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Greetings Members and Supporters,

Well, we are halfway through 2021, and the future looks bright for Ford and Lincoln dealers and minority dealers in 
particular. As we start adjusting to the new normal, we appreciate the dealers that are sharing information with the 
Association. As you know part of our Mission is participation. This is the time we need participation from all our members. 
Our Ford Dealer Council representative along with our Ford MDA members on Ford Dealer Council provides input to the 
committee and keep our members informed as well.

We also want to welcome all the new dealers and current dealers that purchased dealerships in 2021. During the first half 
of 2021, one can see Ford Motor Company’s commitment to having a diverse dealer body. Further, it appears that Ford 
will hit its goal of 92 net dealers within 5 years. For those dealers that joined our organization for the first time, we know 
that your participation and support will make our dealership association second to none. 

We also wish the dealers that decided to sell their dealership and move into another chapter of their lives the absolute 
best. For those dealers that were able to keep their dealership in the family, we will do all we can to continue supporting 
and sharing with the new dealer principal. We will also reach out to you for suggestions and recommendation as well. 
Maintaining minority dealers in the Ford and Lincoln portfolio by selling to minority dealers is a strategy that we will 
continue to support as an organization. 

We are excited about having our membership/conference meeting in Las Vegas, Nevada on Wednesday October 6th 
through Friday October 8th. We appreciate your patience with the changes that we had to make for the conference. New 
and updated details for the conference will be sent out soon. This will be our first face to face meeting since 2019. I look 
forward to seeing you all in person at our conference. 

Your Board members continue to serve on various committees interfacing with Ford, Ford Motor Credit Company, and 
Ford Sr. Management. We encourage you to reach out to our board members and staff. The input and feedback that you 
provide with us to share with Ford, Lincoln, and Ford Motor Credit Company is invaluable. Your participation is the key 
to our success. So, please continue to reach out to us and share anything that you feel we should know. If it is on your 
mind, we want to hear about it.  

It is also part of our strategy as an association, that we will constantly be on the lookout for opportunities to share with 
our members. As a matter of fact, we are starting to see opportunities that are pouring into the Ford MDA office. And for 
any reason, if you are contemplating selling your dealership, please let us know. The information you provide us with is 
treated with strict confidence. Thank you for your continued support of our association. Please continue staying safe, as 
we look forward to finishing 2021 strong.

Sincerely,

Ray (JR) Fregia Jr.
Chairman

Chairman
Message from the



Ford Minority Dealers Quarterly News  –  3

Connect with us

Chairman
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Dear Members and Supporters,

As we stated in our last newsletter, for all our members and supporters that lost a family member or friend, we want to give 
you our most serious condolences. There is no way we can feel the pain that you do, but we will continue to be there for you 
as you prepare for the future. 

President John F. Kennedy was the 35th president of the United States. He once said, “Ask not what your country can do for 
you – ask what you can do for your country.” This was a challenge to every American at that time to come together as one 
and to contribute to the greater good no matter how small or insignificant one might have thought their contribution is for 
others. Participation is the cornerstone of our organization. The COVID-19 pandemic is an obstacle that stifles participation. 
However, as an association we were able to keep the flow of communication open. We want to thank all of you that kept com-
municating with the Ford MDA office. Letting us know what was going on in your region and how we could assist a dealer if 
needed. 

It makes our job more effective when we can reach out to a new dealer and let him know that a Ford MDA member is not 
too far away from his dealership. That friendly voice of wisdom, that feeling of belonging, and knowing someone is available 
for you goes a long way as we gain new members to our association. As the retail auto industry move from one challenge 
to another, I believe that we are posed to handle any situation as we continue to support and work as an association. Some 
of the changes cause by COVID-19 are here to stay. The dealership model will adjust so that we can compete in the future. 

The U.S. economy is starting to bounce back as we move through the second year of the pandemic. According to Kiplinger, 
a resource for Executives and investors, The Gross Domestic Product (GDP) will be 6.2% for 2021. Up from -3.5% in 2020. 
The interest rate for 10-year T notes is predicted to be 2% by 2021-year end. Mortgage rates are to rise 3.5% by year end. 
The unemployment rate will taper off at 5% for 2021. This is down from 6.7% for 20-year end. The U.S has 45% of the popu-
lation vaccinated for COVID-19 by the end of May 2021. With a goal of having 75% of the population vaccinated by the end 
of July 2021. 

The Fed sees all this and is not worried. The Fed Chair Jerome Powell at his hearing on Capitol Hill stated that inflation is 
not getting out of hand and the revving up the economy is more important right now, anyway. Therefore, our dealers need 
to be poised for the improving economy and retail automobile business. As an association we will do our part to support our 
members. Further, our goal is to give you the support in helping you succeed as we work our way through the pandemic. The 
marketplace may be changed forever. We want to take advantage of the new marketplace so that we can assist our members 
with increasing market share, sales, service, and profit.

By now you should have received our save the date for our membership meeting. Our Ford MDA membership meeting will 
be held at the Aria hotel in Las Vegas, NV but the date is changed. Our new date is October 6th – 8th. We are navigating our 
planning process with as much certainty as we can. We will continue to communicate to you on the progress of our meeting.

In 2021, it is our goal to continue improving on the tools and resources for you to be profitable. We pray that you and your 
family are staying safe during these challenging times. 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

When you have exhausted all options to place 
your customers in a new vehicle today – 

“We’ve Got You Covered”!

Here’s how Ford Credit is helping you retain your valuable lease customers:

Whether customers prefer to wait for more selection, or place a retail order, Ford 
Credit will allow lease customers to extend six months, regardless of previous 
extensions on the account.

Plus, as peace of mind to customers and service business for your dealership, 
customers extending will receive a LeaseCare limited warranty and 
complimentary maintenance plan!

When the new vehicle is ready, customers in good standing can terminate at any 
time during the extended period.

Additional Details:
• “We’ve got you covered” runs June 2nd – September 30th
• The new term date will update in the Renewal Management Tool (RMT)
• FAQs can be found in Dealer Bulletin #65788
• Personal and Commercial use Qualify

Built To Treat Our Customers Like Family
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Intelligence (FBMI) > Dealer Profile Report  

Customer View Point Report 
FMCDealer > Customer Satisfaction > Global Customer Viewpoint 
(CVP) 
 

y 
And Develop a Plan. 

