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TIME AND GOOD-
YEAR HONOR GREAT
FALLS DEALER

Leslie Oakland Wins National
Recognition for Community
Service and Industry Accom-
plishments at NADA Conven-
tion

Leslie Oakland, Vice President/
General Manager of City Motor
Company, Inc., a Cadillac, Chev-
rolet and Toyota dealership in Great Falls, Montana, was
recently honored for her nomination for the 2011 TIME
Dealer of the Year award.

Leslie Oakland

Oakland was one of a select group of dealers from across the
country honored at the 94th annual National Automobile
Dealers Association (NADA) Convention & Exposition in
San Francisco. The announcement of this year’s Dealer of
the Year and finalists was made by Kim Kelleher, Publisher
of TIME, and Johann Finkelmeier, Vice President & Gen-
eral Manager - Original Equipment N.A. Consumer Tire,
The Goodyear Tire & Rubber Company, at the formal open-
ing of the convention, which is attended by more than
15,000 individuals involved in the automobile industry.

The TIME Dealer of the Year award is one of the automo-
bile industry’s most prestigious and highly coveted awards
for new-car dealers. Recipients are among the nation’s most
successful auto dealers, but they must also demonstrate a
long-standing commitment to effective community service.

Oakland, was chosen to represent the Montana Automobile
Dealers Association in the national competition--one of only
52 automobile dealers, from 17,000 nationwide, nominated
for the 42nd annual award. The award is sponsored by TIME
in association with Goodyear, and in cooperation with
NADA. “Working alongside my father and my sister in the
dealership has been a wonderful opportunity,” says Oakland.
“And it has been extremely rewarding to be able to share our
success by helping others in our community.”

Oakland graduated from Great Falls High, and attended the
University of Montana,in Missoula. She began her career
with Hagfeldt Investment Properties, a real estate broker in

Great Falls, and then moved to Bison Realty. But the family
business called. “My father (Robert H. Oakland) moved to
Great Falls in 1954 to work for the Chevrolet dealer as a sales
manager,” explains Oakland. “He had the opportunity to pur-
chase City Motor Company in 1960.” In the winter of 1985,
says Oakland, “I attended my first NADA Convention in San
Francisco, and I was hooked.” That year, she started fulltime in
the automobile business with City Motor Company. “This is the
only dealership I have ever been associated with since working
at the store after school in high school and during summer
breaks,” says Oakland, who attended the NADA Dealer Acad-
emy.

In the area of community service, Oakland has a distinguished
record of dedicating her time, talent and resources to many civic
and charitable enterprises, including: Great Falls Area Chamber
of Commerce, McLaughlin Research Institute, First Interstate
Bank Advisory Board; Great Falls Development Authority;
Automotive T-TEN Advisory Board at Montana State Univer-
sity-Northern; Great Falls High Automotive Education Program
sponsor; Muscular Dystrophy Summer Camp Counselor; Mercy
Home of Great Falls, United Way and Special Olympics
Montana For her extraordinary efforts on behalf of the Special
Olympics, in 1998, Oakland received the Spirit of Special
Olympics Montana Award, which recognizes long-term
commitment, dedication and unselfish efforts toward Special
Olympics. “This award meant a lot to me,” says Oakland,
“because Special Olympics has always been important to me. I
started volunteering back in high school. It’s such a positive
experience, seeing the athletes rise above their disabilities.”
And, in 2006, Oakland was inducted into the Special Olympics
Hall of Fame, for “lifetime achievement” and “the highest ser-
vice to the mission of Special Olympics.” Since 2008, Oakland
has also chaired the Road to a Cure capital campaign for
McLaughlin Research Institute, a world-class bio-medical re-
search and educational facility. “We have raised $5.5 million
through private contributions, grants and state matching funds,”
she says, all of it aimed at enhancing “the Institute’s ability to
find solutions to Alzheimer’s, Parkinson's, multiple sclerosis
and other diseases that touch all of our lives in some way.”
Leslie and her husband John, have three children, Bailey,
Cooper and Aja.

CONGRATULATIONS

LESLIE OAKLAND!




Utah Dealer Stephen
Wade Takes the Helm at
NADA

In his first speech as chairman of
NADA last month, Utah auto
dealer Stephen Wade said he’s
looking forward to working with
manufacturers, regulators and
Congress to ensure that the na-
tion’s economic recovery contin-
ues as vehicle sales rebound this
year. “It finally feels like we’re
headed in the right direction,” said Wade, a multi-franchise
dealer from St. George, Utah, who took the helm of NADA at
the annual Convention & Expo in San Francisco on Feb. 7.
“Manufacturers are producing great product. Sales are pick-
ing up. And consumer credit is improving.”

Bill Underriner

As NADA vice-chairman in 2010, Wade had a front-row seat
for the many legislative and regulatory battles that NADA
and its grass-roots network waged on behalf of dealers. Those
successes, including NADA’s fight to keep dealer-assisted
financing affordable and available for consumers, have
poised dealers to thrive in 2011, Wade said, as sales pick up
and consumers who have put off new-vehicle purchases head
back to dealerships. “When we are persistent ... all pulling
together on the legislative front, marshalling our grass-roots
efforts around the nation with one common goal, we can
achieve the impossible,” Wade said.

