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ADAGP.COM/MEMBER-EVENTS 

FIXED OPS ROUNDTABLE MEETING
Date: Wednesday, May 24, 2017
Time: 9:00AM - 12:00PM
Location: ADAGP Offices, East Norriton
Cost: $25/meeting (lunch included)

AUTO DEALERS CARING FOR KIDS  
FOUNDATION 102ND GOLF OUTING
Date: Monday, June 5, 2017
Location: Philadelphia Cricket Club-Wissahickon 
Cost: $3,000 Foursome
          $1,500 Twosome 
          $150 Dinner

CFO/CONTROLLERS  
20-GROUP MEETING
Date: Wednesday, June 14, 2017
Time: 9:00AM - 12:30PM
Location: ADAGP Offices, East Norriton
Cost: $25/meeting (lunch included)

BLACK TIE TAILGATE
Date: Friday, Jan 26, 2018 
Location: PA Convention Center

PHILADELPHIA AUTO SHOW
Date: Saturday, Jan 27-Feb 4, 2018
Location: PA Convention Center

For advertising opportunities, please contact  
Andrea Simpson - andrea@adagp.com or call 610-279-5229.

Other Stuff:

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

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

All credit products are subject to credit approval. Key.com is a 
federally registered service mark of KeyCorp. ©2016 KeyCorp. 
KeyBank is Member FDIC. 161019-152429

For past issues of The Driving Force, please visit
adagp.com and select Publications.

mailto:andrea@adagp.com
http://www.danferrari.com/
http://www.key.com/dealer
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Spring is upon us and I hope 
business is blooming.
First, please allow me to begin this letter 
by congratulating all of the participating 
dealers, manufacturers, sponsors and staff 
members on another fantastic Black Tie 
Tailgate and Philadelphia Auto Show! 
2017 will officially enter the record books 
as one of our strongest auto shows ever 
and it’s because of you. 

A whopping 253,000 people came through 
the doors during our 9-day auto show run, 
including more than 39,000 on opening 
Sunday alone, which was a new record for 
us. Another new record for us was found 
on our exit survey conducted by Analytic 
Business Services and it was related to our 
overall event rating. I’m proud to report 
that this year’s event rating came in at an 
all-time high of 4.07 on a 5-point scale, 
proving how much Philadelphia loves its 

auto show. It was such an honor for me to 
be a part of this auto show excitement over 
the last two years as your chairman. I now 
pass the baton and wish your incoming 
Philadelphia Auto Show Chairman, Steve 
Kelly of Kelly Chevrolet, much success as 
he begins his own two-year term.

Moving forward, inside this issue of 
Driving Force, you will find a number of 
important articles on key topics facing 
our industry as well as a more in-depth 
overview of the additional successes of this 
year’s Philadelphia Auto Show and Black 
Tie Tailgate, which did I mention raised 
approximately $580,000 for the Division 
of Neurology at Children’s Hospital of 
Philadelphia?  We have successfully raised 
more than $1 million for this exceptional 
division at CHOP over the last two years. 
How amazing is that? Your Auto Dealers 
CARing for Kids Foundation Trustees will 
name a new beneficiary for our 2018 event 
later this summer so please keep an eye out 
for that announcement. 

Other important information that will be 
headed your way this summer includes 
registration details for our next Driving 
Away the Cold Program. This fall will 
mark our tenth year of giving and we hope 
to distribute for the first-time ever 50,000 
new winter coats (in one year) with your 
support. Please monitor caringforkids.com 
for the latest details. And, please donate as 
much as you can. This is a cause we are so 
committed to and if each one of us gave 
just one more box alone, that’s a smile on 
six more kids.

In closing, again, I wish you a very 
successful spring and if you have any 
questions about information included 
in this issue, please reach out to Kevin 
Mazzucola or me. 

Thanks,

David Kelleher 
David Dodge Chrysler Jeep Ram

From The President
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http://www.autotraining.edu/
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From The Executive Director

It’s a team. And we have the best 
team in the business. Period.
We are an internal team of eight. A very 
strong eight, but we rely heavily on the 
additional expertise and experience of others 
to produce the best event possible. 

It all starts with your Auto Show Chair. I 
always have the privilege of working closely 
with the Auto Show Chair during their two-
year stint. The new energy he/she brings to 

the table is always refreshing and this could 
not be truer in 2017.

I won’t lie, I had big expectations for your 
2017 Auto Show Chair, David Kelleher. He 
was entering his second year as chairman of 
the event so I knew he had learned a little, had 
some new thoughts and brainstormed ideas 
that would really benefit the Show as well as 
the Black Tie Tailgate.  His enthusiasm and 
passion for anything he gets involved in is 
contagious and I was excited for him to bring 
that to the table. Well, he did not disappoint, 

and I am proud to report that our 2017 
event was our second-best show in our rich 
116-year history. We even broke an opening 
Sunday record as well! Two tall orders 
that were met thanks to our village, which 
was truly led by David. So, Mr. Kelleher, I 
thank you for your efforts, and dinner at Del 
Frisco’s is on me next time.

