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NADA DIRECTOR’S REPORT 

CHRIS COYLE 

Coyle Chevrolet  

Clarksville  

 

Hundreds of New-Car and -Truck Dealers Visit Capitol Hill for       

NADA's Washington Conference  
  

 

WASHINGTON -- More than 400 new-car and -truck dealers and dealer association executives from across 

the country traveled to the nation's capital this week urging lawmakers to implement pro-growth tax    

reform. Doug Knust, NADA's Legislative Affairs Committee chairman from South Dakota, urged dealers to 

remind lawmakers that "changes to the tax code should NOT negatively impact our small businesses." 

  

 

 

 

 

 

 

 

 

 

Among the provisions discussed were the need to: 1) treat pass-throughs fairly, 2) maintain the LIFO    

accounting method--since repealing it would take away working capital that could create jobs and 3)    

eliminate the estate tax. 

  

"We're here to educate and explain," said 2017 NADA Chairman Mark Scarpelli. "That the ongoing chal-

lenge for dealers is to promote fair credit compliance while keeping credit competitive and affordable. To 

get ahead of new legislation that will define the future of our industry. To explain that rules on self-

driving vehicles MUST maintain state franchise laws. To explain that parts availability is crucial to the re-

call process. And that local dealerships have the capacity and the expertise to help EVERY customer who 

receives a recall notice." 

  

This year's annual conference marks a special occasion as NADA celebrates its 100th anniversary. And 

now, more than ever, NADA members are stepping up their advocacy efforts to shape the laws that will 

impact our communities for the next 100 years. 

NADA Chairman Mark Scarpelli delivers remarks at NADA's 
2017 Washington Conference. 
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2017 Contributors        

(as of September 30, 2017) 

NADA PAC (Political Action Committee) 

Terry Lee 

Terry Lee Honda—Avon 

NADAPAC Chairman 

State Summary                       State Summary                       State Summary                       State Summary                       
(as of September 30, 2017)    

Analysis of Contributors: 

Members in report:                             

269 

Members with Permission:               

119 

Percent Members with Permission:  
44.24% 

Contributors (YTD):                                

25 

Contributions Received As Of: 

Previous Year  9/30/2016 

$15,955.00 

Current Year  9/30/2017 

$12,345.00 

Current Year Quota:                 

$24,161.51 

 

Percent Current Year Quota Attained: 

      51.09% 

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 

• Grant Gernhardt - DeFouw Chevrolet Inc. 

• Sara Ayres - Don Ayres Honda 

• Jeffrey Harris - James Matthews Inc. 

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

• Harry Tepe - Tom Tepe Auto Center Inc. 

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

• Steven Bassett - General Truck Sales 

• Chris Coyle - Coyle Chevrolet Buick GMC 
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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.”    

    



T H E  S H O W R O O M  P A G E  6  

IMPORTANT MESSAGE FROM THE SECRETARY OF STATE 

Dealers are required by Indiana law to continuously maintain both a bond in the amount 
of $25,000 (IC 9-32-11-2(e)) and sufficient liability insurance (IC 9-32-11-13). These docu-
ments are initially submitted at the time of your initial license application and are verified 
annually at license renewal. However, it is not unusual for a bond or insurance policy to 
expire in the middle of a dealer’s license year.  For that reason, it is important to monitor 
the expiration dates of your bond and insurance policy to prevent coverage lapses.  

 

Effective with the launch of our new system in May, the Division began tracking bond and 
insurance expiration dates and suspending the licenses of dealers that failed to maintain 
current bond or insurance on file with our office. This is in lieu of the prior practice of is-
suing a fine.  

 

If your bond or insurance has an upcoming cancellation or expiration date (often the 1st or 
15th of any given month), you must submit your new bond or insurance directly to the Di-
vision before that date in order to avoid license suspension. This is especially critical as 
dealers with suspended licenses do not have access to Plates on Demand. Do not as-
sume that the surety or insurance company has provided us with the updated documenta-
tion. 

 

Dealers are issued both an electronic and paper notice by our office upon license suspen-
sion. The electronic notice will only go to the individual designated as the primary owner 
unless other users have been subscribed to receive online notifications. You can review 
the steps for subscribing to receive notifications on the “Online Dealer Account Info” page 
of our website at https://secure.in.gov/sos/dealer/4461.htm.  Watch, or review the posted 
slides for, the Dealer Account Registration webinar found near the bottom of the page.  It 
is available in both English and Spanish.  You can also find this information in the Fre-
quently Asked Questions document on the same page. 

