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;. From the PRESIDENT

ZEV Mandates
Ended, For Now

ol

BY ]eb Balise, MSADA President

This month, prompted by considerable dealer input to legislators and other policymakers
here and in D.C., franchised dealers and their manufacturers achieved rescue from onerous
zero-emission vehicle mandates imposed by the California Air Resources Board. Based
on how the legal cookie crumbles, time will tell whether this relief could be permanent or
short-lived.

Since last year your Association lobbied the Healey-Driscoll Administration and leg-
islators for relief from CARB’s ZEV mandates that were to start for MY2025 heavy-du-
ty trucks and MY?2026 cars and light-duty vehicles. The Administration first gave truck
manufacturers a delay until January 1, 2026, to meet CARB’s heavy-duty omnibus NOx
emissions (HDO) rule, and subsequently it delayed the Advanced Clean Trucks (ACT) rule
with its ZEV mandates for MY25 and MY26. Unfortunately, at that time, we still awaited
word on the status of the Advanced Clean Cars II (ACC II) rule.

In March, the Trump Administration’s EPA finally sent to Congress the three resolutions
necessary to revoke the waivers granted for the CARB rules in question — ACT, HDO, and
ACC II. The Trump EPA also began the process to overturn the Biden Administration’s
stringent vehicle emissions rules instituted on all non-CARB vehicles, which were the
subject of our opposition efforts at previous Washington Conferences and ATD fly-ins.

Eventually, the U.S. House and Senate each voted in a bipartisan manner to revoke the
three CARB waivers, and President Trump ultimately, on June 12, signed the resolutions
putting an end to CARB’s overreach. Meanwhile, Governor Maura Healey completed the
trifecta of delays when, on May 23, her Administration delayed ACC II for cars for MY25
and MY26. This will prove helpful should the California litigation challenging Congress
and the president’s actions get overturned; California’s attorney general was joined by the
attorney general for Massachusetts and several other states to file a lawsuit just after the
president signed the revocations.

Government, at any level, does not act in a vacuum. Politicians all respond to the push
and pull of constituents and the views of affected parties. Here and in D.C., rule delays and
waiver revocations occur as a direct result of dealer input into the process. Your Associa-
tion appreciates the actions of every dealer and their key managers who took the time to
contact their state and U.S. legislators and the governor’s office on these matters. We can
never be successful without such efforts.

ATD just completed its annual D.C. fly-in in early June with over 100 truck dealers and
state association participants, including ATD board vice chair Kevin Holmes and our Ex-
ecutive Vice President Robert O’Koniewski. We now are beginning to assemble our group
for the September NADA Washington Conference. Constant contact with our federal offi-
cials keeps dealer insights in the forefront of their minds.

Moving forward, please consider answering the call to action should we ring the bell in
the future. It can be the difference between success and failure.

¢
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THE ROUNDUP

Legislative Wins — ZEV
Mandates Revoked;
E-Titles Become Law

By Robert O'Koniewski, Esq

MSADA Executive Vice President

rokoniewski@msada.org

Follow us on X (formerly Twitter) « @MassAutoDealers

June saw franchised dealers experience several
legislative successes at the State House and in D.C.
Dealer input with our state and federal legislators
played a considerable role in those achievements.
Our appreciation goes out to each and every dealer
and their key managers who contacted their legis-
lators throughout the multi-month processes.

Trump Signs CARB Waivers
Revocations

On June 12, in a White House ceremony attend-
ed by numerous Members of Congress and auto
industry representatives, President Donald Trump
affixed his signature to three resolutions, initiat-
ed by the EPA under the Congressional Review
Act and approved by the U.S. House and Senate,
to revoke Biden Administration waivers provided
to the California Air Resources Board in three ar-
eas: zero-emission vehicle sales mandates for cars
under the Advanced Clean Cars II (ACC II) rule,
ZEV sales mandates for medium- and heavy-duty
trucks under the Advanced Clean Trucks (ACT)
rule, and the imposition of stringent heavy-duty
truck NOx emissions requirements, the so-called
HDO rule.

These three rules, if implemented, would have
inflicted serious industry ramifications in the
states, such as Massachusetts, which are wedded
to the CARB regulatory initiatives. However, the
real-world implications of the rules also would
have adversely impacted market conditions in all
states as the factories struggled to meet the strict
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mandates as well as the internal combustion vehi-
cle needs of all customers across the country.

Although the Congressional Review Act does not
allow for parties to challenge the revocation actions
in court, that did not stop the California attorney
general, along with ten other states, to file a lawsuit
in Northern California federal district court against
the Congressional and Trump actions, claiming the
EPA improperly presented the three resolutions to
Congress. We surely can expect this to wend its way
up to the U.S. Supreme Court. At least we have the
back-up of the Healey Administration’s enforce-
ment discretion delays on the three rules should the
revocations get shot down. Nevertheless, for now,
the mandates are gone.

Check out more details in this issue’s cover story.

Gov. Signs E-Titles Law

As we were going to press, the Massachusetts
Legislature surprised seasoned Beacon Hill ob-
servers by coming to an agreement on the FY26
budget just before the July | start of the fiscal
year. Included in the $60.9 billion spending plan
are three sections that require the Massachusetts
Registrar of Motor Vehicles to institute a system
of issuing electronic titles in lieu of the current pa-
per title system and accept electronic signatures
on all sales transactional documents, including
RMYV paperwork.

In the quickest turnaround time in 25 years,
Gov. Healey signed the budget agreement on July
4, vetoing just over $100 million in the spending



line-items. With her signature, the e-title
and e-sig provisions are law, with a com-
mencement date of January 1, 2026. We
now will work with the administration and
the RMV to implement the new statute in
a timely and efficient manner, which often
is a bigger challenge than getting some-
thing passed.

Congress Passes, Trump Signs
One Big Beautiful Bill Act

In another treat for dealers, as we were
going to press, the U.S. House and Senate
passed the One Big Beautiful Bill and sent
it to the president in time for his self-im-
posed deadline of July 4.

On July 1, the U.S. Senate, on a 51-50
vote with Vice President J.D. Vance vot-
ing to break the tie, passed its version of
the One Big Beautiful Bill Act (H.R. 1)
and sent it back to the House. The Senate
collaborated with House leaders to final-
ize the Senate bill’s language in hopes that
the House would pass it without changes;
the House initially passed its version on
May 22, on a 215-214 vote.

President Trump asked Congress to
deliver the final bill to his desk by July
4. Congress met the challenge with the
House finally voting 218-214 on July 3 to
accept the Senate amendments. The Presi-
dent then signed the bill on July 4.

Over the past several months, NADA
and dealers engaged in ensuring a number
of critical dealer-related provisions were
included in the final bill covering such
matters as Section 199A pass through
deductions, the estate tax, Section 163(j)
interest deduction limitations, and Section
168(k) bonus depreciation. The bill also
includes for consumers the creation of
auto loan interest deductibility for 2025-
2028.

In their war against the federal subsidi-
zation of ZEVs, Congress and the president
made clear their desire to end EV tax cred-
its for purchasers and lessees. Thus, expir-
ing on September 30, 2025, are the 30D tax
credit for new clean vehicles, the 25E tax
credit for previously owned clean vehicles,
and the 45W tax credit for leasing and qual-
ified commercial clean vehicles.

Dealers should inform their customers
of the upcoming changes and encourage
them to accelerate their EV purchase or
lease plans before the tax credits expire.
GOP congressional leaders had sought a
repeal of all the EV tax credits 30 days af-
ter the enactment of the bill, but the final
bill addresses NADA’s request for a lon-
ger phase-out period.

Please see Scott Dube’s NADA Di-
rector’s column in this month’s issue for
more information on the various tax pro-
visions in the new BBB law.

ATD Fly-In

American Truck Dealers (ATD), an
arm of NADA dedicated to medium- and
heavy-duty truck dealers, held its annual
Congressional fly-in to Washington, D.C.,
on June 3-4. ATD hosted over 100 attend-
ees comprising 55 dealers, including Kev-
in Holmes and Chris Marsh of Advantage
Truck Group, and 11 Automotive Trade
Association Executives, including this
writer, representing 29 states. In total, at-
tendees engaged in over 120 visits with
U.S. Senators and Representatives at Cap-
itol Hill. The ATD Board also met as part
of the fly-in activities. Kevin and I sit on
the ATD Board as the Freightliner rep and
the ATAE rep, respectively.

During our journey to our nation’s
capital, we met with Jim McGovern
(D-Worcester) and the staff for Reps. Jake
Auchincloss (D-Newton), Katherine Clark
(D-Revere), Stephen Lynch (D-South
Boston), Seth Moulton (D-Salem), Rich-
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ard Neal (D-Springfield), and Lori Trahan
(D-Westford).

The key legislative priorities we dis-
cussed on the Hill included:
* Opposing the EPA’s final rule for Green-

house Gas Emissions Standards for
Heavy-Duty Trucks — Phase 3;

* Support for repealing the 12% federal
excise tax on heavy-duty trucks;

* Opposing the “right to repair” bill as
drafted especially as it would relate to
heavy-duty trucks; and

* Support for catalytic converter anti-theft
legislation.

Finally, NADA will hold its annual
Washington Conference on September
9-10, at which your Association brings a
group of dealers to meet with members of
our Congressional delegation. If you want
to participate in outreach on these feder-
al issues with your Member of Congress,
especially by hosting a dealership visit,
please do not hesitate to reach out to me.

On a side note, the ATD fly-in occurred
after House and Senate votes to revoke
the CARB ZEV mandates and the HDO
rule. Dealers from states with Members of
Congress who voted for the revocations
were able to engage in a “thank you” tour
of sorts. No such luck for us on these ZEV
issues.

Please see Scott Pearson’s Trucks col-
umn in this month’s issue for more infor-
mation on the recent fly-in event.

FTC Issues New FAQs on
Safeguards Rule Compliance

The Federal Trade Commission, on
June 16, issued a Frequently Asked Ques-
tions document to help dealers comply
with the Safeguards Rule.

Since dealers must work daily with their
franchisor manufacturers and business-re-
lated vendors, they are under constant
scrutiny to ensure customer information
is protected as required by the Safeguards
Rule. However, there have been questions
regarding how dealers can comply with
the rule regarding contracts with OEMs
and other vendors.

The FTC’s revised FAQ document pro-
vides a useful summary of the key Safe-
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guards Rule duties applicable to dealers
and cites the 2005 FAQ on the Privacy
Rule and Auto Dealers and FTC Safe-
guards Rule: What Your Business Needs
to Know.

Key points from the FAQ that address
specific situations to dealers:
* Dealers need to notify the FTC of a
breach as soon as possible and no later
than 30 days after discovery if there is an
unauthorized acquisition of unencrypted
information unless there is reliable evi-
dence to show that there has not been,
or could not reasonably have been, un-
authorized acquisition of the customer
information in question.
Sharing a list of all customers who have
purchased a vehicle with an OEM is
not covered under the Safeguards Rule
or the Privacy Rule—name and address
information alone does not trigger the
requirement to provide a privacy notice
or opportunity to opt-out to an individual
under the Privacy Rule. If a list, howev-
er, contains information obtained in the
financing process, including the fact that
the individual sought or obtained financ-
ing or leasing, dealers would need to
comply with the Privacy Rule.
Storing all information obtained from in-
dividuals in one comprehensive database
(interest in buying a vehicle, applied
for and obtained financing) with name,
address, vehicle purchased, and social
security number would need to comply
with the Safeguards Rule. The Priva-
cy Rule will also need to be followed
if a dealer provides OEM access to the
complete database unless an exception
applies. A database and list generated
from the database do not have the same
compliance obligations. A list generat-
ed from that database with names and
addresses of everyone that purchased a
vehicle alone would not be subject to the
Safeguards Rule or Privacy Rule if the
list does not include other protected in-
formation.
Overseeing a service provider does not
mean dealers have to get the service pro-
vider to agree to meet all requirements
of the Safeguards Rule. The Safeguards
Rule gives dealers flexibility to select
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service providers whose safeguards are
appropriate for the customer information
they will be using.

NADA will continue engaging with the
FTC to ensure dealers have clarity to com-
ply with the Safeguards Rule and Privacy
Rule that protects customer information
and does not burden business.

NADA offers a variety of optional re-
sources to assist dealers with compliance,
including:

* Driven Guide to the FTC Safeguards
Rule

* FTC Privacy Rule and the Model Priva-
cy Notice

The FAQs are available at www.ftc.gov.

RMY Issues New
“Mass. 250” Plate

In celebration of 250 years of America’s
independence and Massachusetts’s revolu-
tionary legacy, the Registry of Motor Ve-
hicles unveiled a commemorative specialty
license plate featuring the year “1776” and
the number “250.” This specialty two-year
passenger plate is part of the Massachusetts
250 festivities and will be available to order
online at Mass.GovymyRMV beginning
Thursday, May 22, 2025.

The plate features a blue background,
with the year “1776” surrounded by 13
stars and the phrase “250 Years of Inde-
pendence” at the bottom.

“There is so much to celebrate about
our state’s role in the founding of our na-
tion and the ways in which Massachusetts
has continued to lead with our revolu-
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tionary values of freedom and liberty for
all,” said Governor Maura Healey. “It’s
great that the Registry is giving drivers
the chance to show off their MA250 pride
with this commemorative license plate,
and we encourage people to check them

122

out

“There is no place in the world like
Massachusetts, and our 250th birthday is
a great time to take to the roads and brag
about it,” said Lieutenant Governor Kim
Driscoll. “Having the 250th anniversary
specialty plate on a car you own is a way
to say you are proud of our legacy and ev-
erything our state has to offer.”

“If you have that trailblazing Massachu-
setts spirit within you and want everyone
to know when you take to the road, our
new commemorative specialty plate can
do all the talking for you,” said Registrar
of Motor Vehicles Colleen Ogilvie. “We
are honored to have the opportunity to
mark this very special milestone by giv-
ing vehicle owners a way to show off their
pride in the form of a license plate.”

The total standard fee is $100: $60 reg-
istration fee, plus $40 special plate fee

MSADA Annual Meeting —
Oct. 10, Encore Casino
Save the date — We have begun prepara-
tions for our 2025 MSADA Annual Meet-
ing on October 10 at the Boston Encore
Casino and Hotel in Everett. Be on the
lookout for our registration and sponsor-
ship materials. ‘
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BILL# SPONSOR SUBJECT .'
S201 Sen Crighton Amendments to Ch. 93B, the auto SUPPORT
H406 Rep Hunt dealer franchise law.
H398 Rep Howitt RTR Law amendment to fix consumer SUPPORT
notice requirement.
S271 Sen O’Connor Creates process to appeal improperly SUPPORT
H342 Rep Chan issued Class 1 license.
H365 Rep Finn
5202 Sen Crighton Modernize on-line vehicle purchase SUPPORT
H424 Rep Lewis process.
S266 Sen Moore Amends definition of heavy-duty trucks ~ SUPPORT
in RTR law.
S291 Sen Velis Open safety recalls notifications. SUPPORT
H474 Rep Walsh
S228 Sen Feeney Protects consumer choice in vehicle SUPPORT
service contracts.
S797 Sen Moore Creates process to increase the insurance  SUPPORT
H1260 Rep McMurtry reimbursed labor rate paid to auto body
H1285 Rep Philips repairers.
H1293 Rep Puppolo Protects consumer choice in vehicle SUPPORT
service contracts.
H3406 Rep Puppolo Creates process to delay ACT. SUPPORT
S2185 Sen Moore
H2386 Rep Muradian Creates process to delay ACC II and SUPPORT
H3535 Rep Muradian ACT.
H3572 Rep Soter
S2360 Sen Cronin Eliminates initial state inspection for
H3603 Rep Arciero new vehicle. SUPPORT
H3690 Rep Howitt Limit doc prep fee to $400. OPPOSE
H3676  Rep Gregoire Establishes requirements for e-titles and SUPPORT
H3677  Rep Gregoire e-signatures on RMV and sales docs.
S2371 Sen DiDomenico
S2374  Sen DiDomenico
H78 Rep Farley-Bouvier ~ Mass. Consumer Data Privacy Act OPPOSE
H80 Rep Hogan
H104 Rep Vargas
S29 Sen Creem
S33 Sen Driscoll
S45 Sen Moore
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In Joint Committee on Consumer Protection; no hearing
scheduled yet.