NADA Convention Posts Double-Digit Attendance In-
crease

Record warm temperatures greeted more than 18,000 atten-
dees during the three-day NADA Convention & Expo in San
Francisco last month. That’s about 16 percent more attendees
than the 2010 event in Orlando, which drew about 15,200
total attendees. “This was one of the best all-around NADA
conventions in recent memory,” said NADA Chairman
Stephen Wade. “Auto sales are up. Dealers are getting back
to business. These are all signs the U.S. economy is recover-
ing.” The majority of attendees included U.S. dealers and
their managers, international dealers, automaker executives
and exhibitors and their staff. Total dealer and manager turn-
out at 101 workshop sessions covering 35 topics, presented
by NADA University, was 13,400 attendees, a 15 percent
increase over 2010. Many of the new “Online Presence”
workshops were filled to capacity. All 2011 workshops are
available through the NADA U Store after March 1, 2011.

The 2012 NADA convention will be held in Las Vegas on
Feb. 4-6. For the first time, it will be held in conjunction with
the American Truck Dealers (ATD) Convention and Expo.

In legislative and regulatory news...

SBA Launches Temporary Program for Commercial
Real Estate Refinancing

Late last month, the Small Business Administration an-
nounced that small businesses facing maturity of commer-
cial mortgages or balloon payments before the end of 2012
may be able to refinance their loans under a new program.
The new loan refinancing program comes less than a month
after the SBA rolled out a new dealer floor plan (DFP) loan
guarantee program strongly supported by NADA. The refi-
nancing loan program, also backed by NADA, is designed
to respond to another financing need often expressed by
dealers: the refinancing of commercial real estate. “The
new refinancing loan is structured like SBA’s traditional
504, with borrowers committing at least 10 percent equity
and working with third-party lending institutions and SBA-
approved Certified Development Companies in the stan-
dard 50 percent/40 percent split,” SBA said. But a key fea-
ture of the new program is that it does not require an expan-
sion of the business to qualify, SBA said. The administra-
tion began accepting refinancing applications on Feb. 28.
The program, authorized under the Small Business Jobs
Act, will be in effect through Sept. 27, 2012. Questions re-
garding either program can be directed to NADA Regula-
tory Affairs at 703.821.7040 or regulatoryaf-

fairs@nada.org.

Fraud Alert: Dealers Targeted in Loan Marketing
Scheme

NADA is warning dealers to be on the lookout for possible
fraudulent activity related to dealers’ retail loan portfolios.
Certain individuals have recently targeted dealers with a
scam involving a promise to “bundle a dealership’s car
loans and market them to investors,” essentially selling the
car dealers’ collectible debt. The individuals then require
dealers to pay car buyers’ first two to three months’ pay-
ments up front. These individuals collect the fees, but never
market the loans. One such group of individuals in Wash-
ington state was recently sentenced in federal court for their
role in such a scheme. This group operated under several
names including Auto Credit Solutions, Sub-Prime Finan-
cial Services, Easy Credit Store, Instant Funding Systems,
Great Northwest Financial Services and Western Empire
Financial Services. Dealers are encouraged to be diligent in
selecting business partners, and if a dealer suspects such
fraud is being attempted, they should contact the Internal
Revenue Service Criminal Investigation, U.S. Postal In-
spection Service or their local police department.

In other NADA news...

Tonkin: Auto Dealers ‘On the Way Back’ With auto
sales expected to reach nearly 13 million units in 2011, the
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outgoing chairman of NADA said last month that the
nation’s auto dealers have a renewed sense of optimism about
the auto industry. “We are on the way back,” said Ed Tonkin,
a multi-franchise dealer from Portland, Ore., who ended his
term Feb. 7, passing the gavel to Utah dealer Stephen Wade
at the NADA Convention and Expo in San Francisco. “Our
challenge now is to do everything in our power to keep things
moving forward,” Tonkin said.

NADA Guide Analyst: Car Shoppers Will Benefit from
High Trade-in Values in 2011 Rising consumer confidence,
an aging fleet and greater access to credit are key factors that
will increase consumer demand for used cars and trucks in
2011, said Jonathan Banks, executive automotive analyst for
NADA Used Car Guide. “The used-car market is providing
clear signs that the auto industry has entered a new phase,”
Banks said last month at a news conference on the sidelines
of the NADA Convention and Expo in San Francisco. Banks
highlighted five factors that will boost used-vehicle sales this
year: 1. Short supply leads to higher prices: Banks said he
expects to see a 4 percent reduction in the overall supply of
used vehicles in 2011. Used-vehicle auction prices will in-
crease 5 percent to 10 percent in 2011, he said. 2. Rising
trade-in equity: “Consumers will benefit from high trade-in
values in 2011, which will help facilitate a new-vehicle pur-
chase,” Banks said. “This should have a positive impact on
consumers with trade-ins of all ages, conditions and types and
aligns well with pent-up demand to replace vehicles." 3. Ag-
ing fleet needs to be replaced: Data on vehicle demand, U.S.
scrappage rates and the median age of cars and trucks on the
road ““all point to consumers wanting and needing to replace
their aging vehicles, which now average more than 10 years
old,” Banks said. 4. Increased flow of credit: According to a
Federal Reserve Board survey in the fourth quarter of 2010,
about 20 percent of participating lenders reported an in-
creased willingness to lend while none reported a decreased
willingness to make auto and other consumer loans. “We ex-
pect consumer lending to continue to improve in 2011,”
Banks said. 5. Dealers, automakers managing inventory
more effectively: Dealer investments in staffing, technology
and improved inventory management on the used-vehicle
side of operations resulted in an 11 percent sales increase in
2010, Banks said. “The restructuring of the auto industry over
the past three years has created many positive effects on how
consumers, dealers and automakers view the used-vehicle
market,” he said. “We are now in an age of a more efficient,
more intelligent and a more sustainable business model for
the used-vehicle market.”

