 2020 NADA Show is set for February 14-
17th at the Las Vegas Convention Center. The
education and events portion will run the full
four days and the expo will occur February
15-17th. Attendee registration and housing
opens on July 22 so save the date! With more
than 22,000 annual attendees, the popular
hotel selections tend to fill up quickly! The
early bird registration rate of $390 runs
through September 13th. Questions? Visit
show.nada.org for the latest updates and
registration policies. ®

IN THE AUTOMOTIVE INDUSTRY

For you, it's all about the numbers - turning a profit, meeting
quotas, exceeding customer satisfaction - and ensuring everyone
is on the same track. That's why our Automotive Services Group
has fine-tuned the way we service dealers. Delivering that peace
of mind so you can sleep at night knowing each piece of your
dealership is running smoothly at peak performance.

Michael Mulhearn, CPA, Partner

withum.com

withum

AUDIT TAX ADVISORY
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Who's In Your Service Department?

Joe McCoy (2003), Michael Burkey Jr.(2015), Jordan Durnell (2016), William Kelly (2005), Desiree Wood (2006), Timothy Andrzejewski (2002), Pedro Velez (2016), Geoff Rousak (1981),
John Feltcher (2004), William Day (2014), Marc Hall (2015), Oswaldo Almanza (2016), Carlos Cruz Figueroa (2016), John Cross (1995), Matthew Mercadante (2018), Rodney Jones (1978)
Not Pictured: Anthony Keretzman (2008), Jimi Jollie (2017), Andy Lemus (2018), Michael Domaszewicz (current student),Alejandro Mace (current student), Joham Castro Ayala (current student)

“ATC graduates have the ability to transfer their
knowledge from their head to their hands and that

is a tremendous asset to our service department.”
JOHN CROSS - Service Manager - Master Certified Tech Honda & Ford - 1995 ATC grad

22 out of 39 service department employees of Scott Honda graduated from ATC.

PREPARED, PROFICIENT, PROFESSIONAL.

These are words that describe the graduates of ATC. Smart
employerschoose ATC gradsbecausetheyexpectthebest. Our
graduateshavecommittedthemselvestoexcellencebyinvesting
time and money into their automotive and/or collision career.

For more information contact our Career & Student Services Department.
877-411-8041 (Warminster) Trish Devine: tdevine@autotraining.edu
800-411-8031(Exton) Rachael Gonzales rgonzales@autotraining.edu

For program disclosure information, please go to www.autotraining.edu/consumerinformation. AU TOT RAI N I N G. E D U
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*This article is provided by MayoSeitz Media, the media buying agency of record for the ADAGP.

In 2018, Nielsen made a number of enhancements to their “Weren't they already doing that?” In an effort to simplify
local television measurement in an effort to provide a more these changes, here is a quick guide that details the
consistent and accurate measurement of local television. It  highlights and explains what they mean for both viewers
can be overwhelming to keep track of all the changes that and advertisers.

they continue to roll out, which might leave one wondering, CONTINUED ON PAGE 28

80 years ago, the law firm of McNees Wallace &
Nurick was just gearing up. Today, the McNees
Automobile Dealership Law Group is full speed ahead
in helping dealers with the host of legal challenges in
today’s highly regulated business environment.

* Buy/Sell Agreements  « Consumer Complaints
* Franchise Issues » New Dealer Formation
* Environmental Issues * Succession Planning
= Employee Relations = Regulatory Issues

—

Lol e

McNees

www.automotivedealerlaw.com « www.mwn.com
Hamisburg, PA » Lancaster, PA » Scranion, PA » State College, PA » Columbus, OH » Washington, OC
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Beyond Fast is
technology that makes
business boom.

There was a time when megabits per second was

all that really mattered. Which is why Comcast built
the nation’s largest Gig-speed network to deliver
unrelenting speed to more businesses in more places.

Now we're going beyond.

Beyond connecting businesses. To helping you
create experiences that anticipate what customers and
employees want.

Beyond network complexity. To zero-touch,
one-box solutions that simplify your network and
amplify your performance.

