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Chief Car Washer's Message

The First Quarter of the year was excep-
tionally busy for the New Car Dealers As-
sociation of BC (NCDA), as provincial and
federal budgets were delivered containing
details that have a direct impact on our
members. At the same time, we were also
in the midst of preparations associated
with staging our signature event of the year
- the 99th annual Vancouver International
Auto Show (VIAS) at the Vancouver Con-
vention Centre (West).

We share a collective goal with the provin-

cial government to continue the acceleration in adoption of clean energy
vehicles. In the last year in particular, we have experienced a significant
and positive shift. Through the CEVforBC™ Program, which we admin-
ister on behalf of the Province, almost 6,300 incentive transactions oc-
curred in 2018, an increase of four-thousand over the previous year.

The partnership is one we strongly value, one that is working and one
that we hope to continue and push EV adoption to new heights in the
years ahead.

Of course, there are several factors that come into play as we work to
raise the bar and the province demonstrated its commitment in Budget
2019. On behalf of our members, | had the opportunity to take part in
the media and stakeholder budget “lock-up” where Victoria announced
the CEVforBC™ Program will be topped up by $42 million and a further
$30 million will be invested in the infrastructure required to charge an
electric vehicle or fuel a hydrogen vehicle.

These key investments will help continue BC's nation-leading adoption
of clean energy vehicles in the next three-years as we engage govern-
ment on the development of a workable system for Zero Emission Ve-
hicle sales quotas across BC, beginning in 2025.

At the federal level, Budget 2019 included the announcement of a new
electric vehicle incentive program. As of the publishing date for this SIG-
NALS edition, what we know for sure is the incentives will be available
in BC and stackable with the CEVforBC™ and Scrap-It Credits. However,
we are not sure when or how the program will be rolled out - but it is
certainly promising news to further increase the adoption of clean en-
ergy vehicles in British Columbia.

To read further details about the recent Provincial and Federal Budgets,
please see page 27 in this edition of SIGNALS.

The Vancouver International Auto Show is an event that Western Can-
ada’s auto industry looks forward to each year but, more importantly, it
also brings together multiple generations of people from around BC and
beyond, to share a common passion for all things automotive.

The 99th edition served once again to underline both the strength of the
sector in this region and the love affair that the people of Vancouver and
the Pacific Northwest have for their cars and trucks.

More than 115,000 auto enthusiasts attended the six-day event - the
third best showing in its 99-year history. This year's total is just shy of
previous record numbers achieved in 2017 and 2018, and was buoyed by
a record turnout on Saturday, exceeding 30,000 guests. We are pleased
to see more than 115,000 guests enjoy the Auto Show for three years
running.

The 2019 Auto Show offered a who's who of the luxury and exotic ve-
hicle models. There was an ode to the past with some of finest origi-
nal and restored vintage automobiles found anywhere under one roof,
thanks to Hagerty, among others. Add to that, a wide array of sports
cars, pick-up trucks, sedans, supercars, classics and specialty one-off
creations. There was truly something for everyone. In total, more than
400 new vehicles representing the top brands from the world's leading
automakers and included the first glimpse of new vehicle products in
advance of them hitting showrooms in the final quarters of 2019 and
early 2020.



One of the highlights of the Auto Show was the annual media preview that
provided media, stakeholders and social influencers the opportunity to get a
sneak peek of some of the “picks of the show” and “don’t miss vehicles.” This
year, debuts were presented by manufacturers such as Subaru, Genesis and
Lexus. A number of feature displays were incorporated into the media pre-
view, such as Ken Block's heavily modified '65 notchback Hoonicorn Mus-
tang which was making its Canadian debut. Other noteworthy feature pre-
sentations included the Canadian made and designed Felino Supercar and
the McLaren Senna, one of the most widely anticipated supercars of the year.

One vehicle that stole the hearts of media and show-goers was the Van of
Hope, the 1980 Ford Econoline van that supported Terry Fox during his Mara-
thon of Hope in 1980. The iconic van served as a source of reflection for
many and is an iconic piece of Canadiana and automotive history.

The media preview was also the venue for significant announcements, in-
cluding the Automobile Journalists Association of Canada (AJAC) present-
ing its annual Green Car and Utility Vehicle of the Year Awards. This year,
those honours went to the Nissan Leaf as the Canadian Green Car of the Year
and the Jaguar I-PACE as Canadian Green Utility Vehicle of the Year.

Another popular feature this year was the expanded Electric Vehicle Experi-
ence (EVE) test drives, presented by CEVforBC™, and charged up by FLO.
The number of drivers who got behind the wheel to test drive a variety of
clean energy vehicles through the EVE Test Drive and the Toyota and Lexus
Hybrid Ride and Drive, totalled 2,700 - the best participation in the history of
the event. Approximately 2,500 drivers participated in 2018.

The Vancouver Auto Show has always been about technology and this year
was no different. HTEC (Hydrogen Technology & Energy Corporation) an-
nounced a collaboration with the international convenience store chain,
7-Eleven to build two retail hydrogen refueling stations in British Columbia.
The station locations— one in North Vancouver and another proposed for
Vancouver Island—will be part of the six-station network HTEC is building to
support the rollout of the first 1,000 zero-emission hydrogen fuel cell electric
vehicles (FCEVs) in BC. This builds on the current station in place on Gran-
ville Street in Vancouver.

The annual Auto Show also provides an opportunity for our industry to cel-
ebrate and honour the best and the brightest in a number of categories, dur-
ing an evening that is rightly entitled DISTINCTION during the opening night
of the Auto Show.

| encourage you to read through this edition
of SIGNALS for highlights on the award win-
ners in various categories, including Commu-
nity Driver Awards, Salespeople of the Year
Awards, and of course our Green Star Awards
that honours dealers for their outstanding
work in the sale of clean energy vehicles. Also
honoured, and rightly so, were the Automo-
tive Dealership Management Graduates from
the Automotive Business School of Canada -
the next leaders in our industry.

| want to close with a very important
Thank You.

An event as significant as the Vancouver
International Auto Show doesn't hap-
pen without the hard work and dedica-
tion of many people. So, to our Board of
Directors, Auto Show Committee, OEM
and Commercial Exhibitors, Sponsors,
Jason and Phil Heard our Show Man-
agement contractors, Unveiled Gala
contractor  Christie  Morning-Smith,
Levy Show Services, Laura Balance
Media Group and our incredible NCDA
staff team, including Joshua Peters and

Shakira Magbool - a very special thank you to you all!

And of course, a very special thank you to the 2019 Vancouver International
Auto Show Premier Sponsors - RBC®, Continental Tire, The Grand Tour -
Amazon Prime Video, CEVforBC™, AutoTrader, BC Hydro, and ICBC, includ-
ing Beere, Drive Marketing Group, Chatime and Filld - without whom this
event would not occur.

The 2019 edition has been one of the most successful and memorable - but
rest assured, organizers are already busy preparing for the 100th edition of
this magnificent event that will take place a year from now.

MARK YOUR CALENDARS: Running from March 24 to 29, 2020, we are
already discussing plans to ensure the 100 years of automotive in BC will be
truly special.

In anticipation of the 100-year anniversary, we are asking our members and
the public to share their favourite British Columbian automotive experiences
through social media by using the following hashtag: #VanAutoShowTop100
- we will work to compile and curate the top-100 automotive events, mo-
ments and experiences to be shared in the lead up to the 2020 Auto Show,
along with some special surprises!

As we continue to work on behalf of our members who contribute so much
to the province of BC, stay tuned for details related to upcoming events that
enable opportunities for collaboration and feedback - including the Sum-
mer/Fall Chairman'’s Tour, Western Dealers Conference and upcoming New
Car Dealers Association AGM in May.

Sincerely,

Blair Qualey - President & CEO
New Car Dealers Association of BC (NCDA)
Member, Canadian Automobile Dealers Association (CADA)

3200
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Associate Members of the New Car Dealers Association of BC provide vital
products and services to Dealer Members, allowing them to do business with

greater cost effectiveness, environmental responsibility, and general efficiency.

TO OUR NEW ASSOCIATE MEMBERS

|IBDO

BDO's automotive retail practice has a dedicated group of profes-
sionals with deep experience in the automotive retail industry. In
addition to accounting and tax planning services, BDO assists cli-
ents in adapting to the rapidly evolving landscape of auto sales by
providing dealerships with transaction, financing, risk management,
fraud awareness and succession planning services.

Our automotive expertise combines industry knowledge and tech-
nical experience to support clients. BDO tailors services to meet
the specific needs of clients in their business activities. We're dedi-
cated to building strong, long-lasting relationships which is dem-
onstrated by our market leading dealership client base. With over
100 offices located across Canada, BDO combines the resources of
a large international firm with comprehensive knowledge of the BC
market to complement your ever-changing needs.

