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This is our first print issue of Virginia Dealer magazine 
since before the before the pandemic. And with life 
returning to normal (all things considered), we wanted 

to get back to delivering a quality print product to our members. 
Welcome back.

For the last two years, VADA has fought hard to protect and 
inform our dealers about restrictions that threatened their 
business and livelihoods. And as we learned to work in COVID 
and turn the page on the pandemic, we cast our sights to the 
Virginia General Assembly, which this year considered a range of 
bills dealing with numerous business and dealer-focused issues.

One of the best examples of how VADA works in the legislative 
world is a bill that that addressed unfair warranty and recall 
reimbursements. It overwhelmingly passed thanks to our 
efforts, access to legislators, and more than 800 letters that 
dealers and service technicians sent to their elected officials. 
Those letters, and our voice, mattered.

The new law, which we expect to be signed by Gov. Glenn 
Youngkin, will ensure your stores are fairly compensated by 

manufacturers for warranty and recall work. No more struggles 
to get paid. These are real dollars that will impact your bottom 
line and protect technician jobs.

If you are not a part of the process, you also can’t fight back 
against policies you don’t like, such as last year’s passage of the 
state’s overtime law that failed to protect our long-standing 
dealership overtime exemptions.

VADA was able to work with legislators to secure a temporary 
fix last year and secured a permanent fix that is on its way to 
Governor Youngkin’s desk to be signed.

The last two years have shown us just how important it is 
that we elect pro-dealer candidates who will work with us 
at the State Capitol on the issues impacting our stores and 
our customers. Without elected leaders who understand our 
industry, we face an uphill path on every issue. We ask every 
dealership leader and manager to join our “All In” 2022 PAC 
fundraising campaign — every contribution is more fuel to 
help us secure policies that keep our industry moving in the 
right direction. Give now at vada.com/pac22.

We also look forward to welcoming you all to our Annual 
Convention in Asheville, N.C., June 19-22. If you have not done so, 
register online at vada.com/convention and take advantage of our 
room rates for an extended stay in the North Carolina mountains.

This convention offers VADA and our members the 
opportunity to take to the road and come together in a family-
friendly gathering that offers a chance to network and learn.

In the following pages, you’ll meet or be reintroduced to 
Virginia dealers and hopefully pick up a few new ideas to make 
your dealerships run more efficiently and effectively. Please 
also support our partners who advertise in this magazine and 
show them how much you appreciate their backing of the retail 
automotive industry in Virginia — one that continues to bless 
us all and bring competition, innovation, and choice to drivers 
every day. 

President and CEO
Virginia Automobile Dealers Association

The last two years have shown us The last two years have shown us 

just how important it is that we elect just how important it is that we elect 

pro-dealer candidates who will work pro-dealer candidates who will work 

with us at the State Capitol on the with us at the State Capitol on the 

issues impacting our stores and our issues impacting our stores and our 
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who understand our industry, we who understand our industry, we 

face an uphill path on every issue. face an uphill path on every issue. 

A Message From President and CEODonHall
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The nomination of Christopher Lindsay, dealer at Lindsay 
Chevrolet in Woodbridge, Virginia, for the 2022 TIME 
Dealer of the Year award was announced by TIME.

Lindsay is one of a select group of 47 dealer nominees from 
across the country who were honored at the 105th annual 
National Automobile Dealers Association (NADA) Show in 
Las Vegas on March 11, 2022. The announcement of this year’s 
annual award was made by Viktoria Degtar, Global Chief 
Revenue Officer, TIME, and Doug Timmerman, president of 
Dealer Financial Services, Ally Financial.

The TIME Dealer of the Year award is one of the automobile 
industry’s most prestigious and highly coveted honors. 
Recipients are among the nation’s most successful auto 
dealers who also demonstrate a long-standing commitment to 
community service.

Lindsay was chosen to represent the Virginia Automobile 
Dealers Association in the national competition — one of only 
47 auto dealers nominated for the 53rd annual award from more 
than 16,000 nationwide.

“I am fortunate to work with a diverse group of people,” nominee 
Lindsay said. “Each employee is a gift, and I am grateful to have 

Lindsay 
Honored As 
TIME Dealer 
Of The Year 
Nominee For 
Virginia
Christopher Lindsay Wins National Recognition for 
Community Service and Industry Accomplishments

had the opportunity to mentor, influence and help our team 
members flourish in their personal and professional lives.” He 
added, “I am also blessed by a wonderful customer base that 
continues to do business with our family and helps us to grow 
every year.”

Lindsay has deep roots in Virginia’s retail automotive industry, 
dating back to 1963, when his grandfather, Charles T. Lindsay 
Sr., founded Lindsay Cadillac of Alexandria. His father, Charles 
T. Lindsay Jr., proudly carried on this growing business. And 
after earning a B.A. in English from the University of Richmond 

The TIME Dealer of the Year award is 

one of the automobile industry’s most 

prestigious and highly coveted honors. 
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in Richmond, Virginia in 1988 and after a brief stint in the golf 
industry, Lindsay joined the family enterprise full-time in 1989.

“I started my automotive career as a ‘lot boy’ in the summer of 
1985 while in college,” he remembered. “I worked hard, hustled, 
and earned the respect of the sales force, who were obviously 
watching me closely. I bonded with them and returned the next 
summer.” Lindsay’s first full-time position was as assistant to the 
used-car manager of the Cadillac dealership. “I loved every part of 
it from day one,” he said. “Buying and selling used cars became my 
passion, and the auctions became my second home. I carried my 
wallet in one back pocket and a Black Book in the other.”

When he and his father set out to expand the dealership 
concern beyond Alexandria, they purchased a Chevrolet store in 
Woodbridge in 1998, and Lindsay became the dealer principal 
at age 33. “I was young and nervous but determined to succeed,” 
he said. “Our location outside of Washington, D.C. and between 
two military bases provided an opportunity to flourish. And 
today, we are the top-selling Chevrolet dealer in Virginia.”

Currently, he runs the operation with his two brothers, Chip and 
Mike. The Lindsay Automotive Group encompasses dealerships 
in Virginia and Maryland, representing brands Buick, Cadillac, 
Chevrolet, Chrysler, Dodge, Ford, GMC, Jeep, Lexus, Ram, 
Volkswagen, and Volvo, as well as a Harley-Davidson store.

“I am unbelievably fortunate to be a third-generation automobile 
dealer,” Lindsay said. “My father and grandfather worked 
incredibly hard to establish the Lindsay name as one you can 
trust and one that will honor every aspect of your automotive 
experience. They did this through countless hours of civic 

volunteer work and charitable giving to establish Lindsay 
Automotive as a brand of integrity and confidence.”

And Lindsay continues that legacy through his volunteer and 
philanthropic efforts. He has served the Inova Alexandria 
Hospital Foundation, Fort Hunt Youth Athletic Association, the 
Basilica School of St. Mary (Alexandria), Catholic Charities USA, 
and Knights of Columbus. He has a deep appreciation for all 
Alexandria charities, especially the Child and Family Network 
Center and the Alexandria Scholarship Fund.

“Our company has always focused our giving on the 
communities where our employees live and work,” Lindsay said. 
“Our top priority is children. To date, we have donated more 
than $5 million to schools, associations, nonprofits, and other 
groups. Our contributions have supported those at-risk, people 
with special needs, sports programs, extracurricular activities, 
medical needs, playground refurbishment, people facing food 
insecurity, and more.”

Dealers are nominated by the executives of state and metro 
dealer associations around the country. A panel of faculty 
members from the Tauber Institute for Global Operations at the 
University of Michigan selected one finalist from each of the four 
NADA regions and one national Dealer of the Year. The three 
finalists received an additional $5,000 for their favorite charities. 
The winner, Bob Giles of Giles Automotive in Lafayette, La., 
received an additional $10,000 to give to charity, donated by Ally.

In its 11th year as exclusive sponsor, Ally also recognized dealer 
nominees and their community efforts by contributing $1,000 

  continued on page 6



VIRGINIA AUTO DEALER vada.com6

  continued from page 5

CBM has an experienced team of tax, personal financial planning and advisory professionals devoted to the automotive
retail industry. Since 1921, we have specialized in new car and light duty truck dealerships, heavy truck, motorcycle and
RV dealerships, primarily in the Mid-Atlantic region. Investment management, financial planning and retirement planning
services are delivered by MBI, a subsidiary of CBM.

point-of-sale personal lending, and a variety of deposit and other banking products), a corporate finance business for 
equity sponsors and middle-market companies, and securities brokerage and investment advisory services. A relentless 
ally for all things money, Ally helps people save well and earn well, so they can spend for what matters. For more 
information, please visit www.ally.com and follow @allyfinancial. For more information and disclosures about Ally, visit 
ally.com/#disclosures.

For further images and news on Ally, please visit media.ally.com.

to each nominee’s 501(c)(3) charity of choice. Nominees will 
also be recognized on AllyDealerHeroes.com, which highlights 
the philanthropic contributions and achievements of TIME 
Dealer of the Year nominees.

“In cities and towns across the country, auto dealers make a big 
economic impact — going the extra mile to strengthen their 
communities,” said Doug Timmerman, president of dealer 
financial services, Ally. “It’s an incredible achievement to be 
nominated for TIME Dealer of the Year. The program not only 
recognizes leadership in business and customer service, but also 
a commitment to giving back and doing it right.”

Lindsay was nominated for the TIME Dealer of the Year award by 
Don Hall, president and CEO of the Virginia Automobile Dealers 
Association. Lindsay and his wife, Maura, have five children. 

About TIME 
TIME is a global media brand that reaches a combined audience of more than 100 million around the world. A trusted 
destination for reporting and insight, TIME’s mission is to tell the stories that matter most, to lead conversations that 
change the world and to deepen understanding of the ideas and events that define our time. With unparalleled access to 
the world’s most influential people, the immeasurable trust of consumers globally, an unrivaled power to convene, TIME 
is one of the world’s most recognizable media brands with renowned franchises that include the TIME100 Most Influential 
People, Person of the Year, Firsts, Best Inventions, World’s Greatest Places and premium events including the TIME100 
Summit and Gala, TIME100 Health Summit, TIME100 Next and more.

About Ally Financial Inc. 
Ally Financial Inc. (NYSE: ALLY) is a digital financial services company committed to its Ally Financial Inc. (NYSE: 
ALLY) is a digital financial services company committed to its promise to “Do It Right” for its consumer, commercial and 
corporate customers. Ally is composed of an industry-leading independent auto finance and insurance operation, an 
award-winning digital direct bank (Ally Bank, Member FDIC and Equal Housing Lender, which offers mortgage lending, 
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Emily Beck’s legal career put her on the road back to 
running the northern Virginia dealership her family 
started decades ago.

Beck, a former partner and vice-chair of the dealership practice 
at the Hudson Cook, LLP law firm, is chairwoman of VADA 
and the third-generation owner of Marlow Auto Group, the 
business her grandfather, Guy Marlow, started in 1947 as a 
Kaiser-Frazer dealership.

The business grew under Beck’s father, John Marlow, and now 
operates three stores: a Chrysler, Jeep, Dodge, Ram store in Front 
Royal, Va., Tri-State Nissan in Winchester, Va. and Marlow Ford 
in Luray, Va.

She wasn’t planning to get into the dealership business after 
graduating from the University of Virginia. Instead, Beck went 
to Washington, D.C. and studied international corporate law at 
American University. She got an offer from a D.C.-area law firm, 

VADA Chairwoman and third-generation 
owner of Marlow Auto Group

Spending Time with Emily Beck



9
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but amid an economic downturn, the position was cut before she 
even started.

She eventually landed a job at Hudson Cook, LLP, a law firm 
specializing in consumer credit compliance. VADA President 
and CEO Don Hall notes that experience has made Beck an 
expert on many of the legal issues dealers face.

“Emily grew up around the business her whole life,” Hall says. 
“She is a woman full of integrity. She’s less about her. She’s more 
about the greater good.”