Others that I’d like to thank include the 
incredible staff that I get to work with 
every day as well as our long-time PR firm, 
Brownstein Group, and our media agency of 
record, MayoSeitz Media. Account liaisons 
from both of these fine businesses have been 
with us for 10+ years and that’s pretty cool. 
In addition, I’d be remiss if I didn’t mention 
Hargrove, Inc and ChatterBlast Media, our 
new social media marketing company. Their 
efforts certainly played a huge part in our 
show’s success this year and I am excited to 
see what else they have up their sleeve in the 
future. Kathy Spencer of Spencer Consulting 
and the entire team at Children’s Hospital of 
Philadelphia, including Dr. Brenda Banwell, 
Marissa Malcolm, Maureen Mason and 
others, please also accept my gratitude for 
helping us put together another fantastic 
Black Tie Tailgate. We do great things that 
night and a lot of that is because of you.

In closing, I welcome Steve Kelly of Kelly 
Chevrolet to the rank of Auto Show Chair. 
I’ve already had many discussions with 
Steve about next year’s event and I know 
I speak for the entire staff when I say we 
are all very excited to work together down 
the road. In the meantime, enjoy this issue 
of Driving Force and as always, holler if 
you have any questions or thoughts on the 
material included.

Thanks,

Kevin Mazzucola

Michael Whelan
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For more information regarding available DLA courses, please call 800-374-3314 ext. 215
or visit us online at: www.davidlewis.com

Salespeople • Sales Managers • Internet/BDC Managers • Internet/BDC Staff  • F&I
Service Advisors • Service Managers • Parts Managers • Body Shop Managers

Your people are your
most valuable asset

With 3 locations to serve you, the DLA Automotive Training Centers
offer all dealerships the ability to engage in top notch training.

PHILADELPHIA  –  MONTVALE  –  PITTSBURGH

Michael Whelan

http://www.davidlewis.com/
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BLACK TIE TAILGATE RAISES  

$580,000 
FOR CHOP NEUROLOGY

(L-R) Clutch Bear with 
Madeline Bell, 

President and CEO of CHOP 
& Brenda Banwell, MD, 
Chief of the Division of 

Neurology 
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IT’S A TRUE PHILANTHROPIC 
ACHIEVEMENT, AND THE IDEA 
THAT IT REVOLVES AROUND 

THE AUTO INDUSTRY IN PHILLY 
MAKES IT EVEN BETTER…

Of all the comments we’ve received over the years on our 
Black Tie Tailgate event survey, this one nails it!

There is no other event in the Greater Philadelphia region that better 
demonstrates the heart of an industry than the annual Black Tie Tailgate. It’s 
great fun, great crowds and most important, it always supports a great cause. 
This year’s event was no exception.

More than 4,500 people supported the 2017 Black Tie Tailgate and helped 
raise approximately $580,000 for the Division of Neurology at Children’s 
Hospital of Philadelphia. As the 2016 and 2017 beneficiary of the event, 
the Division of Neurology has been able to use the more than $1 million in 
proceeds raised from both Black Tie Tailgates to create and deliver important 
services that were previously unavailable. One example includes the creation 
of the Leukodystrophy Center of Excellence, a comprehensive clinical and 
research program for infants, children and youth with serious brain disorders. 
The program offers a multidisciplinary care clinic as well as exciting advances 
in enzyme and gene therapy. 

Additionally, the funds are being used to accelerate care and research for 
children with stroke, muscular dystrophy, headache, epilepsy, multiple 
sclerosis and newborns and children with acute brain injury or critical illness. 
The program staffs numerous general neurologists located in eight satellite 
locations ready to serve the needs of the community. 

“The unbelievably-talented and dedicated staff of the Division of Neurology 
at CHOP is actually developing life-changing, and in some cases, life-saving, 
treatments,” said Kevin Mazzucola, executive director of the ADAGP. “To 
be a philanthropic supporter of that is really an exceptional feeling. It’s what 
motivates us to sell more tickets, increase awareness and push our online 
fundraising every single year. All proceeds from this event go directly to the 
beneficiary so the more we raise, the more we donate. It’s that simple.” 

The ADAGP and Auto Dealers CARing for Kids Foundation have been 
supporting the incredible work of CHOP since 1986. With this year’s donation, 
the Association and Foundation have donated more than $7 million directly 
to the Hospital. Details on the 2018 Black Tie Tailgate, including the event’s 
new beneficiary, will be announced this summer. In the meantime, mark your 
calendars and save the date of January 26, 2018! l



THIS WAS 
ONE OF OUR 
STRONGEST 

EVENTS EVER!



The books are now closed on this year’s 
Philadelphia Auto Show and a few special 
asterisks will now go next to its name. Per 
exit survey results, the 2017 Philadelphia 
Auto Show received the highest event 
rating in its history (a 4.07 on a 5-point 
scale). Further, ratings of the new car 
displays came in at an all-time high of 
4.09, proving the exceptionality of this 
year’s event. And most importantly, more 
than 253,000 people joined us, with a 
record 39,630 on opening Sunday alone, 
which allows us to now call the 2017 
Philadelphia Auto Show the second largest 
show in our rich 116-year history.