Contact:

Kristen Mundy, Regional Marketing Specialist
BDO Canada

Email: kmundy@bdo.ca

www.bdo.ca

|aLGM

LGM Financial Services has been a leader in Canada’s automotive
industry since 1998 by supplying branded warranty, finance and
insurance products to distinguished automotive manufacturers and
dealers across the country. Driven by innovation and service excel-
lence, LGM is focused on maximizing dealership performance and
customer satisfaction through products that are backed by an elite
F&l sales and training program, and a comprehensive claims and
dealer support network.

LGM's products are designed to deliver an exceptional vehicle
ownership experience, right from the point of purchase, all the way
to service work done years down the road.

Contact:

Stephanie Day, Communications Specialist
LGM Financial Services

Tel: 604.806.5304

Email: Stephanie.Day@LGM.ca
www.LGM.ca

OFFICIAL -
SUFPLIER

donf'e\

Dante Group is a business consulting/
coaching company working with auto
dealers to catapult their business to new
heights. Our designed set of practical tools
can train your entire business to establish
a laser focus on achieving performance
targets, develop a strong sales force, and

a unique car buying experience for your
customers.

Contact:

Sam Lavji, Success Facilitator
Tel: 604-541-8957

Email: success@dantegroup.ca
www.dantegroup.ca

]‘ First Canadian - —
~Group of Companies > ”cﬂ‘

I AT FEAL TS MROCLATION OF

TRAINING 8 DEVELOPMENT

Offering the most current and comprehensive program to support your F&l goals

John Romfo « national Sales Manager » 1.250.308.1112
Darren JOhNSON . regional Manager » 1.250.217.5955

Get your Finance Department firing on all cylinders. Call us today!
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Year over year statistics tell a story....

o 5% growth in active business licences and 3% growth in
salespeople licenses

¢ 12% growth in salesperson licensing activity and course
delivery

e 10% growth in consumer queries
¢ 10% increase in consumer and industry website activity

It's a busy industry despite downward movement in new vehicle sales
in BC and across the country. Dealers are facing many challenges from
a variety of sources and the Vehicle Sales Authority is working to stay
current in our approach to regulate this complex industry.

Industry Code of Conduct

Many of you are aware that the VSA has worked alongside industry in
requesting government to create a code of conduct that will support a
high bar of professionalism in this industry. A focus group was created
to build requirements for a new industry-wide code of conduct. Several
existing industry codes were sourced and referenced in building this
new code, including the Canadian Auto Dealers Association, the
Automotive Retailers Association of BC, the RV Dealers Association

of BC, the US based National Auto Dealers Association, and the US
based National Independent Automobile Dealers Association. We also
looked at the Code of Ethics under Ontario’s legislation for the dealer
industry there. The BC Government released a new Code of Conduct
for the vehicle sales industry in the province on February 8th 2019. The
VSA will require a mandatory educational component to go with the
release of the new code of conduct. This has prompted the VSA to re-
assess our Continuing Education program on a go forward basis.

Change to Continuing Education Approach

For 2019, the mandatory education requirement to cover both the new
code of conduct and the 2018 legislative amendments to the Motor

Progress with VSA Initiatives
e \We have finalized a new VSA Board Code of Conduct and Conflict

of Interest policy. This was developed to support decisions regard-
ing everything from board recruitment to everyday behaviors of
board members. We will be sharing this document with our industry
partners.

Our new Regulatory Best Practices Task Force is underway! This task
force will work closely with industry in each of these key areas:

© Assessing our current regulatory philosophy & framework ver-
sus counterparts in automotive regulation and other industry
regulators and experts

©® Engaging with Government to modernize the Delegation
Agreement originally written in 2004

© Examining our current approach to referral fees and seek-
ing legal and other expert opinions to ensure relevancy and
progressive thinking

We continue to take necessary steps to ensure that our leadership
roles and staffing models will position us for the future. We will be
in a position very soon to announce a new Director Licensing and In-
dustry Services who will be responsible for leading the Compliance,
Licensing and Consumer Services (soon to be renamed Consumer
Services & Industry Standards!) teams. This new layer of support for
those teams will create new capacity for the managers reporting in
to spend more time with their teams. Additionally, this change will
allow the Registrar to focus more on strategic regulatory planning
and activities.

We are beginning to look at policies, processes and our core system
to create much needed efficiencies and clarity - more on these
initiatives soon!

| continue to learn something new everyday! And | look forward to
visiting dealerships more in 2019. | have always believed that the best
way to understand a business is meeting those that actually do the
work!

Dealer Act will also serve as the Continuing Education requirement for
the entire industry.

This will be a no charge web-based course. To be clear, there will be no
fee for this course that all are required to take AND it will also count as
a CE credit. | want to thank the VSA Board of Directors who have been patient and
strong supporters of a new leadership approach - although | may be

pushing my luck as we transition the board to a new digital platform

(Aprio) for all things board related. It will be a busy spring for the VSA
Board as 6 of 11 positions will turnover by May 1st. Stay tuned for these

Board updates.

Going forward, the Registrar will identify a relevant and timely topic
each year and the VSA will develop a web-based course that all
licensed salespeople will be required to take under the Continuing
Education program. So instead of managing a five year, three course
requirement continuing education cycle, we will be simplifying the
process to one course per year. Annual CE requirements is a standard
practice in many regulated industries. We are re-assessing our fee
schedule to match this new approach. More details to follow in the
coming weeks.

By Loree Gray
President, Vehicle Sales Authority
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On behalf of the NCDA Board of Directors, thank you for Pt l:‘gm Ny michacimason.ca  [CVCIEED]
joining us at DISTINCTION: Celebrating Excellence, and
UNVEILED, the opening celebration of the 2019 Vancouver Prmociation Gold Silver

Partners

International Auto Show (VIAS). GO traderay) \\ﬁﬁﬁ,’vﬂ [R—
We hope that you enjoyed the evening!
Many arrived early to join in on DISTINCTION: Celebrating Ex- $ilespeople of . Th i Coxw L

e Vear Awards RO e Province D 1ca
cellence. With a drink in one hand, and a cowbell in the other, S AUTOMOTIVE rving

guests cheered on recipients of the following awards: 2018

BC Salespeople of the Year Awards, 2019 Community Driver oty o » Black Press Media

Awards, 2018 Green Star Dealer Awards, and a presentation Awards "

of the Automotive Dealership Management Graduates from =
. . ) ADESA

the Automotive Business School of Canada. Platinum x("‘m"m TradeRey)

The event was standing room only and paid tribute to all our oo ﬂ%

fantastic award winners! [ ———

g Wl Bepel Bisls  Scotia Dealer Advantage § Scotiabank® !I“
UNVEILED was also successful as dealer members, associ- sitver 1530 @) Bank of Montreal ! e DEALERGHIP
ate members, manufacturers, government, media guests, and b s $ scotiabank’ Ll

friends of the Association were invited for a special evening of
entertainment, great food and gorgeous views! Bronze @

iLGM

CONSOLIDATEC

More than 600 guests joined us for a fabulous evening.
Thanks to everyone who attended! Event Sponsors

Green Star Dealer Awards Napkins Wristband

. 8 gl Rimie .
CEV for BC ! ” lmichaelmason.ca

A special thank you to ADESA Vancouver and TradeRev for | e
running the Live Auction, with procgeds benefitting New Car putomotivepecesip UTOMOTIVE ks
Dealers Foundation of BC, and Special Olympics BC. Management Program " JHSMES S MNP ==

Graduates

Thank you to all sponsors for your support. Great events such
as these are simply not possible without your participation!

