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Greetings Members and Supporters,

As Chairman of the Ford Minority Dealers Association, I want to take this time to thank Mr. Jim Hackett for 
serving as Ford Motor Company’s Chief Executive Officer (CEO). Mr. Hackett’s tenure as CEO was from May 
2017 to October 2020. Mr. Hackett has Ford Motor Company poised for the future. Ford will compete strongly in 
the emerging sectors like EV and autonomous vehicles. Mr. Hackett help shape the company’s current financial 
position which is ready to compete in our dynamic industry. We wish Mr. Hackett all the best as he will still be 
involved with Ford Motor Company. His new role will be Special Advisor to Ford Motor Company.

We want to also take this time to welcome Mr. Jim Farley as Ford Motor Company’s newest CEO. We look 
forward to Mr. Farley taking the helm of Ford Motor Company.  We are excited about Ford Motor Company’s 
future under Mr. Farley. We are also excited about the potential Ford minority dealers can play in moving the 
company forward. We will do our best to maintain and increase our minority count during this time as well. We 
believe that our minority dealers will contribute enormously to Ford’s success in the future.

As we prepare to finish up 2020, please take advantage of the programs we have in place. For example, there 
is still time to utilize funds provided by Ford Motor Credit for aged inventory. But please hurry if you plan to use 
these funds. They are based on availability which is first come first served. COVID-19 still has a grip on the 
nation. However, it appears that we are starting to turn the corner with the pandemic. Our training programs 
will be there as a resource to assist you with your 2021 planning. We hope that you take full advantage of our 
programs. If you need an update on what you have at your disposal as being a Ford MDA member; please visit 
our website or contact the Ford MDA office for the time, date, location, and availability of the programs we have 
to offer you. 

For those that have loss family, friends, and employees during the pandemic; our thoughts and prayers are with 
you. Further, as we continue to work together during these challenging times; our banding together will help us 
“weather the storm” as we have done in the past. Please continue to stay safe and vigilant.

Sincerely,

Ray (JR) Fregia Jr.
Chairman

Chairman
Message from the
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The Built for America campaign, which honors the contributions of all Ford employees, continues to evoke 
feelings of optimism and hope. Here are some of its most recent commercials.

Celebrating African American Leadership During COVID-19 
It Matters is a spot that acknowledges the contributions 
and dedication of African Americans during these 
unprecedented times. It also showcases how Ford  
has risen to the occasion to support its employees  
and communities.  

Strength is a spot that will run in Q4. It provides an 
uplifting, empowering and inspiring message for all of 
us to keep moving forward with strength and optimism. 

United in Our Values 
The Built for America campaign created Spanish 
language commercials that align with the values 
of family, community and helping. While the first 
commercials focused on the strength and resiliency 
of Hispanics, they have evolved to include feelings of 
hope and confidence as we move into the new normal. 

Ford Impulsando Sueños 

Por Qué Estamos Aquí

Share the Built for America Campaign Today 
Supporting your community is as important as ever. We have been living through unprecedented times, 
and this campaign, which runs through the end of the year, is validating to so many. By sharing these 
commercials on your own digital platforms, you will continue to build relationships and engagement 
with diverse customers. We also encourage you to access the Growth Audiences Resource Site regularly 
for more resources that can help you more effectively reach diverse customers. As always, Ford and the 
Growth Audiences Team are committed to keeping you and your business moving forward. Please email us 
at growthaudiences@forddealerdashboard.com anytime.

NEW BUILT FOR AMERICA ADS 
CELEBRATE STRENGTH  
AND DIVERSITY
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Dear Members and Supporters,

The CARES Act brought some relief for dealing with COVID-19. We continue to follow regulations 
and process for receiving needed funds from Government agencies such as the Small Business 
Administration (SBA). A second round of funding which is desperately needed has stalled in the U.S. 
Senate. We will keep a watchful eye on what happens to the Bill in Congress. We have dealers applying 
for the Economic Injury Disaster Loan (EIDL) program. Dealers were approved but most amounts were 
capped at $250 thousand dollars instead of $2 million dollars. 