Beck and her husband, Andrew, live in Winchester with three 
children: Olin, Marshall, and Margaret. Let’s hear from Emily 
about her background and where our industry is headed.

How did you get into the car selling business? 
After the first law firm I applied to rescinded its job offer, I took 
a job at a really small law firm. It paid the bills, but the whole 
time I was thinking, ‘What do I know that no one else knows?’ I 
knew the car business because I grew up in it. I called the NADA, 
and they gave me a couple of names of law firms specializing 

in the auto business. My husband said, ‘Don’t just call human 
resources. Find the guy you want to work for. Call him directly 
and ask to meet him to learn about what he does.’ I called Tom 
Hudson at Hudson Cook who told me they weren’t hiring but to 
send a resume.

I did, and he said they made an executive decision that they were 
hiring and to come in for an interview. That’s how I got hired 
at Hudson Cook. The firm had a large auto finance compliance 
practice, which allowed me to work with dealers and finance 
companies all over the country. That was a great experience 
doing public speaking, traveling, writing, and consulting.

If there was a retail part of law, I was in it. I loved it and worked 
with great people who were like family. But eventually, it got 
to the point where I had my first son, and my dad was getting 
older. I was spending all this time in other people’s stores. I kept 
thinking: Why am I not doing this for my own store? I returned 
home to work with our family dealerships 11 years ago.

Where did you first start at Marlow Motors? 
The plan was for me to work in all departments. But within a 
very short period of time of my coming home, my dad had an 
emergency quintuple bypass surgery and was out of the store. 
Ready or not, I was in charge. There was baptism by fire and no 
time to get reacclimated.

What was it like for your dealership during the pandemic? 
It has been the absolute best of times and the worst of times, 
sometimes on the same day. I have never been more proud of my 
team. I have also never been more scared for my team. If anyone 
has any doubt about the resiliency of the American car dealer, 
they don’t understand what happened [during the pandemic]. 

“Emily grew up around the 

business her whole life,” Hall says. 

“She is a woman full of integrity. 

She’s less about her. She’s more 

about the greater good.”
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The word “grit” comes to mind. We did whatever it took to take 
care of our team and our community.

What did the dealerships in the Marlow Auto Group do that 
they weren’t doing before COVID-19? Did you ramp up 
your digital operation? Did you do sales and service visits to 
customers’ homes? 
We had the blueprint in place for a lot of these things before 
COVID happened. But then COVID required us to really lean 
into these things in a way we hadn’t before. We pride ourselves 
as being innovative problem solvers. I’m a working mom. My 
biggest pet peeve is: don’t waste my time. If you make me take off 
work to come here and service my car, I’m going somewhere else. 
So we had always asked ourselves, “How do we use innovation 
to save our customers time?” That was part of our DNA already. 
And then suddenly that shifted to, “How do we use innovation to 
keep our customers safe?”

We had already put in place extended service hours from 6 a.m. 
to 10 p.m. some time ago. Social distancing is naturally baked 
into early and late hours. We leaned into our digital retailing 
tools to sell cars online and deliver them to customers’ homes 
or reduce the amount of time at the dealership or bodies in the 
building. We always thought of these tools as a way to take care 
of working families and save people time. We didn’t think of 
them as a way to keep people safe. The tools were there, but they 
just became more meaningful with COVID.

What is the value of the VADA? What is your vision for not 
only the association but the industry in Virginia and beyond? 
VADA was essential in keeping us informed and being our 
experts. Most dealers don’t have legal counsel on staff. VADA 
does a lot of lobbying, and they do a great job. I also felt like 
they were our coaches saying, “This is how you navigate these 
choppy waters.”

Perhaps even more importantly, VADA did a magical job telling 
our story to people who were making the decisions to make sure 
we had a seat at the table. Not only do dealers benefit from it, but 
so do the customers and the community. Imagine if we were shut 
down, what would that have meant for people who rely on us for 
their transportation needs?

Where do you see this association and the industry heading? 
VADA is going to play an amazing role in continuing to tell 
our story because I think a lot of people — lawmakers and 
customers — make decisions based off of stale information 
about our industry.

They think buying a car today is like the last time they did it 
(about 11 years ago, on average). They don’t understand how 
different and evolved we are, nor do they understand the 
regulations we face. As the industry changes and consumer 
demands change, there are a lot of misconceptions about our 
business that VADA is going to have to combat.

What’s it going to take to get more women or people of color into 
leadership positions (besides having a dealership in the family)? 
We need more mentors and role models.

I had amazing male mentors growing up in the law firm and 
with my dad. But I didn’t have any female mentors in the auto 
industry. I used to think I handled things so differently than 
the men in the room. And at times, because no one in the room 
looked or acted like me, I thought that I was doing something 
wrong. It took me a while to realize that the things I was doing 
differently actually were my competitive advantage. I deal with 
that in hiring women. They think about what they don’t know 
instead of thinking about what they bring to the table. I always 
tell them, “We can teach you all of that. I want you here because 
of all the other stuff we can’t teach you: Your life experience.”

I think it’s happening, but I don’t think it’s happening quickly 
enough. I think part of that is just by getting the message out 
and letting people see that we don’t look the same that we did 
10 years ago. 
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Next year’s General Assembly races will be the most crucial election season in 
decades with every seat in the state House and Senate up for grabs. The time to start 
raising money to elect pro-dealership candidates isn’t next year. It’s right now in 2022.

We need every member of VADA to contribute to our PAC, including Dealership 
Owners, General Managers, Dealer Operators, Parts and Service Directors, Finance 

and Insurance Managers, and Used/New Car Managers. This election will heavily 
impact not just these dealership leaders but everyone who reports to them. So please 

contribute to support our PAC, our industry, and your business. Many association 
members throughout Virginia have already contributed to our PAC. Their investment 

shows they are All In for our future. Are you?

Go to  vada.com/pac22 
to contribute to our PAC’s 2022 fundraising campaign.

All In PAC 2022 Campaign

www.goEVva.com
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Honoring 
2021’s TIME 
Dealer of the 
Year Nominee, 
Dan Banister

As part of this edition of the Virginia Auto Dealer, 
VADA also wants to recognize the 2021 TIME Dealer 
of the Year Nominee. Because we did not publish our 

magazine during the unusual times brought by the pandemic, 
we were unable to spotlight Dan Banister of Banister Nissan of 
Chesapeake. However, we are happy to share this interview as 
we offer our heartfelt yet belated congratulations to him on his 
well-deserved nomination. (This article has been edited for length 
and content.)

How did you become a car dealer? Did you always aspire to be 
part of the automotive industry?

When I first got a job at a dealership in 1992, I expected working 
at the dealership was going to be temporary. I was right out 
of college, and I wanted to get into federal law enforcement. 
My first month at the dealership, I was the Salesperson of the 
Month. I got promoted about a year later, and the car business 
wouldn’t let me go. I caught the car business bug.

I have a motto: “Learn the job before you get the job.” With each 
promotion I received, I hit the ground running. I didn’t need 
on-the-job training because I learned the job before I got the job. 
As a result, I always learned the next job before stepping into it. I 
kept getting promoted, and I worked my way up through almost 
every position in sales. Eventually, I found a business partner 
who allowed me to buy them out over a 10-year period. I bought 
them out three years ago.

Describe your educational background. What did you study?

I studied criminal justice at the University of North Carolina 
at Charlotte. I use the sociology, psychology, and time-
management classes I took there almost every day. I’ve also 
taken NADA automotive courses.

Are there any specific individuals who had a major impact on 
your career? For example, who were your mentors, and what 
did each mentor teach you?

My mother and father taught me to respect my fellow human 
beings no matter what our differences may be, never judge, and 
always try to help those in need; always stay humble; believe in 
myself; and never take no for an answer. I developed a strong 
work ethic while I was growing up by watching them.

During the long 12-hour days at the office, my wife supported me 
and then continued to support me after I came home too tired to 
do anything. She was a single parent for the first few years of our 
lives together because I was at work ALL the time.

My pastor, Bishop Kim Brown, has given me and continues 
to give me the spiritual guidance and spiritual covering I 
have needed for the last 20 years. It keeps me focused on 
my dreams, has taught me work/homelife balance, and I’ve 
learned to leave the boss hat at the office and wear the husband 
and father hat at home.

Thanks to God, I saw success most of the time. When I had an 
opportunity, I made sure I was prepared for it. There wasn’t a lot 
of training when I started in the car business, so you had to hit 
the ground running when the opportunity came. The manager 
didn’t want to sit and hold your hand if you weren’t ready to run. 
If you failed, most likely, you were out.

Today, I develop my staff. I want to get them ready for the 
next position while mastering their current position. I use my 
experience when I sit down with my people who want to grow. I 
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try to help them navigate around some of the obstacles and brick 
walls that I encountered. We speed up their career path.

From a personnel standpoint, the car business is attracting a 
different type of person too. Many are college-educated and are 
looking to make the car business their career. Many are looking 
for a work-life and family balance. They want a 40-hour-a-week 
job, so they can have a better life balance.

In my opinion, working tons of hours is not the future of the car 
business. I refuse to work 70-80 hours a week, and I don’t ask for 
those hours from my staff. I want them to have a healthy family 
life. I want them to be at children’s games and recitals. When my 
children were young, I missed a lot of that. I am making up for 
it now. I don’t want anybody to miss out on those family times. 
The car business has had a high divorce rate. When you are at the 
office all the time, something will suffer, and it will probably be 
your family.

What is the most rewarding part of your career?

To see the growth in those that I’ve worked with. It bothers me 
to see somebody struggling financially. I know how it feels to 
struggle. I remember budgeting myself for three meals a day on 
$10.15. I am fortunate to be around a lot of good people, and I 
can look and see what our impact has been in the community. 
Maybe a customer made some bad decisions or has had a tough 
time. Buying a car may not be the best thing for them right now. 
It may be getting an item fixed on their credit so they can qualify 
for a better loan. For me, it is not just about selling a car. When a 
customer is in a bad spot, I love when we are able to put them in a 
better situation. It makes me smile every day.

What do you think will be some of the auto industry’s 
dominant trends in the next 5-10 years?

I think electric vehicles will be one of the main things. Most of 
the cars sold during the next 10 years will probably be electric, 
and the infrastructure will get much better for them. In my 
opinion, most dealerships will go to the one-price model. Some are 
already gravitating, and I am moving to that model myself. Many 
transactions will be completed online, but most customers will still 
want to come to the dealership to test drive and take delivery. More 
dealerships will be more like a boutique and won’t have 500 to 
1,000 cars to choose from. Vehicles will be made to order.

What is the biggest impact of being a VADA member? What 
makes it beneficial?

VADA does a phenomenal job of building relationships with the 
leaders who regulate our business and is well-respected. VADA 
puts our issues on the State Capital floor and is right there to 
advocate for Virginia dealers. Also, VADA has a day where we all 
gather at the state capital and meet as a dealer’s association with 
all the leaders and senators. We sit down, get to know them, and 
tell them our issues directly. In my opinion, we have one of the 
best dealers associations in the country.

Are you involved in any civic or charitable organizations?

Yes, I’m on a few boards: The Elder’s House, the Chesapeake 
Public Library, Hampton Roads Automobile Dealers Association 
(HRADA), Motor Vehicle Dealer Board of the Commonwealth of 
Virginia (appointed by Governor Terry McAuliffe,) the National 
Dealer Advisory Board for Nissan, Nissan Mid-Atlantic Regional 
Dealer Board, Chesapeake Forum, the Virginia Automotive 
Dealers Association (VADA) Board of Directors, and the 
Chesapeake Regional Health Foundation Board Member.

Looking back at your career and life, please list three things 
you have learned and would like to pass on as a mentor to 
others within the auto industry.

Learn the job you want before you get the job. Long hours are not 
always the recipe for success. You should work smarter and never 
be content.

What does the TIME Dealer of the Year nomination mean 
for you?