Congratulations to the CEV for BC

GREEN STAR DEALER
AWARD 2018 RECIPIENTS

Most Improved Battery Electric Vehicle Sales Interior BC Top Battery Electric Vehicle Sales

Southside Nissan Kelowna Nissan

Most Improved Plug-In Hybrid Electric Vehicle Sales Interior BC Top Plug-In Hybrid Electric Vehicle Sales

OpenRoad Hyundai Richmond Kelowna Chevrolet

Vancouver Island Top Battery Electric Vehicle Sales Northern BC Top Plug-In Hybrid Electric Vehicle Sales

Campus Nissan MacCarthy Motors [ |
Vancouver Island Top Plug-In Hybrid Electric Vehicle Sales  Northern BC Top Plug-In Hybrid Electric Vehicle Sales | |
Victoria Mitsubishi Prince George Toyota |

Lower Mainland Top Battery Electric Vehicle Sales Northern BC Top Plug-In Hybrid Electric Vehicle Sales |:

Applewood Nissan Richmond Terrace Toyota

Lower Mainland Top Plug-In Hybrid Electric Vehicle Sales
Metrotown Mitsubishi

Green Star Awards recognize BC Dealerships for the sale of
clean energy vehicles in British Columbia, across all brands. o con e g e

8 SIGNALS MARCH
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Clean Energy Vehicles for British Columbia
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BENTLEY

-

ASTON MARTIN

Sunny Gill Gurp Mangat Andy Tsai Maggie Zou Jonathan Wang Valentino Almeida
Burrard Acura Lougheed Acura Aston Martin Audi Boundary Bentley Vancouver Brian Jessel BMW

Vancouver
e
w ]
A
(&)

FERRARI

e

Borko Nikolcic Mark Harrison George MacDonald Harry Dhaliwal Daniel Tung Brent Miscisco
Maple Ridge Chrysler  Ferrari Maserati of MSA Ford Sales Barnes Wheaton GM~ Open Road Honda ~ Maple Ridge Hyundai
Dodge Jeep Ram Vancouver North Surrey Burnaby

LAMBORGHINI
LINCOLN

David Chung Adam Smith Zohreh Layegh Nathan Chu Robert Willoughby
Morrey Infiniti of JLR Vancouver Applewood Kia Lamborghini Open Road Lexus Steve Marshall
Burnaby (MCL Motors) Vancouver Richmond Motors

MASERATI
~ MITSUBISHI

MERCEDES-BENZ

Eric Chan Kelly Wei Patrick Ng Katie Chan Jason Zhen Adam Davies
Ferrari Maserati Signature Mazda Mercedes-Benz MINI Richmond Metrotown Morrey Nissan
of Vancouver Richmond Mitsubishi of Coquitlam

PORSCHE

Brian Yeung Steven Wu Tom Yeung Kalim Mohiuddin Jayson Wadud
Porsche Centre Rolls-Royce Motor Docksteaders West Coast Toyota Cowell Jim Pattison Volvo
Vancouver Cars Vancouver Subaru Volkswagen of Surrey

SPONSORED BY: AL%(())K/(\?)TIVF The Province \szlxINNCOUVER Drivirnig
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VANCOUVER Communitg
m AUTOSHOW ﬁumwow . Driver Award

Presented by
New Car Dealers Association of BC

Congratulations to the 2019 Award Winners!

The annual Community Driver Awards were presented during the evening
of DISTINCTION at the Vancouver International Auto Show. The Awards
recognize the superb achievements of hard working and dedicated new car
dealers throughout British Columbia that are strongly involved in their com-
munity and exemplify business comradery. Each year a winner is selected in
each of six provincial regions; congratulations to this year's Award recipients:

Metro Vancouver BPL Auto Group
Northern BC MacCarthy Motors
Kootenays AM Ford
Okanagan/Interior KOT Auto Group
Vancouver Island Campus Auto Group
Fraser Valley Wolfe Auto Group

Community Driver Award - Dealer Feature Series

Taking home the honour for Metro Vancouver this year is the BPL Auto
Nasir Kamrudin, General Manager, Surrey Honda, on behalf of BPL Auto Group Group; Richmond Acura, Richmond Honda, and Surrey Honda.
A I

No matter the contribution, whether it be big or small, BPL Auto Group
serves as an example of a company that brings a level of passion and com-
mitment to every job they set out to do. They continue to go above and
beyond to make a positive impact in their community. Company President
Peter Brasso says the honour came as a complete surprise. “It feels really
good to be recognized and everybody at our three dealerships was excited to
hear about this award, especially when we know so many dealerships in our
region are making a positive contribution to their respective communities.”

For BPL Auto Group, community engagement has become a part of the
culture. "As members of our communities, we feel part of our corporate
responsibility to put a portion of their earnings back into the community to
help social causes that assist those less fortunate,” says Brasso. Whether it's
participating in the Windows of Hope Food Bank Drive, or supporting the an-
nual Ride2Survive ride for curing cancer, BPL Auto Group has found unique
ways of giving back to their community.

One project where BPL Auto Group's involvement truly stands out is an
ongoing partnership with Quest, a non-profit that is based in Vancouver's
downtown east side. Quest partners with local wholesalers who donate
surplus food, which is distributed throughout the Lower Mainland to those in
need, reducing hunger through dignity by giving a hand up instead of a hand
out. As an official transportation sponsor, BPL Auto Group has contributed
close to half a million dollars over the last 10-years to this very worthy cause.
BPL Auto Group staff have volunteered their own time on multiple occa-
sions and Peter Brasso, sits on Quest’'s Board of Directors and volunteers his
expertise as President.

According to Brasso, “it's not just about writing a cheque and giving money,
it's about being personally involved and staying involved. We also feel it's
important that staff feel we are more than just a car dealership, and a vital
part of the community.”

Multimedia Sponsor Awards Presented By The BPL Auto Group continues to work consistently with multiple non-for-
. profit organizations providing long term financial and volunteer support.
® Black Press Media

”0”” The Community Driver Award acknowledges all of their contributions while
e encouraging a continued commitment to staying involved in the community.
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Griffin Jarvis - Heartland Ford
A Terry Kirby - Prince George Toyota
v Jordan Koch - DK Ford Sales Ltd ’
Reilly Kuski - Taylor Auto Group .‘
Wayne Mclntyre - Bannister Ford
Jamie Moffat - Southgate Audi
Cole O'Connell - Heartland Ford
Sarra Othman - Jaguar Landrover Edmonton
Cassidy Palmer-Ruben - Don Wheaton Chevrolet Buick GMC Cadillac Ltd
Daniel Peterson - Cam Clark Ford Red Deer
Bryan Railton - Country Hills Volkswagen
Dean Rideout - Mercedes-Benz Langley
A Derek Roulston - Nelson Toyota

Michael Thomas - Valley Toyota

.< v Andrew Wheaton - Wheaton Auto Group A
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99 Was a Great One!

The people of British Columbia once again demonstrated their love of everything
automotive, as more than 115,000 guests made their way to the 99th Vancouver
International Auto Show.

The final attendance number was the third-best in the 99-year history of the event
and sees the last three years all cresting above the 115,000 mark.

This year, more than 400 vehicles were featured, including a record number of elec-
trics and hybrids, new offerings from manufacturers never seen before in Western
Canada, in addition to several highlight and feature displays.

What became abundantly clear over the course of this year's auto show was the fact
that it truly had something for everyone - from the latest models coming to dealer
showrooms, classics, modified supercars, or specialty one-off creations.

There were a number of features that proved to be especially popular, including: the
eye-catching Jaguar I-Pace, which was honoured with the Canadian Green Utility Ve-
hicle of the Year; the all new Jeep Gladiator, which proved to be a magnet for people
in attendance; the Canadian debut of Ken Block's heavily-modified 1965 Mustang,
otherwise dubbed the “Hoonicorn”, and; the Felino supercar, designed by former
Canadian race car driver Antoine Bessette, who engaged fans throughout the week.

From an emotional perspective, nothing came close to the response received by the
Van of Hope, the 1980 Ford Econoline van that supported Terry Fox during his 1980
Marathon of Hope. Whether it was people recalling where they were during that
period of time or because they or family members have been touched by cancer, the
van served as a source of reflection and symbol of hope for many.

A popular feature this year was the expanded Electric Vehicle Experience (EVE) test
drives, presented by CEVforBC™, and charged up by FLO. See page 16 for further
highlights.

The 2019 event was also the first time that all fuel-source vehicles were represented
on the show floor. From electric, hybrid, hydrogen fuel cell, to gas, diesel or propane
powered vehicles - they were all on display at this year's show.
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m VANCOUVER QO*
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The Vancouver International Auto is the best-attended
consumer show in Western Canada and the 2019 rendi-
tion was the greenest yet, featuring a significant number
of the newest electric, fuel cell and plug-in hybrid clean
energy vehicle models.

The expanded Electric Vehicle Experience (EVE) test
drives, presented by CEVforBC™, and charged up by FLO,
provided an opportunity for visitors to learn more about
this important, and growing consumer option - and get
behind the wheel of one of these remarkable products.

The number of drivers who took the opportunity to test
drive one of the clean energy vehicles through the EVE
test drives and the Toyota and Lexus Hybrid Ride and
Drive, totalled more than 2,700 at this year's event - the
best participation level in history of the event. Approxi-
mately 2,500 drivers participated in 2018.

