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With all of the dynamic changes occurring in this area, 

it is bound to be a great year in 2011.  As such, we can 

all expect various benefits for all of the members of 

MTADA.  Because of this, I would encourage in-

creased membership involvement throughout the year. 
 

We are actively seeking for more ways to fund the 

MTADA and are open to any innovative thoughts that 

you may possess regarding this issue. We need to con-

tinue to fund this organization and we will need the 

commitment of our entire membership base. MTADA 

and NADA have your back while you go about your 

everyday business and I’m afraid we sometimes take 

them for granted.   
 

Despite that we now have less members than ever be-

fore, we need to pick up the slack and do what we can 

to thrive in our environments, for the betterment of us 

all. That said, I believe 2011 will be a great year amidst 

many challenges that undoubtedly await us.  
 

Congratulations to Bill Underinner for his position of 

NADA Vice Chairman for 2011 and he will be the first 

NADA chairman from our great State of Montana in 

2012. Give Bill a call and thank him for his work. 

Good selling and have a great 2011. 

 

Don “K” 

President 2011 
 

Mark your calendar for 

the Joint State Convention 

with Idaho June 19—22 in 

Coeur d’Alene, ID at the 

Coeur d’Alene Resort 
Don Kaltschmidt 
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NADA ECONOMIST: 

SEVERAL FACTORS 

WILL SUSTAIN NEW-

VEHICLE SALES IN-

CREASES IN FUTURE 

MONTHS 
 

Guide Book: Wholesale Prices 

Outperforming Seasonal Expec-

tations 

 

New-vehicle sales, which are a 

key indicator of economic growth, were strong in November 

and will continue to show signs of strength over the next cou-

ple of months, says Paul Taylor, NADA chief economist. 

 

“Several economic factors, such as an aging U.S. fleet, strong 

trade-in values and an improving stock market, are helping to 

sustain new-vehicle sales,” Taylor says. 

 

On average, cars and trucks on the road today are more than 

10 years old. “Many consumers simply will feel the need to 

buy a new car or truck as the mileage on their current vehi-

cles move beyond 120,000 miles,” Taylor says. 

 

According to data from the NADA Guide Book, the run up in 

used-vehicle prices is also pushing some shoppers into the 

new-vehicle market. Wholesale prices in November contin-

ued to outperform seasonal expectations. 

 

“The used-vehicle market will remain short of low-mileage 

cars and trucks, which for car owners will increase their trade

-in equity when buying a new vehicle,” Taylor says. “This is 

another key economic factor that will sustain new-vehicle 

sales increases in future months.” 

 

Strong used-vehicle pricing has also improved the market for 

automotive asset-backed securities – a positive sign, espe-

cially for this time of year, says Jonathan Banks, executive 

automotive analyst for the NADA Guide Book. “We expect 

to see an uptick in January as used prices follow seasonal pat-

terns and supply and demand continues to create a healthy 

used-car market,” Banks says. 

 

For more analysis from the NADA Guide Book, visit 

www.nada.com/b2b/ and click on “Guidelines” under 

“What’s New” in the right-hand column. 
 

In other legislative and regulatory news… 

 

NADA Weighs in On Fuel-Economy Labeling as Mem-

b e r s  o f  C o n g r e s s  E x p r e s s  C o n c e r n 
Members of Congress on both sides of the aisle expressed 

concern over an Obama administration proposal to add let-

ter grades to the fuel-economy stickers displayed on new 

Bill Underriner 

cars and trucks. In a letter to the Environmental Protection 

Agency and Transportation Department in December, 53 

House members said the proposal was biased toward elec-

tric vehicles and would hurt vehicle sales. “Changing this 

system to a letter grade would cause consumer confusion 

and tip the scales unfairly against many fuel efficient SUVs 

and trucks, relegating them to a C or C+ grade,” said Rep. 

Dale Kildee, D-Mich. In response, NADA said it is pleased 

that Members of Congress clearly reject the EPA’s attempt 

to use an arbitrary letter grade to tell consumers which cars 

and trucks to buy. “It is especially significant that so many 

members of the House Energy and Commerce Committee, 

which has jurisdiction over EPA, object to the government 

creating another regulation when new-car buyers already 

have clear and visible fuel economy numbers printed on the 

window sticker,” says Doug Greenhaus, director of Envi-

ronment, Health and Safety for NADA Regulatory Affairs. 

