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NADA DIRECTOR’S REPORT 

CHRIS COYLE 

Coyle Chevrolet  

Clarksville  

NADA’s New-Vehicle Sales Forecast Remains Unchanged at 17.1 Million for 2017  

 With six months of U.S. new-vehicle sales in the books, the National Automobile Dealers Association (NADA) is holding steady 

at its original sales forecast of 17.1 million new cars and light trucks for 2017. 
 Through the first six months of the year, 8,401,715 new light-vehicles were sold, down 2.2%, compared to last year. 

 “Overall consumer demand for new vehicles is still very healthy,” said NADA Chairman Mark Scarpelli during NADA’s quarter-
ly economic briefing today. “Consumer tastes continue to trend away from sedans and toward light trucks and SUVs. Sedans now ac-

count for 37 percent of sales, meaning that roughly two out of every three retail transactions are now a light truck, SUV or crossover. 
Simply put, there is great demand for the utility that SUVs and light trucks provide.”  
 Scarpelli, president of Raymond Chevrolet and Raymond Kia in Antioch, Ill., and co-owner of Ray Chevrolet and Ray Chrysler-

Jeep-Dodge-Ram in Fox Lake, Ill., highlighted three “big-picture takeaways”: 
 

(1)    It is important to note that there is little to indicate a broader weakness or fall off in sales as some analysts have suggested. Overall 
economic growth remains strong, and the trends that are fueling consumer demand across the economy are still positive. And while new-
vehicle buyers are not coming into stores at the same rate as the past two years, it is critical to keep in mind that those were record years. 

Sales are declining, but they are most certainly not in a free fall.  
 
(2)    New-vehicle buyers continue to hold a very strong affinity for their personal vehicles. 2017 is proof-positive that the need and desire 

for reliable and affordable personal transportation is alive and well, and that sales of new vehicles will continue to be a cornerstone of 
industry – and broader economic – health for years to come. 

 
(3)    It is still a great time to be a consumer shopping for a new vehicle. The mix of makes, models and features is as good as it’s ever 
been, and the competition among competing brands for customers is fierce. And because of the franchised dealer model, consumers are 

benefiting from an additional layer of intra-brand competition. We know from empirical research that intra-brand competition lowers 
prices for consumers, and as a dealer I can tell you that these competitive forces are present in abundance on the ground. 
 

 NADA Chief Economist Steven Szakaly added that the “typical stresses and strains from rising interest rates, excessive lending 
and overall weak consumer spending are not visible in the broader economy.” 

 “There is little indication that the Fed’s rate raising actions have as yet had any impact on overall growth,” Szakaly said. “While 
we will see on Friday [July 7, 2017] how the labor market continues to perform, we expect payroll growth to have been strong at 
190,000.”  

 Szakaly highlighted three areas of concern about consumers, incentives and inventory: 
 
(1)    There are some fundamental changes to consumers and their buying patterns. For example, loan financing terms have extended to 

nearly six years. This leaves consumers waiting longer to get into a net equity position, pushing into the fourth year of ownership com-
pared to three years before the financial crisis.  

 
(2)    We have seen some deterioration in credit scores overall for new-vehicle loans. But here again it is important to separate what is real-
ly hype from some important realities. Strong employment growth and low unemployment levels make some consumers a less risky credit 

bet. If it is easy to find a job or to find a new job, the odds of making a payment across all credit scores improves. It is a natural part of 
the cycle to expect consumers with improving financial positions to enter the new-vehicle market. It is, after all, nearly a decade since the 

last recession. People with improved financial positions are expected to look at new purchases and one of those large purchases are new 
vehicles.  
 

(3)    As for rising incentives, they largely remain in unpopular sedan segments. We do expect incentives to continue to rise this year espe-
cially as off-lease vehicles begin to exert further downward pressure on sedan pricing throughout the rest of 2017. In our own pricing 
analysis, the weakness in new- and used-transaction prices remain heavily concentrated in the sedan segments. Adding to the pressure on 

sedans is the reality of off-lease vehicles concentrated in sedan segments. We expect about 200,000 new-vehicles buyers to drift into the 
used-car market as the value proposition from off-lease vehicles will simply be too tempting. It is important to remember that manufactur-

ing often lags consumer signals, it can take months to adjust production. Incentives can be an important tool to bridge the gap between 
when consumers begin to leave a segment and when production is finally reduced. Rising inventories continue to signal that the industry 
continues to seek a balance. We expect inventories to continue to rise into September before falling. A critical indicator for where incen-

tives and sales in fall and winter will be whether we see inventories level off in the third quarter.   
 
 “Record sales years do not last forever and what we have seen is that 

the industry has moved steadily toward a model that is more productive and 
flexible particularly on the new-car side,” Szakaly added. “Given these still 

stronger than average market fundamentals it is difficult to see sales falling 
below a long-run rate of 16.5 to 16.8 million. This would still represent a 
strong market.” 
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2017 Contributors        

(as of July 31, 2017) 

NADA PAC (Political Action Committee) 

Terry Lee 

Terry Lee Honda—Avon 

NADAPAC Chairman 

State Summary                       State Summary                       State Summary                       State Summary                       
(as of July 31, 2017)    

Analysis of Contributors: 

Members in report:                             

264 

Members with Permission:               

115 

Percent Members with Permission:  
43.56% 

Contributors (YTD):                                

20 

Contributions Received As Of: 

Previous Year  7/31/2016 

$15,455.00 

Current Year  7/31/2017 

$8,095.00 

Current Year Quota:                 

$24,161.51 

 

Percent Current Year Quota Attained: 

      33.50% 

SILVER EAGLE DONORS ($500—$999) 

• Dennis E. Gernhardt - Defouw Chevrolet Inc. 

• Thomas Roush - Tom Roush Inc. 

• Michael Anderson - Mike Anderson GM Super Center 

• Tom Miller - Tom O’Brien Chrysler Jeep Dodge 

• Thomas Rethlake - Eriks Chevrolet Inc. 

** Indiana’s NADAPAC Team consists of the NADA Director (Chris Coyle), NADAPAC Chairman (myself), Association President (Nick York) and    
Association Executive Vice President (Marty Murphy). 

CONTRIBUTING MEMBERS (less than $250) 

• Jeryl Luegers- Bob Luegers Motors Inc. 

• David Luebbehusen- Washington Chrysler Center Inc. 

• William Yoder - Yoder Ford 

BRONZE EAGLE DONORS ($250 -$499) 

• Don P. Button - Button Chrysler, Jeep, Dodge, Ram 

• Thomas Rethlake - Eriks Chevrolet Inc. 