In total, the test-driving selection of 36 vehicles was the
largest ever and many of the top-selling brands were
available, including the Tesla Model-3, Nissan Leaf,
Chevy Bolt, Mitsubishi Outlander, Chrysler Pacifica, VW
e-golf, and Hyundai Kona - along with the Toyota Prius-
Prime, Lexus UX 250h, and a number of other models at
the Toyota and Lexus Hybrid Ride and Drive.
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VANCOUVER
AUTOSHOW

YEAR

ANNIVERSARY

Trust at
first sight

Introducing the CARFAX Canada
Advantage Dealer program

The newest way for dealers to set themselves
apart from the competition while attracting more
customers using the CARFAX Canada brand.

A program that showcases dealers who value
transparency, helping them to build trust and
confidence in consumers like never before!

To learn more, talk to your CARFAX Canada rep,
call 1.866.835.8612 or email support@carfax.ca

MARK YOUR CALENDARS!

The 99th Vancouver International Auto Show proved to be a success in every
conceivable way - and now our attention turns to the 100th Auto Show.

The 2020 Vancouver International Auto Show is scheduled to take place at the
Vancouver Convention Centre West, March 24-29, 2020. Rest assured, our
Auto Show Management Team is planning a number of special ways to both
honour and celebrate the 100-year mark.

In anticipation of this very special occasion, Auto Show Management is asking
the public to share their favourite British Columbian automotive experiences
through social media by using the following hashtag: #VanAutoShowTop100 -
and we will compile the top-100 automotive events, moments and experiences
to be shared in the lead up to the 2020 Vancouver International Auto Show,
along with some special surprises! Stay up to date on the latest news:
www.Vancouverinternational AutoShow.com




Special

Olympics

Meet Athlete Tiana Kirkegaard

B.C.'s New Car Dealers are among Special Olympics BC's longest-standing champions. It's our privilege to introduce you to SOBC
athletes and coaches from around the province, whose stories show the difference you make by supporting Special Olympics -
you help create experiences of joy, friendship, empowerment, skill development, and health improvements for more than 4,800
athletes with intellectual disabilities in 55 B.C. communities.
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Special Olympics BC - Delta athlete Tiana Kirkegaard loves music, movement, and making friends through
SOBC. A talented rhythmic gymnast, Kirkegaard says the sport gives her opportunities to be active and express
herself.

Kirkegaard competed in the 2018 Special Olympics Canada Summer Games as a member of Team BC, earning
an impressive total of five gold medals. Kirkegaard said she is very proud of how she did in Antigonish, Nova
Scotia, and after the competition she felt “overwhelmed but happy!”

Kirkegaard's parents attended National Games and said it was a wonderful experience.

“For me, watching all of the athletes really brought tears to my eyes. | was deeply moved and the athletes were
treated with such respect and support,” said Tiana's mother Sandra Kirkegaard.

One of the youngest members of Team BC, Kirkegaard said her teammates did a great job of making her feel
accepted and included. She made many friends in Antigonish, and Kirkegaard said she learned a lot from her
experienced and knowledgeable teammates.

Kirkegaard worked hard to prepare for National Games, and she is very grateful to the incredible coaches who
helped her be at her best. This includes Team BC and SOBC - Vancouver coach Jennifer Fyfe and longtime
SOBC - Delta coach Courtney Keith of Dueck Auto Group. Kirkegaard says working with Keith over the years
has made her feel “happy and fearless.”

Tiana's father Dan Kirkegaard says Special Olympics has helped Tiana develop confidence and the capacity to
do things at a high level, like competing in rhythmic gymnastics. It has also helped her build social skills and
learn to express herself.

Outside of SOBC, Kirkegaard enjoys being active - especially outdoors. She listens to a wide variety of music
and enjoys learning from her three older siblings who are involved in music. She also loves dancing and per-
forming, and she is in her high school’s production of Oklahomal.

Going forward, Kirkegaard wants to make many new friends and get work experience. For Special Olympics, her
goals are to try her best and qualify for World Games.

Please visit specialolympics.bc.ca to meet more SOBC athletes and learn more about the Special Olympics
programs in your community.
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Special Olympics BC - Delta athlete
Tiana Kirkegaard
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Friends and family of Members of Special Olympics Team Canada 2019 travelled all the way to Abu Dhabi 2019 =
to cheer them on at the World Games. The team secured 155 medals! #Meet TheDetermined |

New Car Dealers Foundation/
Special Olympics Online Auction Fast Approaching!

GET SET TO BID!

IMPORTANT DEADLINE.
DON'T MISS IT!

AUCTION DATES:

Auction opens for bidding: May 3
Auction closes: May 9

New Car Dealers Foundation
Special Olympics BC

Auction 2018

H ron ) i
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The 2019 New Car Dealers Foundation / Special Olympics BC Auction
is coming soon! This long-standing and highly successful fundraiser
makes a difference by supporting the work of Special Olympics BC
and the New Car Dealers Foundation.

From May 3 to 9, visit www.newcardealers.ca to find the link to
make your bids in this year's auction.

You can help in a variety of ways:
« Bid online on the many amazing items in the auction!

» Please consider making a cash donation - a tax receipt will be
issued.

« Last-minute auction item donations can be added to the online
bidding site - please email chadley@specialolympics.bc.ca or
call 604-737-3073.

B.C.'s New Car Dealers have been helping Special Olympics BC
change lives through the power of sport for 35 years. SOBC is so
grateful for the ongoing support of the New Car Dealers who make
the auction happen and who bid for the betterment of the charities.

For more information on the auction, contact Christina Hadley at
chadley@specialolympics.bc.ca
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Snecial NEW CAR DEALERS
Olympics FOUNDATION
British Columbia




RCMP - BC Auto Dealers Fraud

BC's Auto Crime Police are warning car dealers about a spike in cases If you believe the transaction may be fraudulent contact
where high value vehicles are being obtained by fraud. Several dealerships  your local police department and advise them you have
have been victims in recent months. the suspect onsite.

In this latest trend various brands of SUV's and trucks are purchased by For more information, please contact:

suspects using falsified or stolen Quebec identification. Some of the pur- Insp. Brian MacDonald, M.S.M., Officer in Charge

chases have started online. The suspects arrange financing and arrange [.M.P.A.CT. (Integrated Municipal Provincial Auto Crime Team)
for the vehicle to be shipped to a third party. The third party loads the "B.C.s Auto Crime Police"

vehicle into a container and the vehicle is shipped overseas. After default-  Mailstop #208 - 14200 Green Timbers Way, Surrey, B.C. V3T 6P3
ing on a payment the finance company or bank contacts the purchaser Office: 778-290-4628 | Email: Brian.MacDonald@rcmp-grc.gc.ca
and realizes the transaction was fraudulent. By this time the vehicle has

left Canada.

What can | do to protect myself?

Is the purchase unusual, i.e. unusually high value of after-
market additions to the vehicle?

Does their story seem plausible? Why are they buying in
B.C?

Do not assume the purchaser is in your office. Check
the name online or through to see if a phone number MUAKE [T A NIGHTLY HABIT AT 5P\ WAKE SURE NOTHING 15 LEFT REMONE ALL VALUABLES AND: L0CK AND SECURE YOUR VERICL

. . TO CHEK 0N YOUR VERIGLE N PLAIN SIGHT PERSIONAL (TEMS
exists and call it. The real person may not be aware of

the purchase. . J R -I ‘ "\
T '!
Check with credit bureaus in BC or the province in “5Y a : PM
k)

. L
which their ID originates. BAITCAR.COM
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Ad Plates

Balloons Mﬁ@[ﬁ@@” M@@@m @@u |-|_-|ﬁ@f]n
Banners AUTO DEALERISUPPLIES

Bucko-Banners & Promotional Products
Contracts e

Decals

Domed (Tags & Decals)
Envelopes (Auto)
Fasteners ' ' ' *
Flags .
Frame . A
.Key Keeper SyStems i

K?,Y_fms/”/
____.-——-Markers

Mirror Cards

Option Stickers
Pennants

Signs

Swooper Flags

Vinyl Numbers & Signs
Warranty Cases
Window Graphics
Windshield Stickers

N
4 \\ T: 250-384-7304 / 1-888-882-6688

....and MORE! : F: 250-384-7308 / 1-888-727-6688

Official Supplier to the:

: E-mail: - office@michaelmason.ca
!!ﬁ”‘ : : Shop Online:
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Thanks to Auto Career Start and CADA, BC dealership members
signed up for time slots at the 2019 Vancouver International Auto
Show to highlight their career opportunities.

ACS succeeds: more Canadians interested in auto retail

Nearly a year has come and gone since the unofficial reveal of CADA's Auto Career Start campaign. The initiative continues to
grow, and it is succeeding in attracting more qualified and diverse people to careers in the Canadian auto retail industry.