“This was one of our strongest events 
ever,” said David Kelleher, chairman of 
the 2017 Philadelphia Auto Show. “Not 
only in terms of attendance, which was 
fantastic, but also in terms of the size and 
scope of our show as well as the overall 
management of it. Our relationships with 
the people, places and businesses that 
make up our great region only continue 
to flourish as we grow and ultimately that 
makes us all stronger.”

Speaking of strength, the Auto Show 
continues to be a key influencer for those 
who reported that they are in the market for 
a new vehicle, which was about 42 percent 
of guests. Approximately 90 percent of this 
group say their next purchasing decision 
will be influenced by the Show, which will 
translate into approximately $3.5 billion in 
sales over the next twelve months.

Highest event 
rating ever…
Largest opening 
Sunday in 
history… 
These are just a 
few headlines 
from the 2017 
Philadelphia 
Auto Show…

STORY CONTINUED ON NEXT PAGE 
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So what exactly are people looking to buy 
according to this survey? 55% said they were 
in the market for a light truck, with SUVs being 
most popular, followed by crossovers/wagons 
and trucks, then minivans and conversion vans. 
45% expressed the intent to purchase cars, with 
sedans leading the way over sports cars, coupes, 
and convertibles. The specific models of interest 
for future purchasers were (in order) the Jeep 

Wrangler, Ford F-150, Honda Civic, Chevrolet 
Silverado, and Toyota RAV4, followed by 
the Nissan Maxima, Dodge Challenger and  
Subaru Outback.

Other highlights from the survey noted the Jeep 
Wrangler as the “most favorite vehicle” at the 
Show while the Ford Mustang, Acura NSX, 
Nissan GTR and BMW (no model noted) rounded 

out the category. Additional fan favorites included 
DUB Live as a main reason that people came to 
the show (outside of coming to see new product) 
followed by exotics then classics. 

Other popular features and new to the 
700,000-square foot display floor this year were 
the Super Cars and Hollywood Cars displays. 
The Super Cars display hosted by CF Charities 
showcased some of the fastest and rarest vehicles 
in the world. The buzz on social media about this 
welcomed addition to the Show was unprecedented 
and we have to admit, warranted! Equally pulling 
its weight in the entertainment sector was the 
Hollywood Cars display. Guests were invited to 
check out some of the most notable vehicles used 
in Hollywood’s biggest blockbusters, which truly 
upped the entertainment factor of this year’s show.

“Adding these displays was really a win for 
everyone,” said Kevin Mazzucola, executive 
director of the ADAGP. “Our main goal is always 
to get people excited about the latest vehicles 
available for purchase. And, if we can enhance 
their visit by adding some new features, then that’s 
even better and truly good for all involved.”

In addition to entertaining Philadelphians, the 
Auto Show has an economic impact of $50 million 
on the city of Philadelphia and Commonwealth of 
Pennsylvania. It also has a long-standing tradition 
of giving back to the community. This year’s 
Black Tie Tailgate Preview, which was held the 
Friday night before the Show opened to the public, 
raised approximately $580,000 for the Division of 
Neurology at Children’s Hospital of Philadelphia. 
In addition, $2.00 from every Philadelphia Auto 
Show ticket sold will go to the Auto Dealers 
CARing for Kids Foundation to benefit programs 
like Driving Away the Cold.l

Coupe 4%

Convertible 1%

Sedan
30%

Sports Car
7%

SUV
25%

Truck
13%

Minivan 4%
Conversion Van 1%

Crossover/Wagon
13%

When do you intend to purchase a new vehicle? Was the auto show helpful in your decision? i plan to purchase:

The 2018 Philadelphia Auto Show is  
January 27th through February 4th.  
Visit phillyautoshow.com for updates.[				     ]

Within 1 Month 2% 
Within 1 Week 1%

Within 6 
Months

9%

Within 12 
Months

30%

No Plans 
to Buy 

58%

Yes
91%

9%
No



At the 2017 Philadelphia Auto Show, we were 
proud to welcome CF Charities to our display 
floor for the first time. The organization hosted a 
small Super Cars display that was just a sampling 
of what it showcases at its annual event in June.
CF Charities is a 501(c)(3) public nonprofit organization that offers 
education and enrichment programs to those in under-resourced 
schools and communities. The saying “the youth are our future” 
has truly resonated with the organization for many years. And, 
it believes that equipping the next generation of leaders today 
with the tools, experience and resources essential to thrive and 
achieve, is vitally important to that growing process. Despite the 
many challenges faced by today’s youth, CF Charities marvels 
at the resilience that so many display each day to overcome the 
odds. Each child represents a bright future, and through its efforts, 
CF Charities desires to fuel that future with more health, science 
and STEM programs, summer enrichment camps, college-and-
career access initiatives, after-school programs, scholarships, 
mentor programs and access to high-quality health care. The 
organization hosts a number of events each year to fulfill this 
mission. One of their largest fundraising initiatives is quickly 
approaching and we thought some of you might like to check it 
out. It is the organization’s 5th Annual Super Car Show Weekend, 
which is set for June 10th and 11th. 

The weekend begins with the Fueling Bright Futures Gala on 
Saturday, June 10th, at the Hilton Philadelphia – Penn’s Landing. 
This signature fundraising event with more than 300 supporters, 
will feature a moving cocktail party with themed food stations 
in a stunningly-decorated venue that includes live and silent 
auctions, award presentations, live music, entertainment and 
great food – all for a worthy cause.