Your Ford MDA board stays engaged with Ford Motor Company and Ford Motor Credit Company 
Senior and Corporate management team. There is a new committee developed to assist minority 
dealers that floor with Ford Motor Credit Company. The assistance is named the Liquidity Committee. 
The committee is charged with ways of assisting our dealers with financial support and especially using 
Ford Motor Credit products and services. Further, the committee looks at ways to explore how to best 
communicate its products and services to our members. 

As we approach the last quarter of 2020, we will do everything as an organization to help you finish 
the year strong. For those that have been pressing for inventory, we believe that relief is on its way. 
Also, please continue to send any overstock inventory vehicles you may have to the Ford MDA office 
so that we may distribute to those that are in need. We will continue to communicate with you via an all 
dealer call. We will share what we garner from the Dealer Council meetings and our Sr. Management 
meetings with Ford and Ford Motor Credit. Most importantly, we want to hear from you. We would like to 
know what you are see working in your dealership that we can pass along to our fellow members. Best 
practices are real time resources that can help a dealership get and edge, even during a pandemic. 

We also will continue to put resources on our website that you can use in your stores. If you have not 
had a chance to go to our website, I recommend that you do so. We hope that you can continue to 
manage your business during this pandemic. We will continue to look for ways to provide you with tools 
that can be used post COVID-19 as well. We pray that you and your family are staying safe during the 
pandemic. Also, that your employees, their families, and friends are safe as well.  

Best Regards,

Dr. A.V. Fleming
Executive Director

Executive Director
Message from the
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Executive Director

2020 FORD MDA DEALER LEADERSHIP 
VIRTUAL TRAINING SERIES

© 2020 CDK Global, LLC / CDK Global is a registered trademark of CDK Global, LLC. 20-2777

Course 2

ROI: More Than a Number 
You’ve fought hard to build and grow your business 
in the toughest of times. Think about how far we’ve 
come since the last recession. Many of the retailers 
who made it did so through process improvement 
and focusing on turning opportunities into strengths. 
The most successful dealers don’t settle for good; 
they accept nothing less than great—every day. 

To ensure consistent, long-term sustainable growth, 
we need healthy, high-performing fixed operations. 
That much is obvious. What’s less obvious is that 
many of us wrongly believe that Parts and Service 
will chug along without much attention or help. We 
operate on tried and true principles that have gotten 
us this far, and we assume they will continue to be a 
steady source of predictable revenue. We’re settling 
for good enough instead of being genuinely great at 
fixed ops. 

ROI: More Than a Number will show you how doing 
just five things right will take you from good to 
great. Join us in this session to learn how the right 
thinking, the right math, the right tools, the right 
process, and the right next steps change everything.

cdkglobal.com

Presented by: Hosted by: October 20, 2020 
1:30 p.m. – 2:15 p.m. EDT
Audience: Owners/Dealer Principals, General Managers,  
General Sales Managers, Fixed Operations Directors

Session Duration: 45 minutes  
(30 minutes of content + 15 minutes of open discussion/Q&A)

CDK GLOBAL IS PROUD OF OUR 20+ YEAR     
                 PARTNERSHIP WITH THE FORD MDA.

Melissa Beveridge
Director of Fixed Operations
Learning & Development

CDK Global

Guest Speaker

Stay tuned for our future Virtual Training Series:

November 17, 2020 2:00 p.m. - 2:45 p.m. EST
Changing the Customer/Dealership Dynamic

December 15, 2020 2:00 p.m. - 2:45 p.m. EST 
Do the Basics Well: Know Me, Like Me, Trust Me > Build 
Rapport with the Consumer

REGISTER NOW

FOR ALL FORD MINORITY DEALERS.
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As a reminder, Ford Credit is again providing funds in 2020 
to assist minority dealers with selling vehicles and improving 
performance through marketing, incentives and training 
programs. Funds are available to Ford and Lincoln minority 
dealers who floorplan with Ford Credit. 

