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Name    Contact    Telephone
ADESA Boston  Chris Carli  (508) 270-5403
Albin, Randall & Bennett  Barton D. Haag (207) 772-1981
Auto Trader.com  Jim Menard  (978) 347-2522
AutoRaptor (RAL)  Howard L. Leavitt  (401) 421-6533
Blum Shapiro   John D. Spatcher  (860) 561-4000
Boston Globe  Mary Kelly  (617) 929-8373
Carlin Charron & Rosen LLP  Robert Charron  
(508) 926-2200
CVR  Scott Herbers  (800) 668-2332
DealerTrack  Tracey Reyes  (516) 734-3600
Downey & Company  James Downey  (781) 849-3100
F & I Coach  Michael Wilkins  (413) 525-3416
F & I Resources  Jason Bayko  (508) 624-4344
Greenwood Distributors  James Viara  (508) 336-5040
Jewett Construction  Brian Gallagher  (603) 895-2412 
Key Bank  James Q. Moretti  (781) 662-0457
Leader Auto Resources, Inc.   John Quinlan   (514) 694-6880
Lynnway Auto Auction  Bob Brest  (781) 596-8500
M & T Bank  John Federici  (508) 699-3576
Mid-State Insurance Agency  John Pietro  (508) 791-5566
Mintz Levin   Kurt Steinkrauss  (617) 542-6000

Name    Contact    Telephone
Murtha Cullina  Thomas Vangel  (617) 457-4000
Nancy Phillips Associates, Inc.  Nancy Phillips  (603) 658-0004
NEAD Insurance Trust   Charles Muise  (781) 431-1450
O’Brien, Riley and Ryan, PC  Robert J. Ryan  (781) 826-6000
O’Connor & Drew, P.C.  Kevin Carnes  (617) 471-1120
ProShred Security  Joe Kelly  1-866-379-5028
R.L. Tennant Insurance Agency, Inc.  Walter F. Tennant  (617) 969-1300
Resource Management Group  J. Gregory Hoffman  (508) 761-4546
Responselogix  Robert Lee  (215) 618-2109
Reynolds & Reynolds  (800) 896-2886
Robinson Donovan Madden & Barry, P.C.  James F. Martin, Esq. 
(413) 732-2301
Samet & Company  John J. Czyzewski  (617) 731-1222
Schlossberg & Associates, LLC  Michael O’Neil, Esq. (781) 848-5028
Security First Insurance Group   John A. Novak  (203) 574-5200 
Sentry Insurance Company Christine Biechler  (715) 346-7488
Southern Auto Auction   Tom Munson  (860) 292-7500
Sovereign Bank   Richard Anderson  (401) 432-0749
TD Bank  Michael M. Lefebvre (413) 748-8272
Wiggin & Nourie, PA  Gregory A. Holmes, Esq.  (603) 669-2211
Zurich American Insurance Company Steven Megee (800) 443-4513
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by James G. Boyle, MSADA  President 

    his month we saw the conclusion of one of the most excit-
ing years of Massachusetts politics in recent memory.

While the outcome may not be what many of us were ex-
pecting or hoping for, the key thing to remember is that if you 
don’t play the game, you can’t win. And in our case, the stakes 
are much too high to leave our fate to those who will make 
decisions for us that will have far-reaching effects. 

What’s important is that no matter what party our representa-
tion belongs to, they must always keep our interests in mind when 
making policy. The pro-business, pro-growth candidate may not 
always be the one identifiable by party. Keeping an open mind is 
important – keeping allies is key in a state that has a reputation for 
being one of the most anti-business in the entire nation.

In this issue of Auto Dealer, we wrap up a year of advocat-
ing for more political involvement from our dealer members 
by highlighting the efforts of our Board of Directors and new 
Presidents Club members. NADA Director Ray Ciccolo and 
Executive Vice President Bob O’Koniewski helped coordinate 
a telethon in late September, resulting in a windfall of $20,000 
toward our state PAC and DEAC in just two hours.

In addition to the generosity of dealers across the Common-
wealth, Herb Chambers, Medium/Heavy-Duty Truck Direc-
tor Christine Alicandro, and Ira Motor Group President David 
Hult have officially joined DEAC’s Presidents Club. While 
they’re highlighted in our cover story (see page 12) I also want 
to thank them here for their dedication to making sure Mas-
sachusetts does its part in maintaining our collective strength 
on Capitol Hill.

Ray also deserves special recognition for his constant leader-
ship in working to keep Massachusetts dealers informed about 

the importance of contributing to DEAC and our state NCD-
PAC and maintaining relationships both on Capitol Hill and at 
the State House. We could not have a better advocate for us at 
the NADA table, and I look forward to continuing to work with 
him as we make progress in building those relationships.

As always, if you are considering donating to DEAC or 
NCDPAC or want to learn more about its activities, please 
get in touch with Bob at rokoniewski@msada.org or Ray at  
rjciccolo@aol.com.

A Senatorial Visit
One representative who definitely understands what our is-

sues are and how our industry works is U.S. Senator Scott 
Brown. Since around this time last year, he has been in the 
national spotlight as a politician who understands the concerns 
of the business community even as the direction of the govern-
ment seemed to swing in the other direction. 

During a visit to our offices this month, Bob O’Koniewski, 

T
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MSADA legislative agent Jim Hurrell, Ray Ciccolo and I were pleased 
to hear Senator Brown again reaffirm his commitment to standing by us 
in the face of challenges from a hostile White House. 

We are pleased to have a column written by the Senator in this issue – I 
think it proves that he hasn’t lost sight of his constituents despite a year 
of facing what must be a dizzying pace in Washington. I’m excited to 
hear what he has to say at our Annual Meeting.

A Final AM/PN Reminder
While we covered the bulk of why you should be in attendance at this 

year’s Annual Meeting and New England International Show Preview 
Night Gala in the last issue, I’ll take one more opportunity to encourage 
you to join us if you’re not already planning to be there.

Planning is now in overdrive at MSADA headquarters, and this year’s 
program should prove to be one of the most informative and interesting 
yet. I encourage you to take the time to come out for an afternoon of 
camaraderie and speakers who get at the heart of the issues we face, fol-
lowed by an evening of fun with the newest vehicles around.

Please call our office if you have any questions about the day’s events, 
or tickets, at (617) 451-1051.

‘Happy Trails’ to Dana Goodfield
News broke late last month that our Immediate Past President, Dana 

Goodfield, would be selling Dana Automotive and retiring to his farm 
in Conway, Mass. Dana served us admirably as president, seeing us 
through some especially trying times and certainly leaving a legacy that 
has steered this Association in the right direction. Please join me in wish-
ing him a happy retirement.

t
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Barnstable County

Gary beard, Dick beard Chevrolet

Berkshire County
[open]

 Bristol County
shawn o’Hara, o’Hara Mazda

Essex County
William Deluca, Woodworth Motors
Ann Regan flynn, Regan ford, Inc.