Next, on Sunday, June 11th, at the Wells Fargo Center, an 
estimated 5,000 attendees will spend the day checking out more 
than 400 of the hottest super cars on display for a wonderful 
cause. This show will feature the best of ultra-high-performance 
sports cars or grand tourers from all over the United States, as 
well as special family-friendly activities, driving simulators, test 
experiences and live entertainment.

One of the new activities planned for the 2017 Super Car Show 
is the Philly Drive for Kids, which is a benefit ride to raise 
awareness and funds for the Fueling Bright Futures for Kids 
Campaign. Car enthusiasts will meet at the Wells Fargo Center 
and student-scholarship awardees will be paired with both exotic 
and super car owners for the opportunity to ride in their vehicles. 
The police-escorted ride will travel through Philly for a 5-mile 
tour and return before the start of the show. Pretty cool, right?

Details on any of the events can be found at cfcharities.org. We 
think it would be SUPER if you checked them out! l

Be Super In June!
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5th Annual Fueling Bright Futures Gala & Super Car Show Weekend 

https://www.cfcharities.org/supercar


http://www.cbsphilly.com/


STORY CONTINUED ON NEXT PAGE 

Tech Comp Continues To 
Make A Difference

“It never gets old,” said Mary 
Lynn Alvarino, director of 
operations for the ADAGP and 
Auto Dealers CARing for Kids 
Foundation. 
“Every year, we have the privilege of 
watching huge professional doors open for 
a number of high school seniors right before 
our eyes and it just never gets old. So many 
of our participants (or their parents) have 
said this competition has changed their lives 
and opened doors for them that they never 
thought possible. Whether it’s through the 
scholarship money earned or connecting 
with a future employer, this event continues 
to have an impact on so many individuals.”

The Auto Dealers CARing for Kids 
Foundation had the privilege of hosting 

its 24th annual Greater Philadelphia 
Automotive Technology Competition this 
past February. More than $1 million in 
scholarships and prizes was awarded to 
twenty-four area high school seniors at the 
event, which took place at the Automotive 
Training Center in Warminster.

Top honors went to Johnathan Maurer and 
Ian Murray of North Montco Technical 
Career Center. The winning duo walked 
away with approximately $262,000 in 
scholarships, prizes and tools. Sponsored 
by J.L. Freed Honda and under the direction 
of their instructor, John Alcaro, Maurer 
and Murray went on to represent the 
Greater Philadelphia region at the National 
Automotive Technology Competition in 
New York last month where they gained 
even more hands-on experience. 

Second place went to Luis Arroyo, Ryan 
Carey and Instructor Robert Schwarz of 
Middle Bucks Institute of Technology. The 
team was sponsored by Keystone Volvo and 
won more than $175,000 in scholarships, 
tools and prizes. Keith Nichols of Berks 
Career and Technology Center East lead his 
students Cory Coleman and Logan Wentzel 
to third place. Coleman and Wentzel were 
awarded $91,000 worth of prizes along with 
part-time jobs at their sponsoring dealership 
Piazza Honda of Pottstown. Every student 
that participated in the event won $31,000 
in scholarships, tools and prizes.

As mentioned earlier, this year marks the 
24th edition of the renowned “Tech Comp,” 
which provides the opportunity for elite 
teams of the finest automotive technical 
students from Berks, Bucks, Chester, 
Delaware, Montgomery and Philadelphia 
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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. 

www.cpabr.com

Contact our dealership services group today!

 Daniel P. Thompson, CPA 
717-761-7210 

dthompson@cpabr.com

 Robert J. Murphy, CPA/ABV, CVA 
717-761-7210 

 rmurphy@cpabr.com

Jay A. Goldman, CPA 
410-790-6928 

 jgoldman@cpabr.com

STORY CONTINUED FROM PREVIOUS PAGE

Counties as well as southern New Jersey to work against the clock in 
a timed, hands-on automotive technical skills competition. Students 
tested their knowledge at 10 workstations and performed a Pre-Delivery 
Inspection of a previously-bugged vehicle. 

The purpose of the Tech Comp is to build awareness for the important role 
of auto technicians in today’s workforce and spotlight their specialized 
skills and professionalism, which we all know is an increasingly important 
issue. 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 
80 students who took the written exam from 20 different schools. The two 
highest scoring students from the top 12 schools are those who qualified for 
the hands-on competition, which is what took place in February. 

“This competition is important in a multitude of ways,” said Kevin 
Mazzucola, executive director of the ADAGP and Auto Dealers CARing 
for Kids Foundation. “Not only does it focus on the importance and 
growing need of qualified automotive technicians in the workplace but it 
gives the participating students a chance to shine and compete in their 
element. It’s like the regional championships of automotive technology 
and we are happy to be the ones behind it.”