Local program funds are available to help you move your aged 
new inventory. Once again, please remember that profitable 
dealerships are expected to participate 50/50.

Contact your local Business Development Manager for details 
and act quickly as these funds do go fast as the cut-off date is 
approaching!

Stay Safe,
Ford MDA

Take advantage of this 
Ford MDA “Members Only” 

offer from Ford Credit... 
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 SATISFACTION is the biggest inhibitor  
to a dealer’s ability to get a NEW store? 

 
Do you know your numbers? 
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 CPV Service 
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Working Capital 

 
Not at 100% 

 
Pull Your Reports  

Dealer Profile Report  
FMCDealer > Management Reports > Ford Business Management 
Intelligence (FBMI) > Dealer Profile Report  

Customer View Point Report 
FMCDealer > Customer Satisfaction > Global Customer Viewpoint 
(CVP) 
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Know Where 
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Become a
Ford Minority 

Dealers Association

Join today at:
fordmda.com/how-to-become-a-member

Member	Today

fordmda.com/how-to-become-a-member
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American Guardian
Announces	New	Additions	to	

Appearance	Protection	and	Auto	
Product	Lines



American Guardian Warranty Services, Inc. 
(AGWS), an industry leading finance and insurance 
(F&I) provider that offers products and services 
in the automotive, RV, powersports, marine, and 
commercial trucking markets, has announced brand 
new product additions to their Appearance Protection 
Solutions and Compass Auto product lines.

Featuring an all-encompassing array of protective 
vehicle care products, the AGWS Appearance 
Protection Solutions line now includes ecologically 
friendly EcoProProducts, industry-leader Armor 
All®, Aviation Grade Cilajet®, and the recently 
added Extreme Auto Protection for Interior and 
Exterior Coverage. The company’s Compass 
Auto line has also expanded to include Compass 
Tech+, which provides extended coverage for a 
vehicle’s technology components, and Compass 
Job Loss Protection, which protects the Customer 
by potentially waiving their payment in the case that 
they become involuntarily unemployed. 

Protect against the Extreme with Extreme Auto 
Protection. This professionally applied exterior 
protection provides a tough ceramic finish to protect 
a vehicle from Extreme Conditions, while the fabric 
treatment with odor control contains an anti-bacterial 
ingredient that inhibits the growth and development 
of bacterial odors. Extreme Auto Protection is VOC 
free, non-flammable, non-toxic, with no harmful 
solvents.

Compass Job Loss Protection protects Customers, 
knowing that if they become involuntarily unemployed, 
their payment may be waived. Losing a job can be 
life changing. Life events happen unexpectedly, and 
that is when Customers need protection the most. 
This worry-free protection provides confidence that 
their car payments may be waived in the situation 
that a Customer becomes involuntarily unemployed 
from a full-time job. 

To learn more about Extreme Auto Protection, 
please visit this link.

To learn more about Compass Job Loss 
Protection, please visit this link.

About American Guardian Warranty Services, 
Inc. (AGWS)

Headquartered just outside of Chicago, Illinois, 
AGWS is an innovative provider of administration 
services for Agents and Dealers, offering 
vehicle service contracts, limited warranties, 
and a variety of environmental and aftermarket 
products across the United States. Since its 
inception in 1998, the goals of AGWS are to 
offer superior claim processing, exceptional 
customer service, and unrivaled profitability 
options. Products are insured by “A” and “A-” 
(Excellent) rated carriers. AGWS is part of the 
American Guardian Group of Companies and 
enjoys an A+ rating with the Better Business 
Bureau. For more information, visit agws.com or 
the AGWS University at agwsu.com.