• John W. Colglazier - Don Hinds Ford Inc. 

• John E. Jones - John Jones GM City 

• Terry Lee - Terry Lee Honda 

• William Fairchild - Art Hill Ford Lincoln Mazda 

• Tom Miller - Tom O’Brien Chrysler Jeep Dodge 

• Bryan Bennett - Country Chevrolet Buick Inc, 

• Jeff Inskeep - Inskeep Ford 

• Robert L. Poynter Sr. - Bob Poynter GM 

• Rex Gingerich - Button Chrysler-Jeep-Dodge-Ram 

• Richard Scott Jaeger - Thompson’s Honda 

• Pat O’Brien - O’Brien Toyota 

GOLD EAGLE DONORS ($1,000 - $2,499) 

•  

PRESIDENTS CLUB ($2,500 - $5,000)                                           

• Steven Bassett - General Truck Sales 
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Keep Your Office Out of theKeep Your Office Out of theKeep Your Office Out of theKeep Your Office Out of the    

“Red Flags Rule” “Red Flags Rule” “Red Flags Rule” “Red Flags Rule” Danger ZoneDanger ZoneDanger ZoneDanger Zone    

    

OnOnOnOn----site Shreddingsite Shreddingsite Shreddingsite Shredding    

    

Deadbolt locked security console Deadbolt locked security console Deadbolt locked security console Deadbolt locked security console 
FREE of chargeFREE of chargeFREE of chargeFREE of charge    

        

Licensed, bonded, uniformed and  Licensed, bonded, uniformed and  Licensed, bonded, uniformed and  Licensed, bonded, uniformed and  
insured CSRsinsured CSRsinsured CSRsinsured CSRs    

    

Document of destruction providedDocument of destruction providedDocument of destruction providedDocument of destruction provided    

at conclusion of each shredat conclusion of each shredat conclusion of each shredat conclusion of each shred    

    

All materials All materials All materials All materials recycled recycled recycled recycled     

    

First automatic shred FREE if you mention this ad.First automatic shred FREE if you mention this ad.First automatic shred FREE if you mention this ad.First automatic shred FREE if you mention this ad.    

    
Contact LaMonica Burgess at Contact LaMonica Burgess at Contact LaMonica Burgess at Contact LaMonica Burgess at     

(317) 563(317) 563(317) 563(317) 563----2094.2094.2094.2094. 
    

Give your business a long,   Give your business a long,   Give your business a long,   Give your business a long,   

profitable life… Advertise in     profitable life… Advertise in     profitable life… Advertise in     profitable life… Advertise in     

“THE SHOWROOM.”“THE SHOWROOM.”“THE SHOWROOM.”“THE SHOWROOM.”    

    



TRAINING LESSONS 
 

Two recent fires at dealerships – one in Alabama this June and another in Detroit in July -- reminded me of 
an attendee in one of my safety classes.  Sitting near the back of the training room in a large Ford dealer-
ship, he perked up noticeably when I spoke about flammable liquids. 

I approached him after the class, noticing that his eyebrows were singed off as well as the front of his hair 
line.  He told me that, if he had been in this class a week ago, he would not have been burned.  I recall his 
story now because it mirrors two other very recent fires.  It’s possible that all the incidents could have been 
avoided if the employees had received the training that is actually required annually by OSHA. 

But it’s hard to find time to do safety training. 

In my young student’s case, he was concerned that the floor in the new car delivery area had become 
marked by car tires and that the marks were difficult to remove.  Being conscientious but untrained, he 
took some brake clean solvent from the service department and poured some on each of the marks.  Then 
he went to get the electric floor buffer, walked it in the room and plugged it in. 

All the while, of course, the flammable vapors were accumulating in the room.  When he clicked the switch 
to start the buffer, the vapors ignited, literally blowing him out of the room in a flash fire. The landing did-
n’t hurt him badly, but the flash fire singed off his eyebrows and the front of his hairline.  I recalled that he 
had nodded during my talk when I said, “liquids don’t burn; vapors do, and the hazard increases as the liq-
uid spreads out and the vapors have time to build.” 

Two recent incidents that might have been avoided with Hazard Communication Training. 

In July, a contract worker in the service department of a Chevy dealer near Detroit ran the floor scrubber 
over some spilled gasoline with similar results, damaging 30 cars and the service department.  You can 
hear him say on the 911 call, “I am so fired.” 

A tragic fire in an Alabama dealership resulted in the deaths of three employees and the hospitalization of 
three more.  Social media is divided: great support for the employees and split opinions over shopping at 
the dealership again.  OSHA has investigations going and lawsuits were recently filed against the dealership 
and the manufacturers of the equipment being used by the employees who died. 

While we don’t know for sure that training would have prevented the fatalities at the dealership in Ala-
bama, there is video evidence of the contract worker in Detroit creating the gas spill on one pass with the 
floor scrubber and coming back for the next pass and failing to avoid running his floor scrubber over the 
spilled gasoline.  The required Hazard Communication training would have told him that he was working in 
an area with flammable chemicals and that the scrubber was an ignition source. 

Everyone involved in these incidents were just trying to do their jobs, efficiently and conscientiously, it ap-
pears.  But to do the job safely requires a trained employee – and it’s always hard to find time for safety 
training. 

Even without catastrophic accidents, untrained employees will have minor incidents that are reported to an 
insurance company regularly. These injuries may be far more minor and temporary, but the effect is felt by 
the dealer every time he pays his insurance premium. Setting aside the risks of a major accident, which can 
be terrible and are worth addressing on their own merit, finding the time to train employees on Hazard 
Communication is a key part of reducing those costs which saves real money and keeping your employees 
safe. 

www.complynet.com Office 800-653-1869                                                     EJ Shelby 219-308-2649 

Compliance Counts 
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MDAI Dealers, 
 
Remember, Indiana's new off-road vehicle (ORV) law requiring helmets for anyone under 
the age of 18 went into effect Saturday, July 1. This includes public and private lands. If 
anyone has any questions about the new law I will be glad to answer all that I know and 
understand. 
MDAI recently participated in a collaborative effort with the Indiana Department of Nat-
ural Resources, numerous other state agencies and several organizations to develop the 
following collaborative mission statement:  
Our mission is to protect Indiana’s youth from preventable brain injuries, serious bodily 
injuries or fatalities caused while operating or riding on vehicles capable of cross-
country travel through highly visible and dynamic educational campaigns and effective 
law enforcement. Our goal is that individuals under age 18 operating or riding on an off-
road vehicle wear a DOT-approved helmet in accordance with state law. We pledge to 
support all organizations and state agencies to effectively promote safe off-road vehicle 
operation and riding as a viable form of outdoor recreation.  
 