Franklin County
steven lorenz, Don lorenz, Inc.

Hampden County
Jack sarat, Jr., sarat ford

Hampshire County
[open]

 Middlesex County
James boyle, Tuck’s Trucks

Chris Connolly Jr., Herb Connolly Motors
scott Dube, bill Dube Hyundai

Norfolk County
Jack Madden, Jr., Jack Madden ford

Charles Tufankjian, Toyota scion of braintree

Plymouth County
scott shulman, best Chevrolet

Suffolk County
Robert boch, expressway Toyota

Worcester County 
Joel baker, baker Cadillac

steven sewell, Westboro Mitsubishi

Medium/Heavy-Duty Truck Dealer 
Director-at-Large

Christine Alicandro, Marty’s GMC Isuzu

Immediate Past President
[open]

NADA Director
Raymond Ciccolo, Village Auto Group

OFFICERS
President, James G. boyle
Vice President, scott Dube
Treasurer, Jack Madden, Jr.

Clerk, Chris Connolly, Jr.

Why contributing to DEAC is one of the best investments a  dealer can make

Showing our Collective  Strength
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Legislative Action

As the clock struck midnight on November 2, 
Election Day 2010, Massachusetts and the na-
tion saw the completion of a robust election sea-
son, with contrasting results.  While the rest of 
the country experienced significant changes as 
the GOP grabbed Congressional House, including 
gaining the speakership, and Senate seats, gover-
norships, and control of state legislative chambers, 
Massachusetts did not budge the needle off the “D” 
designation.

The Massachusetts GOP commenced the day 
with considerable optimism and great expecta-
tions.  The party appeared competitive in all the 
constitutional officer races, at least half of the 
ten congressional seats, and scores of legislative 
districts.  By the end of the evening, however, in 
this heavily Democratic-leaning state, the chalk 
hit the finish line first, shutting out the GOP in all 
the statewide and congressional contests.  The one 
bright spot for the state GOP – they added at least 
19 new members to the House contingent, so there 
are now 30 of that rare breed out of the 160 to-
tal members.  (As we go to press, there are still 
two House elections that are undecided in which 
Republican challengers upended sitting Demo-
crats, but these are presently tied up in recounts.)  
Even in the state Senate, the GOP lost ground, as a 
Democrat grabbed the seat being vacated by Rich-
ard Tisei, who ran for Lieutenant Governor on the 
Baker-Tisei ticket.  The GOP’s Senate caucus now 
stands at four in the 40-member body.  (See the 
accompanying chart for a list of new House and 
Senate members.)

Although Governor Deval Patrick won re-elec-
tion with only 48% of the vote in the four-way 

contest against GOP Charlie Baker, “independent” 
Tim Cahill, and Green-Rainbow Party nominee 
Jill Stein, the governor will surely grab the mantle 
of “receiving a mandate from the people” to con-
tinue with his liberal agenda that has not necessar-
ily been the most pro-business or pro-economic 
growth over the last four years.

The immediate task at hand that he and the new 
Legislature in January will need to confront is the 
$2 billion deficit that has been identified to exist 
in the current FY2011 budget and the potential $3 
billion gap for the FY2012 budget.  The state’s rev-
enue prospects are a function of how the national 
economy performs, especially when the current 
administration does very little to create a more 
friendly atmosphere for businesses to succeed in 
Massachusetts.  But, as I have stated before, taxes 
of all sizes and stripes will be on the agenda, in-
cluding income, gasoline, corporate, vehicle ex-
cise, capital gains, and estate.  The House taxation 
committee also has been reviewing all the current 
tax credits and exemptions on the books, which to-
tal in excess of several hundreds of millions of dol-
lars each year.  In that mix is the trade-in allowance 
that benefits your customers.

As we move forward, we need not lose sight of 
the fact that this administration has used $1.3 bil-
lion in one-time federal stimulus monies to cover 
this year’s spending plan.  If the new GOP-con-
trolled House in Washington has anything to say 
about it, there will be no more bailouts coming to 
states, especially as California, Illinois, New York, 
and others teeter on the edge of bankruptcy.

Bottom-line – this administration has exhibited 
virtually no spending restraints. The only way to 

by Robert O’Koniewski, Esq. 
MSADA Executive Vice President

In Massachusetts,  
Same “Stuff,”  
Different Day
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make up for a lack of revenue to feed the 
spending tiger is taxes and fees.  It will be 
interesting to see how much interest and 
support there will be in the House and Sen-
ate to feed the Patrick binge.  The taxpay-
ers most likely will be forced to cover for 
this on-going fiscal folly.

Dana Goodfield
On November 1, MSADA Immedi-

ate Past President Dana Goodfield retired 
from the auto industry with the sale of his 
Dana Automotive dealership.  As a result, 
Dana’s tenure with the Board of Directors 
also has ended.  Dana began as the director 
for Hampshire County and then served in 
leadership posts, including a two-year stint 
as MSADA President. We wish to thank 
Dana for his service and commitment to 
our industry and his fellow dealers and to 
offer him good luck in his future endeavors 
with his wife, Kathy.

GM IPO
As we go to press, General Motors is 

preparing to continue its progress out of the 
June 2009 bankruptcy that forced the shut-
tering of thousands of dealerships under 
questionable circumstances that are present-
ly being investigated by the TARP Inspector 
General.  At the same time the dealers were 
unnecessarily terminated, GM shareholders 
lost everything and bondholders were paid 
pennies on the dollar.  As one door closes 
and another opens, hopefully a more vital 
GM emerges, one that can shuck the yolk 
of government ownership in a way that en-
ables a stronger dealership network to sur-
vive and thrive amidst continued economic 
uncertainty and growing competitive forces 
domestically and from abroad.

George Anderson, RIP
Detroit icon and Baseball Hall of Famer, 

George “Sparky” Anderson, died on No-

vember 4, at the age of 76 from complica-
tions of dementia.  Anderson was the first 
manager to win the World Series in both 
leagues – with the Cincinnati Reds in 1975 
and 1976 and the Detroit Tigers in 1984.  He 
also is the only manager to lead two fran-
chises in career wins (863 wins in nine years 
with the Reds and 1,331 in 17 seasons with 
the Tigers).  His overall record was 2,194-
1,834, sixth on the all-time list.  Anderson 
was one of those likeable characters who 
used his self-deprecating humor, humility, 
baseball smarts, and optimism to entertain 
fans of all ages and, most importantly, to 
get the most out of his on-field personnel to 
achieve success.  Said fellow Detroit Hall of 
Famer Al Kaline about Anderson, “Sparky 
was one of the greatest people I’ve met in 
baseball. He was a leader to his players both 
on and off the field. He was an incredible 
person, and I cherish the time I was able to 
spend with him.”