Media Contact:
Paige Blair
North 6th Agency
pblair@n6a.comAmerican Guardian

Announces	New	Additions	to	
Appearance	Protection	and	Auto	

Product	Lines

AGWS Introduces Industry-leading 
Products into Robust Appearance 

Protection and Auto Portfolios
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https://agws.com/
https://agws.com/
https://agws.com/extended-warranty-service-contracts/appearance-protection/extreme-auto-protection/
https://agws.com/extended-warranty-service-contracts/extended-auto-warranty-coverage-plans/compass-job-loss-protection/
https://agws.com/
https://agws.com/fi-training/agwsu/
mailto:pblair%40n6a.com?subject=
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You’re probably aware of the 100% bonus depreciation tax break that’s available for a wide 
range of qualifying property. Here are five important points to be aware of when it comes to 
this powerful tax-saving tool.

Bonus depreciation is scheduled to phase out
Under current law, 100% bonus depreciation will be phased out in steps for property placed 
in service in calendar years 2023 through 2027. Thus, an 80% rate will apply to property 
placed in service in 2023, 60% in 2024, 40% in 2025, and 20% in 2026, and a 0% rate will 
apply in 2027 and later years.

For certain aircraft (generally, company planes) and for the pre-January 1, 2027 costs of 
certain property with a long production period, the phaseout is scheduled to take place a 
year later, from 2024 to 2028.

Of course, Congress could pass legislation to extend or revise the above rules.

Bonus depreciation is available for new and most used property
In the past, used property didn’t qualify. It currently qualifies unless: 

The taxpayer previously used the property
The property was acquired in certain forbidden transactions (generally acquisitions that are 
tax free or from a related person or entity).

Taxpayers should sometimes make the election to turn down bonus depreciation 
Taxpayers can elect to reject bonus depreciation for one or more classes of property. The 
election out may be useful for sole proprietorships, and business entities taxed under the 
rules for partnerships and S corporations, that want to prevent “wasting” depreciation 
deductions by applying them against lower-bracket income in the year property was placed 
in service — instead of against anticipated higher bracket income in later years.

Note that business entities taxed as “regular” corporations (in other words, non-S corporations) 
are taxed at a flat rate.

Key Points About 
Bonus Depreciation

1

2

3
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Key Points About 
Bonus Depreciation

4

5

Bonus depreciation is available for certain building improvements
Before the 2017 Tax Cuts and Jobs Act (TCJA), bonus depreciation was available for two 
types of real property: 

Land improvements other than buildings, for example fencing and parking lots, and

“Qualified improvement property,” a broad category of internal improvements made to 
non-residential buildings after the buildings are placed in service.

The TCJA inadvertently eliminated bonus depreciation for qualified improvement property.

However, the 2020 Coronavirus Aid, Relief and Economic Security Act (CARES Act) 
made a retroactive technical correction to the TCJA. The correction makes qualified 
improvement property placed in service after December 31, 2017, eligible for bonus 
depreciation.

100% bonus depreciation has reduced the importance of “Section 179 expensing”
If you own a smaller business, you’ve likely benefited from Sec. 179 expensing. This is 
an elective benefit that — subject to dollar limits — allows an immediate deduction of 
the cost of equipment, machinery, off-the-shelf computer software and some building 
improvements. Sec. 179 has been enhanced by the TCJA, but the availability of 100% 
bonus depreciation is economically equivalent and has greatly reduced the cases in 
which Sec. 179 expensing is useful.

We can help

The above discussion touches only on some major aspects of bonus depreciation. This is 
a complex area with tax implications for transactions other than simple asset acquisitions. 
Contact us if you have any questions about how to proceed in your situation.

© 2020

FENNER MELSTROM & DOOLING
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COX AUTOMOTIVE 
Forecast: U.S. Auto 
Sales Continue V-Shaped 
Recovery in Third Quarter

Auto sales in the U.S. are forecast to continue their COVID-19 recovery in September as the new-
vehicle sales pace should increase over last month. The seasonally adjusted annual rate (SAAR) 
is likely to reach 15.5 million, a modest improvement over August’s 15.2 million, and the fifth 
consecutive month of sales pace improvement after April’s historic low, according to a forecast 
released today by Cox Automotive.

Sales volume is expected to be down just 0.3% compared to year-ago levels; however, September 
2020 had two additional selling days and a Labor Day weekend compared to September 2019, so a 
relatively strong year-over-year volume comparison was expected.  

