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Jacobs gets nod for Time's 2003 TM QDA

Bill Jacobs was selected by direc-
tors of the Chicago Automobile Trade
Association asthe CATA’'snomineefor
the 2003 Time Magazine Quality
Dealer Award, advancing from among
six loca candidates. National winners
will be named next February at the
opening session of the National Auto-
mobile Deal ers Associ ation convention

in San Francisco.

The TMQDA recognizes new-ve-
hicle dealers in the United States for
exceptional performance in their
dealerships combined with distin-
guished community service. State and
metro auto associ ations nominate can-
didates, and finalists are chosen by a

See Jacoss, Pace 3

Union, dealer negotiators agree on new Local 731 contract

Negotiatorsfor TeamstersLocal No.
731 and most local dealerswho employ
workers represented by that union ten-
tatively agreed to anew four-year pact
July 29, two days before the existing
contract expired. The new collective
bargaining agreement covers four
years, until July 31, 2006.

The 731 union represents stockroom
attendants, garage attendants, drivers
and utility employees such as porters.

One hundred thirty-four area
deal ershipsreportedly employee L ocal
731 workers. David Radelet, a partner
with Franczek Sullivan, represented
120 of those dealersin the negotiations.

“1 think he (Radelet) did agreat job
of negotiating with the union and han-
dling the dedlers,” said Lee Drabek, a
CATA board member and chairman of
the board’sempl oyee relations commit-
tee.

Franczek Sullivan will provide a
detailed summary of the new contract
to the dealers affected by the pact.

Thefirm also secured four-year con-
tracts recently with two other unions
that represent employees at area deal-
ers: 1.A.M. District LodgeNos. 377 and
1749. The 377 contract (Chicago
Heightsarea) iseffective until June 14,
2006, and the 1749 contract (Joliet
area) expires July 14, 2006.

Forgery ring targetslocal dealerswith bogus checks; one arrested

A Chicago man arrested July 20 for
passing a fraudulent check in Indiana
isthereputed leader of agang that used
homemade certified checksto purchase
used vehicles at two area deal erships.

Another suspected member of the
gang told investigators that he and
James Grady visited about 10 area
dealerships in the past six weeks, us-
ing bogus checks they drafted with a
personal computer to buy the cars.

Jack Griffin, a private investigator
hired by one of the affected dealers,
recovered al the stolen vehicles. He
said the suspect, against whom charges
are pending, had business cards from
four other areadeal ershipsin his pocket
when he was stopped.

Griffin advised dealersto call banks
to verify any certified checks before
giving possession of avehicletoacus-
tomer.

The suspect had secured an Illinois
identification card with the address of
Roosevelt University, 425 S. Wabash
Ave. He told Griffin that the theft ring
targeted used vehicles priced from
$15,000 to $20,000. The ring report-
edly used the bogus checks solely to
purchase cars.

Grady is charged with theft by de-
ception, a felony. Police are pursuing
the remaining members of the ring.
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A STARIsborn

NADA initiative to ssmplify computer operations, cut related | T costs

A dedlership’s success historically has been based on
vehicle sales and service and the development of “up close
and personal” customer relationships. But many dealersface
adilemmawhen their computer technol ogy must be updated
for them to remain competitive. They feel they are not fully
in control of their Information Technology operations.

An organization named STAR, developed to help dealers
reduce their I T-related costs, has been founded by the Na-
tional Automobile Dealers Association, auto manufactur-
ers (OEMs) and dealer system providers. Collectively, the
group devel opsindustry standards and researches emerging
technologies to benefit dealers.

The mission of STAR, which stands for Standards for
Technology in Automotive Retail, is to “Establish volun-
tary industry standards for the exchange, management and
integration of information that support the management, de-
livery and evaluation of retail automobile products and ser-
vices. Specifically, to create flexible, cost effective stan-
dards and methodologies for interoperability between IT
systems.”

STAR establishes a voluntary standard format, or com-
mon “language,” to be used by dealer-related businesses,
including manufacturers and DSP vendors. Implementation
of the standardswill consolidate the DCS hookupsthat cur-
rently differ among manufacturersand their multi-franchise
and single-point dealers.

Dealerswho participatewill have one” persistent” Internet
connection—available at any time—with enough bandwidth

‘Hazmat’ papersmust be kept 10 daysmore

Effective Aug. 12, dealers who ship hazardous materials
must retain copies of shipping papersfor at least 375 days,
a10-day increase to account for the average time hazmat is
in transit.

Copies of hazardous waste manifests still must be kept
for three years. The retention period begins on the date the
hazmat is accepted by acarrier.

Hard copiesor electronicimages of shipping papers must
be kept at the dedership’s primary place of business and
must be made available for inspection upon request and at a
reasonabletime and location by federal, state or local agen-
cies.