NEW STATE REPRESENTATIVES 
(two recounts on-going)

NAME   DISTRICT  CITY/TOWN
Paul Adams (R)  17th Essex  Andover
Denise Andrews (D)  2nd Franklin Orange
Richard Bastien (R)  2nd Worcester Gardner
Matthew Beaton (R)  11th Worcester Shrewsbury
Nicholas Boldyga (R)  3rd Hampden Southwick
Paul Brodeur (D)  32nd Middlesex Melrose
Gailanne Cariddi (D)  1st Berkshire North Adams
Tackey Chan (D)  2nd Norfolk Qunicy
Nick Collins (R)  4th Suffolk  South Boston
Edward Coppinger (D) 10th Suffolk Boston
Mark Cusack (D)  5th Norfolk  Braintree
Angelo D’Emilia (R)  8th Plymouth Bridgewater
Geoff Diehl (R)  7th Plymouth Whitman
Ryan Fattman (R)  18th Worcester Sutton
Kimberly Ferguson (R) 1st Worcester Holden
Michael Finn (D)  6th Hampden W. Springfield
Denise Garlick (D)  13th Norfolk Needham
Sheila Harrington (R)  1st Middlesex Groton
Carlos Henriquez (D)  5th Suffolk  Boston
Russell Holmes (D)  6th Suffolk  Boston
Steven Howitt (R)  4th Bristol  Seekonk
Randy Hunt (R)  5th Barnstable Sandwich
Kevin Kuros (R)  8th Worcester Uxbridge
Steven Levy (R)  4th Middlesex Marlborough
Marc Lombardo (R)  22nd Middlesex Billerica

James Lyons (R)  18th Essex   Andover
John Mahoney (D)  13th Worcester    Worcester
Paul Mark (D)  2nd Berkshire  Hancock
Christopher Markey (D) 9th Bristol   Dartmouth
Rhonda Nyman (D)  5th Plymouth  Hanover
Jerald Parisella (D)  6th Essex   Beverly
George Ross (R)  2nd Bristol   Attleboro
Paul Schmid (D)  8th Bristol   Westport
David Viera (R)  3rd Barnstable  Falmouth
Chris Walsh (D)  6th Middlesex  Framingham
Daniel Winslow (R)  9th Norfolk   Norfolk
Donald Wong (R)  9th Essex   Saugus

NEW STATE SENATORS
NAME   DISTRICT   CITY/TOWN
Katherine Clark (D)*  Middlesex & Essex  Melrose
Eileen Donoghue (D)  1st Middlesex  Lowell
Barry Finegold (D)*  2nd Essex & Middlesex Andover
John Keenan (D)  Norfolk & Plymouth  Quincy
Michael Rodrigues (D)* 1st Bristol & Plymouth Westport
Michael Rush (D)*  Suffolk & Norfolk  West Roxbury
James Welch (D)*  Hampden   W. Springfield
Daniel Wolf (D)  Cape & Islands  Harwich  
 
* Denotes current state representative

NAME   DISTRICT   CITY/TOWN
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by Michael 
McKean 
Michael McKean, President and founder of 
ocd consulting, is a lifelong ParticiPant and 
observer of the retail autoMotive business. 
contact Michael at MMcKean@ocd.coM

the trUcK corner

by Dick 
Witcher
Dick Witcher iS vice 
preSiDent of AtD AnD 
the DeAler principAl At 
MinuteMAn truckS, inc.

Post-Election Priorities
On Nov. 9, NADA/ATD hosted a post-election 

roundtable discussion which included a broad cross 
section of truck industry lobbyists, government 
relations people and truck dealers. The professionals 
that met represent virtually the entire truck industry, 
from component suppliers, OEMs and dealers to 
equipment owners, lessors and operators.  The 
meeting lasted more than two hours in the NADA 
legislative offices just down the street from Congress 
and virtually next door to the Republican National 
Committee Headquarters. 

Usually it takes a while before the vehicle 
manufacturers loosen up and begin to discuss issues – I 
think they have an unfounded concern about releasing 
competitive information – but after some warm-up 
there was good participation by all. The content of the 
meeting was sufficiently stimulating to prevent coffee 
and bathroom breaks; participants literally did not 
leave their seats during the entire meeting.

The group discussed a larged number of legislative 
issues and proposals. The most hotly discussed topic 
was the truck fuel efficiency proposal. Historically, 
the NADA position on light vehicle fuel economy 
prefers the National Highway Transportation Safety 
Administration (NHTSA) to regulate Corporate 
Average Fuel Economy (CAFE) standards. NADA’s 
preference is based upon a legislated requirement of 
NHTSA to determine economic viability and technical 
feasibility prior to issuing new regulations. EPA does 
not have a similar mandate. Compliance with emissions 
standards was the driving force for manufacturers over 
the last ten years or so. As a result, heavy truck and 
engine manufacturers became accustomed to working 
with the EPA; this comfort led them to believe EPA was 
the best agency to work with on truck fuel economy.  It 
must have been the “devil you know versus the devil 
you don’t” which swayed their thinking.

Well, since the introduction of the medium 
and heavy truck fuel economy regulations by the 
EPA led team it seems the OEM positions may be 
changing. The proposed regulations are cumbersome 
and complicated. Of even greater concern for the 
truck manufacturers is the unknown stringency of 
unspecified future regulations; under the regulations 
the manufacturers have legal responsibility for meeting 
the standards. The penalty for failure is $37,000 
per manufactured vehicle. One truck manufacturer 
told me they would need to reorganize the company 
to comply with the new regulations. The proposed 
regulations are so long that none of the participants to 

the round table discussion had completed a reading or 
an analysis of the regulations.

The new standards for trucks seem inappropriate to 
me. With fuel the largest variable cost a truck owner 
has, it is in his interest to reduce cost as much as 
possible. The National Academy of Science report 
on truck fuel economy released in April concludes 
owners will move to existing technologies and devices 
to improve fuel economy when there is a cost benefit. 
At today’s diesel prices the incentive is not present. 
However, the Administration is determined to force 
truck owners to adopt technologies today regardless 
of other considerations and is placing the burden on 
the manufacturers not the users of trucks.

