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Factories punish
rogue exporters

U. S. dealerships reap
big gray-market profits

Donna Harris
dharris@crain.com

As the weak dollar continues to
make U.S. goods a bargain, au-
tomakers are cracking down on
U.S. dealers who are exporting a
growing number of new cars and
trucks to foreign customers on
the gray market.

In some cases, though, dealers
say they're unwitting and unwill-
ing participants who have no
idea the vehicles they sell are go-
ing overseas.

Last month Mercedes-Benz
warned its 344 U.S. dealers that it
is raising financial penalties and
cutting allocations for dealers who
sell more than 2 percent of their
vehicles to exporters, states a letter
obtained by Automotive News.

The punishments apply even if
dealers did not know that buyers

planned to export the vehicles.
Mercedes-Benz spokeswoman
Tracy Darchini said last week:
“We are confident that there is a
‘home’ here in the U.S. for every
vehicle that we are allocated.”

Booming business
Gray-market exports are a
growth industry. According to the
North American Automobile
Trade Association, 60,000 new
gray-market vehicles were ex-
ported from the United States last
year, up 68 percent from 2006.
Werner Schumacher, a major
Mercedes-Benz dealer in
Phoenix, was penalized $18,000
after his dealership sold a dozen
new vehicles that later were ex-
ported.  Schumacher, who
chaired Mercedes’ dealer council
last year, says he didn’t know the
vehicles had gone to foreign buy-

see EXPORTS, Page 37

Clarke: Buyers don't
know Saturn brand

Jamie LaReau
llareau@cralnicom

DETROIT — Saturn’s problem
with potential buyers? It's worse
than a lack of consideration. Buy-
ers are barely aware of Saturn.

That means that Saturn has to
revamp its marketing to build
awareness of the brand and its
new vehicle lineup, says Troy
Clarke, president of General Mo-
tors North America.

Over the past 15 months, Sat-
urn has launched a complete line
of vehicles including the Aura
sedan, which won 2006 North
American Car of the Year. Yet
Saturn sales are down 15.4 per-
cent through April.

“If you look at the purchase
funnel, you ask, ‘Do we have a
consideration problem on Saturn
or a conversion problem?”
Clarke told Autormotive News.
“The fact of the matter is we have
a basic awareness problem.”

In GM research of coastal mar-
kets, consumers who saw pic-
tures of Saturn vehicles could not

Troy Clarke: Saturn has “a
basic awareness problem.”

NEWSPAPER

identify them, Clarke said. So
Saturn’s advertising must start
over with something “a little
more basic” than the current
“Rethink” theme, he said. Saturn
will emphasize traditional mass
media and social media.

“Just as if you're introducing a
new brand,” Clarke said. “We’ll
probably spend about the same
amount of money, but we'll re-
purpose it so that it's more fo-
cused on awareness than consid-
eration.”

JOE WILSSENS

Bill Kozyra’s Continental jumped to No. 7
among suppliers in North America.

JOE WILSSENS

U.S. firms sink
on supplier list

Foreigners hold 5 of
top 10 spots in N.A.

Robert Sherefkin
Ishersfkin@craln.com

After a stormy decade of spinoffs,
megamergers, acquisitions, grand expan-
sions and occasional red-faced retreats,
the pecking order for North America’s auto
suppliers has a distinctly new look: Ameri-
cans no longer are running the show.

For the first time, a company based out-
side the United States is the largest suppli-
er of parts to automakers and other suppli-
ers’ North American factories. Canadian
parts giant Magna International Inc. has
elbowed its way past perennial No. 1 Del-
phi Corp. as the largest supplier to North
America, based on 2007 sales.

And four other foreign-
based suppliers have dis-
placed U.S.-based rivals, giv-
ing foreign companies half of
the top 10 spots.

In 2006, foreign-based sup-
pliers took just three of the top
10 spots. In 1997, only two for-

Top 5 suppliers

North America OEM sales in millions

N. America Percent

parts sales change

2007 '07vs.'06

1 Magna $13,592 54
2 Delphi Corp. 11,810 —14.8
3 Johnson Controls 7585 f 116
4 Lear Corp. 7,198 -26.6
5 Robert Bosch 6,460 fe 451

f=fiscal fe=fiscal estimate
Source: Automotive News Data Center

eign-based companies made the top 10.

An analysis of Automotive News’ annual
list of the top 150 North American origi-
nal-equipment suppliers shows that the
leading foreign-based suppliers are
growing quickly through acquisitions,
the same way U.S. companies grew dur-
ing the 1990s.

Continental AG’s purchase last year of
Siemens VDO catapulted the German
supplier to No. 7, from No. 18 in 2006.
Now, William Kozyra, Continental’s
North American CEO, must make the ac-

see TOP 150, Page 35

Post-minivan plan
at Ford and Chevy

Licking their wounds from minivan
misadventures, Ford and Chevy
offer new 2009 crossovers — key
introductions in one of the few
segments showing signs of life.
IPAGE 4 |

Honda
stands still —
and picks up ground

By traditional measures, Honda
is having a so-so sales year,
marginally ahead of 2007. But
in the context of the industry’s
sales slump, it's a star
performer with rising market
share. | PAGE6 |

Auto retailing's
new dynamic duo

Computer tycoon
Michael Dell, left,
and veteran auto
retailer Jeffrey
Rachor plan a

) whirlwind
spending spree to acquire
“premier” dealerships that sell
luxury and high-volume import
brands. | PAGE 8 |

Nissan will ease
reliance on N.A.

After nine years of
heavy reliance on
North America,
Nissan says it's
entering an era

in which profits
from other
portions of the
globe will play an
increasing role. | PAGE 16 |

New trustee faces
a big job at Chamco

A New Jersey court has named a
trustee to untangle the snarl of
accusations and ill will that has
paralyzed Chamco Auto, which
wants to import Chinese
vehicles for sale in the United
States. | PAGE 40 |



rdddiiil

Rethink safe.

THE SATURN VUE? THE COMPACT SUV WITH 137 SAFETY FEATURES. WE'VE RETHOUGHT THE SUV BY DESIGNING ONE THAT HELPS
PROTECT YOU FROM EVERY ANGLE. STABILITRAK® PROTECTS YOU AGAINST POOR ROAD CONDITIONS. ONSTARS
PROTECTS YOU IN AN EMERGENCY. THE HYBRID (LIMITED AVAILABILITY) HELPS PROTECT THE ENVIRONMENT. WHICH ALL ADD UP TO

PROTECT YOU AND YOURS FROM THEM AND THEIRS. THE VUE. THE COMPACT SUV FROM THE COMPANY THAT’'S RETHINKING
EVERYTHING. STARTING AT $21,875. NICELY EQUIPPED AT $25,995?

CONNECTS AND

Safe & Sound Plan. OnSt

AR (1-888-466-7827) or visit onstar.com for details and system limitations
SRP. Tax, title, license, re ice
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Ford: Wait on Kerkorian

DETROIT — Ford Motor Co.’s
board on Friday asked shareholders
to take no action in response to a
tender offer issued by billionaire
investor Kirk Kerkorian’s Tracinda
Corp. to buy up to 20 million shares
of common stock for $8.50 each.
Ford stock closed the day at $8.10,
down 10 cents.

Ford’s board said it will advise
stockholders of its position by May
22. In a statement earlier Friday,
Tracinda said it may propose
business strategies for Ford,
depending on its evaluation of the
automaker’s business and other
factors, and could acquire more

shares after the tender offer.
— Philip Nussel

Sonic sues Mercedes-Benz

Sonic Automotive Inc. is suing
Mercedes-Benz USA to compel the
automaker to allow the public
dealership group to complete its
purchase of a Mercedes dealership in
Sonic’s hometown of Charlotte, N.C.

Sonic President Scott Smith says
Mercedes-Benz is “holding hostage”
his company’s purchase of Beck
Imports in an effort to force Sonic to
spend tens of millions of dollars to
upgrade four of its nine other
Mercedes-Benz dealerships.
Mercedes-Benz USA did not respond

to a request for comment.
— Donna Harris

Fiat ponders Mexico plant

TURIN, Italy — Fiat is considering
Mexico as the location for a plant
that would supply North and South
America, sources told Automotive
News Europe last week.

Fiat will need production in North
America after its Alfa Romeo brand
returns to the United States in late
2009. And with demand in South
America growing faster than Fiat’s
capacity, the company needs more
production for the region.

In March, Fiat said it was scouting
for a plant to build Alfa Romeos in
the United States. Two possibilities
being considered were a shuttered
factory formerly owned by one of the
Detroit 3 or expansion of a Case
New Holland agricultural machinery
or construction equipment plant.
Fiat owns Case New Holland, which

has 11 plants in North America.
— Luca Ciferri

Wanted: A few
innovative dealers

If you are a franchised new-car
dealer and have pioneered a
winning strategy, we’re gathering
ideas for a special Insight
section on Innovative Dealers to
be published Oct. 13. Send a
note to Insight Editor Karen
Faust O’'Rourke at
korourke@crain.com or call her
at 313-446-0386.

carbon fiber’s mettle

It's strong, light — and pricey — but
3 Japan firms want more of it in cars

Hans Greimel
hgreimel@crain.com

TOKYO — Carbon fiber may be best
known for its use in golf clubs and jet
planes. Yet the silvery black composite
is extremely strong and light, and holds
great potential as a steel substitute
while automakers race to squeeze
every extra mile from a gallon of gaso-
line.

Unfortunately, carbon fiber also is
expensive — up to 30 times the price
of steel.

Now three Japanese companies,
which together control 70 percent of
the global carbon fiber market, want to
change all that. The players are Toray
Industries Inc., Teijin Ltd. and Mit-
subishi Rayon Co. And by boosting
output and cutting costs, they aim to
pioneer mass production of the futur-
istic material for widespread use in
cars. They also are counting on some

technical breakthroughs to bring down
the cost.

The hurdles are still high. But the
potential payoffs are too big to ignore.

Carbon fiber delivers the strength of
steel at one-fifth the weight. By some
estimates, a car’s overall weight could
be halved if carbon fiber composites
are swapped for traditional steel in
such parts as hoods, roofs, fenders,
body panels, wheels, radiator panels
or propeller shafts.

“But the first step is bringing down
the cost,” says Seiichiro Nohara,
spokesman for the Japan Carbon
Fiber Manufacturers Association. “It
will help if gasoline prices keep
climbing.”

Imagine a cloth of tightly woven fila-
ments, each a fraction of the width of a
human hair and composed almost en-
tirely of pure carbon atoms. That is
raw carbon fiber, which is then in turn

Packed with potential

Japanese companies lead the world in the
production of carbon fiber, left. Among its assets
H Light weight

m High tensile strength; resists stretching

B Extremely heat-resistant

At last
October’s
Tokyo auto
show, Toyota
revealed its
1/X concept
car, with a
body frame
made from
plastic
reinforced with
carbon fiber.

i W Doesn’t rust or corrode

twisted into yarns, turned into fabric
or molded with epoxy to form com-
posite materials or carbon fiber-rein-
forced plastic parts.

Making the carbon filament is ex-
pensive and time consuming. Manu-
facturers take long strands of pitch,
rayon or polyacrylonitrile, known as
PAN, and bake them in ovens at tem-
peratures of 3,600 degrees Fahrenheit.
The heat treatment transforms this
raw material into a fibrous product
that is up to 95 percent pure carbon,
making it very light and very strong.

Still new

Today, automotive uses account
for less than 1 percent of world car-
bon fiber output, Nohara says. What
little is used mostly finds its way into
exotic performance cars.

Mazda’s RX-8, Honda’s Legend
sedan and Mitsubishi’s Pajero SUV
already use carbon fiber driveshafts.
In Europe, BMW’s M3 has a carbon
fiber roof.

Nissan’s latest GT-R sports car has
a carbon fiber engine underguard

and radiator panel. But the car also
has a $70,000 price tag to match the
high-tech extravagance.

“This is very new technology and
very expensive. I'm not sure if we can
apply it to other cars,” says Nissan
r&d chief Mitsuhiko Yamashita.

Carbon fiber is one of the new ma-
terials Yamashita is looking at as Nis-
san tries to trim its average fleet
weight. He believes widespread use is
still five years away.

Ambitious Japan

Tokyo-based Toray, the world’s top
carbon fiber producer with 30 per-
cent of the market, sees big growth
coming soon. The company plans to
open a $24.3 million automotive cen-
ter in Nagoya next month. The goal is
to develop low-cost carbon fiber
composites for body panels and hy-
brid vehicles.

Teijin, which accounts for 20 per-
cent of global output, plans to start
supplying carbon-resin composites to

see CARBON, Page 36

Going green:
It’s no longer

an option

The government is mandating higher mileage.

Automotive News

EN CAR

When: Thursday, Nov. 20
Where: Rock Financial Showplace in Novi, Mich.
Cost: $795 full-day registration; $295 reception

and dinner only

For information: www.autonews.com/green

Greer takes top sales post

at Automotive News
DETROIT — Rick Greer has been named Automo-
tive News’ Director of Sales and Marketing.

Greer, 49, has been a top sales
representative at Aufomotive
News for 15 years, handling the
Ford Motor Co. and supplier
advertising accounts. In his
new position, he will be respon-

Your customers are demanding the same — plus
better performance.

The Green Car Revolution is well under way.
What does it mean to you?

To find out, come to the Automotive News Green
Car Conference and technology exhibition on Nov.
20.

Key auto executives will discuss the challenges,
opportunities and trade-offs of reducing the car-
bon footprints of their vehicles.

This one-day conference in suburban Detroit
will include a debate over the viability of cellu-
losic ethanol as a fuel for the future, a look at
powertrains of the future, and an examination of

Questions: green@autonews.com
or 313-446-0485

Host sponsor: Ernst & Young

a variety of innovations that could improve fuel
economy.

Speakers will cover issues such as vehicle weight
reduction, the use of low-rolling-resistance tires
and the development of new lightweight materi-
als.

The conference also will include an exhibition
that showcases suppliers’ latest technology.

sible for the marketing and
sales efforts of the publication.

Before joining Automotive
News, Greer held sales posi-
tions at 3M and RL Greer and
Associates.

“We are confident that through Rick’s leadership,
Automotive News will continue its history of
growth,” said Peter Brown, associate publisher and
editorial director of Automotive News.

Greer is a graduate of Michigan State University.

Larry Schlagheck, Advertising Director since
2000, has left Automotive News to pursue other op-
portunities.

\
Greer: New sales,
marketing chief



Toyota exec: Maybe it’s time to raise a Prius hybrid family

Mark Rechtin
mrechtin@crain.com

LOS ANGELES — A family of hybrid
vehicles carrying the Prius badge
could be the best way for Toyota to
leverage its alternative-fuel technolo-
gy, Toyota’s top U.S. executive said.

Toyota has tried to promote its Hy-
brid Synergy Drive technology as a
kind of brand — for example, making
it the subject of advertising cam-
paigns. All Toyota and Lexus hybrids
carry the badge prominently.

But turning Hybrid Synergy Drive in-
to a brand hasn’t worked so well, says

Jim Lentz, president of Toyota Motor
Sales U.S.A. Inc. Now the company is
weighing a different idea: lending the
Prius name to all future vehicles that
are offered only as hybrids.

“Try as we might to ingrain Hybrid
Synergy Drive with consumers, what
really stuck was Prius,” Lentz said in
an interview. “So rather than spend
millions more driving Hybrid Syner-
gy Drive on Highlander or Camry, I
think the consumer is telling us they
like the idea of Prius.”

Marketing similar vehicles under the
same brand name also brings efficien-

Toyota’s Jim
Lentz: “Try as

we might to
ingrain Hybrid
Synergy Drive
with consumers,
what really stuck
was Prius.”

cies, Lentz said. He said Scion ads have
been most effective when about the
brand, rather than individual vehicles.

The same could work with a Prius-
badged family of products that could
be added to the current five-door

hatchback, Lentz said. For example,
the addition of a two-door coupe, a
wagon or a commuter car.

A recent Nielsen Buzzmetrics study
concluded that the Prius name gen-
erates the biggest share of online dis-
cussion of alternative-fuel vehicles,
with almost 35 percent of total
“buzz.” No other alternative-fuel ve-
hicle received more than 4 percent.

Not all Toyota hybrid-powered cars
would carry a Prius badge. Hybrid
versions of vehicles that are also sold
as gasoline-powered vehicles would
be called “Hybrid,” not “Prius.” Thus,

the Camry Hybrid would not become
the Camry Prius, Lentz said.

When will a family of Priuses arrive?
Sources say a new Prius five-door is
expected by 2010, but Lentz would not
discuss timing of Prius derivatives.

“There is nothing in the pipeline,”
Lentz said. “It all depends on our re-
sources and when we can make it
happen. The longer gas is at four dol-
lars, the greater likelihood (these ve-
hicles) will bubble to the top.”

Lentz said Toyota is not consider-
ing making Prius a stand-alone sales
network, like Scion.

-Chevrolet :
Traverse: Will safe
approach to styling
lead to higher sales?

Chevy
Can crossovers

grab share from
Honda, Toyota?

Rick Kranz
rkranz@crain.com

DETROIT — Their minivans
bombed, so Ford and Chevrolet are
pinning hopes on their newest peo-
ple movers, two strikingly different
CIOSSOVers.

The 2009 Ford Flex and 2009
Chevrolet Traverse will join one of
the few remaining strong segments,
mid-sized crossovers. Last year that
segment generated 852,121 sales, up
30.7 percent from 2006.

The Flex and the Traverse will de-

Traverse

o T R

mANALYms

but within about three months of one
another and are aimed at the same
buyers: people who relish value and
price. Ford and Chevrolet cite the re-
designed 2009 Honda Pilot and re-
designed 2008 Toyota Highlander as
primary competitors.

Based on interviews, walk-arounds
and rides in the crossovers, here’s
how the Flex and Traverse stack up
against each other:

Styling: Ford uses the term “polar-
izing” to describe the Flex’s exterior
styling. “Boxy” and “breadbox” are
better words, say critics.

The Flex does have a perception
problem. In photos, the vehicle

seems too long. Blame it on the two-
tone paint option; the long, white
roof exaggerates the Flex’s length. In
reality, the Flex is 2.7 inches shorter
than the Traverse.

Inside, though, even critics praise
the Flex’s upscale look and feel.

The Traverse styling, meanwhile, is
familiar, a safe approach likely to
translate into bigger sales. The Tra-
verse shares sheet metal with two ar-
chitecture-mates, the Buick Enclave
and GMC Acadia.

Family tree: The Traverse is the
fourth crossover based on General
Motors’ front-drive Lambda archi-
tecture. That may give Chevrolet an

see RIVALS, Page 38

Head to head
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,Ford Flex face off this year

The Chevrolet Traverse will reach dealerships in September. The Ford Flex
goes on sale in June. Both are aimed at buyers who relish value and price.

2009 CHEVROLET TRAVERSE

2009 FORD FLEX

Wheelbase 118.9 inches 117.9 inches
Length 205.0 inches 202.3 inches
Width 78.4 inches 79.9 inches
Height 72.8 inches 67.6 inches
Weight (fwd) 4,720 Ibs. N.A.

Weight (awd) 4,925 Ibs. 4,640 Ibs.

Base engine 3.6-liter V-6 3.5-liter V-6
Horsepower 281 @ 6,400 rpm 262 @ 6,250 rpm

Torque, in Ibs.-ft.

253 @ 5,500 rpm

248 @ 4,500 rpm

Transmission

6-speed automatic

6-speed automatic

Base price*

*Includes shipping

Not announced

$28,995

LaSorda reaffirms axle plant plan

Bradford Wernle
and David Barkholz
oyen 5@ aralnieom

DETROIT — Chrysler LLC’s
Marysville, Mich., axle plant, under
construction and scheduled for
completion in 2010, is not for sale,
but the company is looking for po-
tential partners.

Said Tom LaSorda, Chrysler co-
president: “The bottom line is we
have made a commitment to the
UAW and our employees that we're
going to build a Marysville plant,
and we’re going to do that.

“We have enough flexibility so
that if we pick up a partner, they
could go bid on other work and
make it in that plant.”

Chrysler plans to spend $700 mil-
lion on the Marysville axle plant. It
will replace the carmaker’s aging

Detroit axle plant, and will make
axles for trucks and SUVs. It is ex-
pected to have a capacity of 1.2 mil-
lion axles per year.

Chrysler views axles as a core
technology. The plant will build a
lower-friction axle developed by
Daimler AG that will increase fuel
economy. Chrysler is engineering
the Mercedes axle technology into
its vehicles.

The plant will employ about 700
people, many of whom are expected
to transfer from the Detroit plant.

Under the recent UAW-Chrysler
contract, workers hired at the
Marysville plant will be paid half as
much as veteran UAW workers at
the Detroit axle plant. Workers at
the Detroit plant earn $28 an hour,
and benefits boost the hourly pack-
age to $73.

Chrysler: Jeep seats from India make sense

Bradford Wernle
bwernle@crain.com

DETROIT — Chrysler LLC will fly in
the face of conventional wisdom and
import rear seats for the Jeep Wrangler
from a seat supplier in India, accord-
ing to Tom LaSorda, co-president.

The India seat project is part of
Chrysler’s effort to source more parts
from China, India and other low-cost
countries. The automaker also is
building up engineering capacity in
those countries.

Because seats are bulky, complex
and difficult to ship cheaply, they of-
ten are built close to vehicle assembly
plants. But Chrysler will get rear seats
from Indian supplier Krishna Maruti
Ltd. and have them shipped to the
Toledo Supplier Park in Ohio, where
the Wrangler is built. Chrysler has not
said how soon the India-built seats

Chrysler’s Tom
LaSorda:
Sourcing rear
seats for the Jeep
Wrangler from
India is “much
less costly than
to do it locally.”

might be installed in Wranglers.

Current Wrangler seat supplier
Johnson Controls Inc. will continue
to build front seats for the vehicle,
LaSorda said.

LaSorda admitted he was surprised
that seats could be shipped cost-ef-
fectively from so far away.

“It makes enough sense that it’s
much less costly than to do itlocally,”
he said last week in an interview at
Chrysler’s suburban Detroit head-
quarters. “In this particular case, it’s

the rear seats, which dramatically re-
duces complexity.”
The rear seats have no electrical
parts or heat elements, LaSorda said.
Krishna Maruti is a joint venture of
Suzuki Motor Corp. in Japan and two
Indian companies: Maruti Udyog Ltd.
and Ashok Kapur & Associates. Krish-
na Maruti claims to be South Asia’s
largest seating systems maker.
Chrysler has opened an engineer-
ing center in Shanghai that employs
100 people. Chrysler plans to grow
that number to 250 by year end. In
April, Chrysler also opened an engi-
neering center in Chennai, India.
LaSorda said Chrysler is studying
Russia closely as it sets up a network
of global engineering centers.
Chrysler spokesman David Elshoff
said the company plans to add 1,000
jobs in these centers this year.
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Nissan plans wide range of electric vehicles

Lindsay Chappell
Ichappell@crain.com

CASCAIS, Portugal — While many
in the industry ponder whether elec-
tric cars are viable, Nissan Motor Co.
CEO Carlos Ghosn is preparing to
plunge into the market.

Ghosn sees potential for 10 million
global electric-car sales per year in
cities such as New York, Washington,
London, Paris and Mumbai, India.
And he wants Nissan and its partner,
Renault, to be a major player.

“It’s a territory we want to own,”
Ghosn told reporters at a press event
here. “We are bullish on zero-emis-
sion vehicles because of the social

Ghosn: “Bullish”
on electrics

Saikawa: Fleet
users first in line

trend. The young generation is de-
manding this. The social trend will
make electric vehicles more favor-
able, along with incentives and tax
cuts.”

Ghosn also clarified that the elec-

tric segment will mean introducing
multiple vehicles, not merely a single
car.

“The electric vehicle is not just one
car but a lineup,” he said. “Small car,
passenger sedan, LCV (light commer-
cial vehicle).

“It’s a zero-emission lineup, which
will be adapted to the needs of each
market.

“We can make an electric sports
car. We are testing many variations.”

Hiroto Saikawa, chairman of Nis-
san’s American management board,
said the company first will distribute
electric cars to U.S. fleet users start-
ing in 2010 and then begin commer-

cial marketing in 2012.

Saikawa said Nissan’s U.S. fleet
customers likely will be utility com-
panies and others who drive vehicles
inurban areas.

Urban customers will be the focus
of Ghosn’s commercial push. Ghosn,
who is CEO of both Nissan and Re-
nault SA, calculated that 69 million
passenger vehicles were sold globally
in 2007, of which 10 million were pur-
chased for “urban driving” — com-
muting over small distances, from
home to office and within neighbor-
hoods.

“That’s the first target of electric ve-
hicles,” he said. “So potentially, the

core target could be for 10 million
units for urban use.

“It could go further with the devel-
opment of technology.”

Nissan and Renault have engineers
working on a new generation of lithi-
um ion battery technology. Ghosn
said some markets will accept batter-
ies that recharge over six hours, while
others will require only a 30-minute
recharge.

“The battery and the electric charge
have to be cheaper than gasoline,”
Ghosn said of his new product strate-

“If we do this, we’ve won. With (oil)
at $120 a barrel, it gets easier.”

Changing
models yearly
created object
of desire

Henry Ford had his way of doing
things: Turn out a million of the same
model each year in any color the buy-
er wanted, as long as it was black.

Alfred Sloan, General Motors’ resi-
dent genius, had a different idea in
the 1920s: Cater to the buyer’s desire
for something new. Make each year’s
car so innovative that the consumer
couldn’t get along without it, even
though his current car had many
good years left.

In other words, the annual model
change. The 1923 Chevrolet is an ear-
ly example of the new approach. It
had a restyled body covering 9-year-
old technology.

Another Sloan idea was the step-up
plan. A motorist started with an en-
try-level Chevrolet. As his financial
condition improved, he moved up to
an Oakland (Pontiac), an Oldsmo-
bile, a Buick — and maybe, when he
made it big, a Cadillac. (Henry Ford
was out of luck there. He had only
one brand until he added Lincoln in
1922. And not many customers could
step up from a Ford to a Lincoln.)

The annual model change was a ba-
sic industry strategy until the prolif-
eration of nameplates in the 1960s
made it impossible to change every
line everyyear.

For the rest of the story, read
Automotive News’ GM 100th
anniversary edition, How General
Motors Changed the World,

on Sept. 15. For information about
the special edition, go to

www.autonews.com/gm100.

Automotive News
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The Kia Soul concept car, shown, has a new grille. The production version comes to the U.S. in 2009.

Kia to bring small car to U.S.

Gary Anglebrandt
autonews@crain.com

SEOUL — Kia Motors Corp. plans to export its
new Soul small car to the United States and China
in March, says a Kia source.

The five-seater will be produced for the Chinese
market at a Kia plant in China in December 2009.
The source declined to be identified because he is
not authorized to talk about the matter.

Suh Sung-moon, an analyst at Korea Investment
& Securities, also said the Soul is coming to the
United States in early 2009.

The car, code-named AM, is the next step, after

the Borrego SUV, in Kia’s strategy to reshape the
brand’s exterior design. The Soul concept was
shown first in Detroit in January 2006. It was dis-
played in Geneva in March with a new “tiger nose”
grille by Peter Schreyer, Kia’s head of design.

Schreyer has said he wants to give Kias a more
distinct look. In his corner is Tom Kearns, who
came from Cadillac and did the main design work
on the Soul.

The Soul was developed with buyers of the Toy-
ota Scion and Honda Fit in mind. The car is expect-
ed to get a 2.0-liter, four-cylinder engine with front-
wheel drive.

As U.S. waits,
Chrysler sends
cars made in
China to Mexico

Namrita Chow
namritachow@autonewschina.com

BEIJING — By year end, Chrysler LLC will start
shipping a China-made car to Mexico, says the
car’s manufacturer, Chery Automobile Co.

Still under discussion are Chery-built cars for
U.S. dealers of the automaker.

The car for Mexico, sold in China as the Chery
Al, will be badged with a Chrysler brand, says
Zhang Lin, general manager of Chery Internation-
al.

In July, Chery and [
Chrysler agreed to
work together to de-
velop cars for global '
markets.

Chrysler “sent engi-
neers to Chery in Chi-
na to work on the A1,”
Zhang said last month at the Beijing auto show.

The Al cars to be exported to Mexico are virtual-
ly the same as those sold in China, said Zhang. The
car was styled by Bertone of Italy.

A supplier source in China said the current Al
will not be sold in the United States.

Chrysler co-President Tom LaSorda said his
company and Chery are discussing cars that Chery
could assemble for the United States and Europe.

“We need small cars,” LaSorda said last week.
“Chery’s cars are still not ready for that exposure
into these markets.” He said China-built cars
probably won’t be ready to meet U.S. safety and
emissions standards for “three years or more.”

The Chery A1

Bradford Wernle contributed to this report

Honda: Sales are flat, but market share soars

If you can keep your sales steady when all
about you are losing theirs, then you’ll be a
man, my son, and rack up lots of market share.
With apologies to Rudyard Kipling, that’s the
way it has played out for Honda so far this
year.

Of the nine top-selling auto groups, only
American Honda managed a sales increase in

-

Y

Running the numbers

Honda hits double digits

Market share ups and downs, in percentage points,
through April, compared with the same period last year

the first four months of 2008 — albeit a modest
1.5 percent. Honda has benefited from fuel-ef-
ficient cars such as the Fit (up a whopping 68.7
percent to 21,579 units this year) and an in-
sightful lack of reliance on trucks and SUVs.

The result: American Honda is the newest
carmaker to pass the 10 percent market share
threshold.

The Honda and Acura brands clocked in at
10.1 percent share from January through April,
up from 9.2 percent over the same stretch last

year. They finished 2007 with 9.6 percent.

No. 5 American Honda also is cutting deeply
into Chrysler LLC’s No. 4 ranking, what with
Chrysler suffering the largest share decline of
the top carmakers this year.

In the first four months of 2007, Chrysler
held alead of almost 250,000 units over Ameri-
can Honda. That advantage had been
trimmed to about 114,000 units during the
same period this year. If the trend continues,
Honda will overtake Chrysler in 2009.

MARKET SHARE 2008

GAIN/LOSS SHARE
American Honda +0.9 pt. 10.1%
Toyota Motor Sales +0.8 pt. 16.4%
Nissan North America +0.5 pt. 7.2%
Hyundai-Kia +0.2 pt. 4.8%
VW Group of America +0.2 pt. 2.1%
Daimler AG +0.2 pt. 1.7%
BMW Group +0.1 pt. 2.1%
Ford Motor -0.4 pt. 16.2%
General Motors -1.2 pt. 21.9%
Chrysler -1.5 pt. 12.5%

Source: Companies, Automotive News Data Center
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Fla. law: Automakers can’t force dealer upgrades

Mark Rechtin
mrechtin@crain.com

A bill awaiting the Florida gover-
nor’s signature would limit how far
manufacturers can go to force auto
dealers to upgrade their stores.

The state’s already dealer-friendly
franchise laws also would be bol-
stered in areas such as warranty pay-
outs, incentives, exports and fraud.

The legislation “turns the tables
and prevents manufacturers from us-
ing their 800-pound gorilla status
against dealers,” said Alex Kurkin, a
Miami lawyer who helped draft the
bill.

The measure also would require
automakers to pay retail customer
rates for warranty labor and parts.

Manufacturers would be prohibit-
ed from auditing warranty claims

from dealers that demand retail pay-
ment or taking other punitive mea-
sures against retailers — tactics some
automakers are accused of.

Florida dealers have complained
that some manufacturers bully deal-
ers into building showrooms. Dealers
also have complained about unfair
warranty payout procedures.

The bill “prevents coercive ac-
tions,” Kurkin said. “Dealers who had
asked for retail warranty payouts got
audited. Then they get pushed into
the new facility du jour because the
factory hired a new VP of marketing.”

Both houses of Florida’s Legislature
unanimously passed the bill last
week. Gov. Charlie Crist is expected
to sign the legislation. If unsigned
for 15 days, the bill becomes law
automatically. Only a veto can pre-

vent passage.

The bill says carmakers cannot:
B Terminate a dealer’s franchise or
change or cut vehicle allocations for
failure to upgrade a facility, within
certain limits.
m Withhold incentives for facility ren-
ovation from dealers who already
comply with program standards.
® Deny Florida dealers incentives of-
fered elsewhere in the country.
B Punish dealers who sell vehicles

that are later exported — without
proof the dealer knew the vehicle was
to be exported.

B Revoke a dealer’s franchise for
fraudulent action unless the dealer
principal had full knowledge of the
fraud.

Manufacturer-backed lobbying or-
ganizations mounted a last-ditch ef-

fort to get Crist to veto the bill. The
Alliance of Automobile Manufactur-
ers — representing the Detroit 3,
Toyota and five other automakers —
has created FairAutoRepairs.com, a
lobbying group to oppose the bill.
The group has aired radio commer-
cials promising more expensive re-
pair bills, should the bill be signed.
Consumers are urged to demand that
Crist veto the legislation.

“This is an issue that should be
handled internally between dealers
and manufacturers, not through leg-
islation,” says alliance spokesman
Charles Territo. “This legislation
would be bad for manufacturers,
consumers and, ultimately, could
hurt dealers, if manufacturers are
forced to increase the cost of vehicles
asaresult.”

Partnership seeks ‘premier’ stores

Michael Dell-Jeffrey Rachor
team could spend as much
as $500 million over 5 years

Mary Connelly

mconnelly@crain.com

The new partnership of computer billionaire

Here are key elements of the dealership
acquisition strategy underlying the auto retail
venture formed by Michael Dell

and Jeffrey Rachor.

H Focus on U.S. dealerships that sell luxury

Michael Dell and veteran auto retailer Jeffrey
Rachor will focus on buying “premier” U.S. dealer-
ships that sell luxury and high-volume import
brands, Rachor said.

“We have the capital available to pursue virtually
unlimited growth,” said Rachor, a former president
of the public dealership group Sonic Automotive
Inc. “We have no specific growth or revenue targets
at this time. We want to grow at a measured pace.”

Dealership broker Sheldon Sandler predicted
that the new venture, MSD Automotive Partners
LLC, could spend as much as $500 million over five
years to acquire dealerships.

The auto retail partnership is an offshoot of MSD
Capital LP, a private investment firm that manages
more than $12 billion in assets for Dell and his fam-
ily. Dell, 43, is CEO of Dell Inc., of Round Rock,
Texas, the No. 2 maker of personal computers. Last
year, Forbes magazine ranked Dell the eighth-rich-
est American.

Rachor, 46, is CEO of the auto partnership an-
nounced last week. The venture is based in Chat-
tanooga, Tenn., Rachor’s hometown. Rachor said
Dell will not be “actively involved in the day-to-day
management or investment decisions” of the auto
retailer.

In an interview, Rachor told Automotive News he
is “investing a significant portion of my personal
net worth in this venture.” He declined to specify
the value of his minority stake. But he said he and
Dell “will be owner-operators with major skin in

SEAN BUSHER

Jeffrey Rachor is “investing a significant portion
of my personal net worth in this venture.”

the game.”

MSD Capital “is prepared to invest what is neces-
sary” to achieve the goals outlined by Rachor, a
spokesman said last week.

Rachor would not say how many dealerships the
partnership seeks to buy. Although the company is

and high-volume import brands
B Emphasis on Sun Belt states

B Minority equity stakes for dealership general
managers

H No plans to go public

especially interested in dealerships in Sun Belt
states, he said, “we are prepared to go anywhere we
can find great assets and management.

Love of luxury

“We love the luxury brands — European, Asian
and domestic,” Rachor said. “And we particularly
like the high-volume Asian import brands.”

But he said he and Dell will be open-minded
about domestic-brand dealerships “in the right sit-
uations and markets.”

Rachor said the company does not plan to im-
pose a corporate brand on the dealerships it buys:
“The branding or name of the dealerships would
be alocal decision.”

And the new venture has no plans to go public,
Rachor said. Company executives “believe strongly
that the auto dealership business model is best op-
erated as a privately owned enterprise.”

Sandler, CEO of Bel Air Partners LLC in Skillman,
N.J., said he expects the Dell venture to focus on
acquiring large private dealership groups that gen-

see PARTNERS, Page 36

GM payback for Axle bailout: Lower prlces, innovation

David Barkholz
dbarkholz@crain.com

GM’s truck, SUV supplies rise » 36

that allow American Axle to match
competitors’ bids on future work.

General Motors’ $200 million pro-
posed donation to American Axle &
Manufacturing Holdings Inc. is a lim-
ited-time, no-strings-attached offer,
according to a GM filing with the Se-
curities and Exchange Commission.

Yeah, sure.

GM will seek to get its money back
in lower axle prices and first crack at
product innovations, analysts say.

That’s beyond the immediate goals:
hasten the end of a 10-week-old UAW
strike at American Axle that has hit
light-truck production at 30 GM
plants and head off local strikes at
GM plants building popular cars

such as the Chevrolet Malibu.

“There almost certainly was some
hook that GM will get recompense ei-
ther in pricing or innovation or
both,” said Aaron Bragman, a re-
search analyst at Global Insight Inc.

“This isn’t a gift,” said Dave Cole,
chairman of the Center for Automo-
tive Research in Ann Arbor, Mich.

GM and American Axle spokespeo-
ple declined to comment on whether
the GM offer had a quid pro quo.

The GM money would pay for
$140,000 buyouts of American Axle
workers. It also would fund $90,000
lump-sum payments to lessen the

© GM CORP.

GM wants to head off strikes at
plants that build the Chevy Malibu.

pain of permanently lower compen-
sation for workers who remain.

Since GM spun off its axle opera-
tions in 1994 to create American Axle,
the axle maker has enjoyed a premi-
um on the prices it fetches from GM.
The automaker also has contracts

Those advantages have kept Ameri-
can Axle profitable — and heavily re-
liant on GM business, Cole said. GM
represents about 80 percent of Amer-
ican Axle’s business.

But axle competition has intensi-
fied in North America. Dana Holding
Corp., a key rival, cut labor rates dur-
ing Chapter 11 reorganization. New-
comers such as Magna International
Inc. have pushed into the market.

American Axle CEO Richard E.
Dauch cited that competition when
he sought to halve wages and bene-
fits of 3,650 workers at five plants.
They responded with picket lines.
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Suddenly, small was big in April

John K. Teahen Jr.

April was a terrible month for the
overall sales of new cars and light
trucks, but one segment of the mar-
ket feasted while the others fasted:
Small cars.

Ever since the price of gasoline be-
gan heading for the stratosphere,
those in the know have been talking
of a small-car boom. Not exactly a di-
vinely inspired idea. With gasoline
leaping past $3 a gallon and pushing
$4 and with much talk of $5, car buy-
ers naturally want to wring as many
miles as possible out of every gallon.

But the move to small, four-cylin-
der gas-sippers was slow.

In the first quarter, small-car sales
rose only 1.8 percent. The tiny tots
(the Kia Rio, Scion tC, Honda Fit and
Toyota Yaris) were up sharply, but
the small-car class as a whole had
just as many losers as winners.

Then came April. A lot of incurable
optimists who were expecting the
price of gasoline to fall apparently
woke up to reality. They bought the
high-mpg model they had been look-
ing at but hoped they would never
have to drive.