Beyond the best for your money. To the best solutions
for your business at an even greater value.

We're taking our relentless speed and adding smart
technologies and advanced applications that enable
your business to do what you never imagined—at
speeds you hever thought possible.

Take your business beyond.

ComcastBusiness.com
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BEYOND FAST
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The retirement of diaries.

Believe it or not, Nielsen was still using
paper diaries for television measurement
in almost 140 markets until July 2018. This
meant that agencies and advertisers were
relying on viewers to accurately remember
and write down what they watched. This
information was then used to inform media
spends in more than 65% of the 210 Nielsen
DMAs. The use of paper diaries also meant
that high profile events prior to 2019, such
as March Madness, were not measured at all
in these markets if they didn’t fall within the

four “sweeps” periods when the diaries were
recorded (Feb, May, July, and Nov). This
game-changing enhancement allowed for the
launch of year-round electronic measurement
in those markets. Advertisers now have access
to ratings that are more accurate in addition to
all encompassing.

Incorporating set-top box data
in Set Meter and Code Reader
markets.

Media buyers are finally able to see the set-
top box data from their cable and satellite

STORY CONTINUED FROM PAGE 26

partners reflected in television ratings. Rather
than rely solely on the data pulled from the
Nielsen devices in the 31 Set Top Meter and
14 Code Reader markets, cable and satellite
return path data is now incorporated into
the measurement. This data is applied in
conjunction with national people meter data
and additional 3rd party data to better assign
demographics to viewing that was previously
only available on the household level. Nielsen
is currently identifying and correcting
imperfections in the data and will be rolling
out a set of enhancements and new features
for these markets, including incorporating
Comcast as a data provider. Unfortunately,
due to the time it takes for Nielsen to “scrub”
the data from the providers, this functionality
is not yet available in local people meter
markets where overnight reporting is the
priority.

Utilizing portable people
meters.

The technology of the portable people meter,
which can be likened to a beeper-type device
to detect what measured broadcast media the
wearer is exposed to, has been around for
some time now. It was originally introduced
right here in Philadelphia over a decade ago
to aid in radio rating measurement and is now
being incorporated on the television side in
the 25 Local People Meter DMAs and 19 of
the Set Top Meter markets. This means that

CONTINUED ON PAGE 30

Accountants &
Management
Advisors

to the

Auto Industry
since 1954

Financial Reporting & Projections/Forecasts

Lifo Inventory Applications = Tax & Estate Planning

Cash Management & Budgeting ® Performance Evaluation
Cost Analysis = Buy/Sell Agreements & Succession Planning
Mergers & Acquisitions ® Internal Control Design

VOYNOW BAYARD WHYTE
AND COMPANY, LLP

CERTIFIED PUBLIC ACCOUNTANTS

The Northbrook Corporate Center ¢ 1210 Northbrook Dr., Suite 140, Trevose PA 19053
Contact Hugh Whyte, Randall E. Franzen or Kenneth Mann:

215-355-8000 = voynowbayard.com
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MAXIMIZE YOUR

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&l Profits.
¢ We do it by providing targeted recruiting and
training to ensure success.
e 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.

RESOURCES MANAGEMENT GROUP

ResourcesManagementGroup.com

25 Years of Building Wealth
for America’s Auto Dealers


http://www.resourcesmanagementgroup.com/
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What drives us?
Helping auto
dealerships grow.

We understand the intricacies of the auto
industry and the challenges you face. From

floor plan and acquisition financing to working

TV Continued

STORY CONTINUED FROM PAGE 28

viewing outside of the home, like your Cousin Dave’s Game of Thrones
premier party or Sunday Night Football at the local sports bar, can now be
included in the reported ratings. In 2019, Nielsen is still refining the PPM
measurement for TV in LPM markets and expects to provide launch and
impact data schedules for the final improvements soon.

Advanced audience segments on a local level.