In Joint Committee on Consumer Protection; no hearing
scheduled yet.

In Joint Committee on Consumer Protection; no hearing
scheduled yet.
In Joint Committee on Consumer Protection; no hearing

scheduled yet.

In Joint Committee on Consumer Protection; no hearing
scheduled yet.

Joint Committee on Consumer Protection held public hearing on
4/14/25.

In Joint Committee on Consumer Protection; no hearing
scheduled yet.

In Joint Committee on Financial Services; no hearing scheduled yet.

Joint Committee on Financial Services held public hearing on
5/13/25.

In Joint Committee on State Administration; no hearing scheduled yet.

Joint Committee on Telecommunications, Utilities and Energy held
public hearing on 5/14/25.

Joint Committee on Transportation held public hearing on 5/13/25.

Joint Committee on Transportation held public hearing on 5/13/25.

Joint Committee on Transportation held public hearing on 5/13/25.

Joint Committee on Advanced Information Technology, the
Internet and Cybersecurity held public hearing on 4/9/25. Redraft
$2516 reported favorably on 5/12/25, referred to Senate Ways and
Means.
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Released: June 2025 Covering data thru May 2025

Massachusetts Auto Outlook™

Comprehensive information on the Massachusetts new vehicle market
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Massachusetts New Retall Light Vehicle Registrations

QUICK FACTS
Light Trucks Cars Total

Mew retail light wehicle registrations in the state
YTD "24 thru May 96,905 19,730 116,635 Increased 5.3% during tha first five months of
¥TD "25 thru May 103,595 19,177 122,772 this year versus year earlier, U.5. market was
% change 6.9% 2.8% 5.3% Ry ¥,
Mav-24 21 682 4,797 26,700 May registrations this year increased from year

¥ . ' ! earlier and were also up from April.

May-25 24 432 4.478 28,910
% change 11.1% -5 3oy B.2% Battery electric vehicle market share fell to

5.5% In May, down from B.7% In April of this
Apr-25 21,358 4,152 25510 year (see page 4).
May-25 24,432 4478 28,910
% change 14.4% 7.9% 13.3%

Percent Change in State and U.S.
New Retall Light Vehicle Markets
YTD ‘25 thru May vs. Year Earlier

Data sourced from Experlan Automotive. Historical figures have been updated.

Monthly New Retall Light Vehicle Registrations in State
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Data Information

Data presented in Auto Outlook measures new retail vehicle registrations in Massachusetts. Monthly recording of registrations occurs
when vehicle title information |8 processed, which June differ from date of sale. Titke recording can cocasionally be subject to processing
delays by governmental agencies. For this reason, the yearto-date figures will typically be more reflective of market results.
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Change in New Retail DOMESTIC EUROPEAN JAPANESE OTHER ASIAN
Light Vehicle Registrations BRANDS ERANDS BRANDS BRANDS
YTD ‘25 thru May vs. up u = in
Year Earlier 2.8% 5.0% 4.2% 18.3%

Massachusetts New Retail Car and Light Truck Registrations by Make
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Fﬂi} ten are shaded yeliow. Other Aslan brands include Genesis, Hyundal, Kia, and VINFasL

At Auto Outlook, we strive to provide accurate analyses based upon the data available to us. Auto Outlook can make no representation or warranty with
respect to the accuracy or completeness of the data we provide or the projections that we make based upon such data. Aute Outiook expressly disclaims
any such warranties, and undue reliance should not be placed on any analysis. Auto Qutiook undertakes no obligation to revise any forecasts or analyses,
whether as a result of any new data, the occurrence of future events, or otherwise.
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The graph balow shows the parcent change in new retail light wehicle registrations during the first five months of this year versus the same period a year
earlier in both the Massachusetts (solid blue bars) and U5, (Mue outlined bars), Brands are shown from top 10 botiom based on the change in state regis
trations Data sourced from Experian Automotive.

Percent Change In Massachusetts and U.S. New Retall Light Vehicle Reglstrations (Top 20 Selling Brands In State)
YTD 2025 thru May vs. YTD 2024
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Data sourced from Experian Automolive,
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MANUFACTURERS

Percent Change in State Registrations by Manufacturer
YTD 2025 thru May vs. Year Earlier
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The graph above shows the percent change in new car and light treck registrations by manufactures during the first five months of this year versus the same
period a year earlier. Data sourced from Experian Automotive. Note: MB is Memcedes-Benz,

HYBRID AND ELECTRIC VEHICLES

Quarterly Alternative Powertraln Market Share (Includes hybrid and electric vehlcles) g i
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The graph above shows hybrid powertrain and electric vehicle markeat share in the state. Q2 25 incledes April and May only.
Data sourced from Experian Automative.

Massachusatts New Light Vehicle Registrations by Powartrain Type

Registrations Market Share
Months. ¥YTD thru May Months ¥TD thru May
Powertrain Type May-24 Apr-25 May-25 YTD 24 YTD ‘25 May-24 Apr-25 May-25 YTD ‘24 ¥TD'25 Chg. In share
ICE 20,832 18,780 21534 89,644  £9.118 78.0% T3.6% T4.5% TE.9% T2.6% 43
BEV 1.991 2.225 1,873 9,299 11.010 7.5% B.7% 6.5% 8.0% 9.00% 1.0
Hybrid 2811 3603 4540 12804 18295 10.5% 14 5% 15.7% 11.0% 14.9% 39
PHEV 1075 812 963 4 HEE 4,349 405 3.2% 3.3% 4.2% 5% 0.6
Massachusetts Published for: Massachuselts State Auto, Dealers Assoc.  Published by: Auto Outiook, Inc.
Auto Outlook 1 McHinley Square, 62h Floor PO Bax 390
Baston, MA 02109 Exton, PA 19341
Copyright Auto Dutiook, Inc., ure 2025 Phone: 617-451-1051 Ernait: joltrautooutiook_com
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7ZEV Mandates
Revoked —For Now

“Good things come to those who wait,” as President Abraham Lincoln
had been known to exclaim.

For franchised auto and truck dealers and their manufacturers, their
commitment and perseverance to overturning the California Air Resources
Board’s zero-emission vehicle mandates were rewarded in spades on June
12 with President Donald Trump’s signing, finally, three Congressional
resolutions to eliminate the mandates and an onerous truck emissions rule.

Interested parties had to sweat it out for three weeks to the day of the
U.S. Senate’s passage of the EPA-filed resolutions to revoke the Biden
Administration’s waivers on the Advanced Clean Cars II (ACC 1II) rule,
the Advanced Clean Trucks (ACT) rule, and the heavy-duty truck low
NOx emissions (HDO) rule. But before the ink was dry on the Trump

signatures, observers could hear a deep sigh

of relief in D.C. and amongst dealers in
those states, like Massachusetts, which are
_ wedded to CARB’s plethora of rules. The
\ biggest threats to dealers’ ability to meet
customer needs may have come to an
end, but uncertainty was thrust into the
T equation as California Attorney General
Rob Bonta, joined by ten other attorneys
general including Massachusetts’s, sued
in federal court to overturn the Trump
actions.

i
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President Trump White House Event

Once the U.S. House voted on April 30 and May 1 to revoke
the waivers for ACC II, ACT, and HDO, all eyes were on the Sen-
ate. Senate leaders had to push back against opposition from the
Senate’s own parliamentarian, who ruled the waiver revocation
resolutions were improperly before the body. By May 22, Senate
Majority Leader John Thune (R-South Dakota) had secured the
necessary commitments to move forward despite the Senate ref-
eree’s ruling.

After what seemed like an interminable wait after the Senate
votes, Congress finally forwarded the resolutions to the president,
who ran for office last year on a platform that included defeating
the ZEV mandates ASAP.

In a White House ceremony that included politicians and in-
dustry representatives, such as NADA CEO Mike Stanton and
NADA Board Chairman Tom Castriotta, Trump made the follow-
ing comments:

Today, I signed into law (1) HJ. Res. 87, “Joint Resolution
providing congressional disapproval under chapter 8 of title 5,
United States Code, of the rule submitted by the Environmental
Protection Agency relating to ‘California State Motor Vehicle
and Engine Pollution Control Standards; Heavy-Duty Vehicle
and Engine Emission Warranty and Maintenance Provisions; Ad-
vanced Clean Trucks; Zero Emission Airport Shuttle; Zero-Emis-
sion Power Train Certification; Waiver of Preemption; Notice of
Decision’”; (2) HJ. Res. 88, “Joint Resolution providing con-
gressional disapproval under chapter 8 of title 5, United States
Code, of the rule submitted by the Environmental Protection
Agency relating to ‘California State Motor Vehicle and Engine

Pollution Control Standards,; Advanced Clean Cars II; Waiver of
Preemption; Notice of Decision’”; and (3) H.J. Res. 89, “Joint
Resolution providing congressional disapproval under chapter 8
of title 5, United States Code, of the rule submitted by the Envi-
ronmental Protection Agency relating to ‘California State Motor
Vehicle and Engine and Nonroad Engine Pollution Control Stan-
dards; The ‘Omnibus’ Low NOX Regulation; Waiver of Preemp-
tion; Notice of Decision’”.

These bipartisan measures prevent California’s attempt to im-
pose a nationwide electric vehicle mandate and to regulate na-
tional fuel economy by regulating carbon emissions. Because of
the joint resolutions I signed today, California’s Advanced Clean
Cars 11, Advanced Clean Trucks, and Omnibus Low NOX pro-
grams are fully and expressly preempted by the Clean Air Act and
cannot be implemented.

Preemption of these programs is essential to preserving the
Constitution s allocation of power both among the States and be-
tween the States and the Federal Government. It is the Federal
Government, not States, that should establish vehicle emissions
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ZEV MANDATES

standards given the inherently interstate nature of air quality; a
patchwork of State vehicle regulations on this subject is unwork-
able. Our Constitution does not allow one State special status
to create standards that limit consumer choice and impose an
electric vehicle mandate upon the entire Nation.

As the Congress s joint resolutions make clear, California’s at-
tempts to impose an electric vehicle mandate, regulate national
fuel economy, and regulate greenhouse gas emissions are not el-
igible for waivers of preemption under section 209 of the Clean
Air Act. This provision of the Clean Air Act authorizes the En-
vironmental Protection Agency (EPA) to grant waivers to Cal-
ifornia to address only compelling and extraordinary localized
issues. It can never again be misused to regulate greenhouse gas
emissions, which inherently do not have localized effects, much
less compelling and extraordinary local effects, or vehicle emis-
sions across the Nation.

Under the Congressional Review Act, the EPA cannot approve
any future waivers that are “substantially the same” as those
disapproved in the joint resolutions. The core of the waivers at
issue are their authorization of California to regulate greenhouse
gas and NOX emissions from internal combustion engines and to
impose what amounts to an electric vehicle mandate across the
Nation. Accordingly, the joint resolutions prohibit the EPA from
approving future waivers for California that would impose Cali-
fornia'’s policy goals across the entire country and violate funda-
mental constitutional principles of federalism, ending the electric
vehicle mandate for good.

Industry Comments in Support

Franchised vehicle dealers and trucking representatives were
praiseworthy of the Congressional and presidential efforts.

The National Automobile Dealers Association (NADA) and
American Truck Dealers (ATD) released the following statement
praising President Trump’s actions: “America’s franchised deal-
ers applaud President Trump for signing bipartisan legislation to

stop California regulators from ban-

ning sales of new gas vehicles and

diesel trucks, which would have be-

gun later this year. Unless Congress
M acted, California’s regulations would
M have reduced consumer choice and
raised prices in the showroom for new and used cars. Banning
gas and hybrid cars is a national issue that should be decided by
Congress, not an unelected state agency. Enactment of this legis-
lation ensures that consumers can continue to choose the vehicle
that fits their needs.”

NADA’s Stanton stated: “Consumers may not realize that a ma-
jor crisis was averted today when President Trump signed these
resolutions. California’s ban of gas and hybrid cars and diesel
trucks was completely out of alignment with consumer demand
given the insufficient charging infrastructure and the high cost of
electric vehicles. This victory is truly a cause for celebration. The
standards put forth in these regulations were unachievable and
would have increased prices at a time when vehicle affordability
is low and purchasing a new car or truck is out-of-reach for many.

“CALIFORNIA’'S BAN OF GAS AND
HYBRID CARS AND DIESEL TRUCKS
WAS COMPLETELY OUT OF ALIGNMENT
WITH CONSUMER DEMAND GIVEN

JUNE 2025
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“THE TRANSPORT PROJECT SUPPORTS EFFORTS
TO ADVANCE THE IMPLEMENTATION OF CLEAN
COMMERCIAL TRUCKS AND BUSES. THE BEST
WAY TO DO SO IS THROUGH ONE NATIONAL
STANDARD THAT EQUITABLY TREATS ALL
CLEAN TECHNOLOGIES AND ALLOWS FLEETS
THE FLEXIBILITY NEEDED TO MEET DIFFERING
APPLICATIONS AND DUTY CYCLES.”

Let’s take a moment to breathe a sigh of relief but remain focused
on our next steps to protect vehicle choice and affordability.”

Chris Spear, CEO of the American Trucking Associations, com-
mented: “Today, common sense prevailed. We thank President
Trump, EPA Administrator Zeldin and congressional leadership
for taking decisive action to end crippling, detached-from-reality
rulemakings that would have imposed devastating economic con-
sequences on American businesses and families. This is not the
United States of California. With the stroke of his pen, President
Trump is restoring the certainty that the trucking industry needs to
deliver for our nation as we continue to reduce our environmental
impact.”

Clean Freight Coalition Executive Director Jim Mullen said:
“The trucking industry won a tremendous victory today. Elimi-
nating California’s disastrous regulations is a critical victory, but
additional course correction of the Biden’s EPA’s policies is still

necessary. The CFC will continue to collaborate with the EPA
and industry stakeholders to correct the Biden EPA’s ill-advised
Greenhouse Gas Phase 3 and NOx regulations.”

The Transport Project, a coalition of fleets, OEMs, and dealers
committed to decarbonization, offered: “The Transport Project
supports efforts to advance the implementation of clean com-
mercial trucks and buses. The best way to do so is through one
national standard that equitably treats all clean technologies and
allows fleets the flexibility needed to meet differing applications
and duty cycles. Further, that standard must reflect technological
and operational realities with an achievable timetable. We support
the actions of the U.S. House of Representatives, U.S. Senate, and
President Trump to restore balance, fairness, and uniformity in
fleet emission standards and reaffirm a national all-of-the-above
clean vehicle deployment approach.”

The Other Side of the Coin —
Legal Challenge Was Swift

California and the other states committed to CARB’s rules did
not take the revocations lying down. Within minutes of the Trump
signings, California parties were quick to file their paperwork in
Northern California federal district court to challenge the Trump
Administration and Congress’s actions, claiming the resolutions
were not properly before Congress to begin with under the Con-
gressional Review Act.

Readers may recall the Senate parliamentarian, the Government
Accountability Office (GAO), and several legal experts have ar-
gued that CRA is not applicable to the CARB waivers: the CRA
involves agency rules; the CARB waivers are adjudicatory orders,
not rules. In fact, as a prelude to the Senate vote, several Senators
aggressively pushed back in writing against the GAO involve-
ment. It was the GAO’s opinion that prompted the Senate parlia-
mentarian to proclaim the revocation resolutions improper under
the CRA. The Senate, in fact, took the rare step of moving forward
with the votes regardless of the parliamentarian’s ruling.

www.msada.org Massachusetts Auto Dealer | JUNE 2025



Fe

18 ZEV MANDATES REVOKED - FOR NO

[
.
-

. - “c

— -

- el

THE CLEAN AIR ACT ALLOWS CALIFORNIA TO ADOPT MORE STRINGENT EMISSION
REQUIREMENTS INDEPENDENT FROM EPA'S REGULATIONS, AND THE ACT REQUIRES
EPA TO APPROVE PREEMPTION WAIVERS FOR THOSE REQUIREMENTS ABSENT CERTAIN,
LIMITED CIRCUMSTANCES NOT PRESENT HERE.

