Drive: NH

VOL 2 Issue 6 2020 NHADA

A PUBLICATION OF THE NEW NHADA, COMMUNITY COLLEGES,
HAMPSHIRE AUTOMOBILE AND DEALERS TEAM UP TO COVER
DEALERS ASSOCIATION AUTO TECH EMPLOYEES’ FULL TUITION

.. STk Qi

‘ bile NH'ADA)
and the Commumty College System of New H'a'ﬁ'f)shlre -
Auto Tech programs, local.workers are headed back to made the gift search easy wnth'ibese
the classroom to boost thelr'sh ; C ; . cul ted favorltes 5 :



% bankmybike

WE BUY MOTORCYCLES
FROM CAR DEALERS

B’Quick quotes while your customer is in the showroom. Nﬂ rlnorelz needdto NELGE multiplefcallﬁ to
- . wholesalers, and no more waiting for them
All brands, models, years, and conditions considered. to get back to you with a price. We do

B’ We're check writers for all powersports vehicles. quotes within minutes, allowing you to put
g No need to deliver; we'll pick it up. a deal together while your customer is at

) your dealership.
B’ Quotes done online and/or by phone.
If you have questions or would rather get a

TO GET STARTED, VISIT quote over the phone give us a call at:
(603) 369-0031

FILLOUT THE FORM TO GET YOUR QUOTE.

We are currently able to serve dealerships in NH, ME, MA, VT, NY, CT, Rl, and NJ. If you are outside these
areas feel free to call us at the number listed above.
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Auto Auction o New England

Offering Six Dealer Consignment & Fleet Lease Lanes
In House Transportation Department, Reconditioning and Mechanical

~ We welcome you to Join us to
Experience a New Standard in Auction Excellence
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fyou don’t like the weather...

The 2020 business environment for those in the New
Hampshire auto industry has reminded me of the
phrase, “If you don'’t like the weather, wait five minutes.”

When the sun dawned on Jan. 1 of 2020, we saw a
promising new year with strong sales on the horizon. As the
winter thawed and the mud season began, things looked
even more promising for the automotive industry. Unfortu-
nately, when the coronavirus first reared its invisible yet ugly
head, things could not have looked grimmer for our auto-
motive world. In early April, if you had asked most NHADA
member-businesses what the business climate forecast was
for summer and fall, words like stormy, hurricane-like head-
winds, damaging hail would have been apt descriptions.

As | write this year in review in November and look back at
the changing weather patterns, the summer and fall were
dramatically different than expected. Sales have been
incredibly strong for most facets of the New Hampshire
Auto Dealers Association members. So strong, in fact, that
many stores have been scrambling for inventory to sell,
both new and used. Many shops have reported that their
service business also remained strong despite COVID-19.

So why are things so dramatically different between March
and November? There are many reasons, and I'll try to
highlight a few. First off, we are a resilient industry. For 20
years now, the crystal ball seers of the world had pre-
dicted dealers’ demise, the end of body shops and repair
shops because consumers were going to end their per-
sonal ownership of cars, cars were going to be driverless
and all-electric and perhaps even flying.

When the virus first hit, the scrappy owners adjusted
quickly to trim expenses and adjusted their business
practices. Using NHADA'’s playbook as a guide, COVID-19
safe business practices were put in place with expanded
pickup and drop-off for sales and service and various
safety measures inside the shops, including wearing
masks and plenty of hand sanitizer.

The NHADA association also jumped into the fray to
help ensure that auto businesses were declared as
“essential businesses” by Governor Sununu. NH was
the first state to declare both service and sales as
essential. We greatly appreciate the Governor listen-
ing to our concerns. Social distancing and stay-cations
caused consumers to rely more than ever upon personal
ownership of vehicles and investments in a variety of
recreation vehicles.

The November election has also brought a change in the
political climate both nationally and in New Hampshire. Cit-
izens clearly recognized that Governor Sununu had done
an excellent job in leading our state through the ongoing
COVID-19 crisis. Following in his slip-stream, the GOP took
over the NH House, Senate, and Executive Council.

So, as we look to the 2021 forecast, the coronavirus will
continue to cause uncertainty until a vaccine is readily
available to all of us. No different than putting snow tires
on your car, you should keep in place your covid-safe prac-
tices to keep your employees and customers safe. Follow
the NHADA playbook, buy covid-safe products from the
NHADA store, wear masks, and ensure your customers
and employees wear masks and keep handwashing! 4



iHeartAuto Direct Response 360 campaign. The campaign
utilizes our exclusive access to automotive analytics to
effectively target your next customer. We use direct mail,
email, phone calls, digital audio, and exclusive tracking
technology to drive quality showroom and website traffic.

NHéIIDA
L

Contact Jay Sterin to schedule a meeting to
learn more about the iHeartAuto 360 program.

Special discounts for NHADA members.

jaysterin@iheartmedia.com

603.785.4659
@D iHeartEDIA

NEW HAMPSHIRE



=

= = A

Left to right: Brian Ellis, Toyota T-TEN Instructor; Ed Kelley, Service Manager; Jeremie LaPlante, Toyota T-TEN Intern;
Miles Sennott, Toyota Master Diagnostic Technician Mentor; Chris Irwin, Irwin Automotive President.

NHADA, Community

Colleges, and Dealers
TEAM UP TO COVER AUTO TECH
FMPLOYEES' FULL TUITION

P

PETE MCNAMARA

PRESIDENT



COVID-ERA WORKFORCE
GRANT FOR AUTO
INDUSTRY HELPS LOCAL
EMPLOYEES IMPROVE
SKILLS AND ABILITIES

hrough a unique partnership

between the New Hampshire Auto-

mobile Dealers Association (NHADA)

and the Community College Sys-

tem of New Hampshire’s Auto Tech
programs, local workers are headed back to the
classroom to boost their skills free of charge.
The NHADA “Workforce Training Reimburse-
ment Grant” will be tapped to send dozens of
employees to various advanced automotive
technology programs at schools like Lakes
Region Community College.

“This is a fantastic way to invest in workers locally
and make sure our industry remains attractive

NEW HAMPSHIRE

to our employees,” explains Pete McNamara, President of the New
Hampshire Automobile Dealers Association. “Our industry contin-
ues to scramble to find qualified people to fill the many positions we
have open for high-quality, good-paying jobs. This grant is a great
way to keep people from leaving for other jobs.”

Laconia’s Irwin Toyota is one of the first dealerships in New Hamp-
shire to take advantage of the workforce grant program. Irwin is
providing full tuition for one of its up and coming Toyota techni-
cians, Jeremie LaPlante, a Laconia resident and second-year stu-
dent in the Toyota Technician Education Network (Toyota T-TEN)
program at Lakes Region Community College (LRCC). LaPlante will
have his entire second year of automotive coursework paid for by
Irwin’s, which will be partially reimbursed by NHADA.

“We need to grow our own workforce, and this grant program will
provide customized training opportunities for entry-level workers,
which helps meet consumer demand by preparing our people to
handle better the rapid technological advancements occurring in the
automotive industry,” says Chris Irwin, President of Irwin Automotive
Group. “This program also opens the door to career advancement
and increased wages, and to build employee and customer loyalty.”

In recent years, several New Hampshire dealers have used this grant
program to pay for a class here and there for workers, but Irwin is the
first to take full advantage by going all-in for Jeremie LaPlante. The
Irwin family is a strong leader in the Lakes Region, and the Irwin Auto-
motive Group has been an important part of the local economy for
nearly 70 years. The Irwin Automotive Group sponsors several local
youth sports teams and many local charities, and it strongly encour-
ages employee involvement in the community.

LaPlante started the program with no formal training in automotive ser-
vice. Still, he had a strong desire to learn. His T-TEN faculty and men-
tors saw this quality and have been involved and dedicated to helping
him. In particular, managers’ and technicians’ support has helped him
turn his interest and curiosity about cars into a career. “As the youngest
member of the 2019-2021 Toyota T-TEN class, Jeremie has shown a
high level of maturity that we really appreciate. He did not come from
an automotive background but has risen to be one of the top students
in his class. Jeremie is always one of the first students to complete the
tasks assigned correctly. He sees a difficult task as an opportunity, not
a roadblock,” says LRCC T-TEN Instructor Brian Ellis.

Jeremie will leave the program in May 2021 with:
«  An AAS degree
. A long list of Toyota training credentials
. Two years of on the job experience
. A good-paying job with opportunities for continued growth

Thanks to the Irwin Automotive Group, he will also be virtually
debt-free.

“This year presents a unique challenge in awarding these scholar-
ships to students around New Hampshire. We decided to take our
good news on the road and go door to door to deliver the news,
along with a little ‘sign of success’ for their achievement,” says
Peter McNamara, NHADA President. 4

https://www.nhada.com/community/nhada-teams-up-with-
nh-community-colleges-and-dealers-to-cover-full-tuition-
for-auto-tech-employees
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Your Employee Has Tested

Positive for COVID-19...
NOW WHAT

MARTA SILAKKA, RN, BSN, CCM, COHN-S

NURSE CASE MANAGER, NHADA — WCT

1. NHADA COVID Playbook:

a0

https://bit.ly/32vzgyi I
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2. Everything You Need to Know About Screening

1 . F‘
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https://bit.ly/351QaBx

3. New Hampshire COVID-19 General Travel and
Quarantine Guidance & Employer Screening
and Exclusion Criteria:

IF;
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https./bit.ly/2ljfJtU

4. CDC Cleaning and Disinfection Tips:
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https://bit.ly/35gknBM

5. Updates to Covid-19 Guidelines and FFCRA Benefits

https/bit.ly/2JRAAXI

wish | could say this is not a question we are getting

here at NHADA-WCT but not only are we getting it;

we are getting it more frequently. The number of pos-

itive cases in New Hampshire are increasing. Experts

warned of a “second wave” and of the complicating
factor of the flu and further compounded by the cool
weather moving folks inside.