In comments to the Administration, NADA expressed its 

support for an approach that retains the current label’s fo-

cus on miles per gallon and annual fuel costs. For plug-in 

labels, NADA supports displaying information on all-

electric and total-vehicle range and battery charge time, but 

opposes a kilowatt-per-hour consumption metric. 

IRS Helps Small Employers Claim New Health Care 

Tax Credit; Forms and Additional Guidance Now 

Available 

The Internal Revenue Service this month released final 

guidance for small employers eligible to claim the new 

small business health care tax credit for the 2010 tax 

year. For more information from NADA University on this 

issue, the recording from the Federal Health Reform Webi-

nar held last May is available for free to NADA members at 

www.NADAuniversity.com. After logging on, click the 

“Market Insight” tab on bottom panel and scroll down to 

select the Webinar “Federal Health Reform.” 

NADA Opposes Sale of E-15 ‘Gasohol’ 

NADA plans to submit comments this month to the Envi-

ronmental Protection Agency on its October decision to 

allow the sale of fuels with up to 15 percent ethanol. 

NADA and several other organizations, including the Alli-

ance of Automobile Manufacturers and the Association of 

International Automobile Manufacturers Inc., have opposed 

the move saying allowing the sale of E-15 “gasohol” poses 

a risk of reduced engine and fuel system performance, or 

worse yet, permanent damage. For several years, most light

- and medium-duty, gasoline-engine motor vehicles sold 

and serviced by dealerships have been designed to accom-

modate gasohol blends containing a maximum of 10 per-

cent ethanol, with some duel- and flexible-fueled vehicles 

designed to use E-85, a gasohol blend containing 85 per-

cent ethanol. “NADA consistently has raised concerns 

about the negative impact that unreasonable fuel mandates 

and poor fuel quality can have on vehicle performance and 

http://www.mmsend1.com/link.cfm?r=41502004&sid=11749380&m=1192763&u=NADA&s=http://www.nada.com/b2b/
http://www.mmsend1.com/link.cfm?r=41502004&sid=11749384&m=1192763&u=NADA&s=http://www.epa.gov/fueleconomy/
http://www.mmsend1.com/link.cfm?r=41502004&sid=11749384&m=1192763&u=NADA&s=http://www.epa.gov/fueleconomy/
http://www.mmsend1.com/link.cfm?r=41502004&sid=11749385&m=1192763&u=NADA&s=http://newsmanager.commpartners.com/nadadir/downloads/NADACommentsEPAWindowStickers.pdf
http://www.mmsend1.com/link.cfm?r=41502004&sid=11749386&m=1192763&u=NADA&s=http://www.irs.gov/newsroom/article/0,,id=231928,00.html?portlet=7
http://www.mmsend1.com/link.cfm?r=41502004&sid=11749386&m=1192763&u=NADA&s=http://www.irs.gov/newsroom/article/0,,id=231928,00.html?portlet=7
http://www.mmsend1.com/link.cfm?r=41502004&sid=11749387&m=1192763&u=NADA&s=http://www.NADAuniversity.com


ments have business partners but generally NADA does not 

endorse vendors or service providers. For example, NADA 

has no endorsements or connections with vendors who pro-

vide email advertising or vendors who publish business 

directories. If you’re uncertain about an advertising refer-

ence that suggests a connection to NADA, please contact 

the appropriate NADA department. 

NADA U Webinar Archives Include the Latest Webi-

nars on Hot Topics The NADA University Learning Hub 

offers the following archived Webinars: 

The New Risk-Based Pricing Rule 

- Transitioning to the New Model Privacy Notice 

- The New UNICAP Safe Harbor Methods and What They 

Mean for Dealers 

- Comprehensive Safety Analysis – Are You Ready? 

- Managing Your Four Vital Cash Accounts 

To view any of these Webinars, visit 

www.NADAUniversity.com and sign in then visit the 

NADA U Store, select “Webinars & Seminars” under 

“Products,” and follow the ordering instructions. 

