


Rex is a Principal of HBK CPAs & Consultants and directs 
the firm’s Dealership Solutions Group . He has worked 
extensively in the dealership industry since 1984 as a 
department manager, a general manager and an owner, 
as well as providing tax, accounting and operational 
consulting services exclusively to dealers as an 
independent CPA. This experience includes working 
closely with hundreds of dealers from coast-to-coast 
since 1987 on creative tax planning and financial 
statements issues. He provides clients with a wide range 
of transaction work services and consults for them in 
specialty areas such as operations, government 
regulatory compliance, valuations and M&A feasibility 
studies. Rex is active in many professional associations. 
He is the current Chairman of the BDO Dealership 
Industry Group, contributes articles and commentary to 
dealership industry publications, is frequently called 
upon to speak to industry associations and conferences, 
provides expert testimony, and is regularly quoted by 
industry and the general media.

Rex Collins, CPA, CVA
Principal

Dealership Solutions Group
rcollins@hbkcpa.com

317-504-7900

https://hbkcpa.com/industries-served/dealership-services/
mailto:bdigirolamo@hbkcpa.com


Amy Reynallt (330) 758-8613 areynallt@hbkcpa.com

Founder and principal of HBK High Performance, 
Michael has sold products and services in five different 
industries while breaking records and earning awards 
along the way. In turn, he has trained hundreds of 
award-winning, record breaking salespeople across 
dozens of industries. He created the Circle of Sales with 
a simple philosophy in mind, “If you take care of 
people, sales take care of themselves.” Michael 
believes people are the most important asset in any 
organization. He has built High Performance with the 
end in mind. Helping people succeed.

On his journey he has earned two master’s Degrees, a 
coaching certification, and numerous speaking awards. 
He has authored three books, recorded over 100 
podcasts, and spoken to nearly 1,000 audiences. 
Michael wants to help leaders lead better and to help 
people see the masterpiece they are.

Michael Ross, MSOL MSPM., C.B.C.
HBK High Performance

mross@hbkcpa.com
330-758-8613

mailto:areynallt@hbkcpa.com


Amy Reynallt (330) 758-8613 areynallt@hbkcpa.com

Amy M. Reynallt, MBA, COVID-19 
Business Management Advocate & 
SBA Loan Specialist

Amy is a manager of HBK's
Manufacturing Industry Group located 
in the Youngstown, Ohio office. She 
joined the firm in 2019, after 
spending thirteen years in the 
manufacturing industry. Amy has 
experience navigating strategic and 
financial matters associated with 
manufacturing companies. She works 
closely with these companies to help 
them plan, execute, and meet their 
short- and long-term goals. 

Amy Reynallt, MBA
Manager, Manufacturing Solutions  

areynallt@hbkcpa.com

https://www.hbkcpa.com/industries-served/manufacturing-accounting-services/


The Coronavirus Crisis
Webinar Series: 

Dealers Guide to the New Forgiveness 
Applications

Join HBK Dealership Solutions Group
Next week for another installment of our Third Thursday

June 25th 11:00 – 12:00 EDT
Registration link below.
https://attendee.gotowebinar.com/register/5289055957557173008

https://attendee.gotowebinar.com/register/5289055957557173008




Michael B. Ross
MSOL MSPM., C.B.C.

Dealership Strategic Planning in Time of Crisis

Coronavirus Crisis 
Webinar Series: 



Hill, Barth & King, LLC (“HBK”) is a multidisciplinary financial services firm, offering the collective intelligence of hundreds of 
professionals committed to delivering exceptional client service across a wide range of tax, accounting, audit, business advisory, 
valuation, financial planning, wealth management and support services.

Copyright © 2020 Hill, Barth & King, LLC. All rights reserved.

This Presentation contains general information only, and HBK is not providing through this presentation accounting, tax, business, 
financial, investment, legal or other professional services or advice. This presentation is not a substitute for professional services or 
advice, and it must not be used as a basis for any decision or action that may affect you or your business. Please consult a qualified 
business advisor before making any decision or taking any action that may affect your business. HBK shall not be responsible for 
any loss sustained by any person who relies on this presentation.

Nothing is certain but change…
Things are changing on a frequent basis please contact us with any questions or concerns.



Generally dealers had an extremely 
profitable May.

What were your results?

a) Record high
b) Extremely profitable
c) Limited profit
d) Break even

Poll #1



CONNECTION

What we’re covering

High Performance

• Creating and Communicating 

Vision

• Strategic Planning: Do’s and 

Don’t’s

• The Power of Consistency



Creating and Communicating Vision 

High Performance

IS VISION IMPORTANT?

72% of employees want a leader who leads 
with vision

88% of executives want a leader who leads 
with vision

Employees who don’t find their company’s 
vision meaningful have an average engagement 
score of 16%

Employees who find their company’s vision 
meaningful have an average engagement score 
of 68%

Only 3% of people have their vison written 
down on paper

Only 17% of leaders lead with clear goals in 
mind

Everyone wants to know “where are we 
going?”