Special thanks go to Jason Freidman of Colonial Nissan and the entire 
competition committee, as well as the following sponsors: 

Automotive Training Center

Lincoln Technical Institute

Ohio Technical College

Universal Technical Institute

Volvo Car USA

Bryner Chevrolet

Conicelli Honda

David Dodge Chrysler Jeep Ram

Geoff Penske Buick GMC Trucks

Holman Ford Lincoln

JL Freed Honda

Keystone Motors

Miller Ford

Nissan 422 of Limerick

Piazza Honda of Pottstown

Reedman Toll Chevrolet

Tom Masano Ford

C.A.T. Inc./Run-Rite

Community College of Philadelphia

Fiat Chrysler Automobiles

Hunter Engineering Company

Mitchell 1

New Auto Solutions

Subaru of America 

Zerambo Automotive Consulting	

Educational Sponsors

Corporate Sponsors

Gift Sponsors
ADAGP
AdTheorent
Applebee’s
Ardex Laboratories
Beasley Broadcast Group
Burdumy Volvo
Castrol
Catalyst Outdoor
CBS Philly
Chapman Auto Group
Clear Channel Outdoor
Comcast
Comcast SportsNet
Dave & Buster’s
EisnerAmper LLP
Glanzmann Subaru
Intersection
Interstate Outdoor
Jack Williams Tire
Keystone Outdoor
Krain Outdoor/Key Media
Lansdale Chrysler Jeep Dodge Ram
Lexus of Chester Springs
Mitsubishi Motor Sales
Networker Promotions
North Penn Volkswagen
Pandora
PetroChoice
PHL17
Simeone Foundation Automotive Museum
Snap-On
Speed Raceway
The Thompson Organization
Viamedia
Volvo of Ft. Washington
WBEB-FM
Wells Fargo
WIP-FM
WXCY-FM
WZMP-FM

Dealership Sponsors

mailto:dthompson@cpabr.com
mailto:jgoldman@cpabr.com
mailto:rmurphy@cpabr.com
http://www.cpabr.com/
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In today’s ever growing media landscape viewers are 
inundated with multiple platforms to consume media. 
The continued expansion of Netflix, Amazon and 
Hulu as well as the creation of Video-On-Demand 
and DVR have fundamentally changed the TV 
backdrop. With that being said, what is the ultimate 
effect on purchasing traditional broadcast and cable?

Some advertisers believe that with the change in landscape 
consumers are no longer forced to watch advertisements and 
ultimately just record every show and fast forward through the 
commercials at a later time. However, the research and data does 
not support that statement.

In a study by TiVo’s Media TRAnalytics data set from Q2 of 2016 
found that only 26% of broadcast prime-time programming was 
time-shifted, while cable prime-time viewing was only time shifted 
12%. The numbers drop further when you incorporate data from 
the entire day, dropping to 20% for broadcast and 9% for cable.

While time-shifting TV and DVR are only a percentage of 
individuals not watching live TV, what about the other consumers 
who have shifted to streaming services over traditional cable.  As of 
Q1 of 2016, “it marked the first time that streaming video services 
were in 50% of US TV households. That was up 8% points from 
just a year earlier. By contrast, DVR penetration had remained flat 
at 49-50% for the prior six quarters.”

How Important Is  
Traditional Prime TV?



As streaming video services continue to grow, how does that impact 
traditional live TV? According to data by SSRS from its National 
Media & Technology Survey (NMTS), it offers perspective outlined 
in the chart.

The data above shows that while traditional/linear TV has remained 
relatively flat, streaming hours have more then tripled. While this 
data proves streaming TV is increasing, it also proves that digital 
video is complementing traditional TV more so than replacing it as 
total video hours continue to grow.

Please note that the data above is among millennials (18-34), who, 
according to the Total Audience Report, watch the least amount of 
TV amongst adult segments.

The age of the individual greatly effects how much TV they are 
actually watching. The accompanying chart outlines traditional TV 
viewing trends, by age group.

The chart indicates how much time spent in hours against the 
entire population are watching traditional TV. Adults 35-49 are still 

watching 28 hours of TV a week, while Adults 50-64 are watching 
39 hours a week.

Overall, what does all this data mean to advertisers in regards to 
Traditional Prime TV? The current data indicates that time shifting is 
happening, but not nearly as much as some advertisers assume. It also 
means that streaming services are continuing to increase, but they are 
being utilized more as a compliment than as a replacement. Finally, 
older age groups are still watching heavy hours of traditional TV.

In conclusion, based on the findings, traditional TV should still 
be purchased as the strongest media platform with an emphasis in 
prime as that is the best way to reach the most viewers. However, 
DVR, VOD and streaming services should continue to be monitored 
as the ever-changing media landscape continues to adjust to the 
consumer’s demands. l

*This article was written by MayoSeitz Media, the media agency of 
record for the Philadelphia Auto Show and Auto Dealers CARing 
for Kids Foundation. Visit them at mayoseitzmedia.com. 

STORY CONTINUED ON PAGE 30

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  
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For decades, the tried-and-true gross commission 
structure worked great for dealer principals and 
salespeople alike: margins were strong and customers 
relied on the dealership to educate them on makes, 
models and vehicle features.

Since the birth of the modern dealership, pay plans have been heavily 
commissioned to maximize sales gross and vehicle volume. This 
approach has worked for Baby Boomers and Gen Xers, but it’s no 
longer working for millennials—who now make up the majority of 
today’s workforce. With Baby Boomers retiring at an accelerating 
rate, and Gen Xers settling into mid-career trajectory, appealing to 
millennials is the only way dealerships can stay relevant in a new 
connected economy.