As a result of the round table meeting, for the 
first time, steps are planned for working together in 
the common interests of trucks. During the meeting 
suggestions were made:
• To share position papers and intents to sponsor 
legislation in advance with a hope to build consensus 
and support 
• To work together by sharing reviews of the medium 
and heavy truck fuel economy regulations prior to the 
sixty day comment close out period.
• There is a possibility of combined comments on the 
regulations at the two hearings scheduled for comment 
on the regulations. The second hearing is scheduled 
for Cambridge on November 18, 2010.
• The group will gather regularly to discuss topics and 
share information on individual plans for legislative 
and regulatory lobbying.

Looking ahead, we are not only ushering in a 
reconfigured Congress with new priorities, we are 
also facing at least two more rounds of ever-ratcheting 
regulatory standards, and the ongoing need to educate 
key elected officials and their staffs as well as the 
general public about our industry.  

The coalition of stakeholders who met collectively 
employs over 7.4 million people.  The group’s 
strength lies in its ability to reach consensus and speak 
with a unified voice to our elected officials.  ATD’s 
strength lies in its grassroots activism. Our members 
come from every community in this country.  We can 
mobilize that force to lobby our representatives and 
highlight the important role we all contribute to the 
nation’s economy.

It was an impressive meeting and ATD is encouraged 
by the communication between the various stakeholders 
and the interest in continuing the dialogue. 

t
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Lotteries, promotions, and raffles - People 
mistake them for being essentially the same 
thing all the time. Inherently, they are about 
the same thing with only slight differences. 
However, the “slight” differences are criti-
cal and can result in major consequences if 
the incorrect scheme is used. Dealers often 
use such programs as an effective form of 
advertising and promotion. While operat-
ing such an event seems relatively straight-
forward, failure to abide by the specific re-
quirements can result in operating an illegal 
promotion - with serious penalties.

Lottery Schemes and Raffles 
In Massachusetts, a “lottery” generally oc-

curs when a person pays a price to obtain the 
chance to win a prize. Under the law, it is ille-
gal for anyone other than the state to operate 
a lottery. The bottom line is that a dealer can-
not operate a lottery or any scheme resem-
bling a lottery, regardless of what it is called. 
The lines become more blurred when com-
paring a lottery to what most people think are 
a raffle and a sales promotion or giveaway. 
The latter is a permissible option for dealers 
that wish to run promotions while the former 
is definitely not. 

In Massachusetts, a “raffle” is, in es-
sence, a lottery for charitable purposes, in 
which obtaining the prize is wholly based 
on chance. The law defines a raffle as “an 
arrangement for raising money by the sale 
of tickets, certain among which, as deter-
mined by chance after the sale, entitle the 
holders to prizes.” The critical point to note 
here is that operation of raffles are limited 
to certain nonprofit organizations and the 
proceeds from the raffle must be used for a 
recognized nonprofit purpose. 

This means that a for-profit entity, such as 
a dealership, cannot hold a raffle for itself 
or operate a raffle on behalf of a nonprofit. 
The pertinent regulations issued by the At-
torney General apply to any raffle conduct-

ed in which the value of the prize or prizes 
to be awarded exceeds $10,000 or in which 
the ticket price exceeds $10. The AG regu-
lations also provide very specific guidelines 
as to who may be eligible to participate in 
the management of the raffle, what infor-
mation must be disclosed before or during 
the raffle, the obligations of the sponsor-
ing organization, and the record-keeping 
requirements pertaining to the raffle. Most 
importantly, the operation of a raffle with-
out a valid permit contravenes state law and 
exposes those operating the raffle to civil 
penalties, including the Consumer Protec-
tion Act (Chapter 93A) and imprisonment.

Therefore, a dealer cannot operate a raffle, 
even for charitable purposes, as raffles are 
limited to certain nonprofit organizations. 
Dealers should also be wary of teaming up 
with charitable organizations for purposes 
of a raffle. There are ways to run such a for-
midable program; however, the dealership 
needs to be in compliance with the laws and 
regulations governing raffles.

Promotions/Giveaways
You may recall a few years ago, Jordan’s 

Furniture ran a promotion where customers 
who purchased furniture during a set peri-
od of time obtained the chance of winning 
back the purchase price of the furniture if 
the Boston Red Sox won the 2007 Baseball 
World Series. Was this a lottery? Raffle? 
Giveaway? No - this was a legal promotion. 

A promotion is generally a lottery with the 
price or chance element removed. If chance 
remains an element of the promotion, then 
the sale of a product or service that provides 
the buyer with a chance of winning a prize 
is outside the realm of a lottery if the pur-
chase price does not include payment for the 
chance. In other words, a dealership cannot 
require a participant to pay $10 per ticket to 
enter a promotion nor can the dealer raise the 
price of the vehicle in order to incorporate 

the added charge for the promotion.
In the Jordan’s scenario, the promotion 

certainly involved an element of chance 
(whether the Boston Red Sox would win 
the 2007 World Series) and a prize (the pur-
chase price of the furniture bought during the 
promotional period). When this scheme was 
analyzed by the courts for legality, the court 
focused on whether the customer paid a price 
for the chance when the customer paid for 
the furniture and decided the price element 
was missing despite the fact that all eligible 
participants had to buy furniture in order to 
enter promotion (in other words, no “free 
play” existed). The court instead looked to 
whether the customer’s purchase price was 
in some way payment for the chance.

Therefore, if a dealer is considering run-
ning a promotion, keep in mind these points:
1) Do not require a customer or participant 
to pay a price in order to enter a chance to 
win a prize.
2) The major difference between a promo-
tion (permissible) and a lottery (not permis-
sible) is that a promotion is missing one of 
the three elements required to find a lottery 
- i.e., a payment , a prize, and chance. If 
your promotion contains all three, you are 
in trouble!
3) Stay clear of raffles as they can only be 
conducted by certain nonprofit organiza-
tions to raise money for recognized non-
profit purposes.

t

‘No Purchase Required…’ 
Or Is It? 

by Josefina Martinez
LeGAL

Josefina 
Martinez  is an 
attorney for 
Mccarter & 
english, llP.
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Leading 
the PAC
MSADA Directors’ telethon and new 
Presidents Club members send this 
year’s fundraising over the top

by Tom Nash

New DEAC Presidents Club Members

Christine Alicandro
Marty’s GMC Isuzu

Medium/Heavy-Duty Truck Director-at-Large

Herb Chambers
Herb Chambers Companies

David Hult
Ira Motor Group President
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It’s a rare sight to see a dozen car dealers in the same 
room trying to sell something for a common goal. 

But the threat of ongoing legislative battles both at the 
state and national level – and the victories won this year on 
both – kept the phone lines busy as the MSADA Board of 
Directors raised more than $20,000 in two hours.