It really is a big deal, but the award is not just for me. It’s for 
the entire dealership. We touch the community together. I am 
grateful to give back to the community that has been so good to 
me, my family, and the staff. I didn’t realize how big it was to be 
nominated until I saw the community’s reaction. Then I looked 
at the nominees, and I said, “Wow, I’m in tall cotton here.” I 
was humbled to be honored. There are so many good dealers in 
Virginia and the United States, and to be recognized as one of 
them is quite an honor. It’s still hard to believe.

Was there an “aha” moment in your career that defined you?

It maybe isn’t an “aha” moment, but the thing that started me 
was in 1997 when I had my first general manager job in Rock 
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Hill, South Carolina. My advertising agency came up with a 
marketing campaign called “Dan the Man.” The slogan was, 
“Come see Dan the Man today.” I am still known as “Dan the 
Man” now. The “Dan the Man” campaign made me a household 
name for many years.

Describe your all-time favorite vehicle (it can be one you’ve 
owned or something on your wish list). What are you 
currently driving?

My all-time favorite is a Nissan GTR. If I could drive any car in the 
world, that’s what it would be. And today, I am driving the GTR.

What is your favorite way to spend your free time? Do you have 
any unusual hobbies?

I love spending time with my family. My wife and I have 
been married going on 24 years. I met her in 1995 at the first 
dealership I worked. She was a service customer, and I greeted 
her. She’s been my rock and has helped me succeed in the car 
business. For so long, I spent so much time away from home, 
and when I was home, I was not there mentally. She was a single 
parent for all intents and purposes, but she supported me and 
didn’t complain. She held the family together. When my son hit 
10, that’s when I really became a dad. If I had to give anybody 
kudos, I would say she is the most influential person in my life. 

She could have made it very tough for me early on in my career. 
If you don’t have a stable home life, it’s hard to be a successful 
anything. But she kept us together.

My parents have been married for 60 years, and I have one 
brother and two sisters. I am the youngest. We all live in 
different parts of the country but make it a point to get together 
at least once a year.

VADA is proud to acknowledge “Dan the Man” Banister on his 
2021 TIME Dealer of the Year nomination. 

continued from page 15
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By Michael G. Charapp, Mahdavi, Bacon, Halfhill & Young, PLLC

In the last six months, we have reported on best practices you 
should adopt for your dealership operations. This quiz tests 
how carefully you have given attention to the suggestions.

1.	 You have received a letter from your franchisor that 
your sales performance is substandard in breach of your 
obligations under your dealer sales and service agreement. 
You should:

A.	 Challenge the claim because you have had no new              	
vehicle inventory.

B.	 Deny the claim you have breached your DSSA because 
you have complied with your obligations under it.

C.	 Take the franchisor up on its offer of assistance.

D.	 All of the above.

2.	 You are purchasing three used vehicles at wholesale from 
a dealer in another state. You have done business with the 
dealer before, and you know the person with whom you are 
negotiating. He sends you wire instructions to pay for the 

vehicles. It is OK to wire the money based on the email since 
you know the people with whom you are dealing.  
True or False?

3.	 As a franchised dealer, you cannot sell a vehicle for export 
from the United States under your dealer sales and service 
agreement. If you do, you will face franchisor penalties. 
You are contacted by a buyer who asks you to sell him 
a new vehicle and deliver it to the port to be shipped 
overseas. You should:

A.	 Question the buyer. If he will not sell it, but he will use 	
	 it personally overseas, you can do the deal.

B.		 Refuse to do the deal. 

C.	 Bump the price to pay for the expected penalties.

D.	 None of the above.

4.	 Competing dealers are advertising vehicles at prices you 
know they don’t intend to honor. To compete, you advertise 
vehicles at a price, but when the customer comes in, you will 

Best Practices Quiz

Legal Columns
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  continued on page 20

only sell the vehicle at its higher current market value. This 
is OK if:

A.	 You use a disclosure in your ad that the customer may 
pay a higher price because of market conditions. 

B.	 You disclose the higher price in fine print in the ad and 
break out the elements, including a sales commission fee 
that justifies the price increase.

C.	 You advertise vehicles you do not have available, 
planning to offer higher-priced vehicles when the 
customer comes in.

D.	 None of the above.

5.	 You are careful to obtain a completed I-9 form from every 
new employee. You have studied the form carefully, and you 
know the document or documents that are most effective to 
prove the new hire’s identity and authorization to work. To 
keep your records clean, you tell the new hire what he should 
provide to prove those facts. True or False?

6.	 You offer a comprehensive warranty that covers all 
mechanical and electrical systems of the used vehicles you 
sell, which is much better than anything provided by your 
competitors. You may mark on the FTC buyer’s guide that 
you are offering a “FULL” warranty to show your warranty’s 
coverage is superior. True or False?

7.	 Besides vehicles in your used vehicle inventory, what 
vehicles should have an FTC buyer’s guide:

A.	 New vehicle demonstrators.

B.	 Used vehicle demonstrators.

C.	 The spouse of the dealer’s demonstrators.

D.	 All of the above.

8.	 The FTC and the CFPB have both changed dramatically from 
the days of the Trump administration. Both are once again 
led by bureaucrats critical of dealer F&I practices. A dealer 
concerned about federal enforcement should have in place:

A.	 A fair lending program under which F&I personnel 
commit to treat all customers equally.

B.	 A program for sale of voluntary protection products 
based on a menu.

C.	 A fair lending program that establishes a starting point 
for rate and provides for downward rate deviations for 
non-discriminatory reasons. 

D.	 A program for sale of voluntary protection products 
that sets prices for VPPs and provides for downward 
price deviations for non-discriminatory reasons. 

In the last six months, we have 

reported on best practices you 

should adopt for your dealership 

operations. This quiz tests how 

carefully you have given attention 

to the suggestions.
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Answer Key:

1.  D. All of the above. That your dealership should be deemed sales 
ineffective based on measurements during the last two years is 
ludicrous. New vehicles have never been in such short supply. You 
cannot sell what you do not have.

In any response to factory criticism, there is one rule of thumb: YOU 
ARE NEVER IN DEFAULT UNDER YOUR DSSA, so don’t admit it. 
Whether you are in default is a complicated question to be decided in 
a legal proceeding. 

If a franchisor offers assistance, take it up on the offer. Follow its 
teachings, and it becomes a partner in any continued failure to meet 
its usually flawed measurement of success. And you just  
might improve.

2.  False. Even though you are comfortable doing business with 
another dealer, a hacker can alter the email delivered to you by 
inserting the hacker’s bank account information rather than the 
selling dealer’s. ALWAYS verify wire instructions by a phone call to 
a known phone number before sending a wire. If you are providing 
the wire instructions to your account, always include a message 
reminding the person wiring the money to do the same.

3.  B. You should refuse to do the deal. It does not matter who 
or what the buyer is. You are being asked to do a deal that your 
franchisor forbids. That the buyer will drive the vehicle for personal 
use, even if true, makes no difference. The prohibition against export 
in your DSSA covers not only sales for resale abroad but sales for 
personal use. And bumping the price to cover expected franchisor 
penalties not only leaves you open to a lawsuit by the buyer, penalties 
are not the only sanctions a franchisor can seek to impose if it 
believes the dealer is intentionally operating in violation of the DSSA.

4.  D. None of the above. Advertising a vehicle for a price at which 
you do not intend to sell it is a classic bait and switch tactic, violating 
the federal FTC Act and state unfair and deceptive practices acts. 
That is not cured by a disclosure that contradicts the advertised 
price because of market conditions. It is not cured by adding a fee 
not authorized by law, especially when that fee results in a fine 
print price that contradicts the large print price. It is not cured by 
advertising a vehicle you do not have available for sale since the FTC 
and state regulators expect you will have sufficient supply to satisfy 
expected demand or you disclose your limited supply (advertising by 
stock number or VIN achieves that).

5.  False. Employees must document their identity (List B on 
form I-9) and authorization to work in the U.S. (List C on Form 
I-9) or provide a document that establishes both their identity 
and employment authorization (List A on Form I-9) within three 
business days of their first day of employment. But the choice of the 
documentation belongs to the employee. Many investigations of 
employer practices have been launched because of allegations that an 
employer required a particular form of proof.

6.  False. Under federal law, a full warranty includes numerous 
consumer rights that no dealer warranty on a used vehicle provides. 
Any warranty you offer is a limited warranty.

7.  All of the above. A demonstrator is for sale, so it should have an 
FTC buyer’s guide affixed to its window. That is clear for a used car 
used as a demonstrator. It is also true for a new vehicle used as a 
demonstrator as long as it has been driven more than for moving it 
or road testing it before delivery since that makes it a used car for 
purposes of the FTC Used Car Rule (but not necessarily for other 
purposes under state or federal law). And that is even the case for the 
demonstrator being driven by the spouse of the boss.

8.  C. and D. (You didn’t see that coming, did you? We never said 
you could pick only one answer.) Consumer zealots for years have 
been concerned about what they have called dealer mark-ups on 
financing rates offered to consumers. That terminology shows a 
misunderstanding of the process since dealers offer competitive 
finance rates in which the cost of credit to them is just one factor. But 
the FTC and the CFPB are now headed by individuals who see some 
inherent evil in dealers charging rates in excess of the buy rate.

Both federal agencies are also interested in how dealers and 
consumers agree on prices that consumers pay for voluntary 
protection products. Their new top regulators have stated they believe 
dealers discriminate in setting VPP prices.

Not only must dealers be concerned about federal agency attention, 
they must be concerned about the U.S. Justice Department, state 
attorneys general, and private litigants. Given the increased 
exposure, finance sources are again concerned about how dealers and 
consumers agree on rates consumers will pay for finance and how 
VPPs are sold.

Programs stressing that dealership personnel must not discriminate 
are not enough. You must be in a position to show that your process 
prevents discrimination. The best solutions are programs in which 
you establish beginning prices for finance at the same increase in 
basis points over the buy rate and in which you establish uniform 
prices for VPPs, and you allow downward price deviations only 
for non-discriminatory reasons. The programs available from the 
National Automobile Dealer Association meet those guidelines. 
Consider using those. 



A General Assembly Session That 
Drove Dealers Forward
The General Assembly session entailed more than two 

months of lobbying, legislating, and letter writing by the 
VADA team and our members.

All that hard work has paid off, and our dealers can take pride in 
our association’s accomplishments at the State Capitol. This was 
truly a legislative session that drove our industry forward.

Keeping pro-dealer legislation on track is a very complex process. 
It’s a lot like selling a vehicle. There are a lot of moving parts 
that need to fall in the right place at the right time, and it takes 
persistence to get the deal done.

And VADA worked with both sides of the aisle to garner 
bipartisan support on issues having a direct impact on our 
dealerships.

A key example of that success was the unanimous passage 
this session of VADA’s priority legislation that strengthens 
the statutory language requiring that dealers receive the 
retail amounts they are entitled to for warranty/recall repairs 
performed for manufacturers by clarifying how the retail 
amount is calculated. This is a win by VADA and dealers that 
will directly and positively impact your bottom line, save 
headaches, and retain jobs.

The measure heading to Gov. Glenn Youngkin for his signature 
also requires manufacturers to fully reimburse our stores for 
customer rental cars during these recall repairs and pay dealers 
when we assist in fixing software upgrade issues on behalf of the 
carmakers.

Our association also saw success in leading the charge to secure 
passage of legislation to preserve our long-standing dealer 
exemptions that were left out of Virginia’s Overtime Law when 
it passed last year. Working with our allies in the House and 
Senate, both chambers approved that legislative fix which is also 
on its way to the Governor’s desk.

We continued our efforts to support EV adoption in Virginia, 
and we also worked to kill measures that would have made it 

VADA Action Center

VADA’s priority 2022 General Assembly 
legislation to address warranty/recall 
reimbursement was driven in large 

part by service managers and leaders 
at new car and truck dealerships who 

engaged in the process and wrote more 
than 800 letters to Virginia legislators 

through our Action Center. Many wrote 
personalized messages on how passing 
the bill would impact them personally 

and professionally.

difficult for dealers who choose to do so to use arbitration to 
work out customer issues.