Bond and Insurance Maintenance - License Suspension  
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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  
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Preparing for a Pain-Free Audit    
By Brett Breedlove, CPA 

 

  If your BHPH dealership has bank debt, there is a good chance your lender requires you to have a financial 
statement review or audit. With 2017 winding down, now is the time to evaluate your year-end closing checklist to 
help ensure a pain-free audit. Below are a few tips to make your upcoming audit a success: 

  Infrequent Entries: Many dealerships have certain accounts that are updated on an infrequent basis. For ex-
ample, fixed-asset additions, disposals, and depreciation entries may only be booked on a quarterly or semi-monthly 
basis. Similarly, entries such as revising warranty accruals, adjusting deferred warranty revenue, and revising the al-
lowance for credit losses may only be updated periodically. Getting a jump start on these accounts now will allow you 
to make smaller incremental tweaks rather than large adjustments at year end. Planning ahead will also help develop 
expectations for the bank and management, provide a solid foundation for the following year budget/projections, and 
assist in providing your auditor with accurate books for tax planning purposes.  

  Auditor’s Request List: Ask to receive your auditor’s request list early. If you do not understand a requested 
item, reach out to your auditor for clarification. Obtaining the request list    as you close out the year will reduce dupli-
cation of work when it is time for the audit.     

  New Accounting Standards: Talk with your auditor to ensure you have a good handle on any applicable new 
accounting guidance that may affect the accounting or presentation of your financial statements at year end. Imple-
mentation of new guidance can sometimes be difficult, resulting in adjustments to your financial statements and de-
laying the timing of issuance. For example, most dealerships have already adopted the Financial Accounting Standard 
Board’s (FASB) accounting standard requiring management to evaluate whether there are conditions or events that 
raise substantial doubt about an entity’s ability to continue as a going concern within one year from the date the finan-
cial statements are available to be issued (ASU No. 2014-15, Presentation of Financial Statements – Going Concern). 
The BHPH industry has generally had a long and tough down cycle which has adversely affected most dealerships’ fi-
nancial results. As a result of this accounting standard, many dealerships have had to prepare an analysis of their 
company and future ability to sustain operations, resulting in some financial statements issuances being delayed.  

  Reconciliations: Preparing reconciliations regularly seems straight forward but often goes unattended for too 
long without key management’s knowledge. Issues with account balances not reconciling to appropriate support is one 
of the most common issues that arise in an audit. Not resolving reconciliations in a timely manner will lead to large 
adjustments, timing delays in the issuance of an audit report, and/or significant additional costs outside the scope of 
an audit. Completing reconciliations on a daily, monthly, quarterly, and annual basis ensures any issues are resolved 
timely. Reconciliation and closing checklists should clearly identify the timeframe in which each process should occur, 
who performs the procedure, and who is responsible for the review of the reconciliation.  

  Bank Considerations: With most dealerships, the bank is typically driving the requirement for an audit. As a 
result, the goal of a successful audit should be minimal adjustments. It is 
never fun to revise previously reported financial results with the bank fol-
lowing the conclusion of an audit, especially if the revisions result in cove-
nant compliance issues. Large adjustments can erode the bank’s confidence 
and can affect management’s abilities to make appropriate business deci-
sions based on their understanding of the financial position of the dealer-
ship. Make sure you have a good understanding of your covenants and 
track your progress throughout the year, not just when the compliance cer-
tificate is due with the bank.  

  Performing all non-routine adjustments prior to year end will help 
alleviate any surprises. And, if you are going to be close on your covenants 
or think you will not pass, having a discussion with the bank in advance 
will go a long way. Often times covenant violations can be addressed in 
advance and corrective measures, such as making capital contributions or 
requesting the bank to revise the covenant ratios temporarily, are possible 
solutions that are available before management trips a covenant.  

  Starting early, setting clear expectations with your staff, and per-
forming timely reconciliations are all keys to success in an audit. Imple-
menting the above suggestions can save you time and hassle in the long 
run.  

  Brett Breedlove is a director with Katz, Sapper & Miller’s Buy Here - 
Pay Here Services Group. He can be reached at 317.580.2000 or  

       bbreedlove@ksmcpa.com.     
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LAW NOTES                               PRESENTED BY:   

RINGLESS VOICEMAIL DROPS:  REGULATED OR NOT? 