“A Dedler Guide to the Federal Hazmat Transportation
Regulations,” published by the National Automobile Deal-
ers Association, can be ordered from the NADA at 800-
252-6263, ext. 2.

to carry the data
constantly
streaming be-
tween them and
the OEMs.

Thedealers customer relations and back-office technol-
ogy aso will benefit because the DSPs and others employ
the STAR standards, available at no cost.

The NADA has appealed to dealers, asking them to en-
courage their automotive partners to adopt the STAR stan-
dards. The sooner everyone implements the standards, the
sooner everyone will benefit.

“We will do whatever we can to inform our members
about STAR. It'sabreakthrough achievement that clearly is
inthe best interests of our dealers,” said Rod Alberts, presi-
dent of the Automotive Trade Association Executives.

Dealersand their I'T managerswho have specific or tech-
nical questions about STAR can contact the NADA's Dick
Malaise at 703-821-7125 or rmalaise@nada.org

Northwood offer s accounting cour se

Northwood University will present “Automotive Deal-
ership Accounting,” a weeklong course on the financial
management of dealership operations, at two Michigan lo-
cationsin late August.

A four-day program will be offered Aug. 27-30 in Troy,
Mich., and afive-day program, including alab session, meets
Aug. 26-30 in Midland, Mich. Both programs cost $1,595,
which includes a practice set.

The course teaches the know-how to trace transactions
from the source document to the operating statement.

For more information and to enroll, call Northwood toll-
free at 800-684-2786.

The CATA Bulletin is published by the
Chicago Automobile Trade Association
18W200 Butterfield Road
Oakbrook Terrace, IL 60181-4810
630-495-CATA [2282] phone 630-495-2260 fax

The CATA Bulletin is published and mailed every other Friday
except during the Chicago Auto Show, when it is not published.

Listings of items for sale are subject to the approval of the
CATA. Candidates for employment must submit a full résumé to
the Editor.

Review past editions at http://cata.drivechicago.com/

Jerry H. Cizek IlI
Erik K. Higgins

President, Publisher
Editor, Director of Dealer Affairs




August 5, 2002

CATA Bulletin 3

Olds dealers offered tax
relief under federal bill

A Senate bill introduced July 12 would ease the tax
burden faced by Oldsmobile dealers over the demise of
the brand.

Payments made to Olds dealers following General
Motor’s phase-out decision would be treated by the
legislation as an involuntary conversion under an
existing section of the Internal Revenue Code. The hill
(S. 2726) would allow Olds dealersto defer federal tax
consequences by reinvesting the transitional payment
from GM into other dealership opportunities within
two years.

New Mexico Sen. Jeff Bingaman introduced the
legidlation, saying that allowing Olds dealersto rein-
vest the entire payment received from GM into replace-
ment dealership property gives those dealers an oppor-
tunity to continue family-owned businesses and greatly
benefits local economies.

A similar House bill (H.R. 2374) introduced last
year provides additional opportunities for legislators to
attach the measure to atax measure.

Marketplace

Office manager Ambitious, results-oriented, more
than 26 years experience in industry as office manager
and controller. Experienced in Ford Motor Co. and
Reynolds & Reynolds accounting systems. Lawrence J.
Juskiewicz, 847-398-5875.

Résumé on file at the CATA.

Dealers pleased with finance
providers. J.D. Power study

Fueled by zero-percent financing and accelerated auto
sales, dealer satisfaction with automotive finance providers
isat arecord high, according to a new satisfaction study by
J.D. Power and Associates.

The study finds that 73 percent of dealer principals are
satisfied with their financia providers, tying the previous
record high set in the 1995 study by J.D. Power.

Captiveslead the way in dealer satisfaction, with 86 per-
cent of deders indicating they are “very” or “somewhat”
satisfied with their financial provider—the highest rating in
the nine-year history of the study.

“The captives were the first to offer zero-percent financ-
ing, which helps get people into the dealerships, and the
dedlerslovethat,” said David McKay of J.D. Power. “What
also helps captives fare so well is that they generally are
guicker at processing applications, they’ re more accessible
and responsive to dealers and they have more consistent
and predictable credit policies.”

Among the other finance provider segments, dealer sat-
isfaction with banksincreased the most, to 75 percent, com-
pared with 73 percent in the 2001 study. Satisfaction with
independents and credit unions also increased in 2002.

Based on responses from more than 5,700 dealer princi-
pals, the study measures satisfaction levels with finance
providersin four areas: primeretail credit, non-prime retail
credit, retail leasing and floor planning.

Audi Financial Servicesranks highest in both dealer sat-
isfactionintheprimeretail credit satisfaction and retail leas-
ing. VW Credit ranks highest in floor planning, which is
associated with the dealer’s ability to finance and insure
their dealer inventory.

Jacobs

CoNTINUED FROM Pace 1

faculty panel from the University of Michigan Graduate
School of Business Administration.