ORV Helmet Law, Effective July 1, 2017: 
 
Sec. 11. (a) An individual less than eighteen (18) years of age who is operating or riding 
on an off-road vehicle shall wear a helmet that meets the standards established by the 
United States Department of Transportation under 49 CFR 571.218 as in effect January 
1, 1979. 
 (b) An individual who violates this section commits a Class C infraction. 
SECTION 3. IC 14-16-1-33 IS ADDED TO THE INDIANA CODE AS A NEW SECTION TO 
READ AS FOLLOWS [EFFECTIVE JULY 1, 2017]: Sec. 33. A person who is: 
 (1) the owner of an off-road vehicle; 
 (2) in possession of an off-road vehicle; or 
 (3) entitled to the possession of an off-road vehicle, whether by reason of legal title, 
lease, license, rental arrangement, lease with option to purchase, contract of conditional 
sale, or otherwise; may not knowingly authorize or permit an individual less than eight-
een (18) years of age to operate the off-road vehicle in violation of IC 9-18.1-14-11 
 
Rayce Guthrie 
MDAI Executive Chairman 
Motorcycle Dealer Association of Indiana 
Cell: (812)327-3669 
Email: rayce@adai-inc.org  



BHPH CORNER                              PRESENTED BY:    

By Brett Breedlove, CPA 

Katz, Sapper & Miller 

 

 Many media outlets have reported about the imminent subprime auto loan bubble burst, warning that the economy is set on a 
collision course for the next big credit crisis. While some BHPH operators are bracing for impact, others see this as a sign that the worst 
is behind them and of opportunities ahead. 

 Although BHPH operators understand the cyclical nature of their business, many believe the last few years have been one of the 
worst and prolonged industry slumps they can remember. It has been tough from all aspects – intense competition from non-BHPH 
sources competing for the best and deep subprime customers, an increasingly watchful regulatory climate, and the shrinking value of 
collateral have all been contributing factors.  

 So how did we get to where we are now? Following the credit crisis of 2008 caused by the subprime mortgage collapse, many 
BHPH operators experienced a short period of record portfolio performance fueled by the dry credit market. Customers had difficulty 
obtaining financing which allowed BHPH operators to be more selective and reach higher up the subprime credit spectrum. This yielded 
healthier than normal portfolios and lower delinquency and credit losses.  

 As the economy emerged from the credit crisis, the combination of steady year-over-year job growth, historically low interest 
rates, and pent up demand for automobiles drove the automotive and auto loan industries into rapid expansion. BHPH operators were 
forced to compete more with traditional lenders for their best customers and often found themselves shifting further down the credit 
spectrum in order to maintain volume. 2016 was a record year for new car and light truck sales in the U.S. Despite the sustained custom-
er demand for autos, stagnant wage growth throughout the economy resulted in extended customer loan terms and higher loan-to-value 
(LTV) outcomes as customers looked to manage their monthly payments. According to a recent Forbes article, the fastest-rising class of 
vehicle loans today is in the 73-84 month category. Eighteen percent of used car loan originations were in this category during Q4 2016. 
Sustained increases in year-over-year sales, higher LTVs, and longer loan terms caused auto loan balances to reach record levels at the 
end of 2016.  

 2017 seems to be painting a different picture. According to Forbes, overall June 2017 auto sales dropped by three percent com-
pared to June 2016. In fact, through June YTD 2017 vehicle sales hit their lowest levels since the same period in 2014. As sales have 
dropped off, some BHPH operators have relaxed their underwriting criteria resulting in higher risk portfolios. Additionally, used car val-
ues are expected to continue to soften which will result in lower recoveries from future repos.   

 All of these factors combined - relaxed underwriting standards, high LTVs, extended loan durations, and shrinking collateral 
value have led to high portfolio delinquency and significant credit losses. Many industry leaders fear that the worst is yet to come and 
that the subprime auto loan industry is on a path to repeat what happened in 2008. Several bank and subprime lenders have begun to 
cut, or at least cap, their exposure in subprime auto loans as a result of mounting losses. According to Bloomberg, Wells Fargo has im-
plemented a cap that originations of new subprime auto loans cannot exceed 10 percent of all new auto loan originations. Wells Fargo 
has also made significant cuts to overall new auto loans (29 percent) in Q1 2017. Additionally, JP Morgan is said to have made dramatic 
cuts in subprime auto loan originations in Q1 2017.   

 So with two of the largest subprime auto lenders reducing the exposure of subprime auto loans on their balance sheets and 
many other lenders following suit, why are BHPH operators not feeling relief? The answer partially lies in the asset backed securities 
(ABS) market. With interest rates still at historic lows, investors seeking higher fixed income returns continue to turn to subprime auto 
bonds. Large banks can bundle subprime auto loans into bonds and sell these 
securities to investors rather than carry these loans on their balance sheet. This 
effectively shifts the banks’ risk of loss from subprime auto loans from their 
balance sheet to investors. In fact, as reported by Bloomberg, Wells Fargo and JP 
Morgan have remained two of the top three subprime auto loan security under-
writers even though they have made significant cuts to their own subprime loan 
portfolios. 

 This begs the question: if the banks do not want these assets on their 
balance sheet, why would investors want to buy these securities? Investors are 
often more willing to accept higher risk for the prospect of higher returns than 
banks. Further, these loan securitizations often include credit enhancements, 
such as packaging additional collateral into the securities, which can reduce the 
impact of credit losses of defaulted loans compared to carrying the loans on the 
balance sheet outright. 

 As a result of the continued interest in the ABS market, subprime cus-
tomers still have many lending choices for used car loans. Combined with the 
decreased sales volume in 2017, competition in the BHPH industry remains 
strong for now. As delinquency rates and credit losses stay high, some investors 
and analysts see relief on the horizon for the BHPH operator. Others, however, 
believe that competition in the subprime and deep subprime markets will remain 
difficult for the foreseeable future and operators should buckle up for the con-
tinued bumpy road that lies ahead.     

 

Brett Breedlove is a director with Katz, Sapper & Miller’s Buy Here - Pay Here Ser-
vices Group. He can be reached at 317.580.2000 or bbreedlove@ksmcpa.com.     