Small-car sales rose 19.2 percent in
April compared with April 2007. They
had dropped 2.2 percent in March.

Trucks, SUVs collapse

Just as the small-car market came
into its own in April, the pickup and
SUV markets collapsed. In the first

John K. Teahen Jr.
is the senior
editor of
Automotive News.

quarter, pickup sales were down
15.0 percent. In April, the drop was
19.9 percent. SUVs were smacked
harder: down 24.5 percent for the
quarter but off 32.8 percent in April.

Here’s how some of the big pickups
fared in April: The Toyota Tundra was
off only 6.0 percent from last year, but
the Nissan Titan was down 51.1 per-
cent. Sales of the Detroit 3 pickups —
the Ford F series, Dodge Ram,
Chevrolet Silverado and GMC Sierra
— declined 21.0 to 24.7 percent.

George Pipas, Ford Motor Co.’s
sales analyst, estimates that 25 to 30
percent of pickup buyers don’t really
need a pickup. Well, they’re not buy-
ing them anymore.

SUVs suffered even more, especial-
ly the midrange nameplates (the
Chevrolet TrailBlazer, Dodge Duran-
go, Hummer H3, Nissan Pathfinder
and Ford Explorer). TrailBlazer sales
in April were down 73.0 percent from
last year. Other declines included the
Mercury Mountaineer, 55.7 percent;
Durango, 45.1 percent; H3, 47.0 per-

cent; and Pathfinder, 40.9 percent.

But the premium-priced large SUVs
dipped only 4.5 percent in April —
lines such as the Cadillac Escalade,
Lincoln Navigator and Lexus LX 470.
Buyers in that price stratum obvious-
ly are not concerned about a little
thing like $4-a-gallon gasoline

The fad is fading

General Motors announced last
month that it has eliminated several
shifts at pickup and SUV plants, cut-
ting production by 138,000 units for
the rest of this year. It was Page 1
news in Detroit, but it came as no sur-
prise to regular readers of SalesTales.

I'have been warning for a long time
that the pickup boom was about to
run its course and that buyers would
again want cars — a product that the
Detroit 3 are woefully short of. I must
admit I didn’t foresee $4-a-gallon
gasoline this soon. But pickups are
falling from favor, and the fall will
continue.

As for SUVs, I've called them a fad,
and I've been royally excoriated by
devotees of those vehicles. I'll stick to
my guns; fads run their course, and
that’'s what is happening to SUVs.
Think Hula Hoop, yo-yo, Rubik’s
Cube. To my mind, the end of the fad
has just as much to do with the de-
cline of SUV sales as the rising price
of gasoline.

You may e-mail John K. Teahen Jr.
at jteahen @crain.com

UAW vote may be nearing
at Honda’s Alabama plant

Ralph Kisiel
Tkisiel@crain.com

Employees at Honda Motor Co.’s
Lincoln, Ala., factory could be voting
within several months on whether to
join the UAW.

UAW representatives have been
helping a core group of Honda work-
ers at the factory generate support for
aunion.

The plant assembles the Honda
Odyssey minivan and Pilot SUV. Hon-
da Manufacturing of Alabama LLC
employs 4,500 workers there.

“We know all the issues that the as-
sociates have. We're beyond that
point,” Mychal Boyd told Automotive
News. “I think we’'re moving forward.
We're close to a vote. It may be just
months away.”

Boyd, a quality assurance employee
at the plant, is part of the core group.

The group of employees pressing for
union representation has grown from
40 last summer to about 180 today.
The group invited the UAW to try to
organize a union at the plant.

In two meetings in mid-August,
about 500 Honda employees met with
UAW representatives at a nearby mo-
tel. Since then, the core group has
identified employee concerns, distrib-
uted literature and talked with col-
leagues about the benefits of a union,
Boyd said.

The Lincoln plant, about 35 miles
east of Birmingham, Ala., opened in

November 2001.

Wages are not an issue with employ-
ees, Boyd said. He identified the three
top employee concerns as favoritism
in promotions, high medical insur-
ance premiums and lack of retirement
health benefits. The core group meets
once or twice a week and now has its
own meeting hall in Lincoln.

Boyd said Honda employees are
willing to listen to the group’s pitch.

“We're well into the process of
educating everyone about a union,
its benefits, the pros and cons,” he
said.

In response to the organizing effort,
Honda sent employees a pointed, an-
ti-union letter in September remind-
ing them that Honda’s North Ameri-
can auto operations have managed
to avoid even a single layoff for nearly
30 years.

Mark Morrison, the plant’s commu-
nications manager, said he has not
heard about an approaching vote.

Union supporters are allowed to dis-
tribute literature to employees at the
plant entrance on their own time dur-
ing noncore hours, he said. The union
supporters have not been disruptive,
Morrison said.

The plant began mass-producing
the redesigned 2009 Pilot on April 15.

“Our focus has been on getting
everything right with the 09 Pilot,”
Morrison said. “We’ve had a smooth
startup.” EN

The Ford Technical Career Entry Programs (TCEP) are your connection to the
technicians you need today to provide quality service to Ford or Lincoln Mercury
vehicles. We cover a wide range of certification levels to meet your needs. Because
all our graduates receive Ford Service Technician Specialty Training, they have the right
credentials to add to your service department’s success.

“We heartily endorse
the MLR program, its

students and of course

its teachers . . .

Gerry Nucifora
Malouf Ford-Lincoln Mercury
North Brunswick, NJ

Connecting Your Dealerships
! with Winning Technicians

Add Technical Career Entry Programs
to “My Top Spots” on your
FMCDealer home page today!

“The future of our business

depends on trained techs,

and NTI FACT is providing
what we need.”

Randy Zydoik
Service Manager
Huntsville Ford



O What if hard work

really paid off?

.--"'"'.—

Robyn Phillips
General Manager X

Bill Summers Ford
North Platte, NE

Robyn Phillips depends on Zurich

to maximize dealership profits. N

“Zurich has done a fantastic job for us. Their employees are often in our store Because Change hap,oenz’”
providing ongoing training and helping us manage our F& department.

| really appreciate their attention to detail and ability to motivate

vehicle service contracts ® GAP e maintenance e road hazard tire & wheel

my staff. Their hard work has paid off with increased F& income.” @

theft deterrent system e environmental protection e reinsurance

www.zurichna.com/zdu ZUR]CH

Insurance coverages and non-insurance products and services are underwritten and provided by member companies of Zurich in North America, including Universal Underwriters Insurance Company and Universal Underwriters Service Corporation. Certain coverages and products and service are not available in all states.

©2008 Zurich American Insurance Company.




12 - MAY 12,2008

Automotive News

DAILY AUTO NEWS >> You can get the news you
need every day. Go to www.autonews.com/signu
and sign up for our daily e-mail newsletter.

In tough times
dealers must
coddle customers

Now that parts of the North American auto market are in
free fall, many dealerships are emphasizing other sources of
revenue to offset sagging new-vehicle sales. That’s good. But
each dealer must be careful not to damage his or her dealer-
ship and its long-term relationship with customers.

One of the biggest sources of dealership revenue can be the
finance and insurance operation, with its menu of profitable
products. But dealers can get in a lot more trouble over F&I
than they do over selling a car.

For example, when the service contract vendor Automotive
Professionals Inc. filed for Chapter 11 reorganization last
year, it stopped paying claims on the 250,000 service con-
tracts it had sold. Texas dealer Ramsay Gillman’s dealership
group had sold 15,000 of them.

To take care of his customers, and to protect his reputation,
Gillman has paid more than $500,000 of his customers’
claims, hoping to be reimbursed.

Long-term vehicle loans are an even more corrosive prob-
lem. Finance companies, including some of the biggest cap-
tives, are offering loans as long as 84 months. That may seem
a boon to cash-strapped consumers with negative equity in
their current vehicles who want to buy new ones — and to
dealers trying to sell cars and trucks. But awareness is grow-
ing among consumer groups and some dealers that long-
term loans perpetuate the negative-equity problem and sad-
dle car buyers with excessive interest payments.

It’s a short-term fix that can come back to bite the dealer-
ship when customers realize that their vehicles are worth less
than they owe — but that they must continue paying for
years to come.

Especially in tough times, dealers ought to nurture their
customers and their customers’ satisfaction with the dealer-
ship.

Museum funding is bold

Give credit to Chrysler LLC’s management for finding cre-
ative ways to shed unnecessary or unwanted operations.

Spinning off the automaker’s Walter P. Chrysler Museum
into a charitable 501(c)3 corporation is a bold stroke that can
help the museum grow. CEO Bob Nardelli is asking Chrysler’s
U.S. dealers to donate $5,000 apiece to the museum, which is
on the grounds of Chrysler’s headquarters in suburban De-
troit.

Not all Chrysler dealers may be able to donate. But those
who do will help preserve the heritage of the brands they sell.
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Watch your car-truck inventory

It seems so simple. Just make
sure that your dealership doesn’t
stock too many vehicles that are
rapidly losing their appeal.

And that applies to your used-
car inventory as well.

The factories are having a hard
time adjusting to new customer
tastes. But the U.S. dealer has alot
of options, not the least of which is
to simply say no. There will be
plenty of inducements to
encourage dealers to buy vehicles
in which the U.S. consumer has
lost interest.

The manufacturers can’t shut off their
production lines overnight. They are
committed for years, and it’s expensive for
them to realize that the automobile market
is sensitive to the increased fuel prices. Fuel
prices started rising in the early 1970s and
— except for an occasional temporary
reprieve — have been rising ever since.

Yet far too many automakers ignored all

-,

the signs and have

\ invested heavily in vehicles
S, that are not fuel-efficient.

Everyone has predicted
that at some price point—
higher than the current
price— U.S. consumers
are going to start buying
smaller vehicles.

But too many plants are
building those huge fuel-
inefficient vehicles that
Americans seem to be
rejecting. Sure, U.S.
consumers may become
comfortable with the higher prices, just as
the Europeans have, but it would appear
that such comfort would not come quickly.

That consumer adjustment won'’t
happen overnight. The shock s real, and
it's anybody’s guess whether it will wear off.

Meanwhile we’re going to see massive
wholesale and retail rebates to try to
counter the natural consumer reaction to

The manufacturers can’t
shut off their production
lines overnight.

much higher gasoline and diesel prices.

When you have billions of dollars
invested in plants and products that you
can’t change overnight, you must do
everything in your power to get your
dealers to stock plenty of those unattractive
vehicles. Then you'll have to have plenty of
incentives for the consumer.

This fall is going to be interesting, with
two 1-year-old big pickups competing with
two brand-new ones. They will be
competing for customers who aren’t much
interested in any of them. It looks like
Nissan is the prudent one by folding its tent
and sliding away in the dark of night.

The pickup market this fall is going to be
bloody.
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TO THE EDITOR

Dealers should sell
alternative fuels

To the Editor:

Sometimes when we are looking for
something, the answer is in front of us.

If car dealerships are going to embrace
alternative fuels, they must make them
available at the dealerships. Instead of
spending millions on advertising to get
people in the door, they could offer

We invite letters from our readers. Please
limit your letter to 250 words and tell us
whether we may print it. We reserve the
right to edit it.

Include your name and title, the name
of your company, your city and your state.
Also include your telephone number or your
e-mail address.

E-mail letters to: autonews@crain.com

Or send them to:

Letters

Automotive News

1155 Gratiot Ave.
Detroit, Ml 48207-2997

gasoline or hydrogen at a savings to the
consumer.

The lines would be around the block,
and dealerships would make money
doing it. There could be a
minimart/gasoline/hydrogen station at
every dealership.

When minimarts were placed in gas
stations, people said it would never
work. People will always need cars.

KARL DISKIN

Delray Beach, Fla.

The writer is a business manager for an
auto dealership.

Dealers are tuned in
to absorption figures

To the Editor:
Keith Crain must be living on another
planet if he thinks that today’s car

dealers are not conscious of absorption
and absorption percentage (“Time to go
back to the basics,” April 7).

It appears on Page 4 of General Motors
dealers’ financial statements, for
example.

I know lots of dealers, including U.S.
dealers, who are very concerned about
unabsorbed overhead. A step to help
with that issue would be to get an
industrywide standard definition for the
term “absorption.”

LINDER ARMITAGE
President

Southgate Chevrolet Ltd.
Calgary, Alberta

Irvin was smart,
friendly, helpful

To the Editor:

Everything John K. Teahen Jr. said
about Bob Irvin in his March 24 column
is true and worthy of one heck of a guy in
our business.

I'started in this business in 1954, and I
found Bob to be not only intelligent
automotively but a great guy you could
talk to and with.

He was helpful. I miss him and still
thank him for being a model guy in our
business. Thanks for your insight for
others.

ED BOBIT

Publisher — F&I magazine,

Special Finance & Automotive Fleet
Bobit Business Media

Torrance, Calif.

GM'’s big problem:
Too many brands

To the Editor:

Regarding General Motors’
reorganizing its eight brands into four
channels: Long term, it’s about killing
brands for profitability. General Motors
has too many brands chasing its
diminished share of about a quarter of

see LETTERS, Page 14
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Ford’s Challenge Long-term rellablhty

Initial quality
is good, but then
come the repairs

Richard Truett

It seems like a lifetime ago. But for
the first 12 of my 20 years as an auto-
motive journalist, I handed out con-
sumer advice daily as the auto writer
for The Orlando Sentinel in Florida.

Thousands of times between 9 a.m.
Aug. 16, 1989, and 5 p.m. Jan. 2, 2001,
I was blasted by angry consumers
who had bought something from
General Motors, Ford Motor Co. or
Chrysler. It usually happened after I
had written a positive review of a De-
troit 3 vehicle.

I would always tell a surly caller or
e-mailer something like: “You should
give the Big 3 another chance. They
aren’t making Oldsmobile diesels,
Ford Tempos and Chrysler K cars
anymore. The technology is all new.
It's much better.”

Now I am in the position of having
to take my own advice, and I don’t
think I am going to do it.

Here’s why: I bought a new Ford
Mustang in December 2004, one of
the first of the current Mustangs built
at the Ford-Mazda plant in Flat Rock,
Mich. I'm a sucker for a good-looking
car, and I get nostalgic over cars I
used to own. The 2005 Mustang was a
perfect blend of a 1966 Mustang fast-
back and a 1967 Mustang GTA that I
owned and restored in the 1980s. So,
when I saw the new Mustang, I had to
have one.

Sadly, though, it hasn’t been a very
good car — not for me and certainly
not for Ford. Because of frequent and
expensive warranty claims, Ford
probably hasn’t made a nickel on the
car.

Shoddy fix

After just 30,100 miles, my Mustang
is on its third power-steering rack.
The first two succumbed to leaks. My
car has been in the shop three times
for an exhaust system rattle in the
catalytic converter area that the deal-
er can’t or won't fix properly and per-
manently. (In one shoddy attempt,
the dealer installed radiator hose
clamps in an effort to put tension on
the converter to keep it from rattling.)
The transmission sometimes doesn’t
downshift properly. The rear seat belt
broke.

I could live with all that stuff.

DALE JEWETT

Staff Reporter Richard Truett loves the looks of his 2005 Ford Mustang, but he doesn’t like the way it was built.

But two weeks ago, the paint start-
ed peeling off the hood. And now I
am soured on Ford products, despite
the fact that here in Detroit I can
clearly see how well Alan Mulally,
Mark Fields, Joe Hinrichs, Derrick
Kuzak, Jim Farley and others are
turning Ford around.

Sorry, guys, but you likely won’t get
any more of my money — not for a
long time. I like the new Ford Fiesta,
Flex and Escape Hybrid. They look
great. Your initial quality scores on
the Edge and Fusion are impressive.
But most cars look like they’ll last
when they’re new.

The real test of quality — and one
Ford is failing by my experience — is
long-term reliability. So, like most
other consumers, before I buy anoth-
er new Ford, I am going to have to see
proof that your vehicles hold togeth-
er long after they are paid off, just like
Hondas and Toyotas.

This Mustang has taught me that
it’s much easier to tell people how to
spend their money than it is to step
up and spend your own. It also has
clarified for me why consumers toler-
ate sense-dulling Toyotas and Hon-
das. Those cars, though not perfect,
usually don’t break. And the resale
value is almost always higher than on

adomestic when it is time to trade.

Luckily for me, all the Mustang’s
mechanical failures occurred while
the car was still under warranty. And
Ford did step up and pay two-thirds
of the cost to repaint the hood, even
though the warranty didn’t cover it.
But the next time the car breaks, it’s
my dime.

Liked the retro PT

When Ilanded in Detroit in January
2001, I came from sunny Florida in a
black 1995 Oldsmobile Cutlass
Supreme convertible. The rough
roads in Detroit were beating that car
to smithereens, so I traded it in for a
new Chrysler PT Cruiser because I
liked the retro looks and the excellent
interior.

Then a funny thing happened: Too
many senior citizens started buying
the PT, and that was not an image I
was interested in, even though it was
a great vehicle that never went back
to the dealership except for oil
changes.

The Cruiser gave way to a 2003 Mini
Cooper, which let me buy a new

British car for the first time after hav-
ing owned dozens of used British
sports cars. The Cooper also never
needed anything except regular
maintenance.

Everything was fine until the new
Mustang came along. My 1966 Mus-
tang fastback was the first car I ever
loved, and so there was no question
thatIwould own the new model.

So, I traded the Mini and got the
new Mustang. I even paid it off two
years early. I was counting on it to
keep me off the car-payment band-
wagon for at least six years. Now I
find I can no longer trust the Mus-
tang enough to think it won’t need
some major, wallet-draining repair
sometime in the next three years.

Lately, I've been looking at new
cars and testing a few. Several of the
new GM vehicles, such as the Saturn
Aura and Astra and Chevrolet Mal-
ibu, are nothing short of excellent. I
realized the other day I am over my
angst at GM for killing Oldsmobile, a
brand that was near and dear to my
family. So maybe it’s time to give GM
another try — if I can make that leap
of faith.

You may e-mail Richard Truett
at rtruett@crain.com

continued from Page 12

the U.S. market.

It makes more sense to spend
money on fewer, more class-leading
products and not spread resources
thin by designing and marketing so
many with smaller volume.

The Toyota brand has models that
cover all GM makes except Cadillac,
and Lexus does that.

You can talk about brand equity
and perceived value, but that holds
up only if a brand is sought and
popular, and many of GM’s just

aren’t that hot anymore.

With its new four-channel retail
structure (Chevrolet, Saturn, Buick-
Pontiac-GMC and Cadillac-
Hummer-Saab), GM can sell Saab
and kill Pontiac or GMC and not run
into all the problems it had when it
dumped Oldsmobile.

Cadillac and Hummer are a good
match — vehicles for people to show
they have more money than we do.

On the other hand, Saabs are for
those who hear little voices telling
them to eat more tofu. Saab has
never come up to the sales volume
GM projected for it and never will.

Maybe the General can convince
Tata that Saab and Jaguar would be
the greatest automotive combo since
Studebaker-Packard. Come to think

© GM CORP.

A writer says Saab won’t meet GM’s
sales goals. A 2008 9-3 is shown.

of it, they would be.

GMC is probably safe; it provides
its channel with trucks. They're
simply high-zoot Chevys, but so are
all the other GM cars. Pontiac is the
weakest brand in the channel.

The Japanese have taken the mid-
priced segment away from the

Detroit 3 during the past 20 years.
Olds is gone, and Pontiac, Mercury
and the Chrysler brand are on the
ropes.

The only thing that saves Buick is
the fact that more than a million of
them were sold in China last year.

Consolidating brands is the fastest
way for GM to make money in
today’s market. I'm betting GM will
utilize the brand chemotherapy it
needs to do just that. Traditions be
damned.

RICK C. SAND

Boynton Beach, Fla.

The writer has worked in automotive
marketing and briefly as advertising
and promotions director

for Zimmer Motor Car Co.
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ASBURY

AUTOMOTIVE GROUP

I 'am proud to recognize Asbury’s dealers who have achieved the
highest levels of excellence in sales performance and customer
service. Our goal is for Asbury to be viewed as the dealer of choice
for our manufacturer partners, and it is the endless dedication of this
fine team that will help us achieve this objective. On behalf of all of
us at Asbury, I congratulate you and I thank you.

CHARLES OGLESBY, President &8 CEO
AsBUrYy AutromoTivE GROUP

CONGRATULATIONS TO ASBURY AUTOMOTIVE GROUP’S

BEST OF 2007...

Lexus Honda Honda Nissan
Elite of Lexus President's Award President's Award Owner First Award of
Nalley Lexus Galleria David McDavid Crown Honda Greensboro Excellence
Smyrna, GA Honda Irving Greensboro, NC David McDavid Nissan
David Richerson Irving, TX Kevin Hand Houston, TX
Jerry Lovins Randy Foust
Lexus Acura
Elite of Lexus Honda Precision Team Nissan
Nalley Lexus Roswell President’s Award Nalley Acura Owner First Award of
Roswell, GA David McDavid Marietta, GA Excellence
Dawid Richerson Honda Frisco Todd Zaciek Crown Nissan Greensboro
Frisco, TX Greensboro, NC
Lexus Michael Rasmussen Acura Jeff Hicks
Elite of Lexus Precision Team _
Plaza Lexus Honda David McDavid Acura Audi _
Creve Coeur, MO President’s Award Plano, TX Magna Society
Glenn Boland McDavid Honda Renee Huff Nalley Audi
Houston, TX Roswell, GA
Toyota Steve Hainline Mercedes Paula McCannon
President's Award Best of the Best _
Gray-Daniels Toyota Mercedes-Benz Pontiac
Brandon, MS of Ft. Pierce Mark of Excellence
Jimmy Gray Ft. Pierce, FL Coggin
B\ Todd Seth Pontiac/Buick/GMC
Toyota L Orange Park
President's Award Ford Orange Park, FL
Courtesy Toyota President’s Award Wayne Watkins
Tampa, FL Gray-Daniels Ford
Peter Hawley Brandon, MS Volvo ,
Bob Harper President’s Club
Toyota Crown Volvo Greensboro
President’s Award Gree.nsboro, NC
North Point Toyota Marianne Williams
Litdle Rocl, 28 Lincoln/Mercury
Nick Hill
e President’s Award
N David McDavid
A5 ) > Lincoln Mercury
P e Plano, TX
— OF Ric Moreno
echou @ED ovwMoND SR ey P
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Nissan: N.A. off the hot seat

Lindsay Chappell
Ichappell@crain.com

Nissan North America can exhale
now.

After nine years of high-pressure
emphasis on North America, Carlos
Ghosn, CEO of Nissan Motor Co., says
the automaker will not be so critically
reliant on that market going forward.

Just days before unveiling his next
multiyear plan for the company,
Ghosn said Nissan is entering an era
in which profits will flow from new
corners of the world, including Chi-
na, India and Russia.

“The U.S. will continue to grow and
be a main pillar for us,” Ghosn said in

an interview with Automotive News.
“But it will no longer be the main pillar
of Nissan profitability and growth.”

The automaker has transformed
under Ghosn, from near-bankruptcy
in the late 1990s to one of the indus-
try’s most profitable players. That
turnaround has come in large part
from rising market share, swelling
profits and cost-cutting in the United
States, Mexico and Canada.

Ghosn said Nissan North America,
with 1,070 Nissan-brand retailers and
180 Infiniti dealers, has been deliver-
ing two-thirds of Nissan’s profits for
the past two fiscal years.

“I think the relative importance of

(Nissan North America) is going to di-
minish because of the booming of
China, the booming of Russia, the
booming of India and the investment
we're making in the Mideast,” he said.

Without revealing details of the so-
called midterm plan he will an-
nounce Tuesday, May 13, Ghosn al-
luded to Nissan’s expectations to
grow and invest more in emerging
markets such as China, India, Russia
and the Middle East.

He said Japan has slipped to the
company’s No. 2 market after North
America. He predicted that Nissan’s
business in China will eclipse Japan
“within the next midterm plan.”
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Maserati North America
taps luxury-segment
veteran Eulberg as CEO

Marti Eulberg has been named
president and CEO of Maserati North
America. She will report to Raffaele
Fusilli, commercial director of
Maserati S.p.A. in Italy.

Eulberg replaces James Selwa,
who left in February after less than
three years. Maserati CEO Roberto
Ronchi oversaw U.S. operations
while the brand searched for a re-
placement.

Eulberg joins Maserati after about
20 years with luxury automakers.

She was vice president of market-
ing and sales for Jaguar Cars North
America, a position she held since
August 2006. Previously she was
vice president of Volvo’s European
sales.

Eulberg, a Texas native, joined
Volvo in June 2001 as vice president

= =¥ Marti Eulberg
" i joins Maserati

’ after about 20
years with luxury
automakers.

of Volvo Cars of North America Inc.
She began her career with a nine-
year managerial stint with BMW of
North America Inc., of Woodcliff
Lake, N.J. While there, Eulberg was
responsible for business-to-busi-
ness, commercial and daily rentals;
used-vehicle programs; retail train-
ing; and coordination of field activi-
ties.
— Diana T. Kurylko
and Philip Nussel

Nissan N.A. unit gets new
head of communications

Nissan North America Inc. has
named Alan Buddendeck vice presi-
dent of corporate communications.
Buddendeck replaces Frederique Le
Greves, 40, who held the position for
four years.

Buddendeck, 42, joins Nissan after
11 years with Motorola Inc. mobile
devices, most recently as senior di-
rector of global public relations and
corporate communications.

Le Greves will assist with the tran-
sition until mid-June and transfer to
Renault headquarters. Her new po-
sition will be announced later, Nis-

Frederique Le
Greves, Nissan
North America’s
communications
chief for four
years, will move
to Renault
headquarters.

san said in a press release. Le Greves
had served a year as vice president
of communications for Nissan Eu-
rope after joining the company in
2003.

— Craig Trudell

Former GM PR chief joins BMW

Tom Kowaleski, former head of
General Motors communications,
became vice president of corporate
communications for BMW of North
America LLC effective May 1. He re-
places Robert Mitchell, who retired
April 30.

Kowaleski will manage the corpo-
rate communications department.
He resigned the top PR post at GM in

early 2006 and has more than 30
years of experience at GM, Chrysler
Corp. and AMC-Renault.

Tom Salkowsky has been appoint-
ed manager of BMW corporate
communications, with responsibili-
ty for the BMW automotive brand.
He previously was manager of expe-
riential marketing.

— Dave Guilford
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“If you want to end up first in safety,

you have to put safety first’”

‘ Dr. Steven Rouhana, ‘
‘ Ford Safety Research and Development ‘

There’s only one way you’ll truly understand all the things we do at Ford to
make our cars some of the best on the road. Only one way to appreciate
the ingenuity, passion, craftsmanship and quality that go into all of the
vehicles we make. Only one way to see for yourself that every nut and bolt,

every sensor and microchip, is designed with one sole purpose in mind: to

make driving better. And the only way you’ll discover that is to drive one.

Alert one.
The Ford SYNC™ system

Follow no one.

Ford has more five-star crash

will be available later this year test safety ratings than any other

with 911 Assist’ Following an car company in U.S. history**

airbag deployment, it’s designed

to assist a vehicle occupant in
Dr. Steven Rouhana.
attempting to contact a local 911
Favorite quote: “A good company
operator through his or her
makes excellent products and
working and paired Bluetooth®-
services. A great company
enabled mobile phone.
makes excellent products and

services and strives to make the

world a better place”

To
learn
how

we’re

making
our

cars

Advance one. safer,

AdvanceTrac® with
Roll Stability Control™ from

visit

Ford is the industry’s only electronic fordvehicles.com.

stability control system of its kind

that uses two gyroscopic sensors
to monitor both yaw and roll motions

to provide roll stability control.

Learn from one.

Biofidelics. It’s a fancy word for making

crash test dummies as lifelike as possible.
Because the way we see it, the more human

our testing, the more human the results.

*Available fall 2008. Not all features may be available in all markets. Don’t drive distracted. Even with SYNC, only use phones/devices when safe. The Bluetooth word mark is a trademark of the Bluetooth SIG, Inc. **Star ratings are part of the U.S. Department
of Transportation’s SaferCar.gov program (www.safercar.gov).
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VW uses free service to improve sales, image

Maintenance plan
will start with
2009 models

Diana T. Kurylko
dkurylko@crain.com

Volkswagen Group of America’s of-
fer of free new-vehicle maintenance
starting in the 2009 model year is an
effort to boost sales and shed the
brand’s reputation for costly repairs.

VW calls its plan the “Carefree Main-
tenance Program.” It will give owners
of new VW cars and trucks free sched-
uled maintenance for three years or
36,000 miles. The plan also includes a
checkup after 90 days or 6,000 miles.

Mark Barnes, COO of Volkswagen
Group of America Inc., says the pro-
gram will make VW “the only au-
tomaker among our key competitors
to offer a no-charge maintenance
program.” The company declined to
estimate the cost of the program.

In the late 1990s, BMW of North
America LLC used a similar strategy to
combat a perception that its vehicles
were too expensive to maintain. BMW
launched a free-maintenance plan in
1996 that it continues to tout heavily.

Volkswagen Group of America’s
Audi luxury brand stopped offering
free maintenance in the United
States in the 2007 model year. Audi
dropped the plan so it could boost
profits and cut costs, moves that
helped pay for a new dealer-margin

program that took effect last year.

Jim Hall, owner of the automotive
consulting firm 2953 Analytics in
suburban Detroit, called VW’s offer a
good move. Free maintenance, he
said, “takes one variable completely
out of the picture.”

“It has helped BMW tremendously
— ‘Break My Wallet’ was their nick-
name,” Hall told Automotive News.
“That was their image in the late
1990s. It was VW’s image as of late.”

VW has struggled to improve its ve-

hicle quality. For example, its
Touareg SUV was riddled with quality
problems when VW introduced it four
years ago.

But the brand has made major im-
provements in new products. Last
week Consumer Reports magazine
designated the VW Rabbit the highest-
quality “affordable hatchback,” re-
placing the Mazda3.

Of six hatchbacks the magazine
tested for its June issue, only the Rab-
bit earned an excellent rating.

Aftermarket
center opens at
Mich. college

MIDLAND, Mich. — A new
education center on Northwood
University’s Michigan campus
focuses on aftermarket
management. The Sloan Family
Building for Aftermarket Studies
honors O.
Temple Sloan
Jr., who founded
General Parts
International
Inc. and
Carquest; and
his brother, C.
Hamilton Sloan, an early General
Parts partner.

The Sloan family and employees of

AUTO NEWS
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The Auto
Industry’s #1
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Marketing
Company
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Finance Manager~Office Staff~GSM~GM

800-421-4550

www.clickhereforadvice.com
Brian C. Hall, President & CEO

the two companies contributed more
than half of the new center’s $6
million construction cost. The 25,500-
square-foot center has interactive
classrooms that link Northwood
campuses in Florida and Texas.

Northwood’s aftermarket program
enables students to take courses in
aftermarket manufacturing, marketing
and retail/wholesale management.
Northwood is the only university that
offers an undergraduate degree in
aftermarket management.

Report cites trends in repair costs
SAN DIEGO — A shift to
lightweight materials, advances in
vehicle safety equipment and a
transition to waterborne paints are
key trends that are changing the
collision industry, a new study says.
The report, by Mitchell
International, concludes that the
industry “is undergoing some of the
most significant changes since the
introduction of unibody vehicle
production.” The factors identified
in the report are affecting the cost to
repair shops of tools and training,
says Greg Horn, Mitchell’s vice
president of industry relations.
Mitchell International, of San
Diego, provides information, work
flow and performance management
services to the collision industry.

Survey: Consumers like indie shops
BETHESDA, Md. — Advocates of

federal “right to repair” legislation

seek to bolster their case with a new

survey that says consumers are more
satisfied with independent repair
shops than service departments at
new-vehicle dealerships.

A survey in the May issue of
Consumer Reports, cited by the
Automotive Aftermarket Industry
Association, says 71 percent of
consumers who were polled said
they were “very satisfied” with the
service at independent shops. The
comparable figure for franchised
dealerships was 53 percent.

Proposed right-to-repair legislation
would require automakers to give
independent shops the same access
to service information and safety
alerts that franchised dealerships get.
The bill is before the U.S. House,
where it has 45 sponsors.

Shops cited for labor violations
SAN DIEGO — State regulators have
fined 28 auto body businesses here
more than $226,000 for a variety of
labor violations. Among the
infractions:
® Employing a minor without proper
permits at one shop.
m Failing to pay overtime at four
shops.
m Failing to pay minimum wage at
two shops.
m Failing to carry workers’
compensation insurance at 18 shops.
m Failure to keep required records
and post labor notices at 16 shops.
A statement by the California Labor
and Workforce Development Agency
did not identify the cited businesses.

SERVICE ADVISOR TRAINING

5/10TH INCREASE
Choose Your Format:

World Class DVD Training
Side-by-Side On-Your-Drive Training '
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Spence Levy, vice president of Air Aroma America, displays scents that
dealerships can release in their service areas.

Dealers aim to turn
scents into dollars

Bernadine Williams
bwilliams@crain.com

Does that new-car dealership smell
attract service customers? Air Aroma
America Inc. and its dealer cus-
tomers are betting it can.

Air Aroma, of Miami, markets
Aroscent, a portable diffuser the size
of a briefcase that dispenses scents
such as orange, pine, peppermint and
leather. Dealerships install the mist-
ing devices in service bays to mask
less-pleasant odors and, company ex-
ecutives say, to help stressed-out cus-
tomers relax.

“We enhance the whole environ-
ment and try to create a sensory ef-
fect,” says Spence Levy, Air Aroma
America vice president.

Dealerships also use the device in
showrooms. Levy says company data
suggest that customers stay longer on
sales floors that smell better.

Air Aroma says about 20 dealerships
in the United States use its products.
The company charges dealers $185 a
month, on average, for the Aroscent
system.

The service has the endorsement of
General Motors’ Service and Parts Op-
eration, which recommends Aroscent
to GM dealerships as part of its Good-
wrench marketing initiative. The con-
tract with Air Aroma allows GM deal-
ers to rent the system for $130 a
month.

“Some of our older dealerships may
have oil, grease and things in the ser-
vice lane,” says Gordon Barnes, Good-
wrench brand manager. “We want
people to come back to our service
lanes. By retaining those additional
customers, it is likely we will be able to

Dealerships install the
Aroscent misting devices
in service bays to mask
less-pleasant odors and
help stressed-out

customers relax.

sell them vehicles down the road.”

Levy says his company worked with
GM to identify scents that would es-
pecially appeal to the Goodwrench
target demographic: middle-aged
men. The Goodwrench scent is a cus-
tomized blend of citrus and leather,
he says.

Last month, Al Serra Chevrolet,
near Flint, Mich., installed Aroscent
in its service area and customer
lounge. Jason Freeman, the dealer-
ship’s service manager, said employ-
ees and customers have given the
Goodwrench scent rave reviews.

The dealership also plans to include
the scent in mailings to service cus-
tomers. Air Aroma turns the oils in the
scenting devices into an inklike sub-
stance that can be applied to mailings.

“The concept is to create a sense of
awareness for customers so they feel
comfortable when they make their
purchases,” Freeman told Automotive
News.

It’s too early to tell whether the aro-
ma system is boosting service depart-
ment revenues, Freeman said. But he
added: “We are excited for the com-
ing months.”



Steel Interiors, No A/C, No Satellite Radios —

And Yet the Automotive Industry
s Still Raving About Our Cars.

(Although that’s probably got more to do with our award-winning transportation service.)
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In the last 2 years we’ve received 17 auto industry awards from some of the world’s
biggest car companies — we’re on a roll these days at CSX. As a result, there’s
How tomorrow moves

never been a better time to put your cars in ours. Find out why at csx.com
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CLEAN ENERGY FUELS CORP. —
Vincent Taormina, 52, to the board of
directors. He is former CEO of
Taormina
Industries Inc., a
solid-waste and
recycling
company that
merged with
Republic
Services in 1997.
Taormina fills
the vacancy on
Clean Energy’s
board created by the resignation of
David Demers.

Taormina

Clean Energy Fuels, of Seal Beach,
Calif., supplies natural gas for refuse,
taxi, trucking, municipal and other
fleets in North America.

COHERIX CORP. — Homer
Harrison, 73, to manager of diesel
engine and machine tool markets
and special adviser to CEO Dwight
Carlson. He had been president and
CEO of Ex-Cell-O Machine Tools Inc.,
a manufacturer of metal-removing
equipment for auto plants and other
factories.

Pete Frieling, 53, to North
American automotive sales manager
for Asian OEM sales. He had been a
regional account manager for Metris
USA, a supplier of metrology
products and software for the auto
and aerospace industries.

Harrison Frieling

Coherix, of Ann Arbor, Mich., is a
privately held supplier of optical-
based measurement and inspection
products for the automotive and
semiconductor industries.

DASSAULT SYSTEMES SA — Peter
Schmitt, 41, to vice president of
automotive sales for Dassault
Systemes Americas Corp. in suburban
Detroit. He had been vice president of

marketing and business development
for Dassault’s Delmia brand.

Dassault Systemes, of Suresnes,
France, supplies software and
services. Its brands include Delmia,
Catia, Enovia and Simulia.

FEDERAL-MOGUL CORP. — Jeff
Kaminski, 46, to senior vice president
and CFO. He succeeds Michael
Lynch, who retired. Kaminski had
been senior vice president of global
purchasing. He continues as a
corporate officer and member of the
Federal-Mogul strategy board.
Markus Wermers, 43, to senior
vice president of global purchasing.
He had been vice president of sales
and marketing for Europe, the
Middle East and Africa. He also
becomes a corporate officer and a
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member of the strategy board.

Steven Gaut, 47, to vice president
of corporate communications and
government relations. He had been
director of communications and
marketing services for Europe, the
Middle East and Africa and the global
powertrain division at Delphi Corp.
He also becomes a corporate officer
and member of the strategy board.

David Pouliot, 45, to director of
investor relations. He had been
director of corporate development
and strategic planning.

Federal-Mogul, of suburban
Detroit, supplies pistons, rings and
liners, valvetrain products, systems
protection, bearings, lighting and
seals. In December, the company
emerged from Chapter 11
reorganization.

BorgWarner
adds turbo

capacity

DETROIT — BorgWarner Inc. is
building plants in Mexico and
Thailand and expanding plants in
Hungary and Poland over the next
few years to increase turbocharger
capacity by more than 3 million units.

The turbochargers will be built for
diesel and gasoline engines.

The company is spending $125
million with the
expectation that
the demand for
turbochargers in
North America,
Europe and Asia
will increase by
40 percent to 27
million units over the next five years.

BorgWarner, of suburban Detroit,
makes engine air management
systems, transmission assemblies
and components for the automotive
industry.

Kia supplier builds Ga. plant

LaGRANGE, Ga.— Sewon America
Inc., a unit of the South Korea-based
Sewon Group, broke ground here
this month on a plant that will make
components for Kia Motors America.

The plant, which is expected to
provide 700 jobs, will produce
stamped chassis and body
components and decorative trim
pieces for Kia Motors Manufacturing
Georgia in West Point, Ga.