We didn’t win every battle. The $40 million we sought in on-the-
hood rebates for electric vehicle sales did not make it into the 
budget, but we will keep fighting for these EV rebates that are so 
critical to boosting EV sales.

If you want the full rundown of what this session means for 
dealers, get the full update from the VADA legislative team 
in our High Octane podcast about the General Assembly at 
teamvada.libsyn.com. 
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It is Time to Review Your Employment 
Arbitration Agreements

Whether to use a pre-dispute arbitration agreement 
for employment issues is a choice for each dealer to 
make. If you have chosen to use such an agreement, 

it is time to review it.

In October 2018, we wrote an article titled “The #MeToo 
Movement and Workplace Arbitration,” in which we explained a 
U.S. Supreme Court opinion that validated the use of mandatory, 
pre-dispute arbitration agreements in employment disputes 
caused states to attack arbitration of employment disputes 
involving sexual harassment claims. Since most employers 
choose to have their arbitration agreements subject to the Federal 
Arbitration Act, state action was ineffective. As a result, the 
U.S. Congress passed The Ending Forced Arbitration of Sexual 
Assault and Sexual Harassment Act of 2021, which President 
Biden signed into law on March 3, 2022.

The Act amends the Federal Arbitration Act so that “at the 
election of the person alleging conduct constituting a sexual 
harassment dispute or sexual assault dispute, or the named 
representation of a class or in a collective action alleging such 
conduct, no pre-dispute arbitration agreement or pre-dispute 
joint-action waiver shall be valid or enforceable with respect to a 
case which is filed under Federal, Tribal or State law and relates 
to the sexual assault dispute or the sexual harassment dispute.”

What does this mean for your dealership? Should any sexual 
harassment or sexual assault claims be brought against your 
dealership by an employee after March 3, 2022, any pre-dispute 
employment arbitration agreement you entered with your 
employees can no longer govern determination. An employee 
may bring a lawsuit, or even a class action case, against the 

dealership in federal or state court alleging sexual assault or 
sexual harassment.

It is time to review your pre-dispute employment arbitration 
agreements if you have chosen to use them. Does your 
arbitration agreement have mandatory arbitration provisions 
and class action waivers that could cover sexual harassment 
and sexual assault disputes? If so, there are some steps you need 
to take:

•	 Recognize that the provisions mandating arbitration and 
class-action waivers for sexual assault or sexual harassment 
disputes are no longer enforceable.

•	 Amend your agreement so it complies with the FAA as 
amended by this Act to specifically exclude sexual assault 
and sexual harassment claims. 

•	 Although this Act only affects sexual assault and sexual 
harassment claims, make sure that your pre-dispute 
employment arbitration agreement provides for arbitration 
“except as prohibited by law,” so the whole agreement is not 
ruled illegal by a judge.

Like any new law, this legislation leaves several questions 
unanswered. If the sexual assault or sexual harassment claims 
are mixed in with others, can the others be arbitrated? Will 
courts be able to quickly act on specious sexual assault or sexual 
harassment claims brought to defeat application of an arbitration 
provision? In cases of sexual assault or sexual harassment that 
must go to court, will jury waivers be effective? These are all 
issues that must be decided, and under the new law, they are to 
be decided by courts, not by arbitrators. 

By Michael G. Charapp, Mahdavi, Bacon, Halfhill & Young, PLLC

Legal Columns
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The National Automobile Dealers 
Association has named Carmen 
Hinton as the winner of the 

5th annual Women Driving Auto Retail 
Video Contest, sponsored by Stellantis. 
The service manager at Carter Myers 
Automotive’s Valley Subaru in Staunton, 
Va., was announced as the contest 
winner in March during the NADA 
Show 2022.

“I am very proud to say that CMA 
has molded me into who I am today. 
I started working here at a young age 
and have learned not only work skills 
but also life skills,” Hinton said. “They 
invest in their employees, and the value 
shows within everyone. Having Liza 

Borches as the CEO and being a woman 
herself goes to show all women they 
can reach the top with no limits and no 
barriers. Liza has been a tremendous 
inspiration to me and the ladies I lead. 
I look forward to what the future holds 
in the auto industry for ALL women.”

The video contest is part of NADA’s 
Women Driving Auto Retail initiative, 
which highlights the voices of women 
working in dealerships and encourages 
other women to pursue automotive 
careers. The video contest celebrates 
women who work in all areas of car 
or truck dealerships and aims to 
encourage more women to pursue a 
career in auto retail. 

I look forward to 

what the future 

holds in the auto 

industry for ALL 

women.

NADA Honors Carmen Hinton  
Automotive Services Manager at 
Carter Myers
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Virginia dealerships took to social media to honor 
Women’s Women’s History Month and to celebrate 
International International Women’s Day this March. 

Our businesses raised money for local nonprofits, and they helped 
shelter animals find a home.

We’re shining a light again on our dealers’ efforts to help their 
communities, and we’d like to call attention to more of them.

If you know of a scholarship, donation, community partnership, 
food drive, or other charitable gesture that dealers are involved 
in, please let us know by emailing jkelley@vada.com.

Beyer Subaru received the car maker’s 2022 Love Promise 
and Community Commitment Award. Among the reasons the 
dealer was recognized is for “taking action in causes like the 
environment, health, education, and pets that impact the lives 
of their community.” The Alexandria dealership supports the 
National Campaign to Prevent Teen Pregnancy, and the business 
partners with local groups such as Meals on Wheels, Senior 
Services of Alexandria, United Community Ministries, and 
Virginia’s largest high school dropout prevention program.

Carter Myers Automotive announced that CMA’s Colonial 
Subaru raised $13,325 for the ASK Childhood Cancer 
Foundation in 2021. That resulted from the dealer donating $25 
to that cause for every car it sold last year.

“This means every time we moved a life forward by finding that 
perfect new Subaru for someone, we moved more lives forward 
by giving back to our community,” Carter Myers says on its 
philanthropy blog.

Sheehy Auto Group, which includes 31 dealerships from 
Richmond, Va., all the way up to Baltimore, has donated 

$196,000 to 17 charities in Richmond, Va., Maryland, and 
Washington, D.C. The donations are part of Sheehy’s Annual 
Giving Program, where dealers partner with local nonprofit 
groups, says a news release about the program.

The Richmond, Va. groups that benefitted in this donation round 
are Mercy Mall of Virginia, which received $25,000, and ACES, 
which received $13,000.

Priority Hyundai in Chesapeake is working with Hope for Life 
Rescue Inc. and 13News Now to find homes for rescued animals. 
The 13News Now television station covered this month’s pet 
adoption drive.

AutoNation Toyota Leesburg and other AutoNation dealers 
around the country are partnering with cancer charities to 
raise millions of dollars to fund cancer research and treatment 
through its DRVPNK initiative.

“At AutoNation, it’s about more than selling and servicing cars 
and trucks,” the Northern Virginia dealership says on its Facebook 
page. “It’s about taking care of people.”

To donate and get more details about the AutoNation DRVPINK 
campaign, go to autonation.com/our-purpose/drive-pink.

Coming up: 
The Hampton Roads Automobile Dealers Association will 
hold its annual Charity Golf Tournament at Ford’s Colony in 
Williamsburg on May 10. For nearly 35 years, the HRADA has 
been sponsoring the tournament, benefiting the Youth Automotive 
Training Program that provides scholarships to local students 
interested in becoming automotive technicians. For more details 
on the tournament, go to www.hrada.com/golf-invite. 

March  
Community  
Service  
Roundup
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April  
Community  
Service  
Roundup

P age Auto Group, which 
has a family of dealerships 
across Central Virginia, has 

pledged $150,000 to the Children’s 
Hospital of Richmond at VCU. 
Part of the commitment includes 
partnering with Andrew Getchell, 
sales manager at West Broad Kia, 
whose son, Luke, passed away in 
2019 from leukemia. Page’s work 
with CHoR was featured in a write-
up from the hospital foundation’s 
spring magazine.

Priority Chevrolet in Chesapeake 
said this month’s Priority Charity 
Bowl ODU Spring Game, done 
in partnership with sponsors Old 
Dominion University and the 
ODU Football program, raised 
money for 45 children’s charities 
in Hampton Roads. The WAVY-10 
television station said the event 
brought in more than $800,000 for 
those charities.

The folks over at Banister 
Automotive were at Booker T. 
Washington High School in 
Norfolk recently speaking with 
students about the car lending 
profession, credit & financial 
literacy, and discussing the dos and 
don’ts when purchasing or leasing 
a vehicle. The visit was done in 
partnership with Communities in 
Schools and the Youth Investors 
Group, a nonprofit that focuses on 
providing opportunities for Black 
youth through financial literacy 
and entrepreneurship.

McDonough Toyota recently 
added solar panels to the top of 
their Staunton, Va. showroom. The 
45-year-old, family-owned and 
operated dealer partnered with 
Tiger Solar to design, build, and 
install the 92.6-kilowatt system 
that Tiger Solar says will offset 
100% of the McDonough service 
center’s electricity needs. The solar 
energy company says installing the 
panels means the dealership stands 
to benefit from lower operating 

costs and from the ability to charge 
electric vehicles using the power of 
the sun.

“Toyota’s hybrid technology 
revolutionized the car industry, 
so I thought it would be a good 
idea to look at some options on 
reducing our carbon footprint,” 
McDonough Toyota President 
Steve McDonough said in a 
statement. “Solar is great for the 
environment, and I can save 
money at the same time.”

Rick Hendrick Chevrolet Buick 
GMC in Richmond is a proud 
sponsor of the Western Regional 
Youth Association which operates 
youth baseball and softball 
programs. Through the Chevrolet 
Youth Sports program, the 
dealership provides equipment 
bags, first aid kits, batting tees, 
ball buckets, and free instructional 
youth clinics to community 
members.

The dealership says it’s honored 
to support a sports program that 
“brings so many smiles to kids and 
their families in Richmond.”

In case you missed it, the Hanover 
County Sheriff’s Office said 
thanks to Mechanicsville Toyota 
for its continued support of 
the HCSO Foundation, which 
“directly supports the men 
and women of HCSO and their 
families during a time of need.” 
The dealership donated $5,000 to 
the foundation in January.

And finally, dealers are gathering 
on May 10 at Ford’s Colony in 
Williamsburg for the Hampton 
Roads Automobile Dealers 
Association’s Annual Charity 
Golf Tournament that’s raising 
money for the Youth Automotive 
Training Program. In partnership 
with local community colleges, 
that program offers scholarships 
for students interested in a career 
as automotive technicians.  
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Forget the forms, binders, spreadsheets, 
folders, manual audits, and training 
sessions. Compliance is automatically 
performed, logged, and demonstrated in 
one simple platform.

They’re not just another software company. 
They’ve actually worked at dealerships and 
have spent their entire legal and compliance 
careers in the automotive industry.

ACV is investing in game-changing 
technologies and world class people to 
improve the wholesale process for all 
dealers. They provide unbiased vehicle 
information that is unparalleled in its 
transparency. Their inspectors complete 
comprehensive condition reports on fresh 
vehicles, right at the seller’s lot.

Cintas leads the industry in supplying 
corporate identity uniform programs, 
providing entrance and logo mats, 
restroom supplies, promotional products, 
first aid, safety, and fire protection 
products and services. Learn how Cintas’ 
solutions can benefit your sales and 
service departments at cintas.com 

Thank You
TO OUR PROGRAM PARTNERS

In 2010, co-founders Adam Robinson, 
Michael Krasman, and Jeff Ellman 
reinvented the hiring process, empowering 
businesses to ditch their filing cabinets 
and manilla folders in exchange for an 
intuitive, technology-based hiring process. 

You can receive optimal results for your 
parts warranty uplift. Just outsource the 
process to Armatus. Hand the entire 
retail warranty process to us, and you 
won’t have to lift a finger. Plus, there are 
no upfront fees — we don’t get paid until 
you do. 