 
 
 
 

 
 

 
 

 

 
 
 
 

Know Where 
You Stand… 



Ford Minority Dealers Quarterly News  –  7

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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https://fraud-awareness-ford-mda-july-20th.eventfarm.com/app/pages/9dad145b-6b65-4da4-88e2-4a0a04b590e6
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https://fraud-awareness-ford-mda-august-11th.eventfarm.com/app/pages/2ff92860-4272-4eae-9033-6698135f8c81
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Please mark your calendars as we are 
excited to invite you to the 

Ford MDA Annual 
Membership Meeting 

Wednesday – Friday, October 6-8, 2021 at 
the beautiful Aria Resort & Casino Hotel.

Because of the unprecedented events 
of the last year and recent COVID-19 
restrictions lifted, we’re happy to invite 
you to join us as we host a live meeting 
in Las Vegas! For those unable to attend 
in person, but are still interested, we will 
provide a free downloadable app to allow 

you to participate.

Registration details are forthcoming where 
you will be able to find more information 

on the Agenda, FAQ’s, Speakers, 
Registration and Hotel Reservations. 

We hope to see all your faces in person 
and please note that we will be taking all 
the necessary precautions to protect you 

and your guests.  

SAVE THE DATE
October 6-8, 2021
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American Guardian
Announces Top Trainer Bob Harkins 

Will Serve as the 2021 Event’s 
Master of Ceremonies in Las Vegas



Organizers of the annual Agent Summit Show 
announced that Bob Harkins, Vice President of 
Training for the American Guardian Group of 
Companies, will return to the Agent Summit stage 
as the event’s Master of Ceremonies. The 2021 
event is scheduled for August 29 – September 1, 
at the Bellagio Las Vegas.

Harkins is a respected trainer in the F&I space, 
and his wealth of experience makes him the 
ideal candidate to collaborate with presenters 
and offer his knowledge to attendees. He has 
worked with NADA’s Dealer Candidate Academy, 
manufacturers’ dealer development programs, 
and state dealer associations. Currently, Harkins 
designs and presents finance and insurance, 
compliance, and ethics seminars and workshops 
for dealerships, dealer groups, administrators, 
and general agents.

“After taking a year off, we will have much ground 
to cover in 2021,” said Harkins. 
“Agent Summit has solidified its place in the 
industry as an event to be reckoned with, and 
from what I’ve seen so far, we are returning 
better than ever and ready to serve our agent 
partners!”

As in previous years, Agent Summit will include 
featured sessions and executive panels – 
touching on all aspects of agency operations, 
including F&I training and development, dealer 
recruiting, agency building, reinsurance, and 
more – as well as networking opportunities, 
receptions, the annual Reinsurance Symposium, 
and a special presentation from Automotive 
Compliance Education, all included as part of 
your full show pass.

Agent Summit 2021 will be held Aug. 29 
– Sept. 1, at the Bellagio Las Vegas and 
registration is now open! More information 
about the 2021 event will be made available 
in the coming weeks. To inquire about 
sponsorship and exhibition opportunities, 
contact David Gesualdo via email or call 
727-947-4027.

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.
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https://agws.com/
https://agws.com/fi-training/agwsu/
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2021 FORD MDA  
DEALER LEADERSHIP  
VIRTUAL TRAINING SERIES

© 2021 CDK Global, LLC / CDK Global is a registered trademark of CDK Global, LLC. 21-4680

Driving Change 
The automotive industry is constantly changing — and so 
are our customers’ expectations. When dealerships want 
to integrate new processes to increase revenue, they 
need to have strong leaders that can drive change. In this 
first course of the leadership series, we’ll show you how 
to lead and use tools of influence to propel your team to 
adopt change and implement your best ideas.

In this course, we will focus on:

  •  Understanding the four reactions to change
  •  How to recognize the influencers in your organization 
  •  A new strategy to drive quicker adoption of changes

Future sessions will cover these topics and more:
  •  The importance of creating an environment for change
  •  The formula for successful change
  •  The six forms of influence
  •  The difference between leading and managing

cdkglobal.com

April 20, 2021 
2:00 p.m. – 2:45 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)

Presented by: Hosted by:

Jon Purdy
Senior Director, 
Learning & Performance

CDK Global

Guest Speaker

REGISTER NOW

FOR ALL FORD MINORITY DEALERS.

REGISTER NOW

CDK GLOBAL MINORITY 
DEALER AND WOMEN 

RETAIL SEGMENT
CELEBRATES RETIREMENT 

OF SALES EXECUTIVE 
STEPHON JONES

CDK Global, a leading retail automotive technology company, celebrates the retirement of Stephon W. 
Jones, sales executive, OEM and Partner Relationships for the company’s Minority Dealer and Women 
Retail business segment—an essential component of CDK’s commitment to inclusion and diversity and 
dedication to making a difference in the society.

In his latest role at CDK, Jones contributed to creating opportunities for minority and women-owned 
dealers through strategic relationships with OEMs and industry partners. His role also helped grow the 
company’s impact as a strategic partner to dealers and assist them with meeting the ever-changing 
needs of their businesses, customers and communities.

“Over the years, Stephon has been an amazing asset to CDK and has continued to strengthen our 
relationships and support of the minority and women dealer community,” said Kathy Gilbert, senior 
director, Minority Dealer and Women Retail, CDK Global. “He will be missed, but we wish him well in his 
retirement.”

Jones joined CDK in 2016 as a performance improvement consultant and held various roles within sales 
since that time. He also held roles at ADP dating back to 2006 prior to the spinoff of CDK in 2014.
In total, Jones celebrates a career of more the 40 years in the automotive industry, starting in 1978 at 
his father’s Dodge dealership in Indianapolis.

Throughout his career, Jones has also acted as a workshop facilitator and keynote speaker with minority 
dealer associations, including: National Association of Automobile Dealers (NAMAD); General Motors 
Minority Dealer Association (GMMDA); Chrysler Minority Dealer Association (CMDA); Ford Minority 
Dealer Association (Ford MDA); and Toyota Lexus Minority Owner Dealers Association (TLMODA).