— CALIFORNIA OFFICE OF THE ATTORNEY GENERAL

After Congress passed the resolutions, CARB Chair Liane
Randolph called the revocations an “unconstitutional, illegal,
a foolish vote.” After President Trump’s signing, she went fur-
ther in a written statement: “Despite the President’s signature,
this remains an unconstitutional, illegal and foolish attempt
to undermine California’s clean air protections. We welcome
Gov. Newsom’s and California Attorney General Bonta’s
prompt legal action and look forward to judicial review. In the
meantime, CARB will use every tool at its disposal to contin-
ue our critical work to clean the air and address the climate
crisis. The health and well-being of all Californians depends
on it — especially those who live in underserved communi-
ties with unhealthy air. We look forward to engaging with the
state legislature, stakeholders and the public as we follow the
Governor’s executive order to further advance the state’s clean

JUNE 2025 Massachusetts Auto Dealer www.msada.org

vehicle transition.”

A coalition including the attorneys general from Massachusetts,
Colorado, Delaware, New Jersey, New Mexico, New York, Ore-
gon, Rhode Island, Vermont, and Washington, joined in Califor-
nia’s lawsuit.

In a statement, Massachusetts AG Andrea Joy Campbell said,
“The Congressional Review Act was not designed to undermine
a state’s right to set and enforce its own public health standards
simply because the President opposes them. I will continue to
fight against illegal policies that harm our residents and thwart
our climate goals.”

Moreover, California Governor Gavin Newsom issued an exec-
utive order to continue developing clean vehicle regulations and
to prioritize government incentives for manufacturers and fleets
that still follow CARB’s regulations.



|t
“THE CONGRESSIONAL REVIEW ACT WAS NOT
DESIGNED TO UNDERMINE A STATE'S RIGHT TO

SET AND ENFORCE ITS OWN PUBLIC HEALTH

STANDARDS SIMPLY BECAUSE THE PRESIDENT
OPPOSES THEM.”

— ANDREA JOY CAMPBELL
MASSACHUSETTS ATTORNEY GENERAL

Upon filing the lawsuit on June 12, California AG Bonta’s office
issued the following statement:

California Attorney General Rob Bonta, California Governor
Gavin Newsom, and the California Air Resources Board today led
a coalition of 10 attorneys general in filing a lawsuit against the
federal government challenging the unprecedented and unlawful
use of the Congressional Review Act (CRA) to upend California’s
clean vehicles program, specifically the Advanced Clean Cars Il
(ACCII), Omnibus, and Advanced Clean Trucks (ACT) standards.
Predicated on illegal actions by the Trump Administration, Con-
gress purported to disapprove the Clean Air Act waivers, granted
by the Environmental Protection Agency (EPA), that allow Califor-
nia to enforce these more stringent, state-level emission standards.
In the 50 years since the Clean Air Act was enacted, waivers have
never been subject to the CRA. Nor have any other agency orders
that adjudicate requests for permission—such as oil and gas leases
or mining permits. Congress 5 unprecedented action attempting to
invalidate California’s waivers contradicts the non-partisan Gov-
ernment Accountability Office and Senate Parliamentarian, both of
whom determined that the CRA process to disapprove federal regu-
lations does not apply to waivers.

If California is prevented from enforcing these vehicle emission
standards, it will result in the loss of significant economic and pub-
lic health benefits, costing California taxpayers an estimated 345
billion in preventable health care costs. Despite decades of prog-
ress, tens of millions of Californians still breathe some of the worst
air in the nation—these regulations were specifically designed to
change that. Losing these standards would also undermine mar-
ket certainty for vehicle manufacturers, stifling innovation and job

creation, including in the electric vehicle sector, which has been a
growing source of high-paying green jobs and investment.

“The President’s reckless, politically motivated, and illegal at-
tacks on California continue, this time with his attempt to tram-
ple on our longstanding authority to maintain more stringent clean
vehicle standards,” said Attorney General Bonta. “The President
is busy playing partisan games with lives on the line and yanking
away good jobs that would bolster the economy — ignoring that
these actions have life or death consequences for California com-
munities breathing dirty, toxic air. I've said it before, and I'll say it
again: California will not back down. We will continue to fiercely
defend ourselves from this lawless federal overreach.”

“Trump s all-out assault on California continues — and this time
he's destroying our clean air and America’s global competitiveness
in the process,” said Governor Gavin Newsom. “We are suing to
stop this latest illegal action by a President who is a wholly-owned
subsidiary of big polluters.”

Motor vehicle emissions contribute to the formation of smog, as
well as fine particle pollution and unhealthy levels of air toxics, all
of which are linked to premature death, respiratory illness, cardio-
vascular problems, and cancer, among other serious health impacts.
Transportation is also the leading source of greenhouse gas emis-
sions in the country, and cars and trucks account for more than 80%
of those transportation emissions.

The Clean Air Act requires the EPA to set federal emission stan-
dards for air pollutants from new motor vehicles or new motor ve-

IN CALIFORNIA ALONE, OVER 2 MILLION
ZERO-EMISSION PASSENGER CARS HAVE BEEN
SOLD, WITH CLEAN VEHICLES NOW MAKING

UP 26% OF ALL NEW CAR SALES.

hicle engines that cause or contribute to air pollution that endan-
gers public health or welfare. The Clean Air Act allows California
to adopt more stringent emission requirements independent from
EPA's regulations, and the Act requires EPA to approve preemption
waivers for those requirements absent certain, limited circumstanc-
es not present here. Historically, EPA — under both Republican and
Democratic administration — has granted California more than 75
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ZEV MANDATES REVOKED - FOR NOW

preemption waivers for updates to the State’s new motor vehicle
emissions control program. As Congress intended, these waivers
have allowed California to improve on its vehicle emissions pro-
gram, which pre-existed the federal governments efforts to regulate
vehicle emissions via the Clean Air Act.

Consumers are rapidly embracing clean vehicle options. In Cali-
fornia alone, over 2 million zero-emission passenger cars have been
sold, with clean vehicles now making up 26% of all new car sales.
This momentum extends to the medium-and heavy-duty vehicle mar-
ket as well, where sales have exceeded targets for two consecutive
years — well ahead of timelines set by state regulations.

Since 2023, the EPA granted California three waivers, allowing
it to enforce the ACC II, Omnibus and ACT regulations in Califor-
nia. Under ACC II, automakers must continue to sell an increasing
number of zero-emission vehicles in California—as they have been
for decades. By model year 2035, 80% of the passenger vehicles
sold in California must be zero-emission, while the remaining
20% may be plug-in hybrids. Advanced Clean Truck regulations,
which aim to accelerate the widespread adoption of zero emission
vehicles in the medium and heavy-duty truck sector, are similarly
critical for California’s efforts to meet air quality standards and
protect public health. By 2040, the Advanced Clean Truck regula-
tions will reduce emissions of NOx by 16.9 tons per day and fine
particulate matter emissions by 0.46 tons per day. The Omnibus
regulation requires internal combustion heavy-duty trucks sold in
California to meet strict standards for oxides of nitrogen (NOx),
which are major contributors to smog formation.

Under the direction of President Trump, the EPA transmitted
these waivers to Congress as “rules” in an attempt to invoke CRA
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procedures, even though all three waivers state EPA’s consistent
and longstanding position, under both Republican and Democrat-
ic administrations, that waiver decisions are not “rules.” Both
the Republican-controlled U.S. House of Representatives and the
Senate illegally used the CRA to “disapprove” of California’s
Clean Air Act waivers.

The complaint filed today alleges that the attempt to invalidate
California’s waivers violated constitutional principles of federal-
ism and separation of powers, the Take Care Clause, and multi-
ple federal statutes including the Congressional Review Act and
Administrative Procedure Act. The complaint asks the court to
declare the resolutions to be unlawful and to require the Adminis-
tration to implement the Clean Air Act consistent with the granted
waivers.

A copy of the complaint is available at https://www.mass.gov/
doc/state-of-massachusetts-et-al-v-epa-ct-al/download.

What’s Next?

The legal lines are drawn. As far as Congress and the Trump
Administration are concerned, the ZEV mandates are revoked and
cannot be judicially challenged, which the CRA so states. Cali-
fornia and its ten-state coalition see it differently: the resolutions
were never properly before Congress in the first place.

Prospectively, the Healey Administration’s enforcement discre-
tion on ACC II, ACT, and HDO looms large as relief for dealers
and the manufacturers should the courts douse the euphoria of
June 12. Like everything else involving the Trump Administra-
tion, this is most likely heading to the U.S. Supreme Court. ‘
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MERCHANT ADVOCATE SAVES YOU MONEY
WITHOUT SWITCHING PROCESSORS!

Profit margins are tight and auto dealers are always looking for ways to reduce
expenses and add more to their bottom line. Merchant Advocate will help you
navigate through the complexities of accepting credit cards. Merchant Advocate
will provide a FREE ANALYSIS on the health of your account and will:

v Negotiate lower rates

¢ Eliminate hidden fees

v’ Fix coding errors

Contact Merchant Advocate Now

Contact Don Giordano at 973.897.2778 or dgiordano@merchantadvocate.com
Visit us online at: merchantadvocate.com/msada
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MARSTONS MILLS

In Memoriam: Jay Tracy

Jay Henry Tracy, a beloved husband, father, and family man
passed away on June 12, 2025, with family in Marstons Mills on
Cape Cod. He was 85 years old.

Born in Weymouth on November 26, 1939, the son of Albert E.
Tracy and Marjorie Litchfield Tracy. Jay lived on the South Shore,
Hingham, and Westwood for much of his childhood, caddying in
the summer and playing on the waterfront. Moving several times
while his father worked as the National Sales Manager for Amer-
ican Motors, Jay began a lifelong love for the car business. As a
teenager he lived in a boarding house and worked summers as an
attendant for a filling station in Yar-
mouth and later as an automobile
salesman in Hyannis while attend-
ing college.

Jay attended Westwood High
School where he played football,
hockey, and baseball. He went on
to graduate from Colgate Univer-
sity and took a job with Cadillac
Motor Car Division. He moved to
Detroit, in 1962 with his new bride,
Constance Moore Tracy, and later to
Cleveland where they started their family. Sons Bradford W. Tracy
and Jeffrey W. Tracy were both born in Cleveland, Ohio.

After a few years, Jay and his father decided to purchase a car
dealership of their own. In 1968 they opened Tracy Volkswagen,
which still operates today with Brad Tracy as the owner. In 1992
Jay opened Tracy Chevrolet Cadillac in Plymouth, and Jeff Tracy
became owner in 1999. Jay always wanted to be a Cadillac dealer
after working for the manufacturer. He loved the business, his cus-
tomers, and the community.

Jay became the Master of the Hyannis Masonic Lodge, President
of the local Chambers of Commerce, and President of the board
at Hyannisport Country Club. Also, he was past president of the
Massachusetts Golf Association and the Massachusetts State Auto
Dealer Association. He volunteered his time for countless golf tour-
naments and various other community endeavors. He even won
the prestigious award “Time Dealer of the Year” for Massachu-
setts. The automobile business meant the world to him.

Jay became an avid golfer and sailor. He cherished his many
friends and relationships at the course and on the water. He was
very competitive and always did his best while displaying unwav-
ering sportsmanship and integrity. Jay believed in doing things the
right way. He shared life’s lessons through sports and work. Work
hard and always treat people with respect. The many lessons he
passed along centered around his moral compass. Follow the rules,
be humble, and remember to be nice.

As a car dealer he believed in the customer above all else. Look
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through the customer’s eyes and treat them the way you would
want to be treated. Always do what you say you will do. Repeat and
referral business were the mainstay for both car dealerships. Jay
was very proud of his accomplishments and his ability to pass his
love for the business on to his two sons. He and his extended family
have all flourished because of his vision and hard work.

Most importantly, Jay was a family man who took great pleasure
in watching his children and grandchildren in sports, dance, theatre,
graduations, and a myriad of events. He loved golfing, boating, and
being with the kids. Always quick to offer suggestions to promote
greater success, he cherished the opportunity to be helpful. His in-
sight will be missed.

Jay is survived by his wife Constance Moore Tracy, sons Brad-
ford W. Tracy and his wife Holly and Jeffrey W. Tracy and his wife
Kimberley, grandchildren Leah, Christian, Matthew, Josie, and
Shawn, and great grandchildren Pearl, Jay, Collins, and Wells.

Most importantly, Jay lived life with admiration, enjoyment, and
curiosity for everyone around him. He was a true gentleman.

Jay’s family received visitors on Wednesday, June 18, 2025, at
the Doane, Beal, & Ames Funeral Home, 160 West Main Street,
Hyannis.

The Tracy family asks that you consider a donation to A Baby
Center, 232 Main Street, Hyannis, MA 02601, in remembrance of
Jay.
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HOLYOKE
Marcotte Ford Completes
Holyoke YMCA Project

Mike Marcotte of Marcotte Ford has announced the completion
of the Holyoke YMCA'’s Personal Training Studio, powered by the
dealership. The new training space includes a 3D body image scan-
ner, personal health consultation, and one-on-one and small group
training. The goal of this partnership was to increase the commit-
ment to provide a high-quality wellness experience for all within
and surrounding the Holyoke community. As a result of this collab-
oration, the YMCA gen-
erously extended a 50%
discount off membership
rates to all Marcotte Ford
employees.

After Marcotte  re-
ceived Ford’s Salute to
Dealers award this year, Ford generously donated $10,000 to help
the dealership complete this meaningful community project. With
Ford’s support, Marcotte was able to donate a total of $40,000 to
create this new space that reflects its shared commitment to health,
wellness, and community impact.

“We are excited about what this partnership means for our team
and the community,” said Mike Marcotte. “We also are deeply
grateful for Ford’s continued commitment to recognizing dealers
who strive to make a local impact. We look forward to continuing
this kind of community-driven work in the future.”

HOLYOKE
Gary Rome Awards Holyoke
HS Student Brand New Hyundai

Gary Rome Hyundai recently held its annual Holyoke High
School student car giveaway. Chelsea Salas, one of twenty student
participants who earned a slot for the event, held the lucky key that
started a brand-new Hyundai Venue.

Now in its 15th year, the Gary Rome Academic Achievement
Award is the only program of its kind in the region, offering a
brand-new vehicle to a deserving high school student as a reward
for academic excellence, consistent attendance, and strong charac-
ter. Students must maintain a GPA
of 3.0 or higher, have fewer than six
absences throughout the academic
year, and remain free of major dis-
ciplinary actions to qualify.

Gary Rome and his team work
closely with Holyoke High School’s
North and Dean campuses each
year, kicking off the selection pro-
cess with school pep rallies to gen-
erate excitement and encourage stu-

vy

Dealership Recognitions

Ford 2024 President’s Award honors Ford dealerships na-
tionwide that have excelled in automotive retailing by pro-
viding exceptional customer service and satisfaction:

* Herb Chambers Ford of Westborough

» Lamoureux Ford, East Brookfield

« Place Motor, Webster

* Quirk Ford, Quincy

Lincoln 2024 President’s Award, the company’s highest
recognition for unparalleled commitment to excellence:
e Herb Chambers Lincoln, Braintree

Nissan 2025 Award of Excellence for outstanding results in
sales, customer satisfaction, and owner loyalty:

* Kelly Nissan of Lynnfield, Brian Kelly

* Kelly Nissan of Woburn, Brian Kelly

» Marlboro Nissan, George Albrecht

» Mastria Nissan in Raynham, Ruddy Brito

« Nissan 24 in Brockton, Ed Kardon

* Nucar Nissan North Attleboro, Dan Dagesse

* Sullivan Brothers Nissan in Kingston, John Sullivan

TRANSACTIONS

The Mastria Auto Group, led by Dealer Rick Mastria, has
acquired Hyundai of Plymouth. New name — Mastria Hyun-
dai of Plymouth.