Dealertrack Technologies offers a 
cutting edge web-based registration 
and titling solution developed with 
input from dealerships across the 
Commonwealth. They are the only 
registration and titling company 
endorsed by VADA. 

MOC® is a leading provider of 
innovative products and solutions to 
the retail automotive industry. Their 
program is designed to provide new 
car dealers the ability to buy necessary 
products, tools, and equipment at 
manufacturer direct pricing, but 
also receive unprecedented local and 
regional service and support. 

At Integrum Advisors, we come to work 
each and every day to ensure we have 
you covered. We take pride in providing 
sound advice to all of our clients. Our 
job is not done until you have complete 
peace of mind that you and your 
employees are receiving the best benefits 
and service available. 

One Source Wonderful! Your local, 
one-stop shop for all departments 
supply needs! 
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Management consulting, human 
resource management, and labor 
relations.  
 
For more information visit:  
sescomgt.com

Zurich F&I professionals can help you 
increase product penetration, per vehicle 
retail, and customer satisfaction. They 
currently work with more than 100 
Mid-Atlantic dealers, helping them build 
relationships with their customers and 
increase product sales. 

Promote your business, reduce 
compliance risk, manage data, and 
keep your office inventory stocked with 
Reynolds Document Solutions. 

As the provider of Connect CRM, 
a leading dealership customer 
relationship management system, 
VinSolutions helps more than 5,000 
dealers make every connection count. 
VinSolutions products integrate 
dealership systems, processes, and 
tools to deliver a single view of the 
customer across the business. 

VADA ALLIED MEMBERS

Ally Financial
American Fidelity Group
American Guardian Warranty Services
Assurant
Atlantic Union Bank
AutoTrader.com, Inc.
Baker Tilly Virchow Krause, LLP
Bank Of America - Merrill Lynch
BDO USA, LLP
Citrin Cooperman
Core Assurance
Councilor, Buchanan & Mitchell, PC
COX Automotive
Crovato BG Products & Services
CVR
D&R International
Dealer Focus
Diamond Dealer Services
Dixon Hughes Goodman, LLP
Foti Flynn Lowen & Co.
Fulton Bank
Greensboro Auto Auction
Haig Partners

Hiko, Inc.
JM&A Group
LoJack by Spireon
M&T Bank
Mahdavi, Bacon, Halfhill &  
Young, PLLC
Manheim Fredericksburg
Manheim Harrisonburg
Mitchell Wiggins & Co.
Mutual of America Financial Group
Protective Asset Protection
Spotts Fain, PC
Sunbit
SunTrust Bank Dealer Lending
The Branding Agency, LLC
The Carbon Offset Company
The Frieden Agency
The Providence Group
Towne Insurance
TowneBank
Truist Bank
United Bank
Wells Fargo Dealer Services
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Alexandria Hyundai / Genesis of  
Alexandria 
(703) 535-6840 
alexandriahyundai.com

Alexandria Toyota 
(703) 684-0700 
alexandriatoyota.com

Alexandria Volkswagen 
(703) 684-8888 
alexandriavw.com

Alfa Romeo of Washington, D.C. 
(703) 935-1300 
alfaromeousaofsterlingva.com

Apple Ford of Danville 
(877) 999-1736 
applefordofdanville.com

Apple Ford Of Lynchburg, Inc. 
(434) 385-5012 
applefordva.com

Aston Martin Washington D.C.  
Bentley Tysons 
(703) 712-8324 
exclusiveautomotivegroup.com

Audi Arlington 
(703) 739-7460 
audiarlington.com

Audi Chantilly 
(703) 956-2100 
audichantilly.com

Audi of Hampton 
(866) 979-9342 
audihampton.com

Audi Richmond 
(888) 611-6861 
westbroadaudi.com

Audi Tysons Corner 
(877) 370-5405 
auditysonscorner.com

Auto Giants Nissan 
(703) 497-3000 
agnissanwoodbridge.com

Auto World of Big Stone Gap 
(276) 523-4667 
autoworldbsg.com

AutoNation Honda Of Dulles 
(703) 444-2010 
autonationhondadulles.com

AutoNation Toyota Leesburg 
(703) 771-8990 
leesburgtoyota.com

VADA MEMBER DIRECTORY

Banister Nissan of Chesapeake 
(757) 436-4900 
banisternissanofchesapeake.com

Banister Nissan of Norfolk 
(757) 284-3140 
banisternissanofnorfolk.com

Bareford Buick GMC 
(804) 443-3500 
barefordbuickgmc.com

Barton Ford Suffolk 
(757) 539-1595 
bartonford.com

Battlefield Chevrolet 
(540) 547-3700 
battlefieldchevrolet.com

Battlefield Ford Culpeper 
(540) 547-3673 
battlefieldford.com

Battlefield Toyota 
(540) 317-7800 
battlefieldtoyota.com

Bayside Chrysler Dodge Jeep RAM 
(540) 775-5516 
baysidecdjrva.com

Beach Ford, Inc. 
(757) 486-2717 
beachford.com

Berglund Chevrolet Buick 
(540) 344-1461 
berglundchevroletbuick.com

Berglund Chrysler Jeep Dodge RAM 
(540) 345-9881 
berglundchryslerjeep.net

Berglund Ford Mazda 
(540) 389-7291 
berglundcars.com

Berglund Luxury Auto 
(540) 344-1461 
lynchburgmercedes.com

Berglund Luxury Roanoke 
(855) 589-8792 
berglundluxuryroanoke.com

Berglund Oak Ridge Toyota 
(434) 528-3202 
berglundtoyota.com

Berglund Of Bedford Ford Buick GMC 
(540) 586-8281 
berglundofbedford.com

Beyer Subaru 
(703) 768-5800 
beyersubaru.com

Bill Hudgins Automotive, Inc. 
(804) 693-2828 
billhudginsauto.com

Bill Page Honda 
(703) 533-9700 
billpagehonda.com

Bill Page Toyota Scion 
(703) 532-8800 
billpagetoyota.com

Bill Talley Ford, Inc. 
(804) 746-2000 
billtalleyford.com

Billy Craft Chrysler Dodge Jeep RAM 
(434) 845-3456 
billycraftchryslerjeep.net

Billy Craft Honda 
(434) 385-6045 
craftauto.net

Blackwell Automotive 
(434) 792-8853 
blackwellautos.com

Blake Ford 
(757) 569-9756 
blakeford.net

Blue Ridge Chrysler Dodge Jeep 
(276) 794-9000 
blueridgecdjr.com

Blue Ridge Nissan 
(276) 228-8621 
blueridgenissan.com

BMW Of Alexandria 
(703) 684-8500 
bmwofalexandria.com

BMW of Fairfax 
(703) 560-2300 
bmwoffairfax.com

BMW of Sterling/Mini of Sterling 
(571) 933-8222 
bmwofsterling.com

Bob Huff Chevrolet Buick GMC 
(276) 228-2131 
huffonline.com

Bob Wade Autoworld 
(540) 434-3900 
bobwadeautoworld.com
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Bomnin Chevrolet Manassas 
(703) 368-2111 
bomninchevroletmanassas.com

Bowditch Ford Inc. 
(757) 595-2211 
bowditchford.com

Boyd Honda Of South Hill 
(434) 447-3111 
boydhondaofsouthhillva.com

Brown’s Alexandria Mazda 
(703) 660-8400 
alexandriamazda.com

Brown’s Arlington Honda 
(703) 522-8808 
arlingtonhonda.com

Brown’s Chantilly Mazda 
(703) 222-8920 
chantillymazda.com

Brown’s Dulles Nissan 
(703) 948-1100 
brownsdullesnissan.com

Brown’s Fairfax Mazda 
(703) 385-8170 
fairfaxmazda.com

Brown’s Fairfax Nissan 
(703) 591-8009 
fairfaxnissan.com

Brown’s Leesburg Hyundai 
(703) 443-2220 
brownsleesburghyundai.com

Brown’s Manassas Hyundai 
(703) 361-9600 
manassashyundai.com

Brown’s Manassas Kia 
(703) 331-8080 
brownsmanassaskia.com

Brown’s Manassas Subaru 
(703) 361-5866 
manassassubaru.com

Brown’s Sterling Chrysler Dodge  
Jeep Ram 
(571) 206-0422 
brownssterlingcdjr.com

Brown’s VW 
(804) 379-7283 
brownsvw.com

Casey BMW 
(757) 989-1300 
caseybmw.com

Casey Chevrolet 
(757) 591-1100 
caseyauto.com

Casey Honda 
(757) 591-1300 
caseyauto.com

Casey Kia 
(757) 249-8000 
caseykia.com

Casey Toyota Scion 
(757) 259-1000 
caseyauto.com

Casey VW Subaru 
(757) 988-1200 
caseyauto.com

Cavalier Ford At Chesapeake Square 
(757) 488-8311 
cavalierford.com

Cavalier Ford Lincoln 
(757) 424-1111 
cavalierford.com

Cavalier Mazda 
(757) 777-3200 
cavaliermazda.com

Charles Barker Maserati of Virginia Beach 
(855) 460-8500 
maseratiofvirginiabeach.com

Charlie Obaugh Chevrolet Buick GMC Kia 
(540) 885-8893 
charlieobaugh.com

Checkered Flag Alfa Romeo Fiat 
(757) 833-8090 
checkeredflagalfaromeo.com

Checkered Flag Audi Porsche 
(757) 490-1111 
checkeredflag.com

Checkered Flag BMW 
(757) 490-1111 
checkeredflag.com

Checkered Flag Chrysler Dodge Jeep Ram 
(757) 854-6986 
checkeredflagcdjr.com

Checkered Flag Honda 
(757) 490-1111 
checkeredflag.com

Checkered Flag Hyundai 
(757) 490-1111 
hyundai.checkeredflag.com

Checkered Flag Jaguar Land Rover 
(757) 260-5902 
landrovervirginiabeach.com

Checkered Flag Mini 
(757) 490-1111 
checkeredflagmini.com

Checkered Flag Toyota Scion 
(757) 490-1111 
checkeredflag.com

Checkered Flag VW 
(757) 490-1111 
vw.checkeredflag.com

Chrysler of Culpeper 
(540) 547-3900 
chryslerofculpeper.com

Classic Nissan Newport News 
(757) 369-6600 
classicnissannewportnews.com

Classic Nissan Williamsburg 
(757) 234-8800 
classicnissanwilliamsburg.com

CMA’s Colonial Auto Center 
(434) 951-1000 
cmascolonialautocenter.com

CMA’s Colonial Chevrolet, Inc. 
(804) 748-6461 
cmascolonialchevrolet.com

CMA’s Colonial Honda 
(804) 414-1900 
cmascolonialhonda.com

CMA’s Colonial Hyundai 
(804) 414-2020 
cmascolonialhyundai.com

CMA’s Colonial Kia 
(804) 431-3838 
cmascolonialkia.com

CMA’s Colonial Subaru 
(804) 818-7900 
cmascolonialsubaru.com

CMA’s Honda of Winchester 
(540) 869-5000 
cmashondaofwinchester.com

CMA’s Hyundai of Winchester 
(540) 665-0144 
cmashyundaiofwinchester.com

CMA’s Subaru of Winchester 
(540) 545-8000 
cmassubaruofwinchester.com

CMA’s Valley Chrysler Dodge Jeep RAM 
(877) 355-4228 
myvalleychryslerdodgejeepram.com

CMA’s Valley Honda 
(540) 213-9000 
cmasvalleyhonda.com

CMA’s Valley Nissan 
(540) 213-9600 
cmasvalleynissan.com
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CMA’s Valley Subaru 
(540) 213-9640 
cmasvalleysubaru.com