“Right now there is an abundance of Canadians seeking employment opportunities on the ACS job board,” said Astrid Mauger,
Marketing Specialist at CADA, in an interview with CADA Newsline. “We expect the number of job seekers to continue to grow
as we spread the message at various auto shows throughout the year.”

The job board is an opportunity for dealers to connect with people that are interested in a career in this sector. For $25, each
employment offer that is posted on the job board is automatically boosted to the search engine Indeed.com, at no extra cost to
dealers.

CADA is supporting provincial association events where there is an ACS presence to help boost Canadian interest in the auto
retail sector. The most recent example of this is can been observed at the Vancouver International Auto Show, where the New Car
Dealers and member dealers had a booth set up.

“We are pleased to support several provincial dealer associations across the nation who will be promoting ACS at their events,”
said Mauger. “Part of this support includes providing them with key messages and artwork to help them spread the word to po-
tential future employees of the automotive retail sector — and employers as well.”
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IN AUDIO ENTERTAINMENT. OFFER A

With over 140 channels of unparalleled entertainment, the SiriusXM All Access package has FRE E
something for everyone. ALL ACCESS

By giving your customers an All Access trial, they’ll receive coast-to-coast coverage of unlimited
entertainment, PLUS they can listen online, on the App, or on their Smart TV. SiriusXM has a sound
for every moment that will amplify life in the car and beyond.

(SiriusXm))

© 2018 Sirius XM Canada Inc. “SiriusXM”, “SiriusXM Satellite Radio”, “XM”, “Sirius”, the SiriusXM logo, channel names and logos are trademarks of Sirius XM Radio Inc. and are used under license
All rights reserved. The Beatles logo is a registered trademark of © Apple Corps 2018 and is used under license. © NHL 2018. All rights reserved.

TRIAL

Your buyer network now Your buyer network with dedenev,

THE LARGEST NETWORK
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LegalLine

DISCIPLINING AND/OR TERMINATING AN EMPLOYEE

A ddressing employee performance and conduct issues can be a
difficult and complicated exercise. In recognition of the importance of

an individual's employment to their sense of identity, self-worth and emo-
tional well-being, legislation and the courts have set out some important
principles of law that employers need to be aware of and comply with

in addressing issues that may arise in the workplace with respect to an
employee's performance and/or incidents of misconduct.

There has been a growing emphasis in our society on the duty of dealing
in good faith and, as such, when employers make decisions to discipline
and/or terminate an employee, care must be taken to ensure that the
manner in which this discipline and/or termination is handled complies
with this obligation of dealing in good faith, or risk being found liable for
the damages that may flow from a breach of this duty.

Suspension of Employment

One issue that we are often asked to advise on is the entitlement of an
employer to suspend an employee, either as a “punishment” for some
misconduct and/or while the employer is investigating an incident of mis-
conduct in the workplace. The Supreme Court of Canada has confirmed
that an employer is entitled to suspend an employee while the employer
conducts a workplace investigation (known as an administrative suspen-
sion), however, in doing so, the following rules must be followed:

1. The suspension must be necessary to protect the legitimate busi-
ness interests of the employer (e.g., if the workplace misconduct
involves an allegation of sexual harassment, the employer would be
able to demonstrate a legitimate business interest in suspending the
employee while it undertakes its investigation of the allegations).

2. The employer must be acting in good faith.

3. The suspension must be for a relatively short period and must be a
fixed term.

4.  Other than in extremely exceptional circumstances, the employee
must be paid during the term of the suspension. (If an employee
refuses to consent to or accept a paid administrative suspension,
the employer could be at risk of being found to have constructively
dismissed the employee if the suspension is unpaid.)

Failure to follow the above-noted rules in relation to an administrative
suspension could put the employer at risk of being found to have con-
structively dismissed the employee.

Disciplinary suspension results when an employee has either admitted

to a form of misconduct or the workplace investigation has revealed a
misconduct committed by that employee and is used as a form of punish-
ment. The same rules that apply to administrative suspensions would
also apply to disciplinary suspensions and can only be unpaid if the em-
ployee agrees. (The employee could signify his/her agreement to an un-
paid disciplinary or administrative suspension if there is an express term
in the Employment Agreement signed by the employee at the commence-
ment of his/her employment which expressly provides the employer with
the right to use unpaid administrative and/or disciplinary suspensions.)
An employer must be careful not to allow the disciplinary suspension to
be so severe as to be seen as severing the employment relationship, as
this may place the employer at risk of defending a constructive dismissal
claim.
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Given these risks, it is always prudent to seek legal advice before consid-
ering the suspension of an employee.

Performance Issues

It is often quite difficult to determine whether or not an employer has
the right to terminate an employee for poor performance. In order to
minimize an employer’s risk of a wrongful dismissal claim, it is extremely
important that employers demonstrate that proactive steps were taken
to address the performance issues. The courts encourage the use of a
progressive discipline model.

In order to establish a right to terminate an employee for poor perfor-
mance, the employer has the burden of proving that the employee has
consistently failed to meet reasonable objective performance standards of
which the employee is aware. The rights and obligations of the employer
will be affected by the severity of the poor performance. In the majority
of cases, a pattern of substandard performance alone is not sufficient

to justify dismissal for cause. If an employer is seeking to terminate an
employee for poor performance, the employer must:

1. Raise the performance issues with the employee and warn the
employee that his/her job is at risk if performance does not improve
within a specified period of time.

2. Provide the employee with reasonable time and support for improve-
ment.

3. Prove that, notwithstanding that the employee had reasonable
time and opportunity to improve, the employee's poor performance
persisted.

Although there is no legal requirement for the warnings to the employee
to be in writing, the absence of written warnings will make it difficult for
an employer to prove that it provided clear and unambiguous warnings
that the employee's job was in jeopardy if he/she did not improve their
performance. Not surprisingly, in most cases where a claim for wrong-
ful dismissal has been advanced by an employee terminated for perfor-
mance issues, there is a denial by the employee of any meetings or verbal
warnings provided by the employer with respect to performance issues.
Given that the burden is on the employer to prove cause for termination,
the courts expect clear evidence from the employer to prove that the
employee was provided with clear warnings about the poor performance
and provided with a reasonable opportunity to improve.

In order to manage poorly performing employees and minimize the risk
of a wrongful dismissal claim, an employer should consider the following
best practices:

1. Develop clear written performance standards and/or job descrip-
tions that will make employees aware of their roles and responsibili-
ties and the employer’s expected performance standards.

2. Ensure that the performance standards that are developed are ap-
plied consistently to all employees.

3. Provide timely and clear warnings of any performance issues.

4. Document discussions with employees about performance issues
and, ideally, prepare written warnings outlining the performance

continued on next page



concerns, a time period for improvement and an express warning
that, if the performance does not improve within the stated time
period, the employee could be at risk of being terminated

5. Ensure that the employee is provided with a reasonable period of
time to improve performance and assistance (e.g., through mentor-
ship, additional training) to address the performance issue.

There is a very high bar to be met by an employer who is seeking to
prove just cause for termination based on poor performance. As such,
an employer would be well-served to follow the above-noted suggested
practices and exercise patience in dealing with performance-related
issues.

If you have an employment issue or need
clarification on any of the points in this article,
| would be pleased to assist (604.408.2026
or slal@shk.ca).

Seema Lal
Director, SHK Law Corporation

Contact us at: 604.684.0727 | www.shk.ca

N u@ LAW CORPORATION
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Weekly Auction Times:
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Saturday 10:00Am

604.232.4403
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Join the marketplace
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Meets Supply
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The 3 P's to Drive Up the Price of Your Auto Dealership

According to the Canadian Federation of Independent Business
(CFIB), two thirds of Canadian business owners plan to sell their
companies within the next 10 years. With so many businesses set
to hit the market, how will you position your auto dealership so
you attract a buyer and get top dollar?

Aleem Bandali, Managing Director, MNP Corporate Finance Inc.
has experience managing divestitures of all sizes in a variety of
industries. While every sale presents its own set of challenges and
opportunities, Bandali has identified the 3 P's— prepare, position
and package—to help ensure you maximize value and effectively
position your business for sale in any market.

1. PREPARE

Even though the sale of your dealership may be years away, there
are critical factors you need to address today to ensure your
company is structured properly. Getting the right people in place
and retaining them is crucial. It's also important to have yearly
strategic planning meetings where you and your management
team set goals for your company so there is a plan to follow and
measure results.

2. POSITION

Now that you have a solid foundation for growth in place, it's time
to improve your business. Your accounting software and IT sys-
tems should enable you to see which product lines and services
are most profitable and where improvements need to be made.
You should also be continually reviewing processes to maximize
efficiencies.