The McGovern Auto Group, led by Dealer Matt McGov-
ern, purchased Tracy Chevrolet Cadillac in Plymouth. New
names — McGovern Chevrolet of Plymouth and McGovern
Cadillac of Plymouth.

Dealer Ray Butler purchased McGee GMC in Charlton.
New name — Butler GMC.

) b

dents to strive for excellence. The goal of the program is to inspire
young people to take pride in their education, remain committed
to their goals, and recognize that hard work and determination are
noticed and rewarded.

“We started this program because we wanted to make a differ-
ence in our community and in the lives of young people who are
working hard to create better futures for themselves,” said Rome.
“It’s something we’re very proud of, and I feel incredibly honored
to be in a position to offer this opportunity. When students see that
their efforts matter—and that people believe in them—it gives them
a reason to push forward. This isn’t just about winning a car. It’s
about recognizing achievement, building confidence, and helping
to fuel the next generation of leaders.”

The Gary Rome Academic Achievement Award continues to
serve as a unique and uplifting tradition in Holyoke—an invest-
ment in education, character, and the future of the community. ‘
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ACCOUNTING

Stay on Top of Your KPIs

By Erika Gagne
CPA, ALBIN RANDALL & BENNETT

In a dealership environment shaped by
thin margins, rising carrying costs, shift-
ing consumer preferences, and even mi-
nor operational blind spots can have ma-
jor financial consequences. For dealership
owners and CFOs, financial statements
should do more than report; they should
inform.

The right key performance indicators
(KPIs), monitored consistently and inter-
preted correctly, provide early warning
signs of trouble, illuminate trends, and sup-
port data-driven decision-making across
departments. At ARB, we use our Auto
Dealership Business Intelligence (ADBI)
tool to stay current with each client’s fi-
nancial position, allowing us to identify
emerging issues, interpret KPI trends, and
support timely, informed decisions.

The seven KPIs below offer a starting
point for leaders seeking to turn opera-
tional complexity into measurable control.

1. Contracts in Transit: Delays Dis-
rupt Cash Flow

“Contracts in Transit” (CIT) represents
completed retail deliveries that have yet to
fund. A high or rising CIT balance can dis-
rupt cash flow, especially when sales vol-
ume spikes. The ideal is to see these fund-
ed within 10 days. Monitor average days
outstanding and segment by lender or deal
type. Delays may reflect documentation
issues, lender inefficiencies, or weakness-
es in the funding processes.

2. Inventory Turnover: Sales Velocity
and Capital Efficiency

Track turnover separately for new and
used vehicles. Low turnover may suggest
overbuying, mispricing, or poor vehicle
mix. High turnover with declining gross
points to discounting or insufficient Fi-
nance & Insurance (F&I) capture. For
parts inventory, slow turnover can indicate
overstocking and risk of obsolescence.
Fast turnover with frequent stockouts may
hinder service performance. Benchmark

inventory cycles against departmental per-

formance and seasonal patterns to under-

stand the trends without straining working
capital.
3. Days Supply Inventory: A Risk and

Cost Indicator

“Days supply” focuses on duration—
how long inventory would last at the
current sales rate. Evaluating days sup-
ply helps anticipate carrying costs and
informs stocking decisions. Review this

KPI by category:

* New Vehicles: Too much supply ties up
capital and incurs floorplan costs; too lit-
tle means lost sales.

* Used Vehicles: Aging used units rapidly
lose value, particularly after 45 days.

» Parts: Parts days supply should reflect
service bay volume and absorption
goals, not vendor incentives.

4. Accounts Receivable — Days Sales

Outstanding

“Days sales outstanding” (DSO) reveals
how long it takes to collect what you are
owed. Reviewing AR aging in context
of volume and process accuracy ensures
tighter cash control and fewer write-offs.

In dealerships, segmenting by source is

the best course:

* Vehicle Receivables: You should clear
these quickly. Delays signal lender or
process issues.

* Parts and Service: Increases signal col-
lection or even customer satisfaction is-
sues. Establish and enforce terms.

* Warranty Receivables: Reimburse-
ment timelines vary. Delays often stem
from submission or coding errors.

5. Gross Profit: Volume Alone Does

Not Tell the Story

Gross profit per unit is more important
than sales volume alone. Monthly trend-
lines and benchmarks help surface margin
compression early before it undermines
net profitability. Break it down:

* New Vehicles: Monitor gross net of fac-
tory incentives to avoid margin illusion.

» Used Vehicles: Segment by source and
age-to-retail. Margins often deteriorate
with age.
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* F&I Gross per Contract: Track both
the per-contract average and total con-
tracts per retail unit. Declines may reflect
product mix changes, menu presentation
issues, or reduced penetration rates.

6. Sales Per Repair Order: Fixed Ops

Performance Gauge

“Sales per repair order” provides a view
of technician efficiency, advisor perfor-
mance, and customer behavior. Declines
may suggest fewer maintenance recom-
mendations, lower upsell acceptance, or
changes in job mix. Evaluate in conjunc-
tion with hours per RO and effective labor
rate. A sustained drop can signal deeper is-
sues in service lane processes or customer
retention.

7. Fixed Expense Coverage: Gross

Profit vs. Overhead

This KPI compares total gross profit to
total fixed expenses and is a useful proxy
for operational breakeven. A healthy ratio
indicates that the store can cover overhead
from gross profit alone, without relying on
one-time gains. Fixed expenses typically
include:

e Personnel Costs: Salaries, commis-
sions, benefits.

» Advertising: Review ROI and customer
acquisition cost.

* Rent/Facility: Fixed cost but should
align with market norms.

* Floorplan Interest: Rising rates and in-
ventory age can cause costs to escalate
quickly.

The Road Ahead

Financial statements show where you
have been. KPIs tell you where you are
headed and whether your current trajecto-
ry is sustainable. Dealerships that review
KPI trends monthly are better equipped to
adapt and grow. If your reporting does not
help you anticipate risk or pinpoint perfor-
mance gaps, it may be time to revisit your
metrics or the tools and partners you rely
on to interpret them. A qualified financial
advisor can help you build a strategy that
supports more informed leadership. ‘
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HR Strategies to Enhance Service
Dept Productivity and Profitability

Robinson

CPA, MANAGER
- ASSURANCE
SERVICES AT
WIiTHUM

Following COVID-19, HR strategies
remain a key discussion point, particular-
ly flexible work arrangements. Research
and debate on the topic continue to in-
tensify, highlighted by the largest 4-day
workweek trial in the UK, which starkly
contrasts the ongoing announcements of
5-day Return to Office (RTO) mandates
making headlines.

At the 2024 AICPA Dealership Confer-
ence, | was intrigued when Horace Mc-
Cormick, CHRO and EVP of Anderson
Automotive, shared that their dealerships
had successfully implemented a 4-day
workweek in 2019, well before the pan-
demic. Interestingly, their policy applies
to all departments, both front and back op-
erations. While the flexible arrangement
initially caught my attention, I quickly re-
alized it was just one aspect of their com-
prehensive HR strategy.

No extensive research or political pres-
sure was needed — just a determined orga-
nization with visionary HR leadership and
ownership support. Horace shared some
insights into their approach:

Service as a Priority

The 4-day workweek concept in dealer-
ships has been around for many years and
has historically been driven by the need to
attract and retain the best technicians. Ac-
cording to Horace, a major key to success
is having enough volume in the service
drive to support a 4-day workweek where
the Service Managers and Directors han-
dle scheduling. Technicians want to clock
their hours and enjoy a good quality of
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life; however, without sufficient customer
volume, the flexibility of a four-day work-
week is not feasible.

By prioritizing service, Anderson Auto-
motive ensures a steady stream of profit-
ability in an industry where vehicle gross
profit has displayed sharp volatility in the
past five years. Anderson Automotive is
not alone here. According to their 2024
Q4 and Full Year Financial Results Press
Release, Sonic Automotive exceeded
its hiring goal, adding 335 technicians
during the period. This hiring push con-
tributed to a 7% increase in same-store
fixed operations gross profit, reinforcing
how central technician growth is to their
broader strategy.

BUSINESS OWNERS CAN
DESIGN PROCESSES THAT
ENHANCE EMPLOYEE
RETENTION AND PERFORMANCE
WHILE DRIVING OVERALL
GROWTH AND PROFITABILITY.

What is unique about Anderson’s ap-
proach is that, although initially driven by
the service department, the 4-day work-
week is ingrained throughout all depart-
ments in the store. “It’s a culture and the
standard,” says Horace. Their service and
sales departments remain open six days a
week, requiring thoughtful scheduling.

The Ecosystem

Horace emphasized that a 4-day work-
week alone will not attract and retain top
technicians. “We also implemented an en-
tire ecosystem around the four-day work-
week.”
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This strategy included adjustments to
benefits, such as a high-deductible health
plan, a bonus program based on tenure
and productivity, a leading apprentice-
ship program, and emotional intelligence
training for fixed operations leaders. They
maintain strong relationships with local
tech schools, with events at Wake Tech
attracting over 130 potential apprentices
and Blue Ridge Community College, a
National Community College of the Year
finalist. Monthly company-wide recogni-
tion events celebrate employee milestones

and achievements every first Friday since
2019.

Culture & Growth

“We have a culture of performance and
caring, and that is how we lead every day,”
Horace said.

Anderson Automotive has refined this
culture, making it the expectation for all
employees and customers. Regarding
growth, the dealership group has met or
exceeded its goals since implementing
this HR strategy in 2019. Regarding prof-
itability, Horace confirmed that one of
their most significant opportunities now is
deciding where to add more service bays.
Not a bad problem to have. The company
has more than doubled in employees, rev-
enue, and dealerships since 2019.

The key takeaway here is not that a
4-day workweek will address every per-
formance challenge, but rather that a
well-executed HR strategy can be a vital
tool for leaders across all industries, not
just in automotive. It demonstrates that
business owners can design processes that
enhance employee retention and perfor-
mance while driving overall growth and
profitability. It is also understanding that
a job well done can be accomplished out-
side conventional hours and that neither
time of day nor time of week will deter-
mine high performance, output efficiency,
or excellent customer service. ‘
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Executive Order Ending Disparate-Impact
Liability May Impact Auto Dealers

By Attorneys Tom Vangel, Jamie Radke, and Lindsey McComber, Harris Beach Murtha Cullina PLLC

On April 23, President Donald Trump an-
nounced the passage of an Executive Order
that will limit disparate-impact liability in
federal discrimination cases. This Executive
Order should be beneficial to auto dealers by
causing regulators to rethink bringing claims
against auto dealers for disparate-impact
claims. The change in federal enforcement
policies also should ease restrictions on auto
dealers.

Disparate-impact liability describes a the-
ory of discrimination in which a policy or
practice that is neutral on its face is found
to be discriminatory because it dispropor-
tionately negatively impacts members of a
protected class. A party can be found liable
under this theory even if their act or practice
had no discriminatory intent.

The recently announced Executive Order,
titled “Restoring Equality of Opportunity
and Meritocracy”, revokes prior presidential
actions that approved of disparate-impact li-
ability and directs all agencies to deprioritize
enforcement of statutes and regulations that
include disparate-impact liability. This Exec-
utive Order may impact auto dealers as they
have faced scrutiny from federal agencies al-
leging that auto dealers and lenders have in-
centives to push interest rates as high as pos-
sible and charge more for add-ons through-
out the car buying process. These agencies
believe that these incentives can cause deal-
ers to discriminate against legally protected
classes of consumers.

Through the Executive Order, the Pres-
ident states that “disparate-impact liability
all but requires individuals and businesses to
consider race and engage in racial balancing
to avoid potentially crippling legal liabili-
ty.” This, the President claims, “undermines
our national values but also runs contrary to
equal protection under the law and, there-
fore, violates our Constitution.”

This Executive Order revoked -certain
actions from previous administrations in-
cluding the presidential approval of Title VI
regulations and demanded that the executive

department and its agencies deprioritize en-
forcement of all statutes and regulations to
the extent that they include disparate-impact
liability. It also required that the Attorney
General and the Chair of the Equal Employ-
ment Opportunity Commission assess pend-
ing investigations and civil suits that rely on
a theory of disparate-impact liability. The Ex-
ecutive Order also will allow these agencies
to evaluate settled cases and existing consent
judgments that rely on theories of dispa-
rate-impact liability and take action consis-
tent with the order and underlying policy.

Auto dealers have been under extraor-
dinary federal scrutiny in recent years. The
Federal Trade Commission, for example, has
been cracking down on discriminatory car
pricing as it attempts to protect consumers
and achieve racial equity. In recent years the
FTC has claimed the automotive industry re-
quires vigorous scrutiny because consumers
may be unaware that they have been a victim
of discriminatory practices.

The FTC and other federal agencies have
authority to police discrimination under sev-
eral statutes including the Equal Credit Op-
portunity Act. The Equal Credit Opportunity
Act prohibits discrimination based on race,
religion, national origin, sex, or age in con-
nection with credit transactions. In these ac-
tions, the FTC and the Attorney General have
brought Equal Credit Opportunity Act claims
based on the disparate-impact theory of liabil-
ity alleging that dealers charged higher prices
to certain consumers based on their race.

Regulators can allege disparate impact if a
statistical analysis shows that certain dealer-
ship customers paid higher interest rates on
auto loans arranged by dealers. In the past
five years, the FTC has settled at least four
cases that contained a disparate-impact alle-
gation against a dealership.

In its only current active case against a
dealership, the FTC brought an action against
Asbury Automotive Group Inc. claiming
that its dealerships charged consumers for
add-ons that they did not agree to and misled
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consumers into believing that these add-ons
were required. It also alleged that three Texas
Asbury dealerships charged Black and Lati-
no customer more than its white customers.
The FTC alleged that the Asbury dealerships
arranged financing through third-party fi-
nancing entities and routinely charged dif-
ferent customers varying prices for the same
add-ons. This, the FTC alleged, caused dras-
tic disparities in the prices charged to Black
and Latino customers compared to their
white counterparts.

The FTC also alleged that the Asbury deal-
erships’ “policy and practice is to give their
employees free rein to charge different prices
for the same or similar add-ons, leading to
statistically significant disparities.” The FTC
alleged that this “free rein” is unlawfully dis-
criminatory and cannot be justified by a busi-
ness necessity that could not be met by a less
discriminatory alternative.

As a result of President Trump’s April 23
Executive Order, FTC counsel subsequently
requested approval from the FTC Board to
remove the allegation of discrimination from
the agency’s case against Asbury Automo-
tive Group Inc. Although the FTC Board has
yet to formally rule on this request, it is clear
that this Executive Order should be benefi-
cial to auto dealers by causing regulators to
rethink bringing claims against auto dealers
for disparate-impact claims, and the change
in federal enforcement policies should ease
restrictions on auto dealers.

Nonetheless, dealers should be cognizant
that, even though federal agencies will depri-
oritize enforcement of cases arising under a
disparate impact theory, this does not affect
state regulators and agencies that may pursue
these claims. The Massachusetts Attorney
General has pursued these claims in the past
and will likely continue to do so. Massachu-
setts auto dealers also should be cognizant
that this executive order does not change
the potential for litigation brought by private
parties for similar claims. ‘
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Pending Legislation Could Shift the
Ground for Auto Dealers

By

Jeff Fritz, Esq.
and

Joshua Nadeau,
Esq.

PARTNERS, FISHER &
PHiILLIPS LLP

This month, we are highlighting a series
of proposed bills moving through the state
Legislature that could, if enacted, signifi-
cantly impact Massachusetts businesses,
including auto dealerships. From expanded
leave obligations to limitations on standard
employment practices, here is a rundown
of what is pending and what your dealer-
ship should be thinking about now.