The contract with the automaker
requires a $170 million investment
over three years. Sewon expects
production at the 420,000-square-
foot plant to begin in the fall of 2009.

Sewon Group, of Daegu, South
Korea, supplies automotive parts
and ornaments.

GKN Driveline to grow in China

BEIJING — GKN Driveline plans to
open a production plant during the
first half of 2009 in the central China
city of Wuhan in Hubei province.

The 474,000-square-foot plant will
supply driveshafts for Dongfeng
Motor Co. and its joint venture
programs with Honda and Citroen.

The plant will have an annual
production capacity of more than
1 million driveshafts.

GKN Driveline, of Worcestershire,
England, makes sideshafts, propshafts
and other driveline components for
the automotive industry.
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Mich. stores merge under Project Genesis

Project Genesis has made its mark
in Grand Rapids, Mich., with the con-
solidation of a Dodge dealership and
a Chrysler-Jeep store.

Betten Auto Group, owner of Cour-
tesy Dodge, has
acquired High-
land  Chrysler-
Jeep a block away
and merged the

DEALERSHIP

stores at the
Courtesy site.
The deal was

done under the auspices of Project
Genesis, Chrysler LLC’s plan to re-
duce its dealership count and put
Dodge, Chrysler and Jeep under the
same roof.

Highland Chrysler-Jeep was ac-
quired from Jay and Bruce Van-
Houten, whose family had owned the
dealership since 1959.

Betten/VanHouten
Buyer: Betten Auto Group, owner of
Courtesy Dodge in Grand Rapids
Sellers: Jay and Bruce VanHouten
Location: Grand Rapids, Mich.
Franchises: Chrysler, Jeep

Old name: Highland Chrysler-Jeep
More: The Chrysler and Jeep
franchises were moved to Courtesy
Dodge, now called Courtesy
Chrysler-Jeep-Dodge.

Cantanucci/Crabtree
Buyer: Michael Cantanucci

Seller: Crabtree family

Location: Westport, Conn.

This Automotive News feature lists recent dealership acquisitions
as reported by brokers, official announcements and news media.

Names: Lexus of Westport; Toyota
of Westport (now New Country
Toyota of Westport)

More: Robert Crabtree Sr. opened
the Toyota dealership in 1982 and
the Lexus dealership in 1991.
Cantanucci's company, New Country
Motor Car Group, of Saratoga
Springs, N.Y., operates dealerships
in Connecticut, New York and
Florida. Franchises include Lexus,
Mercedes-Benz, Maserati, Ferrari,
BMW, Porsche and Audi.

Dyer/Douglas
Buyer: William Dyer
Seller: William Douglas
Location: Vero Beach, Fla.
0Old name: Douglas Mazda
New name: Dyer Mazda

Dyer/Vero Beach
Buyer: Tatiana Dyer

Seller: Vero Beach Chevrolet Inc.
Location: Vero Beach, Fla.
Former name: Service Chevrolet
New name: Dyer Chevrolet

Peterson/Stupey
Buyer: Rock Peterson
Seller: Becci Stupey
Location: Everett, Wash.
0ld name: Harbour Pointe
Mitsubishi

New name: Brien Mitsubishi
More: Peterson will move the
Mitsubishi franchise to his Brien
Ford store in Everett.

Group 1/Tate

Buyer: Group 1 Automotive
Sellers: Creston and Atwood Tate
Location: Annapolis, Md.

0ld name: Tate BMW-Mini

New names: BMW of Annapolis,
Mini of Annapolis

More: Group 1 says the stores are
expected to generate about

$73 million in annual revenues.

Dealership Buy/Sell: We invite news
items about dealership sales and
acquisitions. Here's what we need:

W Name of seller

W Name, city and state of buyer

M Name, city and state of dealership

being sold, including name change

M Franchises involved

W Name of broker if applicable

M Size of dealership (annual unit
sales or sales revenue)

M Transaction price if possible

B Any other relevant information

B Phone number or e-mail address
E-mail items to: rjohnson@crain.com
Or send them to:

Dealership Buy/Sell

Managing Editor

Automotive News

1155 Gratiot Ave,

Detroit, MI 48207-2997

L my !
I 50 with GMC
Robert Parks of Parks Motor Sales (Buick-Pontiac-GMC) in Columbia, Tenn.,
receives a 50-year award for GMC. Pictured, from left, are Robert Rogers,
the dealership’s vice president; Dick Connelly, Buick-Pontiac-GMC
Kentucky-Tennessee zone district manager; Robert Parks; Gary Harms,
the general manager; Dot Spears, the office manager; and David Lush,
Buick-Pontiac-GMC Kentucky-Tennessee zone manager.

Milestones

m Jay Darling of Darling’s Nissan
in Bangor, Maine, received

a 25-year award for Nissan

from Nissan North America.

We invite items and top-quality
photos for the dealers section. For
guidelines, e-mail pfoley@crain.com
or call 313-446-0378.

Or send items to:

Dealers Section
Automotive News

1155 Gratiot Ave.
Detroit, MI 48207-2997

B 25 with Chevrolet

Joseph Gambino, left, of Gateway

Chevrolet in Avondale, Ariz., receives
a 25-year award for Chevrolet

from William Devine, Chevrolet's
Southwestern region zone manager.
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THESE DEALERS MAKE
EXCEEDING EXPECTATIONS ROUTINE.

Congratulations to These Dealers on Winning the 2007 Toyota President’'s Award.

LOS ANGELES REGION

Bill Wright Toyota
Bakersfield, CA

Bob Baker Toyota
Lemon Grove, CA

Elmore Toyota
Westminster, CA

John Elway's Crown Toyota
Ontario, CA

Keyes Toyota
Van Nuys, CA

Longo Toyota
El Monte, CA

Marina Del Rey Toyota
Marina Del Rey, CA

Power Toyota Cerritos
Cerritos, CA

Puente Hills Toyota
City of Industry, CA

Quality Toyota
Corona, CA

South Bay Toyota
Gardena, CA

South Coast Toyota
Costa Mesa, CA

Thousand Oaks Toyota
Thousand Oaks, CA

Toyota Carlsbad
Carlsbad, CA

Toyota of EI Cajon
El Cajon, CA

Toyota of Escondido
Escondido, CA

Toyota of Glendora
Glendora, CA

Toyota of Huntington Beach
Huntington Beach, CA

Toyota of North Hollywood
North Hollywood, CA

Toyota of Orange
Orange, CA

Toyota of Riverside
Riverside, CA

Toyota of San Bernardino
San Bernardino, CA

Toyota of Santa Maria
Santa Maria, CA

Tustin Toyota
Tustin, CA

SAN FRANCISCO REGION

Chuck Patterson Toyota
Chico, CA

City Toyota
Daly City, CA

Concord Toyota
Concord, CA

Fairfield Toyota
Fairfield, CA

Hansel Toyota
Petaluma, CA

Hobbie Auto Center
Oroville, CA

Magnussen's Auburn Toyota
Auburn, CA

Novato Toyota
Novato, CA

Putnam Toyota
Burlingame, CA

Thurston Toyota
Ukiah, CA

Toyota of Vallejo
Vallejo, CA

Valley Toyota
Hanford, CA

PORTLAND REGION

Appleway Toyota
Spokane, WA

Bob Bridge Toyota
Renton, WA

Foothills Toyota
Burlington, WA

Gresham Toyota
Gresham, OR

Griffith Toyota
The Dalles, OR

GEEHERTE
Helena, MT

Hometown Toyota
Ontario, OR

Kendall Toyota
Eugene, OR

Larry Lassen Toyota
Albany, OR

Lithia Toyota
Medford, OR

Lithia Toyota of Springfield
Springfield, OR

Lum’s Auto Center

Astoria, OR

Magic Toyota

Edmonds, WA

Parker Toyota
Coeur d'Alene, ID

Rogers Toyota
Lewiston, ID

Ron Tonkin Toyota
Portland, OR

Teton Toyota
Idaho Falls, ID

Tom Scott Toyota
Nampa, ID

Town Toyota
East Wenatchee, WA

Toyota of Bend
Bend, OR

Toyota of Gladstone
Gladstone, OR

Toyota of Lake City
Seattle, WA

Toyota of Puyallup
Puyallup, WA

Toyota of Tri-Cities
Pasco, WA

Wheeler Toyota
Grants Pass, OR

DENVER REGION

Beaver Toyota of Santa Fe
Santa Fe, NM

Boulder Toyota
Boulder, CO

Camelback Toyota
Phoenix, AZ

Carson City Toyota
Carson City, NV

Desert Toyota of Las Vegas
Las Vegas, NV

Ehrlich Toyota
Greeley, CO

Fallon Toyota
Fallon, NV

Fletcher Jones Toyota
Las Vegas, NV

Fremont Toyota
Lander, WY

Garvin Toyota
Powell, WY

Go Toyota Arapahoe
Englewood, CO

Hatch Toyota
Show Low, AZ

Hellman Toyota
Delta, CO

Karl Malone Toyota
Sandy, UT

Karl Malone Toyota
Albuguerque, NM



Larry H. Miller Toyota
Murray, UT

Mark Miller Toyota
Salt Lake City, UT

Menlove Toyota
Bountiful, UT

Pedersen Toyota
Ft. Collins, CO

Power Toyota Tempe
Tempe, AZ

Precision Toyota of Tucson
Tucson, AZ

Reno Toyota
Reno, NV

Right Toyota
Scottsdale, AZ

Stevinson Toyota West
Lakewood, CO

Tony Divino Toyota
Riverdale, UT
NEW YORK REGION

A-1 Toyota
New Haven, CT

Bay Ridge Toyota
Brooklyn, NY

Burdick Toyota
Cicero, NY

Colonial Toyota
Milford, CT

Condit's Toyota World-Newton
Newton, NJ

East Coast Toyota
Wood Ridge, NJ

Empire Toyota
Oneonta, NY

Gault Toyota
Endicott, NY

Hudson Toyota
Jersey City, NJ

Jack Sherman Toyota
Binghamton, NY

James Toyota
Flemington, NJ

Johnstons Toyota
New Hampton, NY

Lawrence Toyota
Lawrenceville, NJ

Lynch Toyota
Manchester, CT

©2008 Toyota Motor Sales, U.S.A., Inc.

Middletown Toyota
Middletown, CT

New Country Toyota
Saratoga Springs, NY

Northway Toyota
Latham, NY

Nye Toyota
Oneida, NY

Parkway Toyota
Englewood Cliffs, NJ

Prestige Toyota
Kingston, NY

Prestige Toyota
Ramsey, NJ

Rockland Toyota
Blauvelt, NY

Steet Toyota
Yorkville, NY

Sunrise Toyota
Oakdale, NY

Toyota of Clifton Park
Mechanicville, NY

Toyota of Hackensack
Hackensack, NJ

Toyota of Turnersville
Turnersville, NJ

Toyota of Wallingford
Wallingford, CT

West Herr Toyota
Orchard Park, NY

Westbury Toyota
Westbury, NY

BOSTON REGION

Acton Toyota
Acton, MA

Alderman’s Toyota
Rutland, VT

Bernardi Toyota
Framingham, MA

Bristol Toyota
Bristol, RI

Central Maine Toyota
Waterville, ME

Charlie's Toyota
Auqusta, ME

Copeland Toyota
Brockton, MA

Durand Toyota
Bellows Falls, VT

Falmouth Toyota
Bourne, MA

Handy Toyota
St. Albans, VT

Hyannis Toyota
Hyannis, MA

Ira Toyota llI
Milford, MA

Irwin Toyota
Laconia, NH

Orleans Toyota
Orleans, MA

Prime Toyota
Saco, ME

Sullivan Brothers Toyota
Kingston, MA

Toyota of Keene
East Swanzey, NH

Toyota of Newport
Middletown, RI

Toyota of Portsmouth
Portsmouth, NH

Toyota of Watertown
Watertown, MA

Toyota of Wellesley
Wellesley, MA

York Toyota
Houlton, ME

CHICAGO REGION

Andrew Toyota
Glendale, WI

Beck Toyota
Indianapolis, IN

Bredemann Toyota
Park Ridge, IL

Burnsville Toyota
Burnsville, MN

Carlson Toyota
Coon Rapids, MN

Classic Toyota
Waukegan, IL

Crown Toyota
Decatur, IL

Dan Hecht Toyota
Effingham, IL

Dave Mungenast Alton Toyota
Alton, IL

Ed Martin Toyota
Anderson, IN

Elgin Toyota
Elgin, IL

EImhurst Toyota
Elmhurst, IL

Evans Toyota
Ft. Wayne, IN

Heintz Toyota
Mankato, MN

Hiland Toyota
Moline, IL

Jack Safro Toyota
Brookfield, WI

Jordan Toyota
Mishawaka, IN

K.C. Summers Toyota
Mattoon, IL

Kenny Kent Toyota
Evansville, IN

Kolar Toyota
Duluth, MN

Lakeland Toyota
Sheboygan, WI

Le Mieux & Son Toyota
Green Bay, WI

Maplewood Toyota
Maplewood, MN

Mark Toyota of Plover
Plover, WI

0'Brien Toyota
Indianapolis, IN

0'Brien Toyota of Urbana
Urbana, IL

Rhinelander Toyota
Rhinelander, WI

Schaumburg Toyota
Schaumburg, IL

Smart Toyota
Madison, WI

St. Charles Toyota
St. Charles, IL

Steve Low's Midwest Toyota
La Crosse, WI

Team Toyota
Highland, IN

Toyota City
Brooklyn Park, MN

Toyota of Merrillville
Merrillville, IN

Uebelhor Toyota
Jasper, IN

Walser Bloomington Toyota
Bloomington, MN

CINCINNATI REGION

Byers Delaware Toyota
Delaware, OH




C & C Toyota
Marietta, OH

Crown Toyota
Holland, MI

Cumberland Toyota
Cookeville, TN

Don Joseph Toyota
Kent, OH

Don Moore Toyota
Owensboro, KY

Fannin Toyota
Ashland, KY

Fox Toyota
Rochester Hills, Mi

Fox Toyota
Clinton, TN

Gary Force Toyota
Bowling Green, KY

Germain Toyota of Columbus

Columbus, OH

Glenn Toyota
Frankfort, KY

Green Tree Toyota
Clarksville, IN

Green's Toyota of Lexington

Lexington, KY

Hudson Toyota
Madisonville, KY

Jeff Wyler Toyota
Springfield, OH

John Roberts Toyota
Manchester, TN

Kasper Toyota
Sandusky, OH

Kings Toyota
Cincinnati, OH

Kool Toyota
Grand Rapids, Ml

LaRiche Toyota
Findlay, OH

Mike Smith Toyota
Paducah, KY

Performance Toyota
Fairfield, OH

Phil Bachman Toyota
Johnson City, TN

Rivergate Toyota
Madison, TN

Robinson Toyota
Jackson, TN

Ron Hibbard Toyota
Gallatin, TN

Rusty Wallace Toyota
Morristown, TN

Signature Toyota
Benton Harbor, Ml

Sunshine Toyota
Battle Creek, MI

Swope Toyota
Elizabethtown, KY

Team Toyota
Steubenville, OH

Toyota of Cleveland
McDonald, TN

Toyota of Hopkinsville
Hopkinsville, KY

Toyota of Kingsport
Kingsport, TN

Toyota of Louisville
Louisville, KY

Toyota of Somerset
Somerset, KY

Toyota South
Richmond, KY

KANSAS CITY REGION

Billion Toyota
Sioux Falls, SD

Cedar Rapids Toyota
Hiawatha, IA

Crown Toyota
Lawrence, KS

Dan Porter Toyota
Dickinson, ND

Fort Dodge Toyota
Fort Dodge, IA

Harr Toyota
Aberdeen, SD

Lewis Toyota of Hays
Hays, KS

Lyons Toyota
Mason City, 1A

McEleney Toyota
Clinton, 1A

Midwest Toyota
Hutchinson, KS

Okoboji Toyota
Spirit Lake, IA

Olathe Toyota
Olathe, KS

Performance Toyota of La Vista
La Vista, NE

Performance Toyota of Lincoln
Lincoln, NE

Quality Toyota
Independence, KS

Reliable Toyota
Springfield, MO

Riley Toyota
Jefferson City, MO

Rolling Hills Toyota
St. Joseph, MO

Toyota of Des Moines
Des Moines, IA

Toyota of lowa City
lowa City, IA

Toyota of Muscatine
Muscatine, IA

Toyota of the Black Hills
Rapid City, SD

Twin City Toyota
Herculaneum, MO

Wilson Toyota
Ames, IA

SOUTHEAST TOYOTA

Atlanta Toyota
Duluth, GA

Ballentine Toyota
Greenwood, SC

Bob Tyler Toyota
Pensacola, FL

Bobby Murray Toyota
Rocky Mount, NC

Bryan Easler Toyota
Hendersonville, NC

Cherokee County Toyota
Canton, GA

Courtesy Toyota
Tampa, FL

Cramer Toyota of Venice
Venice, FL

Dave Edwards Toyota
Spartanburg, SC

David Maus Toyota
Sanford, FL

Daytona Toyota
Daytona Beach, FL

Earl Stewart Toyota of North Palm Beach
Lake Park, FL

Ernie Palmer Toyota
Jacksonville, FL

Franklin Toyota
Statesboro, GA

Fred Anderson Toyota
Raleigh, NC

Ft. Myers Toyota
Ft. Myers, FL

Gatorland Toyota
Gainesville, FL

Gettel Toyota
Bradenton, FL

Greenville Toyota
Greenville, NC

Headquarter Toyota
Hialeah, FL

Hubert Vester Toyota of Wilson
Wilson, NC

I-95 Toyota of Brunswick
Brunswick, GA

Jim Barkley Toyota of Asheville
Asheville, NC

Jim Hudson Toyota
Irmo, SC

Keith Pierson Toyota
Jacksonville, FL

Kendall Toyota
Miami, FL

LaGrange Toyota
LaGrange, GA

Lipton Toyota
Ft. Lauderdale, FL

Mark Jacobson Toyota
Durham, NC

Massey Toyota
Kinston, NC

McKinnon Toyota
Clanton, AL

Mike Erdman Toyota
Merritt Island, FL

Mike Johnson's Hickory Toyota
Hickory, NC

Milton Martin Toyota
Gainesville, GA

Modern Toyota
Winston-Salem, NC

Palmer’s Airport Toyota
Mobile, AL

Panama City Toyota
Panama City, FL

Patterson Toyota
Mt. Airy, NC

Pecheles Toyota
Washington, NC

Reinhardt Motors
Montgomery, AL

Rice Toyota
Greensboro, NC



Riverside Toyota
Rome, GA

Serra Toyota
Birmingham, AL

Stadium Toyota
Tampa, FL

Stevenson Toyota
Jacksonville, NC

Sun Toyota
New Port Richey, FL

Sunny King Toyota
Anniston, AL

Thomasville Toyota
Thomasville, GA

Toyota Mall of Georgia
Buford, GA

Toyota of Boone
Boone, NC

Toyota of Concord
Concord, NC

Toyota of Decatur
Decatur, AL

Toyota of Dothan
Dothan, AL

Toyota of Easley
Easley, SC

Toyota of Henderson
Henderson, NC

Toyota of Milledgeville
Milledgeville, GA

Toyota of Newnan
Newnan, GA

Toyota of Orangeburg
Orangeburg, SC

Toyota of Roswell
Roswell, GA

Toyota of Tampa Bay
Tampa, FL

Toyota of Vero Beach
Vero Beach, FL

Toyota of Wilmington
Wilmington, NC

Tuscaloosa Toyota
Tuscaloosa, AL

Walker-Jones Toyota
Waycross, GA

GULF STATES TOYOTA

Atkinson Toyota
Bryan, TX

Bohn Brothers Toyota
Harvey, LA

Caldwell Toyota
Conway, AR

Ceranti-Oakes Toyota
Greenville, MS

Champion Toyota
Austin, TX

Champion Toyota Gulf Freeway
Houston, TX

Classic Toyota
Tyler, TX

Don McGill Toyota of Katy
Katy, TX

Durant Toyota
Weatherford, TX

Fowler Toyota
Norman, OK

Fred Haas Toyota Country
Houston, TX

Fred Haas Toyota World
Spring, TX

Gray-Daniels Toyota
Brandon, MS

Janzen Toyota
Stillwater, 0K

Jim Norton Toyota
Tulsa, 0K

Joe Myers Toyota
Houston, TX

John 0'Neil Johnson Toyota
Meridian, MS

Landers Toyota
Little Rock, AR

Lithia Toyota of Abilene
Abilene, TX

Musson-Patout Toyota
New Iberia, LA

North Park Toyota of Boerne
Boerne, TX

North Point Toyota
North Little Rock, AR

Northcutt Toyota
Enid, 0K

Pat Lobb Toyota of McKinney
McKinney, TX

Philpott Toyota
Nederland, TX

Price LeBlanc Toyota
Baton Rouge, LA

Putnam Toyota
Altus, OK

Red McCombs Toyota
San Antonio, TX

Round Rock Toyota
Round Rock, TX

Silsbee Toyota
Silsbee, TX

Star Toyota
League City, TX

Sterling McCall Toyota
Houston, TX

Street Toyota
Amarillo, TX

Team Toyota
Baton Rouge, LA

Tegeler Toyota
Brenham, TX

Toyota of Dallas
Dallas, TX

Toyota of Fayetteville
Fayetteville, AR

Toyota of Fort Worth
Fort Worth, TX

Toyota of Irving
Irving, TX

Toyota of Muskogee
Muskogee, 0K

Toyota of Northwest Arkansas
Rogers, AR

Toyota of Paris
Paris, TX

Toyota of Richardson
Richardson, TX

Vandergriff Toyota
Arlington, TX

Yokem Toyota
Shreveport, LA

CENTRAL ATLANTIC TOYOTA

Advantage Toyota
Barboursville, WV

Alexandria Toyota
Alexandria, VA

Allegheny Toyota
Franklin, PA

Aubrey Alexander Toyota
Selinsgrove, PA

Buckhannon Toyota
Buckhannon, WV

Casey Toyota
Williamsburg, VA

Charles Barker Toyota
Virginia Beach, VA

Checkered Flag Toyota
Virginia Beach, VA

Dan Cava's Toyota World
Fairmont, WV

DARCARS Toyota
Silver Spring, MD

DARCARS Toyota of Frederick
Frederick, MD

David R. McGeorge Toyota
Richmond, VA

Fitzgerald's Lakeforest Toyota
Gaithersburg, MD

Freedom Toyota
Hamburg, PA

Gloucester Toyota
Gloucester, VA

Hanover Toyota
Hanover, PA

Hertrich Toyota
Milford, DE

Koons Toyota
Annapolis, MD

Koons Westminster Toyota
Westminster, MD

Miller Toyota
Manassas, VA

Ourisman Chantilly Toyota
Chantilly, VA

Palmiero Toyota
Meadville, PA

Preston Toyota
New Castle, PA

Shelor Toyota
Christiansburg, VA

Team Toyota
Langhorne, PA

Thompson Toyota
Doylestown, PA

Timonium Toyota
Cockeysville, MD

Williams Toyota of Sayre
Sayre, PA

Younger Toyota
Hagerstown, MD

&P TOYOTA

moving forward
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VW is Europe’s top seller

Volkswagen was Europe’s top-sell-
ing brand in the first quarter, with
sales virtually flat compared with
2007 in a market that declined by 1.7
percent overall.

The VW brand sold 403,617 units in
the first quarter, beating the runner-
up Ford brand, which sold 354,970.
General Motors’ Opel/Vauxhall brand
ranked third, with 338,756 units, fol-
lowed by the Renault brand, Peugeot
and the Fiat brand.

Among companies, Volkswagen AG
was by far the top seller, with 783,152
units in the quarter. But that total
was down from 804,436 in the first
quarter of 2007.

The PSA group, with 535,743 sales,
was second, followed by Ford Motor
Co., General Motors and Renault. Re-
nault was the only top-five automak-
er to post an increase in the quarter,
boosting sales by 1.6 percent.

Estimated Europe light-vehicle registrations

by manufacturer, March & 3 months

NEED SALESPEOPLE?

RECRUITING @ TRAINING @ HEADHUNTING

“If our hired applicants Eﬁ:ﬂ’t stay... then you Don’t Pay”
BOD.206.254949

March March Percent 3 mos. 3 mos. Percent
% 2008 2007 change 2008 2007 change
Several eastern European nations 154,102 177,242 —13.1 403617 403687 0.0
posted double-digit sales increases, gg;?; Zggg —}%g 1ggggg 162?53 —g?
mcludn-lg Poland (19.5 percent) and 15184 50056 9.7 118886 124600 456
Romania (23.6 percent). 597 670 -109 1,174 1,438 -18.4
— Dave Guilford 302,987 346,464 -12.5 783,152 804,436 -2.6
110,788 127919 -13.4 294720 303081 28
87,142 101,871 —145 241023 258926 6.9
- PSA GROUP.... 197,930 220,790 -13.9 535,743 562,007 -4.7
ESt!"’;atﬁd Eurb°pe ¢ Ford division . 154215 171,065 -99 354970 368622 -3.7
reqgistrations countr Volvo............. 26,223 30,960 -15.3 66,912 74098 97
Shong sales of the Golf helped g y Yl 11768 15030 -217 24442 28054 —12.9
Volkswagen take the lead in Europe. Smos. Percont Jaguar........ 5,360 6026 -238 8569 10,189 -159
2008 change FORD MOTOR CO......... 198,066 223,081 -11.2 454,893 480,963 -5.4
Other gainers included BMW Germany 735.914 26 DpeINauxIéali ................ 147,029 167,621 -12.3 338,756 368,725 -84
Group, 11.2 percent; Daimler AG, 5.0 United Kingdom.... 683,349 -0.7 S 23?% 123?% _13:2 ?gggg g?g?g —1;:8
percent, and Nissan, 47.1 percent. IFtaIy ggg?g? =1 ?-g 567 632 -10.3 1,775 1594 114
Toyota Motor Corp. posted the FaNgl sy ; ; 176,854 201,035 -12.0 411,884 445,157 -71.5
Bi yt ATeRTE I ,P e : S DT s eererssrassion 347,734 -15.3 123,768 131,969 -6.2 311,041 317526 2.0
IEEESURETCRILASE oSy MON A On Belgium ............. 169884 3.7 15,252 15207 03 46,512 34278 357
carmakers, with quarterly sales down Netherlands 164037 17 139,020 147,176 -55 357,553 351,803 1.6
e B LN
, S2iteisaasaias i d £\ |/ — ; i -23. ; ; -13.
In Germany, Europe’s largest mar- = Poland ............... 86,926 195 Alfa Romeo 7820 16390 -523 22028  42.833 486
ket, sales rose 2.6 percent. Sales were Greece 79271 -0A1 Other ..o, 800 632 266 2.026 1541 315
down 0.7 percent in the United ang- Romania ............. 74,028 23.6 FIAT GR([])“P T 120,054 136,543 -12.1 337,091 351,704 -4.2
. AUSHHA ..o, 73,778 -2.0 Toyota Division .. 88,051 105136 -16.3 213664 251,711 -15.1
dom, the No. 2market,anddown 10.0 o /u e 68134 79 LEXUS oo 4329 553 216 8871 11535 231
percent in France, the third-largest. Syiadn 61823 96 TOYOTA MOTOR . 92,380 110,659 -16.5 222,535 263,246 -15.5
Paitiigal 55162 116 BMW division .. 74,729 75896 15 175245 163,170 7.4
QHUGd ' : MiRicen, 18,530 15283 212 40,950 31179 313
Finland ..... 46112 147 BMW GROUP..... 93,250 91,179 2.3 216,195 194,349 11.2
Hungary ... . 42559 35 Mercedes-Benz .. 77,950 84,063 73 189,450 188,646 0.4
Denmark .............. 37148 05 SMAM woovveerrrnn. 9,672 4776 1025 22,022 12,761 727
Czech Republic ... 33,026 9.7 DAIMLER AGY ... 87,622 88,839 -1.4 211472 201,397 5.0
NOrWay ... 29,974 -11.2 uiosrml ----------- 4?1235 32,337 3§1ﬁ 132.327 ggggg 45-;
: 1, 42,927 -3. ,964 ; I
g:gm:: """ g%gg 123 MAZDA ..oooooer. 32,646 32,837 -D.6 73986 68915 7.4
------------ i : HYUNDAI ......... 28,803 33,421 -13.8 73,723 80,689 -8.6
Luxembourg 13490 6.5 KIA oo 29708 28,676 3.6 71681 64,505 11.0
Bulgaria ....... 11,790 18.0 SUZUKI ........... 26,709 31,501 -15.2 69,966 74,282 5.8
Estonia..... 7,202 59 MITSUBISHI ..... 17,198 18,769 -8.4 39,717 40,510 -2.0
6,162 51.0 CHRYSLER LLCt .......... 13,115 13,493 -2.8 30,200 30,606 -1.3
5934 —253 OTHER........cvn....... 10,323 17,201 -40. 69,210 51,461 34.5
3322 74 [T [ —— 1,654,214 1,827,128 -9.5 4,153,822 4,226,114 -1.7

4.153.822 -1.7 tDaimlerChrysler sold the Chrysler group on Aug. 3, 2007; Chrysler LLC and Daimler AG totals through July

? 2 . 2007 are extracted from DaimlerChrysler.
Note: Excludes most commercial vehicles Mote: Reflects estimated registration data from 28 European countries; excludes most commercial vehicles
Source: ACEA Source: ACEA
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Supplier IAC consolidates
operations and know-how

Rhoda Miel
rmiel@crain.com

HURON, Ohio — International Au-
tomotive Components Group North
America’s plant here helped IAC
zoom from concept to full-bore pro-
duction in just two years. How? Expe-
rience.

The Huron factory’s leadership,
work force and the plant itself repre-
sent decades of manufacturing know-
how. For example:

m Chuck Raymont, the plant manager,
has worked for several companies, in-
cluding Lear Corp. and Chrysler.

m Steve Sauder, the technical services
manager, has spent 22 years at auto
suppliers from small headliner com-
pression molders to major suppliers
such as Lear and the former Collins &
Aikman Corp.

m Preston Lopetrone, the operations
manager, has put in more than 20
years with international companies.

gives it more time to allow those
strategies to succeed.

At Huron, the company is dealing
with the short-term effects of the
strike at American Axle & Manufac-
turing Holdings Inc., which has halt-
ed production at some auto assembly
plants. Some Huron workers are laid
off because the assembly plants
aren’t building vehicles.

At the same time, IAC is preparing
for major vehicle launches this year.
“Launch clocks” show the days and

hours remaining until full produc-
tion, and the company is making sure
the plant and its employees are ready.

Says Sauder, the technical services
manager: “We've moved presses
around. We've worked to make sure
the material flow is in line so everyone
can see what we need at a glance.”

A robotic assembly module the
company added next to two 24,000-
ton presses inserts 47 clips on each

see IAC, Page 24B

=
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Workers assemble interior parts at IAC North America’s plant in Huron, Ohio.

As consolidation and restructuring remains steady in
the automotive industry, strategically managing the
M&A process from start to finish is integral to creating
and sustaining value.

Learn how our transaction services professionals can

And the plant had been part of Lear
and before that Automotive Indus-
tries Inc.

help guide you through every step of the process from
identifying strategic partners to supporting your efforts
after the deal is complete. Download our latest edition

No startup

“The biggest misnomer about IAC
out there is that we're a startup com-
pany,” says James Keppler, vice pres-
ident of North American operations
for the suburban Detroit company.
“We’re not. We're a well-established
operation with more than 100 years
of auto heritage between our parts.”

In 2006, New York financier Wilbur
Ross began bringing together parts of
distressed suppliers of automotive in-
terior parts under one roof. He want-
ed to create a company that could
combine operational strengths with a
financial group’s fiscal discipline.

In August 2007, the biggest parts
came together. Lear, of suburban De-
troit, rolled its plastics-intensive inte-
rior group into IAC in exchange for a
share in the new company, and IAC
picked up parts of bankrupt Collins &
Aikman.

“IAC is coming in and applying a
new dynamic to the industry,” says
Laurie Harbour-Felax, a managing di-
rector of consulting group Stout Risius
Ross Inc. “They’re private equity-run
but with a solid manufacturing base.”

Private-equity payoff

Private equity has gotten involved
in the auto supply business before,
with mixed results.

Ross comes with a pedigree that in-
cludes reinvigoration of the U.S. steel
industry in the 1990s. That back-
ground has given IAC a different
sheen than many of its competitors.
Keppler says the company has a
long-term outlook that gives it an
edge in a tough economy. “I know
that financially we don’t have to
make short-term decisions that other
companies have to,” he says.

The company also is banking on
former Lear executives’ history in
past acquisitions within Lear, which
executives say shows that the compa-
ny and its leaders know how to bring
multiple firms together under one
corporate banner.

Taken together, the history and
long-term outlook give IAC the op-
portunity to invest in “best practices”
strategies at its plants that will pay off
in the long run, while its lower debt

of Automotive M&A Insights “Drive Value”, and learn
more about what to expect at www.pwc.com/auto

drive
value.
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IAC

Upgraded presses
monitor problems

continued from Page 24A

instrument panel carrier as it comes
out of the press, automatically check-
ing each in line, eliminating the pos-
sibility of human error.

The plant has added in-mold moni-
toring capabilities in 26 of its 36
presses during the past two years.
That makes it possible to adjust pres-
sure and molding continually in the
press on each part. At an on-floor
command center, Raymont, the
plant manager, points to the data
coming from each upgraded press.
The data show whether the presses

are operating according to specifica-
tions and point to any problems.

Says Keppler: “This has been one
of the big evolutions in our plant —
real-time feedback.”

Regional structure

IAC’s manufacturing improve-
ments are taking place under a new
corporate structure.

IAC North America has its own op-
erating structure, which also over-
sees IAC operations in China and In-
dia. A separate IAC entity in Europe is
responsible for that area. The two
units, along with IAC facilities in
Japan and South America, cooperate
on international projects but also can
focus on their own regions.

“We say that we have global strategy
with local execution,” Keppler says.

IAC still is bringing together some
elements that it picked up in the past
few months.

Through the acquisition of Collins
& Aikman’s carpet and acoustics divi-
sion, IAC gained an acoustics-testing
laboratory in suburban Detroit that is
equal to anything the automakers
have. The lab had been shuttered be-
cause of cost cutting within Collins &
Aikman. IAC is reviving those capa-
bilities at that site.

IAC also taps Collins & Aikman’s
compression molding tool-making
capabilities in Old Fort, N.C., carried
over from C&A’s carpet facilities. IAC
uses those to improve manufacturing
of headliners in Port Huron, Mich. At
the same time, IAC plans to move
some headliner production to North
Carolina, adding to its product mix

) Tota

Vehicle Fue

for automakers in the Southeast.

The company also just launched
production of an injection-molded en-
ergy absorber that costs less than a tra-
ditional foam absorber. The product is
for the 2008 Nissan Altima coupe.

New technologies

IAC continues to invest in Lear-de-
veloped technology for so-called two-
shot molding capabilities that it can
use at other sites. In two-shot mold-
ing, one plastic component is made
from two materials in one process.
Keppler says the company is looking
into the potential of three- and four-
shot production.

“That’s what manufacturing is at
IAC,” he says. “We’ve been able to take
the best of the best from a lot of places
and bring it under one roof.”

Economym

ricardo.com

Mann +
Hummel
sees growth

Rhoda Miel
rmiel@crain.com

DETROIT — Mann + Hummel Au-
tomotive Inc. had a record $120 mil-
lion in North American sales in 2003.
But COO Claude Mathieu set his
sights higher. He predicted the com-
pany would hit $200 million in sales
in 2008.

He was right. The U.S. unit of Ger-
man auto supplier Mann + Hummel
GmbH passed that mark a year early
— in 2007 — and with $20 million to
spare.

Despite a slowdown in North Amer-
ican auto production, the Portage,
Mich., company continues to grow.

A 50,000-square-foot expansion is
under way at its plant in Queretaro,
Mexico, which opened in 2004, and
employees are being trained for a
new plant near Bangalore, India. Pro-
duction there will start this year on
injection-molded plastic air-intake
manifolds and filtration systems.

Mann + Hummel also recently pur-
chased land near Delhi, India, for an-
other plant that will supply automak-
ers in northern India within the next
two years.

Growth is coming from production
in new regions, such as Asia and east-
ern Europe; the development of new
products; and shifting production
from established plants to new sites,
Wilfried Lehr, managing director of
Mann + Hummel’s automotive origi-
nal-equipment division, said during
apress event here last month.

Mann + Hummel GmbH reported
sales of about $2.5 billion in 2007, a
9.9 percent increase from 2006. The
company makes cylinder-head cov-
ers, intake manifolds and air and oil
filters for automakers and the after-
market.

The current expansion will return
blow molding to Mann + Hummel’s
portfolio in North America — this
time suction blow molding. At one
time, the company had standard
blow molding at its U.S. operations
but phased it out in favor of buying
blow-molded parts from other sup-
pliers.

The North American offices also
will pick up production of some parts
now made in Germany for North
American customers. Because of the
rising value of the euro compared
with the U.S. dollar, it makes more
sense to transfer work to regions
where production is less expensive,
Lehr said.

When Mann + Hummel began
North American production with its
acquisition of Geiger Technic Inc. in
Portage, vibration-welded thermo-
plastic air-intake manifolds were still
a niche product in the United States.
Now they are used throughout the
auto industry.

Starting in 2009, the company will
make a glass-filled nylon oil pan for a
passenger car in North America. The
only vehicle currently being pro-
duced with a thermoplastic oil pan is
a commercial tractor-trailer truck.

Within two years, Mann + Hummel
also will launch production of anoth-
er new product, a blow-molded
“sound pipe” that allows carmakers
to alter the sound of their car engines
to produce a sporty or more powerful
sound.
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NCW PC!"S PCCtiVCS: The changing shape of marketing.

At this informative seminar, marketing executives
will reveal how they’re redefining their media
choices — from traditional to radical, broadcast to
podcast. Once you know how the auto companies
are connecting with their customers, it’ll be easier
for you to connect with the auto companies. The
seminar is also an excellent opportunity to ask
questions, discuss marketing strategies and network
with senior automotive executives. Register now
at autonews.com/seminar or call 313.446.0485 —
and look at marketing from a new perspective.
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Honda exec red-flags Detroit 3 aid

ASBURY AUTOMOTIVE GROUP
INC. — Craig
Monaghan, 51,
to senior vice
president and
CFO. He had
been CFO of
Sears Holdings
Corp. He
replaces J.
Gordon Smith,
who has left the

Monaghan

company.

Asbury Automotive Group, of New
York, is a publicly traded dealership
group that operates 90 stores.

JM FAMILY ENTERPRISES INC. —
Amy Kropp to
vice president of
human
resources
operations,
responsible for
all JM Family
companies. She
had been a
human

AUTO RAPTOR

CRM, DESK TOOL, INVENTORY CONTROL

WEB BASED TECHNOLOGY,
ACCESS FROM ANY INTERNET CONNECTION

¢ Do you want to capture your
floor traffic in an easy and
intuitive manner?

¢ Do you want to hold your
sales staff accountable?