Outside of the automotive industry, Jones is a former officer in the U.S. States Army Corps of Engineers 
and currently serves as the Board Vice-President at the Black Alumni Constituent Society and an Alumni 
Council Member-At-Large at his alma mater Ball State University.
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The Long and Short of 
Succession Planning

Article provided by:  FMD - CPA’s & Strategic Advisors
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Source: https://www.fmdcpas.com/blog-2/2021/6/3/the-long-and-short-of-succession-planning

For many business owners, putting together a succession plan may seem like an overwhelming task. 
It might even seem unnecessary for those who are relatively young and have no intention of giving up 
ownership anytime soon.

But if the past year or so have taught us anything, it’s that anything can happen. Owners who’ve built up 
considerable “sweat equity” in their companies shouldn’t risk liquidation or seeing the business end up in 
someone else’s hands only because there’s no succession plan in place.
Variations on a theme

To help you get your arms around the concept of succession planning, you can look at it from three 
different perspectives:

1. The Long View 
 

If you have many years to work with, use this gift of time to identify one or more talented individuals who 
share your values and have the aptitude to successfully run the company. This is especially important for 
keeping a family-owned business in the family.
As soon as you’ve identified a successor, and he or she is ready, you can begin mentoring the incoming 
leader to competently run the company and preserve your legacy. Meanwhile, you can carefully identify 
how to best fund your retirement and structure your estate plan.

2. An Imminent Horizon
 

Many business owners wake up one day and realize that they’re almost ready to retire, or move on to 
another professional endeavor, but they’ve spent little or no time putting together a succession plan. 
In such a case, you may still be able to choose and train a successor. However, you’ll likely also want 
to explore alternatives such as selling the company to a competitor or other buyer. Sometimes even 
liquidation is the optimal move financially.

In any case, the objective here is less about maintaining the strategic direction of the company and more 
about ensuring you receive an equitable payout for your ownership share. If you’re a co-owner, a buy-sell 
agreement is highly advisable. It’s also critical to set a firm departure date and work with a qualified team 
of advisors.

3. A Sudden Emergency 
 

The COVID-19 pandemic has brought renewed attention to emergency succession planning. True to 
its name, this approach emphasizes enabling the business to maintain operations immediately after an 
unforeseen event causes the owner’s death or disability.

If your company doesn’t yet have an emergency succession plan, you should probably create one 
before you move on to a longer-term plan. Name someone who can take on a credible leadership role if 
you become seriously ill or injured. Formulate a plan for communicating and delegating duties during a 
crisis. Make sure everyone knows about the emergency succession plan and how it will affect day-to-day 
operations, if executed.

Create the Future
 

As with any important task, the more time you give yourself to create a succession plan, the fewer 
mistakes or oversights you’re likely to make. Our firm can help you create or refine a plan that suits your 
financial needs, personal wishes and vision for the future of your company.
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“Merchant Lynx Services believes that 
Diversity & Inclusion must be more than a punchline. 

It is our way of shaping the market.”
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Our multiculturism fusion is the pivotal factor to our continued success in serving both small 
businesses and large national brands. The growth and success we have established and maintained 
throughout the past 26 years have made us excited about our future as one of the nation’s leading 
Payment Service’s provider. Now in our 7th year of membership in the FMDA, Merchant Lynx is 
proud to be aligned with an organization with shared principles & values.

CHARGEBACK SUPPORT
We HATE it when a client gets a chargeback, which is why we have prioritized concierge support. Let 
our team HELP you eliminate or minimize this problem with training, alerts and assistance in reducing 
chargebacks. 

Customer Service
MERCHANT LYNX VALUES EACH CLIENT AND PRIORITIZES CONCIERGE CUSTOMER CARE! 
TECHNOLOGY is integral! We invested in a noteworthy terminal to create a “Help Me” button. When 
pressed, an alert is sent to our Florida based customer service center and call the merchant in under 2 
minutes! Our terminals come ready to accept mobile payments such as apple pay, google pay and offers 
contactless payments.  Minimize your liability accepting checks.  Our wireless terminals allow you to bring 
the terminal to your customer.  Our virtual terminal (accessible from any computer) is an easy way to 
compliantly save credit card numbers to bill customers again or put them on a payment plan. 

During a time of uncertainty and unpredictability let our extended family at MLS be your loyal devoted 
constant. We continue providing our merchants with the highest level of support and guidance towards 
payment processing solutions. MERCHANT LYNX wishes you your most PROFITABLE year ever in 2021!  
We will continue to be open, communicative, transparent & merchant focused.

We are thrilled to highlight and share what our dedicated, talented and driven 
representatives have to offer the FMDA Merchant Program

Gregg Lakes
Key Account Executive

Gregg@merchantlynx.com
Cell 772-982-9512

FMDA we VALUE you and your business. LET’S TALK SOON! 

Jay Cantor
Vice President of Sales
jay@merchantltnx.com

Cell 443-822-883

Compliant Cash Discount
Let us help you achieve GREATER PROFITS with 
the Cash Discount Program. STOP paying credit 

card fees and allow us to help you save thousands 
of dollars a year in fees! Our program is certified 

compliant by the card brands.

Level 3 Processing 
Our proprietary software lowers the (IC) Interchange 

rate of the credit card you are processing to the 
lowest possible rates.
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Whether you answered yes or no to the question above, understand that the problem is out there, 
and it is not a question of whether it will happen, but when.

Our solution, ID DRIVE™, allows you to scan & authenticate every driver license quickly and easily at 
any point in your sales process. Most scanning technology in the market today simply pulls consumer 
information off IDs to generate new leads that push to a dealer’s

CRM – that is easy! However, our scanning solution uses the same technology that powers the 
Department of Homeland Security and simultaneously authenticates any document issued in North 
America, including Canada, Mexico, all 50 United States and US territories.

We are so confident that our ID DRIVE™ scanner will catch ID fraud that we even offer a performance 
guarantee! If we “PASS” an ID that turns out to be fraudulent and a vehicle is ultimately stolen off 
your lot, eLEND Solutions will reimburse your dealership the price of the vehicle.

If that is not enough, take ID DRIVE™ one step further and instantly pre-qualify your customers with 
a soft credit pull prior to the test drive! With consumer consent, you will see a 100% accurate soft 
credit report that will allow you to determine if the customer even qualifies for the vehicle they are 
about to drive, or you can upsell them if they have great buying power.