Let’s face it, in a world where we can use digital media to reach grandmas
that attended a body-building competition in the last 30 days and then
confirm that they visited a client’s fitness facility after being served an
ad, the targeting capabilities of traditional television have remained
pretty stagnant. There is far less accountability in the broadcast space
and advertisers are demanding more granular data. While age and gender

capital loans, a fully automated sweep, and
indirect auto financing, we offer a full suite
of dealer finance services.

continue to be the primary way to buy and sell linear television, Nielsen
is moving into the audience-based buying space by offering consumer
purchase, attitudinal, and lifestyle-based data. The offering is much more
advanced on the National side, but locally, Nielsen can fuse consumer
targets from Scarborough with data from the LPM panel in the top 25
markets to better inform channel selection and optimize campaigns. These
audience segments can be extended to digital and cross-platform media.
This capability is expected to be rolled out to an additional 19 markets
sometime before 3Q 2019.

For more information, contact David
Stevenson, KeyBank Dealer Finance
at 610-212-4276 or visit key.com/dealer.

While these are just a sampling of the updates Nielsen has been unveiling
over the past year, they are likely the most impactful. These measurement
enhancements represent a response from Nielsen on advertiser and
agency’s needs for stronger data that is more accurate, more current, more
insightful, and more accountable than what has been the standard for the
past several decades. ®

How can you Shift your A
dealership into high gear? Ry i

Auto dealerships today are looking to drive growth. With shifting
consumer trends, dealer consolidation, and new technology,
how can you plan for the future and reach your financial goals?

You need an advisor who really knows the automotive business...
and knows you. Who can deliver tailored solutions that create
opportunities, maximize efficiency and help your bottom line.

EisnerAmper is that advisor. We roll up our sleeves to get to the
bottom of your toughest challenges, so you get the advice and
strategies you need to create sustainable growth.

Read more on this topic at EisnerAmper.com/HIGHGEAR

EISNER AMPER

R

Dawn Rosoff | 215.881.8871
dawn.rosoff@eisneramper.com
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AWE
Showmom

EsSence™  ooohENE

inviting
SPECIALTY
FRAGRANCE RADIANT

A beautiful sunrise over a

Showroom EsSences is available in a variety of differ- meadow

ent fragrances to suit your personality. Ardex's

in-house chemical development lab searched high

and low for the finest ingredients and spent exhaus- LUXU RY

tive hours to develop the perfect blends to function in

a showroom environment. Showroom EsSences A room filled with rich mahaga-
removes dust and greasy finger-prints from the show- )

room vehicles, leaving behind a silky, smooth and ny, fine leatherbound books

shiny finish while making the showroom smell great.
Showroom EsSences anti-stat chemistry also inhibits
dust build-up, so cars stay shiny longer. Also works
great between washes as a quick-shine solution for
your vehicles. Showroom EsSences is safe on hard
surfaces.

® Ceramic compatible

® Shines, cleans, perfumes
@ Brilliant Shine

® Trinity" Approved

RDEX LABORATORIES INC. ...the better solution
2050 Byberry Road, Philadelphia, PA 19116

1-800-44-ARDEX

www.ardexlabs.com
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OUR EXPERIENCED TEAM
leverages their expertise of
the auto industry to handle
the issues that keep you up
at night. Strong STRATEGY,
PLANNING, ANALYSIS, and
MANAGEMENT are all part
of the formula for success in
an ever-changing industry.
Don’t be weighed down
with undue anxiety.

ship services group today!

y
Daniel P. Thompson, CPA

717-761-7210
dthompson@cpabr.com

Jay A. Goldman, CPA
410-790-6928
jgoldman@cpabr.com

Robert J. Murphy, CPA/ABYV, CVA
717-761-7210
rmurphy@cpabr.com

BgR Boyer&Ritter e

Certified Public Accountants and Consultants

www.cpabr.com

PRIMETIME
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2020 INCOMING COMPETITION
CHAIRMAN CHAIRMAN

Joe Bush Jason Friedman
Bush Auto Group Colonial Nissan
COMMITTEE MEMBERS

Matthew Beatty

JLFreed Honda

Ron Brenner
Ohio Technical College

Ed Brunton
Bryner Chevrolet

Ken Campbell
Holman Ford Lincoln

Matt Conard
Conicelli Honda

Jim Connor
Subaru of America

Justin Crosby
Geoff Penske Buick GMC Truck

Lew Davis

Jim Deleo
Hunter Engineering Company

Dan Dellamarine
Springfield Ford Lincoln

Trish Devine
Automotive Training Center

Bruce Dobbs
Run-Rite/C.AT. Inc.