We have seen area businesses have to close temporarily
due to staff having tested positive and the media is reporting
more each day. Unfortunately, recommendations and guide-
lines are not mandatory. People are experiencing “COVID
Fatigue” and are just tired of following the recommendations
of the experts. This is a crucial time in the pandemic and we
have to remain vigilant. We have heard of businesses doing a
good job screening their employees and applaud those who
are working hard to prevent the spread.

We are here for our members during this pandemic and
are ready with the most up to date information from all
available sources from the State of New Hampshire to the
Centers for Disease Control. An amazing resource that
should be printed and kept close by is the New Hampshire
COVID-19 General Travel and Quarantine Guidance, &
Employer Screening and Exclusion Criteria (linked at left)
that was updated November 12, 2020. Per these guide-
lines you should be screening your employees every day
when they arrive at work before they are allowed to work.
These guidelines are used as a reference for this article.

One of your employees informs you they have
just tested positive for COVID-19; now what?

1. If they have come to work to tell you they tested
positive or find out while they are at work; they need
to leave the work place immediately. People who
have tested positive should have or will be contacted
by the state for contact tracing. They should also be in
contact with their primary care provider who will offer
assistance for their care.



2. Now the next question is are they symptomatic or
asymptomatic?

a. Symptomatic Persons who tested positive
They must self-isolate at home until the following
symptom-based criteria are met for discontinua-
tion of isolation:

. Atleast 10 days have passed since symp-
toms first started,
AND

. At least 24 hours have passed since last
fever (off any fever reducing medication),
AND

+  Symptoms have improved

b. Asymptomatic Persons who tested positive
They must self-isolate at home for 14 days.

We now know how the person who tested positive is
being handled; now what about everyone else at work?
Non-Household Close Contact with someone who has
been confirmed to have COVID-19 in the past 14 days.

1. If you have symptoms
Isolate and get tested. If negative — self quar-
antine for 14 days from last exposure. If positive
self-isolate and follow previous guidelines.

2. |If you are asymptomatic
Self-quarantine for 14 days from last day of
exposure and get tested. If negative you are
not exempt from the 14-day quarantine; it must

NEW HAMPSHIRE

ISOLATION APPLIES TO
PEOPLE WHO ARE SICK AND
QUARANTINE APPLIES TO
PEOPLE WHO HAVE BEEN
POTENTIALLY EXPOSED. THEY
BOTH MEAN TO STAY HOME
AND AWAY FROM OTHERS,
BUT THE TIME REQUIRED FOR
EACH DIFFERS.

3. What is the difference between symptomatic
and asymptomatic? Symptomatic refers to
having symptoms; so, the person would have
some or all of the symptoms commonly seen
with COVID-19:

a. Fever orfeeling feverish

b. Respiratory symptoms such as runny nose,
nasal congestion, sore throat, cough, or
shortness of breath

c. General body symptoms such as muscle
aches, chills and severe fatigue

d. Gastrointestinal symptoms such as nausea,

vomiting, or diarrhea
Changes in one's sense of taste or smell

be maintained. If positive self-isolate and follow
previous guidelines. &

We now know how to handle the employees; what about
the building?

1. Your business needs to be cleaned even more
thoroughly after learning an employee has
tested positive for COVID-19. The CDC has out-
lined this process here: https://bit.ly/35gknBM

COVID-19 continues to be a threat to us all; it's hitting home
now with cases on the rise and our members are experienc-
ing employees who are testing positive. Everyone needs to
interpret the guidelines and suggestions as more than a rec-
ommendation; they need to be taken seriously and adhered
to. NHADA has prepared for you a COVID Playbook to help

you follow these guidelines. https://bit.ly/32vzgyi
2. Most businesses will close or shut down for

this cleaning and / or do this after hours; but it
needs to be done for the safety of the employ-
ees and customers.

We wish everyone to be safe and well; but if an employee
does test positive, we can help you through this. Please reach
out with any questions at 800-852-3372 or email Marta at
msilakka@nhada.com. We have many resources to offer and
This can all be very confusing and interpretation is based  if everyone works together, we can keep each other safe. =
on understanding. Some questions arise in regards to
some of these frequently used terms:
1.  What is close contact?
The definition of close contact has changed as of
last week per the CDC. It is now defined as any-
one who has spent a total of 15 minutes over 24
hours and within 6 feet of an infected person will
now be considered a close contact and therefore
at risk for catching and spreading COVID-19.

Platinum Partner

NHAD Services, Inc.-

Ao NHEDA | INSURANCE 9
Insurance Division 15

ENDORSED
PARTNER

Health, dental, vision, short-term/long-term

2. What is the difference between Isolation and disability & life insurances

Quarantine?

Isolation applies to people who are sick and
quarantine applies to people who have been
potentially exposed. They both mean to stay
home and away from others, but the time
required for each differs.

With NHADA, your employees and their families have A
access to competitive, high-quality group insurance
products and services from leading carriers.

Please contact Lori Preve at 800-852-3372 or
Ipreve@nhada.com for more information.

Lori Preve
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WCT BOARD REDUCES WC RATES
THIRD YEAR IN A ROW

he NHADA Workers’

Compensation Trust board

of trustees has approved

a 5% reduction in rates for

the 2021 fund year. This is
the third year in a row that the WCT
has reduced rates by 5% — with a zero
increase in 2018 and a 4% decrease
in 2018, and a 5% decrease in 2016.
In 2021 Members will see a reduction
in rates by classification code ranging
from -4.4% to -6.9%

The Workers Compensation Trust
continues to provide its members
with the most competitive workers
compensation rates while remaining
actuarially 99% confident that the
premium collected will cover the cost
of claims submitted by members.

The rates charged by classification
code are one factor in calculating pre-
miums; therefore, not all members will
see a premium decrease. The other
factors are payroll by classification
code and the experience modifica-
tion factor. Increases or decreases in
payroll directly influence the premium.
The experience modification factor
brings the members’ own claims

PETER SHEFFER

NHADA-WCT DIRECTOR

experience into the formula for calcu-
lating a premium. An experience mod-
ification over 1.00 increases the esti-
mated premium, while an experience
modification under 1.00 decreases
the premium. All members who are
experience-rated and have a modifi-
cation factor under 1.10 receive an 18%
discount. Therefore, it is imperative
for members to keep their experience
modification factors below 1.10. The
only way to control experience mod-
ification factors is to prevent injuries
from occurring and control the costs
associated with those claims.

Here are some quick tips on con-
trolling claims costs:

. Take your time and hire the
right person for the job.

. Follow the appropriate hiring
steps outlined in the NHADA
Strategic Hiring Guidelines,
including pre-placement drug
testing, reference checks,
and completion of the Second
Injury Fund form.

- Follow through on all loss pre-
vention recommendations.

. Keep up with employee training.

Report all injuries promptly.

. Make sure all employees know
that they are participants in a
workers’ compensation man-
aged care program.

. Make sure to call the NHADA
nurse case manager immedi-
ately after an injury for a refer-
ral to the best network options.

. Provide light-duty work for

injured workers and avoid lost

time from work.

Remember that costs associated with
medical-only claims are discounted
70% when the experience modifica-
tion factor is calculated. The full total
incurred costs associated with lost-
time claims are used to calculate the
experience modification factor. There-
fore, members should do everything
possible to promptly return injured
employees to work safely after an
injury and avoid lost time from work. 4

Please contact Marianne Gourgiotis with billing
questions or Pete Sheffer with claims related ques-
tions. The claims team may be reached at
800-852-3372. The NHADA WCT nurse case man-
ager can be reached at msilakka@nhada.com.
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NHADA's Comedy Night, Big Raftle
& Silent Auction Allmost Here!

KALEENA GUZMAN

PROFESSIONAL DEVELOPMENT AND MAJOR EVENT SPECIALIST

FEATURING JUSTON McKINNEY

Save The Date: Jan. 2021

Get ready for a night full of laughs
with comedian Juston McKinney, all
while helping to support the Educa-
tion Foundation and our scholarship
program. Last year the Education
Foundation was able to give out
$100,000 in scholarships to high
school and post-secondary students.
Your support helps to ensure a strong

pipeline for the automotive workforce.

Already purchased your ticket? Thank
you! We are going digital this year,
and your ticket will be delivered to
you virtually in the near future.

Haven’t purchased your ticket yet?
Give us a call, and we will be happy
to assist you! Each $100 raffle ticket
includes an invitation for two to attend

Comedy Night. Only 1,000 tickets will
be sold for a chance to win $25,000.
The $25,000 winnings may be used
at ANY NHADA member or partner
business toward the purchase of a
car, truck, motorcycle, RV, snowmo-
bile, tractor, or for services or other
purchases. The proceeds may also be
used for tuition at one of the schools
within the Community College System
of New Hampshire (CCSNH) or the
University System of New Hampshire

(USNH) and must be used in the same
year (2021).

There will also be numerous secondary
raffle prizes in addition to a virtual silent
auction that will go live in 2021. 4

For more information on the event or to pur-
chase your raffle ticket, please reach out to
Kaleena Guzman at kguzman@nhada.com
or 603-724-0291.

https:/foundation.nhada.
com/events/comedy._night
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Winter Weather
Preparedness Guide

PAT AUSITIN

LOSS PREVENTIONREPRESENTATIVE

Is your business prepared for the winter?