If you are interested in learning how you can protect yourself, your salespeople and dealership from 
ID fraud, please call or Email us for more information and a quick demonstration.

Testimonials:
High-Profile Dealer Group – In an initial 6 store pilot with a top Auto Dealer Group, ID DRIVE 
stopped 21 fraudsters from buying vehicles with fake ID’s, of which 11 of them were arrested at the 
dealerships. The Dealer Group now has about 80 installations.

Bayway Auto Group TX – We had 4 arrests in our group last month, 2 were Fake Paper Temp 
licenses but 2 were real looking Texas DL’s that were fraud. I wish I would have thought of this. – 
Chuck Bell, Corporate Finance Director, Bayway Auto Group 713.898.66140

Has Your Dealership Ever 
Experienced a Stolen 

Vehicle due to Fraudulent 
Identification? 

Schedule a demo. Call  DON ZALE  |  248.701.3835  |  Don.Zale@eLendSolutions.com
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The Chrysler Minority Dealers Association (CMDA) was 
established in 1986 to give voice to current minority dealers —
and to aid those aspiring to become dealers. 

Supporting diversity also is a passion at Bank of America. The 
Bank’s longstanding belief is that diversity and inclusion is not 
just the right thing to do, but also a smart investment. Part of 
the Bank’s commitment includes supporting and partnering with 
entities that foster diversity, like CMDA. 

This report is a joint project of our two organizations, reflecting our 
shared goal: bringing more awareness to the importance of minority 
management and ownership within the dealership industry.

Associations like CMDA are the lifeblood of the minority dealer 
body. They offer valuable networking opportunities, helping 
dealers or would-be dealers develop the relationships needed 
to acquire and sustain franchises. They provide educational 
experiences to assist business owners in developing and 
honing their professional acumen. Lastly and most importantly, 
CMDA and other minority dealer associations advocate for 
opportunities — with the various OEMs, as well as with capital 
resource partners and legislative groups at all levels. 

With the demographics of our country changing rapidly, there never 
has been a more important time to talk about the role of minority 
ownership in the industry. It’s imperative that dealer networks 
reflect those changing demographics in order to optimize sales 
and business opportunities within those communities.

This report is designed to continue the discussion, and to 
celebrate the stories and the strength of the current minority 
dealers in our industry.
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Today’s minority 
retail auto market
Ken Thomas grew up in Detroit and started his career as 
an auto mechanic; his first job was at the dealership he 
now owns. 

Trained as an optician in his native Argentina, Gus 
Rodriguez immigrated to the U.S. and took a job selling 
cars in Texas after positions in the optical field dried up. 

Shannon Inukai-Cuffee is a second-generation dealer; her 
father was born in a Japanese-American internment camp 
in California.

Jay Rivchin came to Miami and the industry straight from 
South Korea—while Jay Gill moved into the business after 
a career in Silicon Valley.

These five entrepreneurs represent the broad diversity of 
the minority dealer body in the U.S. auto retailing industry.

Although in the 1970s auto manufacturers implemented 
programs to increase the number of minority dealers in 
the country — at that time, largely in African-American 
communities — those efforts have dwindled. The industry 
increasingly has welcomed different ethnicities, especially 
dealers of LatinX and Asian descent, but the number of 
minority-owned stores overall has decreased dramatically 
since its peak in 2005. Today, of the approximately 
18,000 dealerships in the U.S., only about 1,100, or 6%, 
are minority-owned, reports the National Association of 
Minority Automobile Dealers.

But many current dealers and industry executives say there 
has never been a more important time to embrace diversity 
at dealerships.

According to the U.S. Census Bureau’s latest data, four in 10 
Americans identify their ethnic background as something 
other than white — and the numbers are even more dramatic 
among younger people. The Census Bureau says just under 
half of those 16 years and younger identify themselves as 
white. Trends show the U.S. is headed toward a future as a 
majority-minority country by mid-century.

“ I’m a big believer in putting 

the right ethnicity in the 

right market. There are 

plenty of people who 

connect with me and buy 

from me because I’m Indian. 

I think the manufacturers 

are realizing that also.”

 
Jay Gill
President
Gill Automotive Group
Fresno, California

U.S. auto dealers

Source: National Association of Minority Automobile Dealers.

1,100 Minority-owned

18,000 Total
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“This country is a melting pot; 30% of our consumer base 
are minorities. Yet less than 10% of our dealer body is 
minority,” says Jay Gill, a dealer of Indian descent and 
president of Gill Automotive Group in Fresno, Calif. “That 
equilibrium needs to be adjusted. I’m a big believer in 
putting the right ethnicity in the right market. There are 
plenty of people who connect with me and buy from me 
because I’m Indian. I think the manufacturers are realizing 
that also.”

Rodriguez, dealer principal of Dodge City of McKinney, says 
his store has a big database and loyal customers in his 
Texas market. “Your name is on the dealership, they see 
what you do and how you are involved in the community. 
Whether they speak Spanish, or are African-American, they 
want to come to a minority dealership.”

Mitch Mitchell, executive director of the Chrysler Minority 
Dealers Association, says, “Manufacturers recognize the 
importance of having these dealers within their network 
because they recognize the importance of serving the 
communities those dealers come from. These dealers 
serve as optimal representatives in those communities. 
The OEM, of course, doesn’t sell a single car; they benefit 
from the perspective of dealers who are familiar with 
these diverse communities, in designing vehicles and 
programs for these customers.” But Mitchell says any 
OEM efforts on behalf of minority dealers should not 
be viewed as a charitable or feel-good effort. “Overall, 
minority-owned businesses fare just as well if not better 
than a majority-owned dealership, and especially in 
those ethnic communities,” he says. “It benefits the OEM 
and the dealer to be in the community, from a business 
standpoint.”

Derek Comestro, Bank of America Dealer Financial 
Services Market Executive, says representation of ethnic 
minorities — and women as well — in dealership ownership, 
management and public-facing roles is especially important 
as the industry’s consumer base changes. “It feels obvious: 
As a business, you want your franchises and your team 
to match your client base. There will be a 50% minority 
population in this country soon, and business needs to 
reflect that,” he says.