Castriota Named TIME Dealer of the Year Thomas Castri-
ota of Castriota Chevrolet in Hudson, Fla., was named the
2011 national TIME Dealer of the Year, sponsored by the
Goodyear Tire and Rubber Co. Castriota received this highest
honor out of a select group of dealers from across the country
recognized at the NADA Convention & Expo in San Fran-
cisco last month. Castriota graduated from Pittsburgh’s Upper
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St. Clair High in 1971 and from Duquesne University in
1975, where he majored in political science and history. In
December 1975, Castriota was commissioned a 2nd Licu-
tenant in the United States Marine Corps, where he spent
26 years on active and reserve duty. After retiring as a
Lieutenant Colonel in 2001, Castriota was recalled to active
duty, at age 53, in support of Operation Iraqi Freedom from
2006 to 2007. “During that time,” he says, “I saw the mak-
ings of a new democracy: Iraq. Today, I believe my contri-
butions — to our country and Iraq — will bring about a more
secure world and new hope to the Iraqi people.” The TIME
Dealer

of the Year award is one of the automobile industry’s most
prestigious and highly coveted awards for new-car dealers.
Recipients are among the nation’s most successful auto
dealers who also demonstrate a long-standing commitment
to effective community service.

Please stay involved and in touch.
Bill Underriner, NADA Director
(406) 255-2350
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LEGISLATIVE REPORT

] Submltted by:
'l ‘ Bruce Spencer
MTADA General Counsel

MADA s bills this session are so far
fairing well.

HB 229 - permitting demonstration
plates on tractor trailers has passed
the house and had a good hearing in Senate Transportation.
We expect that it will pass out of committee soon. Thanks to
Mike Swanson, [-State Truck for appearing and testifying,
personal contact makes all the difference.

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 has passed the
House and the Senate and will soon be on the Governor’s
desk for signature. Thanks to Don Kaltschmidt, Don “K”
Whitefish for testifying for us in the Senate. Soon this regu-
latory burden on your business will be gone.

SB 211 - requires salvage titles for cars younger than 15
years; the current law is 6 years. This bill passed out of the
house committee with little problem. Bob Depratu, DePratu
Ford VW testified for us on the bill. However, on the final
vote in the house, before the bill gets sent to the Governor, a
representative who runs an auto body shop indicated that he
objected and was going to have the bill pulled. After a blood
pressure check, I shored up our support and convinced him
not to try and pull the bill. He still voted against it, but it
passed the house 88-9.

The budget HB 2 has passed the house and is currently hav-
ing hearings in the Senate. General consensus is that it will
not initially be amended a great deal and that a free confer-
ence committee will need to be formed to get the budget in
final shape. The Senate should be through with the budget by
the end of next week.

With the immediate repeal bill of medical marijuana stalled
in the Senate (Senate Judiciary had a tie vote on the bill), we
are concentrating efforts on getting HB 43 passed which
places employer protections in the law regarding medical
marijuana.

Finally, workers compensation reform continues to move
along. HB 334 the remaining major reform of workers com-
pensation is facing amendments in the Senate. While these
amendments lessen the saving impact of the bill, they do
lessen the impact on workers and hopefully make it palatable
to the Governor so. Even with the amendments, the bill of-
fers hope of significant savings on workers compensation
premium.

INTRODUCTION TO PERSONAL
FINANCIAL PLANNING

A personal financial plan serves as your playbook for orga-
nizing your personal financial goals and objectives in an

easy-to-understand guide. Once a financial plan is in place,
it is easier to focus on each individual goal and fully under-
stand what you need to do on a continuing basis to reach it.

The purpose of developing your own financial plan is to
prioritize each of your financial goals into needs, wants,
and wishes. The financial plan should clearly show how all
the goals are interrelated, yet prioritized. The plan should
also address which goals you would only be able to par-
tially fund if the resources are not adequate to fund them
all. A properly constructed financial plan should comple-
ment and promote your strengths, while highlighting any
shortfalls or deficiencies you may have. The plan should
then provide clear, actionable items regarding how to make
the necessary changes to achieve your goals within the ap-
propriate period.

A comprehensive personal financial plan can enhance the
quality of your life and increase your satisfaction by reduc-
ing the uncertainty about your financial future. It can help
you build your personal financial resources during your
working years and reduce the pressures on your dealership
when you leave the business. A financial plan allows you
increased control of your financial affairs. It can prepare
you for the unexpected, guide you during economic down-
turn, and help you avoid dependence on others.

Retirement can cause you stress, fear, and insecurity. De-
veloping a well-structured financial plan will not only give
you peace of mind; it may even help improve personal rela-
tionships within your family structure as you define an eco-
nomical way to transition the dealership that also allows
you to meet all your financial goals. Knowing you will
have the financial ability to achieve your goals in the face
of the unknowns associated with longevity is well worth
the time and effort of completing a plan.