3. PACKAGE

Once the value of your auto dealership meets your financial goals
and retirement plans, it's time to market your business effectively.
“This is a very time-consuming process as the goal is to attract
buyers, negotiate with each of them and get the best price pos-
sible. In many cases, this is the most crucial stage of the divesti-
ture process,” adds Bandali.

Six Ways to Enhance Value

In addition to the 3 P's and building the value of your dealership,
here are six universal drivers that will help you maximize the
return on your investment.

1. START PLANNING NOW
Preparing your company for a divestiture well in advance will help
stakeholders maximize value. You can start to build value by iden-
tifying the key value drivers in your industry and implementing a

-

plan to improve the business. Once there, how fast your company
sells depends on market conditions and the unique attributes of
the business.

2. DEVELOP YOUR LEADERSHIP TEAM

Developing and implementing your divestiture strategy two to

five years before you want to sell is key. “Your divestiture strategy
must be carefully orchestrated because it's a very time consuming
and demanding process,” advises Bandali. “Most business own-
ers underestimate the complexity needed to plan, execute and
manage a divestiture while attending to their day-to-day business
needs. Having a strong management team in place after you're
gone is very appealing to buyers.”

3. UPDATE YOUR BUSINESS PLAN

Most financial and strategic buyers are extremely savvy consum-
ers. They want to realize immediate cost savings and leverage
operating synergies which will drive growth subsequent to the
acquisition. “This emphasizes the need for yearly projections and
an updated business plan. It should also detail your dealership’s
niche and competitive advantages,” he explains.

4. MONITOR KEY PERFORMANCE INDICATORS

Buyers are looking for a well-documented history that shows a
strong financial position and solid growth. It is essential that you
identify key performance indicators, regularly monitor them and
address areas lagging in performance.

5. STAY FOCUSED ON GROWTH

All businesses will transition ownership at some point. Constantly
look for ways to improve your auto dealership and never lose sight
of your goal, which is to increase value.

6. REMOVE OBSTACLES

How prepared an owner is prior to the divestiture is as important

as timing and market conditions. “Before selling, clean up any out-
standing accounting issues, settle any labour disputes or pending
lawsuits because they are bound to come up during due diligence
and can be a costly surprise,” warns Bandali.

Aleem Bandali, MBA, ID, is the Managing
Director with MNP Corporate Finance Inc.
Bandali delivers a broad range of services,
including assisting clients with divesti-
tures, mergers, acquisitions, and capital
restructuring. To find out how you can
build value or sell your business, contact
Aleem at Aleem.Bandali@mnp.ca




The Season of Budgets

The annual right-of-passage, known as the Provincial Budget “lock-up”
occurred in February, an event that holds a great deal of significance for
our industry, our members and consumers.

Budget 2019 is important from the perspective that it includes a host of
positive clean energy initiatives and significant investments to support
the CEVforBC™ Program and ongoing development of a fast charging
network for electric vehicles and fueling for hydrogen fuel cell vehicles.

The CEVforBC™ Program will be topped up by $42 million for point of
sale purchase incentives of up to $6,000 for qualifying EV or Hydrogen
vehicles. A further $6 million will be available to support light duty fleets
in shifting to clean energy vehicles and $1 million will be invested in pro-
gram implementation and public outreach.

CEVforBC™ has been a significant factor in making the transition to EVs
more affordable for British Columbians. Since the Program was estab-
lished in 2011, almost 12-thousand incentives have been paid out to
individuals and families for the purchase of electric vehicles.

Budget 2019 also included news that a total of $30 million will be
invested in the infrastructure required to charge an electric vehicle or
fuel a hydrogen vehicle including: $20 million to support new public
fast-charging and hydrogen fueling stations, $5 million to support home
and workplace charging stations and $5 million for charging stations at
highway rest areas and BC Government buildings.

These key investments will help continue BC's nation-leading adoption

of clean energy vehicles in the next three years. The collective goal of the
provincial government and our Association is the continued acceleration
in adoption of clean energy vehicles. The partnership is one we value, one

Unlock Your Auto Dealership’s
Full Potential

Today'’s auto dealers continue to face their share of challenges,
from narrow margins and management struggles to dealing
with manufacturers’ expectations and a constantly shifting
marketplace. As business advisors to more than 140 auto
dealerships in B.C., MNP understands the specific demands and
opportunities of the automotive industry — and is uniquely
positioned to address the needs of dealer principals, whether
you're a single-store operator or a multi-store dealer.

To learn how we can help you unlock your opportunities and
drive more success, contact MNP today.

Chris Schaufele, CPA, CA
Partner, Automotive & Assurance Services
T: 604.536.7614

E: chris.schaufele@mnp.ca

Dan Lock, CPA, CA

T:604.949.2088
E: dan.lock@mnp.ca

ACCOUNTING > CONSULTING > TAX

Partner, Automotive & Assurance Services

By Blair Qualey, President and CEO

that is working and one that we
hope to continue and push EV
adoption to new heights in the
years ahead.

Budget season continued at
the federal level with Ottawa
announcing it is establishing an
EV incentive program that will see consumers get a $5,000 break when
they buy a clean energy vehicle with a base price under $45,000.

The news is welcome, as the ability to access both a provincial and
federal incentive will make clean energy vehicles even more affordable
and further EV adoption in this province.

Our hope is that Ottawa will expedite the process to create certainly for
consumers, who may otherwise delay a potential purchase until they
know the details associated with accessing the new incentive.

New Car Dealers are also hoping the incentive is based on the retail cost
of the purchase price (versus added additional costs associated with
operations and upgrades).

Having delivered the provincial incentive program for a number of years,
our association has expressed interest in administering the new federal
program, in part because our members have developed a level of
expertise in doing so. We also know how important it is that the funds
flow through in a timely way for the consumer and dealers versus that
of a government bureaucracy which has the potential to be less efficient.

As this edition of SIGNALS went to press, we were awaiting details on
when and how the federal program will roll out.

Ryan Gorder, CPA, CA

Partner, Automotive & Assurance Services
T. 604.949.2088

E. ryan.gorder@mnp.ca

Wherever business takes you. | MNP/
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Who's Who at the NCDA

OUR VISION:

For member dealers and the dealer franchise system to be seen by the
public as the best choice to fulfill all their automotive needs.

We are a small, but dedicated and hardworking team of seven individuals
working to serve all Members of the New Car Dealers Association of BC.
Should any questions, concerns, issues or ideas arise, the Association staff
will be available to listen and help.

Get in touch via phone, email, fax or in person at our Langley office!

Blair Qualey Shakira Magbool
President & CEQ _, Senior Accountant &
bqualey@newcardealers.ca W Office Manager

Direct: 604-330-4299
Mobile: 604-897-0852

smagbool@newcardealers.ca
Direct: 604-214-9965

Joshua Peters Roni Sapoznikov

Manager, Member Services
jpeters@newcardealers.ca
Direct: 604-330-4290

cev@newcardealers.ca
Direct: 604-330-4291

Beatrice Fancu

Accounting Assistant
accounting@newcardealers.ca
Direct: 604-330-4295

NEW CAR DEALERS ASSOCIATION OF BC

Contract Support

Vancouver International Auto Show New Car Dealers Foundation of BC

Jason Heard
Executive Director,
jheard@vanautoshow.ca
| Mobile: 604-220-2725

Christie Morning-Smith
Community Relations
foundation@newcardealers.ca

FOLLOW US ON SOCIAL MEDIA:

@ncda_bc @ncda_bc
@vanautoshow @ @vanautoshow

@cevforbc @cevforbc

n NCDA: facebook.com/newcardealersassoc
VIAS: facebook.com/vias
CEVforBC: facebook.com/CEVforBC

#380 - 8029 199th Street, Langley, BC. V2Y OE2
Phone: 604-214-9964 | Fax: 604-214-9965 | www.newcardealers.ca
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CEVforBC™ Program Administrator

CORPORATE
PARTNERS

CADAS

Canadian Autamobile Dealers Assaciotion
Carperation dea suscciotions de ditalllants d’aviemebilas
The NCDA is a proud member of the Canadian Au-
tomobile Dealers Association (CADA). CADA is
the national association for franchised automobile
and truck dealerships that sell new cars and trucks.

www.cada.ca
#VANAUTOSHOW

VANCOUVER
AUTOSHOW

The Vancouver International Auto Show (VIAS)
is Western Canada's best attended consumer-
show, and one of its premier automotive exhibition
events. VIAS is owned and operated by the New-
Car Dealers Association of BC. The Show has set
a record of constantly more than 115,000 guests
for the past three years and looks forward to cel-
ebrating 100 years of automotive in 2020. The
100th Annual VIAS returns March 24-29 at the
Vancouver Convention Centre. Learn more here:
www.Vancouverinternational AutoShow.com