After the first DEAC telethon held by the MSADA Board 
of Directors in two years wrapped up, NADA Director and 
telethon organizer Ray Ciccolo said this year was a key time 
to make the pitch to fellow dealers about the importance of 
contributing to both PACs.

“It was such a critical time with what was going on na-
tionally, we knew we wanted to get the dealers involved,” 
Ciccolo noted. “It’s important to become part of the politi-
cal process.”

And while the many political threats in play are a mo-
tivating factor, both Ciccolo and MSADA Executive Vice 
President Robert O’Koniewski made sure that the successes 
were used as a selling point as well.

2010 has been a busy year for those both trying to reg-
ulate the auto industry and those fighting regulation. Last 
summer, NADA worked to defeat the Obama Administra-
tion’s attempt at including car dealers in the Wall Street re-
form legislation, while MSADA again halted the “Right to 
Repair” bill at the State House in its toughest fight yet.

Ciccolo said the victories sold themselves.
“Everybody we spoke to gave us money,” he said, “but 

we only had two hours. If I had one disappointment, we 
simply didn’t have the time to call as many dealers as we 
wanted to. It’s unfortunate we didn’t give every dealer the 
opportunity to participate financially.”

Joining the Fold
Among those dealers who donated, some decided to take 

the leap into the Presidents Club, a high-profile status given 
by DEAC to dealers across the country who give an initial 
contribution of $5,000, with a $2,500 re-up commitment in 
each subsequent year. 

Christine Alicandro, owner of Marty’s GMC Isuzu and 
MSADA Medium/Heavy-Duty Truck Director-at-Large, 
Herb Chambers and Ira Motor Group President David Hult 
all joined the club in the wake of the telethon.

Alicandro is the first woman to become a member of the 
Presidents Club from Massachusetts, stressing that she de-
cided to join because the stakes of the legislative battles in 
Washington continue to rise.

“Now more than ever I feel it is very important for deal-
ers to have a strong voice on Capitol Hill,” Alicandro said. 
“With all the changes that have taken place just over the last 
12 months, from the Finance Reform Bill to Right to Repair 
and UNICAP, just to name a few, all or one of these would 
of been detrimental to our futures. 

“I feel it is our obligation as dealers to provide the capital 
that is needed to ensure our collective needs are heard.”

Hult, meanwhile, says that while he has never considered 
himself a “political person,” he was finally swayed into 
getting involved in the political process based on the past 
year’s legislative battles.

“Politics has become so involved in every aspect of our 
business that to avoid it is to forfeit my responsibility as a 
business leader, regardless of my personal attitude towards 
it,” Hult noted. “The Ira Group is not going to become a 

continued on next page

MsADA Directors and staff 
gather for a group photo 
– with some still on the 
phone. back row: executive 
Vice President Robert 
o’Koniewski, President 
Jim boyle, norfolk Director 
Charlie Tufankjian, MsADA 
Medium/Heavy-Duty Truck 
Director-at-large Christine 
Alicandro, nADA Director 
Ray Ciccolo, Immediate 
Past President Dana 
Goodfield, Clerk Chris 
Connolly, and Worcester 
Director Joel baker. front 
Row: essex Director Ann 
Regan flynn and Treasurer 
Jack Madden.
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‘victim’ of the system, and that’s what would happen if I didn’t 
get active.”

Hult added that the contribution is also a way for the Texas-
based Group 1 Automotive, which owns the Ira Motor Group, to 
express its solidarity.

“I am in the Presidents Club because if it’s worth doing, then get 
fully committed,” Hult said. “Perhaps that will also say to my fel-
low dealers in Massachusetts that we’re your partners. Whether at 
the state or the federal level, we at Ira want to do our part. 

“I am proud of the direction I see MSADA taking and this is a 
tangible way of saying it.”

‘The Next Crisis’
 Ciccolo cautioned Brown that many believe the Obama Admin-

istration would continue its assault on dealers by going after safety 
regulations – one of the many issues that could come up now that 
dealers have been exempt from the Wall Street reform legislation.

It was then, Brown recalled, that he remembered the support 
DEAC had given him in his come-from-behind victory against 
Massachusetts Attorney General Martha Coakley for the open 
Massachusetts Senate seat in January.

“I was tough as nails on that,” Brown said, noting he would “con-
tinue to look out for you” on Capitol Hill.

As Ciccolo plans another telethon for next year, he also will 
also be working with MSADA Executive Vice President Robert 
O’Koniewski and MSADA legislative agent Jim Hurrell to ar-
range one-on-one meetings with as many State Representatives 
and State Senators as possible. 

While funding is up this year, Ciccolo predicts a series of hard 
battles could be ahead. Although he said “Right to Repair” will be 
back at the State House again, other regulatory and taxation issues 
are constantly looming as well. 

“It’s imperative we continue the dialogue to ward off the next 
crisis,” Ciccolo said. “We know there will be one.” 

t

U.s. senator scott brown (R-Massachusetts) stopped by MsADA headquarters this month, where he was presented with a $5,000 check 
from DeAC. left to right: MsADA legislative Agent Jim Hurrell, MsADA President Jim boyle, senator brown, nADA Director Ray Ciccolo, and 
MsADA executive Vice President Robert o’Koniewski.

Directors Chris Connolly and Joel baker work the phones during the 
recent telethon.
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by Scott Brown
Almost a year ago, as I cam-
paigned across Massachu-
setts seeking the U.S. Senate 
seat formerly held by Sena-
tor Kennedy, a number of 
prominent Democrats took 
swipes at my 2005 GMC 
Canyon pickup truck. Quite 
frankly, I was insulted. One 
of them even implied that I 
didn’t deserve to be elected 
because “anybody can buy a 
truck.” Now they are asking 
for rides around Capitol Hill!

I’m in Washington be-
cause the voters – the people 
of Massachusetts – knew 
better. The green truck sym-
bolized the fact that I’m not a 
career politician – that I was 
running for office to repre-
sent the people’s interests in 
Washington, not a political 
ideology, a party agenda or 
the special interests.

I was hopeful that after 
my election both parties in 
Washington would have 
gotten the message that vot-
ers were tired of business 
as usual. Sadly, that wasn’t 
the case. In the nine months 
since I was elected, the Sen-
ate has spent a total of less 
than two weeks voting on 

bills designed to stimulate job creation. It’s easy to see why 
Congress is held in such low esteem. Too often, we’ve been 
unfocused and working on issues that have nothing to do with 
jobs and the economy.

Becoming the 41st Republican Senator, leaders of both par-
ties have sought my support. During the Wall Street reform 

debate, my staff and I reviewed every line of the bill and filed 
dozens of amendments. We were able to remove a $19 billion 
bank tax and other language that could have put a lot of people 
out of work.  