You will need to gather and prepare the following informa-
tion to begin your personal financial plan:

1. List of personal financial goals and their projected
costs, with time horizons to achieve them
2. Personal and/or business financial statements
Personal budget (annualized savings and expenses)
Current copies of all investment accounts
Your current investment risk tolerance
Copies of insurance documents (life, disability, health,
long-term care, property and casualty, and liability)
Copies of wills, trusts, medical directives, and powers
of attorney
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Once you have gathered the information, your financial plan-
ner should take you through a formal process to develop your
plan. The following six-step financial planning process was
developed by the Certified Financial Planner Board of Stan-
dards, Inc.:

*Determine your current financial situation

*Identify and prioritize your personal financial goals into
needs, wants, and wishes

*Confirm the achievement of your financial goals

*Evaluate and identify alternative courses of action a neces-
sary

*Create and implement your financial plan of action
*Review, monitor, and update your plan as needed to stay on
track

This article is excerpted from 4 Dealer Guide to Business
Succession Planning, NADA University’s latest Driven man-
agement guide. Personal financial planning is only one of
five elements that you need to consider in building a working
business succession plan. Please sign in to
www.nadauniversity.com and visit Resource Toolbox to ac-
cess this and other Driven guides.

NADA UNIVERSITY LAUNCHES THREE
NEW ONLINE COURSES

New offerings posted to the NADA University [earning
Hub include courses in the legal and parts categories.
“Company with the FMLA” provides up-to-the-minute
Family and Medical Leave Act compliance information for

dealers, general managers, and HR personnel. The course
explains the FMLA and its provisions, and covers regular
FMLA leave and military family leave. “Overcoming Ob-
solescence” provides training in basic parts theory, and dem-
onstrates how obsolescence occurs, how to stop it, and how
to move obsolete parts. “Unlocking Frozen Capital” dis-
cusses how to free up cash and keep it flowing in all areas of
the parts department. Parts courses are intended for dealers,
general managers, department managers, and controllers .
All three new courses are now available to NADAvt sub-
scribers, who have access to all Learning Hub online
courses, two years of paid webinars, and two years of NADA
and ATD Convention workshops (2011 NADA workshops to
be posted this month). NADAvt subscriptions as well as in-
dividual courses, workshops, and webinars may be pur-
chased on at NADA U Store.

Enroll Now for Spring Dealer Academy 2011 Classes
Spring 2011 classes include: - A TD Truck Dealer Acad-
emy, starting April 4 - Dealer Candidate Academy, starting
May 9 or June 6 - General Dealership Management Acad-
emy, starting May 16. Individual Academy classes (e.g., Fi

nancial, Parts, Service and Variable Parts 1 & 2) are also
open to department managers, who may attend a week of
classes even if they don’t have a student in the Academy
program. You can call 800.557.6232, ext. 2, or e-mail
academy(@nada.org for an application.

Business Succession Management Guide Now Available
A Dealer Guide to Business Succession Planning has been
posted to NADA University in the Resource Toolbox. Click
Driven Management Guides, then Dealer/Executive. The
guide defines successful business transition, explains the
process behind it, and illustrates the benefits of planned
business succession and the issues created if a dealer dies
without a plan. The guide discusses the five elements of
business succession planning and provides detailed defini-
tions of the entities and trusts that dealers may employ to
protect their assets. Driven Management Guides are pro-
vided to NADA and ATD members as a benefit of member-
ship.

DrivingSales University is Newest NADA University
Partner DrivingSales University, helmed by Driving-
Sales.com founder and CEO Jared Hamilton, has joined the
select group of automotive and HR trainers whose online
courses are offered through NADA University. An expert
on Internet marketing, processes, and structure—including
social media—as applied specifically to automotive and
truck dealers, Hamilton draws also on other experts in the
online field to present up-to-the-minute, in-depth education
designed to keep dealers ahead of the curve in their online
operations. With the addition of DrivingSales University,
NADA University reinforces its position as a one-source
platform for the best training in the industry.

MEMORIAL DAY MIRROR HANG TAG
SPECIAL

If you are having a Memorial Day Sale this year contact
MTADA. Only $10 per pack of 50. Call while the supply
lasts.
Contact Dan Dallas Today!
406-442-1233
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WHAT’S IN A
SAFETY
ORIENTATION?

Britani P. Laughery

Safety orientations are activities that help employees and oth-
ers get familiar with a workplace’s safety and health pro-
grams. It also identifies hazards a worker, visitor, or contrac-
tor/customer may be exposed to at the workplace.

Orientation ensures that individuals are familiar with the
company’s expectations for safety and health; the role that
the individuals have in the safety and health program; and,
the hazards of the particular worksite.

Who Needs Orientation?

Depending on the workplace, it may be appropriate to give
safety orientations to:

New hires;

Temporary Employees;

Seasonal Employees;

Fulltime employees returning from a leave of absence;
Outside contractors; and,

Visitors to the workplace (i.e. venders).

Current employees who begin to work with new or unfamiliar
work and/or equipment will also benefit.

Who is responsible for orientation?

The Occupational Health and Safety Act, as well as the Mon-
tana Safety Culture Act, require employers to inform workers
of the hazards in their workplace and the procedures for do-
ing the job safely. Many people within the organization will
have a role to play in ensuring that individuals are properly
prepared for entry into the workplace.