The winter may conjure up comfort with imagery of falling
snow, sitting by a fire, hitting the slopes, and the holidays,
but the cold hard truth is that the business impact of winter
weather is anything but idyllic.

The economic impact of a simple snowstorm can cost your
business. In this article, we will explore how winter weather
impacts business, what businesses can do to effectively
prepare for and react to inclement weather, and employee
communication best practices for ensuring safety, produc-
tivity, and business continuity all winter long.

How winter threatens your business

Winter weather is a great threat to employee safety. The
danger begins on their way to work. In fact, each year,
nearly 1,300 people are killed in vehicle crashes due to
winter weather conditions.

The risks presented by winter weather extend beyond
driving. ‘On-ice slip and fall’ injuries and seasonal ill-
nesses affect nearly all businesses. These threats can
reduce productivity, lower staff morale, and disrupt busi-
ness workflows.

A dive into the data from our own Workers’ Compen-
sation Trust from 2015 to present exhibits exactly how
much of a threat and how costly slip and falls on ice are to
NHADA membership.

$3,829,299

Total Incurred Cost of All
‘Slip & Falls’ on Ice

523

Total Slip & Falls
on Ice

4,219

Total Claims

$7.,442
Average Cost per

Ice Slip & Fall
Claim

$3,579

Average Cost for
All Other Claims

Slip and falls on ice account for 23% of all dollars spent
in that five year period, but only 12% of the total num-
ber of claims. Slip and falls on ice are more serious

and more expensive on average than any other type of
injury that occurs.



Summary of 5 Years - Total Incurred by Cause

The indirect effects of winter weather are also a factor.
These factors include school delays and closings, post-
ponement of meetings, and disruption of normal business
operations. When employees’ attention is taken away from
the organization and shifted to the pressing needs of the
day, employee engagement and productivity take a hit.

Preparing your business for winter weather

In New Hampshire, we are all aware of the inherent risks
associated with winter weather, and we have the ability to
plan for, mitigate, and even eliminate the risks our employ-
ees and businesses encounter.

Step 1: Assess your risks

Below is a list of some of the potential winter weather haz-
ards your employees and business will face:

. Unsafe driving conditions

- Slip and fall onice injuries

«  Seasonalillnesses

«  Frostbite

. Power outages

- School delays and closures

«  Structural stress and damage to buildings

As a company, the focus should be on forming an action plan
and communicating with employees in regards to each risk.

Step 2: Who is responsible?

. Preparation is key. The time to figure out who is respon-
sible is not in the midst or after the fact. Having answers
to the questions below prior to a winter weather event
will keep your business ahead of the “storm.”

o Who needs to ensure the parking lot is safe
and drivable?

o Who will track winter weather activity and com-
municate winter weather-related information
to employees?

o Assemble a “Winter Weather Preparedness
team” involving all departments (HR, Facilities,

NEW HAMPSHIRE

Sales, Service, etc.) and clearly outline roles and
responsibilities
. As an employer, you are responsible for the health
and safety of all of your employees. It is your com-
pany’s responsibility to ensure all necessary safety
precautions are taken, even if these precautionary
measures are taken by a third party. Before the win-
ter weather hits, we recommend:
Reviewing all your contracts with vendors
Insurance providers
Property managers
Landlords

O O O ©°o

This type of preparedness will help eliminate confusion
and in-action when it matters most.

Step 3: Execution of your plan

Now that you have identified the risk factors and established
who is responsible for the execution, it is important a specific
plan for each “Winter Weather Preparedness” team member
be created to help keep everyone on the same page.

The NHADA Loss Prevention team has developed a
checklist of things you and others must do before, during,
and after each winter weather event. This type of prepared-
ness will help you identify and obtain any tools or materials
needed to keep your employees and customers safe.

In addition, the NHADA Loss Prevention staff encourages you
to train all employees on the topic of winter safety because
even the best plans fall short if everyone is not educated

and on the same page. Please contact your NHADA Loss
Prevention Representative to discuss the various options of a
customized “Slip Fall on Ice Prevention Training.”

Don’t let winter weather wreck your bottom line
Proper preparation and communication can prevent winter

weather from putting your business on ice. 4

For ideas and assistance with establishing a strong winter weather pre-
paredness plan please contact the NHADA Loss Prevention Department at
1-800-852-3372 or email Pat Austin at paustin@nhada.com

https://www.nhada.com/blog/
winter-weather-preparedness-tips

Platinum Partner
Effectv
:# I
m‘% i

Jeff McDermott

Connecting Customers to your Dealership

Effectv, formerly Comcast Spotlight, makes it easy for
local dealerships to reach car buyers with timely, relevant
messages across all devices. Connect customers to your
dealership and deliver your message across 40+ cable
networks and online sites. Reach prospective car buyers
in the right neighborhoods creating an effective and
efficient ad campaign.

To learn more please contact:

Jeff McDermott at 617-801-5319 or
jeffrey_mcdermott@cable.comcast.com,
or Mark Kroninger at 617-801-2556 or
mark_kroninger@cable.comcast.com.

Mark Kroninger
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Updates on Accessing Medical Care
for Work Injuries and Drug Testing

MARTA SILAKKA, RN, BSN, CCM, COHN-S

NURSE CASE MANAGER, NHADA — WCT

e recently shared an article on the
increasing wait time at some urgent care
locations for medical treatment and drug
testing. Well, in typical 2020 fashion,
some things have changed already. The
centers that were offering online check-in have temporar-
ily paused that service as the volume of patients contin-
ues to grow, and the service was not showing the benefit
as hoped.

Urgent care facilities are seeing a continued increase in
the number of patients they are seeing, and there is no
end in sight for this increase. COVID-19 cases in NH are on
the rise, flu shot season has arrived, and flu season is just
around the corner.

Here are some updated tips on seeking medical care and
drug testing.

Drug Testing

Plan ahead

Don't leave the drug testing until the last minute. As soon as
the employment offer has been made, encourage the new
employee to seek drug testing sooner rather than later. With
the benefit of instant results, some employers and employ-
ees |leave the test to the last minute knowing the results will
be the same day. With the risk of long wait times, encourage
the testing to be done ASAP, and then if they are still facing
a long wait time, they can reschedule at another time or call

us for other options. Please remember you may not allow a
person to work until you receive the test result.

Be open to alternate providers

Most employers use one clinic for all their drug testing. If
you are finding long wait times, give us a call and we can
offer other clinic options. Consider using a clinic that only
sees occupational medicine patients/employee health
patients. They are busy too, but not with the treatment of
“sick” patients and may have a shorter wait time.

Don’t be afraid to drive

If one clinic is busy, they may let you know that another
one of their clinics isn’t as busy; a 30-minute drive to
another clinic is better than a 2 hour wait time.

Medical Care for Work Injuries

Calling NHADA vs. Calling 911

Remember to always call us before seeking treatment for a
work-related injury UNLESS it is a life or death emergency;
then always call 911 and follow up with us after to fill us in
on all the details. Contacting the NHADA WCT team before
assisting your injured worker with medical treatment allows
us to assist with the most appropriate specialty referral
within the managed care network.

Urgent Care vs. Specialty Care
As easy and quick a drive to local urgent care can be for
medical treatment, it can also be met with long wait times
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currently. Giving s a cal before heacing outwil possioy

allow us to offer specialty care vs. urgent care. An example

is a foreign body in the eye; yes, urgent cares are always LeaderSh | p Developmeﬂt a nd

a good option, but how about starting with an eye doctor;

the wait times will be less, and they are not dealing with BUSi ness G rOWth W|th Ag | | |ty

COVID-19 patients. We can also assist with same-day

referrals to local orthopedists who offer new injury appoint- Ease an d CO nﬂd ence

ments or have times set aside for new injuries.

Now vs. Later

When an injury occurs, there is part of us that think we We Believe That You

head to the emergency room no matter what. Emergency .
rooms are always crowded places, not just during a pan- Deserve to W|n —_— BIG
demic. Also, they don’t work on a first-come first-served
basis. Many patients will take precedent over an acute/
minor work injury. In many cases treatment is actually not
necessary in the same day. A call to NHADA's WCT nurse
case manager allows a conversation to occur regarding the
nature of the injury and the current signs and symptoms.

If it’s a safe option; the offer of making an appointment for
medical treatment the next day can avoid long wait times.

Our clients work with
us because we resolve

Concern About Exposure to “Sick” People? the three greatest
We are running into many cases where an injured worker controllable barriers to
delays reporting and/or treatment over concern of . .
exposure to “sick” people at clinics. This is, of course, a scaling a mid-market
valid concern during this crazy time. If your injured worker organization:
has this concern, please call us. There are clinics in NH 1. The Leadership Gaps
that only see occupational medicine patients and are not > The Lack of
doing COVID-19 testing, putting their mind at ease and . )
encouraging treatment now versus a delay. Consistent
Organizational
As always, your NHADA — WCT team is here to assist you. Discipline
The information on COVID-19 seems to change daily, but one
thing that has not changed is being there for our members. . Thelackofa
Call or email the members of the team with any questions or Transformational
concerns. We can be reached at 800-852-3372 or our emails: Execution
Pete Sheffer — psheffer@nhada.com Methodology

Marta Silakka — msilakka@nhada.com
Deb Handrahan — dhandrahan@nhada.com
Justin Dowdy — jdowdy@nhada.com 4 RN

If these barriers exist in your organization
and you want to fix them, please contact
Bill Napolitano now to schedule your
Confidential Health Check.

https://www.nhada.com/blog/updates-
on-accessing-medical-care-for-work-
injuries-and-drug-testing

Silver Partner
Southern Auto Auction

SOUTHERN a P ro Activ eTM EEEE
Wholesale Auto Auction Lea dEI’Ship Grc'up & "

Buying and selling is easy at SAA! America’s largest

ind dent ti ith 4,000 vehicl d - e e

20 anes. Every Wednosday Since 1947, ; Bill Napolitano

SRR 774-254-0383 | bill@resultsimproved.com
F information pl tact g

Jo Deronanian at 860-539-0967 or ot www.resultsimproved.com

jderohanian@saa.com.
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Unpacking The 2020 Election:
What You Need to Know

-
_.\‘-{.
DANCBEN N B

VICE PRESIDENT OF GOVERNMENT RELATIONS

lection Day has come and gone and most all
of the dust has settled. Let’s focus on what
we know in New Hampshire, Washington D.C,,
and elsewhere.