Gill joined the dealership industry 25 years ago when he 
opened a used-car lot in Fresno, Calif. “I don’t know if 
it’s easier or harder to be a minority dealer today, but it’s 
different,” he says. “There are different challenges in the 
market today.” Thirty years ago, when OEMs were more 
actively pursuing minority owners, he says, “If you had a 
little money, you could get a point. Manufacturers were 
doing it for that check mark. But now it’s changed.” 

On the positive side, Gill says, “There are more dealers out 
there who have paved the path — more minorities, even 
than there were 25 years ago.”

From Ken Thomas’s perspective, being a dealer in general 
is simply more difficult today, whether that dealer is a 
minority or not. “It’s a challenging market no matter how 
we look at it,” he says. “Now especially there is a lot of 
uncertainty.”

Some of the responsibility for maintaining and growing 
the minority dealer base lies with current dealers, he says. 
“I think there may be more opportunities for minority 
dealers opening up, but we have to be ready for those new 
stores, and that means having the right people in order to 
handle an expansion,” Thomas says. “I’m trying to focus on 
keeping costs down and sales up and trying to build the 
people I have to be good managers — and create more 
opportunities for them.”

“ Manufacturers recognize 

the importance of having 

these dealers within their 

network because they 

recognize the importance 

of serving the communities 

those dealers come from. 

These dealers serve as 

optimal representatives in 

those communities.”

Mitch Mitchell
Executive Director 
Chrysler Minority Dealers Association
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Issues and concerns 
for women
Although technically a majority — nearly 
51% — of the U.S. population, women are 
dramatically underrepresented in the  
dealership industry. Less than 20% of all 
dealership employees overall are women,  
NADA reports — and less than 2% of 
technicians. Although many meet the  
same sorts of obstacles confronted by  
ethnic minorities, women also face unique 
challenges in the industry.

Looking back over her career, Shannon Inukai-Cuffee 
says, “It has been hard at times. As a woman, you have to 
work twice as hard, always feeling that you have to prove 
yourself. There can be a lot of dry spells as a woman when 
you aren’t getting feedback from others that you know 
what you’re doing.” 

It doesn’t necessarily get easier being the boss, either,  
she says. A second-generation dealer who still is in 
partnership with her brother, Inukai-Cuffee says: “Being 
the boss’ daughter, a female, and a minority, you always 
feel you have to work harder. There were always lots of 
education opportunities available — 20 groups, NADA 
Dealer Academy, OEM training — and I gobbled that up.”

Has she seen it get easier over the course of her career? 
“I don’t know that I’d say yes. I don’t think it’s getting any 
easier but maybe it’s not getting harder,” she says. “It’s 
status quo. We haven’t moved the needle enough.” She 
says at industry conferences like NADA, there are more 
meetings and topics centered around opportunities for 
women. “But we have to participate. As women we have 
to engage and lean into that,” she says.

The industry’s reputation as a male-dominated business and 
its historically long hours and weekend work deter many 
women from even considering a job at a dealership. Dealer 
Ken Thomas says, “My biggest struggle is finding women. 
Finding female managers, even female salespeople, is a 
challenge.” He has recruited at local automotive programs, 
and says, “Out of 30 kids, maybe you’d see one woman 
in the class. We have to do a better job of presenting the 
career opportunities to them — how much they could earn and 
grow if they get into this business.” 

His dealership’s top salesperson, he says, is a veteran woman, 
and he continues to look for more women to hire. “It’s just 
good business,” he says. “Women who do business with us 
want to do business with women as well. Even if they choose 
to deal with a male salesperson, they want to see there are 
women here.”

But Thomas acknowledges the challenges. “My facility is 
60 years old. If I do hire a female technician, I don’t even have 
a place for them to change clothes. The infrastructure is not 
even there to bring a female tech into the business in most 
places. So in order to create those opportunities, 
I have to prepare, too.”

<20% of U.S. dealership employees

<2% of technicians

Female representation
in the auto market

Source: NADA.
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“It has been hard at times. 

As a woman, you have to 

work twice as hard, always 

feeling that you have to 

prove yourself. There can 

be a lot of dry spells as a 

woman when you aren’t 

getting feedback from 

others that you know 

what you’re doing.”

Shannon Inukai-Cuffee 
President 
Dick’s Auto Sales 
Hillsboro, Oregon
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Tips for success
Acquiring and operating an auto dealership is an 
exciting but demanding proposition for anyone. 
But women, blacks, immigrants and other ethnic 
minorities often face additional challenges: 
cultural biases, a smaller network of partner and 
financing options and a lack of access to capital.

How can an ambitious person plan ahead for a 
future as an auto dealer? Successful minority 
dealers and industry experts offer suggestions for 
industry executives interested in preparing for a 
future as a dealer/principal.

Learn from the best: Derek Comestro of Bank of America 
says, “The best thing an ambitious person can do is start 
with a dealership or group that, first, believes in the values of 
diversity and inclusion. Find a business that also already has a 
very well-run process and learn from the best. If it doesn’t fit 
those criteria, find one that does.”

Build a strong foundation: Dealer and entrepreneur Jay 
Gill mentors many employees and young people interested 
in a dealership career. He says, “The first thing I tell them is: 
Don’t be a jumper. The car business is feast or famine — and 
a lot of young people may make good money, then have 
a bad month or year, and jump to another dealership. The 
advice I give them is to build a strong foundation: Find a 
place, a home, and stick there. Over the long haul, you’ll come 
out better and stronger, rather than going from place to 
place.” He does say it’s important to find someone you feel 
comfortable with, but once that relationship is established, 
“stick with that person and build that foundation before you 
do anything else.”

Develop a broad skill set: Oregon dealer Shannon Inukai-
Cuffee says it’s important for younger executives to take 
advantage of every opportunity to grow and to learn new 
skills and departments. “We don’t have enough good people 
who want to take advantage of opportunities,” she says. “We 
have great opportunities in our own auto group. We’re more 
than happy to support younger people. But it’s about raising 
your hand.” Comestro echoes that thought: “Don’t skip steps. 

If you want to rise in management, spend time learning about 
all the dealership profit centers — service and parts, F&I, 
accounting — and not just the front end.”