Lenders Continue to Pull Back on Subprime Auto Lending 

Some Say Relief Is on the Horizon for BHPH Dealers; Others Say Not So Fast  
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LAW NOTES                               PRESENTED BY:   

WARRANTY AND INCENTIVE AUDITS 

     

    

    

 It has come to our attention over the last few months that some manufacturers 
seem to be hell bent on recovering substantial sums of money from dealers with repeti-
tive or unduly burdensome warranty and incentive audits.  In reviewing the situation 
with dealers we have found that most dealers are not aware of their rights under IC 9-32-
13-17.  That statute limits the manufacturer with regard to disallowing claims and back 
charging the dealer more than one (1) year after the date of which a claim is paid.  In or-
der to charge back prior to the one (1) year period the manufacturer must prove fraud 
on an individual claim.  The manufacturer should not be allowed to disallow an entire 
month or quarter of incentives based upon one (1) fraudulent claim. 

 

 Manufacturers cannot disallow a claim based solely on the dealer’s incidental fail-
ure to comply with the specific claim processing requirement, including a clerical error, 
or administrative technicality that does not call into question the legitimacy of the claim.  
Any claims that are disallowed for these reasons for both warranty service incentives, 
rebates, or other form of incentive compensation the dealer has up to sixty (60) days 
from the date the claim was submitted or could have been submitted or was charged 
back to obtain the information to substantiate the claim.  Additionally, manufacturers 
may not discriminate among dealers with regard to auditive or charging back claims.  In 
a couple of instances dealers have expressed concern that they were singled out for 
charge backs vs. other dealers.  Manufacturer strong arm tactics with regard to any of 
these practices would constitute an unfair practice and be in violation of Indiana’s laws. 

 

 

 For additional information contact Ron Smith, Jeff Halbert or Joel Nagle at Bose 
McKinney & Evans, LLP at 317-684-5000. 
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INSURANCE CORNER   PRESENTED BY: 

When the dealership’s employees arrived at work one morning, they noticed five pickup 
trucks were missing. During the subsequent investigation, police discovered an extra set 
of keys was missing from an unlocked file cabinet. Although they couldn’t prove it, the 
police suspected the thieves got help from one of the dealership’s employees. The trucks 
were never recovered.  

 

CLAIM AMOUNT: $190,000 

 

Who’s watching your vehicles? What’s your strategy to help prevent this from happening 
at your dealership? Federated Insurance recommends several best practices to help pro-
tect your inventory; for example,  

 

• Install anti-theft devices on vehicles (e.g., ignition, fuel pump interruptions, etc.) 

• Hire a reputable security guard service for non-business hours. 

• Designate responsible employees to control and dispense keys and document a daily key in-
ventory. 

 

These are just a few loss control recommendations you can use to help protect your dealer-
ship. To learn more, contact your local Federated Insurance representative and request a 
copy of our Auto Dealer “Who’s Watching Your Vehicles? – Keys to Inventory Control” risk 
management packet. Federated Insurance is recommended by 19 state and national auto 
dealer associations just like yours for customized insurance programs and value-added 
risk management services, such as Federated’s Shield Network®, the Risk Management Re-
source Center, and Federated Employment Practices Network®. Visit federatedinsur-
ance.com to discover resources you can use to create or ramp up your own risk manage-
ment program. 

Federated Insurance’s “Claim of the Month” – 
Could it happen to you?  

FEDERATED INSURANCEFEDERATED INSURANCEFEDERATED INSURANCEFEDERATED INSURANCE    
P. O. BOX 50487P. O. BOX 50487P. O. BOX 50487P. O. BOX 50487    
INDPLS, IN 46250INDPLS, IN 46250INDPLS, IN 46250INDPLS, IN 46250    

    

(800) 428(800) 428(800) 428(800) 428----4143414341434143    
(317) 849(317) 849(317) 849(317) 849----7550                   7550                   7550                   7550                       

Fax: (317) 849Fax: (317) 849Fax: (317) 849Fax: (317) 849----7570757075707570    
  www.federatedinsurance.com  

Federated Mutual Insurance Company • Federated Service Insurance 
Company* • Federated Life Insurance Company Owatonna, Minne-
sota  55060 • Phone: (507) 455-5200 • 
www.federatedinsurance.com 

*Not licensed in the states of NH, NJ, RI, and VT. 

This article is for general information regarding risk prevention only 
and should not be considered legal advice. The claim illustration is 
only a basis for discussion and an example of one possible scenario. 
The recommendations presented are not guaranteed to reduce or 
eliminate any risk of loss. Qualified counsel should be sought regard-
ing questions specific to your circumstances. © 2014 Federated Mutu-
al Insurance Company. 
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MONEY MATTERS                     Presented By:   

IRS Compliance Campaigns 

The IRS’s Large Business & International (LB&I) Division has recently taken a new approach to 
business tax examinations.  Through the use of compliance campaigns, the LB&I is restructuring 

compliance work to improve the tax return selection process, identify issues representing a risk 
of non-compliance, and make the greatest use of limited resources.  Considering the LB&I serves 
businesses with assets greater than $10 million, many dealerships are subject to their oversight.   

 

Some dealers may already be familiar with one of the campaigns, the Micro-Captive Insurance 

Campaign.  This campaign seeks to address transactions in which a taxpayer attempts to reduce 
taxable income using contracts treated as insurance contracts and a related company that the 
parties treat as a captive insurance company.  Due to the broad scope of the campaign, in some 

instances dealers were required to disclose their involvement with a reinsurance company.  The 
manner in which the contracts are interpreted, administered, and applied is being reviewed to 
determine the appropriateness of the business practice and whether transactions are conducted 

at arm’s length.  Transactions reviewed under this campaign may also fall under another cam-
paign, the Related Party Transactions Campaign. 

 

The LB&I states the Related Party Transactions Campaign will focus on transactions between 
commonly controlled entities that provide taxpayers a means to transfer funds from a corpora-

tion to related pass through entities or shareholders. LB&I is allocating resources to this issue to 
determine the level of compliance in related party transactions of taxpayers in the mid-market 
segment. LB&I executives directed taxpayers to look at Code Section 267 for the rules applicable 

under this campaign.  Although a thorough discussion of Code Section 267 is beyond the scope 
of this article, the section defines related parties and dealers may find that their operating busi-

ness and real estate entity fall within these defined relationships.   
 

While Code Section 267 disallows certain losses incurred between related parties, deductions for 

amounts paid between related parties are permitted.  In the case of rent, the amount of rent 
charged must be reasonable and should be at fair market value.  A proper determination of fair 
market rent paid between related parties is important since the IRS may disallow an excessive 

rent deduction and recharacterize the above-market rent as compensation to the dealer.  Proper 
matching of the rent expense and rental income is vital as well.  For related parties, the deduction 

for rent on the dealership must match the income reported by the related real estate entity.  If 
the rent expense deduction is higher than the income reported, the related real estate entity may 
be treated as having constructive receipt of rental income even though the money has not physi-

cally been received.   
 