CEV for BC

Clean Energy Vehicles for British Columbia

The Clean Energy Vehicle for BC (CEVforBC™)
Point of Sale Incentive Program is administered on
behalf of the Province of BC by the New Car Dealers
Association of BC. CEVforBC™ provides purchase
incentives for plug-in hybrid, electric and hydrogen
vehicles to BC residents. www.cevforbc.ca
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BC Scrap-It is a voluntary early retirement vehicle
program that provides incentives to help British
Columbians replace higher polluting vehicles with
cleaner forms of transportation. www.scrapit.ca



OFFICIAL SUPPLIERS

The New Car Dealers Association of B.C. would like to
acknowledge these fine companies for their support of
your association’s activities:

CADA'360

CADA 360 programs are unique. Each program is designed
under the guidance of a Dealer Committee, and participating
dealers become stakeholders in the programs. It all comes back
to you - is more than a tag line, it's our guarantee to association
members. The end result is a powerful combination of industry-
leading business solutions for health and wellness benefits and
exceptional dealer representation. Learn more: www.cada.ca/
web/CADA/Insurance/CADA

First Canadian
Insurance Corporation

First Canadian Insurance Corporation is a national, privately
chartered Life Insurance Company that has been offering Life and
Disability insurance coverage on consumer loans through automo-
tive dealership financial service offices since September of 1988.

Since that time, the First Canadian Group of Companies has been
marketing its Insurance, Mechanical Breakdown Protection, and
Protection Product programs through automotive, RV, and marine
dealers across Canada with tremendous success.
www.firstcanadian.ca
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CANADA #

CARFAX Canada is the definitive source of automotive informa-
tion, delivering vehicle history, appraisal and valuation. Drawing
on billions of data records from thousands of unique sources,

its products enable used vehicle buyers and sellers to make
informed decisions. Including CARFAX Canada reports with your
used vehicle inventory could be that edge over the competition
that you've been looking for.

Let CARFAX Canada show you the difference, and help you sell
more cars and make more money! www.carfax.ca

S_L michaelmason.ca

Michael Mason & Co. Ltd. has been manufacturing and supply-

ing the Automotive Industry since 1967. They have products for

every department within your dealership. Michael Mason & Co.

fabricate products at their factories in British Columbia, Canada.
www.michaelmason.ca

PREMIER PARTNERS

Gold Level

COxw
AUTOMOTIVE

Cox Automotive is transforming the way the world buys, sells
and owns cars with industry-leading digital marketing, soft-
ware, financial, wholesale and e-commerce solutions for con-
sumers, dealers, manufacturers and the overall automotive
ecosystem worldwide. The global company has 34,000 team
members in more than 220 locations and is a partner to more
than 50,000 auto dealers, as well as most major automobile
manufacturers. For more information about Cox Automotive
Canada, visit coxautoinc.ca.

TradeRey)

TradeRev is a revolutionary vehicle appraisal and auctioning
system designed to be as mobile as business’s need. It gives
Sellers the power to launch live, one-hour, real-time auctions
from the palm of their hands. Buyers can also enjoy full end-to-
endservice fromanywhere. With Mobile Checkout, instant bids
and more, TradeRev helps dealerships sell more new cars by
getting your customer the trade value they want. Learn more at:
www.traderev.com/en-ca

Silver Level

\ ADESA
= \VANCOUVER

ADESA Vancouver's auctions provide registered dealers,
brokers, automobile manufacturers, rental agencies as well
as corporate and government fleets with a complete ve-
hicle marketing solution in British Columbia. Learn more at:
www.adesa.ca/Vancouver

Bronze Level

(SiriusXm))

SiriusXM Canada is the country's leading entertainment
company. SiriusXM creates and offers commercial-free mu-
sic; premier sports talk and live events; comedy; news; and
exclusive talk and entertainment. SiriusXM is available in
vehicles from every major car company and on smartphones
and other connected devices as well as online at siriusxm.ca.
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On behalf of the New Car Dealers
Association of BC, congratulations to the
Dick Irwin Group on 50 years in business!

Family-owned Dick Irwin Group Celebrates 50 Years!

The Dick Irwin Group, a North Vancouver institution since 1969, is
celebrating a significant milestone this year - 50 years of sales and
customer service.

The company started when Dick relocated to North Vancouver from
Edmonton with his wife and four children and began the process

of building what has become a fixture in the industry on the Lower
Mainland and among the car-buying public.

The name Dick Irwin is also synonymous with television and radio
jingles of a by-gone era that were cheesy entertaining - and certain-
ly caught the attention of listeners.

Dick passed away in 2002 but the characteristics that contributed
to much of his success - namely, hard work and a strong customer-
focus, are embodied in his sons - Jack, who runs Pacific Honda and
Rick who does likewise at North Shore Kia.

It also says something about the nature of the Dick Irwin Group that
several employees have also been with the company for decades.

All of Dick’s children have worked in the business in some capacity
and three of Jack’s nieces and two sons-in-law are also part of the

Dick Irwin team, meaning this is a family affair that in all likelihood
will continue for another 50 years.
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Company Contact Name Email Phone Website