The Secretary of State's office in New Hampshire has
officially concluded all recounts. Although the vote tallies
changed by a small number, no final results were altered.

National

Presidential

While President Trump has not yet conceded the elec-
tion and is contesting votes in a few states, he has in all
likelihood lost the election and even Governor Sununu has
congratulated president-elect Joe Biden. Inauguration day
will be Jan. 20, 2021.

U.S. Senate
Senator Shaheen easily beat Corky Messner by over 15
points and was declared winner early Tuesday evening.

U.S. House

Representative Ann Kuster was reelected over Steve
Negron by over 10 points and will once again be returning
to the House of Representatives in Washington D.C.

Representative Chris Pappas had a tighter race with Matt
Mowers but, in the end, has won his reelection bid. This is
the first time in about ten years that a sitting incumbent in
CD1has won a back-to-back election.

New Hampshire

The Corner Office

Governor Sununu beat former Senate Majority Leader Dan
Feltes by over 30 points, and it was one of the first called
races of the evening. Governor Sununu quickly thanked
the state of N.H. and called for folks on both sides to get
back to work on important issues.

A lot of flips in NH: Executive Council, Senate, House
of Representatives




THE SECRETARY OF
STATE'S OFFICE IN

NEW HAMPSHIRE HAS
OFFICIALLY CONCLUDED
ALL RECOUNTS.
ALTHOUGH THE VOTE
TALLIES CHANGED BY A
SMALL NUMBER, NO FINAL
RESULTS WERE ALTERED.

Executive Council

In the unique to New Hampshire Executive Council, the
Democrats have lost their 3-2 majority. The Republicans
now have a 4-1 majority with the race between Councilor
Pignatelli and former Councilor Wheeler finishing up a
recount this week, and Councilor Wheeler was successful
in his victory.

Senate

The Senate has flipped from a 14-10 Democrat majority to
a 14-10 Republican majority. There will be some new faces
in the Senate and some former Republican Senators who
defeated incumbents and are returning to their seats.

House

The New Hampshire House had many Representatives
whose races had recounts, with 400 seats that can be
expected. Ultimately the NH House has flipped control from a
Democratic majority to a Republican majority of 213-187.

NHADA will now pay close attention to action in Concord
as Senate and House leadership positions are solidified
as well as policy committee leadership and membership
is chosen. It also remains to be seen what the legislative
session will look like due to COVID-19 concerns. There are
space concerns, older building issues, and remote versus
in-person public hearing discussions that are ongoing.

Right to Repair: Action in Massachusetts

In this election, our neighbors to the south in Massachu-
setts have had a very public battle over a new version of
the right to repair law. This initiative is focused on elec-
tronic vehicle data to include digital and telematic infor-
mation in vehicles. The question wound up being on the
ballot and was known as ballot question one. The initiative
was led by the Massachusetts Right to Repair Coalition
and was opposed by many automobile manufacturers.
With a 93% reported rate, the right to repair question
passed by over 75% voting in favor of it.

A summary of the ballot text was: This proposed
law would require that motor vehicle owners and

NEW HAMPSHIRE

independent repair facilities be provided with expanded
access to mechanical data related to vehicle maintenance
and repair.

What it will mean:

Starting with the model year 2022, the proposed law
would require manufacturers of motor vehicles sold in Mas-
sachusetts to equip any such vehicles that use telematics
systems with a standardized open access data platform.

Owners of motor vehicles with telematics systems would
get access to mechanical data through a mobile device
application. With vehicle owner authorization, independent
repair facilities (those not affiliated with a manufacturer)
and independent dealerships would be able to retrieve
mechanical data from and send commands to the vehicle
for repair, maintenance, and diagnostic testing.

The proposed law would require the Attorney Gen-

eral to prepare a notice for prospective motor vehicle
owners and lessees explaining telematics systems and
the proposed law’s requirements concerning access to
the vehicle’s mechanical data. Under the proposed law,
Massachusetts dealers would have to provide prospec-
tive owners with, and prospective owners would have
to acknowledge receipt of, the notice before buying or
leasing a vehicle.

Failure to comply with these notice requirements would
subject motor vehicle dealers to sanctions by the applica-
ble licensing authority. Motor vehicle owners and indepen-
dent repair facilities could enforce this law through state
consumer protection laws and recover civil penalties for
greater treble damages or $10,000 per violation.

This is a Massachusetts-specific law, but as we saw in
Massachusetts’s last right to repair battle, once it passes
there — the horse is out of the barn, and the information is
on the street everywhere. 4

For questions on the election or these matters, contact me at
dbennett@nhada.com.

https.//www.nhada.com/blog/
unpacking-the-2020-election

Bronze Partner

ConyénientMD

ConvenientMD Urgent Care

Urgent Care, Workers’ Comp, &
Occupational Health

ConvenientMD is New England’s leading provider of
urgent care, occupational health services, and treatment
of work-related injuries. ConvenientMD partners with
employers by offering a comprehensive solution for cost
effective employer services.

For more information, please contact their employer
services team at employerservices@convenientmd.com
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Year-End Reporting

And Other Important Compliance Items

LAUREN CARNES

’ NHADA GOLD PARTNER O'CONNOR & DREW, P.C

[The following information was compiled for members by 2. Issue all appropriate 1099s and W2’s to recipients and
NHADA Gold Partners & tax advisors O’Connor & Drew, the Internal Revenue Service by February 1, 2021.

P.C. This information will apply generally to all dealerships, . Report on Form 1099 - NEC — Nonemployee Com-
but you are QdV/S?‘? to seek advice from your own counsel pensation Paid to Unincorporated Service Providers
for your dealership’s particular circumstances.] . Report on Form 1099 - MISC — Rents Paid to

Un-incorporated Lessors
m  NOTE: Reporting is not required for services
under $600
m  Report for attorneys — All Payments, whether or
not incorporated. Payment for legal services, but
not for the attorney’s services, report on Form
1099 - MISC; payment for attorney’s fees, report
on Form 1099-NEC.
. Report on Form 1099-INT — Imputed Interest on
Shareholder Loans
. Use Form 1099-B for Settlement Payments (all payments)

COMPLIANCE CHECKLIST FOR W-2s, 1099s,

AND CASH REPORTING:
1. Have you included the following items in each employ-
ee’s final payroll, which will be included on the Form W-27?

. Year-end Bonuses

. Use of Demonstrators (see below)

. Cost of Group-Term Life Insurance Coverage in
Excess of $50,000

. Cost of Shareholder’s Health Insurance Premiums
and Other Fringe Benefits
Aggregate Cost of Employer-Sponsored Health
Insurance Coverage to be included on W-2 (box
12, code DD) if file 250 or more W-2s . . . However,
Amount is Not Taxable

3. All customers for whom you filed a Form 8300
(“Report of Cash Payments over $10,000”) during
2020 must receive a notification on your letterhead by

- Separate employer reporting requirements for January 31, 2021.
“applicable large employers” (Forms 1094-C
and 1095-C) under the Affordable Care Act are 4.  Employer’s obligation under .9% additional
required for the 2020 tax year. Self-insured Medicare tax
employers will need to file additional Forms «  Appliesto wages and compensation (including tax-
1094-B and 1095-B to report information about able fringe benefit) in excess of the threshold amount
covered individuals. paid in a calendar year.

18
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Required withholding starts in the pay period

in which wages and compensation paid to an
employee exceeds $200,000, regardless of
filing status and wages paid to the employee by
another employer.

An employee cannot request that additional
amounts be withheld specifically for additional
Medicare tax but can increase Federal income tax
withholding with any excess income tax applied to
other taxes due (including additional Medicare tax)
upon the filing of the employee’s income tax return.

5. Employers do not have an obligation to withhold taxes
for the 3.8% Medicare Contribution tax. However,
employees may elect to increase their Federal income
tax withheld to account for these taxes to be applied
appropriately upon filing their income tax return.

REPORTING FOR DEMONSTRATORS

For the Year Ending December 31, 2020:

As of January 1, 2002, IRS Revenue Procedure 2001-
56 sets forth the requirements for a dealer to report
demonstrator vehicles provided to their employees.
Be sure that appropriate amounts are included in each
employee’s gross wages. The total 2020 inclusion
amount should be reflected in box 14 of each employ-
ee’s Form W-2.

NEW HAMPSHIRE

For the Year Ending December 31, 2021:

. For January 2021, continue to use daily inclusion
amounts calculated under the Annual Average
Look Back Method based upon your December
31, 2019 factory financial statements (the amount
used in 2020).

« Once your December 31, 2020 factory financial
statements are completed, you must recalculate your
daily inclusion amounts under the Annual Average
Look Back Method.

«  Apply the new daily inclusion amounts beginning in
the first reporting period for February 2021.

NOTE: Please see NADA Management Guide L.17, Federal
Tax Treatment of Demos (June 2002).