¢ Do you want to close at
a higher percentage?

¢ Why sign long term expensive
contracts, you have an
alternative, Auto Raptor, the
economical solution.

¢ Do you want to deal with
a company that is car driven?

Sign on to:
WWW.AUTORAPTOR.com
for a free 30-day trial or
CALL 800-421-6533
TO SPEAK TO A REPRESENTATIVE

resources director.

Sandra Porceng to vice president

Porceng

of human
resources total
rewards,
responsible for
compensation,
retirement
services,
benefits strategy
and workers’
compensation.
She had been a

human resources director.

JM Family Enterprises is in
Deerfield Beach, Fla. Its principal
businesses are vehicle distribution
and processing, financial services,
finance and insurance products,
retail sales and dealer technology
products and services.

MOBILE PRODUCTIVITY INC. —

Boyle

David Boyle, 44,
to president and
COO. He had
been senior vice
president of
sales and
marketing.
Mobile
Productivity, of
Las Vegas,
provides vehicle

inspection tools, processes and
software for dealership service

departments.

SAE INTERNATIONAL — Renee

Bovair

of Warrendale, Pa.,

Bovair, 38, to
executive
director of the
SAE Detroit
section. She had
been a program
developer with
the Detroit
section.
SAE
International,
is a professional

society for engineers in the
automobile, commercial-vehicle,
motorsports and aerospace
industries. It has 86 sections, of
which Detroit is the largest.

SUBARU OF AMERICA INC. —

Heather Ward,
37, to manager
of corporate
communi-
cations. She
had been
regional
marketing
manager for
Commerce
Bank.

Harry Stoffer
hstoffer@crain.com

WASHINGTON — A proposal that
would give tax credits to the Detroit 3
for researching fuel-saving technolo-
gy — even if they don’t have taxable
income — is “covert protectionism,”
a top Honda executive says.

“It creates a very unlevel playing
field” for import-brand automakers,
said John Mendel, executive vice pres-
ident of American Honda Motor Co.

Contrary to common assumptions,
Mendel said, the Japanese govern-
ment does not subsidize Honda re-
search. U.S. incentives for energy-
saving technology should be avail-
able to all automakers, “not just a
few,” he told Automotive News.

Industry help?

The tax credit proposal is part of
legislation introduced last month by
U.S. Rep. Joe Knollenberg, R-Mich.
The eight-term congressman, who
faces a serious re-election test this
year in his suburban Detroit district,

says his bill would stimulate Michi-
gan’s economy and help the auto in-
dustry meet tougher federal fuel
economy standards.

The bill estimates that the Detroit 3
will increase r&d spending by $7 bil-
lion a year to meet the new stan-
dards. The federal r&d tax credit is 20
percent of new spending, Knollen-
berg spokesman Nate Bailey says.
Normally, money-losing companies
can’t collect the credit.

The bill’s chances appear slim. De-
mocrats who control Congress likely
would not be eager to advance the
proposal, even if Knollenberg had
proposed a way to pay for it.

But the issue could move to the front
burner next year. Both of the leading
Democratic presidential contenders,
Sens. Barack Obama of Illinois and
Hillary Clinton of New York, have of-
fered campaign proposals that would
provide special financial aid for what
they call “domestic” carmakers.

Clinton’s energy plan includes $20
billion in “green vehicle bonds.”

They would help companies retool to
build more fuel-efficient cars and
trucks and provide a tax credit for
employee health and pension costs.

Obama advocates “retooling tax
credits and loan guarantees for do-
mestic auto plants and parts manu-
facturers.”

Tough challenge

Both candidates favor fuel econo-
my standards that are even higher
than those enacted by Congress last
year. The new law requires cars and
trucks to average 35 mpg by 2020,
about 40 percent higher than today.

Honda’s Mendel said all automak-
ers will be challenged to meet the
higher standards.

He warned against the increased
risk of “covert protectionism” during
a May 1 session of the International
Auto Industry Summit, organized in
Washington by the American Inter-
national Automobile Dealers Associ-
ation. Said Mendel: “We’ve got to
keep our eyes open.”

Court: Auction not liable for truck defect

Eric Freedman
freedma5@msu.edu

An auction company cannot be
held liable for selling a defective vehi-
cle, the Texas Supreme Court has
ruled unanimously.

The decision prevents the estate of
a driver who was killed in a rollover
accident from seeking product liabil-
ity damages from Big H Auto Auction.
The Houston auction had sold the
1993 Ford Explorer that the victim
was driving on consignment from a
finance company.

“Auctioneers are usually neither
buyers nor sellers
but agents for
both,” the court
said. “While they
are obviously en-
gaged in sales,
the only thing
they sell for their
own account is their services. The
items they auction are generally sold
for others.”

The ruling supports the position
taken by the National Auto Auction
Association, which filed a brief in the
case. The association argued that the
Big H auction, like most of the
group’s other members, are whole-
sale operations that handle transac-
tions between “a sophisticated buyer
and seller.”

“Consumers are rarely aware of the

At issue: Can a motorist’s estate
collect product liability damages
from the auction that sold an
allegedly defective 1993 Ford
Explorer?

Outcome: Top Texas court rules
auto auction companies are not
liable for selling defective
vehicles.

auctions’ role in moving used cars
from one dealer to another, and so
they have no expectations that auc-
tions will protect them from such
goods,” the association said.

Sold ‘as is’

According to court documents, a fi-
nance company repossessed the Ex-
plorer and consigned it to Big H Auto
Auction. Big H sold the Explorer “asis”
to another auction in 2000 for $3,100.
The second auction sold it to a dealer-
ship, which in turn sold it at retail.

In 2001, the Explorer’s owner died
in a single-vehicle rollover accident
caused by an allegedly defective
Bridgestone tire. His family sued both
auctions, Ford Motor Co., the dealer-
ship and the tire manufacturer.

The family asserted that Big H was
negligent for failing to replace the Ex-
plorer’s tires, citing a recall that had
been issued a few weeks before the

auction sold the vehicle. A trial court
judge threw out the case against Big
H, but the Texas Court of Appeals re-
instated it.

The Texas Supreme Court dis-
missed the suit against Big H, saying
the company owed no legal duty to
the buyer. “Federal law generally
places the duty on manufacturers to
report potential defects, notify the
public and make necessary repairs,”
said the opinion written by Justice
Scott Brister. “Imposing a duty on au-
to auctioneers to discover and repair
defects would require them to go into
aside business other than their own.”

Big volumes

The court noted that Big H auctions
about 1,000 vehicles a week, “with
many of them moving on and off the
premises in a matter of hours.” The
auction doesn’t inspect and repair
vehicles except at a customer’s re-
quest and expense, the opinion said.

Big H sells only to licensed com-
mercial dealers who have access to at
least the same recall information as
the company, the opinion added. Ve-
hicle and tire manufacturers have su-
perior knowledge about their own
products, the court concluded.

It added: “Big H made no war-
ranties of its own at the auction, serv-
ing merely as a conduit for warranties
made by sellers.”

Tired of 4 vendors”?

Advertisingf-ICRM[-IDeal[Desking[-iTraining

ALLYIN[ONE

CARDONE: ONE SOLUTION

Call Today For Your Online Presentation. 800-551-9020 cardonegroup.com ‘ _ 4




Cars.com is sponsoring Major League Baseball on FOX “Saturday Game of the Week.” Plus, Cars.com’s
TV commercials will be all over ESPN, TBS, Comedy Central, Discovery, TNT, USA and the Indy 500 on
ABC — driving more car buyers to you and your dealership. By partnering with Cars.com, you’ll be part

of our biggest advertising push ever: a $200 million marketing campaign,' reaching 261 million people.

One more reason confidence comes standard with Cars.com.

For more information on our 2008 advertising schedule or to become a Cars.com dealer,
call 800.298.1460, email sales@cars.com or visit dealers.cars.com/ads.

Confidence Comes Standard.”
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C Canada Sales Canada light-vehicle sales, April & 4 months
hr Sler aS ks dealers Canada sales by model available online at: www.autonews.com/datacenter
O April April 4 mos. 4 mos.
Ost 3 8 /O 2008 2007 2008 2007
® BMW division (D/1) ......ccceunenee. 2,310 2,258 6,145 6,775
O dondate 1o Museum « . A 456 373 1458 1071
gain in Aprll Total Gar (D/i) ~.o.ooooeoororerro 2225 2021 5440 5559
Total truck (D/1) .....c.venvnennne 541 604 1,858 2,287
Bradford Wernle “In ¢ ¢ financial imoact il sales of dlioht trucksin  BMW (D) oooeo T 2,766 2,631 7,208 7,846
bwernle@crain.com ' n terms of financial impact on pril sales of cars and light trucks in Chrysler Division (D/1) oo 9755 3332 11'999 10,922
DETROIT — CEO Bob Nardelli the company one way or another, Canada rose 3.8 percent from April DOAGE weooverererrreereenes . 15,749 15,904 49,511 51,674
has asked Chrysler LLC’s dealers it’s relatively insignificant,” Foun- 2007 to 175,382 units. Jeep..... . 5,762 3,278 17,904 13,007
nationwide to donate $5,000 apiece  tain said. “The motivation isn’t to For the first four months of 2008, Total car (D/I) ......oooveennes 6,462 7,341 21,953 21,879
he Walter P. Chrysler M . th s b 1 . 6.2 £ h Total truck (D/I) .........cenneenne 17,804 15,173 57,461 53,724
to the ter rysler iviuseum. lmprove € company s ottom volume l.S up 6. percent rom t e CHRYSLER LLC‘I’ __________ 24,266 22,514 79’414 75,603
Chrysler, which has operated the line because, frankly, you wouldn’t same period last year, to 539,663 units. Maybach (1) ..........oovveeeeiere - 1 2 2
museum as part of its communica-  notice if we had a museum or not.” Top-selling General Motors plum- Mercedes-Benz (D/1) ................ 1,869 1,529 5,862 5,124
tions department, is setting up a The museum employs about six meted 13.6 percent from April 2007 SMA (1) oo 359 252 1,113 635
5 ; fuallt e e i hidl 5 p Total car (D/1) .oveeveeeeeeennen. 1,813 1,383 5,506 4,554
501(0)(3) nonpro it corporation, full-time staffers and has roughly to 38,739 vehic es. GM’s year-to-date Total truck (D/1) vv.vveeereenen. 415 399 1,381 1,207
Nardelli said in a letter to dealers. 200 volunteers, many of them re- total of 121,667 is off 3.6 percent from DAIMLER AGT .....eevneeeeannnee. 2,228 1,782 6,977 5,761
The new entity will be called the tired employees. It displays about | lastyear. FERRARI (1)*......cooiiiene 10 9 40 36
Walter P. Chrysler Museum Foun- 70 vehicles in 55,000 square feet of Chrysler LLC gained 7.8 percent to Ford division ...........ccc.coccev. 20,548 21,118 66,215 65,034
. . . > . Lincoln.....cceiieceee 441 817 1,532 2,181
dation. exhibit space. 24,266 vehicles in April. Ford Motor MEIGUPY oo 2 38 21 90
Dealers who contribute will be Fountain said the company sub- Co. sales dipped 5.7 percent during Jaguar (1)..... 113 82 325 289
featured on a Founding Dealers So-  mitted its application for nonprofit | the month to 22,073 units. Land Rover (1) - 202 353 834 897
ciety Donor Wall in the museum, status to the U.S. Internal Revenue Asian automakers, except Mit- VOO (I} oo 167 995 2,190 3,097
.. . L . Total car (D/1) ..........ccuvvennns 5,257 5,897 16,996 18,751
on the grounds of Chrysler head- Service in April. subishi and Mazda, posted April sales Total truck (D/I) v..oooereenn. 16.816 17.506 54.121 52,837
quarters in suburban Detroit. The first dealer to contribute gains in double-digit percentages. FORD MOTOR CO. (D/l) .......... 22,073 23,403 1,117 71,588
Nardelli has said he will look to ~ $5,000 was John Schenden, owner | Toyota Motor Corp. rose 19.8 percent 211G 1,990 1,839 9,601 4,634
unload “nonperforming assets” of Denver Pro Chrysler-Jeep in to 25,441 vehicles. Gadillac ..o 984 833 2,717 2,958
; : . . Chevrolet (D/1)...cccveiiininens 18,103 20,074 57,296 57,932
from Chrysler’'s operations. But Denver. He said the museum is an Through the first four months, Toy- GMC ... 5084 6.614 17.888 20,751
Frank Fountain, president of the importantresource. ota pulled to within 870 units of 1L TG IgSSSSSS———— 78 122 349 446
Chrysler Foundation, said the com- “It’s our history. It's my history,” | third-place Ford Motor Co. Toyota’s PONHAC oo 10,743 13,115 32,296 32,011
) ; N v e R (0)]) B 140 197 383 622
pany wasn’'t making the museum Schenden said. “Who doesn’t like to year-to-date sales are up 16.2 percent Saturn 1617 2 054 5137 6.876
move to save money. go to an automobile museum?” t0 70,247. Total car (D/I) ... 21,247 23,530 61,726 58.313
— Bernadine Williams Total truck (D/I) .. . 17,492 21,318 59,941 67,917
GENERAL MOTORS (D/1) . 38,739 44,848 121,667 126,230
Acura (D/1)...ceceeeeeeeeeceieieen 2,222 1,670 7,235 5,875
Honda Division (D/1) ................ 16,412 13,447 51,775 39,599
Total car (D/l) ......ocvvvennennns 13,446 10,468 41,596 30,610
Total truck (D/I) ......ccenvveennn. 5,188 4,649 17,414 14,864
re y Ou S C HONDA (D/1) ......ceoereeeren. 18,634 15117 50,010 45474
Hyundai division (D/l) .............. 9,412 7,235 25,641 22,537
Kia (1) oo 3,719 3,318 10,878 9,543
an ‘t re 0 Total car (D/1) w.vovovveeeereeens 8,154 6,173 20,911 17,667
L L L Total truck (D(/I) i 4977 4380 15608  14.413
. 3 HYUNDAI-KIA (D/1) ...cevveeennnnee 13,131 10,553 36,519 32,080
Over=aged inventory? MASERATI (1) ...o.ovvrrrr 15 12 50 32
Total car (D/I) .......c...c.eeeeeet 5,610 6,929 17,496 18,814
Low pre=owned volume? Total truck (D/1) —rr............... 3505 3412 11216 9276
- MAZDA (D/1) ..... . 9,115 10,341 28,712 28,090
Under a,ppra_._i__s_i_r_lg (2] Total car (D/I) . . 1,186 1,131 3,726 2,737
e Total truck (D/) .......c..n....... 750 822 2,511 2,486
rew car deals? ulupp}’ MITSUBISHI (D) .................. 1,936 1,953 6,237 5,223
diti i o Infiniti (D/1) oo 903 714 2,785 2,338
YTy Nissan Division (D/1) ................ 7,946 6,741 24,876 23,739
recorl o1l IE: Total car (D/I) .......ccceenneennne 6,103 5,357 17,865 17,672
Total truck (D/1) .....c.evnnnennns 2,746 2,098 9,796 8,405
R r i ""T‘ NISSAN (D/1) .eeveveeeeeeeeees 8,849 7,455 217,661 26,077
" Total car (I).......ccccennvenneennns 145 151 361 436
eady to do something T E B om0 o=
b i Fa - PORSCHE (1) .....ccveeneanannee. 226 233 632 639
p. 1_4 i -th Total car (D) oooovoooonr 1,916 1,403 5,582 4,936
about 1t%Y Here is the T e s
SUBARU (D/I) ... 1,970 1,456 5,979 5,164
Y] wer -t ur T 'ble  } Total car (1)..... 1,070 744 2,821 2,270
a l S 0 yo P O m S @ Total truck (D/1) . 381 41 1,018 1,317
SUZUKI (D/) eneeieeeieeeeans 1,451 1,155 3,839 3,687
= = = H 3 s Lexus (D/1) oo 1,558 1,309 4,412 4,126
Progressive Basics is the nation’s only exclusive Toyota DIVISION (D) - 23883 19934 65835 56318
Total car (D/I) ......oevvnnneennnns 18,407 15,471 49,120 42,192
int Total truck (D/1) .................. 7,034 5,772 21,127 18,252
Pre-Owned Management Training Company. TOYOTA MOTOR (D/1) —orrrroero 25441 21243 70,247 60,444
Audi (1) e 1,128 799 3,062 2,415
Bentley (1) v 22 21 55 72
r Volkswagen division (D/1) ........ 3,382 3,501 11,147 11,723
Specifically developed for Ti ister- Total Gar (D/1) ..........oveeoones 4,297 4146 13563 13,619
0 register. Total truck (D/1) 235 175 701 591
CALIFORNIA and WEST COAST DEALERS! VOLKSWAGEN AG (D/1) .......... 4532 4321 14264 14,210
904 .264 o 74 08 Domestic ar ..................... 61,052 61,637 184,310 172,695
2 n [‘;[ = La v Importear..........cccoeenvennnnns 36,311 30,535 100,532 87,382
Totalcar ..........cceeenneennnennns 97,363 92,172 284,842 260,077
af assin 5 Egas Domestic truck.................... 64,267 65,576 211,837 211,630
June 12-13 (space is Limited) . IMPOIAFUCK ~..oorroorroerroess 13.752 11278 42,984 36,377
Total truck .........c..cceeunennen... 78,019 76,854 254,821 248,007
TOZICSSIVC . : . .
TOTAL CANADA .......cceennennne 175,382 169,026 539,663 508,084
En tn www' pru bau‘num and as_ics ggifgfqﬁsmps tDaimlerChrysler sold the Chrysler group on Aug. 3, 2007; Chrysler LLC and Daimler AG totals through
= - SUCCEED July 2007 are extracted from DaimlerChrysler. *Estimate
ul “:k u“ vld Eu tu | Eﬂ rn m ure i Note: (D) = produced in North America; (I) = imported to Canada; vehicles are domestic unless noted
Source: Automotive News Data Center and Association of International Automobile Manufacturers of Canada

Looking for a cure for ...
Improving your customer retention?
Growing your customer pay business?

Increasing your bottom line profits?

Get a free diagnosis of your dealership at
www.mightycure.com
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REMARKETING / AUTO AUCTIONS

AUCTION SERVICES NORTH CAROLINA
u" A Dealer Auctions - Mobile on site auctions at

The ULTIMATE AUTHORITY new car stores in North & South Carolina.
on Every Car Carrier in the U.S. Truck Availability, ' | 100’s of trade-ins & aged units weekly. 1-800-
Pricing, Quality Ratings, Insurance, Federal 352-4898. www.dlrauctions.com

Authority, W-9s, and More. ' .
A N '| Greenshoro Auto Auction, 3907 Wendover

Advertising, Marketing & Promotional Services
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ADVERTISING SERVICES
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Ave., Greensboro, NC, 336-299-7777. Wed,
_ 9:00 AM. Ford Mtr. Cr., Chrysler Fin. Co.,
__________________________ _1| LLG, Primus Fin., Recon, B/S, Transp

‘ arriageslrade
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COLORADO

Denver Auto Auction - 17500 East 32nd. Ave.,
Aur?ra, Co 80011(.) Sale Weds., 9é00 AM. Call
for factory sales: Chrysler, Ford, GM, Hyundai, :
Mitsubishi, Subaru and Toyota. 800-822-1177. Auto Auction
Conshohocken, PA (Just outside of Philly) —

Auctions every Monday and Thursday nights at
ILLINOIS/INDIANA 5:00 pm. Call: 215-CAR-SALE or 610-825-7085.

www.carriagetrade.com

Dealer Cost

DYERAUTO AUCTION
Chgalands ™ 7 HARRISBURG AUTO AUCTION 3159
219-865-2361 * 773-731-6181 A Sae: THURsDAY 9:30 AM A

Sale Every Friday 10 AM
1,000+ Dealer Consignment Weekly
Large fleet & lease weekly
1 Hour from O’Hare & 45 Minutes Midway

Minimum order required

SIX ACTION-PACKED LANES

Contact Chip or Lynn 717-697-2222
FAX: 717-697-2234

harrisburgautoauction.com

Vacation Celebration—Your choice:

GARDEN SPOT AUTO AUCTION . . .
C\;“g gl))ealel_rls ExchangBe g |\3|17-35I2-Co121&. SALET UEEPE%\E\\{, P1A6 00 AM 3 Day Las Vegas Getaway for two (including air)
ed. 9am. Huntington Bank, National City ,10: .M. . .
other repos. Major fleet & lease. Over 3,000 FULL SERVICE AUCTION 5 Day Carnival Cruise for two

dIr consignment wkly. 8635 Brookville, Indy.

NORTH CAROLINA
#\RESAgﬁharlotIeFlAuh}\ Auctil_tlm,dSag /‘e\zvery
Remarketing, Nissan (NMAC), AmeriCredit, SOUTH CAROLINA
Drive, VRS Credit Acceptance, World | Rawls Auto Auction — Nation’s oldest since
Omni/CenterOne, CitiFinancial Auto, Chase, | 1938, independently owned & operated. Sale
CapitalOne, Wachovia_Dealer Services, etc. | every Tues, 9:00 a.m. salvage sale, 10:00 a.m.

(Full Recon) 704-587-7653, 11600 Fruehauf | Rental car lane & Bank repos/off lease, 10:30 a.m.
Drive., Charlotte, NC 28273. www.adesa.com consignment. PO Box 3069, Leesville SC 29070,

Contact: Kristi Kohl, Manager
P.O. BOX 501, EPHRATA, PA. 17522
1-888-761-4249

www.gardenspotautoauction.com

5 Day Cancun Getaway for two

america-

Point of sales and marketing material FREE
on your 1st order!
Call for your free information package:

1 877 993 6835
www.travelamerica.com

Aycock Auto Auction, 195 South, Exit 105,
Kenly, NC 27542. Sale every Monday at

803-657-5111; Fax803-657-5910. Visit our website
www.rawlsautoauction.com

9:30am, Every Thursday at 6:30pm. TRA 1st | Carolina Auto Auction, P.0. Box 5677, How Many New/Used Cars A'Tour InCancun’s
I ondays at 8:30am. Fleet Accts in- [ Anderson, SC, -231- or Fax -231- : e o

clude: CitiFinancial Auto, HSBC, RS/Centrix, | 7900, Sale every Weds., 10 AM. sharp. Dealer 0 You Want to Sell This Mont Mayan Riviera
Enterprise. Full Recon Facilities. 919-284- | consignment, repos & lease.Visit our website at Thank You Gift

4052. www.aycockaa.com www.carolinaautoauction.com

4 days/3 nights All Inclusive Fully Paid
5 Star Resorts - Gourmet Dining
Conde Nast Award Winners

$1200 Value all for just

SO

888-732-2479 - htoa.com
RAUHACAAIAAAR

REACH 40,000 CAR BUYERS

Includes Postage & Scratch Off!
Hour in the Mail Money Back Guara

Advertising, Marketing & Promotional Services

ADVERTISING SERVICES

o ° A 0t issonijgg 51 &9 9.
(LGS | Clayton Perry - 704-231-1809
Www.321consultants.com

L 6) é k ! Gomﬁ !g;l(r%a}kgm/

18T 50 DEALERS TO BOOK BY MAY 15 0”[‘

#1 EVENT COMPANY IN DEALER SATISFACTION -
Good grosses that "stick"! NOW 40,000 pc. mailer EVENT
with scratch off LIMITED TIME ONLY $9,995! Big Auto
Events Inc. Ed Haggerty, Pres. 252-227-3040 or email
11x17 PCS bigautoevents @aol.com
R0 717 REPO MOUNTAIN - Turnkey sales kit, huge traffic, big

Gall N°W1 800 737 3993 gross, 30+ units, tv, radio customized production, website
ASK FOR TONY! usage, programming, data collection, exclusivity, pkgs.
§1995 www.repomountain.com 513-378-7565 hot!

PROMOTIONAL PRODUCTS

WHOLESALEBALLOONSUPPLIES.COM
Complete ready to go kits 4 Performance/Staffed
events incl: write up sheets, 2 Part Registration forms,
balloons, ribbon, hang tags, pennant w/ 6’ skybuster

NOTICE:

Due to the Memorial Day Holiday,
Deadline for the June 2 Issue
Will be Friday, May 23.

11x17 Tri-Fold

Mailer
Incl. Print » Standard
Postage « Income List

« Scratch Off « Full 4 Color «
2 Sides + 70 Ibs. Stock start at

1000's To Choose From

VISA - M/C « AMEX « CHECK
DMG 1-888-942-7117

regdmg@tampabay.rr.com

Ok. Pie uF

Our Offices Will Be Closed
On Monday, May 26

DIEAIFERCHAT,

Tha intevrret Sadew fool for Autn Deslarwhips

Start Meeting and Greeting your web

shoppers "Live"
888-842-7007 / www.EZDealer Chat.com
8 D D_ H D I— E-I N \ 1 www.yourbestROl.com Drive Traffic Now! Create

CONTEST INSURANGE | Eisment Now! $100 of Fres Gas for $13.95 * 3 days/2
nights Get Away for $7.99 * 3 days/2 nights in
TSISPORTS.COM Vegas/Orlando w/Air $89.99 * 4 days Carnival Cruises 6

ports $59.95 * 4 days/3 nights all Inclusive Resorts

Activities and Booze $39.95. Incentives Designed for 100%
DIRECT MAIL HOCKEY FISHING BOWLING Redemption. www.yourbestROl.com, 941-544-5642.

FINANCIAL SERVICES

ATTENTION DEALER & GM!

For further information, contact the
Classified Department @ 800-388-1800

Automotive News

SAVE20y/

OR MORE ON YOUR

CREDIT CARD
PROCESSING FEES

call Now :800:737:3993

ASK FOR TONY!

N
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HELP WANTED OEM / SUPPLIERS

WANTED

The Industry’s snost talented F&I sales and training professionals!
GMAC Insurance is currently building a world-class sales
organization committed to dominating the market. In an effort
to achieve our aggressive growth strategy, we are seeking only
the best to be an integral part of our dynamic team.

If you have a track record of delivering superior results,
we would like to talk to you about our vision and
subsequent opportunities in the areas of

F&I Development and Acquisitions

Los Angeles, CA
San Francisco, CA
Fresno, CA
Houston, TX

Corpus Christi, TX
Phoenix, AZ
New Mexico

F&I Training

Southern California
Dallas, TX

Positions include unlimited income potential and significant growth
opportunities via upward mobility. GMAC Insurance provides an
aggressive compensation plan and benefits package, including
a 401(k) plan and use of a company vehicle.

To apply for this exciting opportunity visit

and search for the Account Executive
and Dealership Training Specialist job titles.

GMAC Insurance

GMAC Insurance is an equal opportunity employer.

AGENTS and DEALERS WANTED

AutedLife

¢ LIFETIME POWERTRAIN COVERAGE

* DEALER MARKET SEMI-EXCLUSIVITY

* DIFFERENTIATE FROM COMPETITION

* INCREASE 1°! TIME & REPEAT SALES

* INCREASE GROSS PROFITS

* INCREASE SERVICE RETENTION

* INCREASE SERVICE REVENUE

* INCREASE YOUR VSC PENETRATION

* INCREASE YOUR MAINTENANCE SALES

Call Dave DiGeronimo 866-822-0571
or visit www.Auto4life.com

TIRED OF DEALERSHIPS!
If your income is falling because YOUR
CUSTOMERS don’t want the type of cars
you sell anymore, you need to sell them
anything they want. If you have YOUR
OWN following of customers in the greater
LA/Orange County areas, let’s talk. Guy @
Celebrity Auto Leasing & Sales, 562 795-6666

DO YOU KNOW DEALER PRINCIPALS?

MAKE THE LEAP
FROM GOOD

T0 GREAT

Start enjoying your CAREER more
by selling service contracts.
Increase your earning potential at
the same time. For more info:
leapforgreatness@bellsouth.net

DEALERS / AGENTS
Private Label for “100%
VSC Refund Guarantee”

Fully Insured / Admin.
Call : 800-637-2277

$100,000+ ON THE SIDE! An easy sell to your current

THE IDEAL FUSION OF
PERFORMANCE & PROFIT

Crystal Fusion
windshield treatment delivers. ..

« Improved glass visibility to extend driver

reaction time

Enhanced durability, clarity, cleanliness & safety

Five Year Warranty administered by

Safe-Guard Products International, LLC

Value for the customer; profit for you

A tool to differentiate your operation

Your profit opportunities have never been clearer!
Become a Crystal Fusion agent today.

Crysta

sion..

1-866-529-5999

mention code 515

www.cftproducts.com

HELP WANTED — DEALERS
| SERVICE |

AGENTS

HALF PAY CAN MAKE YOU GREAT
RESIDUAL INCOME!

U.S. Equity Advantage provides your dealers with the facility

to offer customers half pay—half a car payment electronically
debited every two weeks. Easy. Fast. Secure. You achieve up

to 60% penetration, sell up to 70% more product. Increase
PVR—put half pay to work for you! Call Phil at 1-866-HALF-PAY
(1-866-4253-729) TODAY. phil@866halfpay.com

Compliance Manager

As a member of the senior management, the
position is responsible for developing and
implementing a comprehensive compliance
program, and is responsible for managing all
regulatory, compliance, legislative and lender-
related activities for service contract
administrator and its affiliated companies that
operate throughout the U.S. and Canada.

Position requires BS degree and 5-7 years of
compliance experience in the service contract
industry or equivalent product or lender
experience. JD a plus. Management experience
in service contract administration preferred.
Company offers a quality working environment
and a competitive compensation package.
Submit resume, salary history and salary
requirements to:

Box #5144

Regional Manager
Looking for that Dream Job? Look no further!
F&I Resources, a North East Based F&I
Training company is expanding and looking to
add another Regional Manager for NY, NJ,
CT, and RI. The ideal candidate will have
prior experience with a similar company, have
full knowledge of F&I and all F&I products.
We Offer:

A fun place to work, a six figure base salary,
opportunity to earn another $100 - $200+ in
incentives and bonus.

To learn more, go to www.firesources.com or
fax resume to: (508) 624-4544. All replies
will remain confidential.

Automotive Facilitator

Sandy Corporation (A Division of GP)

currently seeks Facilitators to deliver class-

room training for a leading automotive man-

ufacturer’s dealership personnel in various

locations across the United States.

ESSENTIAL DUTIES AND RESPONSIBILITIES:

Responsible  for  delivering  numerous

courses including soft, process and selling

skills for variable and fixed operations using

a scripted guide and slide presentation. We

require a professional, accurate presenta-

tion of information in an engaging and en-

thusiastic manner.

EDUCATION/EXPERIENCE REQUIRED:

* Five or more years of both retail automo-
tive sales and service process experience.

* Classroom delivery experience required.

* Effective communication skills.

e Computer literacy, (Windows and Web
tools).

* Can deliver a minimum of 120 days of
training per year.

* Must be able to travel within the 48 states.

Please apply onling at www.gpworldwide.com/careers.
Search for "Automotive Facilitator" under Job Postings

Service Manager Wanted

We are the 3rd largest Suzuki dealership
in the nation (located in Spartanburg,

Mercedes Benz Dealership

5th Best place in country to work or live.
2007 Best of Best Dealer Award winner

SERVICE MANAGER

Large New York metro area group

 Realistic 7 figure opportunity to teach your dealers our
copywritten The Privilege of 0 ip Prog
* No pay cuts for “Superstar” production
* We will treat you with Love, Respect and Dignity
* Watch the 5 videos at www.morebluesky.com

seeks experienced Service Manager
for high volume import store. Must
have high end import experience
to apply. Will be responsible for all

S.C.) currently looking for an experienced,
energetic Service Manager to jump start
our Service Department. Full working
knowledge of the entire service depart-

Dealer clients because our Sales Building Products work
so well that we give them a 30 Day Free Trial! If you want
more income - check out this confidential & non-conflicting
second line that has absolutely no competition & is unique
in the retail car business. Call Kenny @ 1-800-395-5696.

2007 Best Place to Work Award winner
Seeking qualified Mercedes Benz

* Go to www.fandiinstitute.com/careeropportunit
and answer all questions in a cover letter with

resume, Send to pchinian@fandiinstitute.com

Provide your dealers with

NitrFill
Nitrogen Tire Inflation Systems
We'll equip your dealers and pay
you for every car they sell or service.

Call David @1-877-2G0-FILL « www.nitrofill.com

( A Winner Every Time! ]

Auto News Auction Ads

9, 2%
"Ssyo- 30

ment is essential. A few of the qualifica-
tions we are looking for are - develop and
retain customer base, promote and increase
revenue gross through revenue - generating
incentives and an instinctive/concise
approach towards cost control/sound in-
frastructure, galvanize service writers and
technicians to excel and provide high CSI
performance/customer satisfaction. Com-
petitive pay and benefits await the right
person for the position. Please send
resume/salary history/references by fax:
864-253-9243, by phone: 864-585-5700 or
by email: murphyturf@carolina.rr.com

Service Manager. Applicant MUST
have current Mercedes Benz Service
Manager Experience. Beautiful New
Autohaus facility, air conditioned -heated
service department. 10 Master certified
technicians and Master Guild Shop
Forman. Excellent opportunity for right
individual. Mercedes Benz of Huntsville,
Alabama. Send resume to:
Tony @mercedesbenzofhuntsville.com

areas of operation. Send salary
requirements and resume including
performance highlights:
Hours Per RO, Gross Profit,
CSI Ratings and Rankings.

Box #5143

Let Automotive News Classifieds
Service Your Advertising Needs

SERVICE MANAGER

Ferrari-Maserati of Silicon Valley is looking
for a hands on Service Manager with a passion
for excellence. Must have previous high line exp.
& Reynolds & Reynolds knowledge. Excellent
compensation & benefits. Please submit resume
& references for consideration. Box #5146.




CLASSIFIE

OFFICE MANAGER

Due to Rapid Expansion in our organization, The Bob Loquercio
Automotive Group is recruiting an Experienced Office Manager

THiS 1S AN EXCELLENT OPPORTUNITY TO EARN
TOP PAY axp BONUSES

Don't miss this amazing opportunity to join the award winning BL
Auto Group! The right person would assist our CFO in managing
a 13-person office in our 4-franchise dealer group headquartered in
Elgin, IL. Honda, Hyundai and Toyota experience a plus. Only the
best and most experienced need apply. Interested applicants should
send resume and cover letter to:

smalloy @blautogroup.com or fax 847-628-2847.
No phone calls please.

Benefits Include:

Lucrative Bonuses

401K Plan
with company
matching funds

Paid Vacation

yone outside the
area willing

\. J

Higher Profits — Guaranteed!!

See how our dealers are making more sales and
higher profit per deal despite a down market.
Get the most out of your sales and F&I depts. We
will guarantee higher profits, without increasing
your ad budget! Contact Michael Rees now.
866-238-9796 — mrees@dealerprotraining.com

We Represent the Best.
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CONTROLLER

Immediate opening with large multiple store
volume group. This person must have the ability
to communicate and relate with other managers
at same level and above. This position reports
directly to the CFO of the auto group and must
be a CPA or CPA candidate. Great pay with
401k, Health Insurance and Dental Insurance
with tremendous growth potential.
NO TRAVEL REQUIRED!
Send resume and salary history to:

The Southern Hospitality Auto Group,

912 Live Oak Dr. Chesapeake, VA 23320

or email to:
mking@greenbrierlynnhaven.com

Nissan Dealership
5th Best place in country to work or live.
Established Nissan dealer seeking
qualified GSM. MUST have current
Nissan experience to be considered.
Beautiful NREDI facility, large 6 vehicle
showroom, located on Car Row. Already
averaging 90 New. Applicant must have
background to take to another level.
| am only interested in individual with
proven Nissan experience.
Great compensation for the right
individual. Send resume to:
tony @regalnissan.com
Regal Nissan
Huntsville, Alabama

Quit Messing Around

AND GET INTO THE USED CAR BUSINESS

FINANCE AND INSURANCE MGR. IN VERMONT -
HAND Chevrolet Volkswagen in Manchester Vermont
seeks an experienced manager for F & | position. 37 yr.
old, family owned dealership, located in one of New Eng-
land’s finest communities offering year round recreation,
high quality of life, and excellent primary and secondary
educational systems. Hand Motors offers a top notch
compensation package incl. excellent salary and bonus
compensation, family medical benefits, company 401K
profit sharing, car allowance, hours of operation 8-6,
closed Sunday, paid vacation. Dealership utilizes Zurich
F&I programs and training, and uses a menu setting sys-
tem. Send work history and resume to Charlie Gallant,
GSM at Hand Motors, Box 1204, Manchester Ctr., Ver-
mont 05255, charlesgallant@handmotors.com - For an
appointment call 802-362-6712.

** MANAGER WANTED. If you want no nights, no week-
ends, no travel, $5K-$10K per wk is not enough this is for
you. Last 4 mths $25K/mth+. Change your life. Oppty’s to
get out of the car biz are few. www.exAutoExec.com

*ENTREPRENEURS WANTED* No Prospecting or Sales
Calls. NO Hotel Room Meetings. NO Having to Conform
or Sell Out. RPO (Recession Proof Opportunity) . . .
Earn $10K Per Week. www.3clicks2success.com

(. T N
tHE BOB LOQUERCIO AUTO GROUP  p=rir=yr SUORTHSIDE | (xtonoa NEED TECHS?
Exceeding Expectations Everyday. raudaiaula Visit NeedTechs.Com

TommyGibbsTraining.com

Director of E-Commerce
The Napleton Automotive Group, a privately
held dealer group headquartered in Chicago
seeks highly motivated and organized leader
with strong communication skills. Responsi-
bilities include website/BDC management
and development for 13 dealerships as well
as implementation of forward thinking/cutting
edge technology to drive sales performance.
Applicants must have prior automotive expe-
rience. Familiarity with Process Mapping, MS
and web based applications, along with
strong organizational/communication  skills.
Qualified candidate must possess exception-
al training and leadership skills. An industry
leading compensation plan awaits the quali-
fied candidate. Please email resume to:
ecommercesuperstar@yahoo.com

GM/GSM

Large Dealer Group seeking GM /
GSM with Toyota or Honda
experience for new acquisitions in
Southern California. Applicant must
have recent experience and a pro-
ven track record of performance.
Please send resume with references
and performance history to
tonyk@dealerchoiceauto.com

ALL OTHER AUTO JOBS

Visit NeedAutomotiveJobs.Com

Harness the power of the largest, most
experienced websites dealing exclusively with
Automotive Employment. We offer the largest,
most up-to-date database of personnel.
Still only $300.00 for 4 months.
Bundile and save!
800-619-5520
AOL keyword "need techs”

Corporate Car

Trainere

www.corporatecartrainer.com
Sales Trainer Opportunities
Are you the Best?