e-Dealer Nicole Sergio nicole.sergio@edealer.ca (416) 853-5626 http://www.edealer.ca
[oY) 911 Autoworks (1076973 BC Ltd) Derek Gagne dmgagne@gmail.com (604 802-8384 http://www91lautoworks.com
- Accu-Trade - Innovative Dealer Tools Lorgan Keirstead logan@accu-trade.com (888) 875-9910 http://www.accu-trade.com
o — ADESA Auctions Canada Corp John Macdonald john.macdonald@adesa.com (604) 232-4403 http://www.adesa.com
.'(-ﬂ' Alloygator Canada Scott Ashton sashton@alloygatorna.com (604) 880-4871 http://www.alloygator.ca
: AllWest Insurance Services Ltd. Renee Nielly rnielly@allwestins.com (604) 7337383 http://www.allwestins.com
AMC Insurance John Gough jgough@amcinsurance.ca (604) 547-0179 http://www.amcinsurance.ca
E Audatex Canada Darcy Gorchynski darcy.gorchynski@audatex.com (416) 498-3777 http://www.audatex.ca/autopoint
o0 BCIT - School of Transportation Mubasher Faruki mubasher_faruki@bcit.ca (604) 432-8759 http://www.bcit.ca/transportation
BDO Canada Kristen Mundy kmundy@bdo.ca (604) 688-5421 http://www.bdo.ca
E BMO - Bank of Montreal Bradley Warren bradleywarren@bmo.com (604) 6657064 http://www.bmo.com
[<b) (alla Financial Services Ltd. Nick Calla nick@callafinancial.ca (604) 921-4048 http://www.callafinancial.ca
Z Canadian Black Book Richard Phillips rphillips@canadianblackbook.com (905) 477-0343 http://www.canadianblackbook.com
(1) Canadian Linen Craig Sherlock craig sherlock@canadianlinen.com (604) 375-0824 http://www.canadianlinen.com
fhr] CarGurus Lexi Lipton alipton@cargurus.com (617) 3151137 https://ca.cargurus.com/
(9°] CarProof Brent Brooks bbrooks@carproof.com (519) 488-6314 http://www.carproof.com
- G CDK Global Greg Wallin gregwallin@cdk com (778) 838-0639 http://www.cdkglobal.com
o CIBC Commercial Banking Phil Lehn philip.lehn@cibc.com (604) 665-1318 http://www.cibc.com
(75] Commander Warehouse Equipment Ltd. Brad Daws brad@commander.ca (604) 574-5797 http://www.commander.ca
(2} Consolidated Dealers Co-Op Inc. Pamela Phillip pphillip@consolidateddealers.com (250) 351-5697 http://www.consolidateddealers.com
< Consultant Auto 360 Kim Normandin knormandin@consultantauto.com (604) 360-8114 https://www.solutionsmedias360.com
(@)) Cowan Insurance Group Ltd Mani Sharma mani.sharma@cowangroup.ca (778) 835-2566 http://www.cowangroup.ca
r— Cox Automotive Canada Sarah Miller sarah.miller2@coxautoinc.com (905) 290-6414 https://www.coxautoinc.com/
o Crystal Clear Blades Inc. Cindy Wilson cwilson@crystalclearblades.com (905) 7617957 httpy//www.crystalclearblades.com
o Dante Group Sam Lavji success@dantegroup.ca (604) 541-8957 http://www.dantegroup.ca
DealerMine CRM Jane Webb jane@dealerminecrm.com (800) 304-3341 http://www.dealerminecrm.com
DealerSocket Jonathan Ord info@dealersocket.com (206) 730-2055 http://www.dealersocket.com
Dealer Solutions North America Rick Kingdon rick@dealersolutionsna.com (778) 2451041 http://www.dealersoloutionsna.com
Dealertrack Technologies Jack Sulymka jack sulymka@coxautoinc.com (905) 8753522 http://www.dealertrack.ca
DiliTrust Exec (Leading Boards Inc.) Chelsea Campbell chelsea.campbell@dilitrust.com (416) 949-2900 https://www.dilitrust.com/
DMI Disability Management Institute Inc Matt Hendrick mhendrick@disabilityinstitute.com (866) 963-9995 http://www.disabilityinstitute.com
Drive Marketing Group Inc Josh Chow info@drivemarketinggroup.ca (604) 837-3536 http://www.drivemarketinggroup.ca
First Canadian Insurance Corporation John Romfo jromfo@firstcanadian.ca (250) 3081112 http://wwwifirstcanadian.ca
First West Leasing Jay Brar jbrar@firstwestcu.ca (604) 539-7041 http:/firstwestleasing.ca
FLO Services Inc. Simon Toung stoung@flo.ca (888) 943-8356 http://wwwilo.ca
Foreseeson Technology Mike Ferguson mferguson@foreseeson.com (778) 3831797 http://www.plugev.com
General Bank of Canada Marley Begg mbegg@generalbank.ca (780) 974-2829 https://www.generalbank.ca/
Georgian College (Automotive Business School of Canada) Joe Lauzon joseph.lauzon@georgiancollege.ca (705) 7281968 ext 1234 http://www.georgiancollege.ca/
GoLED Lighting Inc. Mike Alesu mike@goled.lighting (888) 465-3312 http://goledlighting
Hireology Mike Crothers merothers@hireology.com (312) 2537808 http://www.hireology.com/
HUB International Insurance Brokers Wayne LeGear wayne.legear@hubinternational.com (604) 269-1944 http://www.hubinternational.com
iA Auto Finance Denise Buott denise.buott@ia.ca (604) 290-4903 https://ia.ca/
Industrial Alliance Insurance and Financial Services Inc. John Eadle john.eadle@ia.ca (604) 882-8220 http://www.salgroup.com
Insurance Insight Inc. Neal O'Donoghue neal.odonoghue@insuranceinsight.ca (416) 603-8555 http://insuranceinsight.ca/
Iron Mountain Brett Spector brett.spector@ironmountain.com (407) 274-8390 http://www.ronmountain.com
Kimoby Alex Wojcik alexw@kimoby.com (877) 248- 0204 http://www.kimoby.com
LGM Financial Services Stephanie Day stephanie.day@lgm.ca (604) 806-5304 http://www.Igm.ca
Manheim Auto Auction Company (Cox Automotive Canada) Jack Sulymka jack sulymka@coxautoinc.com (905) 8753522 https;//www.manheim.com/
Mark VIl Bardia Lali blali@markvii.net (866) 658-9274 https;//www.markvii.net/
Maxxam Insurance Pam Shaen pamelas@maxxaminsurance.com (250) 391-8809 http://www.maxxaminsurance.com
Michael Mason & Co. Ltd. Steve Batchelor office@michaelmason.ca (250) 384-7304 http://www.michaelmason.ca
MNP LLP Accounting>Consulting>Tax Darrell Endresen darrell.endresen@mnp.ca (604) 949-2088 http://www.mnp.ca
MyAutoNews.ca Morgan van Holst morgan@myautonews.ca (519) 932-1149 http://www.myautonews.ca
National Bank of Canada Catalina Baciu catalina.baciu@nbc.ca (604) 209-9055 http://www.nbc.ca
NextGear Capital (Cox Automotive Canada) Jack Sulymka jack.sulymka@coxautoinc.com (888) 969-3721 https://www.nextgearcapital.com
One Michael Miller michael.miller@onepersuades.com (778) 628-3949 http://onepersuades.com
Optiom Inc. Michelle Wong mwong@optiom.com 1-800-613-3705 http://optiombc.com/
Pacific Newspaper Group, A division of Postmedia Network Inc. Tracey Copeman tcopeman@postmedia.com (604) 605-2546 http://www.sunprovince.com
PowerBand Solutions Peter Hucul info@powerbandsolutions.com (866) 768-7653 http://www.powerbandsolutions.com
Radius Security Mike Baxter mbaxter@radiussecurity.com (604) 232-2405 https://www.securitysystemsvancouver.com/
RBC Automotive Finance Group Erik Jensen erik jensen@rbc.com (604) 468-4590 http://www.rbc.com/canada.html
Roy Speed & Ross Ltd. (Operating as RSR Global) Karey Davidson kdavidson@rsr-global.com (905) 631-5865 http://www.royspeedross.com
SCI MarketView Ted Davis tdavis@scimarketview.com (905) 415-6258 http://www.scimarketview.com
Scotia Dealer Advantage John Hiscock John Hiscock@scotiadealeradvantage.com  (778) 373-4174 http://www.scotiabank.com/scotiadealeradvantage
Scotiabank Western Dealer Finance Centre Warren Sandbeck warren.sandbeck@scotiabank.com (800) 268-0762 http://www.scotiabank.com
Serti Information Solutions Pascal Lafleche marketing@serti.com (800) 361-6615 http://www.serti.com/
Shapiro Hankinson & Knutson Law Corporation - Rod McCloy Law Corp.  Roderick McCloy rhm@shk.ca (604) 684-0727 http://www.shk.ca
SiriusXM Canada Nina Rodrigues nina.rodrigues@siriusxm.ca (604) 220-6948 http://www.siriusxm.ca
Solera Autopoint Greg Laviolette greglaviolette@autopoint.com (250) 896-5480 http://www.autopoint.com
Speed Shift Media - BC Media Works Steve Barker steve.barker@speedshiftmedia.com (604) 520-9177 http://www.speedshiftmedia.com
Spire Development Corporation Lawrence Green lawrence@spiredevelopment.ca (604) 432-6650 http://www.spiredevelopment.ca
Strathcom Media Inc. Duncan Cochrane duncan@strathcom.com (780) 433-8844 http://www.strathcom.com
Sym-Tech Dealer Services Alanna Cawston alanna.cawston@sym-tech.ca (905) 889-5390 http://www.sym-tech.ca
TD Auto Finance Danny Long danny.long@td.com (403) 819-1244 http://wwwIDFS.com
Titan Certified Canada (TOA) Dale Finch dalefinch@titancertified.ca (604) 341-4933 http://titancertified.ca/
Total Graphics Inc. Jeff Mesina jmesina@totalgraphics.com (604) 294-0223 http://www.totalgraphics.com
Trader Corporation Tyler Gibson tylergibson@trader.ca (604) 836-5204 http://www.autotrader.ca/
TradeRev Shannon Lyle shannon@traderev.com (888) 260-4604 https//www.raderev.com
TRG Group Benefits & Pensions Rob Taylor rtaylor@trggroup.com (604) 714-4400 http://www.rggroup.com/
Unisync Group Limited Barry Good bgood@unisyncgroup.com (800) 668-3243 http://www.unisyncgroup.com/
VAuto (Cox Automotive Canada) Jack Sulymka jack sulymka@coxautoinc.com (877) 828-8614 https://wwwyauto.com/
VinSolutions (Cox Automotive Canada) Jack Sulymka jack sulymka@coxautoinc.com (800) 980-7488 http:/Avinsolutions.com/
Western Dealers Co-Auto Mike Reid mreid@wdcoauto.com (780) 468-9552 http://wwwwdcoauto.com
Wolrige Mahon Chartered Professional Accountants Masato Oki moki@wm.ca (604) 684-6212 http://wwwwm.ca
Xtime Inc. (Cox Automotive Canada) Jack Sulymka jack.sulymka@coxautoinc.com (888) 463-3888 http://xtime.ca/

ZLC Financial Fab Biagini fbiagini@zlc.net (604) 6887208 http:/www.zlc.net
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Central Auto

Switch and keep.

Retain your best people and keep them happy, with CADA 360 Employee Benefits. Every plan
element has been designed under the guidance of a Dealer Trustee Committee with you and your
employees in mind. Expert advisors make it easy to
switch to CADA 360, and easy for your employees
to access their benefits.

When you choose CADA 360 programs, you get
solutions created for your needs, and you support
advocacy initiatives that protect your best interests.

CADA 360 Employee Benefits.
Isn’t it time you made the switch?

To find out more, call 1-800-463-5289 .
or e-mail cada360@cada.ca CADN366



