South Florida Business Journal
January 4, 2010

M Scott Lasloprepar
forthe grand opening
of theVilage
atGulfstream Park
P9

OURNAL

271 NEws

Jilted GM, Chrysler dealers get a chance to

F!INIB DORNBROOK AND KEVIN GALE

‘The Facebook page for Tamiami Chrys-
ler Jeep Dodge says it's not over until the
fat lady sings — and an expected arbitra-
tion case signals that part of the opera is
imminent.

Tamiami and other automobile dealer-
ships that lost their franchises during the
b: ptcies of General Motors Co. and
Chrysler Group can seek arbitration to be
reinstated, but not all dealers are jumping at
the chance like Tamiami.

A federal law signed Dec. 17 allows ar-
bitration for any dealership that GM and
Chrysler rejected. Automakers have 30 days
to send letters to all 2,150 closed dealerships,
listing the reasons their franchise agree-
ments were terminated.

‘The law then gives dealerships 40 days to
notify the manufacturer that they will seek
arbitration. The arbitration process must be
concluded within six months.

Miami attorney Alex Kurkin has been re-
tained by dealers being dropped by both GM
and Chrysler, including Tamiami, which is
operated by the father and son team of Car-
los Planas and Alex Planas.

“That is the only one they have and they
are still trying to operate it as a used car fa-
cility, which is a difficult task Kurkin said.
“The family has had the business, now called
Tamiami Automotive Group, since 1989.

Kurkin, who is with Kurkin Brandes, said
he has already asked for arbitration on be-
half of Tamiami and expects a response
from Chrysler in early January.

He said he is wondering just how many of
the 792 dealers terminated by Chrysler will
seek arbitration, adding that a huge number
could be overwhelming for the company’s
attorneys and prompt the automaker to do
legal triage. That could mean more favorable
settlements for some dealers.

GM GAVE PAYMENTS TO SOME DEALERS

Some GM dealers may have gotten par-
tial payment from GM for agreeing to wind
down operations, but Kurkin said there
could still be the potential for arbitration.

Some GM dealers may feel they were just-
ly compensated and opt not to pursue arbi-
tration, but Kurkin said he has talked with
others who feel they were grossly underpaid.
They might end up giving back their partial
payments for a chance to keep selling GM
vehicles.

Kurkin is trying to decide exactly how
many clients to accept given the relatively
short time frame of the arbitration process,
but said it could be 10 or 12. Hes in contact
with other attorneys handling cases to share
information to help streamline things as
much as possible.

Marc Cannon, senior VP for AutoNation,
said the company had no plans to pursue
arbitration.

Fort Lauderdale-based AutoNation
(NYSE: AN), the nation’s largest auto retail-
er, has six GM franchises and seven Chrysler
franchises on the automakers’ closure lists,
the South Florida Business Journal has previ-
ously reported.

AutoNation officials have said the attri-
tion of dealerships should leave them with a
stronger market position afterward.

Craig Zinn and Lehman Auto World have
previously said they have dealerships tar-
geied for closure by GM, but company offi-
cials could not immediately be reached for

comment about whether they might pursue
arbitration.

Like AutoNation, some dealers nationally
aren't pursuing arbitration

Phil Brown, president of Bud Brown Au-
tomotive (formerly Bud Brown Chrysler in
the Kansas City suburb of Overland Park),
lost his franchise and is eligible for arbitra-
tion. As far as Brown is concerned, Chrys-
ler sailed off into the horizon and left him
high and dry without cause, and he has no
interest in boarding that ship again.

“To have the franchise back today would
mean wed have to go back and re-estab-
lish ourselves,” he said. “Wed have to go buy
back our parts at full dealer costs, which we
previously sold at a discount. Wed have to
buy special tools again, which we sold off
at a discount. We sold our new vehicles off
at a discount to retail customers and other
dealers”

If he has to spend that kind of money,
Brown said, it won't be with Chrysler, given
the company’s history of treating franchi-

sees. Instead, he plans to open a Volkswagen
dealership at the end of January.

Tony Martens, owner of Tony Martens
Automotive (formerly a Dodge dealership
in Platte City near Kansas City), said he in-
tends to pursue arbitration.

“Do I want to go through this? No. It's
going to be another six months of worry-
ing and waiting Martens said. “But I'm
happy to at least have a chance. This could
be the only chance I have at this, so I'm go-
ing all in”

Martens said he is concerned that arbitra-
tion could cost anywhere from $12,000 to
more than $100,000. If it gets too cost pro-
hibitive, he intends to represent himself and
at least ensure that his story is heard.

“All T know is that, according to the law, I
get my day to tell my story and find out why
they selected my dealership for closure,
Martens said. “Right now, I have high hopes
and low expectations.’
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Tamiami Auto-
motive Group’s
Alfredo
Osuma, sales
manager; Alex
Planas, general
manager; and
and Julio
Casas, sales
representative.
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- THEDETAILS

Tamiami Chrysler Jeep Dodge is fights back.
Some excerpts from the dealer’s Facebook
page, which lists the reasons why it shouldn't
be terminated by Chrysler:

1. Tamiami is currently seeking to relocate
and take over a new state-of-the-art Chrys-
ler Jeep Dodge facility in West Kendall.

2.Tamiami is the only Hispanic-owned
Chrysler Jeep Dodge dealer located in
South Florida.

3.0ut of the 3,200 dealers that Chrysler
has 175 are Hispanic-owned. Chrysler has
decided to close 80 percent (140) of its
Hispanic dealers while only closing 21.5
percent of the non-Hispanic dealers.

4, For 12 consecutive years, Tamiami Chrysler
Jeep Dodge has been one of the Top 100
Chrysler Jeep dealers in new vehicle sales in
the U.S. and among the top 5 percent in the
Southeast region.

5. Tamiami spends more money in market-
ing and advertising than most dealers in
South Florida, an estimated $1.5 million
annually.

6. Since the dealer’s inception in 1989 until
now, Tamiami has contributed more than
$2.5 million to charitable organizations.

7.Tamiami is the only Chrysler dealer in the
state of Florida to ever win the Time Maga-
zine“Dealer of the Year” Award.

8.Tamiami employs over 100 people. Many
of our employees have been with us over 10
years. Our financial personnel estimate that
the negative financial impact in the area will
be over $50 million the first year alone with
the closure of Tamiami.

9. All the employees will loose their health
coverage that Tamiami pays for as well as
their family coverage for the employees
who receive the family coverage.

10. Chrysler will have a tough time to
salvage Tamiami's customer base. This
customer base has a tremendous loyalty to
Tamiami, to its principals and its employees.
We expect that Tamiami's customer will
switch to foreign build cars.