Heavy Auto Sales and
Management Experience
PA-DC -NY-VA-MD
Submit your Resume to:

Cornorate Car Trainer
PO Box 113461
Pittsburgh, PA 15241

NORTH CAROLINA
GREAT COMPANY, GREAT WEATHER,
GREAT PLACE TO LIVE
CROWN AUTOMOTIVE , A DIVISION
OF ASBURY AUTOMOTIVE, HAS AN
OPPORTUNITY AT ONE OF THEIR
PREMIER LOCATIONS IN
NORTH CAROLINA
IF YOU ARE AT A DEAD-END AT YOUR
CURRENT AUTOMOBILE DEALERSHIP,
YOU NEED TO TALK TO US! WE HAVE A
PROVEN TRACK-RECORD OF PROMOTING
FROM WITHIN. IF YOU SEE YOUR FUTURE
AS BEING A SALES MANAGER, GSM, OR
GM, YOU HAVE AN OPPORTUNITY TO
GROW WITH CROWN.
FINANCE DIRECTOR
FINANCIAL SERVICES MANAGER
If you have: « Excellent Work Ethic  Proven
High Levels of Performance Including
Outstanding Service Contract Penetrations
* Superior CSI Levels
* Complete Honesty and Integrity
We will provide: * Aggressive Pay-Plan « 5 Day
Work Week ¢ Huge Year-End Bonus
Opportunities * Full Training and Support ¢ Up to
Three Weeks Paid Vacation ¢ Strong Benefit
Package
* Opportunities for Rapid Promotion
Contact: Gary Upham at gupham @crownauto.com
or fax resume to: 336-315-4896

Crown Automotive is an Equal Opportunity Employer

and Supports a Drug-Free Work Environment

NOW SEEKING A SEASONED, self motivated person to
manage customer service for a large Harley-Davidson
dealership in Southern California. Person must be Service
Department savy and be capable of handling customer
service issues relative to the motorcycle business, service
related issues. A strong background of automotive or mo-
torcycle service department knowledge is essential. Full
Time Position: Benefits: Health/Dental/Vision/Vac/401k/
Pay: Competitive performance driven plan Email resume
to: email@ocharleydavidson.com

USED VEHICLE DIRECTOR — HIGHLINE. Rare
opportunity. Exclusive market. State of the art facility.
Fortune 500 Retailer seeking experienced highline Used
Car Manager for Midwest BMW store. Must be skilled in
managing a multi million dollar inventory, be savvy in
Internet marketing, and be highly skilled in desking deals,
managing a sales force, recruiting and training. Our top
Used Vehicle Directors are earning $200K plus. Demo
provided. Industry leading benefits package. Only the
best need apply. Resumes to Box #5145.

LOOKING FOR A HIGHLY MOTIVATED, structured
person to be a CFO/Controller of a 4 Franchise
dealership in Delaware. Looking to have background
in Automotive business. Needs to have Accounting
background. Willing to learn. Please send resumes to
PO. Box 1051, Mount Laurel, NJ 08054.

ATTN DEALERS AND CANDIDATES. SEND ME YOUR
ECONOMIC STIMULAS CHECK AND ILL MAKE YOUR
STORE AND YOU A 3 TIME NATIONAL RECORD SET-
TER LIKE ME! WWW.HAMILTONAUTOGROUP.COM

Advertisements
appearing in this
section also appear
on our Web site
www.automotivenews.com

To respond to a
CONFIDENTIAL BOX:

anhoxreply@crain.com

Or fax to 313-446-8030

Questions?
Call 800-388-1800 or
313-446-6065

Please include Box # in subject line

MAY 12, 2008 31

00-388-1800 or 313-446-6065

GENERAL MANAGER

DAVID R MCGEORGE CAR COMPANY INC
MERCEDES-BENZ DEALER
WWW.MCgeorgecarco.com

RICHMOND, VA

Mercedes-Benz dealership in Richmond, VA serving central Virginia for
50 years is seeking a General Manager. This is a rare opportunity to
become part of central Virginia’s only authorized Mercedes-Benz family
of dealerships. Facility includes new and pre-owned vehicle sales,
finance, service, parts, and an in-house marketing department in an
excellent location. Now in our third generation, the McGeorge family
continues a rich history in the community with the highest ethical
standards.

Requires:

3+ yrs experience as a General Manager-preferably Mercedes

New and pre-owned automotive experience-preferable luxury
Verifiable track record of success in sales, fixed ops & CSI

Ability to train, motivate and lead a seasoned staff

Utilize latest sales and service technology

Strong innovative ideas for selling to a new market

Strategic mindset with the ability to develop and implement a multi

-year financial plan encompassing all departments

Excellent compensation package including demo and relocation pkg.
All employees receive:

Health, dental, life and short/long term disability-all paid 100% by the
Company. Excellent 401K with 20% employer match.
Requires pre-employment background screening and drug testing.
E-mail résumé, references, and salary history to:
hr@mcgeorgecarco.com

@ Mercedes-Benz

| GENERAL |
DEALERS

LET US FILL YOUR MANAGEMENT NEEDS!
We provide professional screening nationwide.

SERVICE MANAGER. One of North Carolina’s old-
est and largest GM dealerships is looking for an
aggressive Service Manager. We have always expe-
rienced very little turnover, but as a result of retire-
ments, we are in need of a process-driven individual
with a focus on customer satisfaction. Technical
background required, medium duty experience a plus.
Great staff in place and tremendous parts department.
We offer top pay and competitive benefits for the right
individual. Apply to autoplacementinc @yahoo.com
HONDA SERVICE MANAGER - High Volume D.C. Metro
Honda Dealership is in need of an experienced Service
Manager with a proven track record of success. You must
have experience in running a high volume fast paced de-
partment with high CSI ratings to be considered. Honda
and ADP experience preferred but not required. We offer
state of the art facilities and outstanding compensation
package for the right individual. Send resume: Box 5147.

LARGE CENTRAL VIRGINIA FORD DEALERSHIP
looking for experienced Controller. We have a great
location, warm climate, competitive pay and full
benefits package. Good attitude, communication
skills and UCS experience preferred. Send resume to
carsales1976 @gmail.com

PRIVATE LABEL BOTTLED WATER: Delivered. Supe-
rior Quality & Customer Service. Includes 4-color process
label. Call for special Dealer pricing. www.PLH20.com.
We would love to earn your business. 918-834-4444

— RESUMES - RESUMES - RESUMES - RESUMES —
If your resume isn't a Winner, it's a Killer. Do it right.

www.career-resumes.com View Sample # 6. One of
the largest resume writing services in US. 1-800-800-1220

IF YOU HAVE STABILITY AND A PROVEN TRACK,
we have many opportunities in the Southeast. Call today
— Dick - 803-802-0277. Fax # 803-802-0279. Confiden-
tiality assured. Email: carjob@comporium.net

AUTOMOTIVE SALES
A rare opportunity to sell Ferraris and Maseratis at an Authorized dealer is available in
West Bloomfield, Michigan. We are interested in hiring an individual with proven
sales experience in high-line automobiles. We enjoy an excellent reputation
nationwide for both sales and service due to our high standards. Needless to
say we are looking for only the very best candidates. We offer an excellent
employment compensation package that includes provisions for medical,
dental, vision, and 401Kk. If you feel like you possess the right combination of skills
and traits for this exciting position please send your resume to dcable@cauley.net

CAREERS UNLIMITED
(515) 573-4414 - Fax: (515) 573-4450

Contact: Rich Hrabak - richhrabak @yahoo.com
Resumes may be sent to:
P.O. Box 545, Ft. Dodge, IA 50501

AutoPersonnel.com
"Permanent/Interim Staffing"
90-Day-Try-Out-Option

* Qualified Applicants - All Positions
* Technicians - Experienced
(800) 529-6284 Fax: (800) 319-9770

Email: Jim42 @autopersonnel.com
www.autopersonnel.com

TECHNICIANS ADVERTISE on www.dealerneeds.com
for FREE. Other Classified Ads start at just $10. Articles
and Vendor Links. No memberships required to browse.
No registrations required. Great Site.

* RESUMES *

Professionally Prepared

1-800-414-0286

Serving the automotive industry since 1988
24 hour turnaround
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DEALERSHIPS AVAILABLE

HELP WANTED
— DEALERS

FINANCE DIRECTOR - Large Mid-West GM dealership
is in need of a Dynamic Finance Director to add to our
already talented sales team. Candidates must have at
least 3 years exp. as an F&l Director for a large volume
store. Producers should not apply; this position is for a
proven director ONLY. Must have a team attitude, able to
train a staff of 4 producers, have strong CSI skills & have
a track record of strong lender relationships. Box #5141.

$$$ NOW 11.11mil $$$ paid in 38wks. No long hrs., no
nights, no weekends, time w/family. Left 32 yrs. in biz.
Made over $25K last 4 mos. EZ way to get out of car
biz. Stop wasting your talent. www.exAutoGuy.com.

SALES REPRESENTATIVE

PORSCHE or BENTLEY
SCOTTSDALE, ARIZONA

We are offering a potentially life changing
opportunity to work at the 101 Auto Collec-
tion in Scottsdale, Arizona selling a pre-
mier luxury brand of automobile.

You are:

* EXPERIENCED and successful selling
highline automobiles

* You are passionate about the brands

* You provide the finest, customer focused
sales experience

We offer:

* The finest facility

* Supportive management

* Exceptional earnings potential

« Full benefits package with matched
401(k)

If you are qualified and interested, email your re-
sume to pgreenslade@penskeautomotive.com or
fax to 480-946-9389

PENSNE
Aertomrotive

*** A Realistic $250K First Year Income Potential *****
$11.52 Million pd in commissions in first 40 wks! | left
10 yrs in F&I for this. Last 3 mths: $29k, $24k, and
$25k!!! Best move ever! www.excarguy.biz/apply

POSITION WANTED

To encourage this classification for the benefit of those
seeking employment, Position Wanted Ads are accepted at
a lower cost than regular rates, namely $16.40 per line for
each insertion. $38.55 per insertion for use of a box num-
ber. Minimum 4 lines. ADVANCE PAYMENT REQUIRED.
Visa, Mastercard, Discover or American Express accepted.
(Lower rate does not apply to display ads in this section).

POSITION WANTED

Gain 100% Service Absorption!

Turn your Service, Parts & Collision Center into

a money machine! Our dealers’ profits are

up 40% over last year. Start making the money
you deserve & stop giving your business away
to the corner lube shop. Contact Don Reed today.
888-553-0100 - dreed@dealerprotraining.com

GENERAL MANAGER - Position Desired in the East
Texas Area. | am looking for something in the East Dallas
metro area to Paris to Tyler, but well consider any offer. |
have Five years of Gm/Executive management experi-
ence with a proven track record of procedures & manage-
ment ability to increase profits. Professional training in-
cludes NADA dealer academy and NCM Dealer 20 group.
Please send an e-mail to EastTexasGm@aol.com for a
complete Resume. Thank You.

GOT SERVICE ABSORPTION? Top Consultants have
trained/consulted Over 200 plus dealerships! Parts/
Service/ Bodyshop Call: 800-536-5785 or E-mail: Guy
Salkeld - salkeldg@smartservicetraining.com Dave
Piecuch-piecuchd @ smartservicetraining.com or  Scott
Crossman - crosssmans @smartservicetraining.com
Web-Site: www.smartservicetraining.com "Make This
Year Your Best Year"

DISCOURAGED - Let me increase your volume, gross,
and CSI by restoring a positive attitude in your store, by
building a team and providing a work ethic second to
none. Put my 30 plus years as GM, GSM, pre-owned di-
rector to work to increase your bottom line. Looking for a
long term relationship within 100 miles of Baltimore, Mary-
land. Reply in confidence: higherprofits @ comcast.net

GM/GSM - Looking for the right opportunity. Hands on
experience from sub-prime to luxury automobiles.
Consistently higher gross profits while improving
C.S.I. in all departments. Innovative, creative vision-
ary able to bring to reality new ideas and concepts.
Willing to relocate. Call 214 256 3532.

F&l RESOURCES. Need a Finance or Sales Mgt professio-
nal in a pinch? Contract services by the wk, mth or longer.
Expertise in all areas of Sales & F&l. Services available
nationwide. Call 817-846-9703; www.fandiresources.com

AUTO AUCTION BUYER - N.E. AUCTIONS - Manheim,
Pa., NADE, Adesa-NJ, Adesa-LI, 15 years experience. All
makes and models. Call John B. @ 516-978-3919.

DEALERSHIPS AVAILABLE

Dealership Evaluations

Nancy Phillips Associates
A Name You Can Trust - Since 1989
603.658.0004 « www.nancyphillips.com

NATIONAL BUSINESS BROKERS

America’s Largest Automobile
Dealership Brokerage Firm

» 800.576.9875

Over 500
Dealerships

www.nationalbusinessbrokers.com

Irvine, CA ¢ Grand Haven, M|

Sold

* Tampa, FL * Manhattan, NY

TIM

LAMB
GROUP

DEALERSHIP SALES
AND ACQUISITIONS

America’s Fastest Growing
Automobile Dealership Brokerage Group

Call toll-free
1.877.846.5262 « 1.877.TIM.LAMB
timlambgroup.com

Tim Lamb | Kirk Rimsnider | Brent Hiller

METRO CONNECTICUT FOREIGN DUAL - $850,000 +.
Metro Connecticut high volume foreign car. $775,000 plus
Central New York top foreign car. $895,000 plus. Hurry.
Northern New York Chevrolet - $250,000 plus. Won't last.
Central New York Chrysler Dodge Jeep - $400,000 plus.
Central New York Chevrolet dual - $875,000 plus- Call -
Thomas J. Hayes Associates - 860-927-1183

MAINE: DOMESTIC. Profitable, 700 new and used
annually. Busy market area. Call Nancy Phillips
Associates, 603-658-0004.

HARLEY DAVIDSON SOUTHEAST. Very profitable
dealership. State of the art brand new image facility.
Lease or purchase the property. Located in a lifestyle
community. Exclusively through National Business Brokers
at 949-770-7451, and facilitated by Jeff Rochwarger at
407-647-9309 and George Chaconas at 813-963-0105.

SOUTH CAROLINA - Sharp facilities. Multi franchise. On
the Interstate. Thriving business complex. This is where
you want to be. Only %1 .5M blue. Dealer said sell. Hurry.
Gordon Page - 813-854-4022 -- www.gordonpage.net

"WHEN RESULTS ARE IMPORTANT"
GARY MINCHEW

Dealership Brokers
Southeastern States
800-247-8549
North Central States
Call John Warner
888-631-1300
Raman Latham
252-825-7281

CHEVROLET - Southern Indiana - Phenomenal oppor-
tunity. Gorgeous facility. Willing seller. Family wants to
move back home. Better hurry. This opportunity won't last.
* Chevrolet - Alabama - Almost 1,000 Planning potential.
Dealer wants to retire. Ideal location and opportunity.
Dealer said sell.This is the opportunity you want for your
son or daughter. 10 acres. Wal*Mart & Lowe’s are in area.
* Kansas - Second Tier Import. Extremely profitable. Hur-
ry, hurry, hurry!l A real money maker. Don’t miss this one.
* MIDWEST Toyota - - Great opportunity. Nice real estate.
 PA Automall - 3 Domestic Franchises. Only $3.225 mil.
* Southern Auto Mall - GM Lines and hot imports. Nice RE
« Southland Honda: Owner retiring. Rare find. Better hurry
« PA Nissan -- Parts, Fixed Assets. Only $1,000,000 blue.

* Oklahoma Chevrolet / Cadillac . . . * Kansas Nissan Plus
* West Texas GM ¢ West Texas GM/Dodge - Great area.
* Metro Pennsylvania Toyota * Metro Pennsylvania C/D/J.
* Tennessee Metro Domestic ¢ Tennessee Ford Mazdal.
* South Carolina Chevy Plus ¢ North Carolina Coast Ford.
* West Texas GM/Dodge ¢ Fringe Metro Dallas Domestic.
* North Carolina Coast Ford * N.W. North Carolina Ford!.
* Michigan Nissan ¢ Indiana C/ D/ J.  Wisconsin Ford!.
« Detroit area domestic. Lease R/E. Nice, profitable deal.
 Wisconsin Ford Lincoln Mercury * Indian Chevrolet - Call
Steve Howard - 972-499-4906 showard @gordonpage.net
Tim Wild 937-626-9453 - email - twild@gordonpage.net
Mark Utley 615-790-7160 - mutley@gordonpage.net
Steve Pritchard 317-852-3529 spritchard @ gordonpage.net
Dee Dee Zack 732-821-8836 deezack@gordonpage.net
Lloyd Guillot 504-329-1291 - Iguillot@gordonpage.net
Tim Marsh - 813-854-4022 - tmarsh@gordonpage.net
Jim DiCostanzo 508-472-0013 jdicostanzo @gordonpage.net
Chris  Miller 502-223-9903 - cmiller@gordonpage.net
Belinda Groner 770-789-0146 bgroner@gordonpage.net
Call Harold DeValk, C. P. A. - Phone # 847-255-1887

Donald Smith 517-281-1170 - dsmith@gordonpage.ent
Danny Zack - 732-821-8836 - Joan Zack - 732-821-8836
Gordon Page 813-854-4022 visit - www.gordonpage.net

<

SATURN

Dealership For Sale

Southeast

Qualified Buyers
Call our Confidential Line

1-888-545-5650 * www.pagfirst.com

SOUTH CAROLINA FORD. Profitable. Fringe metro
location. Real estate available for purchase. Offered for
sale exclusively through National Business Brokers at
949-770-7451, and facilitated by Jeff Rochwarger at 407-
647-9309 and George Chaconas at 813-963-0105.

NORTH CAROLINA SUBARU. A great starter store.
Consistently Profitable. Owner retiring. Lease the facility.
Opportunity is offered exclusively through National
Business Brokers at 949-770-7451, by Jeff Rochwarger at
407-647-9309 and George Chaconas at 813-963-0105.

CHEVROLET

Dealership For Sale

Southeast

Qualified Buyers
Call our Confidential Line

1-888-545-5650 * www.pagfirst.com

Advertisements
appearing in this
section also appear
on our Web site
www.automotivenews.com

To respond to a
CONFIDENTIAL BOX:

anhoxreply@crain.com

Or fax to 313-446-8030

Questions?
Call 800-388-1800 or
313-446-6065

Please include Box # in subject line

WNISSAN
L
Dealership For Sale

Southeast

Qualified Buyers
Call our Confidential Line

1-888-545-5650 * www.pagfirst.com

AVICINULILY |

Personal Attention...
When A'Fhe Time Is Right

Helping Dealers Buy And Sell
Their Dealerships

www.mcnultyabc.com

Dealership For Sale

Southeast

Qualified Buyers
Call our Confidential Line

1-888-545-5650 * www.pagfirst.com

Nissan Dealership

* North Central Region / Midwest.
* Priced to sell quickly.
* Newly constructed Nissan
facility (NREDI).
* Turn key operation.
* Only established dealers
with a Proven track record in
sales penetration And CSI qualify.

Contact

888-996-5972

VW & MAZDA FRANCHISES - 2 Fuel Efficient Franchis-
es; 80,000+ in City; 180,000+ in County; Major University,
Auto Plant & Suppliers Nearby Create Steady Economy;
Separate Facilities & Both Image Compliant; Over 5.6
Acres; Corner of Major Auto Row; Won't Last. Call Greg
(901) 592-9715.

MIDWEST CHEVROLET ONLY. 1,200 population.
Owner wants to move on. Bldg, ground, tools.
$400,000. 402-529-3243.




CLASSIFIE 00-388-1800 or 313-446-606

DEALER SERV CES

AVA LABLE

New York and the Tri-State Area’s
Leading Dealership Broker

All inquiries held in strictest confidence

+ Exclusive Dealership Listings
+ Business Valuations

Sons

Bellavia (X

Buying or Selling A Dealership?
CALL

RON CARPENTER

Broker

915-494-6666 - Texas

Representing 2 Large
Investment Groups
COLORADO - MONTANA - WYOMING - Will be in the
area putting deals together, Memorial weekend - Saturday
May 24th through May 31st. Please call: Gordon Page -
303-757-2370 - www.gordonpage.net - 813-854-4022.

Look forward to work with you. Call for an appointment.

HONDA GEORGIA. Consistently strong profitability in a
growing community. Real estate available for purchase.
Exclusively through National Business Brokers at
949-770-7451, and facilitated by Jeff Rochwarger at
407-647-9309 and George Chaconas at 813-963-0105.

Irvine California
Previously Mazda Dealership
Property. For Sale or Lease.

Principals Only
(909) 971-1000

VIRGINIA CHEVROLET. First time offered for sale.
Located near the interstate. New facility. Consistently
profitable. Exclusively through National Business Brokers
at 949-770-7451, and facilitated by Jeff Rochwarger at
407-647-9309 and George Chaconas at 813-963-0105.

NEW YORK FORD. Just listed! Great starter store.
$1.1M buys the entire deal including real estate! Offered
for sale exclusively through National Business Brokers at
949-770-7451, facilitated by Gershon Rosenzweig at
212-840-1375 and DeVere Boyd at 616-844-6247.

OHIO CHEVROLET CADILLAC. New image facility.
High traffic location. Buy or lease property. A must sell
situation. Exclusively through National Business Brokers
at 949-770-7451, by DeVere Boyd at 616-844-6247 and
Gershon Rosenzweig at 212-840-1375.

LAWYERS FOR DEALERS

o 'm also a former dealer & fully understand your business.
* Factory franchise disputes * Lender Liability
e Qut of Trust  Audits * All Dealer Cases
* Automobile Dealership Business Broker
William Wheeler & Associates
215-988-9320

DEALER GROUP PLATFORM. A major acquisition
opportunity on the east coast. This rare opportunity is
offered exclusively through National Business Brokers at
949-770-7451, facilitated by Gershon Rosenzweig at
212-840-1375 and DeVere Boyd at 616-844-6247.

THRIFTY CAR SALES
FRANCHISES AVRILABLE

A Thrifty Car Sales franchise in your area
can provide:

e Recognized Brand Name and Image

o Marketing and Advertising Support

A Business Development Center

o A Certification Program

To learn more about this great opportunity,
call toll free TODAY.

1-877-BUY-BLUE |1-577-289-2583]

HAVE LARGE FORD DEALERSHIP FOR SALE located
in metro North Carolina. Property can be leased. Please
call 704-202-5792.

MICHIGAN FORD: 1000 retail new/used 2007. Profitable
absentee owner store. Within 30 min of 3 metro markets.
New modern facility. Great used growth/turn key opportu-
nity! Contact: michforddealer @aol.com

BUYERS NEEDED - NO. CALIF - CAL PRO BROKERS.
We have very motivated sellers. Domestic & Import
Stores, multiple locations throughout No Cal. Call John
Schiavo at 408-828-6270 or Don Stewart at 510-882-
0354; Adam Sanchez 408-202-0275 or Bill Ghiringhelli at
510-396-3148. www.calprobrokers.com

TOYOTA DEALERSHIP. Single point market in the
Northeast. Over $50M in sales. State-of-the-art facility.
Offered exclusively through National Business Brokers at
949-770-7451, facilitated by Gershon Rosenzweig at
212-840-1375 and DeVere Boyd at 616-844-6247.

L S AT T Ty —
wrnennmernreors DT MURPHY & COMPANY *+#*ssssssrss
** Quietly matching buyers with sellers since 1989. **
rexscretod GO TO: www.dimurphy.com *ssssssises
Frwwwrwrrrert or call Dan or Bill at 973-746-1122 ***++x+xxsr

WISCONSIN. Tier-two import. Priced aggressively for a
quick sale. Updated facility. Excellent location. Over
50K population. Exclusively through National Business
Brokers at 949-770-7451, by DeVere Boyd at 616-844-
6247 and Gershon Rosenzweig at 212-840-1375.

DO YOU NEED: A qualified professional appraisal of
your dealership for divorce, partnership problems,
estate planning. Report furnished and/or available to
testify before IRS or court system. Contact in strict
confidence: Walter Hall, former factory executive and
chain operator, for client references. 800-869-9543.

OREGON. Four (4) separate acquisition opportunities
including two tier-one imports. All are offered exclusively
through National Business Brokers at 949-770-7451, and
facilitated by Brady Schmidt and Jason Stopnitzky.

NEW ENGLAND: AUTO MALL. Multiple franchises in
3 separate state-of-the-art facilities located on
interstate in primary market area. Call Nancy Phillips
Associates -- 603-658-0004.

DEALERSHIPS FOR SALE NATIONWIDE. Check out
our featured listings. Log on to our site and take a look.
The featured listings change often, so bookmark the
page, and visit frequently. www.dealershipforsale.com

KENTUCKY near metro, Chrysler Dodge Jeep, 650
retail, good location and facility, nice starter store,
owner wants offer. Only at McNulty & Associates. Call
David McNulty at 1-800-826-3828.

DEALERSHIPS AVAILABLE

GEORGIA KIA. Seller is in a must sell situation. Lease or
purchase the property. Exclusively through National
Business Brokers at 949-770-7451, by Jeff Rochwarger at
407-647-9309 and George Chaconas at 813-963-0105.

MAJOR METRO HONDA. Under performing in a
growing market. Exclusively through National Business
Brokers at 949-770-7451, by DeVere Boyd at 616-844-
6247 and Gershon Rosenzweig at 212-840-1375.

N. CALIFORNIA. 3 import dealerships including tier-one.
Major market, in the heart of auto row. Extremely motivated
seller! Exclusively through National Business Brokers at
949-770-7451, by Jason Stopnitzky and Brady Schmidt.

WASHINGTON STATE. Three separate dealerships for
sale, of which two are on the west side. Offered exclusively
through National Business Brokers at 949-770-7451, and
facilitated by Brady Schmidt and Jason Stopnitzky.

S. CALIFORNIA CHEVROLET. Just listed. First time
offered. Only $1M for goodwill. Offered exclusively
through National Business Brokers at 949-770-7451, and
facilitated by Brady Schmidt and Jason Stopnitzky.

DEALERSHIPS WANTED

INTERNATIONAL BUYER WITH OVER $400 MIL. to
spend and a deadline offers a fast smooth discreet
transition. Get top $ for your dealership. .813-854-4022.
Dee Dee Zack 732-821-8836 deezack @gordonpage.net

WANTED: HONDA or FORD/LINCOLN/MERCURY
South Carolina, North Carolina, Georgia Metro or Fringe
Metro store(s). Turn around opportunities ok. Current
dealer Principal -- 803-513-7330.

CURRENT CHEVROLET DEALER - Seeks Profitable or
Non-Profitable Chevy store in Florida; Georgia or
Tennessee. Call Scott Price - 678-200-9516

scottprice @maxieprice.com

DEALER SERVICES

*** ARIZONA * * DEALER RETIRING ** ARIZONA * *
New or Used car facilities. Upscale market area. Make
money $$$$ - High traffic. Great oppt'y & loc. For sale or
lease. Call Benta @ 928-301-7472 or 928-282-1766.

UTAH - MULTI BRANDS. Just listed. First time offered
for sale. Opportunity is offered exclusively through
National Business Brokers at 949-770-7451, and
facilitated by Brady Schmidt and Jason Stopnitzky.

Middle Tennessee Domestic dealership w/ trucks,
good Profit history, newer facility. Motivated seller,
ready to pursue other interests. Only at McNulty &
Associates. Call Stephen Boggess at 1-800-981-6628.

TEXAS. 2 new listings. One is in a major metro market.
The other is a medium size group incl tier-one import lines.
Exclusively by National Business Brokers at 949-770-
7451, facilitated by Brady Schmidt and Jason Stopnitzky.

MEMPHIS area - profitable Chrysler Dodge Jeep - short
commute - Blue & FFE only $450,000 - Outstate Missouri
Chev $20M + sales - retailed over 800 n & u last yr - 2nd
tier import St. Louis market - Don Brown - 636-477-4900.

ORLANDO, FL - 8 ACRES +/- .. Current auto facility.
Two miles south of major shopping center. Minutes from
major attractions. 1.2m per acre. Reply in confidence to
Box 5149.

NORTHEAST PENNSYLVANIA - Fully Suzuki squared
franchise for sale. Turn key operation. 30 year existing
dealer. Purchase franchise separately or lease property
with franchise. Contact 215-292-3006 or 215-357-8226.

MARYLAND CDJ dealership on beautiful Eastern Shore.
Will discuss sale or buy in. Property for sale or lease.
Large 7 vehicle showroom: 4 acres located on high traffic
route in growing area. 443-465-1420.

Don’t miss this SW MI CJD dealership! Established
customer base with recently remodeled & updated facility
in resort area only 2 hours from Chicago. Very strong used
market! Email for more details at cjd4sale@verizon.net.

NORTH TX CHEVY, 478 new & used retail last 4 year
average, 25 miles to 100K population metro. $350K total
bluesky & fixed assets. Lease or buy facilities. Qualified
buyers only. Gary Sigman - 817-860-1805.

FLORIDA IMPORT with excellent potential. Priced right to
sell quick. Located on the coast in one of the best area’s
of the State. Buy or lease facility. VBIII Automotive Dealer
Consulting, 407-672-2811.

HYUNDAI - MITSUBISHI DUAL - Southeast area. Priced
to sell. $750,000 buys parts, furniture, fixtures, blue sky,
all equipment and special tools. Very attractive lease on
facility for $13,000 per month. Box #5142.

PENNSYLVANIA - State-of-the-art new facility for a Ford
and L-M dealership. For sale by owner. Single point
located in South Central Pennsylvania on main thorough-
fare. Sales over $20 million per year. Call 410-292-7526.

SUZUKI DEALERSHIP FOR SALE IN THE MIDWEST -
Top in central region sales. New facility. Huge net profit in
metro market. Excellent location. Priced to sell. Reply in
confidence: Box #5137.

RHODE ISLAND - Mitsubishi dealership. Great location
on 2 acres. Route 44. Excel. used car bus. $100,000 plus
parts. Owner motivated. Great opportunity. 20 yrs. @ loc.
Very affordable. carman20@verizon.net

TEXAS - Houston, San Antonio, Austin; Chevrolet (5),
Ford (2), Chrysler, Dodge, Jeep, Buick (2), Nissan,
Pontiac (3), GMC Truck (2) , Others. Tennessee; Chevy.
Buyer Services avail. Roger Ackels 713-249-1246

NISSAN-PACIFIC NORTHWEST - Small store in good
shape. Owner must relocate ASAP. Priced to sell. Prv.
Pty. Contact autonetwork@hotmail.com

AUSTIN, TEXAS AND HOUSTON - Tier-Two Imports,
Excellent Locations, Call Brent Hiller @ Tim Lamb Group
(512) 340-0412.

SUZUKI DEALERSHIP FOR SALE - Excellent facilities.
Property will be leased. Huge growth area. Charlotte,
North Carolina. Call 800-852-3528 or 704-552-2760.

HARLEY DAVIDSON UPPER MIDWEST. Brand new
facility on the Expressway. Turn key operation. A real

money maker. Exclusively through National Business

Brokers at 949-770-7451, by DeVere Boyd at 616-844-
6247 and Gershon Rosenzweig at 212-840-1375.

GEORGIA HYUNDAI. Consistently profitable. Lease or
purchase the property. Exclusively through National
Business Brokers at 949-770-7451, by Jeff Rochwarger at
407-647-9309 and George Chaconas at 813-963-0105.

MD JOHNSON INC. - A Mergers, Acquisition, and Finan-
cial Advisory Services Firm Specializing in Automotive
Dealerships. 360.825.1756 -- www.mdjohnsoninc.com

ACURA: Eastern region metro, major highway frontage,
huge growth potential, new image facility. Acura
expanding to a 10-model line, this will be the next tier 1
franchise. Don’t regret passing on an Acura franchise.
Owner retiring. Include email address. Box #5133.

GEORGIA CDJ. Good consistent profitability. Lease or
purchase the property. Exclusively through National
Business Brokers at 949-770-7451, by Jeff Rochwarger at
407-647-9309 and George Chaconas at 813-963-0105.

REALISTIC MARKET VALUE. Dealership valuations are
constantly changing. What is the value of your dealership
in today’s volatile environment? What you think may be off
by as much as 50%. www.realisticmarketvalue.com

* - ]
Automobile Display Ramps Since 1976
Call Doumis or Perry at Chapman Enterprise
Toll Free 877-830-3309 -Int'l: 864-232-1406
www.chapmanenterprise.com
\ We accept all Major Credit Cards )

NEW version for
Palm Handhelds

Retail Loans & Leases

Fast, Accurate & Easy-
+| to-Use, Free Demo

800 843 7766

www.leasemaker.com

w Fndfrar

I ed
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((Cal:Lara )

Airline Hassles? Lease time
in a large, private aircraft.
Fly anywhere, anytime.
Current Western PA to Florida
customers love it.

Call ask for Gordon
412-948-1089 or 828-315-0044.

'ENTION NEW VEHICLE

DEALERS

Put An End . Confusion And
nsamtymManagmgyour
New Vehicle Inventory

With All The Effor:b put fm; in
aging This Department youshoud
/vmz AgPrgf:t nyour Floorplan Account

HaVe The Veh’c’es available for Your

Customers when they Come TO your dealership
To Buy Them

Our Program win DO the oliowing For You:

Make Money inyour Floorplan Account
And
You W’" dealer trade Less The 15 A) of your
Retail Sales, s Much More.

Call FOR DETAILS, MORE INFORMATION, AND
TO SCHEDULE A SHORT ONLINE PRESENTATION

540-428-4002 (or)
sales@blackhorsesystems.com

wrxxixiik PREVENT ACID RAIN DAMAGE! **xxxkxesx
snnnnnnnnnnnrrrrrer BOOt Profits & CS|, ***+*+rksrrnes
seexsrrersr Racognized by General Motors, -+
Fewwer 800/292-2515 or www.plastacise.com

DEALERSHIP VALUATION / Succession Planning / Buy-
Sell Consulting / Profit Improvement / Litigation Support/
Internal Control Review / Tax Strategies. The DeValk As-
sociates, Ltd., CPAs & Consultants. 847-255-1887.

Frree——

Warranty Claims Payment Services

Processing and Consulting
Peace of Mind...
Randy Shepard & Associates, Inc."

1-877-656-8900
ing Dealers Since 1979
view the RS&A operation in action

out QU vi
@ www.randyshepard.com

FrkrrkrERRRER RS DEOQUOTES FOIMS ***+*tkrkrtkrkrtin
wrsexssxsss Eorms Building - All Systems #ssssxsxxsss
reexeexssxsss \Ng Support Reynolds Legacy * e

RIS WY DTOQUOTES.NEE ****F*sr ke
FrkkrkrER kR RE 8()() 455778 *HHHRKRRRAKRERRRY

COMPUTER SOFTWARE FOR SALE

WINDOWS F&I SYST. Lease & Loan Master & BHPH In-
ventory, Forms, Contracts, Stickers. F& Menu Selling
Web Credit Reports, Contact Manager, LA&H, Qbooks.
From $299. L-master.com - 800 701-6686 - 818-591-0631

BUSINESS OPPORTUNITIES

EARN $200K-$400K Realistic 1st year Income: The
most powerful marketing system on the planet! After 4 yrs
& $400,000 in research & testing we have the perfect on-
line business opportunity. Our proprietary system gener-
ates $1,000s everyday, & 10 Million in commissions over
past 8 mths. No calling - No selling; your Grandmother
can do this! Join us http://www.DLW-Enterprises.com

** PACKARD MOTOR CAR COMPANY FOR SALE **
et Please Contact Roy Gullickson at: ***+#x#x+x*
Toll Free 866-757-2003 Email: rg@packardmotors.com
Web: www.packardmotorcar.com

ARE YOU TIRED OF THE LONG HOURS? Are you tired
of pay plan cuts? Are you tired of broken promises? Then
free yourself, build your own business future and go to:

WANTED LAW FIRM to sue Chevy dealer and GM/GMAC
for wrongful termination to merge our Chevrolet point with
factory candidate. This lawsuit is over $15 million with real
estate. Need experienced attorney on contingency.
Finder's fee paid. 516-652-6980.

ACCOUNTING PERSONNEL ISSUES? FINANCIAL
STATEMENT ISSUES? Do you need training for office
personnel? Do you need an interim controller or office
manager? Do you need help with warranties, factory
claims or reconciliations? Seek help from a CPA/MBA
with over eighteen years of accounting and dealership
experience to help with these and other managerial and
financial challenges. Please contact Lisa McDonall
@ 336-926-3115 or cfosolutions @triad.rr.com

Red Hot-Real Time
Internet Finance Leads

Call (877)230-3163

To respond to a
CONFIDENTIAL BOX:

anhoxreply@crain.com

Or fax to 313-446-8030

Questions?
Call 800-388-1800 or
313-446-6065

Please include Box # in subject line

http://www. eertrainer.com/

MAKE $250,000/YR USING OUR INCOME ROBOT
100% Automated Business. Bot works 24/7 in a world-
wide market. Build Your Income Streams Now. Go to
http://www.wealthandf .com

ATTN: WIRE HARNESS PROFESSIONALS! Attend the
Electrical Wire Processing Technology Expo. May 21 &
22, 2008, Milwaukee, WI. Call 800-367-5520 or visit
www.electricalwireshow.com

$19K PROFIT MY 1st MONTH working from home in
less than 25 hrs per week! $1K-$8K profit per sale.
This is Not MLM! FREE Training & Support Provided.
Call 1-888-880-1317 * 24 hrs

FLORIDA-HERNANDO COUNTY -
Prime commercial corner. County approved automotive
/auto dealer site - survey & proposed building plans avail.
3 acres zoned for commercial usage + 2 additional acres
in rear zoned residential - total of 5 acres - only $525,000.
Call or e-mail Florida Tropics Realty - 352-688-7997 or
800-592-9242 - floridatropics @tampabay.rr.com

Busy Hwy 19 -

TRUCKS FOR SALE

NEW
’06 & 07 GM Cab & Chassis
C4500 - C7500 Series

Pre Emission Trucks
Blow Out Prices - All Offers Considered
Call Richard - 508-947-2600

CARS FOR SALE

OVER STOCKED
NEW 2008 Mitsubishi Evo’s

at Triple Net Pricing
Call For Inmediate Delivery
352-684-7200 - ask for Sean Walsh

BRAND NEW POLICE PACKAGE & Special Service Ve-
hicle Chevrolet Tahoes. 2 & 4 WD. Ready for Inmediate
Delivery. Contact: Tom Wene 1-800 888 1237 or
twene @ mileschevrolet.com

QUEBEC BASED Wholesaler / Exporter / importer of re-
cent autos & trucks, 56 yrs in same location is looking for
dealers to buy his products 2006 - 2008 cars & trucks. Call
Charles @ 514-332-7777, email charlessir@gmail.com

Felix Callari

PALM BEACH, Fla. — Felix Callari,
CEO of the Callari Auto Group, died
here March 18 at age 79.In 1967 he
opened his first new-car dealership
in Stamford, Conn., selling BMWs,
Sunbeams and Saabs. Callari went
on to sell Datsun, Sterling, Chrysler,
Plymouth, Jeep, Eagle and Dodge
vehicles, with several stores in
Stamford. The group now includes
BMW of Darien, Mini of Fairfield
County in Stamford and Volvo of
Westport, all in Connecticut.

Daniel Donnelly

OTTAWA — Daniel Donnelly, the
founder of Donnelly Automotive
Group in Canada, died here Dec. 22
at age 77. After working at
International Harvester and Ford
Motor Co., Donnelly became sales
manager at Ottawa Motor Sales in
1963. He bought the company in
1970. Donnelly Automotive Group
now has four dealerships selling
Ford, Lincoln, Pontiac, Buick, GMC,
Mitsubishi and Kia vehicles, all in the
Ottawa area.