BUSINESS TAX UPDATE

De Minimis Safe Harbor Election: This annual election
allows for the expensing of low-cost assets up to $5,000
for entities with audited financial statements, or $2,500 for
all other entities. Items within the scope of the de minimis
safe harbor election are treated as deductible expenses
and not depreciable capital assets.

BET and BPT Tax: The New Hampshire Business Enter-
prise Tax (BET) is currently imposed at a 0.6% rate for
2020. Business Profits Tax (BPT) rate is 7.7% for 2020.

8179 Limitation: For 2020, the §179 limitation amount

is $1,040,000 for Federal ($500,000 for NH). The §179
deduction is reduced dollar for dollar for qualifying prop-
erty placed in service during the tax year that is in excess
of $2,590,000. This is an entity by entity limitation, not an
aggregate limitation.

Bonus Depreciation: For 2020, taxpayers that have floor
plan financing interest that is taken into account under sec-
tion 163(j) business interest expense limitation are disqual-
ified from taking bonus depreciation. However, see Reg
1.168(k)-2 and NADA Headlines (9/16/19) to see if you may
still qualify for bonus depreciation for federal. NH does not
conform to bonus depreciation.

Luxury Automobile Depreciation Limits: For vehicles
placed in service in 2020, with a gross vehicle weight of
under 6,000 Ibs., the maximum first-year depreciation
allowed is $10,100 without bonus depreciation and $18,100
with bonus depreciation.

Paycheck Protection Program (PPP) Loans: Presently, per
IRS Notice 2020-32, no deduction is allowed for federal
tax purposes for the payment of an expense that results in
PPP loan forgiveness. The Treasury is expected to issue
guidance soon for borrowers with expenses paid in one
year and forgiveness received in a later year. Continue

to monitor legislation for changes to this rule, as several
Congress members have voiced support for deductibility
of PPP expenses.

Continued on Page 20
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Continued from Page 19

NEW HAMPSHIRE MINIMUM WAGE

Effective 08/21/2011, no employee shall be paid at an
hourly rate lower than that set forth in the federal minimum
wage law, which is currently $7.25 per hour.

IMPORTANT PAYROLL LIMITS FOR 2020 & 2021
FICA Limit: For 2020, the maximum wages subject to FICA
tax is $137,700 ($142,800 for 2021). Medicare wages have
no limitation.

401(k) Contribution Limits: The maximum deferral under a
401(k) plan is $19,500 for 2020. Additionally, any par-
ticipant who will be age 50 or older as of December 31,
2020, may contribute an additional $6,500 for 2020 as a
“catch-up contribution.”

Mileage Reimbursement Rate: The standard business mile-
age reimbursement rate for the year beginning January 1,
2021, has not yet been released by the IRS. The rate will
likely be close to 2020s 57.50 cents per mile.

PUT LIFO ESTIMATE ON 12TH MONTH

(DECEMBER) FACTORY STATEMENT

A reasonable estimate of the change in the LIFO reserve
must be booked and appear on the 12th-month factory
financial statement. For calendar year taxpayers, this
would be the December statement. Failure to record a
LIFO adjustment on the 12th-month statement could result
in termination of the LIFO election and recapture of the
LIFO reserve into income.

COMPLIANCE WITH THE ADDRESS DISCREPANCY,

“RED FLAGS,” AND SAFEGUARDS RULES

The Federal Trade Commission (FTC) has enacted

three rules in recent years relating to protecting con-
sumers against the threat of identity theft: the Address
Discrepancy Rule, the “Red Flags” Rule, and the Safe-
guards Rule. Auto dealers are required to comply with
each of these rules due to their involvement in finance
and lease transactions. While these rules have been

in effect for several years, it is important to note that
compliance is an ongoing process as the FTC reserves
the right to audit any organization within its jurisdiction
at any time. As a result, any dealer that is not in full com-
pliance with these laws should take the necessary steps
to do so as soon as possible.

Address Discrepancy Rule: The deadline for implement-
ing the Address Discrepancy Rule was November 1, 2008.
This rule requires consumer reporting agencies to issue a
notice of address discrepancy to any user of a credit report
when the address provided to the consumer reporting
agency substantially differs from the address on the credit
report. The dealership must implement and document in
writing, policies, and procedures to reasonably conclude
that the consumer report relates to the consumer for whom
the dealership requested the report.

Red Flags Rule: The Red Flags Rule went into effect on
November 1, 2008; however, the FTC delayed enforce-
ment of the Rule until January 1, 2011. This rule is a

requirement for any organization that opens an account
with a customer in which the payments are deferred.
Dealers are required to develop, implement, and maintain
policies and procedures to prevent, detect, and respond to
identity theft. Penalties range from $2,500 to $11,000 per
violation, and that does not factor in the extensive legal
fees that could result from the threat of a lawsuit. As with
the Safeguards Rule, the Red Flags Rule requires that the
dealer document the entire compliance effort, which can
be summarized by the following steps:
1. Appoint a Compliance Officer
2. Perform a risk assessment in which you identify the
“covered accounts” and the “red flags” that could indi-
cate the potential of identity theft within those accounts
3. Develop policies and procedures that detect and
respond to the red flag

4. Document the policies and procedures in a written
Identity Theft Prevention Program

5. Employee training

6. Agreements with service providers

7. Senior management’s approval

8. Annual compliance reports

Safeguards Rule: The Safeguards Rule has been in
effect since May 23, 2003. This rule’s main objective is to
outline the policies and procedures in place to safeguard
non-public customer information. These policies and
procedures must be outlined in an Information Security
Program. If you are not in compliance, you should still do
so even though you are past the May 2003 deadline. The
Information Security Program must be in writing and must
include the following five specific components:

. Designate a compliance officer(s)

. Identify and assess foreseeable risks to customer info

. Design and implement internal controls

. Detail agreements with service providers

. Monitor and evaluate compliance

Monitor Compliance: The requirement to monitor and
evaluate compliance is an ongoing process. Itis import-
ant to regularly evaluate the policies and procedures

in place to ensure that your dealership is in full compli-
ance with the Safeguards Rule. The Written Information
Security Program should be revised when necessary.
Compliance does not end with the Written Information
Security Program.

NOTE: O’'Connor & Drew has developed a Safeguards
Rule Compliance program for auto dealers. Materi-

als are available as a self-install kit including CD and
materials written by the Association of F&l Profession-
als (AFIP), or as a full-service program, which includes
installation and compliance review by accountants from
O’Connor & Drew. For additional information on the
comprehensive plan, call Frank O’Brien at O’Connor &
Drew, (617) 471-1120.

ADDITIONAL RESOURCES AVAILABLE

For more information on any of the above topics, NHADA
members may be referred to NHADA Gold Partner
O’Connor & Drew’s Lauren Carnes at Icarnes@ocd.com
or 617-471-1120 as a member service. Past NHADA bulle-
tins and much more are posted at nhada.com. 4
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Carbon Menoxide Issues
in Member Service Departments

hen cold weather sets in, service
departments often close their garage
doors. This has an immediate impact on
the shop's air quality, which can lead to
service technician complaints centered
on inadequate shop ventilation. Vehicle exhaust is loaded
with thousands of contaminants resulting from the incom-
plete combustion of fuel. The primary culprit and largest
component of exhaust that threatens employee health is
carbon monoxide.

Carbon monoxide is a colorless, odorless, tasteless gas,
and one of the most common industrial hazards.

Mild Poisoning Symptoms Severe Poisoning Symptoms

Nausea Brain Damage
Dizziness Heart Damage
Headaches Death

Serious stuff. But also consider that even moderate

levels of CO can be responsible for employees not being
attentive at times, which makes them more likely to make
mistakes or to have accidents. As the amount of carbon
monoxide in the air increases, more severe symptoms may
develop, such as lack of coordination, weakness, and con-
fusion. Therefore, it is easy to see how poor shop ventila-
tion can translate to accidents and reduced productivity.
Sounds expensive.

How much CO in the air is acceptable?

CO is not a naturally occurring component of air. It results
from incomplete combustion of burning materials. Occupa-
tional Safety and Health Administration sets 35 parts per
million of air (ppm) as the maximum CO level for shop areas.
Office areas, including the Parts Department, would fall under
the ASHRAE indoor air quality standard, which is 10 ppm.

NHADA Loss Prevention would recommend that dealers
take action to reduce CO levels to below 20 ppm in the
shop and to as close to O ppm as possible in other areas of
the dealership.

How can shop air quality be improved?

. Properly service and maintain the shop exhaust
ventilation system to ensure optimal performance
throughout the winter months.

. Regularly inspect and replace any defective
exhaust hoses.

. Install carbon monoxide level direct-reading monitors
to identify areas where carbon monoxide is likely to
be present. Areas to consider are the service depart-
ment, customer waiting areas, and parts department.
If levels exceed the levels mentioned above, mitiga-
tion efforts should be made.

. Demand and enforce that all technicians use exhaust
hoses when vehicles are running in the shop
unless they are coming and going. NO exceptions.

Good air quality is an essential ingredient for a safe and
healthy work environment. Members must ensure that both
adequate shop ventilation and proper employee work prac-
tices maintain carbon monoxide at the lowest possible level. 4

The NHADA Loss Prevention staff is available for carbon monoxide
monitoring upon request. Contact us at 800-852-3372 or by email at
bduplessis@nhada.com

https://www.nhada.com/blog/carbon-monoxide-
issues-in-member-service-departments
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Know About 'As-Is' Sales

in New Hampshire

LISA LAVOIE

ou don’t want to get into
trouble with the Federal
Trade Commission to fail
to post or not follow the
Federal Trade Commis-
sion Buyer Guide — a most basic rule of
selling cars. These FAQs may help.