I also supported efforts to keep the bill narrowly focused on 
Wall Street – and not on the everyday Main Street businesses 
like orthodontists and yes, auto dealers. Thankfully, the final 
version of the bill retained much of Senator Brownback’s auto 
dealer amendment language, largely preserving the existing 
regulatory structure for the industry.

My election on January 19th was just echoed around the 
country with a landslide on November 2nd. Voters sent a simple 
message: change the way Washington does business. Con-
gress’ mandate couldn’t be clearer: the economy, jobs, and 
cutting spending must be our top focus. In the coming months, 
I’ll be introducing legislation designed to spur job creation – 
including across the board tax incentives for businesses and 
eliminating needless spending and regulation. The 1099 re-
porting requirement in the healthcare bill should be repealed 
immediately. Our corporate tax rate is too high and our tax 
code is way too complicated. Creating a friendly business en-
vironment is a global race, and we can’t afford to fall behind. 

We have a lot of work to do. Unfortunately, in this economy 
not everyone in Massachusetts can afford a truck – even one 
with 200,000-plus miles like mine! Through the years I’ve met 
with dozens of auto dealers around our state. I’ve found them 
to be among the best barometers of economic conditions. As 
your showroom traffic probably shows, we’ve got a long way 
to go to get private sector businesses – the engines of this econ-
omy – out on the road and running smoothly. 

I remain an optimist and believe that with sound policies, 
smaller and more responsive government at all levels and 
common sense taxes and regulation, we can get our Common-
wealth and nation moving again. I’m going to continue to do 
everything I can in Washington and Beacon Hill to fight for 
the businesses and workers in our state as they negotiate gov-
ernment bureaucracy and red tape. My offices in Boston and 
Washington are always open to you, and I hope that you never 
hesitate to contact me or a member of my staff with issues that 
are important to you. I wish you all a Happy Thanksgiving and 
all the best for the rest of the year!

Scott Brown is a U.S. Senator from Massachusetts.

Do you have an opinion  you want to share?  Send submissions to tnash@msada.org.

MSADA sound off 15

It’s Time to Get the Economy 
Rolling Again

“As your 

showroom 

traffic probably 

shows, we’ve got 

a long way to 

go to get private 

sector businesses 

– the engines of 

this economy – 

out on the road 

and running 

smoothly.” 
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16 f rom Around  
the Horn

DANVERS

state Rep. speliotis, Cong. Tierney 
Visit Ira stores

Just before the No-
vember 2 election, State 
Rep. Ted Speliotis (D-
Danvers), House Chair 
of the Joint Committee 
on Consumer Protection 
and Professional Licen-
sure, stopped by several 
Ira stores on Route 114 
in Danvers, including 
Ira Lexus, Ira Toyota 
and Ira Subaru, to speak 
with Ira magagers and 
employees, Group 1 Di-
rector of Government 

and Public Affairs Marvin Marcell, MSADA Executive Vice President 
Robert O’Knoweski, and MSADA legislative agent Jim Hurrell.

TuEsday, NOVEMBER 30
• Msada annual Meeting
• New England International auto show  
    Preview Night Gala

WEdNEsday, dECEMBER 1
• Lynnway auto auction, Lynn, Ma
• southern auto auction, East Windsor, CT

suNday, dECEMBER 5
• In Control advanced driver Training
     North andover, Ma

WEdNEsday, dECEMBER 8
• Lynnway auto auction, Lynn, Ma
• southern auto auction, East Windsor, CT

saTuRday, dECEMBER 11
• In Control advanced driver Training

Weymouth, Ma

WEdNEsday, dECEMBER 15
• Lynnway auto auction, Lynn, Ma
• southern auto auction, East Windsor, CT

Calendar NEWS

state Rep. Ted speliotis (D-Danvers) greets a 
group of technicians.
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Speliotis, whose committee is where the bulk of the “Right to Repair” 
and Chapter 93B franchise law battles have been fought, was in the final 

days of a tight 
race against 
Danvers Select-
man Dan Ben-
nett. Speliotis 
won by a 494-
vote margin.

On the same 
day, Sixth Dis-
trict Congress-
man John Tier-
ney (D-Salem) 
also visited 
the Ira stores 
in Danvers to 
speak with man-
agers, employ-
ees, and MSA-
DA representa-

tives about his efforts in Washington on behalf of car dealers. Tierney 
prevailed handily on Election Day over his GOP opponent, Bill Hudak.

WASHINGTON

More dealers Join Congress
The next session of Congress will hold more current and former auto 
dealers than ever, after three of the four dealers who fought to unseat 
incumbents in the U.S. House of Representatives saw success this month.

continued on next page
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Group 1 Director of Government and Public Affairs 
Marvin Marcell with state Rep. Ted speliotis and Ira 
lexus GM Michael o’Keefe.

U.s. Congressman John Tierney (D-salem) speaks with Ira lexus employees.

NORTHAMPTON

Dana Goodfield Retires

MSADA Immediate Past President Dana 
Goodfield announced his retirement late last 
month, with a sale to Andrew Feuerstein ex-
pected to be completed by the end of November.

“I will be 70 years old in March. I have spent 
my entire career in this industry, and now it is 
time to enjoy some of the things that I’ve not had 
time to do,” Goodfield said in a statement.

Goodfield, who began his career in Provi-
dence selling Buicks, bought Dana Automotive 
in 1992. He added Volkswagen to the already 
present Chevrolet franchise, which eventually 
became an issue after GM’s bankruptcy. The 
store is only selling Volkswagens as of Oct. 31.

“I kind of had to make a decision to be Chev-
rolet or Volkswagen, and Volkswagen seemed to 
be the better option,” Goodfield told The Daily 
Hampshire Gazette.

All of the dealership’s current staff will re-
main in place. Goodfield plans to continue rais-
ing horses and running a maple sugaring house 
with his wife, Kathy, on their farm in Conway. 

Dana Goodfield 
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More dealers Join Congress
from previous page
Republicans Mike Kelly of Pennsylvania, James Renacci of Ohio 
and Scott Rigell of Virginia won races against Democrat incum-
bents by nearly 10 points each. 

According to NADA, they will join three other Republicans 
currently in Congress to be the largest group of dealers ever. The 
three current and former dealers now in the House -- Reps. Bill 
Shuster (R-Penn.) Vern Buchanan (R-Fla.) and John Campbell 
(R-Calif.) – won by large margins.

They will join the Republican majority, likely to be led by pre-
sumptive Speaker Rep. John Boehner, R-Ohio, that will take con-
trol of the House.