William Eberle

CONCORD, Mass. — William
Eberle, chief trade negotiator for
Presidents Nixon and Ford and a
former president of the Motor
Vehicle Manufacturers Association,
died here April 3 at age 84. Eberle
began working for the Nixon
administration in November 1971.
He left in 1974, four months after
Nixon resigned. Eberle became
president of the manufacturers
association, which primarily
represented the Detroit 3, in 1975.
The group re-formed in 1992 to
become the American Automobile
Manufacturers Association. It
dissolved in 1998. Eberle left the
group in 1977 and became a
consultant.

John Mollica

HENDERSON, Nev. — Former
General Motors wage administrator
John Mollica died here March 28 at
age 84. He became a GM wage
administration executive in Detroit
at age 31, involved with union
negotiations. In 1971, Mollica was
promoted to director of wage
administration and labor economics
and eventually became assistant
director of labor relations. He retired
in 1980.

Donald Towbin

MEDFORD, N.J. — Former New
Jersey auto dealer and banker
Donald Towbin died here March 11
at age 86. His first dealership was
Kaiser-Frazer Auto in Lakewood, N.J.
Towbin owned four Lincoln-
Mercury stores in New Jersey in the
1950s and 1960s. He also owned the
Larson Ford Agency in Lakewood
and Eldridge Pontiac-Buick in
Princeton. Towbin went on to own
Towbin Chevrolet in Trenton,
Towbin Chrysler-Jeep-Dodge in
Pemberton and Towbin Spirit
Chrysler-Dodge-Jeep in Swedesboro.
He later sold all the dealerships.
Towbin’s sons, Joel and Daniel, own
dealerships; his daughter, Linda
Baker, and grandson, Josh, are co-
owners of dealerships.
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Complaint
will delay
UAW revote
at JCI plant

April Wortham
awortham@crain.com

Johnson Controls Inc. has agreed to
toss out the results of a March elec-
tion in which workers at its Alabama
factory voted down the UAW.

But a separate charge of unfair la-
bor practices against the supplier
could delay a new election for several
months — and buy the union some
much-needed campaign time.

On March 14, workers at Johnson
Controls’ Cottondale, Ala., factory
voted against UAW representation by
a 2-1ratio.

A day earlier, workers at a Johnson
Controls factory in Madison, Miss.,
also rejected the union. That vote
was 213-145.

Bones of contention

The UAW immediately filed objec-
tions with the National Labor Rela-
tions Board, accusing the supplier of
interfering with both elections.
Among the union’s claims: Johnson
Controls threatened to close the Cot-
tondale factory, which supplies seats
and headliners to nearby Mercedes-
Benz U.S. International Inc., if the
UAW won.

Johnson Controls has denied the
allegations but on April 9 agreed to
set aside the results of the Alabama
election and hold another vote
without going through the NLRB
hearing process. The supplier has
made no such offer regarding the
Mississippi election, according to
the NLRB.

In a statement sent to Automotive
News, Johnson Controls spokes-
woman Debra Lacey said the supplier
agreed to rerun the Alabama election
“in an effort to resolve the issue of
representation and avoid a significant
delay in being able to more effectively
collaborate with our work force.”

Put on hold

The agreement could have allowed
another election to take place al-
most immediately. But five days ear-
lier, the UAW had filed a charge of
unfair labor practices against man-
agement at the Cottondale plant.
That charge accuses Johnson Con-
trols of intimidating and harassing
employees because of their pro-
union stance.

Since the UAW has not filed a re-
quest to proceed, another election
cannot take place until the NLRB
completes its investigation of the un-
fair-labor-practices  charge, says
Doug Marshall, the NLRB'’s resident
officer in Birmingham, Ala.

“The unfair-labor charges basically
block the election until after the in-
vestigation is completed,” Marshall
said.

The UAW has filed a similar charge
of unfair labor practices against
management at the Madison factory.
The NLRB is investigating the
charge, along with the UAW’s origi-
nal objections regarding the elec-
tion.

Johnson Controls’ Madison factory
supplies interior components to Nis-
san Motor Co.’s assembly plant in
nearby Canton, Miss.

Inventory

units

BMW div. car (D/1) .... 28,700
BMW div. trk. (D/1) .... 7,200
Total BMW division (D) 35,900
Mini Cooper car (I) ...... 3,300
BMWt ... 39,100
300............ 18,300
Crossfire (1) .. 1,600
PT Cruiser .. 8,500
Sebring.....ccovvvieninen 14,300
Chrysler Div. car (D) .. 41,100
Chrysler Div. car (I).... 1,600
Total Chrysler Div. car 42,700
Aspen 6,900
Pacifica .. 5900
Town & Country.......... 31,600
Total Chrysler Div. trk. 44,400
Total Chrysler Division.. 87,100
PAZ:]11o]:] G 11,000
Caliber ...... 13,400
Charger ... 20,300
Magnum 1,200
Viper............. 200
Total Dodge car ... 46,100
Caravan ........ 25,100
Dakota ...... 10,800
Durango .... 6,400
Journey 14,600
Nitro...... ... 14,000
Ram ...... . 101,900
Sprinter ... .. 7,000
Total Dodge trk. ........ 179,900
Total Dodge ...... .. 226,100
Commander .. 11,900
Compass ...... 5,500
Grand Cherokee 25,900
Liberty .......... 22,600
Patriot ...... 11,400
Wrangler .. ... 31,800
Total Jeep trk. ............ 109,200
Chrysler LLC car (D) .. 87,200
Chrysler LLC car () .... 1,600
Chrysler LLC car ........ 88,800
Chrysler LLC trk. ........ 333,500
CHRYSLER LLC ............ 422,400
Mercedes-Benz car (I) 31,000

Mercedes-Benz trk. (D/1) 14,700
DAIMLER AGt.............. 45,800

Crown Victoria .. 8,200
Focus ........ 39,800
Fusion .. 27,700
Mustang..... 34,400
Taurus (new) ............. 14,700
Total Ford div. car...... 124,800
E series/Club Wagon .. 4,100

E series van ................ 24,900
Edge.......... .. 42,700
Escape 32,200
Expedition 19,600
Explorer ... .. 28,100

F series.. . 222,900
Ranger .. 11,400
Taurus X.... 7,400
Total Ford div. trk. .... 393,300
Total Ford division ...... 518,100
Jaguar car (l) ............ 5,900
Land Rover trk. (I) ...... 9,400
Town Car .......... 2,500
MKZ/Zephyr .. .. 8200
Total Lincoln car........ 10,700
Mark LT ..o 2,400
MKX........... 11,300
Navigator ...... 5,700
Total Lincoln trk. ...... 19,400
Total Lincoln.............. 30,100
Grand Marquis .. .. 7,100
Milan ............ 6,900
Sable (new) .. 4,800
Total Mercury ca 18,800
Mariner.............. 8,700
Mountaineer...... .. 4,000
Total Mercury trk. ...... 12,700
Total Mercury ............ 31,500
Total L-M car ............ 29,500
Total L-M trk. ............ 32,100
Total L-M.................. 61,600
30 series (1) .. 1,200
40 series (1) .. 1,400
50 series (1) .. 400
60 series (1) .. 1,800
70 series (1) .. 5,800
80 series (1) ...... .. 2,600
Total Volvo car (l) ...... 13,200
Volvo trk. XC90 (1)...... 6,100
Total Volvo (1) ............ 19,300

Ford Motor Co. car (D) 154,300
Ford Motor Co. car (I) 19,100
Ford Motor Co. car ...... 173,400
Ford Motor Co. trk. (D) 425,400

Ford Motor Co. trk. (I) 15,400
Ford Motor Co. trk. ...... 440,800
FORD MOTOR CO.t ...... 614,300
LaCrosse ...... . 9,500
Lucerne ........ 15,700
Total Buick car .. 25,300
Enclave...... 6,000
Rainier .. =
Terraza...... 300
Total Buick trk 6,300
Total Buick .. 31,600
CTS ... 7,300
DTS .. 5,700
STS .. 4,500
XLR ...... 600
Total Cadillac car ...... 18,000

Note: Numbers may not add due to rounding; (D) = produced in North America; (1) = imported to U.S.

based on the previous month’s daily selling rate

Days Days
supply supply
May 1 Apr.1
2008 2008

Days Days
supply supply
Inventory May 1 Apr. 1

units 2008 2008
Escalade...........cc.cc...... 10,200 137 97
Escalade ESV .. 5100 151 111
Escalade EXT .. 3,000 207 126
SRX oo 5,600 101 73
Total Cadillac trk. 23,800 134 96
Total Cadillac ... 41,800 76 62
Aveo (1) ... 12,500 56 113
Cobalt... 37,100 52 75
Corvette 10,000 82 100
HHR ..... 19,600 82 75
Impala 22,700 22 21
Malibu ..... 23500 36 37
Monte Carlo ... . 100 29 46
Chevrolet car (D) ...... 112,900 41 45
Chevrolet car (1) ........ 12,500 56 113
Total Chevrolet car .... 125,500 42 48
Avalanche ... 18,600 151 136
Colorado... 23,200 116 114
Equinox ... 27,200 121 94
Express/G van . 16,700 91 68
Silverado . 174,400 122 118
Suburban . 21,700 119 110
Tahoe ....... 39,100 125 110
TrailBlazer 15,900 145 92
Uplander....... . 2,700 11 11
Total Chevrolet trk. .... 339,400 113 103
Total Chevrolet (D) ...... 452,400 78 78
Total Chevrolet (1) ...... 12,500 56 113
. 464,900 77 79
14300 54 57
7,600 160 148
4600 101 64
4600 50 46
64,500 127 118
21,300 188 146
... 13,500 186 139
... 130,300 114 100
. - 910 228
2100 95 76
6,900 100 88
9,100 99 85
G5 oo 6,600 84 127
G6 ... 27,500 64 43
G8(I) .. 4500 55 89
Grand P 3,500 61 119
GTO (I)..... - 120 243
Solstice 7,000 158 167
Vibe ......... 10,600 62 68
Pontiac car (D). 55,100 71 63
Pontiac car (I) .......... 4500 55 90
Total Pontiac car 59,700 69 64
Montana SV6 .. - 146 429
Torrent ............ 10,000 163 135
Total Pontiac trk. 10,100 163 136
Total Pontiac (D) ........ 65,200 77 68
Total Pontiac (1) .......... 4,500 55 90
Total Pontiac..... ... 69,700 75 69
Saab car () .. 7,900 151 77
Saab truck .. 700 80 45
Total Saab .. 8,500 141 71
Astra (1) 8,300 236 326
Aura ..... 15,300 71 60
lon - 26 20
SKY ..o 3,800 118 82
Saturn car (D) . ... 19,200 77 64
Saturn car (l)............ 8,300 236 326
Total Saturn car 27,400 97 87
Outlook..... 8,800 96 101
Relay - 56 75
Vue........... 21,200 77 73
Total Saturn trk. ... 30,000 82 80
Total Saturn (D) .......... 49,200 80 73
Total Saturn (I) .......... 8,300 236 326
Total Saturn ..... 57,500 88 83
GM car (D) .. 230,600 51 53
GM car (1).. 33,200 93 131
54 57
109 98
82 80
............. 46 57
......... 79 73
8,000 80 78
Acura car (D) 13,000 79 73
Acura car (1) ... 9,000 74 74
Total Acura car. 22,000 77 73
MDX......... 12,000 80 65
RDX ......... ... 5000 78 74
Total Acura trk. ........ 17,000 79 67
Total Acura....... 39,000 78 70
Accord (D) . 74,000 70 64
Accord (I)... 22,000 79 78
Total Accord. 96,000 72 67
Civic (D). 60,000 53 56
Civic (1) . 3000 17 31
Total Civic 63,000 48 52
Fit (1) ....... 5000 22 27
$2000 (1) .. 1000 77 79
Honda Div. car (D) .... 134,000 61 60
Honda Div. car (1) ...... 31,000 45 50
Total Honda Div. car .. 165,000 57 57
CR-V (D) .. ... 11,000 45 35
CR-V (). 22,000 48 40
Total CR-V ... 33,000 47 38
Element ... 7,000 63 65
Odyssey ... 41,000 80 78
Pilot .........
Ridgeline ,
Honda Div. trk. (D) .... 96,000 71 71
Honda Div. trk. (I)...... 22,000 48 40

Total Honda Div. trk. .. 118,000 65 63
Total Honda Div. ........ 283,000 60 59
American Honda car (D) 147,000 62 61
American Honda car (I) 40,000 49 53
American Honda car .... 187,000 59 58
American Honda trk. (D) 113,000 72 70
American Honda trk. () 22,000 48 40
American Honda trk. .... 135,000 67 63
AMERICAN HONDA ........ 322,000 62 60

Vehicles are domestic unless noted.
Days Days
supply supply
Inventory May 1 Apr. 1
units 2008 2008

Hyundai div. car (D/1).. 46,600 42 40
Hyundai div. trk. (D/) 32,300 80 68
Total Hyundai div. (D/) 78,900 52 48
Kia car (I)................ 24,500 37 47
Kia trk. (I)....... ... 15,800 32 33
Total Kia (1)* 40,300 35 41
Hyundai-Kia car (D/1).... 71,100 40 42
Hyundai-Kia trk. (D/1) .. 48,000 54 52
HYUNDAI-KIA 19,200 45 45
Ascender 700 115 86
Pickup i-280/i-350 ...... 1,600 101 113
(R 1741 5 2,300 105 103
Mazda3 (1) .. 25,000 70 43
Mazdab............ 9,800 52 31
MX-5 Miata (1) 4500 82 73
RX-8 (I) .......... 1,400 110 131
Mazda car (D) .... 9,800 52 31
Mazda car (1)...... 30,900 73 48
Total Mazda car . 40,700 67 42
B series ...... 800 139 137
CX-7 (1) .. 10,300 115 67
CX-9 (1) ...... 9,000 106 81
Mazda5 (1) .. 1,600 21 17
Tribute ............ 4200 91 74
Mazda trk. (D) . 4,900 96 80
Mazda trk. (I)...... 21,000 83 55
Total Mazda trk..... 25,900 85 59
MAZDAft ........... 66,600 73 48
Eclipse ........ 4800 82 76
Eclipse Spyd 1,700 55 137
Galant.......... 5500 102 54
Lancer (1) ........ ... 10,500 92 80
Mitsubishi car (D) ...... 12,000 84 69
Mitsubishi car (1) ...... 10,500 92 80
Total Mitsubishi car .... 22,400 87 73
Endeavor 3,600 123 76
Montero (1).. - 130 156
Outlander (1) 5,800 129 110
Raider.............. ... 1,400 133 263
Mitsubishi trk. (D)...... 5,000 126 91
Mitsubishi trk. (I) ...... 5,800 129 110
Total Mitsubishi trk. .... 10,800 127 101
MITSUBISHI ................ 33,200 97 80
Infiniti car (I) ...... ... 16,800 62 50
Infiniti trk. (D) .......... 5,000 175 102
Infiniti trk. (I)............ 7,400 110 88
Total Infiniti trk. (D/1)t+ 12,400 129 92
Total Infiniti (D/)T ...... 29,200 80 61
350Z (1) 7,300 157 154
Altima...... 62,100 71 48
Maxima 9,400 102 49
Sentra.. 20,100 59 60
Versa 13,500 51 53

Nissan Div. car (D) ... 105,200 67 51
Nissan Div. car (I)...... 7,300 157 154
Total Nissan Div. car.... 112,500 70 54

Armada.... 8,400 203 90
Frontier. 18,600 137 98
Murano (1) .. 16,700 76 48
Pathfinder.... 13,800 148 82
Quest ...... 6,800 120 77
Rogue (1) 18,300 82 71
Titan.... 21,500 232 134
Xterra...... 14,600 198 111
Nissan Div. trk. .... 83,700 170 101
Nissan Div. trk. (I) .... 35,000 79 58
Total Nissan Div. trk..... 118,700 127 81

Total Nissan Div. ........ 231,200 91 64
Nissan N.A. car (D) .... 105,200 67 51

Nissan N.A. car () .... 24,100 76 62
Nissan N.A. car .......... 129,300 69 53
Nissan N.A. trk. (D).... 88,700 170 101
Nissan N.A. trk. (I) .... 42,400 83 62
Nissan N.A. trk. .......... 131,100 127 82
NISSAN NORTH AMERICA 260,400 89 64
Porsche car (1)...... .. 3,700 59 79
Porsche trk. (I) ......... 1,400 29 26
PORSCHEY.................. 5100 46 54
Subaru car (D)** ...... 13,000 56 60
Subaru car (l) .......... 19,700 55 57
Subaru car (D/I) .......... 32,700 55 58
Subaru truck (D)** ...... 5,400 100 97
SUBARUY .........ccce..... 38,100 59 61
Suzuki car (1) ...... .. 14,900 69 72
Suzuki trk. (D/1) ... 9,400 60 50
SUZUKIT .............. 24,300 65 60
Lexus car (l) ............ 27,000 51 48
Lexus trk. (D/I).......... 15,500 42 37
Total Lexus (D/1) ........ 42,500 47 43

Toyota/Scion car (D/I) 191,000 41 43
Toyota trk. (D/1) 205,700 73 62
Total Toyota/Scion (D/I) 396,600 53 51
TOYOTA MOTOR SALESt 439,100 52 50

Audi car (1) ...on....... 28,100 112 109
Audi trk. (1) ... .. 2,700 58 45
Total Audi (1)* 30,800 104 98
VW div. car (D/))........ 66,900 93 93
VW div. trk. (1) .o........ 3,900 139 123
Total VW division (D/1).. 70,700 95 94

VW GROUP OF AMERICA 101,500 96 94

. 1,403,800
1,942,900
3,346,700
tDealer stock only
*Estimate

t1Total truck stock figure is actual, but domestic and import
truck breakdown is estimated

**Total stock figure is actual, but domestic car and truck
breakout is estimated

Source: Automotive News Data Center and company sources

Days supply: Number of days needed to sell all vehicles in inventory,

Inventory: Unit count of vehicles on hand at dealerships, factory lots, ports of entry and in transit on a specific date

Total
Apr.
2008
159
120
105

U.S. sales
per franchise, April
Car Truck
Apr.  Apr.
Make 2008 2008
Toyota/Scion 99 60
Honda Div. 74 46
Lexus 62 43
BMW div. 62 17

Nissan Div. 39 23

Mercedes-Benz 44 16
Mini 57 -
Infiniti 39 14
Hyundai div. 37 14
Acura 28 21
Kia 27 20
Ford div. 16 29
Chevrolet 19 20
Saturn 17 22
Mazda 23 12
VW div. 32 1
Dodge 10 20
Audi 24 4
Subaru 26 2
Volvo 15 5
Suzuki 11 8
Mitsubishi 13 4
Land Rover - 15
Hummer - 14
Porsche 8 6
GMC - 13
Jeep - 12
Chrysler Div. 6 5
Cadillac 7 3
Jaguar 10 -
Pontiac 8 1
Lincoln 4 4
Mercury 5 2
Saab 6 1
Maserati 6 -
Aston Martin 5 -
Buick 3 2
Ferrari 5 —
Isuzu = 3

Rolls-Royce 1 -

79
62
60
57
53
51
49
a7
45
39
39
35
33
30
28
28
20
19
17
15
14
14
13
12
1
10
10
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Source: Automotive News Data Center

Total
Mar.
2008
158
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Stockpiles by brand

Days supply on May 1, 2008

Smallest

1. Minit

2. Kia*

3. BMW divisiont
4. Porschet

5. Lexust

Largest

1. Saabt

2. GMCt

3. Isuzut

4. Audi*

5. Hummert
tDealer stock only

18
35
35
46
47

141
114
105
104

99

*Estimate

Source: Automotive News Data Center

Stockpiles by maker
Days supply on May 1, 2008

Smallest

1. BMW+t

2. Hyundai-Kia

3. Porschet

4. Toyota Motor Salest
5. Daimler AGt

Largest

1. Isuzut

2. Mitsubishi

3. VW Group of America
4. Nissan North America
5. General Motorst
TDealer stock only

32
45
46
52
59

105
97
96
89
82

Source: Automotive News Data Center

Total industry days supply on May 1

2004 79
2005 7
2006 68
2007 63
2008 70

Source: Automotive News Data Center

Domestics vs. imports

Days supply on May 1, 2008

As of

May 1

Detroit 3 79
European 62
Japanese 63
Korean 45
Total industry 70

Source: Automotive News Data Center
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TOP 150

Many U.S. suppliers
lost sales in a decade

continued from Page 1

quisition work. But if the experience
of American suppliers is any guide, it
won’t be easy.

Decade of change

A decade ago, U.S. suppliers held
eight of the top 10 slots. But failed
deals and financial engineering cost
them position. And the Detroit 3’s
plunging  production  volumes
slammed U.S.-based suppliers that
rely heavily on those customers.

Another factor: Many U.S.-based
suppliers lost North American sales
as they followed automaker cus-
tomers on overseas expansions.

Delphi, for instance, is in Chapter
11 reorganization in the United
States but not overseas. So it has sold
off North American operations, while
making markets such as China the
centerpiece of its global growth strat-
egy.

Automotive News bases its annual
ranking on sales of original-equip-
ment parts to automakers and other
suppliers in North America.

The bulk of the data come directly
from the companies, but in some
cases the sales numbers are estimat-
ed.

Pulling back

Some of the companies that suf-
fered the greatest sales drops last
year can’t blame falling Detroit 3
sales. For some, the cause was a re-
treat from grandiose growth plans.

Take Lear Corp. It slipped a notch
to the No. 4 position after its sales de-
clined 26.6 percent to $7.19 billion.
Last year Lear dumped its money-
losing North American interior trim
businesses.

ArvinMeritor Inc.’s sales fell 34.6
percent. That dropped the sunroof
and chassis supplier from No. 10 to
No. 15. Last week the company said it
will spin off its light-vehicle opera-
tions into a new company, eight
years after the merger of Arvin Indus-
tries Inc. and Meritor Inc.

Or consider the Detroit 3’s former
parts-making arms. After being spun
off from General Motors, Delphi held
the No. 1 spot in both North America
and the world for more than a
decade. But in 2006 Robert Bosch
GmbH passed it in global sales. And
in 2007 it fell to No. 2 in sales to cus-
tomers in North America.

Asset sales, driven by the Chapter
11 filing of its North American opera-
tions, contributed to a 14.8 percent
drop in its North American revenues.

Former Ford Motor Co. division
Visteon Corp. long ranked No. 2. Last
year it slipped to No. 12.

3 big gainers

In dollar terms, the three largest
sales gains this year were by foreign
suppliers: Continental AG, Robert
Bosch LLC, and Denso International
America Inc.

Denso’s rise in North America may
be the most remarkable. Its growth
was generated internally. The one-
time spinoff from Toyota Motor
Corp. benefited from the Japanese
auto giant’s rising North American
volumes.

While Magna overtook Delphi, its
sales rose just 5.4 percent to $13.59
billion. Magna is focused on the

Top OEM parts suppliers to North America — Ranked on 2007 OEM sales to North America

Dollars in millions
2007 2006 2007 2006 2007 2006 2007 2006
N. America N. America worldwide worldwide N. America N.America worldwide  worldwide
2007 OEM parts OEM parts OEM parts OEM parts 2006 2007 OEM parts OEMparts  OEMparts  OEM paris 2006
rank Company sales sales sales sales rank rank Company sales sales sales sales rank
1 Magna International Inc. $13,592 $12,897 $25,645  $23,883 2 76 NSK Americas $600 fe $588 ¢  $4,003 fe $3,675e¢ 74
2 Delphi Corp. 11,810 13,870 22,283 22,737 77 Modine Corp. 595 f 816 f 1,700 f 1600 f -
3 Johnson Controls Inc. 7,585 f 8580 f 18,500 f 19,500 f 4 78 Inergy Automotive Systems 594 532 1,800 1,900 83
4 Lear Corp. 7,198 9,811 15,995 17,839 3 79 Shiloh Industries Inc. 590 620 590 620 77
5 Robert Bosch LLC 6,460 fe 4453 fe 34,000 f 29687 f 7 80 Dow Automotive 590 595 f 1,735 1,383 f 80
6 Denso International America Inc. 5,805 fe 4558 fe 37,510 fe 28,530 fe 6 81 Grede Foundries Inc. 573 626 585 645 75
7 Continental AG 5,250 fe 2409 f 25,000 fe 11470 f 18 82 TAG Holdings LLC 566 392 572 400 -
8 DanaCorp. 4,797 f 5,187 8,721 f 8,504 5 83 Stanley Electric U.S. Co. Inc. 562 f 555 f 2,868 f 2641 Ff T
9 TRW Automotive Inc. 4,067 f 4135 f 13,555 f 12,162 f 8 84 Bayer MaterialScience LLC 561 fe 618 2,440 fe 2,376 78
10 ThyssenKrupp USA Inc. 3,876 fe 3879 fe 11,075 fe 10,207 fe 11 85 Rieter Automotive North America Inc. 551 522 1,969 1,739 87
11 Aisin World Corp. of America 3,755 fe 3,486 fe 21,705 fe 19,367 fe 13 86 Stoneridge Inc. 523 538 727 708 82
12 Visteon Corp. 3,431 4068 e 10,721 10,706 e 9 87 Foamex Automotive Products Group 511 426 516 430 99
13 International Automotive Components 3,290 2,489 5,307 4,306 - 88 Brose North America Inc. 510 441 3,400 2,939 93
14 American Axle & Manufacturing 3,086 e 3,032 3,248 e 3192 f 16 89 GECOM Corp./Ohi Automotive America 501 fe 529 fe 1192 fe 1,175 fe 84
15 ArvinMeritor Inc. 3,008 4,598 6,400 9,195 10 90 Saint-Gobain Sekurit U.S.A. Inc. 492 ¢ 426 e 3281 e 2665e 98
16 Yazaki North America Inc. 2,793 e 3704 e 11,308e 10583 e 14 91  Grupo Antolin North America Inc. 489 352 2,982 2,425 114
17 Faurecia 2,610 1,950 17,400 15,000 21 92 Woodbridge Group 488 ¢ 524 ¢ 729 e 749e 86
18 Navistar International Engine Group 2545 e 2,718 e 3,305 3397e 17 93  Henniges Automotive (previously GDX Automotive) 476 € 317 ¢ 865 e 755 ¢ 119
19 Flex-N-Gate Corp. 2,394 fe 1,887 fe 2,720 f 2120 f 58 94 Pioneer Automotive Technologies Inc. 476 fe 471 f¢ 1,160 fe 1,070 fe 91
20 Tenneco Inc. 2,337 f 1,407 f 5,080 f 3608 f 35 95 Plastic Omnium 475 f 385 f 2,260 f 1,748 f 146
21 Hitachi Automotive Products Inc. 2,280 fe 1,589 7,600 fe 5,478 30 96 Mando America Corp. 469 f 235 f 2,367 f 1,958 f 140
22 Sumitomo Electric Industries Ltd. 2,151 ¢ 1,932 10,241 ¢ 9,200 24 97 Multimatic Inc. 466 f 454 f 541 f 525 f 92
23 Cummins Inc. 2,104 2,457 3,628 3,780 12 98 Philips Automotive Lighting N.A. 466 fe 325fe 2590 fe 2324f 118
24 BorgWarner Inc. 1,972 1,742 5,329 4,585 25 99 Osram Sylvania Automotive Lighting 462 fe 398 fe 1,127 fe 926 fe 103
25 TK Holdings Inc. 1,964 f 1,904 f 4,364 f 4051 f 22 100 Akebono Brake Corp. 458 ¢ 452 f 1,090 e 1,005f 95
26 Toyota Boshoku Corp. 1,944 f 1,899 fe 9172 f 9,043 fe 23 101 3M Automotive Market Center 446 e 42e¢ 1215e 1114e 101
27 GKN Driveline 1,925 e 1,785 e 5,500 f 5100 f 31 102 Mark IV Automotive 445 ¢ 433 e 873 ¢ 801e 97
28 Martinrea International Inc. 1,866 703 1,964 740 - 103 Tomkins PLC 443 fe 661 e 1475fe¢  1272e 70
29 Valeo Inc. 1,861 e 16561e 13290e 12700e 28 104 Webasto Roof Systems Inc. 440 f 362 2,093 f 1,647 109
30 CalsonicKansei North America Inc. 1,792 fe 1,480 7141 fe 6,270 33 105 Guardian Automotive Corp. 434 ¢ 33 e 700 e 516 e 117
31 Benteler Automotive Corp. 1,773 1,234 6,568 5,610 42 106 Hutchinson SA 433 ¢ 456 ¢ 2,062 e 1,900 e 105
32 Goodyear Tire & Rubber Co. 1,755 ¢ 1,763 e 3,900 e 3750 e 26 107 Hayes Lemmerz International Inc. 430 f 443 f 2,047 f 1,702 f 64
33 DuPont Automotive 1,743 fe 2,012 4,980 fe 5,029 20 108 Eberspaecher North America Inc. 426 308 2,660 2,200 122
34 PPG Industries Inc. 1,700 e 1,628 e 3,090 e 2,759 e 29 109 Siegel-Robert Automotive 426 f 363 f 426 f 363 f 108
35 ZF Group NAO 1,661 e 1,792 e 15100e 12800e 39 110 North American Lighting 422 f 440 f 3,833 f 3384 f 90
36 Nemak North America 1,651 f 1,055 f 2,897 f 1336 f 52 111 Key Safety Systems Inc. 410 e 441 1,000 e 1,025 94
37 Autoliv North America 1,632 1,671 f 6,800 6,188 f 27 112 SKD Automotive Group 399 f 355 401 f 359 113
38 TS Tech North America Inc. 1,563 f 1,267 f 3,634 f 2,981 f 4 113 American Mitsuba Corp. 396 fe 492 fe 1,980 fe 1,757 fe 89
39 Cooper-Standard Automotive 1,531 f 1,426 e 2,510 f 2,160 34 114 Citation Corp. 394 f 527 f 402 f 543 f 85
40 Plastech Engineered Products Inc. 1,400 1,070 e 1,400 e 1070 e 51 115 PBR International USA Ltd. 393 e 379 e 604 e 557 ¢ 106
41 Linamar Corp. 1,379 e 1,400 1,532 e 1,522 37 116 AZ Automotive Corp. 392 e 413 392 413 100
42 Alcoa Inc. 1,375 fe 1,350 fe 2,500 fe 2,700 fe 40 117 J.L. French Automotive Castings Inc. 388 360 485 450 110
43 Metaldyne Corp. 1,341 1,406 e 1,863 e 1850e 36 118 Freescale Semiconductor Inc. 382 343 1,908 1,716 -
44 Federal-Mogul Corp. 1,313 f 1,358 f 4,236 f 3,773 f 43 119 Remy Inc. 381 264 568 394 130
45 Panasonic Automotive Systems 1,311 1,080 e 4,715 3600e 49 120 SKF Automotive Division 374 ¢ 363e 1780¢e 1652 e 107
46 Mahle Inc. 1,303 fe 896 e 6,967 fe 4,768 e 57 121 Kolbenschmidt Pierburg 37 e 385 ¢ 3,090 e 2,750 ¢ 104
47 Koyo Corp. of USA 1,303 925 8,685 f 6,166 54 122 Cadence Innovation LLC 366 e 358 763 e 650 112
48 Toyoda Gosei North America Corp. 1,160 1,099 e 5,526 4780 e 46 123 NHK International Corp. 363 f 359 3,626 f 3,261 111
49 Bridgestone Americas Holding Inc. 1,125 e 1,092 e 4892 ¢ 4200 e 47 124 CRH North America Inc. 360 e 106 1,200 e 481 -
50 Eaton Corp. 1,120 1,400 1,600 2,000 38 125 Omron Automotive Electronics Inc. 360 fe 315 fe 940 fe 841 fe 120
51 Trim Masters Inc. 1,115 ¢ 1,118 1115 ¢ 1,118 45 126 Total Interior Systems America 351 fe 372 f 351 fe 372 f -
52 Michelin North America Inc. 1,109 e 1215 ¢ 4,620 e 4500 e 44 127 Novelis Corp. 350 e 238 fe 1,000 e 700 fe 138
53 Tower Automotive Inc. 1,068 e 1,485 ¢ 2542 e 285 e 32 128 Neaton Auto Products Manufacturing Inc. 330 325 330 325 115
54 Tyco Electronics 977 ¢ 884 e 2,640 e 2390e - 129 Wescast Industries Inc. 314 254 393 318 -
55 Timken Co. 960 e 1,072 1,500 e 1,600 50 130 Ogihara America Corp. 314 e 343 e 641 e 659 e 116
56 Superior Industries International Inc. 957 f 790 f 957 f 790 f 63 131 A.G.S. Automotive Systems 300 255 e 300 255 ¢ 133
57 Keihin Indiana Precision Technology Inc. 944 f 907 f 2,800 f 2,562 f 56 132 Johnson Electric Automotive Motors 289 f 263 f 1,157 f 1,051 f 148
58 Behr America Inc. 889 880 4,233 3,667 55 133 Sanden International (USA) Inc. 287 fe 249 fe 1592 fe 1,381 fe 135
59 Intermet 825 e 823 e 1,019 e 980 e 59 134 Shape Corp. 286 248 ¢ 304 264 e 136
60 TRAM Inc. 791 721 3,766 3,434 67 135 DAA DraexImaier Automotive of America 285 163 2,372 2,041 -
61 Tl Automotive Ltd. 790 fe 795 e 2634 fe  2409e 62 136 Gentex Corp. 284 f 252 f 630 f 548 f 134
62 Dura Automotive Systems Inc. 758 f 1,087 f 1,895 f 2,090 f 48 137 Nissin Brake Ohio Inc. 283 f 267 f 1,043 £ 936 f 128
63 NTN USA Corp. 750 e 803 3,000 e 2,675 60 138 Clarion Corp. of America 272 fe 265 fe 1,600 fe 1,100 fe 129
64 ABC Group 744 698 800 750 68 139 KEIPER LLC 246 fe 274 £ 1,117 fe 1,193 f -
65 American Showa Inc. 742 f 690 e 2,577 f 2178 e 69 140 UGN Inc. 245 235 245 235 139
66 Mitsubishi Electric Automotive 714 fe 710 f 4437 fe 3856 f 65 141 Pilkington North America Inc. 241 e 268 e 1,664 ¢ 1534 e 126
67 Ernie Green Industries Inc. 704 fe 724 f 711 fe 731 f 66 142 Trelleborg Automotive 238 e 288 883 e 800 123
68 Meridian Automotive Systems 700 fe 800 e 700 fe 800 e 61 143 Karmann USA Inc. 236 e 311e 3373 ¢ 3,109 e 121
69 F & P America Mfg. Inc. 686 fe 661 f 1372 fe 1259 f 73 144 |lllinois Tool Works Inc. 236 e 404 e 813 ¢ 708 ¢ 102
70 Honeywell Transportation Systems 672 960 3,200 3,200 53 145 Inalfa Roof Systems Inc. 233 f 221 543 f 526 144
71 Hella Corporate Center USA Inc. 652 637 5134 4,753 96 146 Lacks Enterprises 233 e 256 € 291 f 324 f 132
72 Alpine Electronics of America Inc. 648 623 1,751 1,640 76 147 AGC Automotive Americas 233 fe 241 ¢ 2,326 fe 2,192 e 137
73 BASF Corp. 629 e 599 e 2,993 e 2721e 79 148 Hyundai Mobis 231 f 188 e 6,074 f 5686 ¢ -
74 Freudenberg-NOK 623 fe 656 fe 2,967 fe  2,735fe 72 149 Magneti Marelli Holding (USA) 230 ¢ 278 e 49% e 4970e 125
75 Kautex Textron North America 613 580 1,658 1,487 81 150 Edscha North America 226 ¢ 258 ¢ 1,329 e 1290 e 131
e = estimate f = fiscal fe = fiscal estimate Source: Automotive News Data Center

Russian automotive market. Its re-
cent purchases include Steyr Daim-
ler Puch, Donnelly, CTS Fahrzeug-
Dachsysteme GmbH and New Ven-
ture Gear Inc.

Since 2006, Robert Bosch parent
Robert Bosch GmbH acquired or an-
nounced the buyout of a half dozen
companies, most of them in Europe.

Acquisitions often involve two
steps forward and one back. Take
Continental. After boosting sales
with the Siemens VDO acquisition, it
now is trimming because of overlap.
Kozyra says his North American op-
erations could shed “a few hundred”
jobs.

“We’re slimming down where we
have duplication in efforts,” he said.
But growth plans means not every-
one in duplicated operations will be
let go.

“We have a strategy of redeploying
technical people to other parts of the
company that are growing, such as
hybrid drive, which has a need for
more engineers.” EX

< Dautonews.com

Go to
autonews.com/2007top150

',

for a more detailed list
of the top 150 suppliers.

Supplier deals are smaller, fewer

Deal making by suppliers peaked
in 1999 with 41 deals, according to
Merrill Lynch. In 2007, 14 deals
were done.

Many of today’s deals are smaller.
But they add up. And, looking back
over the past 10 years or so, it often
was the company that did several
small deals, rather than one block-
buster, that made them work.

Flex-N-Gate Corp., a bumper and
fascia supplier, is an active buyer.
The Urbana, Ill., company’s sales

jumped 26.9 percent to $2.39 bil-
lion in 2007. Flex-N-Gate jumped
from No. 58 to No. 19 last year.
Billionaire investor Wilbur Ross
bought Lear’s European and U.S.
interior-trim business, the North
American assets of the former
Collins & Aikman Corp. and a num-
ber of smaller targets. His Interna-
tional Automotive Components
Group now ranks No. 13 at
$3.29 billion in sales.
— Robert Sherefkin




GM'’s truck inventories up despite strike

Kings of carbon fiber

A look at the top 3 carbon fiber
manufacturers and their plans for
autos

1. Toray Industries Inc. Building
$24.3 million automotive center
in Nagoya to develop carbon
fiber composites for use in cars.

2. Teijin Ltd. Aiming to supply
carbon resin composites to
auto parts makers as early as
2010 and to develop a faster
molding process.

3. Mitsubishi Rayon Co.
Reportedly installing prototype
equipment to make carbon fiber
brake components and
propeller shafts.

CARBON

Japan firms push
alternative to steel

continued from Page 3

makers of auto parts as early as 2010,
through its subsidiary Toho Tenax.

Automotive sales account for just 3
percent of Teijin’s carbon fiber busi-
ness today, but that is seen rising to 7
percent by 2010, says Toho Tenax
spokesman Kaoru Fujii.

Teijin aims to first make engine un-
dercovers for high-range sports cars
and then move toward mass market
models when higher volumes bring
down the price.

The reason carbon fiber remains
pricey is twofold. First, it requires
enormous amounts of energy to heat
and treat fibers. Second, it takes hours
to mold carbon fiber components.

Teijin wants to tackle the second
problem by developing a 10-minute
molding process, Fujii says. But
that’s still an eternity compared with
one-second sheet metal stamping.