The FTC has fined dealers for failing to
post the FTC Buyer Guide — the most
basic rule of selling cars. NH is among
a handful of states that requires a sec-
ond As-Is form (RSA 382-A:2-316).

Below please find some FAQs relative to
the FTC and NH laws.

How do | post the FTC
Buyers Guide?

The FTC requires that the Buyers
Guide must be posted prominently and
conspicuously on or in a vehicle when
a car is available for sale. This means

it must be in plain view, and both

sides must be visible. You can hang
the guide from the rear-view mirror
inside the car or on a side-view mirror
outside the car. You also can place it
under a windshield wiper. The guide
also can be attached to a side window.

RELATIONSHIP MANAGER

A guide in a glove compartment, trunk,
or under the seat is not conspicuous
because it is not in plain sight.

Can I remove the FTC Buyers
Guide for a test drive?

You may remove the guide for a test
drive, but you must replace it as soon
as it is over.

Do | have to display a FTC
Buyers Guide if | am selling a
vehicle at an auction that is
open to dealers and consumers?

Yes. According to the FTC staff, before
your used vehicles are offered for sale,
sold, or made available for inspection
at an auction that is open to consum-
ers, you must prepare and display an
FTC Buyers Guide as required by the
rule. If the vehicle is sold to a con-
sumer, you must comply with the other
requirements of the rule, just as if you
had sold the vehicle from your regular
place of business. If your used vehicle
is sold at the auction to another dealer,
you need not comply with respect to
that particular vehicle.

Can | sell a vehicle As-Is and also
sell or include a service contract?

The FTC Staff Compliance Guidelines
state: When a dealer enters into a ser-
vice contract with a consumer within
90 days of selling the vehicle, federal
law prohibits the dealer from disclaim-
ing implied warranties on the systems
covered in that service contract. For
example, if you are a dealer who sells
a car As-ls, the vehicle typically will
not be covered by implied warranties
(assuming that state law permits As-Is
sales). But if you also enter into a ser-
vice contract covering the engine for
six months, you automatically provide
an implied warranty on the engine.

Furthermore, the New Hampshire
Attorney General’s office stated in its
2006 Consumer Source Book that,
“..if a dealer violates the Buyers Guide
rule, it provides strong and persuasive
evidence that the practice also consti-
tutes an unfair or deceptive practice as
defined by New Hampshire’s Con-
sumer Protection Act.” Finally, court
cases in other states have interpreted
the UCC to provide that a dealer
cannot avoid implied warranties in an



NEW HAMPSHIRE LAW DOES
ALLOW DEALERS TO SELL
VEHICLES THAT ARE UNSAFE FOR
THE ROAD TO RETAIL BUYERS.

“As-Is” sale where that dealer sells a service contract within
90 days of the sale.

Is the signature line optional on the FTC
Buyers Guide?

Yes, the signature line is optional on the FTC Buyers Guide
but not on the NH As-Is form.

Does NH require an As-Is disclosure form in
addition to the FTC Buyers Guide?

Yes.

Is the signature line mandatory on the NH
As-Is Form?

Yes. RSA 382-A:2-316 (4) To properly sell a vehicle As-Is
in New Hampshire, dealers must have the buyer sign a
statement which clearly informs the buyer, before the time
of sale, in concise and straightforward language that: (a)
The goods are being sold on an As-Is or “With All Faults”
basis; (b) The entire risk as to quality and performance

of the goods is with the buyer; and (c) If the goods prove
defective after purchase, the buyer, not the manufacturer,
distributor or retailer, shall assume the entire cost of all
necessary servicing or repair (RSA 382-A:2-316). This
statement must be on a document other than the Buyers
Guide as the FTC prohibits changes to the Buyers Guide.

What would turn your As-Is sale into an implied
warranty?

When a vehicle is sold As-Is, the dealership personnel
must be very careful to avoid any and all statements that
would imply the vehicle “is in great shape,” “gets good gas
mileage,” and “is a really good car.” The consumer could
use statements such as these in an attempt to negate the
As-Is document that he/she has signed.

Can | sell a vehicle that doesn’t pass inspection
to a retail customer?

New Hampshire law does allow dealers to sell vehicles that
are unsafe for the road to retail buyers. However, you can-
not issue a 20-day plate to an unsafe motor vehicle. There
are precise disclosure requirements for this type of sale.

These forms must be completed to complete the sale legally.

(1) The Notice of Sale of Unsafe Motor Vehicle form
(RMDV 950). The Department of Safety (DOS) requires

NEW HAMPSHIRE

the submission of a completed copy of an official DOS
unsafe motor vehicle form. RMDV 950 can be obtained
directly from the DOS.

The law also requires a written acknowledgment from the
customer of the customer’s rights under this law. You must
ask the customer if he/she wants a safety inspection. If
the customer requests a safety inspection, following the
inspection, you must notify the customer of what repairs
are necessary to bring the motor vehicle into compliance
with safety inspection laws and note the failed items on
the RDMV 950 form. You may charge the customer for the
safety inspection. If the customer declines an inspection,
make sure that they circle (do not) on the line that states, I
(do) (do not) desire a safety inspection to be conducted.”

If the vehicle does not pass the emissions test, you must
give the consumer a Notice of Sale of Vehicle that does
not pass OBD Il Emissions Testing (RMDV 950A).

(2) The As-Is form (mentioned above).

How should an unsafe vehicle be removed from your lot?
NHADA recommends that you have the customer trailer
or tow the vehicle from your business. To discourage the
practice, you should simply make towing the vehicle part

of the sale. 4

If you have a question about “As-Is” sales in New Hampshire, please call
the Association office at (800) 852-3372.

EEP YOUR EMPLO
EER L APPY WITH

Make it easy for your employees to unleash
their smile power with Delta Dental.

With over 60 years of experience in dental benefits, we
offer the tools, expertise, and exceptional overall value
that will help your employees protect their smile and
keep it healthy. Northeast Delta Dental is pleased to
support the New Hampshire Automobile Dealers
Association and provide a dental program customized
for its members. Call Lori Preve at the Association
office at 603-230-2173 or 1-800-852-3372 for more
information. NortheastDeltaDental.com

& DELTA DENTAL
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Thank You to Our
New Members of 2020!

Duncan's European Automotive, Londonderry, NH Garry's Service Center, Concord, NH
Surefire Automotive, New Boston, NH Johnson's Auto Care, Inc., Center Conway, NH
St. Laurent Collision Center Inc., Nashua, NH 603 Automotive of Portsmouth LLC, Portsmouth, NH
Flyin' Wheels, Inc., Danville, NH AutoFair Central Services, Manchester, NH
JTS Auto & Truck LLC, Plaistow, NH Key Chrysler Dodge Ram of Portsmouth,
Carroll Street Auto, Manchester, NH Portsmouth, NH
Iselltrux, Hampstead, NH Pellerin Automotive LLC, Enfield, NH
Best Auto & Truck LLC, Hooksett, NH Thistle Mobile Service LLC, Weare, NH
Extra Care Auto Repair Berlin LLC, Berlin, NH Chrysler Dodge Jeep Ram of Claremont,

Claremont, NH
Belknap Tire & Auto Repair, Laconia, NH Route 77 Motors, Inc., Weare, NH
Kirks Truck Auto & Tire Center, Plymouth, NH Key Chrysler Dodge Jeep Ram of Rochester,
] Rochester, NH
Broken Wrench Repair LLC, Goffstown, NH N o R
Kezar Automotive, LLC, Chichester, NH Samet! VoS
NH Work Trucks, Belmont, NH
DDA Professional Truck Services, Leasing &

Laconia Harley-Davidson, Meredith, NH

Duval's Towing & Garage, LLC, Goffstown, NH
Burgess Repair, LLC, Northwood, NH

Transport, Londonderry, NH Littleton Powersports, Littleton, NH
Accomplished Auto, Concord, NH ATG Lebanon LLC, Lebanon, NH
Healey Auto Repair, Rochester, NH ATG Manchester LLC, Manchester, NH

ALTAIL - FLOORPLAN  SCRVICL

RE@@RRLANLINES WP Ti@Si,000,000.00

(A Usa [Fleerplen provielss greeiiladoiliyy enel bendifs, sudnas
N
INeImeneyloutofipeckeduntilloothlday;

@DE[D USE Smart.‘Sim\ple. Easy.

IMF‘HO"{-"E EﬁSH FLOW WITH THESE OME
OF A KIND ELOORPLAN PRODUCTS:

Simpleftransparenfeelstructure 4 (:!he-:-E;boDk

Extendablelterms]upito}360/days
NGceptediatiovertsQ0JAUCtionsiNationwide
Acceptedlonallimajoronlinelauctions;

/dlien|Payoff
8- Cashy for Trade Ins

floorplansales@autouse.com

@t i
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NEW HAMPSHIRE

Upcoming Continuing Education
Webinars 2020-2021

KALEENA GUZMAN

PROFESSIONAL DEVELOPMENT AND MAJOR EVENT SPECIALIST

2020 Webinars

December: Rolling Hazardous Material Online Certification Course

2021 Webinars
(Italic = specific date pending)
January-December: Rolling Hazardous Material Online Certification Course

January: Accounting Basics

January 21: The Duh! Approach To Management and Supervision:
Dispelling Common Leadership Myths

February: Bridging Leadership
February: Cyber Security
March: Accounting Next Level
March: Conflict Resolution Through Effective Communication
March 16: NH Title & Regulations
April: Service Advisor- Dealing with difficult customer situations
May 12: NH Title & Regulations
July 7: NH Title & Regulations
September 8: NH Title & Regulations

November 10: NH Title & Regulations

https.//www.nhada.com/training#

For more information or to request a webinar topic please reach out to Kaleena Guzman at kguzman@nhada.com.
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Keys to a Successful
Second Injury Fund Claim

rior to the Americans with Disabilities Act, the
Second Injury Fund (SIF) was established to
encourage employers to hire individuals with
preexisting permanent physical or mental
impairments. The SIF is still in existence today.