 

Dealer Academy Accepting Applications for 2011 

Classes The NADA Dealer Academy is accepting enroll-

ments for four classes starting in 2011, two for Dealer Can-

didate Academy (DCA) and two for General Dealership 

Management Academy (GDM). Individual Academy 

classes (e.g., Financial, Parts, Service and Variable Parts 1 

& 2) are also open to department managers, who may at-

tend a week of classes even if they don’t have a student in 

the Academy program. Call 800-557-6232, ext. 2, or e-mail 

academy@nada.org to get an application. 

      Page 3 

Please stay involved and in touch. 

Bill Underriner, NADA Director 

(406) 255-2350 

customer satisfaction,” says Doug Greenhaus, director of En-

vironment, Health and Safety for NADA Regulatory Affairs. 

“NADA opposes rules which may result in the use of fuels in 

engines for which they were not designed.” 

 

In other NADA news... 

DEAC Elects 2011 Officers NADA’s Dealers Election Ac-

tion Committee has elected the following officers: Jack Tul-

ley, NADA director from New Hampshire (chairman); Gary 

Reynolds, NADA director from Connecticut (vice chairman); 

Jack Kain, NADA director from Kentucky (secretary-

treasurer); and Bill Fox, NADA director from New York state 

(finance chairman). In addition, 86 percent of DEAC sup-

ported candidates won their races on Election Day. DEAC is 

also credited as being one of the top-five association political 

action committees in the country. 

 

New to NADA U: Dealer Pain Points NADA University has 

created a feature called “Dealer Pain Points,” in which a par-

ticular issue, concern or dealer compliance obligation is ad-

dressed in short video segments with NADA U experts. The 

experts “resolve” each Pain Point and then the viewer is di-

rected to the wealth of NADA U resources on the topic. To 

date, 21 Dealer Pain Points have been developed. Find them 

by clicking on the featured Pain Point on NADA U’s home 

page at www.NADAuniversity.com. After viewing the fea-

tured Pain Point, take a look at the rest by clicking “View 

Archives.” 
 

NADA University Partners with Online HR Trainer 

NADA University has teamed up with online human re-

sources trainer EZ-HR to expand its HR training programs. 

NADA U now offers dealers a selection of sessions focused 

on key HR functions, such as hiring and retention strategies, 

creating job descriptions and performance evaluations, devel-

oping HR policy handbooks and meeting legal requirements. 

A Learning Hub Webinar entitled “Recruiting and Hiring 

Strategies for Today’s Dealers” is available at 

www.NADAuniversity.com in the archive. In addition, HR 

Essentials, a comprehensive resource that includes job de-

scription templates and policy and performance evaluation 

samples, is in the Resource Toolbox. A new online course, 

“Complying with the FMLA,” is coming soon to the Learning 

Hub. 

Soliciting Dealers: The Good, the Bad and the Misleading 

In the months preceding each NADA Convention & Expo, 

dealers receive numerous solicitations and ads from vendors 

and service providers. Some of the advertising is effective, 

some is annoying and some contains misleading references to 

NADA. When evaluating advertising that mentions NADA, 

please remember: Only franchised new-car and -truck dealers 

are eligible to be NADA members. NADA does NOT have 

affiliate, allied or associate members. Several NADA depart-

http://www.mmsend1.com/link.cfm?r=41502004&sid=11749393&m=1192763&u=NADA&s=http://www.NADAUniversity.com
mailto:academy@nada.org
http://www.mmsend1.com/link.cfm?r=41502004&sid=11749391&m=1192763&u=NADA&s=http://www.NADAuniversity.com
http://www.mmsend1.com/link.cfm?r=41502004&sid=11749392&m=1192763&u=NADA&s=http://www.NADAuniversity.com
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Bruce Spencer 

 

MONTANA  

LEGISLATIVE RACE 

UPDATE 
 

 

 

 

 

 

 

 

With the first month of the legislative session down one can-

not say it has not been interesting.  With so many freshmen, 

leadership of both parties is having a hard time keeping folks 

in line, or frankly just following basic rules of decorum.  This 

too shall pass. 

 

Republicans, despite their majority, are having the harder 

time keeping folks in line.  The tea party faction, perhaps 

with justification, feels that they don’t need to tow the party 

line and don’t. It will be interesting to see if they jell at the 

end of the session. 

 

As predicted the three big items on the agenda for the session 

are workers compensation rates (Montana is currently num-

ber one); medical marijuana, and the budget. 