By:  Joel T. Nagle and Ronald C. Smith 

 

 One fact I have observed over the years is that third party vendors in the retail automotive industry show a 
great deal of ingenuity in coming up with “new” and “innovative” products that are purportedly not subject to regula-
tion by the appropriate federal or state agencies.  A new one that is now making the rounds touts ringless voicemail 
drops that are exempted from FTC and FCC laws and regulations. The technology allows these vendors to directly link 
to a telephone company’s voicemail server and drop a voicemail onto a customer’s cell phone without it ringing. Mes-
sages often come with voicemail scripts, which feature lines that have appeared in promotional mailers such as “I have 
customers looking for a vehicle like the one you are driving.” 

 The provider claims that its technology is essentially computer-to-computer communication—not a call or a 
contact between the message provider and the customer. Because a call is never made, the vendors’ promotional mate-
rials exclaim that its ringless voicemail technology is excluded from FTC and FCC oversight. This promotion will un-
doubtedly spark interest among many of our dealer clients. But before jumping in with both feet, it is important we 
caution our clients that the current regulatory landscape is not as clear as has been advertised.   

 

REGULATORS HAVE YET TO LEAVE A MESSAGE 

   

 At best, it is unclear whether federal regulatory authorities will consider ringless voicemail to be exempt from 
regulatory oversight and the Telephone Consumer Protection Act (TCPA). This is because there remains no definitive 
regulatory interpretation on whether a ringless voicemail would constitute a call under the TCPA.  

 The TCPA makes it “unlawful for any person within the United States … to make any call (other than a call 
made for emergency purposes or made with the prior express consent of the called party) using any automatic tele-
phone dialing system or an artificial or prerecorded voice … to any telephone number assigned to a paging service, 
cellular telephone service, specialized mobile radio service, or other radio common carrier service, or any service for 
which the called party is charged for the call.” 47 U.S.C.A. § 227(b)(1)(A)(iii).  Two separate companies that offer the 
technology (VoApps, Inc. and All About the Message, LLC) filed petitions for declaratory ruling with the FCC. Both peti-
tions requested that the FCC declare that the delivery of a voice message directly to a voicemail box does not consti-
tute a “call” that falls under the strict requirements of the TCPA. Both companies, however, withdrew their petitions 
before the FCC ruled on the matter.  Neither company explained the reasons for their withdrawal. But these pre-ruling 
withdrawals were likely the result of significant opposition on various fronts. For example, the petition filed by All 
About the Message was strongly opposed by several consumer advocate groups, a few state attorneys general, and a 
group of U.S. Senators. These opponents asserted that ringless voicemails would circumvent the spirit and purpose of 
the TCPA to prevent unwanted robocalls, and open the floodgates for companies to place unlimited unwanted calls to 
consumers.  

 The petition did have its supporters though, including the Republican National Committee and the US Cham-
ber of Commerce, who argued that ringless technology was not intrusive, and that an adverse finding by the FCC 
would infringe on the First Amendment rights of companies like All About the Message. 

 

WITHOUT FURTHER CLARIFICATION, ADVISE CAUTION 

 

 We wanted dealer lawyers to have this information so that they could properly advise their clients based upon 
solicitations your client’s might receive. Our two cents: without further clarification from the FCC, caution your client 
that there remains a possibility, if not probability, that the FCC will consider a ringless message to constitute a call.  

 

 For further information contact Ronald C. Smith or Joel T. Nagle at Bose McKinney & Evans LLP, 317-684-5000. 







P A G E  1 3  S E P T E M B E R / O C T O B E R  2 0 1 7        

INSURANCE CORNER   PRESENTED BY: 

A dealer’s sales rep accompanied a customer on a test drive. When they returned to the dealership, the cus-

tomer parked the vehicle, took the keys out of the ignition, and walked inside with the salesperson. The cus-

tomer handed over the keys, then said he needed to go home and contemplate the purchase. The vehicle was 

gone the next morning. The theft investigation revealed that the customer had switched the keys with anoth-

er set after the test drive. The vehicle was never recovered. 

CLAIM AMOUNT: $59,000 

 

Who’s watching your vehicles? What’s your strategy to help prevent this from happening at your dealer-

ship? Federated Insurance recommends several best practices to use as protective measures to help man-

age theft risk; for example,  

Require salespeople to put keys in and take keys out of the ignition at all times. 