But how can you retool your current pay structure to appeal to today’s 
millennial job seeker?

Introducing The Base Plus Bonus Plan
There is a willingness for dealers to shift to a base pay plus bonus plan, 
but the base pay is not enough incentive to lure millennials into the 
retail automotive industry.  

Can Your Salespeople Afford To Work For You?
For most markets, $3,000 per month is the minimum salary 
expectation for the average automotive salesperson. If this seems like 

a shock, it’s time to become familiar with other sales roles outside of 
retail automotive. There are a lot of other companies competing for 
the same entry-level sales candidates and luring them away from the 
automotive industry. 

Companies like Enterprise Rent-A-Car provide first year on-target 
earnings of $36,000 annually. Management trainees, the entry-level 
role within Enterprise, are paid hourly and earn overtime most weeks. 
Similarly, many entry- to mid-level sales roles offer a base of $36,000 
on a plan to make $100,000 a year. 

In most markets, making $3,000 a month is a livable wage- that’s 
monthly take home pay of roughly $2,200 before insurance. After 
accounting for housing ($1,000), a vehicle ($300), insurance ($150), 
and student loans ($250), your employee is left with $500 for all 
other expenses including food, entertainment, savings and retirement. 
Falling below this $3,000 guarantee and the financial burden becomes 
too heavy and the employee/candidate will disengage.

Rethinking Compensation To Attract Top Sales Talent Back 
To Dealerships
Beyond this baseline wage, a “good” salesperson can expect to make 
more than the $3,000 monthly minimum, making between $40,000 
and $45,000 annually before OEM spiffs and bonuses. But while this 
is a livable wage, the 70% turnover rate from these roles show the 
potential to make higher compensation alone isn’t keeping people in 
dealership sales roles.

Why $36K Should Be Every 
Dealer’s Magic Number 



What if you could get your team rallied around selling more units and 
encourage them to stay with your dealership longer – without needing 
to pay additional bonuses or commission to do so? Sound too good to 
be true? It might take thinking outside of the tried-and-true automotive 
compensation approach to understand this opportunity. 

Instead of the all-or-nothing approach to sales, guarantee that you’ll 
pay each member of your team a base salary of $36,000, with the 
opportunity to earn an additional $10,000 - $15,000 for additional units 
sold. With this new compensation model, you can dictate that each 
salesperson sell a minimum of 10 units a month in order to stay with 
the dealership. Since you are carrying more of the financial burden, it 
is easier to dictate behavior. Sales reps become more accountable for 
activities and tasks which will increase collaboration and productivity.

Why This Shift In Compensation Works Well For Dealers
Under this plan, compensation is more attractive to non-auto 
candidates and payroll expense is more controlled. By eliminating or 
reducing the variable component of the plan, you are able to project 
monthly costs more effectively. Dealers that have implemented this 
plan saw a decrease in compensation as a percent of gross due to the 
break even being fixed. The key to maximizing this plan is to hold the 
reps more accountable for production. The 4 car rep is going to cost 
you money, the 8 car rep will be cost neutral and anything over 10 is 
pure profit to your bottom line. The higher you can push the average 
units up per person per month, the more money you make.

Increasing Expectations
If you’re prepared to structure this new compensation plan for your 
team, begin planning for the 10- to 12-car expectation of every 
salesperson to balance fair compensation and sales goals to keep your 
business moving. This takes a total store commitment to training AND 
accountability. You are not paying people to stand around and wait for 
business. Structure, planning, communication and collaboration need 
to become cornerstones of your operating model.

Every day should start with a huddle where activities are outlined, 
goals are discussed and a commitment is made to production. Role 
plays should be completed prior to customers arriving and debriefs 
about missed opportunities should happen immediately after customer 
engagements. Production and activity should be top of mind for all 
employees from the GM down to the newest sales representative.

Appealing To Millennials
As of today, less than 10% of dealers are using this strategy to boost 
the base pay for entry-level dealership roles while setting the unit 
expectation higher for all employees. Those that have are seeing great 
success, and it’s not a surprise why: Plans offering a $1,500 “base” 
plus bonus are just no longer compelling to millennials who are 
seeking consistent pay with a variety of other career options outside 
of retail automotive. For these candidates, a $1,500 base is not going 
to pay bills, and simply does not reduce financial risk enough to make 
the position worthwhile.

There are other qualitative benefits to the base pay transition. Shifting 
to a more consistent pay program will give your team a strong 
piece of mind. Instead of the stress of worrying about their bills and 
performance, they can focus their energy on selling to customers 
without being pushy or overly hostile. This should improve customer 
interactions and may actually drive significantly more business as 
customers are beginning to seek out businesses that strive to provide 
top-caliber experiences and support.

If dealers truly want to attract today’s job seekers, they need to rethink 
the compensation conversation. l

*This article was written by Candice Crane, VP of Dealer Solutions 
at Hireology. To read more from Candice, visit hireology.com/blog. 