Different people can deliver different parts of an orientation
program. For example:

The Safety Coordinator might deliver an overall orientation
of the organization’s safety and health policies/programs;

The HR manager might deliver an overview of the organiza-
tion’s wellness program;

The Supervisor might outline the specific safe work proce-
dures for a particular job or change in a job/task.

What topics are usually covered?
Health and safety policies;

Roles and Responsibilities;

Safe work procedures;

Work refusal procedures;
Injury/illness/near miss /hazard reporting;
Specific hazard information
Emergency procedures;
Discipline policy;

Personal protective equipment;
Safety committee.

How is orientation delivered?

There are a lot of ways to share the information. Choose ones
that best suit the workplace needs and the workers’ learning
abilities. Options include:

Classroom or individual training;
Computer based training;
Handouts;

Demonstrations;

Videos; and/or,

Site tours.

What makes orientation effective?

To make the training stick, these techniques have been
proven to work well:

Reinforce the concepts on-the-job;
Repeat the training periodically;

Build knowledge of workplace safety over time, and teach
what they need to know when they need to know it;

Follow-up with workers to ensure they are applying what
they learned;

Reinforce the importance of the safety and health policies by
management leading by example.

Submitted by:
By Britani P. Laughery,
CIC, CWCP, AU
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THE AUTO AUCTION: BIDDERS’ TIPS

Sometimes even the best auction bidders can stumble and fall
into psychological traps. Two such traps are known as the win-
ner’s and loser’s curse.

The Winner’s Curse: Some people bid just to win. They over-
pay for a vehicle and erode or even eliminate any potential
profit. In addition, if they overpay for a vehicle they are less
likely to put money into appearance reconditioning or mechani-
cal repair, thus making the vehicle less attractive to a retail cus-
tomer.

The Loser’s Curse: Some people habitually bid below what an
optimal strategy would dictate and regularly lose a vehicle to
another bidder. The habitual low bidder may be afraid of risks
or simply conservative. Either way, he doesn’t win.

The Cure: Search engines available on auction web sites,
printed market reports, and guide books provide buyers with
current auction values. An accurate appraisal of a vehicle's con-
dition is also critical. If a buyer does his homework and deter-
mines a vehicle’s actual value and the cost of the purchase be-
fore the auction, he is more likely to walk away with the vehi-
cles he needs and make money when a vehicle is sold to a retail
customer.

When Selling

Consign Early. The sooner your vehicles can be entered into
the auction's database the better. Buyers can find them earlier
and put them on their buy lists.

Know the Market. Study print and online auction Market Re-
ports to determine a vehicle’s worth. Take seasonal price ad-
justments into consideration—convertibles do better in spring
and summer and SUVs in cooler months.

Build a Reputation. Although no eBay-style feedback rating at
auto auctions exists, buyers quickly form an opinion of you as a
seller. The better your reputation, the more bidders you’ll have
in your lane.

Appearance Matters. Reconditioning and detailing make a dif-
ference and can yield good returns.

When Buying

Do Your Homework. Take advantage of auction information
systems. The night before the auction use the database search
function on the auction’s web site to create your final buy list.
On auction day, check the database from the kiosk for last-
minute consignments. Finally, download the consignment data-
base to your PDA and take it with you in the lots and lanes.
Arrive Early and Walk the Lot. There’s no substitute for doing
a thorough preview of the vehicles you wish to purchase. Sort
and prioritize your best picks and assign values to your favor-
ites.

Make Yourself Known to the Auctioneer. 1t’s important to let
the auctioneer or ringman know you are interested in a vehicle.
There are many styles of bidding and the auctioneer will take
note of yours.

Don’t lose the vehicle for the sake of $100. One more bid
might get you the car you need.

MTADA LOSES TWO SPECIAL
FRIENDS

Joe Leskovar Jr of Leskovar Motors in Butte, Montana
passed away on November 24, 2010.

Bob Smith of Bob Smith Motors in Billings , Montana
passed way Monday March 21, 2011. Bob Smith served
as president of MTADA in 1993. Bob was honored as the
Montana Time Dealer of the Year in 1993

DON’T FORGET OUR
ASSOCIATE MEMBERS

MANHEIM SEATTLE

19711 77th Avenue South

Kent, WA 98032

Julie Picard, General Manager
(206) 762-1600

Fax (253) 395-2378

Website: www.manheim.com
Wholesale dealers only auto auction

MOSS ADAMS, LLP

601 West Riverside, Suite 1800

Spokane, WA 99201

Tom Stevenson

(800) 888-4065 (509) 747-2600

Fax (509) 624-5129

Website: www.mossadams.com

E-Mail: tom.stevenson@mossadams.com

Full service dealership accounting serving over 400 dealer-
ships in the west
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Binding arbitration for
employment disputes

Arbitration is a way to resolve a legal dispute.
When using arbitration, the parties involved
agree to resolve thewr differences without
going thirough the court system. Arbitration is
consdered “binding”™ when people agres in a
contract to waive their right to the traditional
judge and jury system of resclving legal disputes.
Arbitration has some simiarities to the court:
system. Each disputing party gets to tall thair
side of the story to the arbitrator, who is a
neutral third party. After hearing all sides of the
story and reviewing any evidence, the arbitrator
dedides the matter. Unlike the court systam,
there is no jury in arbitration, and the arbitrator
may be more flexible than a judge when
consdering evidence or testimaony.