Cost control

Carbon fiber makers are counting
on growing global demand to push up
production and bring down prices.
Toray forecasts annual output of all
carbon fiber to climb to 53,000 tons in
2010, from about 35,000 tons last year.

And several trends are converging
to spur demand.

New fuel economy regulations and
record gasoline prices are forcing
carmakers to slash vehicle weight.
Meanwhile, soaring steel prices are
eroding that metal’s cost advantage.

The average price of cold rolled
sheet steel in Japan shot up 27.8 per-
cent between November and March
to ¥101,000 ($959) a ton. Hot rolled
sheet steel has climbed 22.9 percent
to $1,050 per ton.

And the trend is expected to contin-
ue. Japanese steel makers already are
seeking price increases of up to 40
percent this year in negotiations with
automakers and other big customers,
local media report.

Such outside factors will be key in
clearing the road for carbon fiber. But
Japanese carmakers are clearly bank-
ing on carbon fiber producers to
make the needed breakthroughs.

Even Toyota, known for its penny-
pinching, has plans on the drawing
board.

At last October’s Tokyo auto show,
the company unveiled its 1/X con-
cept car, which boasts a body frame
made from carbon fiber reinforced
plastic. Not only does it offer the
same interior space as the popular
Prius hybrid car, it weighs only one-
third as much.

David Barkholz
dbarkholz@crain.com

Pickup and SUV inventories rose at
General Motors last month despite
massive  production  disruptions
caused by the UAW strike at American
Axle & Manufacturing Holdings Inc.

Sales of light trucks were so slow
in April that inventories, measured
in days supply, increased from the
previous month on the Chevrolet
Silverado and GMC Sierra pickups
and the Chevrolet Tahoe and GMC

Yukon SUVs. Dealers now hold more
than 120 days of supply of each of
those vehicles.

The strike cut GM’s light-truck pro-
duction to just 99,611 units in April,
from 203,512 in April 2007. But the
walkout has had minimal effect on
truck availability, said auto analyst
Erich Merkle, a forecaster at IRN Inc.
in Grand Rapids, Mich.

“American Axle’s Mexican plant
can pretty much supply all the axles
that GM needs for the rest of the

year,” he said.

Since the strike began Feb. 26,
American Axle has nearly doubled
the capacity of its plant in Guanajua-
to, Mexico. That plant is now capable
of producing about 6,000 axles a day.

In a sign of how little it has been hurt
by the strike, GM recently said it
would cut light-truck production
schedule by 138,000 units in the re-
mainder of 2008 after the automaker
comes back from a summer shut-
down July 14.

Inventory table » 34

In unit terms, GM’s light-truck in-
ventory dipped slightly in April to
569,293 vehicles at the end of the
month, from 590,100 vehicles at the
end of March. That’s well below the
635,625 vehicles at the end of April
2007.

But this year’s days-supply figure
rose to 108 days, from 98 days at the
end of March, because the pace of
sales has slowed.

PARTNERS

Dell needed someone
with auto experience

continued from Page 8

erate more than $500 million in an-
nual revenue. Sandler’s investment
firm represents dealers in buying and
selling dealerships.

Dell and Rachor “are going to do
large deals to get a critical mass es-
tablished,” Sandler said. “It is long-
term capital not looking for a short-
term exit. I would say in the next five
years they will invest as much as half

a billion dollars.”

Sandler noted that Dell previously
has sought to invest in auto retailing.
In 2006, sources told Automotive
News that Dell had expressed interest
in buying the public retailer Asbury
Automotive Group and taking it pri-
vate.

‘Missing piece’

“We worked on a number of very
big deals with” MSD Capital, Sandler
said. “They were never able to pull
the trigger on the deals because they
are smart enough to know what they
don’t know. They needed someone
who had real hands-on experience”
in auto retailing.

Sandler said Rachor, a 27-year in-
dustry veteran, supplies the “missing
piece.”

Rachor said he and his partners are
not bothered by the industry’s cur-
rent slump. He said the new venture
already has been “inundated” with
inquiries from potential sellers.

“This cycle might create some
opportunities,” Rachor said. “In this
environment, it is more difficult to
operate your dealership. It could
motivate some dealers to consider
selling.”

To attract and retain dealership
talent, Rachor said his company will
offer minority equity stakes to quali-
fied general managers. He declined

to provide details.

Last month, Rachor quit his job as
CEO of Pep Boys, an automotive af-
termarket retailer.

Before he joined Pep Boys in 2007,
he had executive posts at Sonic Auto-
motive for the previous decade. As
president, Rachor expanded and re-
structured Sonic, shifting its mix of
dealerships toward luxury and im-
port brands.

Rachor said he’s excited to be back
in auto retailing.

He said his new venture “will cap-
ture the benefit of scale without sacri-
ficing the entrepreneurial spirit that
has always been the foundation” of
dealership success.

May 15-18 — Budapest
International Motor Show,
Budapest Fair Center, Budapest,
Hungary, 36 1 263 6884,
www.automobil.hungexpo.hu

May 23-June 1 — Madrid
International Auto Show, Feria de
Madrid, Madrid, (34) 91-722-30-00,
www.salondemadrid.com

July 1-7 — Syrian International
Motor Show, New Damascus
International Fairground, Damascus,
Syria, 963-11-322-0732,
www.syrmotorshow.com

July 12-20 — Indonesia
International Motor Show,
Jakarta Convention Center, Jakarta,
Indonesia, 62 21 315 7178,
www.indonesianmotorshow.com

July 23-Aug. 3 — British
International Motor Show, Canary
Wharf, London, 020 76540600,
www.britishmotorshow.co.uk

Aug. 28-Sept. 1 — Moscow
International Motor Show, Crocus
Centre, Moscow, 7 495 935 7350,
www.motorshows-ite.com

Oct. 2-5 — Orange County Auto
Show, Anaheim Convention Center,
Anaheim, Calif., 323-782-2216,
www.motortrendautoshows.com

Oct. 2-5 — San Antonio Auto &
Truck Show, Henry B. Gonzalez
Convention Center, San Antonio,
210-732-9647,
www.saautodealers.com

Oct. 4-19 — Paris International
Motor Show (press days: Oct. 2 and
3), ParisExpo — Porte de Versailles,
Paris, 33-1-56-88-2240,
www.mondial-automobile.com

Oct. 10-12 — Northwood
University International Auto Show,
Northwood University, Midland,
Mich., 989-837-4823,
www.northwood.edu/mi/studentlife/
autoshow

Oct. 16-19 — Long Island Auto

Auto racing legend Carroll Shelby, seated, poses with a fan at last year’s
SEMA show in Las Vegas. This year’s show is scheduled for Nov. 4-7.

Show, Nassau Veterans Memorial
Coliseum, Uniondale, N.Y.,
717-671-4300, www.autoexpo.com
Oct. 31-Nov. 2 — Central
California Auto Show, Fresno
Convention and Entertainment
Center, Fresno, Calif., 323-782-2216,
www.motortrendautoshows.com
Nov. 6-9 — Tampa Bay
International Auto Show,
Tampa Convention Center, Tampa,
Fla., 323-782-2216,
www.motortrendautoshows.com
Nov. 7-16 — South Florida
International Auto Show, Miami
Beach Convention Center, Miami
Beach, Fla., 305-947-5950,
www.sfliautoshow.com
Nov. 20-23 — Charlotte
International Auto Show,
Charlotte Convention Center,
Charlotte, N.C., 704-364-1078,
www.charlotteautoshow.com

[GENERAL |

May 14-16 — World Automotive
Congress: Plastics-in-Motion,
Corinthia Towers Hotel, Prague,
Czech Republic, 734-737-0507,
www.executive-conference.com

May 19-20 — Automotive News
Europe Congress, Lingotto Fiere,
Turin, Italy, 313-446-0420,
www.autonews.com/anevents

May 28 — Automotive News

Marketing Seminar, Westin
Bonaventure Hotel and Suites,
Los Angeles, 313-446-0420,
www.autonews.com/anevents

May 31-June 3 — SME Annual
Meeting: A Passion for
Manufacturing, Society of
Manufacturing Engineers, Marriott
Renaissance, Detroit, 313-271-1500,
WWw.sme.org

June 3-4 — Automotive CRM
Summit, Ritz-Carlton, Marina del Ray,
Calif., 415-553-4142,
www.tlsummits.com

June 11-12 — Diesel Emissions
Conference, Sheraton Brussels Hotel
and Towers, Brussels, Belgium,
+44 207503 1265,
www.integer-research.com

June 19-20 — Clean Air &
Energy Independence Conference,
National Alternative Fuels Training
Consortium, Crowne Plaza Resort,
Asheville, N.C., 304-293-7882,
www.naftc.wvu.edu

June 20-22 — Fixed Ops Training
and Education Conference, Marriott
Irvine, Irvine, Calif., 714-206-8485,
www.fixedopsconference.com.

June 24-28 — NIADA Convention
and Expo, National Independent
Automobile Dealers Association,
Gaylord Texan Resort & Convention
Center, Grapevine, Texas,
817-640-3838, www.niada.com

June 25 — Auto Russia
(conference), Astoria Hotel, St.
Petersbrg, Russia, +44 (0) 20 7368
9465, www.wbr.co.uk/autorussia

July 22-24 — Plug-in 2008
Conference & Exposition: A Short
Drive to Tomorrow, San Jose
McEnery Convention Center,

San Jose, Calif., 408-395-0059,
www.plugin2008.com

July 25 — SEMA Internet
Symposium, Specialty Equipment
Market Association, Hyatt Regency
Irvine, Irvine, Calif., 909-396-0289,
WWW.Sema.org

Aug. 11-15 — Management
Briefing Seminars, Center for
Automotive Research, Grand Traverse
Resort & Spa, Traverse City, Mich.,
734-929-0463, www.cargroup.org

Oct. 16-19 — Manufacturing
in Mexico Summit, Offshore Group,
Camino Real Hotel, Saltillo, Mexico,
520-889-0022, ext. 1251,
www.offshoregroup.com

Oct. 20-22 — Convergence,
Society of Automotive Engineers,
Cobo Center, Detroit, 724-776-4841,
WWw.sae.org

Nov. 4-7 — SEMA Show, Specialty
Equipment Market Association, Las
Vegas Convention Center, Las Vegas,
909-396-0289, www.semashow.com

Nov. 20 — Automotive News
Green Conference/Exhibition,
Rock Financial Showplace, Novi,
Mich., 313-446-0420,
www.autonews.com/anevents

-~

—autonews.com

For a complete listing
of events, see our Web site.

To see our online list of auto shows
and other events or to add your event
to the list, go to www.autonews.com/
calendar.

E-mail calendar information,
including Web site address, to:
autonews@crain.com

Or send it to:

Deputy Managing Editor
Automotive News
1155 Gratiot Ave.
Detroit, Ml 48207-2997
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Toyota reports record profit
but sees tough times ahead

No pickup for
Hyundai, Kia

SEOUL — Rising oil prices have
scuttled plans for mid-sized
Hyundai and Kia pickups in the
United States. Hyundai Motor Co.
CEO Kim Dong-
Jin said last
week: “Because
of high oil
prices, the light-
truck market is
declining
significantly, so now is not the right
time to produce a pickup” at Kia’s
plant in West Point, Ga.

AUTO NEWS

Toyota raises some prices

LOS ANGELES — Toyota Motor
Sales U.S.A. Inc. has raised prices
on at least 11 Toyota and Lexus
models for the 2008 model year.
The average increase is 0.7
percent. The Prius hybrid rose 1.8
percent to $22,160, up $400. The
biggest increase was on the FJ
Cruiser SUV, up 2.1 percent to
$23,730. Prices include shipping.

Ford touts 6-speed transmissions

DETROIT — Ford Motor Co.
plans to equip nearly all its vehicles
with more fuel-efficient six-speed
transmissions by 2012. Ford said it
will more than double the number
of North American vehicles with the
transmissions, which boost fuel
economy 4 to 6 percent.

The automaker’s newest six-
speed, the 6F35, will replace the
current four-speed in the 2009 Ford
Escape and Mercury Mariner
crossovers. According to a press

release, Ford’s Van Dyke
transmission plant in suburban
Detroit will double production of
the 6F35 annually.

eBay Motors courts automakers

DETROIT — eBay Motors says it
wants to build on an agreement
with General Motors by adding
other automakers’ certified used-
vehicle programs to its online
listings. In February, eBay and GM
signed a deal that will enable about
3,900 GM dealers to list certified
used vehicles on eBay’s Web site.

Rob Chesney, eBay Motors vice
president, said eBay is talking with
other automakers about similar
deals but gave no details.

Autobytel posts $2 million loss
LOS ANGELES — Internet
marketing services company
Autobytel Inc. reported a first-
quarter net loss of $2.0 million,
compared with net income of $7.7
million in the first quarter of last
year. Revenue fell slightly to $20.7
million, compared with $21.9
million in the same period last year.

Profits up at Superior Industries

LOS ANGELES — Aluminum
wheel supplier Superior Industries
International Inc. said it turned a
slightly higher profit in the first
quarter despite feeling a pinch from
the American Axle strike. For the
quarter ending March 31, Superior
said it had net income of $3.18
million on revenue of $222.2
million, compared with net income
of $2.0 million on revenue of $244.9
million during the same period a
year ago.

Hans Greimel
hgreimel@crain.com

TOKYO — Toyota Motor Corp. racked up record results
for the fiscal year that ended March 31, but the good news
ends there.

The world’s biggest and most profitable car company is
warning that earnings in the current year will fall for the
first time in nine years.

What's more, Toyota backed off its optimistic outlook
for a 2008 sales increase in North America. A top executive
now says his company’s volume is likely to decline.

That would be a dramatic reversal from the year that
ended March 31. Sales, operating profit and net income
set records, President Katsuaki Watanabe said last week.

Revenues rose 9.8 percent to ¥26.29 trillion ($230.60 bil-
lion). Operating profit rose 1.4 percent to ¥2.27 trillion
($19.91 billion). And net income advanced 4.5 percent to
¥1.72 trillion ($15.07 billion). All those results were com-
pany records.

But Toyota finds itself buffeted by a triple whammy of out-
side forces: an unraveling U.S. market, surging raw material
prices and aJapanese yen that is rising against the dollar.

“The business environment surrounding us has changed
very rapidly to become tougher,” Watanabe said here.

Toyota says operating profit will tumble 29.5 percent to
¥1.60 trillion ($16.00 billion) in the current fiscal year. That

Trouble ahead

After a record-setting fiscal year, Toyota predicts that
profits will decline for the first time in 9 years.

FY ENDED 3/2008
Operating profit  $19.91 billion

Net income $15.07 billion

OUTLOOK FY ENDING 3,709
$16.00 billion

$12.50 billion

Source: Toyota

would be the first decline in operating profit in nine years.

Toyota missed its North America sales goal of 2.97 mil-
lion units in the fiscal year just ended, selling 2.96 million.
This year, it sees a 6.4 percent drop to 2.77 million.

For the 2008 calendar year, Toyota had been predicting
a 1 percent sales increase to 2.64 million light vehicles in
the United States, despite the deteriorating market.

But that, too, is under pressure, said Senior Managing
Director Takeshi Suzuki.

“We are thinking it’s going to decline a little,” Suzuki said
after the financial results were released. “We are now exam-
ining the sales plan and will announce the figures soon.”

Toyota is struggling with record inventory levels in the
United States, largely because it misjudged how bad the
U.S. market downturn would be. Suzuki said the compa-
ny had predicted total volume in the high 15 millions but
was now working with the low 15 millions.

EXPORTS

Factories get tough,
dealers play defense

continued from Page 1

ers. Exporters hired straw pur-
chasers, he says.
“Some customers said they wanted

Dealers are taking steps to

protect themselves from factory

penalties when they sell new

vehicles that turn up on the global

gray market. Dealers are

M Charging customers steep fees
if they export vehicles

W Requiring vehicles to be titled,

“What if all of the BMW dealers in
Chicago decided it was OK to export
new vehicles?” he says. “The factory
couldn’t do anything about it.”

The American Automotive Ship-
pers Association Inc., a group of 37
exporters, is considering a trade-re-
straint lawsuit against automakers
over export restrictions, says associa-
tion President Max Ruefenacht, an

Manufacturers

Closing

price

May 9

BMW-ADR $57.65
Fiat S.p.A.-ADR 25.50
Ford 8.08
General Motors 20.28
Honda-ADR 31.09
Hyundai-ADR 16.80
Nissan-ADR 18.23
PSA-ADR 69.80
Renault-ADR 108.75
Suzuki-ADR 25.50
Toyota-ADR 101.35
Volkswagen-ADR 58.05

Retail Groups

Closing

price

May 9

Asbury Automotive Group $16.03
AutoNation 16.01
Group 1 Automotive 27.41
CarMax 20.53
Lithia Motors 7.60
Penske Auto Group 20.02
Sonic Automotive 18.88

Suppliers

Closing Weekly
price percent  52-week  52-week
May 2 change high low
$56.20 2.6% $68.80 $48.60
25.50 - 34.85 14.15
8.27 2.3 9.70 4.95
23.20 -12.6 43.20 17.47
33.10 —6.1 37.80 27.01
16.80 - 23.16 4.90
18.28 0.3 23.75 15.88
71.45 —2.3 92.50 66.15
105.90 2.7 165.75 98.10
25.50 - 33.25 23.60
104.94 -3.4 128.33 91.21
58.20 -0.3 60.60 27.85

Closing Weekly
price percent  52-week  52-week
May 2 change high low
$17.33 -7.5% $27.7 $11.71
16.57 -3.4 22.86 11.72
28.11 2.5 43.23 19.81
21.31 -3.7 27.42 15.81
9.07 -16.2 27.58 7.59
21.43 6.6 22.92 13.57
20.18 -6.4 31.88 15.82

Biggest weekly swings from among the Automotive News top 150

suppliers to North America whose stocks are traded in the United States

Closing
price
. May 9
Winners
Hayes Lemmerz Int. $3.98
Stoneridge Inc. 15.45
Superior Industries 21.58
ArvinMeritor 16.12
Visteon Corp. 4.45
Losers
Cooper Tire & Rubber $12.41
Autoliv North America Inc.  58.80
Eaton Corp. 85.62
American Axle 21.53
Johnson Controls 34.02

Closing Weekly
price percent 52-week 52-week
May 2 change high low
$3.29 21.0%  $6.37 $2.75
14.74 4.8 18.74 6.86
20.72 4.2 24.52 16.06
15.50 4.0 23.65 9.08
4.31 3.3 9.00 3.02
$13.52 -8.2% $28.50 $11.91
61.00 -3.6 65.09 44.00
88.69 =35 104.12 66.27
22.19 -3.0 31.00 15.73
34.88 2.5 44.46 29.47

Information obtained as of 4:00 p.m. on Friday, May 9, 2008. Because of a lag in the reporting of
trades the closing prices disclosed above may differ slightly from the eventual closing prices.

ADR = American Depository Receipt Compiled by PricewaterhouseCoopers, Intraweek data provided by

Comstock. Powered by Stockgroup

to register their car in California be-
cause their mother or sister lives
there,” Schumacher says. “They
looked like nice people, but they
were lying through their teeth.”

Schumacher says he now requires
out-of-state buyers to register their
vehicles through his dealership.

Other dealers are protecting them-
selves from export penalties by de-
manding written agreements from
buyers that they won'’t resell vehicles
outside the United States. Dealers al-
so are lobbying for state laws to limit
the factories’ ability to punish them.

Exporters typically buy vehicles
from a U.S. dealer, then ship them to
foreign clients or to brokers. Those
foreign consumers often can import
new vehicles from the United States
more cheaply than they can buy
them at home.

Most go to Canada

About two-thirds of last year’s gray-
market vehicles went to Canada, says
Brian Osler, president of the North
American Automobile Trade Associa-
tion, an organization of dealers in-
volved in importing and exporting.

Other hot markets are China, Rus-
sia, Saudi Arabia and South America.
The greatest demand, say dealers and
exporters, is for European-brand lux-
ury vehicles.

Nearly all automakers forbid U.S.
dealers to sell new vehicles for ex-
port, citing warranty concerns and
their own sales plans. Automakers
work with customs officials to track
unauthorized exports, using vehicle
identification numbers to determine
which dealerships sold the vehicles.

Manufacturers’ penalties include
charge-backs against dealerships’ re-
tail and fleet incentives and holdback
allowances. Last month, Mercedes
raised the “administrative fee” it

registered through dealership

M Investigating out-of-state buyers

B Warning on Web sites that
exporters aren’t welcome

M Lobbying for state laws to limit
automakers’ penalties

charges dealers for unauthorized ex-
ports by 20 percent, to $300 per vehicle.

Dealers say other automakers are
stiffening export restrictions.

Jack Fitzgerald owns 13 dealer-
ships, most of them in the Washing-
ton, D.C. area, that sell 19 brands.
Fitzgerald notes that Chrysler LLC
now charges an export penalty of
$3,000 a vehicle. Fitzgerald says his
five dealerships that sell Chrysler
brands have not had to pay penalties.

Mike Charapp, a lawyer in subur-
ban Washington who represents
dealers, says several clients are ap-
pealing factory charges and other
penalties — some amounting to hun-
dreds of thousands of dollars.

“It’s a big problem,” he says. “With
the dollar weak, there is a lot of mon-
ey to be made by these brokers.”

One exporter, who asked not to be
named because he fears factory retri-
bution, says he provides alegal service.

“A Mercedes-Benz in China sells for
four times what it costs in the U.S.,” he
says. “We have people from Europe
buying European cars in the U.S. Be-
cause of the value of the euro vs. the
dollar, it is like getting 50 percent off.”

But because of the factory restric-
tions, he says, he expects to export no
more than seven or eight new vehi-
cles this year, down from as many as
100 in his best years.

The exporter concedes that he
sometimes resorts to “subterfuge”
to buy vehicles from dealers because
of factory prohibitions against ex-
ports.

exporter in Rockaway, N.J.

Self-protection

Dealers are taking steps to protect
themselves against sales that could
lead to export penalties. Joel Wein-
berger, an Audi dealer in suburban
Chicago, just posted a notice on the
dealership’s Web site: “Persons inter-
ested in purchasing vehicles for ex-
port are kindly asked to refrain from
contacting us.”

Says Weinberger: “We turn them all
away. We don’t want to play that
game.”

Other dealers demand that cus-
tomers pledge in writing not to ex-
port vehicles. A Chicago Mercedes
dealership owned by megadealer
Fletcher Jones requires buyers to sign
an agreement to pay the dealership
$10,000 for each vehicle they export.

Last year, a Nevada exporter sued
Mercedes-Benz of Laguna Niguel in
Southern California over a similar
contract with a $7,500 charge per ex-
port. Aaron Jacoby, a lawyer for the
dealership, says an out-of-court set-
tlement favored his client.

Meanwhile, dealers in several
states seek protection in franchise
laws against factory export penalties.

New York, Florida and Virginia pro-
hibit automakers from penalizing
dealers who can show they did not
know the new vehicles they sold
would be exported. A measure before
Florida’s legislature would ban penal-
ties if an exported vehicle is titled or
registered in the United States.

Dealer Schumacher says the export
problem will disappear on its own once
the dollar strengthens. “When it does
not make economic sense anymore,”
he says, “that will be the end of it.”

Harry Stoffer contributed
to this report
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On mpg, crossovers
run neck and neck

continued from Page 4

edge over the Flex; the Enclave, Aca-
dia and Saturn Outlook siblings have
been widely praised.

The Flex is the first vehicle on Ford
Motor Co.’s D4 vehicle platform,
created by re-engineering the au-
tomaker’s D3 platform used for the
Ford Taurus, Taurus X and Mercury
Sable. The Flex’s wheelbase is 5.0
inches longer than the Taurus X, re-
sulting in loads of second-seat
legroom.

Gee-whiz features: Flex buyers can
order a compressor-operated refrig-
erator that holds seven 12-ounce
cans or two 20-ounce bottles. It cools
beverages to 41 degrees, making
coolers with melting ice cubes and
wet soda cans a thing of the past.

Looking for the lowest-priced
gasoline? The Flex’s optional naviga-
tion system incorporates Sirius’
Travel Link, which is free for the first
six months. Even local gasoline
prices (and station addresses) are
available.

The Traverse’s optional navigation
system relies on the XM team to hold
your hand. The driver pushes the On-
Star button and gives an address to
the call center. The center then
downloads directions into the Tra-
verse’s navigation system. This ser-
vice is included in the one-year free
subscription to OnStar.

Fuel economy: There is no clear
high-mileage champ because the
fuel-economy ratings for the two
models are nearly identical.

Under the hood: Both crossovers
offer six-speed automatics; the Tra-
verse packs a bit more horsepower
and torque.

Safety zone: Both vehicles have
standard features such as head cur-
tain airbags and stability control
with rollover mitigation. The Tra-
verse adds OnStar Generation 7:
Even if airbags are not deployed,
sensors determine whether a front
crash, rear crash or rollover occurs
and measure the force of the impact.
Information is relayed to the call
center.

Seats: The Traverse scores for
maximum passenger space with a
choice of seven- or eight-passenger
seating. Flex buyers can pick seating
for six or seven.

The Flex’s third row accommodates
two people, while the Traverse can
handle three. But the Traverse’s
third-row hip room is just 7.2 inches
wider than Flex’s, meaning it’s a tight
fit for three.

Hauling stuff: Both vehicles offer a
large, deep, wide storage space be-
hind the raised third seat. Second
and third-row seats fold flat. The Flex
scores extra points for the front pas-
senger seat, which folds flat. When
lowered, Ford says there is 10 feet of
cargo space from instrument panel
to tailgate.

Prices, sales: The Flex reaches
dealerships in June. The base Flex SE
carries a $28,995 sticker including
shipping.

The Traverse will be shipped to
dealers in September. Pricing has not
been announced, but the Traverse
will be priced under the Saturn Out-
look, currently the lowest-priced
Lambda-based vehicle at $28,995, in-
cluding shipping.

Automotive News

Customer Incentives

Cash  Finance
rebate rate
Expires June 30.
2008 models
5 series, 6 series,
7 series, M6, X5 - 2.9%
3 series, X3, 74, ZAM — 3.9%

Expires June 2. In lieu of rebates, cut-rate financing
is available. A $2.99-per-gallon gasoline incentive
is offered on qualifying 2008 and 2009 vehicles.
See dealer for details.

2009 models
Dodge Journey $1,000 -
2008 models

Chrysler Aspen, 300C $3,000 0-5.9%
PT Cruiser

(excl. convertible) $1,500-$3,000  0-5.9%
Pacifica $2,000-$2,500  0-5.9%
Sebring $500-$2,500  0-5.9%
Town & Country $2,500  0-7.9%
300 (excl. SRT8 and C) $2,000 0-5.9%
PT Cruiser convertible $1,000 0-5.9%
Dodge Ram 1500 $5,500 0-4.9%
Ram 2500/3500 $4500 0-4.9%
Dakota, Durango $2,500-$3,000  0-5.9%
Charger, Magnum $2,000-$3,000  0-5.9%
Grand Caravan $2,500 0-7.9%
Avenger, Caliber, Nitro ~ $750-$1,250  0-5.9%
Jeep Commander $3,500  0-5.9%
Grand Cherokee, Liberty $1,500-$3,500  0-5.9%
Compass, Patriot $500  0-5.9%

Wrangler —  0-9.9%
FORD MOTOR CO.

Expires June 2. In lieu of rebates, cut-rate financing
is available.

2008 models
Ford F-Super Duty $3,500-$5,000  0-5.9%
Expedition, Expedition EL,

Explorer Sport Trac ~ $2,500-$4,000  0-4.9%
F-150 $2,000-$3,500  0-6.9%
Explorer $1,500-$3,000  0-6.9%
Econoline, Fusion,

Ranger $1,000-$2,500  0-6.9%
Edge, Escape, Taurus,

Taurus X $500-$2,500  0-6.9%
Focus $0-$2,000 0.9-6.9%
Mustang $0-$1,500  0-7.9%
Escape Hybrid - 4.9-89%
Lincoln Town Car $5,000 0.9-4.9%
Mark LT, Navigator $1,500-$5,000  0-3.9%
MKZ $2,000-$2,500  0-5.9%
MKX $1,000-$2,000  0-4.9%
Mercury Grand Marquis $5,500-$6,000  0-2.9%
Mountaineer $2,200-$4,000  0-4.9%
Sable $500-$3,000  0-6.9%
Mariner, Milan $200-$1,700  0-7.9%
Mariner Hybrid - 49-89%

2007 models
Ford Edge $2,000-$3,000  0-1.9%
Mustang $0-$2,500  0-2.9%
Lincoln MKX $2,000-$3,000  0-1.9%

GENERAL MOTORS
Expires June 2. In lieu of rebates, cut-rate financing
is available.

2008 models
Buick Lucerne $1500 2.9-6.9%
LaCrosse $1,000 2.9-6.9%
Enclave - 5.9-7.9%
Cadillac DTS $3,000 2.9-7.9%
Escalade $2,000 2.9-7.9%
CTS - 1.9-4.9%
XLR, XLR-V - 2959%
STS, STS-V - 297.9%
SRX - 597.9%
Chevrolet TrailBlazer $2,000 2.9-5.9%
Avalanche, Express cargo,
Suburban, Silverado 1500,
Tahoe $1,500-$2,000 0-6.9%
Express $1500 2.9-6.9%
Silverado 2500HD,
Silverado 3500HD $1,500 1.9-6.9%
Impala $1500 2.9-6.9%
Equinox $1,000 0.9-4.9%
Colorado $0-$500 3.9-7.9%
HHR $500-$1,000 2.9-7.9%
Cobalt $500 2.9-7.9%
Aveo, Malibu - 4.9-7.9%
Uplander - 5.9-7.9%
GMC Envoy, Yukon,
Yukon XL $2,000 2.9-6.9%
Sierra 1500 $1,500-$2,000  0-6.9%
Savana cargo $1,500-$2,000 2.9-6.9%
Savana $1500 2.9-6.9%
Sierra 2500HD,
Sierra 3500HD $1,500 1.9-6.9%
Acadia $500 5.9-7.9%
Canyon $0-$500 3.9-7.9%
Hummer H2, H3 $2,000 2.9-7.9%
Pontiac Grand Prix $2,000 2.9-5.9%
G6 $1,500 2.9-6.9%
Vibe $1,250 4.9-6.9%

Cash Finance
rebate rate
Torrent $1,000 0.9-4.9%
G5 $500 2.9-7.9%
G8 - 597.9%
Saah 9-3, 9-7X - 59-7.9%
95 - 07.9%
Saturn Vue (excl. hybrid) $1,500 2.9%
Aura (incl. Green Line) ~ $500-$1,000 4.9-7.9%
Outlook $500 5.9-7.9%
2007 models
Buick Rainier, Rendezvous $3,000 0%
Lucerne $2500 0-6.9%
LaCrosse, Terraza $2,000 0-7.9%
Cadillac XLR, XLR-V $7,500 0-1.9%
DTS $5,000 0%
Escalade, Escalade ESV,

Escalade EXT $4500 0-1.9%
CTS, CTS-V, STS,

STS-V $1,000-$4,000 0%
SRX $3,500 0-1.9%
Chevrolet Silverado 1500 Classic,

Silverado 1500 SS Classic,

Silverado 1500HD Classic,

Silverado 2500HD Classic,

Silverado 3500 Classic $5,000 0%
Avalanche, Suburban,

Tahoe $3,750  0-6.9%
Silverado 2500HD,

Silverado 3500HD  $2,500-$3,500  0-5.9%
Silverado 1500,

TrailBlazer $2,000-$3,000  0-4.9%
Equinox $2,500 0-3.9%
HHR, Impala,

Monte Carlo $2500 0-6.9%
Express, Express cargo,

Uplander $2,000 0-7.9%
Colorado $500-$2,000  0-7.9%
Cobalt $1,750  0-6.9%
Aveo, Malibu, Malibu Maxx $1,250  0-6.9%
Corvette - 0%
GMC Sierra 1500 Classic,

Sierra 1500HD Classic,

Sierra 2500HD Classic,

Sierra 3500 Classic $5,000 0%
Yukon, Yukon XL $3,750  0-6.9%
Sierra 2500HD,

Sierra 3500HD $2,500-$3,500  0-5.9%
Envoy, Sierra 1500 $2,000-$3,000 0-4.9%
Savana, Savana cargo  $2,000-$2,500 4.9-7.9%
Canyon $500-$2,000  0-7.9%
Acadia $500  0-7.9%
Hummer H2 $6,500 0-2.9%
H3 $3,500 0-2.9%
Pontiac G6, Torrent $2500 0-6.9%
Grand Prix $2,000 0-6.9%
G5, Vibe $1,750  0-6.9%
Solstice $1,000 0-1.9%
Saab 9-7X $5500  0-4.9%
9-3,9-5 $4,000-$5,500  0-6.9%
Saturn Vue (incl. hybrid) $2,750 0%
lon (incl. Red Line) $2,000 0%

Aura (incl. Green Line),

Relay, Sky $2,000 0-7.9%

Qutlook $1,500 5.9-7.9%

AMERICAN HONDA MOTOR CO.

Expires June 30.
2008 models

Acura MDX, RDX - 0.9-2.9%
Honda Accord, Element,

Ridgeline, S2000 - 09-29%
Civic - 1.9-2.9%
HYUNDAI

Expires June 2. In lieu of rebates, cut-rate financing
is available.

2009 models
Sonata $1,000-$1,500 -
2008 models
Sonata $3,000 -
Azera, Elantra, Santa Fe $1,500-$2,500 -
Entourage $2,000 -
Tucson, Accent $1,000-$1,500 -
Tiburon, Veracruz $500-$1,500 -
2007 models
Azera, Sonata $3,000 -
Entourage, Santa Fe $2,500 -
Elantra, Tucson $1,500-$2,000 -
Veracruz $1500 0-4.9%

Tiburon, Accent $1,000-$1,500 -

Expires June 2. In lieu of rebates, cut-rate financing
is available.

2008 models
Amanti, Sorento $1,000-$3,250 -
Sedona $500-$3,000 -
Optima $3,000 0-1.9%
Sportage, Spectra $0-$2,000 0-1.9%
Rio, Rondo $500-$1,500 -
2007 models
Sedona, Sorento $1,500-$4,500 -
Amanti $3,000-$4,000 0-2.7%
Rondo $2,500-$4,000 -
Optima, Spectra,
Sportage $0-$3,500  0-1.9%
Rio $1,000 =

Cash Finance
rebate rate
Expires June 30.
2008 models
LR2, LR3 - 0-5.9%
(MAZDA
Expires June 2. In lieu of rebates, cut-rate financing
is available.
2008 models
RX-8 $3,000 1.9%
Mazda6 $2,250-$2,750 0%
Tribute $2,250-$2,500 1.9-4.9%
B series $2,000 -
CX-7,CX-9 - 1.9%
Mazda3, Mazda5 - 19-39%
MX-5 Miata, Tribute Hybrid - 19-49%
2007 models
RX-8 $3,750 -
Mazda6 $3,000 0%
B series $3,000 -
CX-7,CX-9 - 0.9%
MazdaSpeed3 = 5.9%
Expires June 2. In lieu of rebates, cut-rate financing
is available.
2009 models
Galant $1,500  0-5.9%
Lancer 3.9-5.9%
2008 models
Raider $4,000 -
Endeavor $4,000 39-59%
Galant $3,000 0-29%
Eclipse $1,500 0-29%
Eclipse Spyder $1,500 3.9-5.9%
Lancer $0-$1,000 1.9-4.9%
Outlander - 3.959%
2007 models
Raider $4,500 -
Endeavor, Galant $3,500-$4,000 1.9-4.9%
Eclipse, Eclipse Spyder $2,500 1.9-4.9%
Outlander $2,000 1.9-4.9%

NISSAN NORTH AMERICA

Incentives in this table are a summary of retail programs offered. Programs may vary by region and model.

Expires June 30. In lieu of rebates, cut-rate financing

is available.

2008 models
Infiniti G35, G37 =
FX35, M35, M45, QX56 -

1.9-2.9%
2.9-39%
0.9-2.9%
1.9-4.9%
0.9-3.9%
0.9-2.9%
1.9-3.9%

1.9%

1.9-4.9%

4.5-4.9%

0-4.9%
0-4.9%
0-4.9%
0-4.9%

Nissan Armada, Titan ~ $4,000-$5,000
Pathfinder, Quest $2,250-$3,500
Maxima, Xterra $2,500
Frontier, Sentra $1,500-$2,500
Altima (incl. Hybrid) $1,250
Versa $1,000

2007 models
Nissan Murano $2,000
SUBARU
Expires June 2. In ligu of rebates, cut-rate financing
is available.

2009 models
Forester -

2008 models
Forester $500-$2,250
Outback $750-$1,500
Legacy $750-$1,250
Tribeca $1,000
Impreza —

0-4.9%

Expires June 30. In lieu of rebates, cut-rate financing

is available.
2008 models
XL7 $0-$2,500
Grand Vitara $1,750-$2,250
SX4 $750-$1,500
Reno, Forenza $500
2007 models
XL7 $4,000
Grand Vitara $3,250
Aerio, SX4 $1,500-$2,000

Forenza, Reno 1,000
OYOTA MOTOR SALES

0%
0%
0%
0%

0%
0%
0%
0%

e
|“

Expires June 2. In ligu of rebates, cut-rate financing

is available.
2009 models
Toyota Matrix, Corolla $0-$750
Camry (excl. Hybrid) $0-$500
2008 models
Toyota Tundra $0-$4,500
4Runner, Sequoia,

Tacoma $0-$2,000
Corolla $0-$1,500
Camry (incl. Hybrid),

Sienna $0-$1,500
Matrix $0-$1,000
Camry Solara $0-$1,000
Yaris $500
Highlander

2007 models
Toyota Tundra $0-$3,500
4Runner $0-$2,500
Sequoia $0-$2,000
Tacoma,

Highlander (excl. Hybrid)

Sienna $0-$2,000
Camry, Corolla, Matrix,

FJ Cruiser $0-$1,000
Yaris $0-$500

0-2.9%
0-4.9%

0%

0-4.9%

0-4.9%
2.9-4.9“/:
0-4.9"/:
0%
0-3.9%

0-3.9%

Cash Finance
rebate rate
VW expires June 30. Audi expires July 2.
2008 models
Audi A3, RS4, S4 - 2.9%
A - 0929%
R8 —5.34-5.84%
Volkswagen New Beetle convertible - 0%
Touareg 2, GLI, GTI, Jetta,
New Beetle sedan, Rabbit, Eos,R32 - 2.9-4.9%
Passat - 2.9-5.9%
vovo |
Expires June 30.
2008 models
580, XC90 - 029%
S60, V70, XC70 - 3.9%
(70, S40, V50 - 49%
C30 - 5.9%

Dealer Incentives

Incentives in this table are a summary of
dealer programs offered. Programs may
vary by region and model.
BMW |
Expires June 30.
2008 models
7 series, Z4 M $2,500-$5,000
Expires June 2.
2007 models
Chrysler 300, Pacifica,

Town & Country $4,000-$6,250
Aspen, Sebring $0-$5,000
PT Cruiser $2,500-$4,000
Dodge Durango, Ram 1500,

Ram 2500/3500 $6,000-$7,500
Grand Caravan, Dakota $5,000
Caravan, Charger, Magnum, Nitro ~ $1,500-$4,500
Caliber $1,000-$2,250
Jeep Commander $6,500
Grand Cherokee $2,000-$6,500
Compass, Liberty $4,750-$5,000
Patriot $2,750-$3,750
Wrangler $0-$500
Expires June 30.