Start saving now: Ken Thomas climbed through the 
management ranks and then finally had the opportunity to 
acquire a dealership with a partner three years ago. Thomas says, 
“I think the most important thing might be to make sure you’re 
putting your money away. Obviously, you want to gain as much 
knowledge as you can and take every challenge that’s put in front 
of you. But you have to have money. For me to get into this, I had 
to leverage my 401k. There’s opportunities out there, but if you 

“ Don’t put the money 

before the feeling. If 

someone comes to me 

talking about how much 

money they want to make 

in this business — I know 

it’s not the right person. If 

you’re here for the money, 

it’s too hard. You have to 

have the desire and the 

passion for the business in 

order to succeed.”

Gus Rodriguez
Dealer Principal
Dodge City of McKinney
McKinney, Texas
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don’t have enough money, it’s not going to happen for you.” Comestro 
says, “Save as much money as possible so that when the time comes, 
you’ll have skin in the game.”

Get an understanding of capital and how it works: It’s not only 
important to have the funds to invest in a dealership opportunity; 
it’s critical to have a basic understanding of business and finance. 
Dealer Jay Rivchin says, “In today’s world, you have to learn how the 
money works. You have to learn how you control expenses, where 
money goes and comes on a daily basis. And how to keep growing 
your cash capital. Utilize every technology or software, and surround 
yourself with people who can keep up with the information — so 
at any given moment, your general manager can tell you where the 
dealership is at.”

Seek out a partner: Comestro says the right partner can help a 
prospective dealer realize their dreams. “If you do have ownership 
aspirations, try to create a transition buyout plan with your existing 
owner. If that is not available, try to partner with a silent investor, or 
another individual who can help with the capital but let you run your 
business,” he says. OEMs, lenders and buy-sell brokers can often help 
identify potential partners who have a desire to grow their current 
dealer business, or an outside party looking to enter or deploy capital 
in the industry.

Solicit legal advice: “If you do enter into any deal, including 
a transition buyout plan, make sure you get good sound legal 
advice,” Comestro says. Don’t rely on the other party’s attorney. 
He suggests that industry associations might be a starting point to 
help find resources.

Learn from each other: Rivchin recommends becoming a student 
of the business, as deeply and broadly as possible. “When you go back 
to the store, check each department, and learn what you’re doing on 
all fronts,” he says. “Open the books and look at the daily report. Then 
go to the store your friend manages or owns as a minority dealer, and 
spend three days or a week there. Learn what they do. Learn from 
each other.”

Become an active member of industry associations: CMDA, 
other OEM-specific dealer associations, the National Association 
of Minority Automobile Dealers and other industry groups provide 
opportunities to network: to meet established dealers, or executives 
aspiring to become dealers, as well as contacts at OEMs, lending 
organizations and other vendors. These contacts can open doors 
to mentorships, partnerships and other learning opportunities. 
“Associations are super important and always have been,” Comestro 
says. “In terms of providing advice, being a champion, and helping 
build networks among members, associations can play a huge role in 
helping a dealer achieve success.”

Follow your passion: Finally, dealer Gus Rodriguez says, “Don’t put 
the money before the feeling. If someone comes to me talking about 
how much money they want to make in this business — I know it’s not 
the right person. If you’re here for the money, it’s too hard. You have to 
have the desire and the passion for the business in order to succeed.”

Detailing checklist

Minority dealers and industry experts 
offer advice to aspiring dealers

 Build a strong foundation 

Develop a broad skill set

Start saving now

Learn how capital works 

Seek out a partner

Solicit legal advice 

Learn from each other 

Join industry associations 

Follow your passion

Minority dealers face 
unique challenges

dealer

Cultural biases Fewer financing 
options

Smaller partner 
network 

Insufficient 
capital access
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Economically, it’s going to be challenging. It takes 
a lot of capital to operate a dealership, and that’s 
one of the things most affecting minority dealers. 
When we have an economic downturn, most of 
us don’t have that backstop, like some of the 
dealers out there who are part of second- or third-
generation dealership families.

Jay Gill 

“

”

Future  
of the
minority- 
dealer base

We try to give other minorities opportunities in 
our businesses. But it feels a bit like we might 
be a dying breed… If we don’t do more as an 
industry, we certainly aren’t going to have more 
diversity. We are going to continue with the 
trend of these bigger groups getting bigger, as 
we have seen over the past 20 years. In order 
to stay competitive and profitable, because the 
landscape has shifted, you have to have this scale 
and volume; dealer groups have to get bigger and 
bigger. That trend can be detrimental to growing 
the minority dealer body; it takes a lot of cash to 
run just one dealership… If there are not specific 
programs where manufacturers are supporting 
the minority dealer community, for instance by 
bringing buyers to dealers who might want to 
sell… I think it’s going to be challenging.

Shannon Inukai-Cuffee 

“

”

Shannon Inukai-Cuffee’s great-grandparents immigrated from 
Japan. Her father, born in a World War II Japanese-American 
internment camp, grew up working around the family’s gas 
station, and opened his first dealership when he was 30. 
Even after working at her father’s dealership when she was 
young, Inukai-Cuffee says, “I wasn’t sure if the car business 
was for me.” But finding herself a single mom with a daughter 
to support, she decided to jump back into the dealership 
business; she attended NADA Academy, becoming service 
manager at Dick’s, then general manager. When their father 
passed away 10 years ago, she and her brother took over the 
business, and as co-presidents share management duties at 
their four dealerships. 

Jay Gill calls himself an “unconventional guy.” After graduating 
with an engineering degree from Fresno State University, 
Gill went to work in Silicon Valley — where, he says, “I felt all 
we did was have meetings. I wanted to do my own thing.” A 
Californian whose family is from India, he wrote a business 
plan and received a $200,000 loan from the Small Business 
Administration, using that to purchase property for a used-
car lot in Fresno. He opened on New Year’s Day of 1996 
and the rest is history. Recognized in the media as a leading 
entrepreneur and “blue-collar millionaire,” today Gill operates 
10 new-car dealerships, representing 13 brands, in California 
and Hawaii, as well as a hotel and an almond farm. 

Shannon Inukai-Cuffee 
President
Dick’s Auto Sales
Hillsboro, Oregon

Jay Gill 
President 
Gill Automotive Group
Fresno, California

Today’s group of successful 

minority auto dealers have 

worked hard and created a path 

for others to follow in their wake. 