One Time Magazine Dealer of the Year is named from
among the finalists.

Jacabs, principal of seven area dealerships, was hamed
in May asone of seven winners of the 2002 All-Star Dealer
Award, an award similar to the TMQDA that is presented
by the American International Automobile Dealers Asso-
ciation.

The All-Star Dealer Award honors the notable contribu-
tions that automobile make to their communities through
civic volunteerism and charitable giving.

Over the past five years, Jacobs raised more than $1.5
million to found the Rush Neurobehavioral Center, which
dealscomprehensively with theissuesfaced by children with
learning disabilities.

Other CATA dealers who were TMQDA candidates this
year for their achievements at the dealerships and in their
communities are

* Pat Fitzgibbon of South Holland Dodge;

* Joe Gentile of Joe Gentile Chryder in Barrington;

» Horst Korallus of Infiniti of Lisle, Volvo of Lide, and
Honda of Lisle and Joliet;

* Larry Roesch, proprietor of six dealerships that bear
his name; and

» Thomas Wehmeier of Community Pontiac-GMC-Mazda
in Oak Forest.



Franchised New Car Dealers in the 8-county CATA area as of 1 July 2002

Chicago Rest of Lake DuPageMcHenry Kane Will Lake Porter Total Total
only Cook Cnty. Cnty. Cnty. Cnty. Cnty. Cnty. Cnty. Cnty. [prior] [present]

Car Line . . . . . . . ind. Ind. 1/1/2002 7/1/2002
Acura 0 4 2 3 0 0 0 0 0 9 9
Aston Martin 0 0 1 0 0 0 0 0 0 1 1
Audi 1 3 1 2 0 0 0 1 0 8 8
Bentley 0 0 0 1 0 0 0 0 0 2 1
BMW 1 5 1 3 1 0 0 0 0 11 11
Buick 5 13 5 6 4 1 3 2 2 41 41
Cadillac 1 9 2 2 1 1 1 2 1 19 20
Chevrolet 7 22 8 9 5 5 7 6 2 71 71
Chrysler 7 14 6 4 4 3 3 5 2 46 48
Daewoo 1 4 1 1 1 0 1 2 0 14 11
Dodge 5 15 6 4 3 3 3 4 2 44 45
Ferrari 0 0 1 1 0 0 0 0 0 2 2
Ford 8 22 7 9 4 4 6 5 2 67 67
GMC 1 13 3 4 3 1 2 2 2 31 31
Honda 4 10 3 2 1 2 1 2 0 25 25
Hummer 0 1 1 1 0 0 0 1 0 2 4
Hyundai 3 7 3 3 0 0 1 1 0 18 18
Infiniti 1 3 1 1 0 0 0 0 0 6 6
Isuzu 0 7 1 1 1 1 1 2 0 16 14
Jaguar 1 3 1 2 0 0 0 1 0 7 8
Jeep 7 14 4 3 3 3 3 5 2 43 44
Kia 2 7 3 4 1 0 1 2 0 20 20
Lamborghini 0 0 0 1 0 0 0 0 0 1 1
Land Rover 0 2 2 1 0 0 0 0 0 5 5
Lexus 1 4 1 2 0 0 0 0 0 8 8
Lincoln 2 12 5 5 1 1 2 3 1 31 32
Lotus 0 0 0 1 0 0 0 0 0 2 1
Mazda 1 7 4 2 1 1 1 1 0 17 18
Mercedes Benz 1 5 1 2 0 0 0 1 0 10 10
Mercury 2 12 6 5 2 1 3 3 2 35 36
Mitsubishi 1 6 1 2 1 0 1 1 0 13 13
Nissan 3 12 3 4 1 1 2 2 1 29 29
Oldsmobile 1 9 4 1 4 2 4 2 2 29 29
Panoz 0 0 1 1 0 0 0 0 0 2 2
Pontiac 4 13 5 4 3 2 2 4 2 39 39
Porsche 1 2 1 1 0 0 0 0 0 5 5
Rolls-Royce 0 1 0 0 0 0 0 0 0 2 1
Saab 1 3 2 1 0 0 0 0 0 7 7
Saturn 1 6 2 2 0 2 1 1 0 15 15
Subaru 1 7 2 1 1 1 1 1 0 15 15
Suzuki 0 5 1 2 0 0 1 1 0 10 10
Toyota 4 12 2 4 1 1 1 2 1 28 28
Volkswagen 2 9 3 2 1 1 1 1 0 20 20
Volvo 1 4 3 1 0 0 0 1 0 11 10
# of Car lines 82 305 110 111 48 37 53 67 24 804 837
# of Outlets 60 206 70 81 20 23 26 44 12 547 542

NOTE: The difference between car line and outlet figures is the result of outlets that handle more than one
car line. The increase in the number of car lines this period largely is attributed to the identification of GMC,
with 31 dealerships, as a separate line item.