Mandatory Harassment Training
and Policy Overhaul (S.1295)

Employers are already prohibited from
tolerating harassment in the workplace, but
S.1295 proposes turning current best prac-
tices into state-mandated requirements.
This bill would:

* Require all employers to adopt a detailed
anti-harassment policy and distribute it to
each employee;

* Mandate annual harassment training for
all employees (with special requirements
for interactive components, tracking par-
ticipation, and record retention); and

* Require new hires to be trained within six
months and promoted employees to be
retrained.

Failure to comply would not create lia-
bility by itself, but it could be a factor in en-
forcement proceedings or litigation. If you
have been treating harassment training as
optional or “once and done”, that approach
will not hold up if this bill becomes law.

Cannabis and Pre-Employment
Drug Testing (H.2179)

With cannabis legal in Massachusetts, this

bill would prohibit most employers from us-

ing marijuana use as a basis for employment

decisions. Specifically, the law would:

* Bar pre-employment marijuana testing
except for safety-sensitive positions;

* Protect lawful off-duty marijuana use (in-
cluding medical use), unless an employee
is impaired during work hours; and

* Allow adverse action only if the employ-
ee is impaired at work or in violation of
written policy.

For dealers who still rely on broad
drug-screening programs, this bill would
require a careful recalibration, especially in
environments where client-facing profes-
sionalism is a must.

Paid Prenatal Leave (S.1361) and
Infant-at-Work Policies (S.1304)

Two bills reflect a broader state push
to support new parents in the workplace:
S.1361 would mandate 24 hours of paid
prenatal leave annually, plus 10 hours for
partner support, and S.1304 would create an
“Infant-Friendly Workplace Program,” en-
couraging—but not requiring—employers
to allow new parents to bring infants (aged
6 weeks to 6 months) into the workplace.

The prenatal leave proposal would ap-
ply to all employers and could create new
tracking and administrative burdens. The
infant-at-work bill is voluntary but comes
with grant and tax incentive possibilities.
It is an interesting model for retention, but
one that may not be feasible or safe for
dealership settings.

Bereavement Leave (H.2189 and
S.1354)

Two separate bereavement bills would
create a right to 10 business days of
job-protected bereavement leave follow-
ing the death of a defined family member.
Employers would be allowed to decide
whether that leave is paid or unpaid. No-
tably, employers with fewer than 10 or 25
employees (depending on the bill version)
would be exempt. Still, for most dealer-
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ships, these bills would impose a new leave
tracking obligation and require updates to
written leave policies.

Limits on Arbitration, Non-
Disclosure, and Waiver
Provisions (S.1335)

Perhaps the most quietly disruptive bill
of the bunch, S.1335 would make it illegal
to require employees to waive any rights
related to wage and hour claims, discrim-
ination, retaliation, or harassment. This
means standard arbitration agreements,
jury waivers, or class action waivers could
be void and unenforceable. Even offering
such an agreement could create exposure.
For employers who have built litigation
prevention around these tools, this bill is
worth watching closely.

What Should Dealers
Do Now?

While none of these bills are law yet,
each is gaining traction and signals where
the legislative winds are blowing. Here is
what we recommend:

* Review your harassment training and pol-
icies now. Even if S.1295 does not pass
this session, similar laws exist in other
states and may soon come here.

* Audit your drug testing protocols. If you
are still testing all applicants, consider
whether the role justifies it and whether
your policy is clear on marijuana use.

» Keep written job descriptions updated.
This is critical if you want to defend a po-
sition as ““safety sensitive”” under cannabis
or leave laws.

» Update employee handbooks and on-
boarding documents to reflect evolving
rules on bereavement, prenatal leave, and
paid leave entitlements.

We will continue monitoring these bills
and providing updates in the months ahead.
If you have questions about how any of
these proposals may affect your dealership,
feel free to reach out. ‘
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Do Not Settle for Automatic Warranty
Labor Rate Increases — A Smarter, More
Profitable Alternative

. ]3)7
Jordan
i Jankowski

8 COO, ARMATUS
DEALER UPLIFT

As inflation continues to impact every
corner of the retail automotive industry,
many manufacturers continue to offer
dealers CPI-based programs to automati-
cally increase their warranty labor reim-
bursement rates each year.

At first glance, these CPI (Consumer
Price Index) programs seem like an entic-
ing offer. After all, the programs offer an-
nual increases tied to inflation and relieve
the burden of having to submit a warranty
labor rate increase each year. However,
most of the time, these programs will re-
sult in a much lower warranty labor rate
than your customer pay rate. Before you
sign on the dotted line, it is important to
understand the real cost of settling for CPI
and, more importantly, how state law may
entitle you too much more.

The Catch with CPI-Based
Programs

CPI-based programs give the manufac-
turer full control over the rate increase cal-
culation. Historically, these programs yield
only 2-3% increases annually, a modest
adjustment that rarely keeps pace with the
real-world cost of parts, technician wages,
and service department overhead.

Even more concerning: Once you agree
to participate in a CPI program, you may
be locked out of pursuing a statutory labor
rate submission for a period of time; some
programs require as much as a 3-year
commitment. Signing up is effectively
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waiving your right to pursue a more lucra-
tive, data-driven rate under state law.

What is the Alternative?
Statutory Labor Rate
Submissions

Thanks to retail warranty reimburse-
ment laws across the country, franchised
dealers have the ability to submit for war-
ranty labor rate increases based on their
actual customer-pay rates. These statutory
submissions consistently outperform CPI
programs, and they put control back where

FRANCHISED DEALERS HAVE
THE ABILITY TO SUBMIT
FOR WARRANTY LABOR RATE
INCREASES BASED ON THEIR
ACTUAL CUSTOMER-PAY RATES

it belongs, in the hands of the dealer.

Every dealer should be evaluating
whether it is advantageous to complete a
factory or statutory labor rate submission
annually; in nearly every case, a statutory
submission is the dealer’s best bet to get
compensated at its retail rate. On average,
dealers see increases in their labor rate that
translate into tens—or often hundreds—of
thousands of dollars in additional annual
gross profit by submitting a statutory sub-
mission. These gains are available to deal-
ers across virtually all major brands and
are typically unattainable when enrolled
in a CPI Program.

Why More Dealers Are Saying
“No Thanks” to Automatic
Increases

CPI-based programs are designed to
appear convenient, but convenience of-
ten comes at a steep long-term cost. Here
are why dealers are increasingly rejecting
automatic increases in favor of statutory
submissions:
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* Larger Increases: Statutory rates reflect
actual customer-pay averages, not arbi-
trary manufacturer formulas.

* Greater Profitability: Higher rates mean
more gross per RO, better technician
retention, and improved service absorp-
tion.

e Dealer Control: You, not the OEM, de-
cide when and how to pursue your rate.

Make an Informed Choice —
Your Bottom Line Depends on It

If you are being asked to opt into a CPI
program this year, pause and evaluate
your options. In most cases, a statutory
labor rate submission yields significantly
higher returns and safeguards your right to
be fairly compensated for the work your
team performs every day.

Choosing how you increase your war-
ranty labor rate is not just a paperwork
decision; it is a strategic one that direct-
ly impacts your dealership’s profitability.
Do not let convenience come at the cost
of control or revenue. Before locking into
a long-term CPI program, explore your
statutory rights and understand what your
customer-pay data truly supports. With
the right guidance and a data-driven ap-
proach, you could be earning significantly
more, month after month. At the end of the
day, in most cases, the smarter path is the
one that puts you, not the manufacturer, in
the driver’s seat. ‘

Jordan Jankowski is the Chief Operat-
ing Officer at Armatus Dealer Uplift. He
has played a key role in consulting on 21
warranty reimbursement laws across the
country and is widely considered a sub-
Ject matter expert in this highly technical
arena. Jordan manages a team of over 60
people, who produces thousands of re-
tail warranty reimbursement submissions
each year.
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Exiting an Automotive Business —
Mastering the CEPA Manage Phase

By
Dave
Clayman

CEO, TWELVE
PoiNTs WEALTH
MANAGEMENT

Exiting an automotive business—
whether it is a dealership, body shop, or
aftermarket more
than just putting up a “For Sale” sign or
entertaining offers. A successful transition
demands a disciplined, strategic process
that minimizes risk, preserves value, and
aligns with the owner’s personal and fi-
nancial goals. This is where the Manage
Phase of the Certified Exit Planning Ad-
visor (CEPA) methodology becomes es-
sential.

Developed by the Exit Planning Insti-
tute (EPI), the CEPA framework helps
business owners plan and execute val-
ue-focused exits using a structured, multi-
phase process: Discover, Prepare, Decide,
and Manage. Each phase serves a specific
purpose in guiding owners through the
technical, operational, and emotional as-
pects of leaving their businesses.

The Manage Phase is the fourth and fi-
nal stage; it is where plans evolve into ac-
tion. It is about transitioning from strategy
to execution and actively managing the
business to ensure a smooth, value-pre-
serving exit.

operation—requires

Shifting the Gears — Owner
Dependency to Operational
Independence

In the automotive industry, the busi-
ness often revolves around the owner. You
might be the one pricing trade-ins by feel,
negotiating with wholesalers, pushing
service teams for productivity, and main-
taining crucial relationships with OEM
reps or fleet clients. While this hands-on
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approach builds success, it also creates de-
pendency—something that reduces trans-
ferability and perceived value to a buyer.

The Manage Phase aims to reverse
that. You, the owner, move from driver
to navigator, while key managers begin
to assume day-to-day leadership. This
includes establishing or reinforcing Stan-
dard Operating Procedures (SOPs) across
your sales, service, and parts departments.
Clear SOPs increase repeatability and pre-
dictability, which are critical factors for
value growth in the CEPA model.

This phase also calls for a gradual but
deliberate hand-off of relationships. Be-

WHETHER YOUR PATH
LEADS TO RETIREMENT,
A NEW ENTERPRISE, OR
PHILANTHROPY, THE TIME
YOU INVEST NOW ENSURES
YOUR BUSINESS—AND
YOUR STORY—LIVES ON,
EVEN AFTER YOU HAVE
STEPPED AWAY.

gin transitioning contact with OEMs, ven-
dors, and fleet clients to trusted managers
or successors. If the business is under
franchise agreements, review any transfer
clauses now. Franchise transfer stipula-
tions often require OEM approval or car-
ry specific restrictions; waiting until the
eleventh hour invites disruption.

Empowering the Next
Generation of Leadership

If your successor is an internal leader—
perhaps a family member, GM, or long-
time employee—this is the time to build
their confidence. Let them run meetings,
engage with external partners, and make
decisions. The CEPA methodology em-
phasizes human capital readiness. This
includes evaluating whether your future
leaders have the capacity and trust of the
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team to lead without you.

One CEPA best practice is creating a
formal succession development plan. This
includes performance metrics, coaching
milestones, and opportunities to demon-
strate leadership. Not only does this pre-
pare your successor, but it signals to po-
tential buyers or partners that the business
can function smoothly without the found-
er at the helm.

Strengthening Financial
Narratives

A clean set of books is a start, but the
Manage Phase goes further. Buyers and
investors want normalized financials that
reflect the true economic value of the busi-
ness. This involves removing discretion-
ary owner expenses (e.g., personal vehi-
cles, family salaries, non-operating travel)
and aligning financial statements with in-
dustry norms.

For automotive businesses, key met-
rics to highlight include service and parts
absorption rate; F&I gross per vehicle;
floor plan interest management; warranty
receivables cycles; and OEM incentive
tracking and recognition.

You should also shorten close cycles
and ensure reporting consistency across
all departments. Your financial story needs
to support a growth narrative and with-
stand buyer due diligence.

Driving Operational
Sophistication Through
Technology

Operational maturity is a key driver of
business value, especially for buyers like
private equity firms or regional consolida-
tors. These groups do not want a business
reliant on one individual; they want sys-
tems that scale.

In the CEPA model, this aligns with
structural capital enhancement: strength-
ening the systems, data, and processes that
sustain performance. For auto businesses,
this includes:



A THOUGHTFUL TRANSITION LETS YOU EXIT WITH PEACE OF MIND, KNOWING
YOUR EMPLOYEES, CUSTOMERS, AND REPUTATION ARE IN GOOD HANDS.

* A fully integrated Dealer Management
System (DMS) that connects sales, ser-
vice, finance, and parts;

* A modern Customer Relationship Man-
agement (CRM) tool for tracking en-
gagement and referrals; and

* Digital service workflows that reduce
paperwork, enhance efficiency, and im-
prove customer satisfaction.
Sophisticated systems not only stream-

line operations but also provide the data

visibility that buyers demand.

Emotional Readiness — A
Crucial Piece of the Puzzle

The CEPA methodology recognizes that
exit planning is not just technical; it is
emotional. The Manage Phase addresses
the personal and psychological readiness
to let go. After all, this business may have

been your life’s work—your legacy, iden-
tity, and source of pride.

This phase is your opportunity to step
back gradually. Instead of an abrupt de-
parture, you test the systems, evaluate the
team, and build your life post-exit, wheth-
er that means retirement, advisory roles,
or new ventures. A thoughtful transition
lets you exit with peace of mind, knowing
your employees, customers, and reputa-
tion are in good hands.

CEPA advisors often use Owner Read-
iness Assessments to help clients process
this part of the journey. These tools ex-
plore lifestyle goals, identity outside the
business, and readiness to embrace a new
chapter.

Leaving on Your Terms
Ultimately, the Manage Phase is where
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the rubber meets the road. It is about
making your business more transferrable,
more valuable, and more independent—
the very cornerstones of CEPA’s value ac-
celeration approach.

When this phase is executed with inten-
tion, the result is an exit that is not just
financially successful but emotionally
fulfilling. Whether your path leads to re-
tirement, a new enterprise, or philanthro-
py, the time you invest now ensures your
business—and your story—Ilives on, even
after you have stepped away.

By embracing the full scope of the CEPA
methodology, you turn your transition into
a transformation—one where your legacy
is honored, your team is empowered, and
your exit is truly on your terms.

¢
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Use Network Segmentation to
Your Advantage

By
Scott
Spatz

CEO, COOPERATIVE
SYSTEMS

When most auto dealerships think
about cybersecurity, they tend to focus on
antivirus software, firewalls, and maybe
even endpoint protection. But there is one
powerful tool that is often overlooked:
network segmentation. It could mean the
difference between a minor annoyance
and a full-blown operational disaster.

Imagine your dealership as a building
with different rooms: sales, service, fi-
nance, and a guest lounge. Now imagine
if every person in that building could walk
freely into every room, even into the safe

of permissions and controls. This limits
access between systems, making it much
harder for attackers, or even employees
who click on something they should not,
to move freely through your entire envi-
ronment.

Why Dealerships Are
Vulnerable

From cloud-based CRM tools and vehi-
cle diagnostic systems to internet-enabled
showroom displays and mobile POS sys-
tems, it is all tied together through your
network. And while that is great for con-
venience and efficiency, it creates more
room for an attacker to gain access.

Dealerships are especially vulnerable
because many do not have dedicated IT
teams or comprehensive cybersecurity
protocols in place. Systems often grow
over time without a clear structure, leav-
ing gaps where threats can slip in.

We have seen situations where guest

with sensitive documents. That is exactly
what a flat network looks like: No walls,
no locks, just open access for anyone or
anything that gets in.

That is where network segmentation
comes in. Network segmentation is the
practice of dividing your IT network into
separate “zones”, each with its own set

Wi-Fi, office computers, and finance sys-
tems all share the same network. That
means if a customer’s infected phone
connects to your Wi-Fi or a service tech
opens a phishing email, ransomware
can move quickly encrypting custom-
er records, locking down your DMS, or
worse.

JUNE 2025 Massachusetts Auto Dealer www.msada.org

What Should Be Segmented?