The SIF offers a way to recover funds if an employee with
a preexisting qualifying condition sustains a qualifying
work-related injury. Each year, NHADA WCT identifies
potential SIF claims and prepares them for submission

to the State of New Hampshire Dept. of Labor (DOL).

If the DOL accepts a claim, NHADA WCT will recover

50% of qualifying indemnity and medical expenses over
$10,000.00. After 104 weeks, 100% of qualifying indemnity
and medical expenses are recovered.

NHADA WCT has recovered $6,288,548.00 since 1990.
Those funds have been placed directly back into the cor-
responding claims; therefore, reducing the overall expense
of that claim.

Keys to successful SIF claim:

- Employer must have written documentation of the
preexisting condition prior to the work-related injury.

o The preexisting condition does not have to be
work-related and does not have to include the
same body part as the work-related injury.

o The SIF Form can be found here: https://f.hub-
spotusercontent30.net/hubfs/4829685/SIF%20
Form%202019.pdf

m  The SIF form can only be completed at the time
of hire.

m [f an employer becomes aware of an employee
sustaining an injury or illness outside of work, a
doctor’s note or a handwritten note by either the
employee or the employer will suffice as written
knowledge. It must be descriptive, dated, and in
the employee’s medical file prior to the work-re-
lated injury.

. NHADA WCT must put the Fund on notice within 100
weeks of the work-related injury.

. Indemnity and medical expenses must exceed
$10,000.00

. The preexisting condition must be permanent and
serious enough to cause a hindrance to employment
opportunities.

. The employers written documentation of the preex-
isting condition must predate the work-related injury.

. The combination of the preexisting condition and the
work-related injury must result in a more significant
disability than the work-related injury alone.

. NHADA WCT must submit the claims to the DOL for
approval by Sept. 1.

Deb Handrahan, Member Services Coordinator, may con-
tact you if we feel you have a claim that would qualify for
SIF reimbursement. It is necessary for us to get notarized
documentation of the employer’s knowledge of the preex-
isting condition for submission. This will require a review
of the injured employee’s personnel and medical files. 4

If you have any questions regarding the SIF, please contact us at
800-852-3372 or email dhandrahan@nhada.com.



NEW HAMPSHIRE

How to Exceed Hygiene
Expectations in the ‘New Normal’

ENDORSED NHADA PLATINUM PARTNER STAPLES

any things have

changed over the

past several months,

and one major

change is people’s
expectations about hygiene and
cleanliness. Now, more than ever,
people want to know that the places
they go to are as hygienic as possi-
ble — especially the restroom.

Kimberly-Clark Professional recently
surveyed more than 500 consumers
about their biggest away-from-home
hygiene concerns as well as solutions
to address them. The study focused on
a range of environments — large office
buildings, health care facilities, hotels,
educational institutions, groceries,
high-traffic and food service establish-
ments. Among the key findings:

«  Approximately 8 in 10 consum-
ers say the condition of the
restroom reflects how much an
employer cares about guests
and/or reflects the company’s
image. This was true across
all the away-from-home
environments.

. Three-quarters said that if the
restroom isn’t clean, they don’t
believe the rest of the facility
is either.

The takeaway? To gain consumer
trust, it's essential to adopt solutions
that provide peace of mind and
demonstrate that you're doing all you
can to maintain the highest levels of
hygiene. Here are some of the survey
findings and recommendations to
address them.

Finding: What’s the most
important restroom amenity?
Touchless systems' — hands down;
95% of large office building employees
said these systems were very import-
ant to establishing confidence in the
cleanliness and hygiene of a restroom.
. Recommendation: Touchless
systems help reduce the risk

of cross-contamination, or the
transfer of germs and bacteria
from one person, object or
place to another.

Finding: Don’t blow your good
hygiene practices!

One in three consumers see jet air
dryers in public restrooms as a high
germ risk. It’s no wonder when you
consider that jet air dryers can:

. Increase germs on fingers up
to 42%2

. Have up to 1,000 times more
bacteria on their surfaces,
compared to paper towel
dispensers?

. Recommendation: The sci-
ence is clear. Paper towels are
the most hygienic option for
hand drying.

Finding: Brand recognition
boosts hygiene perceptions
84% of consumers view familiar
brands as an important signal of a
clean and hygienic environment.

. Recommendation: Get credit
for delivering quality restroom
solutions that consumers
know and trust. Studies have
shown that trusted brands
increase overall perceptions
of cleanliness and improve
tenant and visitor satisfaction.

This article is brought to you by
Kimberly-Clark Professional. The
NHADA Staples program offers easy
access to Kimberly-Clark Profes-
sional dispensers and products. Scott
Brand towel and tissue dispensers
and products are also available. Your
Staples dedicated Facility Solutions
Expert can assist you in discovering
the best solution for your business.
Contact Jeff.Friedgen@Staples.com
for assistance. 4

Survey methodology

The survey of 512 consumers, age 18 and older
in the U.S. and Canada, was conducted online
from May 28-30, 2020. The respondents were

D
7

@ @
Approximately

consumers say the
condition of the restroom

is a reflection of the

company's image.

employed or familiar with one or more of the
following away-from-home environments: large
office buildings, health care offices, acute
health care facilities, senior care facilities,
hotels, high-traffic locations, educational insti-
tutions and food service facilities. The margin of
error was plus or minus 4.3%.

'Consumers were surveyed about items in public
places that would enable a clean and hygienic
experience. They were asked about the impor-
tance of a list of “touchless” items for establish-
ing confidence in the cleanliness and hygiene of
a facility’s restrooms. The following elements, if
selected, were considered “touchless” systems:
touchless soap dispensers, touchless hand
towel dispensers, touchless hand sanitizer units,
touchless trash cans, paper disposable seat
covers, touchless faucets and automatic doors.

’Redway, K. and Fawdar, S., 2008, November.
A comparative study of three different hand
drying methods: paper towel, warm air dryer, jet
air dryer. In European Tissue Symposium (Vol. 1).

1Staples

ot

Kimberly-Clark

)FESSIOMNAL
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Corporate Holiday Gift Guide:
Holiday Gifting Made Easy!

BRENDAN JAWORSKI

SALES REPRESENTATIVE, PRODUCTS DIVISION

t's been a tough year. Show your employees that Branded Apparel

you appreciate their hard work this holiday season  We have you covered from head to toe with jackets,

with a thoughtful and useful giftt NHADA has made sweatshirts, long sleeve polos/t-shirts, and even beanie

the gift search easy with these curated favorites. hats for when the temps drop.

Rep your brand in style with these awesome
branded products and apparel that your team will love!

Branded Long Sleeve Polos
Branded Long Sleeve Polo’s keep your
team looking sharp!

[
[ 1
3

%

https://catalog.companycasuals.
com/p/9641_Black#?doScrollToGrid=true

https://www.nhada.com/blog/
corporate-holiday-gift-giving-guide

SCAN ME WITH YOUR CAMERA TO VIEW
PRODUCTS ONLINE!

Branded Winter Jackets Branded Fleece

Men’s and Women'’s jackets to bear Our favorite fleeces will keep you warm
the cold temps in style. and cozy whether you're lounging at
home or need another layer at work!

https://catalog.companycasuals.
com/p/5504_Black?text=1317

https://catalog.companycasuals.
com/p/4513_InsBlue#?doScrollToGrid=true
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Unique ltems to Represent Your Brand That Your Employees Will Love

Branded Business Casual
Want to step it up a notch from Polos?
These business casual picks work in
any setting!

https://catalog.companycasuals.
com/p/2716_BIkLtStn#?doScrollToGrid=true

Antimicrobial Pens

What’s better than a pen with your
shop’s name and website on it? A pen
that also protects your employees! Stay
safe this cold/flu season.

3k

https://bicgraphic.com/US/bic-prevaguard-clic-
stic-pencom/p/9754 _RiverBINv?text=K110LS

Custom Dress Socks
Who says socks are a bad holiday gift?
They aren't if they have your company logo!

ElalE]

https://www.sock101.com/dress-china.
htmlcom/p/9754_RiverBINv?text=K110LS

Custom Beanies
Keep your head warm in style with
these Custom Beanies.

https://catalog.companycasuals.com/Caps/
Fleece-Beanies/c/cap-fleecebeanies

Custom Fleece Blankets
Decorated or undecorated blankets are
a perfect gift to cozy up with around
the holiday!

https://catalog.companycasuals.com/
Accessories/Blankets/c/acc-blankets

Custom Ice Scrapers
Help your employees keep their cars
clean and safe this winter!

https://www.garyline.com/product-listing/
Ice-Scrapers/1/17/0

Custom Coolers

Perfect for your lunch at work, the ski
mountain, or the beach! Branded with
your logo just like this Coleman cooler!

https://jardencustom.com/product/
coleman-soft-cooler-9-can-with-liner/

Custom Mugs

160z Ceramic Coffee Mug Customized
with Your Logo. Perfect for your favorite
hot beverage!

e
https://f.hubspotusercontent30.net/
hubfs/4829685/Peterbiltmugs.pdf

Custom Pet Products
Give your employees' furry friends
something to bark about!

https://www.garyline.com/product-listing/
Pet-Product/9/181/0

Don’t like our taste? Ask us about customizing any style!
Customizable items are a great way to promote your
business. Learn more about subliminal advertising and
how you can easily implement it here: "https://knowledge.
nhada.com/en/how-consistent-is-your-brand"

SCAN ME TO ORDER HOLIDAY GIFTS!
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Bronze Partner Bronze Partner

. . — . . .
Drive Auto DRIiVEe Huntington National Bank (@) Huntington
Connecting Dealers with Shoppers ! 'ILL_JT Retail Auto Financing &

Drive Auto efficiently connects car dealers with car shoppers, Commercial / Floorplan Lending.

accelerates sales and maximizes the lifetime value of buyers

N X i Huntington National Bank has local staff to support all dealers
through effective data and marketing analysis.

needs including indirect auto financing, floorplan lending, and
commercial banking needs.

driveauto.com
Huntington.com
For more information, please contact
Ethan Kane at 207-776-1362 or etkane@sbgtv.com. For more information, please contact John Marchand at
781-326-0823 or john.marchand@huntington.com.