New-vehicle sales are performing well, considering the historically low inventory levels. According to 
Charlie Chesbrough, senior economist at Cox Automotive: “Available Inventory is far below last year’s 
levels, yet sales continue to show surprising strength. Going into the fourth quarter, the key question 
is: Can this continue? Clearly new vehicle buyers haven’t been hit as hard as other consumers during 
this recession, so demand is likely to remain stable over the near-term.”

Closing out the third quarter, year-to-date U.S. auto sales volume is forecast to be down 19.6%. 
Retail sales are holding up relatively well compared to lease; fleet activity – rental, commercial and 
government – remains depressed.

One potential issue for the fourth quarter is lack of new product due to the model year roll-over 
delay. There are only a handful of model year 2021 vehicles in the marketplace right now, and 
vehicle buyers may be surprised when they go shopping this fall for the latest and greatest products. 
Currently, only 3% of available inventory is model year 2021. At this point last year, 25% of dealer 
supply was model year 2020. Factory shutdowns have delayed many products and limited availability 
of others. This headwind is likely to increase through at least the remainder of the year. 

SEPTEMBER 2020 SALES FORECAST HIGHLIGHTS

• New light-vehicle sales are forecast to fall to 1.275 million units, down 0.3% compared to September 
2019. When compared to last month, sales are expected to decrease by 50,000 units, or nearly 
3.7%.

• The SAAR in September 2020 is estimated to be 15.5 million, far below last year’s 17.1 million level, 
but an improvement from last month’s 15.2 million sales pace.

• All segments are expected to have lower month-over-month sales in September, while SUVs and 
pickup trucks are expected to see year-over-year increases.
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SEPTEMBER 2020 SALES FORECAST BY MAJOR SEGMENT

Q3 2020 SALES AND YEAR-TO-DATE FORECAST

All percentages are based on raw volume, not daily selling rate.

About Cox Automotive
Cox Automotive Inc. makes buying, selling, owning and using cars easier for everyone. The global 
company’s 34,000-plus team members and family of brands, including Autotrader®, Clutch 
Technologies, Dealer.com®, Dealertrack®, Kelley Blue Book®, Manheim®, NextGear Capital®, 
VinSolutions®, vAuto® and Xtime®,are passionate about helping millions of car shoppers, 40,000 
auto dealer clients across five continents and many others throughout the automotive industry thrive 
for generations to come. Cox Automotive is a subsidiary of Cox Enterprises Inc., a privately-owned, 
Atlanta-based company with annual revenues of $21 billion. www.coxautoinc.com

https://www.coxautoinc.com/
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As expected, the cases are peaking again in the fall, but now there is a certain level of preparedness. 
Those who are using this opportunity to accelerate their digital transformation will come out stronger 
on the other end of these uncertain times. 

Last quarter we talked about use of video in the sales process, this time we want to highlight the 
customer service use case. 

Elena A. Ford, Ford’s Chief Customer Experience Officer said “We know that an exceptional experience 
is what today’s customers want and expect and are focused on understanding those expectations 
so deeply and so continuously that our customers feel that we care at each and every interaction, 
regardless of where they meet us.” 

The true interaction with the customer starts once the customer has bought the car!

About the Author: 
Aleks Gollu is the Founder, CEO of 11Sight (11sight.com). 11Sight’s 
solutions combine an 800-number experience with that of FaceTime. 
Customers can originate private calls with no downloads, no registration, 
no friending, on any device. Businesses have the same choice when 
answering. Plus, they get full control and visibility over the calls, benefit 
from standard features such as call forwarding, message lines; and the 
platform easily integrates into existing IT systems such as CRMs, websites, 
Facebook postings.

A	Good	Idea	for	Customer	Service	Independent	of	COVID-19

Touchless Service with	Real-Time	Video	Calls
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Today’s car buyer is quite familiar with video calls. Many vendors, such as Sincro Digital (formerly 
CDK), Condition Now (inspection reports) have already integrated video call capabilities into their 
offerings. Other solution providers are expected to follow suite. Dealers can also ask their vendors 
when the video call features will become available.  11Sight has been the company that has developed 
the technology that makes these calls possible.