The compliance campaigns represent the first initiative of the LB&I’s issue-

based compliance work and additional campaigns are expected to be an-

nounced in the coming months.  For more information, please feel free to 

contact Scott Herman at 317-347-5200 or sherman@kbparrish.com.   

KB PARRISH & CO. LLPKB PARRISH & CO. LLPKB PARRISH & CO. LLPKB PARRISH & CO. LLP    
6840 Eagle Highlands Way6840 Eagle Highlands Way6840 Eagle Highlands Way6840 Eagle Highlands Way    
Indianapolis, IN 46254Indianapolis, IN 46254Indianapolis, IN 46254Indianapolis, IN 46254    

    

(317) 347(317) 347(317) 347(317) 347----5200   5200   5200   5200       
Fax: (317) 347Fax: (317) 347Fax: (317) 347Fax: (317) 347----5211521152115211    

    
Ryan Keith, PartnerRyan Keith, PartnerRyan Keith, PartnerRyan Keith, Partner    

  www.kbparrish.com  
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Retail Sales of Medium Duty 
Trucks Jumps Almost 20% 

U.S. retail sales of medium-

duty trucks in June jumped 
almost 20% year-over-year, 

led by strong gains among 
the lightest-weight segments. 

In June, total sales of Classes 
4-7 vehicles were 20,350, up 

19.1% compared with 17,090 
a year earlier, according to 

WardsAuto.com. “All of these 
guys play off the construc-

tion markets, which are still 

doing pretty well,” ACT Re-
search Co. Vice President Ste-

ve Tam told Transport Top-
ics. Year-to-date, sales 

climbed into positive territo-
ry, too, gaining 3.5% to 

108,747, Ward’s said. 

 
ATA’s Tonnage Index Rises 
1.3% for June 

U.S. truck tonnage rose by 
1.3% in June, compared with 

the same month in 2016, 
American Trucking Associa-

tions reported July 18. The 
seasonally adjusted index 

was 138.5 last month, com-
pared with 136.7 a year earli-

er. ATA measures tonnage 

as an index where business 
activity among for-hire car-

riers in the year 2000 
equals a base level of 100. 

About 70% of all U.S. 
freight, measured by 

weight, is carried on trucks, 
according to ATA statistics. 

 
Trucking Revenue Could 
Top $1 Trillion Annually 
Within 5 Years, ATA Re-
port Projects 

The trucking industry is 
poised to become a trillion 

industry within the next 
decade, according to a fore-

cast released Wednesday by 
the American Trucking As-

sociations. Revenue associ-
ated with truck transport is 

projected to top $1 trillion 
by 2024, according to the 

American Trucking Associ-
ation’s 2017-2028 Freight 

Transportation Fore-
cast report. Industry reve-

nue is expected to keep 
growing annually by a pro-

jected 5.4 percent between 
2018 and 2023.  

 
Freight Executives Tout 
Administration’s Focus on 
Regulations, Tax Reform 

The Trump administra-

tion’s emphasis on stream-

lining regulations and re-
forming the U.S. tax code 

would help small business-
es grow, freight executives 

said after a meeting at the 
White House on Aug. 1. “We 

know we, as small busi-
nesses, we reinvest in our 

business,” Sherri Garner 
Brumbaugh, president of 

Ohio-based Garner Truck-
ing, Inc., a firm with nearly 

100 trucks, told Transport 
Topics. Brumbaugh is vice 

chairman of American 
Trucking Associations. 

President Trump empha-
sized his team would begin 

to collaborate with Con-
gress to overhaul the tax 

code. Republican leaders in 
the House and Senate have 

expressed a desire to re-
form the code since the 

start of the year, and legis-
lative efforts are likely to 

advance as early as next 
month. 

 

 

Jake Nichols          
ITDA Chairman    
Palmer Trucks        
Indianapolis 

ATD News                       
July 2017 









WRAY AND MENKVELD’S LAW FIRM TO MERGE 

 Long time automotive practitioners Donn Wray and Marc Menkveld have announced 
that their firm Bamberger, Foreman, Oswald & Hahn, LLP will merge with Stoll Keenon Ogden 

PLLC by September 1. Donn has been representing dealers since 1985, and Marc since 2010. 
Both were formerly with Stewart & Irwin, P.C., which closed its doors in 2013. 

 

 The merged firm will operate as Stoll Keenon Ogden PLLC and will comprise 144 attor-

neys with offices in Louisville, Lexington, and Frankfort, Ky.; Indianapolis and Evansville, Ind.; 
and Pittsburgh, Pa.  

 

 The 10 attorneys at Bamberger’s office in Evansville will relocate and join SKO in the 
Old National Bank headquarters, for a combined Evansville presence of 17 attorneys. The 5 

attorneys at Bamberger’s office in Indianapolis, including Donn and Marc, will remain in their 
offices in downtown’s Capital Centre. 

 

 Marc and Donn will continue to serve the dealer community in the areas of consumer 

defense, ligation, regulatory, enforcement action, mediation and facilitation, franchise dis-
putes, advertising and environmental compliance, data security and privacy, and vendor con-
tract review, negotiation, and litigation. The merger presents an opportunity to provide more 

services and deepen the level of experience in transactional, tax, estate/business succession 
planning, labor and employment services, and will expand the geographic reach of both firms.  

 

Donn and Marc may be contacted at (317) 464-1591 
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FEBRUARY 2017 Allied & 
ADAI/ITDA/MDAI    
Annual Dues Invoices 

2nd Notice Mailed 

MARCH 2017 Allied & 
ADAI/ITDA/MDAI    
Annual Dues Invoices 

3rd Notice Mailed 

APRIL 2017 2nd Quarter ADAI Board 
Meeting 

April 11, 2017 

MAY 2017 NADAPAC Contribution 
Request 

1st Notice Mailed 

JUNE 2017 Time Dealer of the Year 
Award (TDOY) 

Nominations     

JULY 2017 3rd Quarter ADAI Board 
Meeting 
 
NADAPAC Contribution 
Request 

July 18, 2017 
 
 
2nd Notice Mailed 

JANUARY 2017 Allied & 
ADAI/ITDA/MDAI    
Annual Dues Invoices 
 
1st Quarter ADAI Board 
Meeting 

Mailed 
 
 
 
January 17, 2017 

AUGUST 2017 Herman Goodin Award Nominations     

SEPTEMBER 
2017 

ADAI/ITDA/MDAI    
Annual Elections 
 
 