 

There have been numerous hearings on medical marijuana 

and tens or perhaps hundreds of thousands of e-mails on the 

subject to legislators.  HB 43, which places restrictions and 

workplace use and coverage by workers compensation has 

passed the House.  MADA supports this bill. 

 

On the workers compensation front there are now two com-

peting bills seeking to find savings.   SB 243 and HB 334 

both seek to find savings to lower rates.  SB 243 takes a 

milder approach and does not show dramatic savings and 

places most of the savings burden on physician fees.  Physi-

cians naturally oppose this and it faces an uphill battle.  HB 

334 is more dramatic and seeks savings from some reduction 

in benefits and other items.  It is favored by Republican Lead-

ership and passed the house on a party vote.  Whether the 

governor will sign it remains to be seen.  MADA is monitor-

ing both bills. 

 

MADA has three bills it is seeking this session. 

 

HB 229 - permitting demonstration plates on tractor trailers 

has passed the house and will be coming up for hearing in the 

senate. 

 

HB - 254 - fixes a service club registration issue that MADA 

discovered at a Chicago legislative meeting.  For those selling 

cars with on-star type systems, the Insurance Commissioner 

states that state law requires you to register with her.  This 

bill eliminates that registration requirement.  It too has 

passed the house and will be scheduled for hearing in the 

senate. 

 

SB 211 - requires salvage titles for cars younger than 15 

years, the current law is 6 years.  This bill is currently ta-

bled in committee due to a $37,000.00 fiscal note.  We 

hope to have it revived soon. 

 

 

Submitted by: 

Bruce Spencer 

MTADA General Counsel 
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 2011 ASSOCIATE MEMBERS 
 

ADP DEALER SERVICES 

7001 Village Drive, Suite 110 

Buena Park, CA 90621 

Einar Vanags, Director of Sales 

(800) 347-2218 

Fax (714) 676-2290 

E-Mail einar_vanags@adp.com 

Website: www.dealersuite.com 

Sell and support hardware and software for auto dealers. 
 

ADS of MONTANA 

504 Evening Star Ln 

Bozeman, MT 59715 

Mark  Nania, President 

(406) 581-7778 

Fax: (406) 556-9914 

E-Mail: mnania@msn.com 

Full provider of F&I products and training, First Extended 

and Vehicle One service contracts, Xzilon, GAP, and wind-

shield protection. 

 

A & I  DISTRIBUTORS 

900 1st Ave. North 

Billings, MT 59101 

Gerald Stevenson, President 

(800) 829-7877  (406) 245-6443 

Fax: (406) 256-1113 

E-Mail: aandidist@aol.com 

Website: www.aidistributors.com 

A&I is a wholesale distributor for 15 brands of motor oil, 

filters, chemicals, wiper blades and antifreeze, as well as 

hoists, lubrication equipment and waste oil heaters 
 

ANDERSON ZURMUEHLEN & CO. P.C. 

PO Box 2368 

Missoula, MT 59806-2368 

Mike Tobiason, Shareholder 

(406) 721-7800 Fax (406) 721-4155 

E-Mail: mtobiason@azworld.com 

Website: www.azworld.com 

Montana based CPA an consulting firm catering to the auto-

mobile dealer and industry, specializing in valuing and con-

sulting with the sale or purchase  of  

dealerships. 
 