CMA’s Valley VW 
(540) 886-2357 
cmasvalleyvw.com

CMA’s Volvo Cars of Charlottesville 
(434) 295-4125 
volvoofcharlottesville.com

CMA’s Williamsburg Ford 
(757) 378-0800 
williamsburgford.com

Colonial Ford Truck Sales 
(804) 232-3492 
colonialtruck.com

Colonial Ford Trucks of Tidewater 
(757) 485-8285 
colonialtruck.com

Colonial Truck Sales, Inc. 
(804) 798-7242 
colonialtruck.com

Country Buick GMC of Leesburg 
(703) 777-2411 
countrybuickgmc.com

Country Chevrolet 
(540) 347-9000 
countrychevrolet.com

Covington Honda & Nissan 
(540) 962-7853 
covingtonnissan.com

Crabtree Buick GMC 
(276) 669-3141 
crabtreegmc.com

Craft Hyundai 
(434) 455-7060 
crafthyundai.com

Criswell Chrysler Dodge Jeep Ram 
(540) 217-6800 
criswelljeepofwoodstock.com

Criswell Ford 
(540) 214-3382 
criswellfordwoodstock.com

Crown Acura 
(804) 346-0833 
crownacurarichmond.com

Danville Toyota Scion 
(434) 822-0300 
danvilletoyota.com

Dick Myers Chrysler Dodge Jeep RAM 
(540) 433-1600 
dickmyers.com

Discovery Chrysler Dodge Jeep 
(434) 369-6681 
discoveryofaltavista.com

Discovery Ford 
(434) 369-6681 
discoveryfordofaltavista.com

Dominion Of Bedford 
(540) 586-8221 
dominionofbedford.com

Don Beyer Volvo 
(703) 237-5000 
donbeyervolvo.com

Don Beyer Volvo Dulles 
(703) 421-5700 
dullesdonbeyervolvo.com

Duke Automotive 
(757) 539-8777 
dukeauto.com

Duncan Acura Audi 
(540) 562-0099 
duncanauto.net

Duncan BMW 
(540) 227-4168 
bmwroanoke.com

Duncan Ford Chrysler Dodge Jeep 
(540) 483-0253 
duncanauto.net

Duncan Ford Lincoln Mazda 
(540) 552-4331 
duncanfordmazda.com

Duncan Honda 
(540) 381-3200 
duncanauto.net

Duncan Hyundai 
(540) 382-2100 
duncanauto.net

Empire Ford Lincoln, Inc. 
(276) 628-2127 
empireford1.com

Euroclassics Porsche & Import  
Autohaus 
(804) 794-6868 
euroclassics.porschedealer.com

Excel Truck Group 
(540) 777-7700 
exceltruckgroup.com

Excel Truck Group 
(757) 424-3000 
virginiatruckcenter.com

Excel Truck Group - Glen Allen 
(804) 798-2906 
exceltruckgroup.com/locations/glen-allen

Excel Truck Group of Richmond 
(804) 768-4600 
exceltruckgroup.com

Excel Truck Group Weyers Cave 
(540) 234-0999 
exceltruckgroup.com

Fair Oaks Chrysler Jeep Dodge 
(703) 961-9900 
fairoaksmotors.com

Fairfax Honda Volvo Volkswagen 
(703) 934-8500 
fairfaxhonda.com

Fairfax Hyundai 
(703) 352-0444 
fairfaxhyundai.com

Fairfax Kia 
(703) 934-8877 
fairfaxkia.com

Fairway Mitsubishi 
(757) 499-7629 
fairwaymitsubishi.co

Farrish Chrysler Jeep Dodge 
(703) 273-0200 
farrishcars.com

Farrish Subaru 
(703) 273-0200 
farrishsubaru.com

Fellers Chevrolet 
(434) 369-5631 
fellersdirect.com

Ferrari & Maserati Of Washington 
(703) 478-3606 
ferrariofwashington.com

First Team Honda 
(757) 686-1000 
firstteamhonda.com

First Team Kia 
(757) 337-0990 
firstteamkia.com

First Team Subaru 
(757) 827-7480 
firstteamsubarusuffolk.com

First Team Subaru Norfolk 
(757) 461-8855 
firstteamsubarunorfolk.com

First Team Toyota Scion 
(757) 673-2345 
firstteamtoyota.com

Flow Mazda 
(434) 296-4147 
flowmazda.com
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Flow Porsche VW Audi 
(434) 296-4147 
flowcharlottesville.com

Floyd Chrysler Dodge Jeep Ram 
(540) 745-4184 
floydcdjr.com

Franklin Chevrolet Buick GMC 
(757) 562-3151 
franklinchevybuickgmc.com

Franklin Chrysler Dodge Jeep Ram 
(757) 275-8577 
franklincdjr.com

Freedom Ford Lincoln Of Claypool Hill 
(276) 415-3070 
freedomfordclaypool.com

Freedom of Wise 
(276) 328-2686 
freedomfordwise.com

Freightliner of Winchester 
(540) 678-7069 
freightliner.com/Dealer?code=IHXD

Front Royal Buick GMC, LLC 
(540) 636-2986 
shenandoahmotors.com

Front Royal Ford, LLC 
(540) 636-2901 
frontroyalford.com

Genesis Hyundai of Hampton 
(757) 865-8000 
genesisofhampton.com

Genesis of Chantilly/Hyundai Of Chantilly 
(703) 480-9000 
hyundaiofchantilly.net

Genesis of Roanoke Valley 
(540) 362-4800 
genesisofroanokevalley.com

Genesis of South Richmond 
(877) 850-5726 
genesisofsouthrichmond.com

Genesis of Springfield 
(888) 416-9516 
springfieldgenesis.net

Genesis of Woodbridge 
(703) 490-8170 
genesisofwoodbridge.com

Gloucester Toyota 
(804) 693-2100 
gloucestertoyota.com

Goodman Truck & Tractor Co., Inc. 
(804) 561-2141 
goodmantruck.com

Goodpasture Motor Co., Inc. 
(276) 669-0311 
goodpasturemotor.com

GR Chevrolet Buick GMC Cadillac 
(276) 629-2525 
gmcarsbynelson.com

Greenbrier Dodge of Chesapeake 
(757) 420-2800 
greenbrierdodge.com

Gunter Chrysler Dodge Jeep Ram of 
Martinsville 
(276) 956-1211 
gunterchryslerdodgejeepramofmartinville 
.com

Gunter Nissan of Martinsville 
(276) 956-1212 
gunternissan.com

Haley Buick GMC 
(804) 320-9054 
haleyauto.com

Haley Buick GMC Airport 
(804) 222-4600 
pickhaley.com

Haley Chevrolet GMC 
(804) 441-9230 
haleychevrolet.com

Haley Chrysler Dodge Jeep Ram 
(804) 222-4600 
haleyjeepram.com

Haley Ford 
(804) 748-2253 
haleyfordchester.com

Haley of Farmville, Inc. 
(434) 392-8166 
haleyoffarmville.com

Haley Toyota Of Roanoke 
(540) 345-1666 
haleytoyotaofroanoke.com

Haley Toyota Richmond 
(804) 272-6000 
haleytoyota.com

Hall Acura Newport News 
(757) 886-7060 
hallacuranewportnews.com

Hall Acura Virginia Beach 
(757) 631-3060 
hallacura.com

Hall Chevrolet 
(757) 233-8120 
hallchevroletchesapeake.com

Hall Chrysler Dodge Jeep RAM 
(757) 498-2200 
hallchrysler.com

Hall Chrysler Dodge Jeep Ram  
Chesapeake 
(757) 233-8200 
hallchryslerdodgejeepramchesapeake.com

Hall Ford Lincoln Newport News 
(757) 989-5700 
hallauto.com

Hall Honda 
(757) 431-4300 
hallhonda.com

Hall Hyundai Newport News 
(757) 243-2000 
hallhyundai.com

Hall Hyundai Western Branch 
(757) 966-7200 
hallhyundaichesapeake.com

Hall Mazda 
(757) 631-7000 
hallmazda.com

Hall Nissan Chesapeake 
(757) 673-8000 
hallnissanofchesapeake.com

Hall Nissan Virginia Beach 
(757) 631-7600 
hallnissanofvirginiabeach.com

Hall Toyota Virginia Beach 
(757) 437-4000 
halltoyotavirginiabeach.com

Hampton Chevrolet 
(757) 790-4008 
hamptonchevy.com

Hardee Ford 
(434) 447-3133 
hardeeford.com

Harrisonburg Ford 
(540) 434-0700 
harrisonburgford.com

Harrisonburg Honda & Harrisonburg 
Hyundai 
(540) 433-1467 
harrisonburghonda.com

Hart Motor Co. 
(540) 444-4444 
hartmotors.com

Hart Nissan 
(804) 417-0202 
hartnissan.com

Hart Nissan of NOVA 
(571) 423-0568 
hartnissanofnova.com

Harvey’s Chevrolet Cadillac Buick 
(540) 639-3923 
harveysgm.com
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Hendrick Honda Woodbridge 
(703) 491-4499 
hendrickhondava.com

Highview Motors, Inc. 
(434) 369-5618 
highviewmotors.com

Highway Motors 
(540) 665-6447 
hmitrucks.com

Highway Motors 
(540) 366-1400 
hmitrucks.com

Highway Motors, Inc. 
(540) 434-6716 
highwaymotors.biz

Honda Of Chantilly 
(703) 633-2400 
hondaofchantilly.com

Huff Ford 
(276) 228-3108 
huffonline.com

Hyman Bros Infiniti of Richmond 
(804) 379-9922 
hymanbrothersinfiniti.com

Hyman Bros Nissan Kia 
(804) 378-3000 
hymanbrosrichmondnissandealer.com

Hyman Bros Subaru 
(804) 893-8900 
hymanbrossubaru.com

Hyman Brothers Mitsubishi 
(804) 379-3510 
hymanbrosmitsubishi.com

James River Mitsubishi 
(757) 890-8800 
jamesrivermitsubishi.com

Jeff Johnson Chevrolet 
(276) 728-4800 
johnsoncars.com

Jerry’s Leesburg Chevrolet, Inc. 
(703) 771-8300 
jerryschevy.com

Jerry’s Leesburg Ford 
(703) 777-0000 
jerrysfordleesburg.com

Jim McKay Chevrolet 
(703) 591-4800 
jimmckaychevrolet.com

Jim Price Chevrolet Hyundai 
(434) 817-1881 
jimpriceauto.com

Jim Snead Ford 
(540) 932-3200 
jimsneadford.com

Joe Bowman Chevrolet, Inc. 
(540) 434-6731 
joebowmanautoplaza.com

Johnson Chevrolet Buick 
(276) 926-4635 
johnsonchevrolet.com

Joyce Koons Honda Buick GMC 
(703) 368-9100 
joycekoonshonda.com

K Neal International Trucks 
(703) 550-3613 
knealinternational.com

Karen Radley Acura VW 
(703) 497-0900 
karenradleyacuravw.com

Ken Houtz Chevrolet Buick 
(804) 693-2300 
kenhoutzchevrolet.com

Kern Motor Co. 
(540) 667-1500 
kernmotorco.com

Kia Of Lynchburg 
(434) 847-3292 
berglundkia.com

Kline Tysons Imports, Inc DBA Koons 
Tysons Toyota 
(703) 790-5920 
koons.com

Kool Ford (Preston Ford of Keller) 
(757) 787-1209 
1koolford.com

Koons Arlington Toyota 
(703) 522-6000 
koons.com

Koons Buick GMC of Woodbridge 
(703) 494-7121 
koonswoodbridgebuickgmc.com

Koons Chrysler Dodge Jeep Ram 
(703) 790-0900 
koons.com

Koons Ford 
(703) 241-7200 
koons.com

Koons Kia 
(703) 494-3333 
koonskia.com

Koons of Tysons Corner 
(703) 790-9800 
koonschevybuickgmc.com

Koons Sterling Ford 
(703) 430-7700 
koonssterlingford.com

Koons Woodbridge Ford 
(703) 986-5500 
koonswoodbridgeford.com

Koons Woodbridge Hyundai 
(703) 490-8170 
koonswoodbridgehyundai.com

Land Rover Alexandria 
(703) 370-6565 
landroveralexandria.com

Land Rover Richmond 
(804) 378-8018 
landroverrichmond.com

Lexus of Richmond 
(804) 323-8000 
lexusofrichmond.com

Lindsay Buick GMC 
(540) 347-3341 
lindsaybuickgmc.com

Lindsay Cadillac Company 
(703) 998-6600 
LindsayCars.com

Lindsay Chevrolet 
(703) 670-8181 
lindsaychevrolet.com

Lindsay Chevrolet of Front Royal 
(540) 635-2153 
frontroyalchevrolet.com

Lindsay Chrysler Dodge Jeep Ram 
(703) 368-5300 
lindsaychryslerdodgejeepram.com

Lindsay Lexus Of Alexandria 
(703) 931-3000 
lexusofalexandria.com

Lindsay Volkswagen Of Dulles 
(703) 880-8000 
elindsayvw.com

Lindsay Volvo Cars of Alexandria 
(703) 998-6600 
lindsayvolvocarsofalexandria.com