At a minimum, you should separate
guest Wi-Fi from your business network;
IoT devices (smart TVs, thermostats,
cameras, etc.); sales, service, and finance
departments; and core systems like your
DMS or CRM. Each of these segments
can be restricted in terms of what they can
“see” or communicate with. For example,
your sales team does not need access to ac-
counting systems. Likewise, service techs
do not need to access customer credit data.
By placing these zones behind virtual fire-
walls and access controls, you reduce the
chances of lateral movement during a cy-
berattack. And that is huge.

Is This Complicated?

Not really. Most modern firewalls and
managed service providers (MSPs) can set
up segmentation using VLANS (virtual lo-
cal area networks) and access control lists.
You do not need to rip everything out and
rebuild your network from scratch. Here’s
how to start:
 Separate your guest Wi-Fi today. It is

low-hanging fruit and a huge risk if not
done.

» Take inventory of all your connected
devices; that includes everything from
smart TVs to diagnostic equipment.

* Identify your highest-risk areas. Your
finance office and DMS systems are pri-
ority #1.

* Partner with a provider who understands
the automotive industry. You need some-
one who knows how your business runs
and what systems are critical.

The Regulatory Angle

If you are paying attention to FTC Safe-
guards requirements, you already know
that things are constantly changing on how
non-public personal information (NPI) is
stored and protected. Segmentation plays
a significant role in showing auditors that
you are doing more than the bare mini-



WITH SEGMENTED NETWORKS, YOU CAN BETTER RESTRICT ACCESS TO SENSITIVE DATA,
LOG ACCESS ATTEMPTS, AND ENFORCE STRONGER CONTROLS

mum. With segmented networks, you can
better restrict access to sensitive data, log
access attempts, and enforce stronger con-
trols—all of which are aligned with com-
pliance best practices.

Do Not Forget Vendors

Many dealerships work with outside
vendors—remote support teams, DMS
platforms, marketing companies, insur-
ance reps, and more. These vendors may
need access to your systems, but that does
not mean they should have the keys to the
whole building. With segmentation, you
can grant vendors limited, temporary, or
highly restricted access to just the areas
they need—nothing more. If a vendor ac-
count is compromised, the breach does not
automatically put your entire dealership at
risk.

Cyberattacks are not a matter of if; they
are a matter of when. Dealerships are in-

creasingly on the minds of cybercrimi-
nals, and it is no longer just the big groups
being targeted. Smaller, local dealerships
are just as vulnerable—sometimes more
so—because attackers know they are like-
ly to have weaker defenses.

Network segmentation is not flashy. It is
not a big-ticket security investment like a
new firewall or Al monitoring tool. But it
is one of the most practical and effective
ways to contain a threat before it spreads.
It limits the damage, isolates the attacker,
and gives you the time and space to re-
spond.

Need Help Getting Started?

If you are unsure how your dealership’s
network is currently structured or if it is
something you have not revisited in a
while, now is a good time to take a closer
look. Even small changes, like separating
guest Wi-Fi or isolating a few high-risk
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systems, can go a long way toward reduc-
ing your exposure.

You do not need to overhaul everything
at once. Start with an honest assessment
of where you are today and where you
might need to tighten things up. Wheth-
er you work with an internal IT team or
an outside partner, having a clear strategy
around network segmentation is a prac-
tical step toward building a more secure
dealership.

Strong cybersecurity does not have to
be complicated. It just has to be intention-
al.

At Cooperative Systems, we specialize
in helping auto dealerships secure their
operations with practical, scalable solu-
tions like network segmentation. We un-
derstand your systems, your vendor rela-
tionships, and your need to stay open for
business. ‘
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Maximizing F&I Dollars Amid
Compressed Front Grosses

By Jacob Newman

EtrHOS GROUP

The retail automobile industry is perpet-
ually evolving, and recent years have been
particularly dynamic. The industry has
faced challenges such as the uncertainty
of COVID-19, microchip shortages, and
fluctuating interest rates, all amidst the

n-{ '£
7

THE MORE FREQUENTLY A CONSUMER RETURNS TO THE
DEALERSHIP AFTER PURCHASING A VEHICLE AND THE BETTER
THE DEALERSHIP DOES OF ADDRESSING THEIR CONCERNS, THE
HIGHER THE LIKELIHOOD OF THE CUSTOMER RETURNING

FOR FUTURE PURCHASES.

rise of Al discussions. These unprecedent-
ed events have significantly impacted the
industry.

A recent challenge that has resurfaced
is the compression of gross profit on au-
tomobile sales. This is not the first, nor
will it be the last, time we encounter profit
reductions. Several factors contribute to
this trend: replenished inventory levels
offering customers more choices, fluctu-
ating interest rates, and new tariffs whose
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impacts are still being assessed. Addition-
ally, overall consumer sentiment in the
market plays a significant role.

Given these set of circumstances, the
profitability of the finance department
is crucial. Increased finance production
significantly impacts the overall health
of the retail automotive dealership. Con-
sider this: Is it easier to improve finance
production by a few hundred dollars per
transaction or to increase unit sales by

!

15%-20%? Increasing unit sales requires
more resources and additional expenses.
In contrast, enhancing the finance pro-
gram’s value proposition by just $5 per
transaction can yield substantial income.
For instance, a $5 increase per transaction
over an average term of 60 months gen-
erates an additional $300 in revenue per
automobile sold.

This increased production can be a life-
line for a a dealership that is struggling with
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profitability. However, when evaluating
the profit generated by the F&I department
it is essential to adopt the correct perspec-
tive. The finance department should prior-
itize customer satisfaction and high-reten-
tion products that encourage repeat visits to
the dealership’s service department.

The more frequently a consumer returns
to the dealership after purchasing a vehi-
cle and the better the dealership does of
addressing their concerns, the higher the

likelihood of the customer re-

turning for future purchases.

Repeat and referral customers

are crucial for the survival of

dealerships during challenging
market conditions, such as the

Great Recession. These deal-

erships thrived due to a loyal

customer base that consistently
chose their services over com-
petitors.

While the profit generated

by the finance department is vi-

tal for the financial statement,
it is even more critical for the
long-term stability of the deal-
ership. Profit is not the primary
goal; rather, it reflects the ef-
fectiveness of the dealership’s
processes and the execution by
team members. When the team
collaborates to enhance the val-
ue of products sold in the finance
department, we achieve greater
success in selling those products.
Consequently, the better the consumer ex-
perience, the more likely they are to return
to the dealership for future purchases. ‘

For more information on how Ethos
Group can help your dealership develop
more leaders in your F&I office, sales
management tower, and your sale’s floor
in 2025, please contact Drew Spring at
dspring@ethosgroup.com or (617) 694-
9761.



Four Steps to Create a Culture of Compliance

By Ben Haile

SHRM-SCP, ETHOS GROUP COMPLIANCE
SOLUTIONS

The automotive industry is changing,
and you need the right culture to adapt
and thrive. Historically, compliance has
taken a backseat to performance metrics
and customer satisfaction scores, but we
have learned that a compliant culture im-
proves profits and CSI. Failing to prior-
itize compliance exposes dealerships to
serious legal, financial, and reputational
risks. Cultivating a culture of compliance
is not just a box to check. It is a strategic
decision that protects your business now
and into the future.

1. Lead from the Top

Leadership sets the tone. When Own-
ers, General Managers, and department
heads consistently model compliant be-
havior, employees are far more likely to
follow suit. This includes everything from
following HR procedures and holding em-
ployees accountable, to properly disclos-
ing terms in the finance office. Leaders
must actively promote ethical conduct, be

transparent about expectations, and ensure
all employees do the same.

2. Accessible and
Understandable Policies

Compliance is complex; employment
law, cyber compliance, OSHA require-
ments, environmental regulations, and
consumer protection laws can leave em-
ployees confused and unsure what to do.
Ensure that your policies and procedures
stay up to date, are written in plain lan-
guage and made available to the people
that need them. Using an online platform
makes it easy to get the information to all
employees starting on the first day. Hav-
ing a few generic templates in your filing
cabinet does not build a compliant culture.

3. Inspect and Engage in Person

Starting with online training is great,
but it should not end there. Require ongo-
ing, role-specific education that is engag-
ing and practical. Regular refreshers and
real-world scenarios help reinforce key
principles and keep compliance top-of-
mind. Inspect your operations to ensure
the policies are being followed. When
they are not, engage your employees with
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in-person training that is tailored to spe-
cific areas that need improvement.

4. Communication Is A Two-
Way Street

A true culture of compliance empowers
employees to speak up when something
seems off. Use vetted third parties to cre-
ate anonymous reporting channels and
ensure there is no retaliation for raising
concerns. Investigate all reports fairly
and consistently and take appropriate ac-
tion based on the results of your inves-
tigation. This step is often missed, and
it makes all the difference: Proactively
connect with your people to find and fix
the “sparks”, so that you do not have to
fight the “wildfire.”

Generational success is built by a
strong, healthy compliant culture. With
these four steps you will be on your way
to building a resilient culture for your
dealership. ‘

For more information on how Ethos
Group Compliance Solutions can as-
sist in creating a culture of compliance
at your dealership in 2025, please visit
WWW.egcs.com.
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New Light-Vehicle Sales Ease Up in May, After
Accelerating in March and April

New light-vehicle sales slowed to a 15.7-million-unit SAAR
in May 2025, following back-to-back months where the SAAR
clocked in above 17 million units. The May sales results fell back

in line with pre-tariff expectations. J.D. Power estimates an addi-
tional 149,000 vehicles were purchased in March and April 2025,
as consumers pulled ahead purchases to avoid tariff-related price
impacts. While it is likely there were still some pull-ahead sales
in May 2025, it appears the pre-tariff surge in new-vehicle sales
has ended. We expect such pull-ahead purchases will result in
lower monthly sales later in the year.

New-vehicle production has fallen slightly in the months fol-
lowing the vehicle tariff announcements. Those production de-
clines, coupled with the strong sales pace in March and April
2025, represented the first year-over-year decline in new-vehicle
inventory since June 2022. At the start of May 2025, the number
of new light-duty vehicles on the ground and in transit to deal-
er lots was 2.62 million units, a decline of 4.1% year-over-year.

Patrick Manzi
NADA Chief Economist

New-vehicle inventory likely will cool even more once final May
2025 data are available. With solid vehicle demand and a tighter
supply of new vehicles in May, OEMs have been under less pres-
sure to incentivize sales with discounts. According to J.D. Power,
average incentive spending per unit is expected to total $2,563 in
May 2025, a decline of $200 compared to April 2025 and down
$143 year-over-year.

In the coming months, we expect all OEMs to be affected by
the tariffs on imported vehicles and parts, although the cost im-
pacts will be much greater for some OEMs than others. So far,
each OEM has been taking its own strategy when dealing with
the cost increases, but the burden of these increases will be borne
by OEMs, dealers, and consumers alike. Exactly how much each
OEM will be affected remains to be seen as the higher costs work
their way through the vehicle-supply chain. Our outlook for new
light-vehicle sales in 2025 has been lowered to 15.3 million units.

¢

U.S. Light-Vehicle Sales

(Seasonally Adjusted at Annual Rates)

May 2025 YiY % Jan - May 2025 YTDATD %
Total Car
Total Light Truck 13.07M 1.5% 13.58M
Domestic Light Vehicle 12.14M 1.2% 12.57M 3.7%
Import Light Vehicle 3.50M -1.1% 3.91M 10.5%
Total Light Vehicle SAAR 15.65M -1.1% 16.48M 5.2%
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By Cody
Lusk

President & CEO,
American
International Auto
Dealers Association

If you spend enough time in Washing-
ton, D.C., you quickly learn that conflicts
over policy are rarely black and white.
Every issue has its supporters and detrac-
tors, and they can usually make a com-
pelling case for their particular stance.
That is why the ability to negotiate and
find a middle ground is so important in a
democracy like ours. It is also why mem-
bers of ATADA, an organization based on
the principles of global trade, have been
open-minded in the face of the Trump
Administration’s push for more and in-
creased trade barriers.

It would be disingenuous for anyone,
even international nameplate automo-
bile dealers, to claim tariffs should play
no role in America’s global relationships.
We acknowledge that targeted trade bar-
riers can, at times, serve as a useful tool
in ensuring our national security and eco-
nomic health. President Trump has been
unwavering in his belief that more tariffs
will benefit regular Americans, and in No-
vember voters gave him a mandate to turn
his words into actions.

As an association, AIADA is not prone
to antagonism. We are always looking for
ways to open lines of communication and
engage with lawmakers of all positions,
on all approaches to trade policy. How-
ever, it has become clear that politicians
in Washington have an incomplete picture
of how cars are built and sold in today’s
highly globalized and price-sensitive auto
industry.

First, so-called “foreign” brands are
deeply invested in the United States. At
AIADA, we represent 9,400 internation-
al nameplate dealers who collectively
employ over 560,000 Americans with a

TARIFFS MAY PLAY A ROLE IN AMERICA'S EVOLVING
APPROACH TO FOREIGN POLICY, BUT IT IS VITAL THAT ALL
TRADE BARRIERS BE TARGETED AND CONSISTENT.

payroll of $48 billion. Our members sell
and service cars built by global compa-
nies like Toyota, Honda, Volkswagen, and
Hyundai. These companies have invested
over $107 billion in U.S.-based opera-
tions, supporting manufacturing plants in
states like Kentucky, Texas, Alabama, and
Ohio. Our brands contributed $328 billion
to the U.S. GDP in 2023 and generated
$47.7 billion in tax revenue. International
automakers have increased their U.S. pro-
duction by more than 85 percent over the
past 25 years. This is a slice of the Ameri-
can auto industry that is growing and driv-
ing job creation from coast to coast.
Additionally, affordability is a rising
challenge for our industry. The average
cost of a new vehicle currently hovers
around $50,000, and that puts pressure on
used car prices as well. According to Cox
Automotive, auto affordability in April
2025 was at its second-lowest level in over
a decade. The average monthly car pay-
ment now tops $750, and that figure will
continue to climb if automakers are forced
to raise prices to pay for tariffs on steel,
battery components, and imported models.
AIADA has a responsibility to our
members, their employees, and their cus-
tomers to educate policymakers on these
issues and the many other ways tariffs
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impact the final sticker price of a car, as
well as the cost of the materials, parts, and
labor involved in its production. And, un-
fortunately, the ripple effect of tariffs will
not stop there. Unpredictable trade barri-
ers will also have a chilling effect on long-
term planning, hiring, and investing in the
United States.

It is time politicians stop talking about
our industry and start listening to us.
Through a new website and nation-wide
advertising campaign at www.SaveAu-
toJobs.com, AIADA is seeking to raise
awareness of the positive impact our in-
dustry has on the American economy, and
the potentially devastating influence tar-
iffs will have on American jobs and auto
affordability. We are determined to be the
voice for our industry on this issue and to
shift the national conversation from hy-
perbole to reality.

Trade policy should be a scalpel, not a
sledgehammer. Tariffs may play a role in
America’s evolving approach to foreign
policy, but it is vital that all trade barri-
ers be targeted and consistent. U.S. trade
negotiators must be focused on rational,
negotiated solutions with our allies that
will benefit all Americans and help our
economy thrive. ‘
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Dealers, ATAEs Lobby Congress
During Annual D.C. Fly-In

On June 3-4, ATD held its annual fly-in to Wash-
ington, D.C., for truck dealers and their state dealer
association executives to lobby their Members of
Congress on our pending issues. Below is an op-ed
I penned that Transport Topics published on June 23.

ATD Drives Concerns Directly to D.C.

Practical Laws Benefit Truck Dealers as Group
Celebrates Legislative Wins

Earlier this month, nearly 100 representatives of
medium- and heavy-duty truck dealers from across
the country gathered in Washington for the annual
American Truck Dealers Legislative Fly-In. Attend-
ees met with lawmakers and advocated for com-
mon-sense federal policies that support the trucking
industry. ATD’s message to lawmakers was clear:
Any legislation coming out of Washington must be
practical and feasible.