Nominations   
 
 
 

OCTOBER 2017 4th Quarter /Annual 
ADAI Board of Directors 
Meeting 
 
Herman Goodin Award 
 
 
TMDA 
 
 
ADAI/ITDA/MDAI    
Annual Elections 

October 3, 2017 
 
 
 
Winner Notification 
 
 
Submission to NADA 
 
 
Votes Tallied 

NOVEMBER  
2017 

ADAI/ITDA/MDAI    
Annual Elections 

Results Notification 

DECEMBER 2017 Indianapolis Auto Show 
Indiana Convention Cen-
ter - Indianapolis 

December 26, 2017 - 
January 1, 2018 

2017 SCHEDULE: 

INFORMATION NUMBERS 

ADAI HEADQUARTERS 

Indiana Toll Free 

In Area 

1-800-872-0363 

1-317-635-1441 

FAX  

E-Mail 

Homepage Website: 

 

1-317-685-1028 

info@adai-inc.org  

www.adai-inc.org  

 

Marty Murphy 
     Executive Vice President 
 

Mary Ellen Phillips 
    Accounts payable/receivable,                                        

 Membership/Services  Manager, 

     Special Events Coordinator 

 

Amy Phillips 
            Showroom Editor,  

          Website Coordinator 

 

Connie Dixon 
      Dealer Bond Coordinator,   

      Vernon General Insurance 

 

marty@adai-inc.org 

 

 

maryellen@adai-inc.org 

 

 

 

amy@adai-inc.org 

 

 

 

connie@adai-inc.org 

 

BUREAU OF MOTOR VEHICLES 

CALENDAR OF EVENTS 

2017 

New Orleans,           
Louisiana                    
100th Anniversary 

January 26-29,  

2018 Las Vegas March 22-25 

2019 San Francisco January 24-27 

BMV Call Center 
  (Drivers License, Title &   

   Registration Information) 

 (317) 232-2892 

FAX: (317) 233-5131 

REVENUE TAX  LIEN & LICENSE PROTEST INFORMATION 

IDOR COLLECTIONS DIV………… (317) 232-2165  

OPTION #2—VEHICLE TITLE OR PROFESSIONAL LICENSES 

OPTION #2—DEALER  (LICENSE) PROTEST 

OPTION #4—VEHICLE TITLE (TAX LIENS) 

CHILD SUPPORT LIEN INFORMATION  
DCS CHILD SUPPORT LIENS 

(317) 234-2768 

SECRETARY OF STATE 

SOS DEALER SERVICES  DIVISION…PH: (317) 234-7190 
              FAX:  (317) 233-1915 

FORMS & INFORMATION (WEBSITE):  www.in.gov/sos/dealer/ 

NADA CONVENTIONS 
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ADAI  POS I T I ON  STAT EMENT  

A level playing field, with fair and open competition among all deal-
ers, is the best assurance Indiana consumers will continue to obtain 
the highest level of value and service for their automobiles, trucks 
and motorcycles. ADAI is committed to taking whatever actions are 
necessary to accomplish this mission, including enacting legislation 
to protect dealers in their relationship with the manufacturer.  The 
ADAI will work to protect members from overreaching or unfair manu-
facturer restrictions on their ability to operate and sell the businesses 
they have worked hard to build. The ADAI will also work to support 
legislation to protect members from perceived abuses and oppressive 
acts by the manufacturer.   

The ADAI believes any Indiana state budget surplus is a result of 
over taxation. The ADAI believes in maintaining a ‘rainy day fund’; 
however, all additional surpluses should be either returned to the 
taxpayers in the form of tax cuts or invested in economic develop-
ment. The ADAI will work for and support legislation aimed at in-
creasing Indiana’s economic development. The ADAI will work 
against and oppose legislation harmful to members and their employ-
ees. 

ADAI  PURPOS E  STAT EMENT  

The purpose of the Automobile Dealers Association of Indiana, Inc. is 
to maintain and enhance the franchise distribution system of motor 
vehicles in Indiana.  The ADAI believes the franchise system of inde-
pendently owned and operated licensed new vehicle dealers best 
serves the interest of manufacturers and consumers by insuring the 
most competitive and efficient means of distributing and servicing high 
quality new and used motor vehicles. 

 

    

“Let ADAI open the  door 
to a profitable  
relationship.”    

Used Shop Equipment For Sale 
 
• 3 - 9000lb Challenger Lifts 

• 2 - 7000lb Rotary Lifts 

• 1 - 300 gal "new" oil tank 

• 1 - 500 gal "waste" oil tank 

• 1 - Champion  15 commercial air compressor 

 
Please call Jeff Nielsen for details 

219-898-0077 



ADESA AUCTIONS INDIANAPOLIS 

(317) 838-8000  FAX: (317) 838-8081 
Principal Business: Wholesale Auto Auc-
tion 
Contact:  Dave Emerson 
www.adesa.com  
 

ALDEBARAN CAPITAL, LLC 
(317) 818-7827  FAX:  (317) 818-7830 
Principal Business: Investment Manage-
ment 
Contact:  Edward A. Skarbeck 
www.aldebarancapital.com/ 
 

AMERICAN AUTO GAURDIAN, INC. 
(888) 442-2886  FAX: (847) 463-7011 

Principal Business: vehicle service con-
tracts  
Contact: Bernie Miraglia  
 

AMERICAN FIDELITY ASSURANCE CO. 
(800) 654-8489 EXT: 5945 FAX:(866)606-
6149 
Principal Business: Short/Long Term 
Disability 
Contact:  Kathleen Weisenbach 
www.americanfidelity.com 
 

AMERICAN FINANCIAL & AUTOMO-
TIVE SERVICES, INC. 
(800) 967-3633  FAX: (832) 813-0538 
Principal Business:  Dealership Develop-
ment & F&I Products 
Contact:  Laura Hetland 
www.afasinc.com  
 

ARMATUS  DEALER UPLIFT  
(443) 391-5701 FAX: (410) 252-4548 
Principal Business: Retail Warranty Reim-
bursement  
Contact: Joe Jankowski  
www. Dealeruplift.com 
 

AUTO DEALERS EXCHANGE 
(317) 352-0121 
Principal Business:  Auto Auction 
Contact:  Terry Goins 
www.adeindy.com 
 

AUTOMOTIVE DEVELOPMENT GROUP 
(847) 612-9361 
Principal Business: Business Develop-
ment & Growth 
Contact: Bill Kelly 
www.adgtoday.com  
 

AUTOTRADER.COM 
(317) 903-6039   FAX: (317) 845-0528 
Principal Business:  Advertising Media 
Contact: Steve Kennedy 
www.autotrader.com 
 