Retain copies of driver’s licenses for anyone who takes a test drive. No driver’s license, no keys! 

Implement a policy/program for key control. 

 

These are just a few loss control recommendations you can use to help protect your dealership. To learn 
more, contact your local Federated Insurance representative and request a copy of our “Who’s Watching 
Your Vehicles? – Keys to Inventory Control” auto dealer 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 Resource Center, and the Federated Employment Practices Network®.                                   
Visit federatedinsurance.com to discover resources you can use to create or ramp up your own risk        
management 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:   

Saving tax dollars via cost segregation 

Generally, early fall is a wise time to start planning year-end tax strategies.  And one of the most effective tax-
saving tactics for many dealerships is to perform a cost segregation study. 
With cost segregation, the individual components in a facility are separated into different categories for depreci-
ation purposes. Certain categories of assets have shorter depreciable lives and can thus be depreciated faster, 
lowering taxes. 
 
How does cost segregation work? 

When calculating depreciation of commercial property, dealerships must use the correct method and cost recov-
ery period for the type of property. Dealership property can be categorized as nonresidential income property, 
tangible personal property or land improvements. 
Nonresidential income property must be depreciated on a straight-line basis over 39 years. But tangible personal 
property and land improvements can be depreciated over a shorter period: five or seven years (using double de-
clining balance) for tangible personal property and 15 years (using 150% declining balance) for land improve-
ments. 
Unless a cost segregation study is performed, the different components in a facility are aggregated as nonresi-
dential income property for depreciation purposes. In this scenario, the entire facility will have to be depreciated 
over 39 years. 
A cost segregation study will provide a detailed analysis of the costs related to the construction, acquisition or 
remodeling of dealership facilities in order to reallocate some of them as tangible personal property or land im-
provements. These individual components can then be depreciated faster, resulting in larger tax deductions 
sooner — and this can improve cash flow and boost profitability. 
There are a wide range of different components within a dealership that can usually be reallocated for deprecia-
tion purposes. Plumbing and electrical systems, carpeting, awnings and canopies, and parking lot paving are a 
few common examples of these types of components. 
 
Where else can cost segregation be applied? 

In addition to dealerships building, remodeling or purchasing new facilities, dealerships that own existing facili-
ties also may be able to benefit from a cost segregation study. 
Final tangible property regulations issued in 2013 permit certain repair and maintenance costs to be expensed 
and deducted immediately, while other costs must be capitalized and depreciated. A cost segregation study can 
identify which repair and maintenance expenditures may be expensed and deducted now, instead of being de-
preciated over a number of years. 
The permanent extension of the increased Section 179 expensing limit of $500,000 and temporary extension of 
first-year bonus depreciation by the Protecting Americans from Tax Hikes (PATH) Act present another tax oppor-
tunity to use cost segregation. 
Up to $500,000 of qualifying fixed-asset purchases, including some of the building components listed above, can 
now be expensed each year. You can also immediately expense and deduct 50% of the cost of certain types of 
new property purchased and placed in service in 2017. 
Performing a cost segregation study could enable you to maximize your bonus depreciation deduction this year. 
An example helps demonstrate how: 
Suppose you are building a new facility at a total cost of $5 million and a cost segregation study reclassifies $1.5 
million of this cost as tangible personal property that qualifies for accelerated depreciation. Claiming 50% bonus 
depreciation (or $750,000) on these expenses could save your dealership about $300,000. 
 
Who should conduct the study? 

A cost segregation study should be performed by an outside, independent firm. According to the IRS Cost Segre-
gation Audit Techniques Guide, there are no prescribed qualifications for cost segregation preparers. The guide, 
however, states that a study conducted by a construction engineer would, all else being equal, be considered 
more reliable than one by someone without a construction background. 
The guide further states that other important criteria include “experience in cost estimating and allocation, as 
well as knowledge of the applicable law.” It adds: “A quality study identifies the preparer and always references 
his/her credentials, experience and expertise in the cost segregation area.” 
 
Is cost segregation right for you? 

The details involved in cost segregation can be complex, so it’s smart to obtain professional 
advice and assistance, including from a tax advisor. Your CPA firm can help you analyze the 
potential tax benefits of having a cost segregation study performed. The potential tax sav-
ings may be well worth the time and cost involved in the study. 