Rob Dunion
Fiat Chrysler Automobiles

Kim Ewing
Automotive Training Center

John Fallows
Lincoln Technical Institute

Aldo Gaspari
Volvo Car USALLC

Tech Comp Continued

MULTI-POINT PRIZES

INSPECTION CHAIRMAN ~ CHAIRMAN

Jim Craig Steve Owens
Keystone Volvo Cars Keystone Volvo Cars

Jim Haney
Jack Williams Tire

Jim Kuntz
Lincoln Technical Institute

Vince Luppino
Toyota Motor Sales USA

Bill March
Community College of Philadelphia

Tony Marchetti

Emily Matthews
Lincoln Technical Institute

Troy Miller

Sean Sammon
Universal Technical Institute

Joe Saxon
ConicelliHonda

Mark Slade
Toyota - Central Atlantic Distributors

Steve Spencer
Bryner Chevrolet

Lou Ustica
Reedman-Toll Chevrolet

Donald VanDemark
Automotive Training Center

Daniel Warner
New Auto Solutions

Chuck Zerambo
Zerambo Automotive Consulting

8:00p0 WEEKNIGHTS 8:30;

EDUCATIONAL SPONSORS

Automotive Training Center
Lincoln Technical Institute
Ohio Technical College
Universal Technical Institute
Volvo Car USA

DEALERSHIP SPONSORS
Bryner Chevrolet
Conicelli Honda
Faulkner Hyundai
Holman Ford Lincoln

Geoff Penske Buick GMC
Truck

JL Freed Honda

Keystone Volvo Cars
Nissan 422 of Limerick
Peruzzi Toyota

Piazza Honda of Pottstown
Reedman-Toll Chevrolet
Springfield Ford Lincoln
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CORPORATE SPONSORS
C.AT. Inc./Run-Rite

Community College of
Philadelphia

Fiat Chrysler Automobiles

Hunter Engineering
Company

Mitchell 1

New Auto Solutions
Subaru of America
Zerambo Automotive
Consulting

GIFT SPONSORS
Applebee’s/The Rose Group
Ardex Labs, Inc.
Barbera's Autoland
Castrol

Clear Channel Outdoor
Comcast Spotlight
Eastwood

Faulkner Automotive
Intersection

Interstate Outdoor

Jack Williams Tire
Keystone Outdoor

Lansdale Chrysler Dodge
Jeep Ram Fiat

Matco Tools

NBC Sports Philadelphia
NBC10

Networker Promotions
OUTFRONT Media

Penske Shocks

Scott Honda
Sears-Craftsman

Snap-On

The Thompson Organization
Toyota

Viamedia

WBEB - B101.1

Wells Fargo Auto

WPEN - 97.5 The Fanatic
WPHL-TV

WRFY - 102.5 iHeartMedia
WXCY -103.7
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Proud Partner of the Auto Dealers Association of Greater Philadelphia

« You're The High Bidder!

$32.700 3:29

PROXY BID

Join the fastest growing

Signh up now!
1-800-553-4070
ACVauctions.com AUCTIONS



http://www.acvauctions.com/

Automotive businesses are

big fans of energy savings.

Auto dealers and repair shops are warming up to
energy-efficient upgrades to reduce overhead, improve
safety and security, and drive profits. Crank up your
savings with a complimentary on-site energy analysis
and direct installation of energy-saving equipment.

» For more information, call 1-844-4BI1Z-SAVE

(1-844-424-9728) or visit
peco.com/SmallBizSave.

PECO. The future is on.

= PECO.