BOSE MCKINNEY & EVANS LLP 
(317) 684-5000 
Principal Business: Law Firm -ADAI Re-
tained Counsel 
Contact: Ron Smith 
www.boselaw.com 
 

BRADY WARE  DEALERSHIP ADVISORS 
(866) 502-8555 
Principal Business: Dealership Consult-
ing, Tax, and Accounting Services 
Contact: Nick Brunotte  
www.bwdealershipadvisors.com 
 

CAPITOL CONSTRUCTION SERVICES INC. 
(317) 574-5488 
Principal Business: general Contractor 
Contact: Lauren Kriner 
www.capitolconstruct.com 
 

 

FUTURE ENVIRONMENTAL  
(708) 479-6900 FAX: (708) 479-6890 
Principal Business: Used Oil/Filter  
Collection 
Contact: Jim Tietz 
www.futureenvironmental.com 
 

GINGERICH CLEAN BURN, INC 
(614) 873-3481 
principal business: waste oil furnces 
contact: Jewel Gingerich 
www.gingerichcleanburn.com 
 

HILL, BARTH & KING LLC  
(317) 886-1624 
Principal Business: Tax, accounting, 
assurance and business consulting 
Contact: Rex Collins 
www.hbkcpa.com 
 

HUNTINGTON NATIONAL BANK OF 
INDIANA 
(317) 229-4070  FAX: (317) 299-4007 
Principal Business:  Banking 
IN Regional Mgr.:  (317) 229-4051 Clint 
Sommer 
Commercial Portfolio Mgr.: (317) 229-
4037 Eric Seiler  
 

INTERSTATE NATIONAL DEALER 
SERVICES 
(678) 894-3500  FAX:  (770) 952-9275 
Principle Business:  Service Contracts 
Contact:  Breanne Morley 
www.inds.com  
 

JM&A GROUP 
(954) 429-2000 FAX: (904) 419-5452 
Principle Business: F&I products & 
Training 
Contact: Donna Hawker 
www.JMAGroup.com 
 

KATZ, SAPPER & MILLER, LLP 
(317) 580-2000  FAX:  (317) 580-2117 
Principal Business:  Certified Public 
Accountants 
Contact:  Jeffrey D. Taylor 
www.ksmcpa.com 
 

K.B. PARRISH & COMPANY 
(317) 347-5200  FAX: (317) 347-5211 
Principal Business:  Certified Public 
Accountants 
Contact:  Ryan Keith 
www.kbparrish.com  
 

KESLER-SCHAEFER AUTO AUCTION, 
INC. 
(317) 297-2300  FAX: (317) 297-6234 
Principal Business: Auto Auction Every 
Thursday 
Contact:  Steve Kesler 
www.ksaa1.com  
 

KEY BANK - DEALER SERVICES 
(317) 974-3711 FAX: (317) 464-8022 
Principal Business:  Commercial Dealer 
Finance & Community Banking 
Contact:  Kevin Ringenberg 
www.key.com/dealer   
 

MALLOR / GRODNER ATTORNEYS 
(812) 332-5000  FAX: (812) 961-6161 
Principal Business: General Legal Prac-
tice 
Contact:  Geoffrey M. Grodner 
www.lawmg.com 
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CARDCONNECT 
(773) 332-2982  FAX: (847) 620-2787 
Principal Business: Merchant Credit Card 
Processing 
Contact: Lance Marcinek 
www.cardconnect.com  
 

CHASE AUTO FINANCE 
(317) 509-1773 
Principal Business: Commercial & Indi-
rect Lending 
Contact:  Todd Smith   
todd.e.smith@chase.com 
www.chase.com  
 

CLARK COUNTY AUTO AUCTION  
(812) 283-5555  FAX: (812) 258-2400 
Principal Business:  Auto Auction 
Contact:  Matthew Fetter 
www.clarkcountyaa.com  
 

COMPLYNET CORPORATION 
(847) 915-6363  FAX: (847) 823-9778 
Principal Business: Compliance & Risk 
Mngmnt. Consulting 
Contact: Philip Troy 
www.complynet.com 
 

COMPUTERIZED VEHICLE REGISTRA-
TION (CVR) 
(614) 323-0089  FAX: (614) 559-6646 
Principal Business: Electronic Registra-
tion & Title Processing 
Contact:  Matt Boyle  
mboyle@cvrreg.,com  
www.cvrreg.com  
 

CURRY ENTERPRISES, INC. 
(800)421-9361 [317-357-8671] FAX:(317) 
352-9399 
Principal Business: Auto Dealer Supply 
Company 
Contact: Tim Curry or Sean Curry 
 

DEALER OPTIONS 
(317) 504-7900 FAX: (317)  8861623 
Principal Business: Transactional Con-
sulting 
Contact: Bill Fox 
 

DEALERTRACK  Registration & Titling 
Solutions, Inc. (RTS) (formerly T riVIN) 
(888) 346-3087    
Principal Business: Vehicle Registration 
& Titling Solutions 
Contact: Jeremiah Hale  
www.dealertrack.com/rts   
 

ENVIROTEST TITLING & REGISTRATION 
(219)  661-8220  FAX: (219) 661-8409 
Principal Business: Vehicle Titling & Reg-
istration 
Contact: Jennifer Kharchaf 
www.ETRIndiana.com  
 

FEDERATED INSURANCE 
(317) 849-7550  FAX: (317) 849-7570 
Principal Business:  Property & Casualty 
Insurance, Life & Disability, Pension/
Retirement/Estate Planning 
Contact:  Austin Bond (Cell: 
913.980.8790) 
www.federatedinsurance.com 
 

FORT WAYNE AUTO TRUCK AUCTION 
(260) 422-9577 
Principal Business: Auto & Truck Auc-
tion 
Contact: Chris Walsh, GM 
www.fwata.com  
 

 
 

ALLIED MEMBERS  

T H E  S H O W R O O M  



ZURICH 
(317) 416-2705   FAX:  (913) 498-5359 
Principal Business:  Insurance 
Contact:  Adam Diemer 
www.zurichna.com/FandI                                               

SHEPHERD INSURANCE &FINANCIAL 
SERVICES 
(800) 846-0204 OR (317) 846-5554 
Principal Business: Employee benefits 
insurance 
contact: Aimee Firebaugh 
www.shepherdins.com 
 

SHRED-IT 
(317) 876-3477  FAX:  (317) 876-3738 
Principal Business: Mobile Paper Shred-
ding & Recycling 
Contact:  LaMonica Costello 
www.shredit.com 
 