For more information, please contact Scott Herman at (317) 224.1281 or 
Scott.Herman@mcmcpa.com.    Sco� Herman, CPA 

Partner 
MCM CPAs & Advisors      

(317) 224.1281  
Sco�.Herman@mcmcpa.com 
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September Spells Back to 
School and Back to Business 

for America’s Truck Dealers 

 

September rings in the start of a 

new school year for students all 

across the country. Teachers are 

back in session and children and 

adults alike are busy in class-

rooms enriching their minds and 

preparing for a better future. It’s 

not unlike what we, as truck deal-

ers, do every day in our own lives 

and within our own businesses. 

Each truck we sell, contributes to 

our customers’ businesses and 

their goals of a better future. 

Each challenge we face, presents 

an opportunity to become strong-

er and smarter than we were the 

day before.  

 

September is a time when we can 

all benefit from teamwork be-

cause while students everywhere 

went back to school, NADA/ATD 

went back to Capitol Hill to advo-

cate for the nation’s auto and 

truck dealers. On September 12-

13, NADA/ATD hosted its 43rd 

annual Washington Conference in 

the heart of the nation’s capital. 

This year, it was attended by 

nearly 500 participants, including 

our most politically active mem-

bers, national board members, 

and state association leaders. 

This grass tops gathering of our 

retail industry highlights the 

most critical legislative and reg-

ulatory issues for both our car 

and truck dealer constituents. 

 

Just like a classroom, it is a 

time when we can put our 

heads together and learn about 

our mutual goals and the issues 

affecting our business. In his 

keynote speech—and in the 

spirit of teamwork—NADA 

Chairman Mark Scarpelli high-

lighted an issue affecting all 

truck dealers, the Federal Ex-

cise Tax. I commend him for 

relaying the challenges faced by 

truck dealers and their custom-

ers. He asked those in attend-

ance: “Does your member of 

Congress know that customers 

are having a tough time paying 

the 12% federal excise tax on 

heavy-duty trucks? Because on 

top of the FET, they still have to 

pay state and county taxes…”  

 

This largely echoes what I have 

advocated for during ATD’s an-

nual Capitol Hill Fly-In in June. 

Rest assured, our ‘lessons’ will 

continually be reinforced in the 

fall season when Congress re-

leases new legislation that will 

affect our business.  

 

Just as students can benefit 

from a guest lecturer in a class-

room, NADA/ATD was proud to 

host members of Congress dur-

ing the conference. We heard 

from Rep. Don Beyer (D-Va.), 

Sen. Lindsey Graham (R-S.C.), 

and Department of Transporta-

tion Secretary Elaine Chao, just 

to name a few. They addressed 

numerous issues that are criti-

cal to the industry—from tax 

reform to recall legislation. As 

always, the conference culmi-

nated with our ‘final test’ and 

hundreds of dealers going to 

Capitol Hill for meetings with 

congressional representatives 

where we have a chance to 

make an impact for our busi-

nesses.  

 

Finally, I’d like to say that noth-

ing makes a bigger impact on 

our industry than having your 

participation and engagement. 

With elections for several ATD 

board seats imminent in the 

next month, I’d like to encour-

age all active and interested 

dealers to capitalize on your 

opportunity to serve our great 

industry. I can tell you person-

ally that there is nothing more 

rewarding than fighting for our 

fellow truck dealers, standing 

up for what we do, and preserv-

ing our industry. ATD wel-

comes your leadership and in-

fluence for the greater good of 

our dealer body.  

 

September is a busy and essen-

tial time for all families. On be-

half of ATD, I wish you and 

your loved ones a productive 

and successful academic year 

and a booming season for your 

businesses!  

Jake Nichols          

ITDA Chairman    
Palmer Trucks        

Indianapolis 

ATD News                       
September 2017 
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When publicizing services, transparency is key 
 

 

The Indiana Bureau of Motor Vehicles (BMV) knows that being able to offer titles and 

registration services to your customers is a valuable aspect of your business. It is a con-

venient option for many Hoosiers and it is important to share these services with cus-
tomers across the state. However, it is also important for customers to know there is a 

distinction between completing a transaction with a BMV-authorized dealer, and an offi-

cial BMV branch.  
 