While trucking faces several challenges, there
was one significant reason to celebrate. Last month,
both chambers of Congress passed legislation that
overturns California’s unworkable Advanced Clean
Trucks rule, which seeks to eventually ban the sale of
new diesel trucks in certain states, and the costly Om-
nibus low nitrogen oxides rule. This vote represented
a tremendous victory for America’s truck dealers and
their customers. Our cause for celebration was fur-
ther enhanced when President Donald Trump recently
signed these important resolutions into law.

For years, America’s truck dealers have sounded
the alarm about the California EV truck sales man-
date. California truck dealers have already experi-
enced, on average, a 50% reduction in 2024 of diesel
truck sales versus 2023 due to truck rationing and the
lack of a zero-emission vehicle truck market. Truck
dealers in California and other states were already un-
able to meet their customers’ truck purchase needs.
With Trump signing the resolutions, truck dealers in
states that adhere to standards like the ones promul-
gated by the California Air Resources Board will be
able to work closely with their customers to provide
them with the best trucks to support their operations,
while more work in California is required.

Other challenges persist. The Environmental Pro-
tection Agency under the Biden administration issued
its “GHG Phase 3” rule last year, which mandates that
truck manufacturers increase the percentage of ZEVs
they sell each year. With America lacking a nation-
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al commercial vehicle charging and alternative fuel
network, the adoption of heavy-duty ZEV rules is
impractical. Rep. Troy Balderson (R-Ohio) and Sen.
Bernie Moreno (R-Ohio) have introduced H.R. 2814
and S. 711 to repeal the EPA’s Phase 3 rule to stop the
partial banning of diesel trucks and restore national
greenhouse gas and emissions standards that align
with achievable technological development sched-
ules. ATD members are rallying support behind these
common-sense bills and are urging their congressio-
nal representatives to co-sponsor these bills.

Another continued top priority is the repeal of the
federal excise tax. The century-old 12% FET is the
highest excise tax, on a percentage basis, that Con-
gress levies on a product, which increases costs by
more than $20,000 for new heavy-duty diesel trucks
and over $50,000 for electric and hydrogen fuel cell
trucks. Repeal of the FET would immediately accel-
erate fleet turnover, resulting in significant safety and
environmental benefits.

America’s truck dealers have a voice — and it’s a
strong one. However, our work is not yet done. The
trucking industry is what moves America’s economy
— but first we need sensible regulation and reason-
able taxation.

ATD 2025 Legislative Priorities

1. Overturn EPA’s “GHG Phase 3” Rule:

Last year, the EPA issued its “GHG Phase 3” rule,
which requires truck manufacturers to annually in-
crease the percentage of ZEVs they sell. By model
year 2032, truck makers must manufacture 60%
ZEVs for light-heavy vocational vehicles; 40% ZEVs
for medium-heavy vocational vehicles; 30% ZEVs
for heavy-heavy vocational vehicles; 40% ZEVs for
day cab tractors; and 25% ZEVs for sleeper cab trac-
tors. Last year, only 0.3% of commercial vehicle sales
were ZEVs.

The U.S. lacks a national commercial vehicle
charging and alternative fueling network, which
makes the adoption of heavy-duty ZEVs impractical.
A study released by the Clean Freight Coalition found
that electrifying the U.S. commercial truck fleet
would cost nearly $1 trillion in infrastructure and grid
network upgrades to meet demand. Additionally, the
GHG Phase 3 rule estimates that in seven years an
electric medium/heavy-duty vocational vehicle will
cost only $15,000 more than a comparable diesel ve-
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hicle. However, today the cost difference between these vehicles is
approximately $258,000.

H.R. 2814/S. 711, introduced by Rep. Troy Balderson (R-Ohio)
and Sen. Bernie Moreno (R-Ohio), would repeal Phase 3 and re-
quire new greenhouse gas standards that are economically practi-
cable and technologically feasible. To preserve customer choice,
Members of Congress are urged to cosponsor H.R. 2814/S. 711 to
stop the partial banning of diesel trucks.

2. Repeal the Federal Excise Tax on Heavy-Duty Trucks:

The outdated 12% federal excise tax (FET) on new heavy-duty
trucks and trailers is a major barrier to fleet turnover and modern-
ization. First enacted in 1917 to help fund World War I, the tax
routinely adds $22,000 or more to a new heavy-duty diesel truck,
and $50,000 to an electric or hydrogen fuel-cell truck. New federal
emissions and fuel economy mandates have added nearly $40,000
more to the cost of a truck.

New trucks have made significant environmental gains, such
as reducing nitrogen oxide and particulate matter emissions by at
least 98%. The FET remains a costly barrier to the purchase of new
trucks equipped with the latest environmental technologies. With
39% of the Class 8 trucks on the road today using pre-2010 engines,
FET repeal would immediately accelerate fleet turnover and result
in major safety and environmental benefits.

Last Congress, ATD and eight trucking organizations urged con-
gressional leadership to pass the bipartisan FET repeal bill. Members
of Congress are urged to cosponsor H.R. 2424 to incentivize the re-
placement of older trucks with newer, safer, and cleaner trucks.

3. Oppose So-Called “Right to Repair” Legislation

Advocates for “right to repair” legislation claim that independent
vehicle repair shops do not have access to the parts or data neces-
sary to repair vehicles. However, this concern was rectified years
ago, and the information independent shops need to repair vehicles
is available from every truck manufacturer.

Unlike previous “right to repair” bills, the REPAIR Act (H.R.
1566/S. 1379) has little to do with repairing a vehicle. Instead, the
bill would compel truck manufacturers to provide any “aftermarket
parts manufacturer” the information necessary “to produce or of-
fer compatible aftermarket parts,” i.e., parts not made by the truck
manufacturer. This legislation would also give any third party un-
fettered access to data from vehicles, which raises privacy, vehicle
security, and safety concerns.

The bill is also overly broad as it regulates heavy-duty vehicles
the same as light-duty vehicles. Members of Congress are urged not
to cosponsor H.R. 1566/S. 1379.

4. Support Catalytic Converter Anti-Theft Bills

Law enforcement groups support federal legislation to give them
the tools to fight catalytic converter theft, which has risen by nearly
900% between 2019 and 2023. There is a lucrative market for stolen
catalytic converters since they are hard to trace, and these thefts are
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costing millions of dollars for both businesses and vehicle owners.

Heavy-duty diesel trucks are also vulnerable to theft of their
emission control devices known as diesel particulate filters (DPF)
and diesel oxidation catalysts (DOC), which contain the same pre-
cious metals that attracts thieves to steal catalytic converters.

Last Congress, NADA and 120 other organizations supported
the bipartisan PART Act (H.R. 621/S. 154) that would require new
vehicles to have unique, traceable numbers on catalytic converters.
The bill also establishes a federal penalty for stealing, selling, traf-
ficking or knowingly buying stolen emission control devices.

Members of Congress are urged to become an original cospon-
sor of the bipartisan “Preventing Auto Recycling Theft Act” (PART
Act), expected to be reintroduced by Rep. Jim Baird (R-Indiana)
and Sen. Amy Klobuchar (D-Minnesota), which would assist law
enforcement to combat the theft of emission control devices by
marking these parts and creating a more transparent market that
deters their theft.

Trucking Organization Challenges CARB’s Clean
Truck Partnership with OEMs

Commercial Carrier Journal

The Western States Trucking Association has filed a petition with
California’s Office of Administrative Law (OAL) challenging the
Clean Truck Partnership (CTP) between the California Air Re-
sources Board (CARB) and truck manufacturers.

In the wake of Congress disapproving of the Environmental Pro-
tection Agency’s waivers for CARB’s Omnibus Low-NOx and Ad-
vanced Clean Trucks. (ACT) regulations, WSTA believes CARB
cannot require manufacturers to comply with the CTP, as CARB
no longer has authorization from the EPA to enforce the Omnibus
and ACT regs.

WSTA’s petition claims that the CTP “is an improperly ad-
opted ‘regulation’ under California’s Administrative Procedure
Act (APA)” that “applies generally to all manufacturers of inter-
nal-combustion powered on-road heavy-duty trucks and engines
and requires those companies to follow CARB regulations even
when those regulations have no federal authorization.”

The organization says that an OAL determination on the legality
of the CTP “is of vital public interest and importance to all Cali-
fornians, and it is necessary to ensure that stakeholders can pub-
licly participate in the development of rulemaking that impacts
heavy-duty truck and engine availability and prices in California.”

Since the passage of the Congressional Review Act disapprovals,
CARB has indicated that it will still hold manufacturers to the CTP.
Because of this, WSTA says CARB is treating the CTP as a regula-
tion that is subject to the Administrative Procedure Act.

“Framing the CTP as a contract with private parties does not
exempt the CTP from being a regulation of general applicability
subject to the APA,” WSTA said. “Both California law and general
principles of administrative law dictate that a government agency
may not use an agreement with a regulated party to avoid the APA
requirements associated with rulemaking.”



In contending that the CTP is actually a regulation rather than
just an agreement, WSTA said CARB didn’t follow APA proce-
dures in promulgating the CTP, including filing a copy with the
Secretary of State of California and providing notice and the op-
portunity for public comment.

Transportation Chief Moves to Reverse Fuel
Economy Standards
Action Aligns with Administration’s Efforts to Slash
Federal Support for EVs
By ALEXA ST. JOHN AND MATTHEW DALY
The Associated Press

Transportation Secretary Sean Duffy said in a rule June 6 that
Biden-era fuel economy standards for gas-powered cars and
trucks are illegal and moved to reverse them, paving the way for
a likely reset of rules.

Combined with Senate language in the pending budget bill to
eliminate penalties for exceeding standards regulating how far ve-
hicles must travel on a gallon of fuel, automakers moving forward
could come under less pressure from regulators to reduce their
pollution. Ultimately, the nation’s use of electric vehicles could
be slowed.

The moves align with the Trump administration’s ongoing ef-
forts to slash federal support for EVs. President Donald Trump
has pledged to end what he has called an EV “mandate,” referring
incorrectly to former President Joe Biden’s target for half of all
new vehicle sales to be electric by 2030. EVs do not use gasoline
or emit planet-warming greenhouse gases.

No federal policy has required auto companies to sell — or car
buyers to purchase — EVs, although California and other states
have imposed rules requiring that all new passenger vehicles sold
in the state to be zero-emission by 2035.

When he was in office, Biden imposed increasingly stringent
emissions standards for cars and trucks. He included use of EVs
in calculating the rules — an inclusion the Trump administration
and the auto industry have argued was illegal and raised the bar
too high for automakers to meet.

The Transportation Department’s memorandum on June 6 said
the previous administration “ignored statutory requirements” that
barred consideration of EVs when setting standards.

“We are making vehicles more affordable and easier to manu-
facture in the United States,” Dufty said.

The revised rule does not itself change existing standards, but
it empowers the National Highway Traffic Safety Administration
to make adjustments in coming months. Duffy put pressure on the
federal agency earlier this year to reverse the fuel economy rules
as soon as possible.

Under the Biden administration, automakers were required to
average about 50 miles per gallon of gas by 2031 — up from about
39 miles per gallon for light-duty vehicles today — in an effort to
save almost 70 billion gallons of gasoline through 2050.

The rules, finalized in 2024, increased fuel economy 2% per
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year for passenger cars in every model year from 2027 to 2031,
and 2% each year for SUVs and other light trucks from 2029 to
2031.

Mileage rules — in place since the 1970s energy crisis — work
alongside the EPA limits on vehicle greenhouse gas emissions.
Transportation accounts for the largest source of the nation’s plan-
et-warming emissions, and cars and trucks make up more than
half of those.

In recent years, automakers have been manufacturing gaso-
line-fueled cars that are more efficient and get higher mileage.

The Alliance for Automotive Innovation, which represents au-
tomakers, called Duffy’s announcement “a positive development™
that adds “important clarity” to federal mileage rules.

The Biden-era standards “were ‘improperly predicated’ on al-
ternative fuel vehicles,” said John Bozzella, the group’s president
and CEO.

But Katherine Garcia, director of the Sierra Club’s Clean Trans-
portation for All program, said the Transportation Department’s
action will increase costs for Americans and increase pollution.

“Making our vehicles less fuel-efficient hurts families by forc-
ing them to pay more at the pump,” she said. “It will lead to fewer
clean-vehicle options for consumers, squeeze our wallets, endan-
ger our health and increase climate pollution.”

Meanwhile, Republicans on the Senate Commerce Committee
added proposed language to the pending budget bill June 5 that
would remove fines penalizing automakers that don’t meet fuel
economy standards with their gas-powered vehicles.

Automakers can buy regulatory credits under a trading program
if they don’t meet the standards. EV makers like Tesla, which
don’t rely on gasoline, earn credits that they can sell to other car-
makers. The arrangement has resulted in billions of dollars in rev-
enue for Tesla and millions for other EV makers like Rivian. The
memo and bill text landed as Tesla owner Elon Musk and Trump
engage in a public spat online, with Trump suggesting that Musk
“only developed a problem” with his budget bill because it rolls
back tax credits for EVs. Musk disputes that.

Truck Units of Toyota and Daimler Reach
Merger Deal

The Associated Press

The truck divisions of Japan’s Toyota and Daimler of Germany
have agreed to merge to form “a new strong Japanese truck pow-
erhouse” to work together in vehicle development, procurement
and production.

Details, including the scope and specifics of the collaboration,
were still undecided. But Hino Motors and Mitsubishi Fuso Truck
and Bus Corp. plan to form a listed holding company by April
2026. A tentative such deal was announced two years ago.

Under the integration, which will be “on an equal footing,”
Daimler Truck and Toyota Motor Corp. will each own 25% of the
holding company. The Tokyo-based holding company will own
100% of Mitsubishi Fuso and Hino and list on the Tokyo Stock
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Exchange. The chief executive will be Karl Deppen, now CEO of
Mitsubishi Fuso, a division of Daimler Truck AG.

“Today is a great day for all our stakeholders. We are shaping the
industry by bundling our strengths,” Deppen said. “With a strong
new company, we combine our two trusted brands, our resources,
competencies and expertise to even better support our customers in
their transportation needs in the future.”

The new company, which still needs approval from boards,
shareholders, and regulatory authorities, will employ more than
40,000 workers. The companies share the common desire to work
on future commercial vehicles, strengthening the auto industry in
Japan and Asia, and work on ecological innovation, including the
use of hydrogen energy, the companies said.

Toyota Chief Executive Koji Sato expressed hopes the companies
working together will contribute toward building a better future.

“Today’s final agreement is not the goal but the starting line. Our
four companies, aiming to achieve a sustainable mobility society,
will continue to create the future of commercial vehicles together,”
he said.

Collaboration and the pooling of resources, including money,
are becoming widespread in the auto industry, as pressures grow
to develop various technology in ecology, autonomous driving,
connectivity, and safety. And scale can help reduce costs and boost
competitiveness.

What’s Next for Electric Trucks?
Industry Cautious as Regulatory Shifts Stall
Adoption
By Steve Brawner, Transport Topics

The ongoing rollback of commercial vehicle emission regula-
tions under the second Trump administration has created uncer-
tainty in the emerging battery-electric truck market. Manufacturers
continue to produce their latest electric models and invest in the
technology, but many fleets remain hesitant.

Robert Braswell, executive director of American Trucking Asso-
ciations’ Technology & Maintenance Council, said before President
Donald Trump returned to the White House, the industry had a great
deal of interest in electric vehicles, largely driven by regulations.

“Once the winds shifted in the regulatory front, that interest
seems to have waned,” he said. “I think the general story that we
hear anecdotally is that if it’s going to be mandated, yeah, you’ve
got to comply with the rules.”

Braswell contends that slow adoption rates could be due to fleets
struggling to find a viable return on investment. “If it doesn’t make
sense for my application, adoption is something we’re not going to
do unless we absolutely have to do,” he explained.

Trump’s day-one executive order, “Unleashing American Ener-
gy,” set in motion a plan to eliminate electric vehicle mandates and
promote “true consumer choice” while reconsidering Biden-era
subsidies that support EV adoption.

The EO directed the Environmental Protection Agency to recon-
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sider its climate change endangerment findings in 2009. If over-
turned, greenhouse gas emissions would no longer be considered
pollutants and no longer would be regulated by EPA under the
Clean Air Act.