SHEPHERD INSURANCE & FINANCIAL 
SERVICE 

(800)846-0204 or (317)846-5554 FAX:
(317) 571-0388 
Principal Business: Employee Benefits 
Insurance 
Contact: Aimee Firebaugh  
adai@shepherdins.com 
www.shepherdins.com 
 

SOMERSET CPAs, P.C. 
(317) 472-2230   FAX:  (317) 208-1200 
Principal Business:  Accounting/
Consulting 
Contact:  Jane Saxon 
www.DealershipCPAs.com  
 

SOUTHWEST DEALER SERVICES 
(913) 888-8938 FAX: (913) 888-8927 
Principal Business: Dealer products and 
services 
www.swds.net 
 

SPECTRIO 
(800) 584-4653  FAX:  (727) 787-2582 
Principal Business:  Information on Hold 
Contact:  Joe Martin 
www.spectrio.com 
 

SPEEDWAY LLC 
(937) 668-4727  FAX:  (419) 427-4144 
Principal Business: Convenience Store/
Gas Station 
Contact:  Derrick L. Forward 
www.superfleet.net 
 

UNITED SURETY AGENTS, INC.  
(800) 467-2245   FAX: (317) 254-1234 
Principal Business: Auto Dealer Surety 
Bonds 
Contact:  Tony Widgery 
www.unitedsuretyagents.com  
 

US BANK 
(214) 316-2261 
Principal Business: Dealer Commercial 
Services 
Contact:  Charles Vetter 
www.usbank.com 
 

VERNON GENERAL INSURANCE CO. 
(317) 546-5281  FAX:  (317) 685-1028 
Email: vernongeneral@adai-inc.org  
Principal Business:  Credit Life/GAP Insur-
ance 
Contact:  Marty Murphy 
www.adai-inc.org/vgi 
 

WALT GARNER ASSOCIATES, INC. 
(800) 851-8090    
Principal Business:  Cancer Insurance, 
Intensive Care, Dread Disease, Heart & 
Stroke, Life Insurance, Long term Care & 
Disability Insurance 
Contact:  Tammy Toll 
www.waltgarnerassoc.com   
 

 

ALLIED MEMBERS (CONTINUED ) 
MANHEIM’S INDIANAPOLIS AUTO 
AUCTION 
(317) 862-8622 FAX: (317) 862-7526 
Principal Business: Auto Auction 
Contact: David Kaflik 
www.manheim.com 
 

NATIONAL AUTO SPA 
(317) 722-1034 FAX: (317) 757-8377 
Principal Business: Automotive After-
market 
Contact: Craig Phinney 
www.facebook.com/indyautospa 
 

ONE-VIEW, INC. 
(317) 915-9039  FAX: (317) 915-9045 
Principal Business:  Data Archiving for 
Auto Dealers 
Contact:  David DeHaven 
www.one-view.com 
 

PLUNKETT COONEY, P.C. 
(317) 974-5744   fax: (317) 964-2744 
Principal Business: Law Firm 
Contact: Bill Ivers or Mike Shanahan 
www.plunketcooney.com  
 

PNC BANK 
(317) 267-3720  FAX: (317) 267-6156 
Principal Business: Floor Plan/Indirect 
Lending 
Contact: Todd Scott 
www.PNC.com  
 

PROTECTIVE ASSET PROTECTION 
(800) 794-5491  
Principal Business: Vehicle Protection 
Plans, GAP  Coverage, Credit Insurance, 
Limited Warranty Products, Dealer Par-
ticipation Programs and F & I Training 
Contact:  Brad Hayes   
brad.hayes@protective.com 
www.protectiveassetprotection.com 

 

REMODEL HEALTH WAY/ ASPIRE USA 
(317) 406-9880 
Principal business: employee benefit 
solutions via technology resources and/
or broker/consulting services 
Contact: Joe Guzman 
www.remodelhealthway.com 
 

RESOURCE DEALER GROUP 
(317) 956-9418  FAX: (312) 356-7867 
Principal Business:  Dealership Consult-
ing, Training and F & I Profitability 
Contact:  Matt Mahar  
matt.mahar@thewarrantygroup.com 
www.resourcedealergroup.com 
 

RESOURCES MANAGEMENT GROUP 
(800) 761-4546    FAX: (808) 452-7458 
Principal Business: F&I Provider and De-
velopment 
Contact:  Gregory Hoffman 
www.corprmg.com  
 

REYNOLDS AND REYNOLDS 
(937) 485-2494 
Principal Business: Computer Infor-
mation & Business Forms 
www.reyrey.com 
 

ROWLEY & COMPANY, LLP 
(219) 874-1437  FAX: (219) 874-1438 
Principal Business: Certified Public Ac-
countants 
Contact:  Mark Rowley 
www.rbcllp.com  
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The Showroom is the official publication of the Automobile 

Dealers Association of Indiana, Inc..  It is intended to provide 

accurate and authoritative information on the subject matter 

covered and is distributed with the understanding that the   

association is not rendering  legal, accounting , or other       

professional services and assumes no liability whatsoever in 

connection with its use.  

 

2017 

ADAI EXECUTIVE COMMITTEE 

PRESIDENT - Nick York, York Automotive - Greencastle 

VICE PRESIDENT  - Chris Coyle, Coyle Chevrolet, Inc. - Clarksville      

TREASURER - Ray Farabaugh, D-PATRICK NISSAN - EVANSVILLE   

SECRETARY - Jeff Roush, TOM ROUSH LINCOLN-MAZDA  -WESTFIELD 

IMMEDIATE PAST PRESIDENT - Harry Tepe, Tom Tepe Auto Center, 

Inc. - Milan   

ITDA CHAIRMAN 

Jacob “Jake” Nichols, Palmer Trucks. - Indianapolis 

 

MDAI EXECUTIVE CHAIRMAN 

Rayce Guthrie  

 

STAFF 

Marty Murphy - Executive Vice President 

Mary Ellen Phillips - Membership/Services Manager  

Amy Phillips- SHOWROOM Editor/ Website Coordinator 

Connie Dixon - Vernon General Insurance  
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See our Web Page for  

past issues and other information! 

www.adai-inc.org  

ADAI … The eyes, ears, and  
VOICE  

of Indiana’s Franchised  
New  Vehicle Dealers! 

Phone: 317-635-1441 
Fax: 317-685-1028 
Email: info@adai-inc.org  

150 West Market Street 
Suite 812 
Indianapolis,  Indiana 46204 

AUTOMOBILE DEALERS ASSOCIATION OF INDIANA 
(ADAI) 