Ewan though it is less formal than going to
court, binding arbitratiomn is still & last resort for
resolving a legal dispute. Every effort showld be
made to resclve employment disputes on an
informal basis, without Evwolsing any third party:
Howewar, in those cases imowhich the employer
and employes cannot agree to 3 solution,
arbitration provides a good method for resclving
the dispute.

Hew binding arbitraticon works

The goal of any arbitration is to resolve a
dispute fairy and efficently. An arbitration
proceeding is started by one party completing
an arbitration claim form and sending it to am
arbitration administrator, swch as the National
Arbitration Forum (NAF). After a daim is filed
and an arbitrator selected, the other party files a
response to the daim.

In zome cases, usually wien the Esues ane
straightforwand and not complex, the parties can
request a docurment hearing. The arbitrator will
study the information submitted by eadh party
and make their dedsion.

On the other hand, the parties may ask for a
live, participatory hearing. Each side will hawe
an opportunity to tall the arbitrator its view of
the dispute, and submit evidence including the
testimorny of witnesses, The arbitrator will shudy

Ay binding arbitraticn award is legally
enforceable by the courts.

Binding arbitration vs. court cases
Court cases usually are time consuming,
disruptive, complex and expensive. In many
cases, arbitration of employment disputes is
relatively inexpensive, fast and simple to use
for both sides.
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Ao, courts follow a complex set of formal
mubas. Arbitrators work under the guidance

of a code of procedure published by the
arbifration organization, a copy of which can
wsually be obiained by visiting the arbitration
admanistrator's website. Arbitrators often ane
lawyers, retired judges or other persons skilled
i resolving disagreements.

Benefits of binding arbitration

= Reduced costs — Arbitration s usually madh
bess costly than taking the same dispute to
cowrt. Transaction costs are typically higher
im litigatsom — expearts, depositions, expansas
and general costs are significantly higher in
a multi-year Lawsuit. In addition, there is no
requiremeant that a lawyer be utilized, whidh
itseff cam result in significant cost sawings.

= Privacy — As dispurtes are resclved cutsida the
court system, the process is private. Binding
arbitration typically does not generate the
pulblcty that court cases can.

= Fewer delays — The average civil caze takes
two and one-half years to resohe, while the
average binding arbitration case is resolved
im less tham nine maomths. The NAF says most
bandling arbitration cases can be complated
within three to six months.

= Rational deckions — In binding arbitration,
an expenenced arbitrator, instead of a pury
paned, will resolve the dispute acconding to
substantive law.

Best practice guidelines for

employment agreements

= Deride whethear you will implement binding
arbitration for cument employees and
menw hirss, or for new hires only. [f you
are considering adopting this for current
employees, consult your begal counsal for
advice. Cowrts im several states have muled
that implementation of this on owmant

TIurrI-u-nn;thn Ini this pﬂldmmmrphdhwnm hﬂwnih:hnrdhhh-hrln‘fmmﬂu‘alp.rpmmb.ﬂl
which you @n use to create wour own palides and procedures. We trest tat you will nEtomine thess

employees is a reduction in the employment
agregment and would require an equitabla
bensafit advancement equal or greater to
this reduction. You can avoid this sk by
implamenting binding arbitration on new
hire employess onhy.

= BAdvize maw amployees that this is a
condition of hire before making an offer
for ermployment. kt is best to present this
condition during the gpplcation or intensew
part of the hiing process.

= Adeguately traim employess invoheed in
the hiring process on binding arbitration’s
benefits and processas.

= Develop mternal procedurss for handling
a new hire that is reluctant o sign

the agreement.
= |pdate business procedures to ensure
that a signed agreement is made a part
of an employee’s permanent record, and
update internal control procedures to
reflact this process.
= Consult with youwr legal counsel before
impdementing a banding arbitration
program for your employees.
Loss prevention information
For questions about this loss prevention topsc,
contact the Zurich Risk Engineering Department
at 800-8221-7303.

Hot a customer?

For more information on any of
Zurich's products or sendcoes, wisit
wyww.zurichna.comdzdu or call us
at B00-842-8842 ext. 7449,

Already a customer?

Contact your Zurich Account Executive

or agent about sample forms and other
arbitration materials available from Zundh.

:ndp'u-:dl.lml'nﬂnd'ﬂ.id
reflect your cwn operations and

hdhu-ﬂl.:ll'ﬂ'm mx:kﬂﬁhmhﬂmﬂmm:dirhmummrﬁhmumthﬁidtmwm:ﬂ
Mﬂﬂﬂurmm when developing programs and polickes. We do rot guaranice the accuracy of this Information or any resdix

:dhlﬂ'ﬂmlmmhﬂtyhmucﬂmﬂlhﬁh blication and

contairead harain. Moreower, Burkdh reminds you that

procedures t rot b appropriate under the dnoumstancaes. Tha
e p'nmﬂmmn::mnguum:h:ﬁrmrum

thecss poicles ard

sample polides and
et be asumed) b montsin oy

peocedures, Indd rormation, matheds
mﬁfﬂu mﬂmmmgﬁmm

mattar of this publicztion i not ted o any spedfic insurance preduct nor will adopting
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SUNDAY JUNE 19TH

3:00-0:30pm
1:30-3:00pm
3:00-5:00pm
B6:00-7:30pm

Monday June 20th

7:00-9:00am
9:00-12:00pm
8:00-2:00am
9:00-11:45am
9:00-12:00pm
12:00-1:30pm
1:45-2:25pm
2:35-4:30pm
2:30-7:00pm