These dealers say it’s important 

to keep women and ethnic 

minorities represented in the auto 

retailing industry, but express 

concerns about the future.
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Gus Rodriguez 
Dealer Principal
Dodge City of McKinney
McKinney, Texas

Ken Thomas 
Operating Partner
Northland Chrysler Dodge Jeep Ram
Oak Park, Michigan

Gus Rodriguez studied to be an optician in his native 
Argentina. After moving to the U.S. in the 1970s, he found 
himself without a job in the rapidly changing retail eye-
care industry. Someone suggested a job selling cars; in 
his first month, Rodriguez was salesman of the month. He 
moved to Texas in 1989 and served as dealership general 
manager for 16 years. In 2005, with the help of the Chrysler 
Market Investment Program — and after selling his cars 
and mortgaging his house for the capital — he purchased a 
dealership that was losing money, and turned it around in 
the first year. His daughter, Augie, today serves as his general 
manager. “We have been together, as a family, for more than 
25 years,” he says of his dealership staff.

Growing up in Detroit, Ken Thomas thought working on 
cars would be his dream job. At 18, he started at a local 
dealership as a mechanic — but found he didn’t love being 
an auto tech. “I knew I liked cars, but didn’t know what 
part of the business I wanted to be in,” he says. After also 
being a service advisor, he moved into a sales position. 
Finally, he says, “I enjoyed and excelled at it.” He left for 
another Detroit-area Chrysler dealership, where he spent 
25 years, eventually being elevated to general manager. 
Three years ago, after looking for a store, he and two 
partners finally had the opportunity to purchase Northland 
CDJR — the dealership where he started his career. After 
taking over and revamping the approach at what had 
become a neglected store, Thomas and his staff tripled 
the business in their first full year.

Jay Rivchin 
Dealer Principal
Dadeland Chrysler Jeep Dodge Ram 
and South Miami Alfa Romeo Fiat
Miami, Florida

When Jay Rivchin immigrated from Seoul, South Korea, to 
the Miami area, he says, “It was eye-opening. There were 
beautiful giant muscle cars, fast cars. And I found that 
if you worked for a car dealership, they gave you a car to 
drive.” He started as a salesperson at Dadeland in 1979, 
rising to general sales manager. After a brief stint at another 
dealership, he came back to Dadeland as GM and part-owner, 
and took full ownership in 2002. Today he has two dealerships 
on Florida’s fabled highway U.S. 1, and a third store in the 
Homestead area. “Only in America,” the gregarious Rivchin 
says, “can this happen to someone like me.”There is an opportunity out there. There is 

a new generation of people in the minority 
dealer community, who know others who have 
been involved in the car business. That new 
generation can take the torch from us and run 
with it and make it better. One of the mistakes 
a lot of minority dealers make is they don’t give 
the opportunity to their own kids. I used to hear, 
‘I don’t want my kids in the business, it’s too 
hard. Let them be a doctor or lawyer.’ I say, let 
your kids do whatever they want to do. And I 
think we’re going to see in the next 10 years, 
different minorities come to the car business 
and add to the dealer body.

Gus Rodriguez 

“

”

I’m worried about it — because we are not working 
together as senior leaders of minority dealers to 
set the path for the next 10, 15 or 20 years. A lot 
of us are getting old fast. I’m concerned that we 
need to come together. Just like any successful car 
dealership, we need to sit down, come out with our 
business plan — and stick with the plan.

Jay Rivchin 

“

”

I don’t think [the minority dealer body] is 
going to stay stable. Right now there are too 
many corporate-owned stores coming in and 
offering crazy money to buy out dealers. Just 
in the Detroit market, in the past year or so 
I’ve watched six different fire sales happen. Big 
name groups are able to gobble up stores, and 
pay brain damaging prices to get them. It’s often 
not even a realistic number that we’re seeing. 
Recently a dealership went for $100 million. Who 
can pay that? What minority owner can pay that? 
And on the other hand, who can say no?

Ken Thomas 

“

”
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So what’s next? As current minority dealers, industry executives, OEMs and partner organizations 
like Bank of America assess the landscape and the future of the minority dealer base, they 
believe each group of stakeholders — current dealers, OEMs and younger executives — has a role 
to play in strengthening and expanding the minority dealer base.

Next steps: 
Keeping and 
strengthening 
the dealer base

What dealers can do: “The U.S. population is changing. 
About 38% of the population are minorities, buying vehicles 
from us. But only 6% of dealerships are minority owned. The 
math doesn’t work,” says Jay Rivchin. “But if we complain 
about it as minority dealers, then we have to be willing to 
put some time in to grow the next generation of minority 
dealers.”

Current dealers can help expand the talent pool, so that as 
opportunities become available, there are trained, experienced 
minority executives ready to step in. Ken Thomas remembers 
being at industry conferences where he was the only black 
executive in the room. He says, “If I was the only minority in 
the room, of all the sales managers and general managers at 
a conference, that means there would only be an opportunity 
thrown out for one person. Our first priority is making sure 
we have capable, competent management in those rooms, to 
build a case for why there should be more minority dealers. 
There have to be people ready to and capable of stepping into 
those ownership positions. That’s our first responsibility.”

Mitch Mitchell says developing the future talent pool 
means more than just providing jobs at the dealership. 
“Dealers need to cultivate the next group that’s coming 
up — as businesspeople,” he says. “They need to make 
certain they have minority members in the management 
team, in important meetings, so they gain an understanding 
of what it takes to run a business. A lot of our candidates 
understand how to sell cars, and run a retail auto operation, 
but don’t understand how to run a business.”

Developing the talent pool also supports current dealers who 
want to expand their businesses. “My problem is talent,” Jay 
Gill says. “We need to build that bench, develop that bench, 
train that bench. As a senior dealer, if I’m going to grow 
my enterprise, and scale it, I need those guys. What I want 
to do with these guys is to partner with them: put them 
through the development process, find a deal, become 
their partner, mentor them and then let them buy me out 
at some point. We want to develop these young kids, hold 
their hands in the process, then eventually let them fly on 
their own.”
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How to build the  
minority-dealer base

What dealers can do:

• Expand the talent pool

• Plan for succession

• Retain minority ownership

• Create capital pools

What OEMs can do:

• Recruit minority employees

• Support minority dealers

• Encourage candidate mentoring

What executives and 
future dealers can do:

• Save money

• Identify capital sources 

• Seek out mentors

• Participate in industry groups

• Learn business fundamentals
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Mitchell also says not enough dealers are working to transition 
their businesses to the next generation — whether that’s their 
children or other trusted employees. “A lot of it is about 
succession planning and staying around long enough to 
see that through,” he says. “That’s the strongest way we 
continue, through succession planning. It’s so expensive to 
get a franchise these days; it’s easier to inherit or buy into 
a family dealership.”