Little Joe’s Autos/Mitsubishi 
(757) 420-8214 
littlejoesautos.com

Loyalty Chevrolet Cadillac 
(757) 253-1960 
loyaltychevroletcadillac.com

Loyalty Nissan 
(804) 414-1700 
prioritynissanrichmond.com
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Loyalty Toyota 
(804) 796-1800 
prioritytoyotarichmond.com

Loyalty Volkswagen 
(855) 228-7656 
priorityvw.com

Luck Chevrolet 
(804) 798-9261 
luckchevrolet.com

Lustine Toyota Jeep Chrysler Dodge Ram 
(703) 494-9154 
lustine.com

Lynchburg Mazda 
(434) 385-7736 
lynchburgmazda.com

Lynchburg Nissan 
(434) 385-7733 
lynchburgnissan.com

Madison Ford, LLC 
(540) 948-6806 
madisonfordsales.com

Magic City Chevrolet Buick GMC 
(540) 962-2274 
magiccityautogroup.com

Magic City Chrysler Dodge Jeep Ram 
(540) 345-0911 
magiccitycdjr.net

Magic City Ford Lexington 
(540) 463-3196 
magiccityfordlexington.net

Magic City Ford Lincoln Isuzu 
(540) 345-0911 
magiccityford.com

Malloy Chevrolet Cadillac 
(540) 667-1000 
malloychevy.com

Malloy Ford Alexandria 
(703) 256-5000 
malloyfordalexandria.com

Malloy Ford Charlottesville 
(434) 977-7960 
malloyfordauto.com

Malloy Ford Of Winchester 
(540) 667-4434 
malloyford.com

Malloy Toyota 
(540) 678-1791 
malloytoyota.com

Marion Chevrolet Buick GMC 
(276) 783-5116 
mariongm.com

Marlow Ford 
(540) 743-5128 
marlowford.com

Marlow Motor Co., Inc. 
(540) 635-4158 
marlowmotor.com

McDonough Toyota 
(540) 886-6201 
mcdonoughtoyota.com

McGeorge Toyota Scion 
(804) 755-9200 
mcgeorgetoyota.com

Mechanicsville Honda 
(804) 559-4000 
mechanicsvillehonda.com

Mechanicsville Toyota 
(804) 559-8000 
mechanicsvilletoyota.com

Mercedes Benz Of Alexandria 
(703) 341-2100 
mercedesalexandria.com

Mercedes Benz Of Arlington 
(703) 525-2100 
justmercedes.com

Mercedes Benz Of Chantilly 
(703) 956-2000 
mbofchantilly.com

Mercedes Benz Of Fredericksburg 
(540) 373-5200 
mbfred.com

Mercedes Benz of Hampton 
(757) 551-9789 
mercedesbenzofhampton.com

Mercedes Benz Of Midlothian 
(804) 545-9600 
mbofmidlothian.com

Mercedes Benz of Richmond 
(804) 755-9300 
mbofrichmond.com

Mercedes Benz Of Tysons Corner 
(703) 564-6000 
mercedesbenzoftysonscorner.com

Mercedes Benz Of Virginia Beach 
(757) 499-3771 
mercedesbenzofvirginiabeach.com

Midpoint Chevrolet Buick GMC Truck 
(540) 483-5860 
midpointchevy.com

Mike Duman Auto Superstore 
(757) 539-1000 
mikeduman.com

Miller Toyota Scion 
(703) 369-3040 
millertoyota.com

Mini Of Alexandria 
(703) 751-4630 
passportauto.com

Modern Chevrolet Sales, Inc. 
(276) 873-6801 
modernchevrolet.com

Moore Cadillac & Moore Subaru 
(804) 346-4000 
amoorecadillac.com

Moore Cadillac Of Chantilly 
(703) 674-5900 
moorecadillac.com

Moore’s Chevrolet 
(434) 374-2104 
mooreschevrolet.com

Morgan McClure Chevrolet Buick Cadillac 
(276) 395-3333 
morganmcclurechevy.com

Morgan McClure Chevrolet GMC 
(276) 762-2311 
morganmcclureauto.com

Morgan McClure Ford 
(276) 762-5535 
morganmcclureford.com

Motor Mile Chrysler Dodge Jeep 
(540) 382-2981 
shelor.com

Motor Mile Ford 
(540) 382-2981 
motormile-ford.com

Motor Mile Kia 
(540) 382-2981 
motormilekia.com

Motor Mile Mitsubishi 
(540) 382-2981 
shelor.com

Motor Mile Subaru 
(540) 382-2981 
shelor.com

Myers Ford Co., Inc. 
(540) 298-1271 
myersford.com

Navistar Inc International Trucks 
(540) 597-3436 
navistar.com

Nelson Ford Mazda 
(276) 638-2331 
autosbynelson.com
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Nelson Honda 
(276) 632-9741 
autosbynelson.com

Nelson Kia Subaru 
(276) 647-1775 
autosbynelson.com

Nelson Toyota Scion 
(276) 638-2386 
toyotasbynelson.com

New Baltimore Garage, Inc. 
(540) 347-1993 
newbaltimoreinternational.com

Newberry Ford 
(540) 921-1531 
newberryfordinc.com

Nissan Of Richmond 
(804) 346-4200 
nissanrva.com

Norfolk Truck Center, Inc. 
(757) 622-3246 
norfolktruckcenter.com

Northern Neck Chevrolet 
(804) 493-8901 
nncp.com

Ourisman Chantilly Kia 
(703) 263-2500 
ourismankia.com

Ourisman Chantilly Toyota 
(703) 378-2121 
ourismanva.com

Ourisman Chevrolet Buick GMC  
Of Alexandria 
(703) 329-1300 
chevroletofalexandria.com

Ourisman Chrysler Jeep Dodge RAM  
Of Alexandria 
(703) 329-1600 
ourismancjd.com

Ourisman Fairfax Toyota 
(703) 359-1010 
ourismanva.com

Ourisman Ford & Lincoln 
(703) 660-9000 
ourismanva.com

Ourisman Ford of Manassas 
(703) 483-9696 
ourismanfordofmanassas.com

Ourisman Honda Of Tysons Corner 
(703) 749-6600 
ourismanhondaoftysonscorner.com

Ourisman Kia Alexandria 
(844) 738-2628 
ourismanalexandriakia.com

Owen Ford, Inc. 
(434) 535-8515 
owenford.com

Parks Chevrolet RVA 
(804) 441-9217 
parksrichmond.com

Parrish Motor Co., Inc. 
(804) 556-4444 
parrishford.com

Parsons Kia 
(540) 667-8400 
parsonskiaofwinchester.com

Passport Infiniti of Alexandria 
(703) 461-1500 
passportauto.com

Passport Nissan of Alexandria 
(703) 823-9000 
passportauto.com

Patrick Buick GMC, Inc. 
(804) 798-4200 
patrickashland.com

Patriot Buick GMC of Williamsburg 
(757) 220-1700 
patriotautos.com

Paul Obaugh Ford Lincoln 
(540) 851-4800 
paulobaughford.com

Pearson Chrysler Jeep Dodge 
(804) 965-0300 
pearsonchryslerjeeponline.com

Pearson Honda 
(804) 745-0300 
pearsonhonda.com

Pearson Hyundai 
(804) 276-0300 
pearsonhyundai.com

Pearson Mazda 
(804) 346-0300 
pearsonmazda.com

Pearson Toyota Scion 
(757) 874-6000 
pearsontoyotascion.com

Pinkerton Chevrolet Buick GMC Cadillac 
(434) 237-9400 
pinkertonlynchburg.com

Pinkerton Chevrolet, Inc. 
(540) 562-1337 
pinkertonchevy.com

Pioneer Chevrolet 
(276) 628-2101 
pioneerchevy.com

Pohanka Acura 
(703) 968-6600 
pohankaacura.com

Pohanka Chevrolet, Inc. 
(703) 968-6677 
pohankachevrolet.com

Pohanka Honda of Fredericksburg 
(540) 735-9100 
pohanka.com

Pohanka Lexus 
(703) 968-9100 
pohankalexus.com

Pohanka Nissan Hyundai 
(540) 898-5200 
pohanka-nissan.com

Pohanka Nissan of Stafford 
(540) 654-7044 
pohankanissanofstafford.com

Porsche Chantilly 
(571) 536-7511 
porscheofchantilly.com

Porsche Of Arlington 
(703) 684-8500 
porscheofarlington.com

Porsche Of Tysons Corner 
(703) 564-6300 
porschetysonscorner.com

Powells Truck & Equipment, Inc. 
(434) 821-5935 
powellstruck.com

Price Kia 
(434) 817-5500 
jimpriceauto.com

Priority Acura 
(757) 366-5000 
priorityauto.com

Priority Chevrolet 
(757) 424-1811 
priorityauto.com

Priority Chevrolet Newport News 
(757) 243-1947 
prioritychevy.com

Priority Ford 
(757) 583-3673 
priorityford.com

Priority Honda 
(757) 366-5000 
priorityhonda.com

Priority Honda Hampton 
(757) 838-1252 
priorityhondahampton.com
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Priority Honda Roanoke 
(540) 366-0888 
priorityhondaroanoke.com

Priority Hyundai 
(757) 366-5000 
priorityhyundai.com

Priority Infiniti Of Hampton Roads 
(757) 648-1911 
priorityinfiniti.com

Priority Lexus Newport News 
(757) 234-6000 
prioritylexusnewportnews.com

Priority Lexus Virginia Beach 
(757) 486-3500 
prioritylexusvirginiabeach.com

Priority Nissan Chantilly 
(703) 889-3700 
prioritynissanchantilly.com

Priority Nissan Mazda Tysons 
(703) 442-8700 
prioritynissantysons.com

Priority Toyota 
(757) 366-5000 
priorityauto.com

Priority Toyota Hampton 
(757) 838-5000 
prioritytoyotahampton.com

Priority Toyota Springfield 
(703) 451-0300 
prioritytoyotaspringfield.com

Purvis Ford Lincoln 
(540) 898-3000 
purvisford.net

Quinn Motors, Inc. 
(804) 693-2408 
quinnmotors.com

Radley Acura 
(703) 824-5700 
radleyacura.com

Radley Cadillac 
(540) 373-7100 
radleyautogroup.com

Radley Chevrolet 
(540) 898-4000 
radleychevrolet.com

Ramey Automotive, Inc. 
(276) 964-2511 
rameycars.com

Ramey Chevrolet Chrysler Dodge Jeep 
(276) 988-6526 
rameycars.com

Reynolds Chevrolet Buick GMC Cadillac 
Subaru 
(540) 672-3700 
reynoldsgmsubaru.com

Richmond BMW Crown Mini 
(804) 346-0833 
richmond-bmw.com 
crownmini.com

Richmond BMW South 
(804) 897-2200 
richmondbmwmidlothian.com

Richmond Ford Lincoln 
(804) 358-5521 
richmondford.com

Richmond Ford West, LLC 
(804) 273-9700 
richmondfordwest.com

Rick Hendrick Cadillac 
(757) 455-4600 
rickhendrickcadillacnorfolk.com

Rick Hendrick Chevrolet 
(757) 455-4500 
colonialchevroletnorfolk.com

Rick Hendrick Chevrolet Buick GMC 
(804) 364-4500 
hendrickchevybuickgmcrichmond.com