TUESDAY JUNE 215T

7:00-12:00pm
8:00-2:00pm
10:00-2:00pm
7:00-9:00am
2:00-8:00pm

WEDNESDAY JUNE 22ND

9:00-10:30am
9:00-10:00am
10:15-11:45
10:15-11:45
12:00-1:15pm
1:30-4:00pm
4:00-3:30pm
2:30 — 8:00m

IADA & MTADA 2011 Convention [ June 19-22 | Coeur d’Alene, ID

Nciedule o Event$

Registration & Information

Montana Dealers Re Meeting

MADA Insurance Trust

Welcome Reception with Heavy Hors d’ Oeuvres)

MTADA Executive Committee Meeting

MTADA Board of Directors Meeting

IADA Executive Board Meeting

IADA Board of Directors Meeting

Registration & Information

Opening Luncheon (Governor & NADA Stephen Wade)
Education Speaker (NADA Paul Metrey)

Motivational Speaker

Cocktail Reception with Heavy Hors d” Oeuvres)

Registration & Information

Golf Tournament at the CDA Golf Course

Motorcycle Ride

Breakfast Buffet

Tradeshow Expo (Cocktails & Heawvy Hors d’ Oeuvres)

Registration & Information

Sponsor Recognition Light Breakfast

Idaho Members General Session Meeting
Montana Members General Session Meeting
Presidents’ Luncheon TIME Presentation
Manufacturer Speakers (Subaru, Chrysler, etc)
MNetworking/Free time

Lake Cruise Banquet wy Cocktails & Entertainment
(Kid's Klub Available 5:15-8:45pm)



REY

IStration korm

IADA & MTADA 2011 Convention | June 19-22 | Coeur d

Attendes Information

Attendes Name(s)

Print name{s] a3 you wish them to appear
T o e T [ O S

Rate
Code

Please Check Days That | 0 o

Will be Attended

Sun, | Man. | Tues, | Wed, | Galf |Motarcyele
Ride

‘Alene, ID

Kid"s
Hlub

Child's
Age

Contact Nama:

Titha:

Company:

City, State, Zip:

Phione:

Ernadl:

Mail, Fax or Email form to IADA by June 3rd Note: Guests & children attending meal functions will be billed at the Individual doy rate, plus o 55000 if not registened in advance .
Entire Convention Registration Fees - inchude all scheduled events and meals Sund ay through Wednesday except golf. Indind dual Days inclsde all events scheduled for the day except golf.

ENTIRE CONVENTION RATES:
RATE CODES

M - Member Rate 4250 f per adult £250/person X Mo. =%
N - MNon-member Rate $500 / per adult $500/person x No. =%
R - SponsorRate 5250/ per adult 5350fperson ¥ No. =5
5 - Spouse Rate 5225 [ per adult 5225/ person % No. =5
C- Children (ages 3-17) 4150/ per child (Very Important Kid Klub available ages 3-10) 45150/person x No. =5
ADD-ONS:
Golf 5125 f per adult $125fperson x No. =5
Maotorcyde Ride 530/ per bike  (must show motoreyde endor sements) 530/ bike  x No. =5
INDIVIDUAL DAY RATES:
Sunday $50 - Member [ 5100 - Non-Member
W ond ay £100 - Member / 5150 - Non-member 4 person ¥ Mo___=%
Tuesday 75 - Member /5125 - Non-member 5 person x Mo__ =5
Wednesday 5135 - Member [ 5175 - Non-member 5 person x No___=5%
Al registration forms must be accompanded by full payment. See the Registration & Information brochure for cancell ation policy. TOTAL 5
PAYMENT: —Endosed ks a chedk made payabde to | ADA Fleaze charge my credit card
Name on Cand: iCard Moy Expiration Date:
Signature:

lADA 4980 W.State 5t Boise, ID83703 P -(208) 853-4668 F- (208) 853-6671




Bill Type Ty
- Numl kc i Sp Statns Statuz Date
HB3l [LCOD97 Een Peterson |I:E|::| Tabled i (0171172011
tee* _  (H)
Transportabon
HB43 |[LCO296 m (5) Heanmg -— (5)/03/022011;
mess, Labor, and |10:00 AM n
1c Affaurs R 422
HBlsl [LCOL1E ﬁt\l& (5) Commuttes Vote |[03/14/2011
bumn atled; Femains 1o
e - (3)
Tudicuary
HEB17S [LCOA24 Eamth Regier [(H) Heanng -- (H) 037212011;
|H:|nm.u5En'ii:E 3:00 PM, Em
152
HB 201 |[LCO707 |Wendy ||:E|::| Missed Deadline 022472011
Warburton  [for Creneral Ball
Transmuttal*
HB 23 |[LCOL0S |Walter (5} Commattes 037172011
{BeDutt ive Achon-—-Bill
_ -
ghwrays and
ransportabion
HBE 249 |[LCL095 Eimre (5) Heanmg — (5)/03/172011;
tzpatnck mess, Labor, and|9:00 AM Em |
1c Affaurs 422
HB2: ILCIETH 037182011
HB2ed |[LC2026 0371772011
HB26s [LC2025 03/10/2011;
300 P, Em d
Transportabion 405 1
HB 274 |LC0O542 Daxad {(H) Heanng -- (H) 03/082011;
oward Appropnations 800 AM. Em
102
HB 306 [LC1172 TomBerry |(S) Hearing — (S) State (03/16/2011;