The BMV encourages dealers to discuss and market the services they offer. When pub-

licly promoting titles and registration services, please be sure to include information 

conveying that these services are authorized by the Indiana BMV. We want to avoid cus-
tomers stopping by wishing to conduct a transaction that can only be completed in a 

branch, and have to be turned away. Transparency is key, and we want all customers to 

be able to plan their BMV business appropriately.  
 

Our agency appreciates the convenient services that our partner dealers have available 

for Hoosiers. We hope to continue the level of trust and dependability that the BMV and 

dealers across the state have to offer. 
 

Important Message From the Indiana Bureau of Motor Vehicles  





Robert Falcone is shown accepting the Automobile Dealers Association of Indiana (ADAI) Herman Goodin Civic Service Award presented by ADAI’s 
Executive Vice President Marty Murphy. 

 Robert Falcone, Falcone Automotive—Indianapolis, was recently selected as the 2017 Herman R. Goodin Civic Service 

Award winner.  

 The Herman Goodin Civic Service Award was established in 1952 in memory of Mr. Herman R. Goodin, who was the 

first president of the Automobile Dealers Association of Indiana.  Mr. Goodin died while serving our country as a Colonel in the 

United States Army Transportation Corp during World War II.  His many business, civic and patriotic activities formed the mod-
el for annually choosing a dealer to be recognized for similar accomplishments. 

 Mr. Falcone began his career in 1977 at Speedway Volkswagen working in the service department as a technician.  He 

was 18 years old and had the mindset to own his own dealership, knowing it was his passion from the moment he stepped on 
the car lot.  Against the odds, Bob Falcone grew within the industry from starting as a technician to becoming one of the na-

tions’ leading Volkswagen, Alfa Romeo, and Mazda Master Technicians, to owning his first dealership at age 32.  The very first 
dealership he owned was Indy Saab.  Then, he expanded with Saab of Fishers.  After foreseeing the collapse of the GM franchise 

in 2009 and with Saab being in question to survive, he pursued an opportunity that led back to the dealership where he started 

working as a technician so many years ago. He now owns that very dealership – Falcone Volkswagen and Subaru.  

 Bob resides in Brownsburg, Indiana; however, West 16th street is also his home.  Over the past decade, Bob has revital-

ized West 16th street from 1844 West 16th to 2444 West 16th street. He purchased 5 abandoned buildings to have remodeled 

and revamped into vibrant and successful businesses. He recently opened a new Detail Center, Pre-owned Vehicle Showroom 
and updated the Falcone Subaru facility.  With every project, the dealership has been able to hire more staff and create new 

jobs.  Bob’s vision for expanding is not about helping himself, it’s about taking care of the people who matter most – customers 
and employees. 

 For the last 4 years, Bob has supported and donated over $80,000 to the Habit of the Heart Fund, through the Subaru 

Share the Love Event. Habit of the Heart assists Hendricks County women and children in emergent need.  In 2016, with a por-
tion of the $31,000 raised and donated by Falcone, Habit of the Heart volunteers were able to purchase new shoes and eye 

glasses for students who needed those every day essentials.  Bob genuinely believes in Habit of the Heart’s mission and their 
impact within the local community.   

 In 2017 and 2018, Bob plans to continue to grow and stay involved in the local community. As a new year approaches 

with different ideas, a lot will remain the same.  Bob will continue to support Girl Scouts of Indiana, The Leukemia & Lymphoma 
Society, Make-A-Wish, Habit of the Heart, Heaven after Hell Animal Rescue, Indy Honor Flight, Toys for Tots, and more. Bob is 

also working to expand the Collision Center on West 16th street and hire more team members throughout the year. He endless-

ly focuses on building a better future for all.     

  Congratulations to Mr. Falcone for this, the most prestigious, award given by the Automobile Dealers Association of 

Indiana, Inc. 

ROBERT FALCONE SELECTED AS ADAI’S 2017                     
HERMAN R. GOODIN  CIVIC SERVICE AWARD WINNER 
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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 
 

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 
 

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



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 
 

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

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

ALLIED MEMBERS (CONTINUED ) 
MCM CPAS & ADVISORS  
(317) 347-5200  FAX: (317) 347-5211 
Principal Business:  Certified Public Ac-
countants 
Contact:  Scott Herman 
www.mcmcpa.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  
 

 

 

 

 

P A G E  2 7  S E P T E M B E R / O C T O B E R  2 0 1 7        



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) 