Riggins Motor Co. 
(757) 868-6777 
rigginsmotorco.com

RK Chevrolet Subaru 
(757) 486-2222 
rkautogroup.net

Robert Woodall Chevrolet Buick GMC 
Cadillac Hyundai Nissan 
(434) 797-1411 
woodallauto.com

Rolls Royce Lamborghini McLaren of 
Sterling 
(571) 271-0211 
sterlingmotorcars.com

Rosenthal Chevrolet of Alexandria 
(703) 720-4200 
rosenthalchevrolet.com

Rosenthal Jaguar Land Rover Of Chantilly 
(703) 679-4000 
jaguarchantilly.com

Rosenthal Jaguar Land Rover  
Tysons Corner 
(703) 893-1700 
rosenthaljaguar.com

Rosenthal Landmark Honda 
(703) 823-8000 
landmarkhonda.com

Rush Truck Centers of Virginia 
(804) 309-4500 
rushtruckcenters.com

Safford Alfa Romeo Fiat Maserati Of 
Tysons Corner 
(703) 893-0000 
saffordoftysons.com

Safford Chrysler Jeep Dodge Of  
Springfield 
(703) 866-1700 
saffordauto.com

Safford Chrysler Jeep Dodge Of  
Warrenton 
(540) 347-6622 
saffordofwarrenton.com

Safford Chrysler Jeep Dodge  
Of Winchester 
(540) 667-5532 
saffordofwinchester.com

Safford Chrysler Jeep Dodge Ram Fiat 
(540) 898-7200 
saffordauto.com

Safford Hyundai of Springfield 
(703) 776-9040 
saffordhyundai.com

Safford Kia Of Fredericksburg 
(540) 891-7400 
saffordkia.com

Safford Mazda of Fredericksburg 
(540) 898-1600 
saffordmazda.com

Safford Volkswagen of Fredericksburg 
(540) 898-1600 
saffordvw.com

Sheehy Buick GMC of Fredericksburg 
(540) 898-6200 
sheehybuickgmcsouth.com

Sheehy Ford Ashland 
(804) 798-4791 
sheehyfordashland.com

Sheehy Ford Lincoln 
(804) 794-0500 
sheehyfordofrichmond.com

Sheehy Ford Of Springfield 
(703) 922-7900 
sheehy.com

Sheehy Ford Of Warrenton 
(540) 347-1234 
sheehyfordwarrenton.com

Sheehy Honda 
(703) 660-0100 
sheehy.com
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Sheehy Infiniti Of Chantilly 
(703) 322-3600 
sheehyinfinitichantilly.com

Sheehy Infiniti Of Tysons Corner 
(703) 556-6900 
sheehyinfinitioftysons.com

Sheehy Nissan Of Manassas 
(703) 361-5161 
sheehy.com

Sheehy Subaru of Fredericksburg 
(540) 898-6200 
sheehysubarufredericksburg.com

Sheehy Subaru of Springfield 
(703) 957-1623 
subaruofspringfield.com

Sheehy Toyota of Fredericksburg 
(540) 898-7900 
sheehytoyotafredericksburg.com

Sheehy Toyota of Stafford 
(540) 720-4700 
sheehytoyotastafford.com

Sheehy Volkswagen 
(703) 451-2380 
sheehyspringfieldvw.com

Shelor Chevrolet 
(540) 382-2981 
shelor.com

Shelor Toyota 
(540) 382-2981 
shelor.com

Shirlie Slack Mitsubishi 
(540) 898-0310 
slackauto.com

Southern Buick GMC Kia Greenbrier 
(757) 424-6380 
drivingsouthern.com

Southern Buick GMC Kia Virginia Beach 
(757) 340-0800 
shagauto.com

Southern Chrysler Jeep Greenbrier 
(757) 424-4600 
southernchryslerjeepgreenbrier.com

Southern Dodge Chrysler Jeep Ram 
(757) 855-2277 
southernchryslerjeepdodge.com

Southern Team Hyundai Nissan Subaru 
(540) 362-4800 
southernteamautomall.com

Southern Team Nissan of New River 
Valley 
(540) 382-2903 
southernteamnissanofnewrivervalley.com

Southern Team Volkswagen 
(540) 362-4800 
southernteamvolkswagen.com

Southern Volkswagen Greenbrier 
(757) 424-4689 
southernvolkswagengreenbrier.com

Starr Motors, Inc. 
(757) 539-0214 
starrmotors.com

Steve Padgett’s Danville Honda 
(434) 793-7901 
mydanvillehonda.com

Steven Kia 
(540) 437-9908 
steven-kia.com

Steven Nissan 
(540) 564-1111 
stevennissan.com

Steven Toyota 
(540) 434-1400 
steventoyota.com

Stohlman Subaru Of Sterling 
(888) 811-7714 
subaruofsterling.com

Stohlman VW Subaru 
(703) 893-2990 
stohlmanauto.com

Strosnider Chevrolet 
(804) 458-9864 
strosniderchevrolet.com

Suttle Motor Corp. 
(757) 886-1700 
suttlemotors.com

Tappahannock Chevrolet 
(804) 443-5100 
tappahannockchevy.com

Ted Britt Ford Lincoln 
(703) 591-8484 
tedbritt.com

Ted Britt Ford Lincoln of Chantilly 
(703) 673-2300 
tedbritt.com

Ted Britt Sterling Chevrolet 
(703) 450-7500 
tedbrittchevrolet.com

Terry Volkswagen Subaru 
(434) 239-2601 
terryvwsubaru.com

The New Direct Chrysler Dodge Jeep 
Ram 
(276) 228-8801 
directdodgechryslerjeep.com

TMI Truck & Equipment 
(757) 547-7151 
tmitruck.com

TMI Truck & Equipment (Norfolk) 
(757) 466-0201 
tmitruck.com

Tri County Ford Inc. 
(434) 736-8444 
tricountyfordonline.com

Tri State Nissan 
(540) 667-6800 
tristatenissan.com

Truck & Equipment Corp. 
(540) 434-2557 
truckequip-va.com

Truck Enterprises Chesapeake, Inc. 
(757) 485-4960 
truckenterprises.com

Truck Enterprises Lynchburg, Inc. 
(434) 845-7590 
truckenterprises.com

Truck Enterprises Manassas, Inc. 
(571) 921-1127 
truckenterprises.com

Truck Enterprises Richmond, Inc. 
(804) 271-6021 
truckenterprises.com

Truck Enterprises Roanoke, Inc. 
(540) 563-1161 
truckenterprises.com

Truck Enterprises, Inc. 
(540) 564-6900 
truckenterprises.com

Umansky Chrysler Dodge Jeep Ram of 
Charlottesville 
(434) 973-1351 
umanskycdjrofcharlottesville.com

Umansky Honda of Charlottesville 
(434) 973-1351 
umanskyhonda.com

Umansky Mercedes-Benz of  
Charlottesville 
(434) 293-3483 
mbofcharlottesville.com

Umansky Subaru of Charlottesville 
(434) 973-1351 
umanskysubaru.com

Umansky Toyota of Charlottesville 
(434) 977-3380 
umanskytoyota.com

Volvo Of Fredericksburg 
(540) 373-5200 
volvocarsfredericksburg.com
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Volvo Of Midlothian 
(804) 594-3500 
volvocarsmidlothian.com

Volvo of Richmond 
(540) 459-2128 
volvocarsrichmond.com

Warrenton Toyota Scion 
(540) 878-4100 
warrentontoyota.com

West Broad Honda 
(804) 672-1111 
westbroadhonda.com

West Broad Hyundai & Genesis  
of Richmond 
(804) 755-7777 
westbroadhyundai.com

West Broad Kia 
(804) 270-9000 
westbroadkia.com

West Broad Volkswagen 
(804) 270-9000 
westbroadvw.com

West Point Ford 
(804) 843-2500 
westpointvaford.com

Whitmore Chevrolet 
(804) 843-2600 
whitmoreauto.com

Whitten Bros Chrysler Dodge Jeep Mazda 
(804) 378-0707 
whittenbrothers.com

Whitten Brothers Of Ashland 
(804) 798-6071 
whittenbrothersofashland.com

Williamsburg Chrysler Jeep Dodge  
Ram Kia 
(757) 229-1050 
williamsburgauto.com

Williamsburg Honda 
(757) 564-9700 
williamsburgautogroup.com

Williamsburg Hyundai & Genesis  
of Williamsburg 
(757) 564-9700 
williamsburgautogroup.com

Winchester Mitsubishi 
(540) 686-7845 
winchester-mitsubishi.com

Winners Circle Chrysler Dodge Jeep Ram 
(757) 826-1100 
wcjeep.com

Winners Circle Mazda 
(757) 872-0512 
winmazda.com

Winners Circle Nissan 
(757) 838-6111 
ridenissan.com

Worldwide Equipment, Inc.  
Abingdon Division 
(276) 628-8103 
thetruckpeople.com

Wright Way Hyundai 
(540) 213-6777 
wrightwayhyundai.com

Wynne Ford 
(757) 838-3673 
wynneford.com

Wynne Volvo Of Hampton 
(757) 265-3400 
wynnevolvo.com

Wynne Volvo of Virginia Beach 
(757) 497-4864 
wynnevolvo.com

Automobile dealerships are complex businesses with unique 
legal problems requiring highly specialized knowledge and skills. 
Our nationally recognized law fi rm provides comprehensive legal 
expertise for auto dealers.

Scan For Specialized Auto Dealer Law Information
mbhylaw.com/areas-of-practice/auto-dealer-law/

11350 Random Hills Road
Suite 700
Fairfax, Virginia 22030

(703) 352-1300 (offi  ce)
(703) 352-1301 (facsimile)

mbhylaw.com

Michael Charapp Brad D. Weiss Kimberly S. 
MacCumbee

Barrett Charapp 
Beaty

Travis F. Salisbury
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801.676.9722 | 855.747.4003
sales@thenewslinkgroup.com

ARE YOU 
READY FOR 

GROWTH?
ADVERTISE IN THIS MAGAZINE AND 

GET YOUR BRAND IN THE 
HANDS OF YOUR TARGET MARKET.

ONE LAST THING ...
Did you know that you can enjoy your 
association news anytime, anywhere?

Scan the QR code or visit:
virginia-auto-dealer.thenewslinkgroup.org

Check it out!

The new online article build-outs allow you to:
• Stay up to date with the latest  

association news
• Share your favorite articles to  

social channels
• Email articles to friends or colleagues

There is still a flipping book for those of you 
who prefer swiping and a downloadable PDF.



Stop Worrying About IT

The largest managed IT service  
provider specifically serving auto and  
heavy truck dealers

Over 700 stores and 28,000 employees  
under management

Fast response, rapid issue resolution, 
strategically proactive, and wide-ranging 
expertise

www.heliontechnologies.com



This magazine is designed and published by The newsLINK Group, LLC  | 855. 747. 4003

Baxter strives to retain top talent.  He needed a system that employees could easily learn, to drive the 
high customer satisfaction that helps his dealership differentiate itself from online vendors.  Baxter 
also wanted a DMS that was accessible offsite and on mobile devices, so he could run the business 
from anywhere.

Thanks to the flexibility and ease of use of VUE DMS, his employees have become more productive.  
Between the improved workflows and mobile capabilities, the dealership has sped up the process 
between sales and F&I, dramatically decreasing delivery time and boosting customer satisfaction.

EASE OF USE.

 
CONSIDER VUE DMS.

RECONSIDER

What took me 3 minutes on VUE
DMS used to take 45 minutes.
Customers will remember that
forever. That’s important for
customer retention and satisfaction.

Baxter Howell
General Manager,
Brad Howell Ford

C O N S I D E R  V U E  D M S
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