AUTO AUCTION OF MONTANA 

P.O. Box 1433 

44432 S. Frontage Rd. 

Billings, MT 59101  

Terry Scheetz, General Manager 

(406) 252-6332 

Fax (406) 252-8126 

Website: www.autoauctionmt.com 

Montana’s only full service auction.  Regular consignment 

and fleet lease sale every Wednesday.  Detail, body shop, 

and transportation services 

BANK OF AMERICA MERILL LYNCH DEALER FI-

NANCIAL SERVICES 

2001 Clayton Road, 4th Floor, CA4-702-04-01 

Condord, CA 94520 

Carmy L. Mausten, Senior Vice President 

(800) 375-6262  (925)692-7087 

Fax (925) 692-7263 

E-Mail: carmy.mausten_jr@bankofamerica.com 

Website: www.bankofamerica.com 

Retail Loans, Floorplan, Commercial/Real estate loans, 

Deposit services, Treasury management 
 

BETTER BUSINESS BUREAU 

152 S. Jefferson, Ste 200 

Spokane, WA 99201 

Bob Hammerstad, Trade Practice Specialist 

(800) 356-1007  (509) 455-4200 

Fax (509) 838-1079 

E-Mail: info@spokane.bbb.org 

Website:  www.bbb.org 

Fostering the highest ethical relationship  

between businesses and their customers  

through education and dispute resolution 

Serving Eastern Washington, Northern Idaho  

and Montana 
 

BG PRODUCTS-WHITEHALL’S  

ALPINE DISTRIBUTING 

P.O. Box 298  

Belgrade, MT 59714 

Trace Whitehall, Owner 

(800) 916-1957 

Fax (719) 395-0147 

E-Mail: alpinebg@msn.com 

Website:www.bgprod.com 

Fixed operations, profitability and customer retention spe-

cialists.  Distributor of automotive and fleet chemicals and 

lubricants 
 

DAA NORTHWEST 

PO Box 19190 

Spokane, WA 99219 

Steve Doyle, Dealer Sales Manger 

(509) 244-4500 

Fax: (509) 244-8244 

E-Mail: sdoyle@daanorthwest.com 

Website: www.daanorthwest.com 

DAA Northwest provides wholesale auto, motorsports & RV 

auctions along with autobody, mechanical & detail ser-

vices.  The auction features PipelineSimulcast live internet 

actions & is an AuctionPipline/Plus member.   

 

*ADDITIONAL MEMBERS WILL BE FEATURED IN 

FUTURE BULLETINS* 
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Britani P. Laughery 

 
 

 

FINDING THE REAL 

CAUSES OF  

INJURIES 
 

 

 

 

 

 

 

 

From SafetySmart Online 

 

“Stacking meat crates and one of them fell, striking a man in 

the face.” 

 

“Man was using piece of wood to follow up work on a joiner.  

This piece was too small and was grabbed by the joiner 

blades, causing part of his right middle finger to be ampu-

tated, also wounds to other fingers.” 

 

“Injured was painting the ceiling and the ladder fall with 

injured on it.” 

 

“Man was assisting a crane lifting pallets.  While helping to 

free the pallet from under a pipe, it swung free and pinned 

the man against another stationary pallet.” 

 

“Woman was holding a locker next to a wall so it could be 

bolted in place.  A man was setting a second locker down 

next to the first.  The second locker slipped and fell on the 

woman’s left foot.” 

 

When safety specialists examine the reports of injury inci-

dents, they look for patterns.  They might see a certain type of 

equipment is involved in a number of injuries, such as impact 

tools, electrical power tools or metal-working machines.  

They might see patterns involving chemical exposure or slip-

pery decks.  They might even see attitudes expressed in the 

injury reports.  Sometimes the reports reflect: 

 

• Apathy toward safety 

• Resentment at being told how to do a task 

• Risk-taking 

• Impatience 

 

Take another look at the explanations of injuries at the begin-

ning of this safety talk.  What pattern do you see?  They all 

seem to ascribe some sort of life to inanimate objects.  In 

each case, the injured person seems to be an innocent victim 

of an object just waiting for an opportunity to hurt someone.  

Sounds silly, doesn’t it? 

 

Of course, we know better.  Or do we?  Looking at them 

again, we are sure the crate didn’t fall of its own accord, the 

jointer blades didn’t deliberately grab the piece of wood 

and chop the man’s finger off, the ladder didn’t maliciously 

slide out and carry the man with it.  No, in every case 

somebody did something wrong and the objects either fol-

lowed the natural laws of motion or the unintentional direc-

tions of the worker.  We have to ask ourselves why the ob-

ject behaved as it did, and in each case we will discover a 

human-made cause. 

 

Let’s take a realistic look at injury incidents.  Most of them 

are the result of things people did wrong, or the omission of 

things they should have done.  Some are caused by unsafe 

conditions or environment, but in most of these cases, the 

situation came about as the result of unsafe personal actions 

or omissions. 

 

Instead of blaming injuries on conditions or things, let’s 

look at what people did to cause them.  When we face up to 

our own shortcomings, we can determine what to do to pre-

vent injuries.  Get the real facts on the underlying causes 

into the injury reports, and the right answers can be found.  

And, perhaps most important of all, take a look at attitudes.  

The make the difference between injuries and safety. 