An Exelon Company

IR _Min]

© PECO Energy Company, 2018

FIXED OPS ROUNDTABLE: QUARTERLY MEETING

Join us for our next Fixed Ops Roundtable Quarterly Meeting, which is set for 9:00AM
to 12:00PM on Thursday, September 19, at the ADAGP offices in East Norriton.

This group of Service Department leaders meets three times per year to share ideas
to improve efficiency and productivity in dealership Fixed Ops. The idea is to receive
and share helpful tips with peers, regardless of the dealership brand(s). The group
works through problems faced in all stores using industry benchmarks and real-world
examples as the basis for each discussion. Each meeting ends with lunch.

Who should attend? All fixed operations managers and directors from ADAGP
dealerships are welcome to participate. The fee is $25 per meeting. The
group is moderated by Rob Campbell. Rob is a Fixed Operations Analyst for
WithumSmith+Brown and a frequent NADA Convention presenter. In addition to
his 25 years of consulting experience, Rob has managed all areas of fixed operations
and retail sales. He is a published author, a contributing editor for DealersEdge and
an accomplished trainer.

CFO/CONTROLLERS 20-GROUP MEETING:
QUARTERLY MEETING

The ADAGP’s next CFO/Controllers 20-Group meeting will also take place in early
fall. The exact date will be announced shortly. It will take place at the Association’s
headquarters in East Norriton.

The group is composed of Controllers and CFOs from a variety of stores representing
different sizes and manufacturers, ranging from single-point stores to large auto
groups with many franchises. It meets three times per year and each meeting includes
an industry-related speaker, a Best Idea session, and an open forum to discuss current
topics. The topics are not always accounting related. The group talks about anything
from computer software to specific tax issues. The idea is to receive and share helpful
tips with peers — regardless of the auto brands your dealership sells — in order to make
your office run as smoothly as possible without giving away trade secrets. Lunch is
served at the end of each meeting.

Who should attend? CFOs, Controllers, Accounting office managers and staff
members from ADAGP Dealer Memberships are welcome to attend. The fee is $25 per
meeting. The group is moderated by Michael Mulhearn, CPA, WithumSmith+Brown.
He is a partner based out of his firm’s Philadelphia office, with over 10 years of
experience in public accounting. His expertise includes accounting and tax services,
with a focus on the automotive industry and privately-held businesses.

For questions on either event, please contact Mary Lynn Alvarino at mla@adagp.com
or 610.279.5229. @
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The power to

turn Corners

Navigate changing conditions to move your

dealership forward. That's how we’ve been helping
businesses like yours succeed for more than 90 years.
Dealer Financial Services from Bank of America Merrill Lynch.

What would you like the power to do?

George H. Benham llI
Dealer Financial Services
267.675.0453

george.benham@®baml.com

bofaml.com/dealer

BankofAmerica”? A A
Merrill Lynch The power of global connections

“Bank of America Merrill Lynch” is the marketing name for the global banking and global markets businesses of Bank of America Corporation. Lending, derivatives, and other commercial banking activities are performed globally by banking affiliates of
Bank of America Corporation, including Bank of America, N.A,, Member FDIC. Securities, 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, Merrill Lynch, Pierce, Fenner & Smith Incorporated 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. Merrill Lynch, Pierce, Fenner & Smith Incorporated 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. ©2018 Bank of America Corporation. ARV7WHT) 09-18-0617
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wWHY DO SUCCESSFUL DEALERS
PARTNER WITH US?

professionally trained & equipped personnel,

- PERFORMANCE PROGRAMS
- PROFITABILITY PROGRAMS
- PROTECTION PROGRAMS

- PERSONNEL PROGRAMS

- CUSTOMIZABLE TRAINING

Discover the impact Profit By Design

can have on your bottom-line

PROFIT@®DESIGN

SUSTAINABLE EXCELLENCE A MAXIM COMPANY

ProfitByDesign.net 1275 Drummers Lane . Suite 100 . Wayne, PA 19087 .855 SBYDESIGN (1855 529 3374)


http://www.profitbydesign.net/