Admamistration 3:00 PM, Fm for notary pubbec to
335 and maimtmn a3
journal
HB 125 [LC0637 [Keith Regier ((H) Hearing - (H) 02/02/2011; class §
Taxation 9:00 AM. FEm 1 equpoent
152 tax
HB 334 |LC0305 |5|:dt (5} Heanmg — (5)03/23/2011; revise
1 Busmess, Labor, and |9:00 AM, Em
Economic Affairs 303
HB 357 |LC0689 m (H) Heanng -- (H) |03/152011; nde tax credit for
Appropnations 3:00 PM. Bm coninbubon
102 employee health
savings acoount
HB 158 [LC0690 m (H) Heanng -- (H)|03/08/2011; Montana
Appropnations 300 PM, Bm SAVInES
102 account  commbution
HE 439 [LC0443 Eﬁ‘ﬂ! (H) Hearmmg -- (H) 02716/2011; obligation
ollenbaugh |Appropnations 300 PM, Em for state
102 Eovernment
HB 440 LCL1536 |[Damel E(H) Missed Deadline 027242011 ire all public and
Salomon for {eneral Bill vate emplovers to
Transmattal* E-Venify program
HE 445 [LCM20 Cary Smith |(H) Heanng -- (H) 03/092011; Allow health care
Appropnations 800 AM Bm fchowee thru  out-of-
102 state polices
HB 543 |LCL528 |[Steve (5} Eeferred to 03/02/2011  Eevise lawr on
IFiizpahi::l Committee - (3) State admmistrative  rules
HB 601 [LC1672 mﬂs (H) Hearing -- (H)03/11/2011; ise business and
Busmess and Labor 800 AM Em law to Limmt use
03 of credit history in
employment
SB45 [LCO0150 [DaveLewis [(S) Missed Deadline 02242011 | Revise notary laws
for General Bill
Transmattal*
5B 57 ILC0394 Gene (H) Commttes Vote 03/082011 m;unalty for
Vockowvich [Faled, Remams m profection
Commuttee — {H) violatons
Tudici
5B &0 LCM EmGllan (5} Trensmtted 6o (03142011 |[Amend secunty credst
overnor freeze law fo protect
I persons
5B 70 [LC0242 [Daad E|(5) Tabled m (02012011 I net
Wanzenned |[Computtee* - (5) ting loss
Taxation arryback provisions




5B [LCO402 Bradley (5} Tabled m (01172011 Provide for a primary
ittee® - (5) seat belt law
ghways  and
ransportation
SB 145 |[LCO791 |[Bob Lake (5) Mizssed Deadline 027242011
for General Ball admmistrative mles to
ransmittal® be  approved by
5B [LC1783 |Bob Hawks |(5) Missed Deadhne 02242011  [Clanfy mmmerpal
for Ceneral Bill authonity fo regulate
ransmattal® outdoor highting
SB 195 LC1828 |Jomathan (3) Missed Deadline 02724/2011 | Address bullving m
Windy Boy |for Creneral Ball the workplace
ol
5B 211 ILCZH'M Enwhe |I:S]|- reosmutted  fo 03/16/2011  [Rewvise salvage fitle
utton
SB 372 |[LCO648 Bruce (%) Commuttee Beport-- (03142011  Lower business
Tutvedt 1 Passed as
Amended - (5) phase more reduction
Taxation on state economic
SB 380 |LC2017 EmGillan [(S) Missed Deadline 0224/2011 | (Generally revise laws
for (eneral Bill regarding  emplover
Transmttal* conduct regarding
politics, relipion
SB 387 [LC2181 m (S} Missed Deadline 0224/2011 |Change factors for
Transmuttal* totally unemploved
SB 396 [LC206d [EmmGallan  (5) Heamng - (5)|03/16/2011; 1
Taxation 800 AM Fm monresident
403 resident tax equty on
business interest sales




Montana Automobile Dealers Association

501 North Sanders
Helena, MT 59601
(406) 442-1233
Fax (406) 449-0119

President:

President-Elect:
Vice President:
Chairman:

NADA Director:
DEAC Chairman:

Exec. Vice President:

Directors:

2011 MTADA Board of Directors

Don Kaltschmidt

Ken Fichtner

Jim Stanger
Gary Schoepp

Bill Underriner
Don Kaltschmidt

Marilyn Olsen
Cari Yturri

Garry Brayko
Ed Leipheimer

Tim Hubbard
Tom Simpson

Fred Morris

Craig Tilleman

Don “K” Chevrolet Subaru
Chrysler Dodge Jeep Ram

Fichtner Chevrolet
Helena Motors
Action Auto

Underriner Motors

Don “K” Chevrolet Subaru
Chrysler Dodge Jeep Ram

MTADA

Bennett Motors
Archie Cochrane
Discovery Buick

University Motors
Simpson Honda

Courtesy Ford

Tilleman Motors

Whitefish

Laurel

Helena
Sidney
Billings
Whitefish

Helena

QGreat Falls
Billings
Anaconda

Missoula
Bozeman

Conrad

Havre

406-862-2571

406-628-4618
406-442-6310

406-433-2312

406-255-2350
406-862-2571

406-442-1233
406-727-2100

406-656-1100

406-563-5256

406-721-4900
406-587-0761
406-278-5533

406-265-7865