Bronze Partner Bronze Partner

JM&A Group m .!MEﬁ Sullivan Tire®/Lift Works Corp. ﬁ
SGROUP

—
WORKS

Dealer Commercial Servicer Automotive Equipment and Tires

: ) ) SUI.I.IVAN?'I’IRE
JM&A Group, a leader in the F&l industry for over 40 years, Supporting Auto Dealers and Independent Shops WHOLESALE /¢ DIVISiON
serves more than 3,800 automotive dealerships nationwide. with Automotive Equipment and Tires. Sales, Installation
It provides products and services such as F&l training and and Service Provider of Rotary Lifts, Lincoln Lubrication and
consulting, vehicle protection plans, used vehicle certification Euro-Vent Exhaust Extraction Systems.

programs, pre-paid maintenance plans and GAP programs.
Proud distributor of Hunter Wheel Service Equipment.
jmagroup.com
Proud Associate Member of the American Lift Institute,
For more information, please contact Jose Ruiz at Providing ALI Certified Lift Inspections.

617-259-0527 or jose.ruiz@jmagroup.com.

New Members

Duval’s Towing & Garage, LLC Nault Enterprises LLC ATG Lebanon LLC
237 Mast Road dba Littleton Powersports 165 Heater Road
Goffstown, NH 03045 515 Union Street Lebanon, NH 03766
Phone: (603) 497-88683 Littleton, NH 03561 Phone: (603) 443-9955
Owners: Donald Duval & Phone: (603) 669-7220 Owner: John Ritucci
Tiffany Duval-Piche Owner: Richard Nault

Burgess Repair, LLC ATG Manchester LLC

783 First NH Turnpike 222 Frontage Road

Northwood, NH 03261 Manchester, NH 03103

Phone: (603) 942-8430 Phone: (603) 421-9000

Owners: Paul & Stacey Burgess Owner: John Ritucci

Advertiser Index

National Powersports ..., IFC  AULO USE e 24
Auto Auction of New England ..., 1 ProActive™ Leadership Group ..., 15
IHEAIM MEIA oo 5 Lavazza Professional North America, LLC ......... 31
Northeast Delta Dental ..., 23 Southern Auto AUCHION .o OBC
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REFUEL AND HAVE A

S

Let the new FLAVIA®

CREATION 600 & CHILL
add a little more “atiht’
to the experience at

rE your dealership.
m A CONNECTED BEVERAGE SYSTEM
DESIGNED WITH HYGIENE IN MIND.
HOT & COLD DRINKS

» Kastus® tempered glass antimicrobial
surface protector can be applied
to the screen and brewer door for
always-on surface protection. Kastus'
24/7 antimicrobial efficacy has been
proven by independent labs using
ISO global standards.?

Unmatched selection of hot/cold drinks all
available in one system.?

CALL 877-273-5812 AND SELECT .

OPTION "4" OR VISIT LAVAZZAPRO.COM *With our new FLAVIA Tap N* Brew
App you never have to touch

TO SCHEDULE A FREE DEMO TODAY. .

© 2020 Lavazza Professional North America, LLC and its affiliates
1Kastus registration with the US EPA is currently pending. ®
2Cold drinks available with the addition of FLAVIA CHILL. FLAVI

Starbucks and the Starbucks logo are registered trademarks of Starbucks Corporation
Kastus® is a registered trademark of Kastus Technologies DAC, registered in the U.S
and other countries




Thank You, 2020 NHADA Partners!

These partners have answered the call and supported NHADA programs and events. Please consider
your partners first when you need professional services for your business. To become a 2021 NHADA
partner, please call Lisa Lavoie at 800-852-3372 or email llavoie@nhada.com. Companies endorsed
by the NHADA are listed first within each association partner level. Learn more at nhada.com/APP.

DIAMOND

American Financial & Automotive Services, Inc. — ENDORSED
Cox Automotive Inc.

PLATINUM

NHAD Services, Inc. - Insurance Division — ENDORSED Effectv
NHAD Services, Inc- Products Division — ENDORSED Gordon-Darby NHOST Services, Inc.
NHADA Workers’ Compensation Trust — ENDORSED TRUECar
STAPLES — ENDORSED WMUR-TV/WMUR.com New Hampshire
Harvard Pilgrim Health Care — ENDORSED O’Connor & Drew, P.C.
Bank of America Merrill Lynch Service Credit Union
Northeast Delta Dental — ENDORSED Southern Auto Auction
ACV Auctions St. Mary’s Bank
Albin, Randall & Bennett Tyler, Simms & St. Sauveur, CPAs, P.C.
Ally Wipfli
Devine Millimet
Cross Insurance — ENDORSED - bonds only Holmes Law Offices PLLC
Aftermarket Specialists Horsch/Lappen’s Garage Equipment
America’s Auto Auction Boston Huntington National Bank
Auto Auction of New England iHeart Media
Auto Use Jewett Construction
Auto/Mate by DealerSocket JM&A Group
BacklotCars KeyBank
Bellwether Community Credit Union Mike’s Equipment Repair
Bernstein Shur P.A. Nancy Phillips Associates, Inc.

CheckmateHCM
Clean Harbors Environmental Services
ConvenientMD Urgent Care

Cook, Little, Rosenblatt & Manson, p.l.l.c.

Drive Auto
EasyCare New England
Enterprise Rent-A-Car
ExpressMED/BOAC and Apple Therapy

F & | Resources a Brown & Brown Company

GW Marketing Services

NorthEast Dealer Services
ProActive™ Leadership Group
Resources Management Group
Rockland Trust Company
Sanel NAPA
Santander Bank
Sullivan Tire®/Lift Works Corp.
TD Bank/TD Auto Finance
TR2 Corp./LSI Industries
ZURICH

(2020 partners at the time of the printing deadline)
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NEW HAMPSHIRE

By the Numbers

Safety/OBD 11
[ ] (] [ ]
Inspection Statistics
2020 Unemployment P
Rates bvArea SAPETY Percent | YTD [Percent
y Inspection Sept. '20 .
of Total 20 of Total
Results
TOTAL 134,533 100.0% 1,206,615 | 100.0%
PASS 111,465 82.9% 1,001,479 | 83.0%
August | Sept.
CORRECTED 13,859 10.3% 122,700 [10.2%
United States 8.4% 7.9% 6.9% REJECTED 6,461 4.8% 55,929 | 4.6% -
UNTESTED 2,748 2.0% 26,507 |2.2% i
New England 9.5% 8.4% 6.4% i
OBD
Connecticut 8.1% 7.7% 6.1% Inspection Percent Percent
] R R R Results (20 Sept. '20 of Total YTD '20 of Total
Maine 7.0% 6.1% 5.4% yrs. old or
Massachusetts | 11.4% 9.8% 7.4% newer)
New Hampshire | 6.6% 5.8% 4.2% LIt 924 [ 1,046,305 1007
lo) (o)
Rhode Island 12.9% | 10.5% 7.0% PASS 104,266 89.2% 927,250 |886%
REJECTED 7.891 6.7% 78,766 | 7.5%
Vermont 4.8% 4.3% 3.2% UNTESTED 4,787 41% 40,289 |[3.9%

f

Title Statistics Report Noveinber 2020

New Hampshire Department of Safety, Division of Motor Vehicles

H O,
Current 12 | Prior 12 % of Nov.'20 | Nov."9 | 20 YTD
months months | change

TITLES ISSUED FOR
NEW AND DEMO 119,164 130,081 |-916 9,642 10222 | 108,892 |[109763
VEHICLES

LTJ';'E'E I\?ELJIEC?_ESR 243,578 272917 |-4205 | 20865 | 20857 | 232028 |230482
TOTAL TITLES ISSUED | 362,742 402,998 |-11.10 30307 | 31079 | 340,920 |340,245
TITLES ISSUED WITH A LIEN 12,068 | 1411 154009 | 151,870 "
TITLES ISSUED WITH NO LIEN 18239 | 16968 | 186911  |188:375
SALVAGE TITLES ISSUED 985 644 12483 | 14,338
SALVAGE TAGS 161 171 2,040 1,859
HEAVY TRUCKS MORE THAN 19 YEARS 22 35 1,591 386
HEAVY TRUCKS 19 YEARS AND LESS 121 129 1,591 1465
TITLES ISSUED FOR TRAILERS 1,417 1150 15470 | 14197
TITLES ISSUED FOR MOTORCYCLES 1,087 842 16,895 | 14973
TITLES ISSUED FOR MOTOR HOMES 103 108 1,096 9614

J
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