Republican Tom Ganley of Ohio, who serves on the NADA 
Board was the only dealer who lost his race, with Democrat in-
cumbent Betty Sutton winning by 10 percentage points. 

All of the candidates ran on platforms calling for reduced gov-
ernment involvement in business affairs, with Campbell especial-
ly calling for reform on Capitol Hill.

“Bit by bit by bit, they’re taking away our freedom,” Camp-
bell said in an online campaign video. “It’s command-and-control 
government, an oppressive government, and we have to resist.”

NORTHAMPTON

Ford dealership Changes Hands
Jack Sarat Jr., owner of Sarat Ford Lincoln Mercury in Agawam 

and Family Ford in Enfield, announced this month that he has pur-
chased Northampton Ford, in the hopes of capitalizing on the com-
pany’s recent success and the growing opportunity in the area.

“It was not my idea to become a mega-dealer,” Sarat told  
The Springfield Republican. “But we saw a tremendous opportu-
nity in Northampton. Northampton is growing.”

Roger Jourdain, the store’s owner for 24 years, will continue to 
work at the dealership, which will be renamed Ford of Northampton. 

GREENFIELD

Lorenz sells Honda store
Lorenz Honda owner Beth Lorenz announced late last month that 

Barry Lundgren, co-owner of Lundgren Honda of Auburn, would 
be purchasing the dealership in November. Lorenz, who has owned 
the store since 1996, said in a statement she will be pursuing new 
interests while continuing to co-own Don Lorenz Buick GMC with 
Steve Lorenz, the Franklin County MSADA Director.

The Honda store will go under the name Lundgren Honda of 
Greenfield and retain most of its current 15 employees.
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WEST SPRINGFIELD

Balise Opens Revamped Lexus 
dealership

Also this week, Balise launched its new $6.5 million Lexus dealership, 
the former location of Balise’s Honda dealership, which now operates at a 
$11.5 million facility down the road.

The new Lexus 27,000 
square foot facility will 
allow Balise to increase 
staff from 30 to 45 and 
has 19 service bays – up 
from nine at the old build-
ing.

Balise told 22 News 
that he isn’t worried about 
the expansion cutting into 
his bottom line.

“What we’ve actually 
seen is our sales have 
grown disproportionably 

to the market during the last 24 months, especially with the new stores 
we’ve opened,” he said.

Jeb balise speaks to WWlP 22 news at the 
opening of his new West Springfield Lexus 
showroom.
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Mastria Gives away $160,000 
to Contest Winners

New England Patriots Receiver Brandon Tate was on hand to 
award contest winners $160,000 at Mastria Nissan last month. 
Thanks to Tate’s opening day kick-off return for a touchdown, 32 
customers won $5,000 each.

Over Labor Day weekend, Mastria Auto Group ran a promo-
tion that gave its customers a chance to win $5,000 if one of the 
New England Patriots returned an opening kick-off for a touch-
down during the season opener against the Cincinnati Bengals. 
Any customer who purchased and took delivery of a new or 

continued on next page
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(left to right) Ruddy brito, Robert Mastria, Rick Mastria, brandon 
Tate, ede ferreira, Michele scaife, and Richie Mastria.

Rick Mastria (holding big check) with members of the Raynham 
youth football league
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pre-owned vehicle during the weekend was eligible to 
win.

Tate’s touchdown helped the Patriots earn their first 
win of the season and gave $160,000 to 32 Mastria 
customers.

On the same evening, Mastria gave $500 to the 
Raynham Youth Football League and invited their 
midget team to the event.  The midget team is raising 
money to go to a tournament in Florida.
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RAYNHAM

Route 44 Hyundai to Build 
addition

Route 44 Hyundai owner Denise Bruno recently an-
nounced the dealership would be expanding – a move 
she said reflects the store’s increasing prominence.  

“I’m so proud of our team,” Bruno said in a press re-
lease. “Since we have been in business we have grown 
to be the # 1 Hyundai dealer in sales in all of New 
England and in the Top 25 in the country.”

Project Supervisor Bob Barboza said the new project 
will be a 14,000 square foot addition that will add a 
new showroom and customer service area. The proj-
ect, to be completed by Jewett Automotive Design & 
Construction, an MSASDA Associate Member, will be 
finished by May 2011.

NEEDHAM

Muzi Criticizes GM Bailout 
ahead of Election

In the lead-up to the November 2 midterm elections, 
dealer Frederick Muzi gave a nationally-broadcasted 
radio interview in which he said he doesn’t believe in 
government bailouts.

Muzi, whose family has owned Chevrolet and Ford 
dealerships in Needham for 75 years, said he also op-
posed the bailout of GM last year, noting we would 
have rather the company entered bankruptcy without 
government sponsorship.

“They made mistakes, let them pay for it,” Muzi told 
ABC News Radio. “It would have hurt us as a Chevy 
dealer, but we would have dealt with it.”

Muzi is one of several business owners in the ABC 
News interview who say government intervention in 
the auto industry has only hindered the economy.

“If the economy goes, then our business and our 
family will go,” Muzi added. “It’s up to us to cope with 
whatever economic conditions there are, but it’s a lot 
better when the economy is right.”
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Auto outlook
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nAdA Update

In a speech to members of the press on October 21, NADA 
Chairman Ed Tonkin raised some tough questions about 
proposed new federal fuel economy mandates, including 
whether consumers will be able to afford new technologies 
needed to achieve the stated goals.

The Environmental Protection Agency and the U.S. De-
partment of Transportation have circulated a proposal to 
dramatically increase the fuel economy standard to more 
than 60 mpg by 2025. 

The timing of the proposal is “a bit of a surprise since 
the ink is hardly dry on the Obama administration’s last an-
nouncement of a 35.5 MPG standard by 2016,” Tonkin said 

in remarks to the Automotive Press Association in Detroit. 
“And no one knows how much it will cost or whether reach-
ing 60 mpg by 2025 is even technically feasible,” he added. 

 “We would all like to believe consumers would be will-
ing to pay whatever it takes to reach such a worthy goal,” 
Tonkin said. “But will they? Or is this another example of 
getting ahead of the consumer, pushing too far, too fast? 
Will huge numbers of consumers be priced out of the mar-
ket?”

Tonkin said the consumer is the most important person in 
the auto industry because “nothing happens without a buy-
er.” And when it comes to buying cars and trucks, American 
consumers shop for convenience, predictability and afford-

ability, and that fuel economy is not always a top priority. 
Advanced technology must be affordable if we are to keep 
transportation accessible to all Americans, he added.