I told my peers that they should just run the race 
and not worry about me, basically leave me 
alone. I asked Eric if he trained at all, he looked 
at me like I wanted his thoughts on cold fusion. 
“No, you kidding?” he says. Kelsey reminds me 
in a motherly tone that I should be careful not to 
run too fast in the first mile. I get MapMyRun 
ready, I’m ready, the playlist is ready starting 
off with Christopher Cross’s Run like the Wind, 
cause man that’s what I’m going to do. We’re 
off. I’m going with the pack and the first mile is 
downhill. All good. The melodic voice then states 
“One mile split 8:30 in my ear buds.” Could have 
sworn that I heard the voice end with “Are you 
stupid?” Kelsey was right. My mind drifts……… 
did I pay that premium last month?

I get into a rhythm not so bad. There are a lot of 
people passing me but that was because I refused 
to go in to the 10-minute corral in front of walkers 
and went up to the 8-9 minute pen with my three 
compadres. The people passing don’t look like 
they should pass me but they are. I never see Eric, 
Kelsey or the Lion Tamer again.

Hills should be called hells. There were many 
of them. But I’m okay at 4 miles. The music is 
playing in my ears (AC/DC if I recall) and I’m 
hanging in there when this woman is coming fast 
on my left. I turn my head as she passes. She has 
an athletic build, tight running yoga pants and 
beautiful shoes. And then I see her mid-drift. She 
must be as least 7 months pregnant, I can’t recall 
the process but like just before expecting moms 
get that line on their belly thing. I yell quietly 

“Give me a break, you have to be kidding” but 
with AC/DC blaring in the buds it was much 
louder than I thought and she looks back at me 
and gave me the biggest smile, never see her 
again either.

My splits of 8:30 were long gone but I was okay 
and as I approached the finish, my three buddies 
were waiting for me yelling to finish strong. 
Lion Tamer beat Eric by 10 seconds, which is 
amazingly close and under an hour, Kelsey a 
few minutes behind them in about an hour and 
I a few minutes behind her in a little over and 
hour. I placed 52nd…………….yes, ok in my 
age division. But I felt there was a good amount 
of awesome sauce all around.

I felt fine but on the second day after the race, I 
see Eric walking up the hill in front of my office 
coming to work. The man looked like he rode a 
horse up from downtown Philly where he lives. 
I mean rode hard and put away wet. His gait 
slow, kind of weird looking. There were short 
little steps and pain deeply etched on his face. He 
mumbled something that resembled “Bite me” 
as I smiled at him. Just before noon, the Lion 
Tamer came by to pick up Kelsey for lunch. His 
gate, too, was slow kind of weird looking. There 
were short little steps and pain deeply etched on 
his face as well. He didn’t mumble anything. I 
smiled. I told them that it’s unfortunate but some 
people were built to watch. l

The crew before the pain. (L-R) Kevin, Eric, Lion Tamer and Kelsey

http://www.colorsonparade.com/
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For the sixth consecutive year, the Auto Dealers 
CARing for Kids Foundation was proud to support 
the YMCA’s annual Healthy Kids Day at 29 regional 
locations in the Greater Philadelphia area. 

This special health-focused day took place on April 29th, which 
was the nation’s largest health day for kids and families as 
more than 1,600 YMCAs nationwide participated in the effort. 
An estimated 1.2 million parents and children annually attend 
Healthy Kids Day activities across the country. All activities 
throughout the day focus on getting kids moving, learning about 
healthy eating and motivating families to create a healthier home 
environment. And, as a foundation focused on enhancing and 
enriching the lives of children and youth in our communities, we 
are all about supporting this event.

As part of our sponsorship this year, the Foundation funded 
the Roadmap to Health, which promoted several “fit and 
fun” activities. It also distributed nearly 20,000 Healthy 
Eating Reward Charts to families onsite at the event so they 
can continue to encourage healthy eating habits at home 
(check out the chart above).

The 29 area YMCA branches that received grants from the 
Foundation are also partners of our annual Driving Away the Cold 

Program. As most of you know, since starting Driving Away the 
Cold in 2008, the Foundation has warmed both the body and souls 
of more than 265,000 local children. The Foundation has been 
able to distribute this massive number of new winter coats thanks 
to a number of community partners, such as area YMCAs that 
have the expertise and networks to get the coats into the hands of 
those who need them most. Thank you to the following branches 
that support our efforts. l 

Foundation Supports Y’s 
Healthy Kids Day

Abington YMCA
Ambler YMCA
Audubon YMCA
Boyertown YMCA
Brandywine YMCA
Christian Street YMCA
Columbia North YMCA
Fairless Hills YMCA
Hatboro Area YMCA
Haverford Area YMCA
Indian Valley YMCA
Jennersville YMCA
Kennett Area YMCA
Lansdowne YMCA 
Morrisville YMCA

North Penn YMCA
Northeast YMCA
Octorara YMCA Program Center
Oscar Lasko YMCA  
and Childcare Center 
Phoenixville YMCA
Pottstown YMCA
Ridley Area YMCA
Rocky Run YMCA
Roxborough YMCA
Spring Valley YMCA
Upper Bucks YMCA
Upper Main Line YMCA
Upper Perkiomen Valley YMCA
West Philadelphia YMCA
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VISIT

CALL 215-335-0800
LincolnTech.edu

Lincoln Technical Institute, A branch of the New Britain, CT campus. For consumer 
information visit www.LincolnTech.edu. 