 

 

Submitted by: 

By Britani P. Laughery,  

CIC, CWCP, AU 
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TITLE SEMINARS 

 
I have received word from the DMV in Deer Lodge about 

the possibly of doing more title seminars for 2011.  How-

ever, we can only do them in Helena and Billings.  If you 

missed out on last year’s session or would like to attend 

again, please let us know if you might be interested.  It all 

depends on the numbers we are able to put together.   

 

Please call me or send me an e-mail if you are interested.   

 

Dan Dallas 

Field Services Director 

Montana Auto Dealers Association 

406-442-1233 

ddallas@mtada.com 

 

MOVING OBSOLETE PARTS OUT OF  

INVENTORY 
 
You’re probably aware of how parts move into and out of 

your inventory. You may even take precautions to make sure 

the special-order process is tight in your dealership. But at the 

end of the day, you may still have some obsolete parts in your 

inventory.  So the three million dollar question is: “How do I 

get rid of them?” I have some ideas, starting with the least 

expensive, moving up to the most expensive. 

 

First, ask for a special, one-time return to the manufacturer. 

Although manufacturers have specific policies for parts re-

turns, they’ll often allow a one-time return to help you clean 

up your inventory. This varies by manufacturer, but you’ll 

never know if you don’t try.  This is your best option, since 

you can return parts and get money for them. 

 

Next, you can try to sell parts for less than 100 cents on the 

dollar in a garage sale. Simply gather your obsolete parts and 

sell them in the dealership or online. If you decide to sell parts 

on an online auction site such as eBay, you’ll need to provide 

clear pictures and descriptions of each item. I’ve seen dealers 

have limited success with this, but it does take time to do. 

 

There are also locator services that you can use so people can 

find your parts. Again, no 100 cents on the dollar, but it’s bet-

ter than just giving them away. 

 

You can trade or sell parts to another dealer as well, and pos-

sibly get 50, 60, 70 cents on the dollar. You should also con-

sider selling those parts to your own used-vehicle department. 

It’s always better to sell a part at cost than to just give it away. 

 

But if you can’t sell the parts, you may have to give them 

away. If you decide to take this route, make sure you get a tax 

break. I see many dealers donate obsolete parts to technical 

schools and get a nice tax deduction as a result. 

 

If you can’t give the parts away, you have to throw them 

away. Just get rid of them, write them off, and be done with 

them. Once you clean up your inventory, you can make room 

for the parts that will make you money. 

 

 

This article is adapted from the upcoming NADA University 

online course “Overcoming Obsolescence,” presented by 

NADA Academy instructor Jim Phillips. Look for this new 

course in February 2011 in the NADA University Learning 

Hub at www.NADAuniversty.com, or call 1-800-557-6232 

for more information. 

 

http://www.nadauniversty.com/




 









 





 

 

 

Montana Automobile Dealers Association 

501 North Sanders 

Helena, MT 59601 

(406) 442-1233 

Fax (406) 449-0119 

 

 

 

 

 2010 MTADA Board of Directors 
 

President:  Don Kaltschmidt Don “K” Chevrolet Subaru  Whitefish 406-862-2571 
      

President-Elect: Ken Fichtner  Fichtner Chevrolet   Laurel  406-628-4618 
 

Vice President: Jim Stanger  Helena Motors    Helena  406-442-6310 
   

Chairman:  Gary Schoepp  Action Auto     Sidney  406-433-2312 
   

NADA Director: Bill Underriner Underriner Motors   Billings 406-255-2350 
 

DEAC Chairman: Don Kaltschmidt Don “K” Chevrolet Subaru  Whitefish 406-862-2571 
 

Exec. Vice President: Marilyn Olsen  MTADA    Helena  406-442-1233 
 

Directors:             Cari Yturri  Bennett Motors    Great Falls 406-727-2100  
 

   Garry Brayko  Archie Cochrane   Billings 406-656-1100 
 

   Ed Leipheimer  Discovery Buick   Anaconda 406-563-5256 
 

   Tim Hubbard  University Motors   Missoula 406-721-4900 
 
   Tom Simpson  Simpson Honda    Bozeman 406-587-0761 
 

   Fred Morris  Courtesy Ford    Conrad  406-278-5533 
    

   Craig Tilleman Tilleman Motors    Havre  406-265-7865 
 