“We are cognizant of the ripple effect of higher [vehicle] 
prices,” Tonkin said. “The risk is, if these fuel economy 
regulations are overly aggressive, it will price Americans 
out of the market.”

NADA Used Car Guide Reports Strong  
Used Market 

Overall, the used-car market continues to be strong, re-
ports the NADA Used Car Guide (UCG). 

According to National Auto Auction Association data, 
prices have improved this year by about 4 percent on top of 
substantial increases in 2008 to 2009. Stable used-vehicle 
demand and greater available credit will keep used-vehicle 
sales and prices strong, says Jonathan Banks, executive au-
tomotive analyst for NADA UCG. 

The diminished supply of used vehicles also will keep 
prices firm for the foreseeable future, he says. This is sup-
ported by September and October auction data, which show 
moderate seasonal depreciation and continued strength in 
several truck segments. 

Depreciation in key segments, such as large pickups, 
large SUVs and midsize crossovers, has increased recently, 
which “is surprising this late in the year,” Banks says. 

Car and luxury model prices declined at a slightly faster 
rate than trucks. But overall Banks says he expects to see 
continued moderate declines for the rest of 2010 with prices 
on similarly aged models showing year-over-year strength. 

For more analysis from NADA Used Car Guide, visit 
www.nada.com/b2b/.

In other NADA Used Car Guide news, the Guide recent-
ly launched optimized Smartphone access to its two most 
often-accessed online applications—NADA Online and 
NADA AppraisalPRO®.  

At no additional cost, subscribers can use their latest ver-
sion Smartphones, including iPhones, iPads, Androids and 
more, to log in and look up used passenger car and light-du-
ty truck values and market data, including an optimized Au-
toCheck summary vehicle history report (available through 
a separate subscription). 

“This new feature gives dealers and auction-goers quick, 
easy and clear mobile access to all the key information they 
need to make well-informed buying and selling decisions 
on the go,” said Mike Stanton, vice president and chief op-
erating officer of NADA Used Car Guide. 

continued on nect page

25by Ray Ciccolo

NADA Chairman: Overly Aggressive Fuel 
Economy Push May Be Counterproductive
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“The risk is, if 
these fuel economy 
regulations are 
overly aggressive, 
it will price 
Americans out of 
the market.” 

– Ed Tonkin



nAdA Update

from previous page
To access the new mobile products, visit www.nada.com/
mobile. 

NADA Testifies at Hearing on New Fuel 
Economy Labels

At a hearing in Los Angeles October 21, NADA board 
member Forrest McConnell urged federal regulators to stick 
with fuel economy labels that “won’t confuse the buying 
public, won’t make new vehicle purchasing decisions more 
difficult and won’t treat automakers or fuel types unfairly.” 

“Fuel economy labels simply should provide useful facts 
in an easy to understand manner,” said McConnell, chair-
man of NADA’s Regulatory Affairs Committee and presi-
dent of McConnell Honda and Acura of Montgomery, Ala.

EPA Schedules Five Free 6H Compliance 
Webinars for Body Shops

Dealership body shops must comply with the EPA’s haz-
ardous pollutant rules by the Jan. 10, 2011, compliance 
date. To help dealers and others comply, the EPA held five 
free Webinars on the “6H rules.” The first Webinar was  
on Thursday, October 28, and the last was on Thursday,  
November 18. 

Dealers who complete this training will receive a cer-
tificate of completion fulfilling the classroom training re-
quirement of the new rule. However, dealers will also need 
hands-on training, as the Webinars do not cover that re-
quired training element.

 
NADA Convention Registration  

Up 14 Percent
New-car and truck sales aren’t the only thing that’s surg-

ing this Fall. The growing level of interest in the NADA 
Convention & Expo in San Francisco, February 5 to 7, is 
another sign that the auto industry is making a comeback.

“Participation in the NADA convention is often a bell-
wether for the overall health of the auto industry,” says Jack 
Caldwell, chairman of NADA’s convention committee and 
a Toyota-Scion dealer from Conway, Arkansas.

“Advance registration for the convention is up more than 
14 percent compared to the same time last year,” Caldwell 
added. “In addition, exhibit space on the expo floor has sold 
out, and 12 hotels in San Francisco are already completely 
booked.”

The NADA convention, which is considered the “Indus-
try Event of the Year,” includes franchise meetings, multiple 
workshops and several hundred exhibits. All major manu-
facturers and their top executives are planning to attend.

Industry keynote speakers are Jim Lentz, president and 
chief operating officer of Toyota Motor Sales, U.S.A., Inc., 
NADA Chairman Ed Tonkin and Vice Chairman Stephen 

Wade. Other speakers include former U.S. Secretary of 
State Condoleezza Rice and airline pilot “Sully” Sullen-
berger, who infamously maneuvered a successful emergen-
cy landing on the Hudson River.

“With more than 100 workshop sessions covering 35 top-
ics, the NADA convention offers dealers and their manag-
ers a one-of-a-kind opportunity to stay informed on industry 
issues and trends, to understand the changing economy and 
to ensure future success at the dealership,” says Caldwell.

Plus, NADA Chief Economist Paul Taylor will provide a 
new-vehicle sales forecast and economic outlook for 2011. 
Jonathan Banks, executive automotive analyst for NADA 
Used Car Guide, will present a used-vehicle sales forecast 
and provide insight on pricing, market trends and an out-
look for 2011.

‘Aftermarket Zone’ at 2011 Convention Sold Out
The “Aftermarket Zone” at the 2011 NADA Convention 

& Expo in San Francisco has sold out. It will showcase 15 
companies in more than 8,000 square feet of booth space – 
twice the size of the 2010 display. 

“These companies will highlight products and services 
that can help dealerships grow their businesses in the af-
termarket arena,” says Steve Pitt, NADA vice president of 
Conventions and Expositions. 

The convention workshop program will also offer a ses-
sion to show dealers how to incorporate an aftermarket pro-
gram into their business plan and meet the growing needs 
of their customers. 

2011 Convention & Expo Workshop Program 
Features New ‘Online’ Track

Among the 10 different tracks of workshops being offered 
at the 2011 NADA Convention & Expo is a new, rich “On-
line Presence” track featuring nine workshops that provide 
the nuts-and-bolts knowledge needed to address a variety of 
Internet applications. 

Workshops will include top speakers from Google, Driv-
ingSales, J.D. Power and Associates, AutoTrader, ActivEn-
gage and more. The workshop program kicks off on Friday, 
February 4, with sessions at 1:30 p.m. and 3:15 p.m.

t

ray ciccolo, village auto grouP, 
rePresents Msada MeMbers on 
the nada board of directors. 
he welcoMes your questions and 
concerns (rJciccolo@aol.coM).
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