Some successful dealers, like Gus Rodriguez, are preparing 
their children to take over their dealerships. Shannon Inukai-
Cuffee and her brother took over the family dealership from 
their father. But other dealers say they want their children 
to make their own decisions. Jay Rivchin, who has four 
children, says, “If they want it, they have to come to me. 
I’ve learned that if I push too hard, I push them away.”

Some dealers also believe current minority dealers ready 
to sell bear a responsibility to at least try to keep their 
stores minority-owned. “As a minority dealer, if you’re 
going to sell, you should approach another minority dealer 
to sell,” Rivchin says. “A lot believe that if they sell to a 
majority dealer they’re going to get more money. I’m not 
sure that’s true anymore. But we lose some of these stores 
because we don’t stick together as minority to minority. 
For a lot of guys, if none of their kids want to get into 
business, they end up selling to big groups rather than 
looking for a successful minority dealer.” Rivchin thinks the 
situation could be helped by bringing the minority dealer 
community together with more seminars and discussions 
with financial experts (buy-sell brokers, financial advisers) 
to “open their minds.”

Mitchell agrees, and takes it one step further. “We have 
to do a better job in terms of finding or creating the 
capital vehicles that will invest in us and with us. It takes 
a lot of money to do this. One option would be dealers 
getting together, perhaps to create a venture capital fund, 
or having banking partners that have a pot of funds for 
specific investments in minority dealerships or startups. 
Some of the burden is on us to create those vehicles for 
potential candidates.”

What OEMs can do: OEMs’ commitment to their minority 
dealers, and especially proactive programs to recruit and 
support new minority and women dealers, have waxed and 
waned over the years, current dealers say. For the greatest 
impact, Rivchin says, the efforts have to start at the top. 
“If the OEMs don’t make a commitment from the chairman 

“ As a minority dealer, if 

you’re going to sell, you 

should approach another 

minority dealer to sell. A 

lot believe that if they sell 

to a majority dealer they’re 

going to get more money. 

I’m not sure that’s true 

anymore.” 

Jay Rivchin
Dealer Principal
Dadeland Chrysler Jeep Dodge Ram 
and South Miami Alfa Romeo Fiat 
Miami, Florida
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“ If I was the only minority 

in the room, of all the 

sales managers and 

general managers at a 

conference, that means 

there would only be an 

opportunity thrown out 

for one person. Our first 

priority is making sure we 

have capable, competent 

management in those 

rooms, to build a case 

for why there should be 

more minority dealers.”

Ken Thomas 
Operating Partner 
Northland Chrysler Dodge Jeep Ram 
Oak Park, Michigan

or board level, if they don’t believe in the minority dealer 
body, and filter that down to the presidents, VPs, and 
regional managers, it’s not going to work. There has to be 
a commitment from the very top, and accountability down.” 

Mitchell says, “This is a relationship business, and the 
OEMs can do a better job from the standpoint of creating 
and maintaining relationships with their minority dealers, 
and potential minority dealers.” That includes field staff 
taking the time, on a regular basis, to get to know current 
dealers, he says.

Thomas says some OEM programs can feel more like 
publicity efforts than robust recruitment and development. 
“Do they have an honest outreach program with a true 
minority development program? That’s got to fall on the 
manufacturers,” he says. “Yes, the dealer has to have 
someone in place that is capable of stepping into those 
positions, but the manufacturers have to take that next 
step with them — to get them through NADA Academy, or 
training programs like the one that Chrysler put us through. 
Right now that’s not necessarily there for most of the 
manufacturers.”

Comestro says OEMs and their partners typically have 
sound minority training and development programs for 
GMs and owners; however, there seems to be significant 
opportunity in identifying up-and-coming talent and 
matching them with minority dealers who can serve as 
mentors earlier on in the process. 

What interested executives — future dealer candidates —  
can do: Finally, younger executives interested in a future 
as an auto dealer “have to get ready for the opportunities,” 
Mitchell says. “If you have the opportunity but if you’re 
not prepared, it doesn’t mean anything. You have to 
be intentional about wanting that opportunity, from an 
early point in your career.” That includes saving money, 
identifying capital sources and seeking out mentors, he 
says — plus “getting involved in organizations such as 
ours, to talk to people to understand what’s involved in 
being a dealer.”

It also means seeking out learning opportunities. “Most dealers 
come from the front of the store. But to be a successful dealer 
you need to understand financial statements, cash flow, 
leadership, personnel development, real estate, leases and 
contracts,” he says. “Those are owner characteristics you 
don’t get from being a sales manager.”



Making business 
easier for auto dealers.
Especially now. 
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Running a dealership comes with its share of uncertain 

terrain. But one thing is certain. Our Dealer Financial Services 

team is dedicated to being by your side with the resources, 

solutions and vision to see you through. 

Contact our Dealer Financial Services leadership team 

to learn more: 

Marisa Carnevale-Henderson  

marisa.carnevale-henderson@bofa.com

Jim Cockey  

james.d.cockey@bofa.com

bofaml.com/dealer

Derek Comestro 

derek.comestro@bofa.com

http://www.sipc.org
mailto:derek.comestro%40bofa.com?subject=
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CHAIRMAN
Ray Fregia, Jr.

SECRETARY
Merlton Brandenberg

TREASURER
Robert Valdes

DIRECTORS
Carl Barnett  |  Jay Gill   |  Anthony Gordon  |  Eddie Hall III

Luis Somoano  |  Nicholas Varela

PAST CHAIRMAN
Joe E. Chastang

EXECUTIVE DIRECTOR
Dr. AV Fleming

EXECUTIVE ASSISTANT
Dee Suber

CONSULTANT
Osvaldo Garcia, Jr.

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