Facebook.com/LTIPhiladelphia

PHILADELPHIA CAMPUS 9191 Torresdale Avenue Philadelphia, PA 19136

@LTI_Philly

 05/140521016-CR-505

PARTNER WITH LINCOLN TECH
TO FIND SKILLED, TRAINED 
CANDIDATES FOR YOUR TEAM!

FOR 70 YEARS, LINCOLN TECH HAS BEEN PROUD TO PARTNER 
with some of the nation’s leading employers in the automotive 
and skilled trades industries. Our schools’ training programs 
produce highly-qualifi ed professionals who are ready to step 
in and claim the open roles on your team.

Lincoln Tech grads are trained in the technology that drives 
today’s automotive industry – including the sophisticated tools 
and software behind modern diagnostic systems and onboard 
computers. Reach out to us today to review your hiring needs, 
and discover why so many employers have the “Lincoln Edge” 
on their workforce!

http://www.lincolntech.edu/
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V O Y N O W  B A Y A R D  W H Y T E
A N D  C O M PA N Y,  L L P

C E R T I F I E D  P U B L I C  A C C O U N T A N T S

V O Y N O W  B A Y A R D  W H Y T E
A N D  C O M PA N Y,  L L P

C E R T I F I E D  P U B L I C  A C C O U N T A N T S

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

Financial Reporting & Projections/Forecasts  
Lifo Inventory Applications n Tax & Estate Planning  

Cash Management & Budgeting n Performance Evaluation 
Cost Analysis n Buy/Sell Agreements & Succession Planning 

Mergers & Acquisitions n Internal Control Design

215-355-8000 n voynowbayard.com

Accountants &  
Management  

Advisors  
to the  

Auto Industry  
since 1954

On April 12th, students at the Automotive Training 
Center (ATC) got the opportunity to learn the ins and 
outs of endurance racing thanks to some of the members 
of the Volvo Keystone Kops. The team races a 1992 
Volvo 244 sedan in an endurance racing series called 
AER, which stands for American Endurance Racing. 

Comprised of fellow industry members like Irv Stein, Steve Owens, 
Aldo Gaspari, Steve Lady and Dianne DiCola, the team races 
against both professional teams as well as amateur teams like them. 
They are in their 9th year of racing and when they can, they take 

the time to educate future automotive technicians about their racing 
experiences, maintenance of the racing vehicle, improvements that 
can be made, etc.

At their latest visit to ATC’s Warminster campus, they ran their race 
car on the school’s dyno-tuning/chassis machine, which allowed the 
team to duplicate racing conditions in a stationary position. They were 
able to perform adjustments on the power train systems on the car then 
measure gains or losses of performance. The best part of it all, the 
students, with the help of ATC Instructor Mark Mantegna, got to take 
part in this and gain practical experience that they probably wouldn’t 
have gotten elsewhere. 

Good Works: 
Volvo 
Keystone  
Kops Pay It 
Forward

STORY CONTINUED ON PAGE 26

http://www.voynowbayard.com/
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ResourcesManagementGroup.com

PVR
ASAP
WITH
RMG

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

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

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

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

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

MAXIMIZE YOUR

25 Years of Building Wealth 
for America’s Auto Dealers

resources management group

RESOURCES MANAGEMENT GROUP

http://www.resourcesmanagementgroup.com/
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How can you shift your 
dealership into high gear?
Auto dealerships today are looking to drive growth. In a 
changing marketplace of shifting consumer trends, dealer 
consolidation, and new technology, how can you plan 
effectively 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

Let’s get down to business.®    eisneramper.com    215.881.8871 
Dawn Rosoff  dawn.rosoff@eisneramper.com  

STORY CONTINUED FROM PAGE 24

One student in particular, named Cam Samodai, is working with the 
team on his senior project at the Science Leadership Academy in 
Philadelphia. Cam, who is going to college for engineering in the 
future, used a program on his laptop to adjust different settings to help 
the team make the engine put out more performance at different engine 
RPM ranges. He conducted 15 different adjustments until he reached 
the car’s top level of performance.  

“It was exciting to watch a high school student (and others) apply his 
knowledge in a real world setting to better our car,” said Steve Owens, 
Keystone Kops member and Service Manager at Keystone Volvo. “We 
were able to see the gains his adjustments made by using the dyno 
machine. Once he completed his final adjustments, he then flashed a 
new EProm for us. This is the chip in our car’s engine control unit. He 
then switched out our original factory chip for the new one. Some final 
testing was performed to verify results and it was a vast improvement. 
It’s pretty neat to help the next generation do something like that.” 

In conclusion, with all the students’ assistance, the team was able to 
gain 18% more in both horse power and torque from its first test that 
morning to the final test of the day. The team raced the vehicle shortly 
after their ATC visit at Watkins Glen International Speedway and they 
experienced those enhancements first hand, including placing 5th place 
in its class of 17 and 34th place out of 81 overall. 

The ADAGP congratulates all involved in this effort and encourages 
other industry professionals to pay it forward when the opportunity 
presents itself! l

Good Works:

mailto:dawn.rosoff@eisneramper.com
http://www.eisneramper.com/
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