In May, Congress voted to nullify waivers that allowed California
to set its own stricter vehicle-emission standards, including lower
nitrogen oxide emission limits and the Advanced Clean Trucks rule,
which has required medium- and heavy-duty truck manufacturers
to sell increasing percentages of zero-emission vehicles through
2036.

The changes mean fleet managers and their partners “have
moved into a phase of peak uncertainty,” according to The State of
Sustainable Fleets 2025 Market Brief, a report by environmental
consulting and energy engineering firm TRC Cos.

ATA has applauded the regulatory changes

“The Advanced Clean Truck rule was really setting the industry
up for failure,” said Patrick Kelly, ATA’s vice president of energy
and environmental affairs. “There’s just not the infrastructure or the
ability for trucking fleets to adopt that many electric trucks.”

Kelly said fleets likewise support what the administration and
Congress are doing. Most fleets that have introduced battery-elec-
tric trucks are operating only a few of those vehicles and need a
return on investment to justify the purchase.

Kelly said uncertainty remains about how EPA will proceed
and about its authority to regulate greenhouse gas emissions. ATA
would like to work with the U.S. Department of Transportation to
develop achievable, cost-effective fuel economy standards.

The federation expects some states will try to incentivize or
mandate electric trucks, but the industry needs a uniform nation-
al standard so fleets know they can purchase a truck anywhere
and use it everywhere. Kelly said electric trucks show promise
but continue to have range and infrastructure limits. Washing-
ton should “use carrots, not sticks” to encourage and incentivize
adoption, he said.

“We don’t oppose electric trucks,” Kelly said. “At the end of the
day, what we oppose is forcing fleets to adopt electric trucks before
the market is ready and before there’s a way to recoup the addition-
al cost that’s associated with purchasing and operating an electric
truck.”

OEM Plans

While the federal government is reversing its support of electric
trucks, other factors will continue to encourage or require adoption,
TRC Cos.’ report said.

Seventeen states and Washington, D.C., have signed a memo-
randum of understanding to promote adoption of zero-emission
commercial trucks. More than 600 state and local programs totaling
more than $13.5 billion in funding remain available for zero- and
near-zero emission projects. TRC expects the number of charging
ports at shared medium- and heavy-duty hubs to nearly triple this
year to 1,500. Utilities are instituting “flexible interconnect” pro-



grams letting fleets access power earlier in a project’s life cycle.

The report predicted investors and companies will seek returns on
their investments. Companies have invested billions of dollars, sup-
ply chains have been formed, and charging infrastructure is being
developed. Walmart said in the report that it had deployed more than
1,200 battery-electric vehicles for last-mile delivery, reducing its
total cost of ownership compared with gasoline-powered vehicles.

“While the policy shifts have injected uncertainty and slowed mo-
mentum, they are more likely recalibrating the pace of fleet electri-
fication rather than fundamentally changing its direction,” the report
said.

OEMs Continue to Invest in Battery Technology

Daimler Truck North America, maker of the heavy-duty Freight-
liner eCascadia and other electric models, is pushing forward with
its product development plans, a company spokesperson said. “All
previously communicated plans remain unchanged,” the statement
said. “We are committed to adhering to the requirements estab-
lished by the EPA and will continue to develop our product strate-
gy in alignment with these standards, providing a robust lineup of
engines that meet both GHG and NOx regulations.”

Volvo Group North America is investing in battery-electric, hy-
drogen fuel cell electric and combustion engine vehicles “regard-
less of the pace of regulatory change,” said John Mies, vice pres-
ident of communications. “Customers are understandably more
hesitant to invest in electric trucks in this period of regulatory un-
certainty,” he said, “but we still believe zero-emission technology
will have a prominent place in the future of trucking.”

At the 2025 Advanced Clean Transportation Expo in April, Dan
Priestley, senior manager of the Tesla Semi program, said his com-
pany is “charging forward” and remains committed to producing
the battery-electric Class 8 model at full scale in 2026. Tesla is
building a 1.7 million-square-foot factory in Reno, Nevada, with a
capacity of 50,000 units annually.

At the same event, Mack Trucks said the order book for a bat-
tery-electric version of its new Pioneer Class 8§ tractor will open
in 2026. It will be available in day cab or 44-inch short sleeper
configurations.

Peterbilt Motors Co. unveiled its updated 579EV for drayage
and regional on-highway applications, and the new 567EV serv-
ing the vocational market. “Obviously there’s some uncertainty in
terms of the regulatory [environment],” said Erik Johnson, Peter-
bilt’s assistant general manager of sales and marketing. “We’re on
a path and we’re going to continue on the path, and for us it’s just
a matter of if we have to move side-to-side a little bit.”

Kenworth Truck Co., meanwhile, launched a revamped version
of its T68OE with deliveries scheduled to begin later in 2025, as
well as its first Class 8 battery-electric vocational truck, the T880E.

Industry Response
Mike Roeth, executive director of the North American Council
for Freight Efficiency, doesn’t expect the industry to stop devel-

oping electric trucks. Most people in the industry are convinced
that electric trucks are coming, although some don’t think it will
happen in the heavy-duty space, he said.

The change in the regulatory environment could affect adop-
tion, Roeth said, adding that manufacturers may slow their efforts
and work on other programs if they aren’t required to sell electric
trucks.

“I think what I’m hearing out there is that [fleets] are not ready
to do any more, particularly if there aren’t the incentives that we
had for the first round of purchases, so they’re pausing it and cau-
tious,” he said. “But they see the opportunity. They see that it’s
literally a better truck. It just needs to be fine-tuned with more
adoption and so forth.”

However, Roeth said a business case exists for smaller vehicles
that can charge overnight, such as delivery vans. He said electric
trucks offer reduced operating costs, and some shippers want car-
riers to use them and might pay a small rate increase. “Anything
that’s a medium Class 6 box truck up to Class 8, there’s not really
a business case right now for it,” he said.

Roeth said a pause in regulations could give the industry time to
find those business cases. He expressed concern about what hap-
pens if the industry pauses too long, causing EV technology to be
re-engineered.

“If we just kick the can down the road and don’t do anything,
and then later on, we’re back in the same boat, I think we’ll have
kind of failed as an industry,” he said.

TMC’s Braswell said fleets will adopt a new technology if it
helps them make money. Most new emissions regulations since
the early 1990s have been accompanied by fuel economy improve-
ments. He is seeing growing interest in renewable diesel and re-
newable natural gas. “You don’t have to tell fleets twice to save
fuel,” he said. “When it comes to increased costs without necessar-
ily an improvement in the capability, that ROI calculation’s a little
tougher. I think you’re going to have resistance to that because it’s
mandated.”

Joe Richley, a vice president at bulk carrier Groendyke Transport
and chairman of TMC’s S.18 Automated Vehicles Study Group,
supports the regulatory moves by the Trump administration. He
said some of the regulations, specifically in California, weren’t at-
tainable for the average trucking company without a huge influx
of research funding. However, he does not expect the regulatory
changes to bring industry adoption of electric vehicles to a halt.
The trucking industry wants to be fuel-efficient and environmen-
tally responsible, he said.

Richley noted that the industry has 120 years of experience with
diesel and gasoline. Truck stops and gas stations are everywhere.
The change might require a regulatory push, but not as fast as reg-
ulators were attempting.

“Everyone’s kind of taking a deep breath of a little bit of relief,”
he said.
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Pres. Trump Signs Revocations of CARB ZEV
Mandates AND One Big Beautiful Bill Act
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On June 12, President Donald Trump signed three resolu-
tions passed by Congress under the Congressional Review
Act to revoke waivers provided by the Biden Administra-
tion’s Environmental Protection Agency to the California Air
Resources Board that sought to impose not only severe ze-
ro-emission vehicle mandates on automobiles and light- and
heavy-duty-trucks but also omnibus NOx emissions rules
for trucks. Massachusetts and several other states follow the
CARB rules.

The U.S. House passed the resolutions, with bipartisan
support, on April 30 and May 1 to revoke the EPA waivers of
CARB’s Advanced Clean Cars II (ACC II) rule, Advanced
Clean Trucks (ACT) rule, and the heavy-duty omnibus NOx
emissions (HDO) rule. On May 22, the U.S. Senate did like-
wise. Three weeks to the day of the Senate votes, President
Trump closed the loop with his signature on the resolutions.

The National Automobile Dealers Association (NADA)
and American Truck Dealers (ATD) released the following
statement praising President Trump’s actions:

“America’s franchised dealers applaud President Trump
for signing bipartisan legislation to stop California regulators
from banning sales of new gas vehicles and diesel trucks,
which would have begun later this year. Unless Congress
acted, California’s regulations would have reduced consumer
choice and raised prices in the showroom for new and used
cars. Banning gas and hybrid cars is a national issue that
should be decided by Congress, not an unelected state agen-
cy. Enactment of this legislation ensures that consumers can
continue to choose the vehicle that fits their needs.”

The Congressional Review Act resolutions prevent Califor-
nia and the 11 other states that adopted California’s regula-
tions from restricting and then banning traditional ICE en-
gines. California was allowed to regulate emissions because
the state got special permission to do so 55 years ago when
it was trying to reduce smog in the Los Angeles basin. Later,
Congress allowed other states to adopt California’s more ag-
gressive regulations if they chose.

Under this regime, California officials set mandates requir-
ing auto and truck manufacturers to sell an increasing per-
centage of zero-emissions vehicles (ZEVs) each year until
2035/2036 when new gas, hybrid, and diesel vehicles would
be banned.

The problem: There is not sufficient consumer demand to
meet the increasing ZEV percentage requirements. So, man-
ufacturers would be forced to artificially withhold gas-pow-
ered cars and diesel trucks from the market, and that would
drive up the cost of new cars and trucks nationwide.

Despite significant dealer investment in EV's, consumer de-
mand for the vehicles has remained steady at around 8 percent
of the total new vehicle market. For trucks, that percentage
is even lower. That is because EVs are expensive and there
is not an adequate charging network to support them. Added
to that, only homeowners can install a personal charger to
plug-in to every night. That makes EV ownership extremely
challenging for renters.

NADA and ATD aggressively pursued the passage of these
three pieces of legislation. From the outset, we were not
sure it could be done. However, after extensive outreach by
NADA and ATD and remarkable engagement from our dealer
members to their congressmen, we prevailed.

“Consumers may not realize that a major crisis was averted
today when President Trump signed these resolutions,” said
Mike Stanton, CEO, NADA, who attended the ceremony with
NADA Chairman Tom Castriota. “California’s ban of gas and
hybrid cars and diesel trucks was completely out of alignment
with consumer demand given the insufficient charging infra-
structure and the high cost of electric vehicles (EV).”

“This victory is truly a cause for celebration. The standards
put forth in these regulations were unachievable and would

NADA Chairman Tom Castriota (left), with NADA CEO Mike Stan-
ton at the White House ceremony.
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have increased prices at a time when vehicle affordability is
low and purchasing a new car or truck is out-of-reach for
many,” Stanton said. “Let’s take a moment to breathe a sigh
of relief but remain focused on our next steps to protect vehi-
cle choice and affordability.”

NADA and ATD could not have done this without the help
of our members, the ATAEs, and the congressmen who lis-
tened and voted on behalf of the American people. A special
thanks to Senators Shelley Moore Capito (R-West Virginia),
John Thune (R-South Dakota), John Barrasso (R-Wyoming),
Deb Fischer (R-Nebraska), Markwayne Mullin (R-Okla-
homa), and Bernie Moreno (R-Ohio). On the House side,
a special thanks to Speaker Mike Johnson (R-Louisiana)
and Representatives John James (R-Michigan), John Joyce
(R-Pennsylvania), Jay Obernolte (R-California), and Brett
Guthrie (R-Kentucky).

California’s Attorney General filed suit against the federal
government soon after the resolutions were signed. NADA
and ATD believe this challenge is unlikely to succeed and
will defend the resolutions, which are now law.

Legislative Update: House Accepts Senate
Changes to “One Big Beautiful Bill” Act —
Trump Signs Bill on July 4

On July 1, the U.S. Senate, on a 51-50 vote with Vice Pres-
ident J.D. Vance voting to break the tie, passed its version of
the One Big Beautiful Bill Act (H.R. 1) and sent it back to the
House. The Senate collaborated with House leaders to final-
ize the Senate bill’s language in hopes that the House would
pass it without changes; the House passed its version on May
22,0n a 215-214 vote.

President Trump asked Congress to deliver the final bill
to his desk by July 4. Congress met the challenge with the
House voting 218-214 on July 3 to accept the Senate amend-
ments. The President then signed the bill on July 4.

Over the past several months, NADA was engaged in en-
suring that the following critical dealer-related provisions
were included in the bill:

* Pass Through Deduction — Section 199A: Makes permanent
at 20%. Also expands the deduction limit phase-in range
by increasing the $50,000 (non-joint returns) and $100,000
(joint returns) amounts to $75,000 and $150,000, respec-
tively. Effective for taxable years beginning after Dec. 31,
2025.

* Estate Tax: Makes permanent and increases to $15 million
(individual)/$30 million (joint) and adjusted for inflation
annually thereafter. Effective for estates of decedents after
Dec. 31, 2025, and gifts made after Dec. 31, 2025.

¢ Interest Deduction Limitations — Section 163(j): Reverts to
EBITDA permanently for taxable years “beginning after
Dec. 31, 2024.”

» Bonus Depreciation — Section 168(k): Permanently renews
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and extends 100% bonus depreciation for property acquired
and placed in service on or after Jan. 19, 2025.

Other relevant provisions:

New EV Tax Credit — 30D: Eliminated after Sept. 30, 2025.
Leasing EV Tax Credit — 45W: Eliminated after Sept. 30,
2025.

Used EV Tax Credit — 25E: Eliminated after Sept. 30, 2025.
Auto Loan Deductibility: Above the line deduction on auto
loan interest for new vehicles. $10,000 cap and MAGI lim-
its of $100,000 (individual)/$200,000 (joint). Vehicle must
be final assembled in U.S. Deduction would be available
from 2025-2028.

Income Tax Rates: Permanently extends modified income
tax rates. The provision also adds an additional year of
inflation adjustment to the income tax thresholds to which
the 10 percent, 12 percent, and 22 percent brackets apply.
Effective for taxable years beginning after Dec. 31, 2025.
SALT — Business/PTET: The 2017 Tax Cuts and Jobs Act
created a $10,000 cap on the amount of state and local taxes
(SALT) that could be deducted from a taxpayer’s federal
taxable income. Some states created a workaround for the
SALT cap by allowing pass-through businesses to deduct
certain state and local taxes at the entity level, known as
the pass-through entity tax (PTET). The final bill does not
limit PTET.

SALT — Individual Cap: Increases SALT cap deduction to
$40,000, for 2025, with 1% annual increases through 2029.
Reverts to $10,000 in 2030. Deduction phases down with
income over $500,000.

Expense Deduction — Section 179(b): Permanently increas-
es to $2.5 million, reduced by the amount by which the cost
of qualifying property exceeds $4 million. Effective for
property placed in service for taxable years beginning after
Dec. 31, 2024.

IRA Section 60101, Section 132 Clean Air Act: The Infla-
tion Reduction Act established a program to grant awards
for purchasing heavy-duty electric vehicles. The bill repeals
the program and rescinds any unobligated balance. Effec-
tive on the date of enactment.

CAFE Rule: Reduces NHTSA’s Corporate Average Fuel
Economy (CAFE) penalty to $0, effectively killing the
mandate. Effective on the date of enactment.

Notable provisions not included in the bill:

While the House-passed bill and initial Senate bill includ-
ed a repeal of the Environmental Protection Agency’s EV
mandate, the Senate parliamentarian ruled that this provi-
sion was not budgetary in nature and could not be included
in HR. 1.

The Senate bill does not include new fees for EV or hybrid
registrations, an issue that will be considered during the up-
coming highway reauthorization bill. ‘
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