How to use video calls to stay in touch with the customer every step of the way

Past deployments have shown that real-time video-call 
initiated relationships are 3x more likely to result in a 
transaction and offer a better experience to both sides. 

The relationship is easily maintained throughout the 
ownership lifecycle.  
While every customer gets a thorough introduction to 
all the features of their vehicle after the purchase, many 
questions pop-up when they take the car home. Why 
not stay in touch with them via video calls? A simple QR 
code on the sales-person’s business card in the glove 
compartment puts the dealership one click away to the 
customer. The customer is also more likely to give higher 
marks on the CSI, if they know that the dealership is there 
for them whenever they need.

When it comes to service appointments, there are already 
many tools that allows the service department to send 
a video to the customer with the proposed repairs. Why 
not include a video call link to the message, so that the 
customer has the ability to call back the dealership with any 
questions, make eye-contact with the service department, 
have a “touchless” interaction and provide their approval 
for repairs with peace of mind?

Video	Call	Platforms	to	Enable	Customers	to	Video-
Call	a	Dealership	Online

Touchless Service with	Real-Time	Video	Calls
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TURNING MASSIVE 
CHALLENGES INTO 

MEANINGFUL CHANGE

Learn more at coxautoinc.com

 
From retail to wholesale, we have the right people, products and solutions 
to help you get back on track. Whether it’s working through transformative 
behaviors and solutions to solving long-standing problems, no one is better 

positioned to help you move from survive to thrive than Cox Automotive.

©2020 Cox Automotive. All Rights Reserved.

Driven by

702517_CAI_2020 NAMAD Brand Ad v3.indd   2 10/9/20   3:28 PM
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F&I Professionals Training
November 9–13

December 7–11

Real-world F&I Simulation with:

800.967.3633  |   www.AFASinc.com

Live DMS Integration

Interactive Tablet Presentation

Hands-on E-Contracting

—

—

—

Shaping the 
   Future of F&I

F&I Training
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Chairman
CreditPlus Solutions includes:

Please let us know if you would like to learn more about any or all 
of the features described above. Thank you. Please, stay healthy!

•	Free	API	integrations	with	Digital	Retailing	companies	such	as:	
Digital	Motors,	Roadster,	&	700Credit	and	Team	Velocity.

•	Extend	CreditPlus	beyond	your	website	in	areas	like	auto	portals,	
social	media,	microsites,	Email,	etc.

•	Create	 custom	 credit	 app	 URLs	 for	 users,	 vehicles,	 and/or	
campaigns

•	Tools	to	seamlessly	transfer	online	shoppers	to	in-store	buyers

•	Mix	and	Match	Soft	and	Hard	Credit	Pull	configurations.

•	Fully	digital	long	form	credit	app	or	cash	buyer	form	that	can	
be accessed anytime, anywhere remotely

•	Options	 to	 remotely	add	bank	 information,	 references,	digital	
signature	capture,	etc.

 Want to schedule a demo or have more questions?
DON ZALE  |  248.701.3835  |  Don.Zale@eLendSolutions.com
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Our Valued Sponsors and Vendors

Ford Minority Dealers Association
P.O. Box 760386  |   Southfield, MI 48075
Office: (248) 557-2500  Fax: (866) 559-1732  |  fordmda.com

https://agws.com/
https://www.cdkglobal.com/us
https://www.ml.com/
https://www.afasinc.com/
https://www.elendsolutions.com/
https://www.coxautoinc.com/
https://www.ford.com/
https://www.ford.com/finance
https://www.bbinsurance.com/
https://www.ncmassociates.com/training
http://merchantlynx.com/
https://themuldrowgroup.com/
https://www.ally.com/
http://www.rockyscustomclothes.com/
https://www.prudentialuniforms.com/
https://www.fmdcpas.com/

