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Navigating Through Complexities, Driving Toward Growth
A NEW ERA…

The organization had been one of our steadiest auto dealer clients for decades.
Things had changed drastically in the auto industry since our relationship began,
and when we sat with them to plan the future, we had every reason to believe the
same would be true as the industry continued to evolve.
The organization appreciated our approach to looking ahead. Once the meeting
started, our conversation went straight to the heart of two critical issues they were
facing. If left unchecked, these issues would prevent growth, and potentially leave
the organization open for serious internal and competitive challenges.
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The first issue was their need to improve business processes and internal controls.
As the organization had grown, increased transactional volume and employee count
demanded a fresh approach to operational efficiency and oversight. The second
issue had to do with their succession strategy. As a family business, multi-generational family members held management and leadership positions.
We helped them clearly articulate their goals and assisted in the steps to get
there, including form of governance, entity restructuring and estate planning.
We approached these challenges holistically, and we look forward to supporting
their ongoing growth in the next era.

Servicing auto dealerships comes from a place of passion
for the members of our auto dealership industry group.
We love everything with wheels, just as much as we enjoy
supporting closely held, privately owned companies, especially
those with the many intricacies a dealership brings.
An individual dealership is actually a number of separate
businesses under one roof. Driven by sales, each interconnected
department has its own set of challenges, circumstances and
needs, and requires the right type of oversight and critical
thinking to function optimally.
Today, we serve more than 30 dealers with 60-plus rooftops throughout the Western states, providing services that
take us into their offices, homes and futures.

“I N REALI T Y, T HERE A R E
M ANY M OVI NG PARTS TO
A DEALERS HI P. I F YOU D O N ’T
HAVE T HE RI GHT P E O PL E
S UP P ORT I NG A DEALER ’S
ACCOUNT I NG OF FIC E ,
IT CAN GET OUT OF CONTROL
I N A HURRY, ES P ECIAL LY
WHEN T HERE I S S O MU C H
CAS H F LOWI NG I N AND O U T.”

CHECK-UPS AND TUNE-UPS FOR YOUR DEALERSHIP

Dave Porter, S H A R E H O L D E R

When working with dealerships, part of the our process
involves performing regular financial health check-ups and
procedures geared specifically toward each service area

within the business, including used and new car sales,
financing, service, parts and accessories, and the body shop.
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These procedures are designed to ensure that a dealership
has the right controls in place to bring a new level of oversight, while also keeping an eye on its bottom line. That
way, the dealer’s team can focus on making the entire
operation run smoothly.
Our team members bring four decades of industry
expertise, and also include professionals who have worked
as controllers inside of dealerships. In adding their skills to
the mix, each team member is instrumental in helping
us expand our services and capabilities as we maintain
an industry-specific focus that meets the needs of 21st
century dealerships.
Gone are the days when the Ford dealer was the Ford
dealer and the Chevy dealer was the Chevy dealer. Today’s
dealerships are as vast and varied as they have ever been,
built to respond to consumer needs and changing demands.
This modern reality suggests that dealers who remain at the
top of the chain must be forward thinking, open to change,
and able to adapt when called upon to do so.
Having worked with auto dealers since the industry’s
early days, we have seen this growth and expansion first-hand,
and we have taken the measurable, quantifiable steps to
foster success for our clients.
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GOING INTO OVERDRIVE FOR OUR CLIENTS

To truly serve auto dealers, a firm must remain deeply
committed at the highest professional level. This notion goes
beyond our experience, and speaks to our investigative
natures and desire to learn. One added benefit we deliver
is the twice-annual seminar we host that addresses the
industry’s needs, covering topics such as tax planning,
compliance, fraud prevention, legal issues and marketing.
Fraud is an unfortunate reality that faces many auto

“ DE A L E R S C A N B E C OM E
DI S J O I N T E D WH EN
TH E Y S TA RT T H I N K I NG
A BOU T T H I N G S L I K E T HE
E FFE C T O F E N D - O F - YEAR
I NV E N T O RY, O R WHAT
A C C O U N T I N G M E T HOD
IS BE S T F O R T H E I R I N COM E
STAT E M E N T S . H AV I N G US
IS L I K E H AV I N G A S U I T E
OF C PA S R I G H T D OWN
THE HALL FROM
THEIR OFFICES.
Stan Geffen, S H A R E H O L D E R

dealerships. When a business has a lot of cash flowing in
and out, and doesn’t have the most consistent procedures
and oversight in place, the environment can be ripe for
fraud. Our practice is built in a way where many of our
auto team members also serve on our forensic accounting
team. This dovetailing of services and specialties is no
accident: in both settings, we bring a high level of discretion,
inquisitiveness and perspective as we examine the underpinnings of a client’s internal operations.

“T HE VAS T M AJORI T Y O F
DEALERS HI P S ARE FAMILY
OWNED B US I NES S ES . THE IR
EM P LOYEES HAVE CO ME U P
T HROUGH T HE RANKS, A N D
HAVE T HE HI GHES T LEV E L
OF T RUS T F ROM T HEIR
OWNERS PART OF OU R JO B
I S T O S T RENGT HEN THE
I NT ERNAL CONT RO LS
T O HEAD OF F P ROB LEMS
B EF ORE T HEY HAP PEN .”
Doug Lovett, S H A R E H O L D E R
FIRING ON ALL CYLINDERS

The goal of any dealership is to put people into cars,
and to make a profit while doing so. Today’s car buyers are
savvier and more informed than ever. Many arrive at the lot
not just looking for a deal, but expecting dealers to hand
them the keys.
As profit margins continue to shrink, dealers have to get
more and more creative in the way they find profits. For some,
this leads to mergers, acquisitions, or simply trying new
things while at the same time looking to trim as much fat
off of their operation without putting employees out of work.
Even when delving into the minutia, we choose to
take the broad view toward providing the most robust
service possible.
In forming strong partnerships, one of our primary tasks
is to make life easier for dealers and their employees. When
you factor in the many moving parts and complexities
involved in every transaction, we seek to create a sense
of calm that pervades a dealer’s overall operations, applying
a top-down vision that is informed and supported by the
experience and inquiry each member adds to the equation.