2008 models
Acura RL $4,000
MDX $2,000
RDX $1,500
TSX $1,000-$1,500
Honda Ridgeline $4,500
Odyssey, Pilot $2,000-$3,500
Element $1,000-$1,500
Expires June 30.
2008 models
LR2 $2,750
LR3 $6,000-$7,000
MAZDA |
Expires June 2.
2007 models
MX-5 Miata $1,500
Mazda5, Mazda3 $1,000
MITSUBISHL |
Expires June 2.
2008 models
Raider $1,500
2007 models
Raider $1,500
Expires June 30.
2008 models
Infiniti EX35, FX45 $2,000-$3,000
FX35 $1,500
Nissan Altima $500
2007 models
Infiniti M35, M45 $6,000-$7,000
Nissan 3502 $1,000-$3,500
Expires June 2.
2008 models
Tribeca $1,000
Impreza $0-$1,000
Expires June 2.
2008 models
Matrix, FJ Cruiser $0-$1,000
2007 models
FJ Cruiser $0-$1,000
vovo .
Expires June 30.
2008 models
$80, XC90 $4,000-$4,250
S60, V70, XC70 $2,000-$2,500
€30, C70, S40, V50 $750-$1,500

Source: Automotive News and Edmunds.com
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Scheduled plant overtime

Fem Chrysler LLC
Belvidere, Il. car/truck
Sterling Heights, Mich, car
Toluca, Mexico car/truck
St. Louis (South) truck
Toledo (Ohio) Supplier Park truck
Ford Motor Co.
Wayne, Mich. car
Kansas City, Mo. (SUV) truck
Michigan Truck (Wayne, Mich.) truck
General Motors
Bowling Green, Ky. car
Qrion Township, Mich. car
Nissan
Canton, Miss. truck
Smryna, Tenn. car/truck

512-5174

XX XK K X

512-517%
X

X
X

5/12-5/174
X

X

§12-517%

X
X

Plant

AutoAlliance
Chrysler LLC

Flat Rock, Mich.

Newark, Del.

Ford Motor Co.

Dearborn, Mich.

General Motors

Oshawa (Ontario) Car (Line 1)1

Nissan

Canton, Miss.”
Smyrna, Tenn.*

Plant closings

Week(s) Units lost
down per week

512
512

=

512

5/12-5/31
5/12-5/31

4475
1,625

6,475

250
1,175

Total units
F0vertime worked during the week could be daily, Saturday or both.
tDown for changeover until 4th quarter of 2008 to install
flex line and add Chevrolet Camaro
Source: Automotive News Data Center and company sources

14,000

*Down 1 day

505-
5008}
AM GENERAL Hummer H2 (trk.)

April
total
0

Ford Mustang 877 9,493
Mazda Mazda6 sedan 1,692 4775
Mazda Mazda6 hatchback 0 0
Mazda Mazdab wagon 0 0
AUTOALLIANCE 4,469 14,268
74 Coupe 34 241
74 Roadster 204 1,145
X5 (trk.) 2882 13,026
X6 (trk.) 21 3,902
Total U.S. car 238 1,386
Total U.S. truck 3,803 16,928
BMW MFG. CORP.} 4041 18,314
Chevrolet Equinox (trk.) 2525 11,111
Pontiac Torrent {trk.) 850 3,742
Suzuki XL-7 (trk.) 280 1,241
CAMI 3,655 16,004
300 (Can.) 1,456 6,407
PT Cruiser (Mex.) 1,094 5,348
PT Cruiser convertible (Mex.) 0 0
Sebring 554 2436
Sebring convertible 533 2346
Aspen (trk.) 627 2131
Pacifica (Can. trk.) 0 0
Town & Country (trk.) 243 1,070
Town & Country (Can. trk) 4,194 18,452
Total Chrysler Division 8,701 38,190
Avenger 1,340 5,896
Caliber 1,869 8,225
Challenger (Can.) 159 42
Charger (Can.) 3138 13809
Magnum (Can.) 0 0
Viper 41 182
Dakota (trk.) 0 3553
Durango (trk.) 1,006 3422
Grand Caravan/Caravan (trk.) 2,011 8,649
Gr. Caravan/Caravan (Can. trk.) 2,778 12,224
Journey (Mex. trk.) 2,819 13,781
Nitro (trk.) 1,308 5,743
Ram (trk., 2008 model) 2865 19518
Ram (trk., 2009 model) 26 a7
Ram (Mex. trk.) 0 1273
Sprinter (trk.)t 355 2,006
Total Dodge 19,712 110,072
Commander (trk.) 499 2,194
Gompass (trk.) 892 3923
Grand Cherokee (trk.) 1,912 8414
Liberty (trk.) 2718 11960
Patriot (trk.) 2,343 10,311
Wrangler ( trk.) 924 4,065
Wrangler Unlimited 4-coor (irk.) 1,692 7443
Total Jeep 10,980 48,310
Total Chrysler group 39,393 196,572
Mitsubishi Raider 0 1,184
Volkswagen Routan (Can. trk.) 0 0
Total U.S. car 4,331 19,085
Total Canada car 4,753 20,258
Total Mexico car 1,004 5,348
Total U.S. truck 19,418 95,873
Total Canada truck 6,972 30,676
Total Mexico truck 2,819 26,516
CHRYSLER LLC* 39,393 197,756
DAIMLERCHRYSLER AG* 0 0
Crown Victoria (Can.) 1,570 6,908
Fiesta Ikon (Mex.) 0 0
Five Hundred 0 0
Focus 4955 21,801
Fusion (Mex.) 3475 14,769
New Taurus 2,095 6,284
E series, Econoline (trk.) 3784 16,649
Edge (Can. trk.) 4311 18,969
Escape (trk.) 5073 22322
Expedition (trk.) 1,820 8,008
Explorer (trk.) 2,874 6,897
F series (trk.) 4,455 47,344
F-series Heritage (Mex. trk.) 539 2,968
F-series Super Duty (trk.) 6,468 24,579
F-series chassis (trk.) 83 367
Flex (Can. trk.) 59 0
Freestyle (trk.) 0 0
Ranger (trk.) 2,169 9,544
Taurus X (trk.) 1,243 3,729
Total Ford brand 44,973 211,138
MKS 50 0
MKZ (Mex.) 909 3,864
Town Car 0 0
Town Car (Can.) 444 1,955
Mark LT (trk.) 0 719
MKX (Can. trk.) 835 3,674
Navigator (trk.) 549 2415
Total Lincoln 2,187 12,627
Grand Marquis (Can.) 888 3,909
Milan (Mex.) 868 3,691
Montego 0 0
Sable 343 1,030
Mariner (trk.) 783 3,446
Mountaineer (trk.) 307 737
Total Mercury 3,189 12,813
B series (trk.) 147 646
Tribute (trk.) 304 1,337
Total Mazda 451 1,983
Total U.S. car 7443 20115

-
50108t
2,417
40,339
27,165
1,564

0
69,668
907
5,675
51,763
8,967
6,582
60,730
67,312
43,118
16,033
7,315
6,466
30,218
21,086
0
22509
15,756
12,949
0

6,497
63,849
172,864
37,665
50,101
30
53,028
4,732
724
14,136
14,023
26,906
42,484
41,851
20,981
64,883
173
45218
7,690
424,896
10,376
17,963
31,898
41,972
34,207
19,735
36,176
182,327
790,087
3,137
23
126,755
88,279
21,086
363,702
106,356
87,069
793,247
0
26,974
0

0
84,351
70,678
23,585
64,628
72,520
86,520
26,433
47,679

186,388
11,431
106,314
2,867
59

0
33,842
11,375

857,644

50
13,395
0
8,952
3.426
18,338
8,654
52,815
12,767
11,448
0
4,250
15,594
6,622
50,681
2,438
8,091
10,529
112,236

-
512007
4,186
64,325
22,002
3258
477
90,062
2791
8,948
40,492

=1

11,739
40,492
52,231
35,310
12,715
13,343
61,368
40,511
39,492
6,182
34,031
6,806
11,564
47,557
19,749
42411
248,303
47,588
73,240

0
42216
9,388
0
23,810
24,912
79,882
29,999
0

47,093
77,939

0
53,024
5716
514,807
23,071
29,208
44,974
37,491
25,089
23,318
35,598
218,749
981,859
2,345

0
161,665
92,115
45,674
511,759
119,967
83,024
984,204
1,044,626
31,510
3,087
13,349
67,066
58277
267
75,091
68,144
72,342
50,890
68,127
186,206
14,145
126,543
3,755

0

11,564
33,751
98
884,212

0
11,777
18,721

0

4,619
20257
12,624
68,198
22,698
13,145

4,041

26
13,714

9397
63,021

2,863
10,026
12,909

103,470

Total Canada car
Total Mexico car
Total U.S. truck
Total Canada truck
Total Mexico truck
FORD MOTOR CO0.
LaCrosse/Allure (Can.)
Lucerne
Enclave (trk.)
Rainier (trk.)
Terraza (trk.)
Total Buick
CTS (2007 model)
CTS (2008 model)
DTS
STS
XLR
Escalade (trk.)
Escalade ESV (irk.)
Escalade EXT (Mex. trk.)
SRX (irk.)
Total Cadillac
Chevy C2 (Mex.)
Cobalt
Corvette
HHR (Mex.)
Impala (Can.)
Classic/Malibu
Malibu
Monte Carlo (Can.)
Avalanche (Mex. trk.)
Captiva Sport (Mex. trk.)
Colorado (trk.)
Express (trk.)
Medium (trk.)
Medium (Mex. trk.)
Silverado (trk.)
Silverado (Can, trk.)
Silverado/Cheyenne (Mex. trk.)
Suburban (trk.)
Suburban (Mex. trk.)
Tahoe (trk.)
TrailBlazer (trk.)
Uplander (trk.)
Total Chevrolet
Acadia (trk.)
CGanyon (trk.)
Envoy (trk.)
Medium (trk.)
Savana {trk.)
Sierra (trk.)
Sierra (Can. trk.)
Sierra (Mex. trk.)
Yukon (trk.)
Yukon XL (trk.)
Yukon XL (Mex. trk.)
Total GMC
Hummer H3 (trk.)
Ascender (trk.)
-280, i-350 pickup (trk.)
Medium (trk.)
Total Isuzu
Opel GT roadster
G5/Pursuit
G6

Grand Prix (Can.)

Solstice

Montana SV6 (trk.)
Total Pontiac
Saab 9-7X (trk.)

Aura

lon

Sky

Outlook (trk.)

Relay (trk.)

Vue (trk.)

Vue (Mex. trk.)
Total Satun
Total U.S. car
Total Canada car
Total Mexico car
Total U.S. truck
Total Canada truck
Total Mexico truck

GENERAL MOTORS
CSX (Can.)
TL

MDX (Can. trk.)
RDX (trk.)
Total Acura
Accord
Accord (Mex.)
Civic
Civic (Can.)
CR-V (trk.)
CR-V (Mex trk.)
Element (trk.)
Odyssey (trk.)
Pilot (trk.)
Pilot (Can. trk.)
Ridgeline (Can. trk.)
Total Honda Division

167
1,642
0

78

0
3,671
998
1402
676
164
1,655
0
1,918
26,082
0

444
0
458
0
987
635
317
599
320
114
3,934
0

150
1,267
3,543

0

109
466
5,385
0

0

0
227
0
0

0
1,704
1,931

16,400
5,094
1,288

13,916
1,633
4,732

43,063

88
853
1,586
549
3,076
7,300

0
2,915
5417
1,453
1,032

295
4,206
2,144

0

776

25,538

April
total
12,772
22,324
148,739
22,643
2,968
238,561
3,502
642
3,254

0

0

1,398

0

8,467
434
2,223
147
1,707
214
473
2,387
16,062
4,034
19,964
3,291
4419
26,040

0
22,124

0
4,004
866
7,225
0

343
159
11,380
1,796
7,711
2,435
902
5,598

0
8441
130,732
4,674
1,952
0
2,015
0
3,060
1,144
2,075
2,154
1,152
627
18,853
0

0

80

34
114
661
5,574
15,588

0

480
2,062
23,694

0
6,639
0
997
1,461
0

0
9,373
18,470
87,231
29,542
8,453
61,618
2,940
26,190
215,974
123
4,207
5,881
2,158
12,369
35,028
0
9,344
26,750
8,863
4,643
2,701
15,938
8,199
0
2,334
113,800

10
SH0/08f
48,693
95,521
612,871
90,017
11,431
971,669
18,391
16,689
18,988
0

0
54,068
0

32.863
11,249
7.904
667
13,042
6.246
2,698
7.269
81,938
17.469
84,910
13,519
27,548
99,009

0
85,484

0
17,711
3,206
26,278
21,790
1,554
689
75,668
22,060
39,866
15,074
4,292
43,295
20,263
33,762
653,437

754
2,069
18,524
61,322

0
2,800
9,191

91,837
446
24,255

0
3,663
6,269

0

0
34,292
68,479

365,918
117,400
45,017
425,957
35,293
117,290
1,106,875
1,326
17.720
27,544
10,384
56,974
149,312

0

53,188

102,597
30,776
18,203
7,749
75,126
38,677

0
13,602

489,230

298
1,692
1,675

21,621
35,641
31,235
9712
8,106
106,315
2,014
23,251
27,502
4,732
17,535
5

16,929
2,673
92,627
348,239
162,975
49,635
685,958
127,526
75,346
1,469,679
1,093
24,368
27027
8,608
61,296
141,318
7911
67,971
80,593
12,526
0

14,014
75,904
40,579
16,867
19,443
477,126

Unless noted vehicles are

April output drops 7.8%

North America car and truck production dipped in April to
1,199,037 units, a drop of 101,044, or 7.8 percent, from April
2007. General Motors lost 113,492 units of production be-
cause of several strikes.

North America car output rose 4.1 percent for the month.
North America truck production fell 16.0 percent.

U.S. production was down 12.2 percent. Canada output fell
7.9 percent, and Mexico production rose 18.9 percent.

— Debi Domby

d assembled in the United States.

5/o-
510/081

April

11-
total 5/10/081

Total U.S. car 11,068 48,579 220,220
Total Canada car 5,505 26,873 103,923 81,686
Total Mexico car 0 0 0 7,911
Total U.S. truck 8,647 37,859 162,712 151,831
Total Canada truck 2,362 8,215 41,146 63,337
Total Mexico truck 1,032 4,643 18,203 0
HONDA 28,614 126,169 546,204 538,422
Sonata 3,205 14,097 55,915 55,178
Santa Fe (trk.) 2,120 9,320 39,380 45435
HYUNDAI 5325 23,17 95,295 100,613
GL class (trk.) 1,186 5,354 18,061 18,975
M class (trk.) 1,979 9,229 40,085 29,110
R class (trk.) 576 1,987 8,337 12,337
MERCEDES-BENZ* 3 16,570 66,483 60,422
Eclipse 116 1,003 3513 9,959
Eclipse convertible 105 544 2,236 3344
Galant 722 2,581 16,553 10,551
Endeavor (trk.) 122 645 3,256 7,369
Total U.S. car 943 4,128 22,302 23,854
Total U.S. truck 122 645 3,256 7,369
MITSUBISHI MOTOR MFG. 1,065 4,773 25,558 31,223
Infiniti QX56 (trk.) 82 679 5,274 2,647
Altima coupe 1,112 4913 17,082 0
Altima sedan 5751 25312 111,007 126,328
Maxima 667 2,996 13,996 15,993
Platina (Mex.) 270 1,483 3,608 8,832
Sentra (2007, Mex.) 1,522 8,373 34,328 63,012
Tiicla (Mex.) 783 4,307 8947 14,636
Tsuru (Mex.) 1,253 6,891 29,017 33,173
Versa (Mex.) 1,979 10,885 42,817 50,781
Armada (trk.) 818 3,346 11,759 14,201
Frontier (trk.) 998 4,397 20,712 25,669
Pathfinder (trk.) 853 3,631 14,336 25,069
Pickup (Mex. trk.) 841 3,926 13,251 18,584
Quest (trk.) 387 1,854 8,969 6,434
Titan (trk.) 997 4209 17,497 27,963
Xterra (trk.) 701 3160 18608 17759
Total Nissan Division 18,932 89,683 365,934 448,434
Renault Clio (Mex.) 258 1,47 4,510 4,536
Total U.S, car 7,530 33,221 142,085 142,321
Total Mexico car 6,065 33,356 123,227 174,970
Total U.8. truck 4,836 21,276 97,155 119,742
Total Mexico truck 84 3,926 13,251 18,584
NISSAN: 19,272 91,779 375,718 455,617
Pontiac Vibe 1,485 6,933 21,800 21,488
Toyota Corolla 3350 14,679 45,990 73,182
Toyota Tacoma (trk.) 2,780 12,114 55,272 58,873
Total U.S. car 4,835 21,612 67,790 94,670
Total U.S. truck 2,780 12,114 55,272 58,873
NUMMI$ 7,615 33,726 123,062 153,543
Subaru Legacy 1,807 6,959 26,907 31,584
Toyota Camry 1,886 8,296 34,673 2357
Subaru Tribeca (trk.) 433 2,269 9,796 3,734
Total U.S. car 3,693 15,255 61,580 33,941
Total U.S. truck 433 2,269 9,796 3,734
SUBARU% 4,126 17,524 71,376 37,675
Lexus RX 350 (Can. trk.) 1,661 1,392 30,113 28,741
Avalon 1,240 5,501 25,142 32,996
Camry 7485 33147 135701 142119
Camry Hybrid 845 3,99 19,164 16,648
Camry Solara 530 2,179 9,326 11217
Corolla (Can.) 2,365 11,034 37,351 66,265
Matrix (Can.) 2,380 11,022 37,364 26,933
Sequoia (trk.) 1,483 6,452 27,004 9177
Sienna (trk.) 2,991 13,253 56,122 64,244
Tacoma (Mex. trk.) 818 4,489 17,852 11,147
Tundra (trk.) 4376 18,656 80,082 78,591
Total Toyota Division 245613 100,728 445108 459,337
Total U.S. car 10,100 44,822 189,333 202,980
Total Canada car 4,745 22,056 74,7115 93,198
Total U.S. truck 8,850 38,361 163,208 152,012
Total Canada truck 1,661 1,392 30,113 28,741
Total Mexico fruck 818 4,489 17,852 11,147
TOYOTA% 26,174 117,120 475,221 488,078
New Beetle 955 2,816 12,202 10,839
New Beetle Cabrio 272 2,073 9,137 8,888
Jetta (old) 1,688 6,715 29,087 18,197
Jetta/Bora 4298 16,315 69,570 78,855
Jetta/Bora/Golf wagon 229 12,153 37,974 2,940
Medium (trk.) 48 220 762 657
Total Mexico car 7,442 40,072 157,970 119,719
Total Mexico truck 48 220 762 657
VOLKSWAGEN (Mex.) 7,490 40,292 158,732 120,376
Med./hvy. truck (Can. trk.) 487 2,143 9,563 11,001
Med./hvy. truck (Mex. trk.) 1,101 4,845 21,029 23,028
Med./hvy. truck (trk.) 4480 19,712 87964 101,209
OTHER (frk.) 6.068  26.7 11 2
Total U.S. car 74261 332799 1440384 1,501,776
Total Canada car 22999 111501 433010 504,182
Total Mexico car 21,141 109,553 442,821 484,195
Total North America car 118.401 3 2.316.215 2,490.1
Total U.S. truck 103,205 481,284 2,150,903 2,624,852
Total Canada truck 21975 90,103 379,854 500,341
Total Mexico truck 11,930 73797 286,887 195,931

Total North America truck

137.110 645,184 2.817.644 3,321,124

Total U.S.
Total Canada
Total Mexico

44,974
33.071

201,604

183,350 729.708

TOTAL NORTH AMERICA

TAutomotive News estimate

177,466 814,083 3,591,287 4,126,628
812,864 1,004,523

680.126

255,511 1,199,037 5,133,859 5,811,277
$Actual

“DaimlerChrysler sold the Chrysler group on Aug. 3, 2007; DaimlerChrysler totals reflect
Chrysler group and Mercedes-Benz production totals through July 2007 and are not included

in grand totals.

Source: Automotive News Data Center and company sources
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* __/ SUPPLIER REGOVERY >> Dana Holding Corp.
on Thursday releases its first quarterly report since
emerging from Chapter 11. Go to www.autonews.com.

Daimler seems
to be betting
on peace in lraq

ou have to wonder about
Daimler’s decision to open an
office in Baghdad by year end.

Haven'’t the top Daimler execs in
Stuttgart been watching CNN?
Don’t they realize that Iraqi militia
leaders — especially those backed
by Iran, such as Moktada al-Sadr
— make the ruthless killer Anton
Chigurh from No
Country for Old
Men seem like a
choirboy?

Even if you
believe there
eventually will be

DIGIPCINE a booming

IS EXECUTIVE market in Iraq,

EDITOR OF why go now?

AUTOMOTIVE There can be

NEWS. only one answer:

The Daimler
brass have access to different
intelligence from the Arab street
than we do.

Don’t forget that Daimler has a
regional office in Dubai. For years,
many Middle Eastern leaders
enjoyed a taste for Mercedes-Benz
automobiles. The automaker sold
more than 16,000 passenger
vehicles in the region last year.
Sales of Mercedes-Benz trucks in
the Middle East were up 44.3
percent to 6,000 vehicles.

And the Kuwaiti government is
the company’s biggest shareholder,
with about 7.2 percent of Daimler
stock. That’s a bigger chunk of
Daimler than the piece of Ford
controlled by Kirk Kerkorian ... so
far. Although once upon a time,
Kerkorian was a big shareholder in
DaimlerChrysler, too.

Now that the decision has been
made, it shouldn'’t surprise anyone
that the company’s first emphasis
will be on selling trucks. Iraq’s
various commercial enterprises
will need trucks — lots of trucks —
on the road to peace and
normalcy. And Daimler is the
world’s largest manufacturer of
medium- and heavy-duty trucks.

The Daimler team must believe
the outlook for peace there is
promising. I hope they’re right.

m Edward Lapham writes five
commentaries each week for
autonews.com. Read them at

autonews.com/edwardlapham.

AHMA_D AL-RUBAYE/AFP/NEWSCOM

Baghdad is a tough place for
vehicles these days. But Daimler
sees a better future.

Trustee must untangle
the Chamco debacle

Aretired New Jersey judge, armed with subpoena
power and access to company records, has been
enlisted to sort out the train wreck that is Chamco Auto.
Last week, after three months of firings, lawsuits and
accusations by feuding execs had immobilized the
wannabe importer of Chinese light trucks, New Jersey
Superior Court Judge Catherine Langlois ordered

retired jurist Gerald Escala to determine who owns

how much of Chamco, manage the
company’s affairs, scrutinize the
books and supervise the election
of anew board of directors.
The company, which wants to
import vehicles made by Hebei
Zhongxing Automobile Co., has
been paralyzed for two months,
since feuding factions
claimed control.
The two main
combatants are E.
Michael Daspin,

who helped launch Chamco two years ago; and CEO
Mario Ferla, a former Fiat executive hired by Chamco
last year. On March 3, Ferla and seven other execs sued
Daspin and others, alleging fraud, then decamped with
43 Chamco employees to another building. But the
Daspin forces say they control a majority of shares and
voted the same day to fire the Ferla team.

This month an exasperated Langlois
said she was “undoing the entire day”

of the March 3 mud bath, and now
Escala must try to hose off and
untangle the mess.
Meanwhile, 37 would-be dealers
who paid franchise fees of up to
$300,000 watch and wait.

Chamco’s feuding factions
are led by E. Michael
Daspin, left, and
Mario Ferla.

Scientists say Chrysler’s gas plan is just a dodge

hrysler grabbed headlines last

week by offering customers a
three-year, $2.99-per-gallon price
guarantee on gasoline. But a
group of green-minded scientists
called it alame gimmick that
typifies the nation’s short-sighted
thinking on energy.

Said David Friedman, research
director of the Clean Vehicles
Program for the Union of
Concerned Scientists: “Chrysler is
trying to pull a fast one on
potential car buyers. It’s using this
cynical deal to distract consumers
from the fact that its cars get poor
gas mileage.

“Rather than sticking customers

C Y Simm
o ng =

BOL23 45k7 B145

Chrysler’s $2.99-a-gallon gasoline
cards: Just a way to sell guzzlers?

with gas guzzlers, Chrysler should
focus on delivering more miles per

gallon. That would not only save
their customers money at the
pump, it would help cut America’s
oil addiction and reduce global
warming pollution at the same
time. Instead of gambling with
Chrysler on the price of gas over
the next three years, car buyers
should go with the certainty of a
fuel-efficient vehicle.”

The latest comprehensive EPA
figures — from 2007, when Chrysler
was part of DaimlerChrysler —
show DaimlerChrysler vehicles
with fleet fuel economy of 22.7
mpg, the worst of any of the eight
major automakers operating in the
United States.

KEVIN DIETSCH/UPI/NEWSCOM

‘ ‘ The car | learned to drive on
was my grandfather’s Ford
Granada. ... It may be the worst
car that Detroit ever built. This
thing was a tin can. It was during
the "70s when oil had just gone
up, so they were trying to
compete with the Japanese. They
wanted to keep the cars big, so
they made them out of tin foil. It
would rattle and shake. You
basically couldn’t go over 80
without the thing getting out of
control. §%

— Sen. Barack Obama, D-Il., on
Indianapolis radio station WFBQ-FM

When soccer booms, VW will be ready

f Americans ever start to follow
pro soccer in the way that’s been
forecast for, oh, 30 years,
Volkswagen stands to benefit.
The jerseys worn by players for
D.C. United, the Major League
Soccer team in the nation’s
capital, now sport the VW logo.
The display is part of a five-year,
$14 million sponsorship deal
announced last week by
Volkswagen Group of America.
VW is moving its U.S.
headquarters to suburban
Washington, and “we wanted to
find opportunities to support
the local community,” said
VW CEO Stefan Jacoby.
Other U.S. sports leagues
mostly avoid ads on y
uniforms, but MLS is
following the soccer
custom in Europe and
elsewhere. The Los Angeles
Galaxy jersey features a
Herbalife logo, and Chicago
Fire uniforms tout Best Buy.
But D.C. United was in last
place in the MSL Eastern
Division last week, and wags are
weighing in on the VW deal. One
commenter remarked on a

Washington sports blog: “With the
way United is sputtering and
crapping out, Yugo would have
been a more likely
sponsor.”

D.C. United’s
Marcelo
Gallardo

~ wears his
sponsor’s
logo on his
chest.

From cookle

sales to auto
dough?

f Girl Scouts can sell Thin Mints

and Do-Si-Dos now, why not
cars, parts and service contracts
tomorrow?

The National Automobile
Dealers Association wants
members to contact local Girl
Scout troops in an effort to
interest young girls in dealership
careers. NADA notes that Girl
Scouts of the USA has done
groundwork with a booklet called
Fast-Track to Automotive Careers:
A Girl’s Guide, funded by the U.S.
Department of Labor.

NADA suggests that dealers
follow up with career videos from
the association and invitations to
troops for dealership visits.

Finding and keeping employees
are big challenges for dealers.
Automotive Retailing Today, a
coalition of automakers and
dealer groups, reported last year
that dealerships had more than
100,000 job openings and would
create tens of thousands more
jobs over the next decade.

In Europe, small SUVs
soar; GM's snore

urope’s compact-SUV boom

has been a washout for
General Motors; the Opel Antara
and Chevrolet Captiva are selling
far slower than their rivals.

Take Germany, for example. In
2007, the Antara’s first full year on
the market, registrations totaled
7,051, compared with 16,179 for
the segment-leading Toyota RAV4.

Even automakers with fewer
dealers and much lower overall
market shares attracted more
customers. Suzuki sold 7,249
Grand Vitaras in Germany last
year, and Honda sold 9,789 CR-Vs.

In all of Europe, GM sold 29,235
Captivas and 23,879 Antaras in
2007, according to JATO
Dynamics. By comparison,
Honda sold 68,562 CR-Vs, and
RAV4 sales totaled 90,329.

“The Antara lags behind our
expectations,” said Jonathan
Browning, GM Europe’s vice
president for global sales, service
and marketing.

No improvement is in sight, at
least in Germany. In the first
quarter, Antara registrations
totaled just 1,609, compared with
6,502 for the Volkswagen Tiguan.

Major model updates are not
planned any time soon.

“The vehicle just came on the
market at the end 0f 2006,” an
Opel source said. “A face-lift
typically comes after 2% years.”




How does your CRM measure up?
Only DealerSocket’'s CRM solution
brings you visibility into all departments.
Drive revenue in Sales and Service,
reduce Marketing expenses and increase
CSI scores. Make a difference at your
dealership with one simple solution.

It’s time to take a look at DealerSocket.
Find out for yourself who’s best of breed.

DealerSocket CRM Their CRM

Call us now or visit our website
to get your free Top Dealer CRM Success Guide.

O)DealerSocket "

One solution, all departments.

MARKET SELL SERVICE
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WHAT WE DO NURKS

Whats rolling off the line? A brand new AutoTrader.com for 2008.
We designed and built new content on our site including features
like 360° spins, color changer, consumer and video reviews, as well as
Lifestyle Central, where shoppers can find new cars based on the way

they live. Then we built in enhanced dealer tools like New Vehicle

Specials and Spotlight ads designed to give your new cars more
exposure. We built it all to deliver the largest audience of new-car
shoppers and move your new-car inventory fast. So what’s rolling off

the line will move more cars off your lot. To learn more about how

What We Do Works, call 1-888-249-6860 or visit dealers.autotrader.com.

AutoTrader >

The ultimate automotive marketplace.
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Top 150 suppliers - The largest suppliers to North America, ranked by sales of original equipment parts in 2007

Total
worldwide

Total
worldwide

Total

North America

Total

North America

2006

parts sales
(dollars in
millions)

parts sales
(dollars in
millions)

parts sales

(dollars in

ns)

2006
$404 ¢

z
2
S
E

parts sales
(dollars in

2007

rank
102

Products

2006

$708 e

2007

$813 ¢

~
S
=1
N

5]
©o
)
o
L

Top executive

Address

rank Company

Metal and plastic fasteners; components

David Speer

CEO

3600 W. Lake Ave.
Glenview, IL 60026
1370 Pacific Drive

144 lllinois Tool Works Inc.
(847) 724-7500

144

543 f 526 Roof systems, sunroofs, panorama roofs, truck hatches,
roof prep and sheet metal

221

233 f

Les Morrell

CEO

145 Inalfa Roof Systems Inc.

Auburn Hills, MI 48326

(248) 371-3060

132

Interior and exterior plastic trim, wheel trim products

256 e 291 f 324 f

233 ¢

Richard Lacks Jr.
president & CEQ

5460 Cascade Road S.E.
Grand Rapids, MI 49546

(616) 949-6570
147 AGC Automotive Americas

146 Lacks Enterprises

137

Glazing systems

241e  2326fe  2192¢e

233 fe

Tom Throop
president

2300 Litton Lane, Ste. 100
Hebron, KY 41048

(859) 334-8900

148 Hyundai Mobis

Chassis and cockpit modules; front end modules, ABS, MDPS, airbags

5,686 e

6,074 f

188 e

231f

Chung Suk-soo
president & CEO

679-4 ING Bldg., Yeoksam1-dong,
Gangnam-gu, Seoul, 135-977

Korea

(82) 2-2018-5114

125

Engine control systems, air and fuel systems; lighting instrumentation

and electronic systems; shock absorbers, suspension and exhaust

278e  49%¢e 4970 ¢

230 ¢

Silverio Bonfglioli

CEO

2101 Nash

149 Magneti Marelli Holding (USA)

systems; steering mechanisms, engine dampers, instrument clusters

Sandford, NC 27330

(919) 775-6216

131

Hinge systems, door checks, sliding door systems, powered systems,

parking brakes, pedal boxes, convertible tops, spare tire carriers
To update list, fax information to the Automotive News Data Center at 313-259-3319 or e-mail: andatacenter@crain.com

258 e 1,329 e 1,290 e

226 ¢

Darlene Knight
president

2800 Centerpoint Pkwy.
Pontiac, MI 48341

fiscal estimate

150 Edscha North America
(248) 205-3704
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Top 150 OEM parts suppliers to North America
2007 alphabetical index

3M Automotive Market Center ............ 101
A.G.S. Automotive Systems................ 131
ABC GrOUP ..cecvveeereeeceeveie s 64

AGC Automotive Americas ...
Aisin World Corp. of America...
Akebono Brake Corporation .
Alcoa InC. ....cocvcveveeeccieiercie
Alpine Electronics of America Inc. ..

American Axle & Manufacturing . .14
American Mitsuba Gorp........c.cccouenee.e. 113
American Showa InC. ......c.ccocvvriennne. 65
ArvinMeritor Inc........ .

Autoliv North America.........ccccovrcennnee 37
AZ Automotive COrp......ccceveruerercenene. 116
BASF Corp...c.covueverinnns .73

Bayer MaterialScience LLC...
Behr America Inc..............
Benteler Automotive Corp.
BorgWarner Inc.........ccccevevevevevevererennen.
Bridgestone Americas Holding Inc........
Brose North America Inc.......................
Cadence Innovation LLC ............c........
CalsonicKansei North America Inc. ....... 30
Citation COrp. ....cooveeueerererrceeriens 114
Clarion Corp. of America..................... 138
Continental AG .................
Cooper-Standard Automotive...

CRH North America Inc....

CummIinS INC..cvvviieeicceeeee 23
DAA Draeximaier Automotive of America..135
Dana Corp. ..c.oveeeeeerecerereeireeeiene
Delphi COorp. c.cevvveeeecee e 2
Denso International America Inc.............. 6
Dow Automotive .
DuPont Automotive .........cccevevevevevneeee. 33
Dura Automotive Systems Inc............... 62
Eaton Corp. ..ccocoveveveveveiiieienns 50

Eberspaecher North America Inc.

Edscha North America.............. ....150
Ernie Green Industries InC..........cce....... 67
F & P America Mfg. INC.......ccccccveveveeen. 69
Faurecia .

Federal-Mogul Corporation ................... 44
Flex-N-Gate Corp.......ccoevvrvvrereriererennen. 19
Foamex Automotive Products Group ....87
Freescale Semiconductor Inc.............. 118
Freudenberg-NOK.........cccccovrerirririnnee. 74

GECOM Corp./Ohi Automotive America......89
Gentex Corp. ..
GKN Driveline.......c.c.ccce.... .
Goodyear Tire & Rubber Co..................
Grede Foundries INC........cccoeveeeeerirennnne
Grupo Antolin North America Inc. .
Guardian Automotive Corp........c.........
Hayes Lemmerz International Inc........ 107
Hella Corprate Center USA Inc. ... .
Henniges Automotive ..........cccoveeerenee.
Hitachi Automotive Products Inc........... 21
Honeywell Transportation Systems....... 70
Hutchinson SA ..
Hyundai MObIS .
lllinois Tool Works Inc. .......cccooverennee. 144
Inalfa Roof Systems Inc...........cc.........
Inergy Automotive Systems. .
INtermet ...ooveeeeccccceeeece e
Intl. Automotive Components Group......... 13
J.L. French Automotive Castings Inc...117
Johnson Controls Inc..................
Johnson Electric Automotive Motors...
Karmann USA Inc
Kautex Textron North America
Keihin Indiana Precision Technology Inc.....57
KEIPER LLC ..ot 139
Key Safety Systems InC........ccooveruenee. 111
Kolbenschmidt Pierburg........cccceueeee. 121

Koyo Corp. of USA......ccvvieereeie 47
Lacks Enterprises.......cccovvererencerennncn. 146
Lear COrp. ..ccevveereeereeee e 4

A

Linamar Corp. .............
Magna International Inc.
Magneti Marelli Holding (USA) .
Mahle InC. ..c.cvevevererereccie
Mando America Corp. .
Mark IV Automotive ....... .
Martinrea International Inc....................
Meridian Automotive Systems...............
Metaldyne Corp. ......cccoceureenee
Michelin North America Inc
Mitsubishi Electric Automotive..............
Modine Corp. .....ccoeevevererenns
Multimatic Inc. .
Navistar International Engine Group ..
Neaton Auto Products Manufacturing
Nemak North America.........ccccccuevevnenee.
NHK International Corp.. .
Nissin Brake Ohio InC..........cccooverunnee.
North American Lighting.........cccceu.....
Novelis Corporation .
NSK AMErICaS ....c.cveveverererererererevereveie

NTN USA COrp. ..oceeveeeerieieineiereisenene 63
Ogihara America Corp............. .130
Omron Automotive Electronics Inc....
Osram Sylvania Automotive Lighting.
Panasonic Automotive Systems
PBR International USA Ltd..................
Philips Automotive Lighting N.A .
Pilkington North America Inc. ............. 141
Pioneer Automotive Technologies Inc......... 94
Plastech Engineered Products Inc.
Plastic Omnium........cccoevvveenirnienn.

PPG Industries InC. .........ccccoeeveveverennnee. 34
Remy INC.....cccvevvveiecieiiieie 119
Rieter Automotive North America Inc
Robert Bosch LLC

Saint-Gobain Sekurit USA Inc. .............. 90
Sanden International (USA) Inc........... 133
Shape Corp. ..covevveenrienns 134
Shiloh Industries INC. ......ccccovverurneenee 79
Siegel-Robert Automotive ................... 109
SKD Automotive Group ;

SKF Automotive Division..................... 120
Stanley Electric U.S. CO......cevevevrene. 83
Stoneridge INC........ccccevevvvennnee .86

Sumitomo Electric Industries Ltd.......... 22
Superior Industries International Inc.....56
TAG Holdings LLC .....c.cocovevereercieee
TenNNeCo INC...ooveveveeeceeeeeeeeeee
ThyssenKrupp USA Inc..
TI Automotive Ltd. .....cooeeveeveiiee 61
TIMKeN CO. ..coovveeeeeeceeeeceee 55
TK Holdings Inc...
TomKinS PLC ...
Total Interior Systems America........... 126
Tower Automotive Inc. ..................
Toyoda Gosei North America Corp
Toyota Boshoku Corp

TRAM INC. ..o 60
Trelleborg Automotive...........ceoevnee. 142
Trim Masters Inc..........

TRW Automotive INC......coovvveveieiennes 9
TS Tech North America Inc. .................. 38
Tyco Electronics.............. ...b4
UGN Inc. .......... .140
Valeo Inc. ..... .29
Visteon Gorp. ......coeeeee. .12
Webasto Roof Systems Inc 104
Wescast Industries Inc... .129
Woodbridge Group.........ccevevevevvevevnnnes 92
Yazaki North America Inc. ..................... 16
ZF Group NAO ..o 35

Sponsored by
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