Creating and Communicating Vision

CONNECTION

High Performance

WHAT IS VISION?

A clear mental picture of the future as it 
should be, fueled by the conviction that it 
should be

A vivid picture created by the imagination
A journey with destinations that require 
you for completion.
A vision stands in contrast to the world as it 
is; it demands change. 



Creating and Communicating Vision

High Performance

Write your vision starting with 
12-months. Three areas:
- Culture
- Growth
- Sociological Impact

Written, Diagram, and 
Communication Plan

NOTE: Your Vision IS your 
main tool for Accountability. 



High Performance

Strategic 
Plan…..



• FREE OFFER:
45-minute Vision/Strategic Planning 
Session with Amy and Michael

• Email jkeefer@hbkln.com

A BIG THANK YOU FOR PARTICIPATING



What we coverd

High Performance

• Creating and 

Communicating Vision

• Strategic Planning: Do’s 

and Don’t’s

• The Power of 

Consistency

DON’T EVER APOLOGIZE 

FOR WANTING TO BE 

GREAT!



Are you making business plans for the 
possible resurgence of the Coronavirus 

in the fall?

Yes
No

Poll #2



Developing a Strategic Plan
Overview

Strategic 
Plan

Vision

Goals

Internal & 
External 
Factors

Market 
Research

Analysis 
Tools 

Action 
Steps



Strategic Roadmap
Where do I Begin?

• Do you have a strategic plan?

• Do you have a clear vision and goals?

• Do you and/or does your team have experience with 
strategic planning? 

• Who should be on your team?

• How will you keep your team on track?

• Do you need a facilitator? 



Strategic Roadmap
From Vision to Reality

o Capabilities / Product

o Competition

o Competitive Advantage

o Customers

o Financial position

o Supply Chain

o Resources

o Marketing

o Technology

o Strengths/Weaknesses

• Are you developing a strategy or tactics?

• Determine a realistic picture of where today (internal)

• Important to be truthful, open, and critical – have an 
outsider’s view

• Ensure that you have the right team participating



Strategic Roadmap
From Vision to Reality (cont’d)

• Discovering external drivers
o COVID-19

o Industry Trends

o Economy

o Sociocultural Drivers

o Technology

o Politics

o Legal

o Environment

o Threats/Opportunities



Strategic Roadmap
Analysis Tools

• SWOT Analysis

• Keep / Start / Stop

• Porter’s Five Forces

• PEST / PESTLE Analysis

• Trend Analysis (Benchmarking)



Regarding PPP Loans what do you anticipate 
your FTE employment level will be at June 

30th ?

a) 100% same amount as February 15th

b) 90-99% of February 15th total
c) 80-99% of February 15th total
d) 70-79% of February 15th total
e) Less than 70% of February 15th total

Poll #3



Strategic Roadmap
Taking the Next Steps

• What are your goals?

• Gap Analysis
o Priority Analysis

o Financial Analysis (Return)

o Balanced Scorecard

o Strategy Mapping

o Action Plans



Strategic Plan Execution
Accountability

• Develop clear steps forward

• Execute action plans / action items / to do list
o Follow a schedule

• Ensure you have the right team

• Determine measurables

• Determine Key Performance Indicators (KPIs)

• Make your strategic plan part of your conversation 
every day



Strategic Plan Execution
Challenges

• Unpredicted changes
• Commitment
• Wrong team
• Communication
• Lack of honesty 
• No accountability
• Alignment with budget
• EXECUTION



The Coronavirus Crisis
Webinar Series: 

Dealers Guide to the New Forgiveness 
Applications

Join HBK Dealership Solutions Group
Next week for another installment of our Third Thursday

June 25th 11:00 – 12:00 EDT
Registration link below.
https://attendee.gotowebinar.com/register/5289055957557173008

https://attendee.gotowebinar.com/register/5289055957557173008


Hill, Barth & King, LLC (“HBK”) is a multidisciplinary financial services firm, offering the collective intelligence of hundreds of 
professionals committed to delivering exceptional client service across a wide range of tax, accounting, audit, business advisory, 
valuation, financial planning, wealth management and support services.

Copyright © 2020 Hill, Barth & King, LLC. All rights reserved.

This Presentation contains general information only, and HBK is not providing through this presentation accounting, tax, business, 
financial, investment, legal or other professional services or advice. This presentation is not a substitute for professional services or 
advice, and it must not be used as a basis for any decision or action that may affect you or your business. Please consult a qualified 
business advisor before making any decision or taking any action that may affect your business. HBK shall not be responsible for 
any loss sustained by any person who relies on this presentation.



Let us answer YOUR dealer specific questions

Rex A. Collins, CPA, CVA
317-504-7900

rcollins@hbkcpa.com

HBK High Performance
jkeefer@hbkln.com

HBK Dealership Solutions Group 
317-886-1624

vramun@hbkcpa.com

mailto:rcollins@hbkcpa.c
mailto:rcollins@hbkcpa.c
mailto:jkeefer@hbkln.com
mailto:vramun@hbkcpa.com
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