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Rex Collins, CPA, CVA 
Principal

Dealership Solutions Group 
rcollins@hbkcpa.com

317-504-7900

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.
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Nothing is certain but change…
Things are changing on a frequent basis please contact us or check our 
website. https://hbkcpa.com/covid

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.
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Join HBK Dealership Solutions Group 
Next week for another installment of 

our Third Thursday

Coronavirus Crisis
Webinar Series

September 10th 11:00 – 12:00 EDT

4



Dealership Hot Topics

5



IRS Issues Guidance on President Trump’s 
Payroll Tax Deferral Executive Order
• Background
• Guidance from Treasury (Notice 2020-65)
• Open Issues and Risks for Dealers
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Poll Question 1

Do you plan to adopt President Trump’s 
executive order relating to payroll taxes?
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PPP Guidance Issued Last Week Will 
Reduce Forgiveness for Many Dealers
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More Than Half of Business Closures 
are Permanent
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Poll Question 2

Are you anticipating a downturn in your business 
within the next 12 months?
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A Road Map:
How Dealers Can Survive the 

Coming Downturn.
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Challenges on the financial, customer, and 
competitive fronts are likely to make 
business more difficult and less profitable
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Prior to the Coronavirus Crisis, evidence 
pointed to an impending economic 
downturn
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Dealers have experienced many changes 
in the industry’s operating environment 
and business model, changes that will only 
accelerate
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The average dealership could see its net 
income fall by 25% to 40%, a decrease 
large enough to force many dealerships to 
close
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Dealers must do three things: create a plan 
for getting through the downturn, build 
downturn-ready practices, and assume a 
no-holds barred attitude.

16



What did you learn from the 
last downturn that you can 

apply to today?
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Identifying Potential Acquisition 
Targets

18



Work with Manufacturers and Other 
Business Partners
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Reduce Costs and Spending
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Focus on High-Margin Products 
and Services
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Use Data to Increase Sales and Profits
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Meet the Customer Where They Are: 
Modernize the Sales Process
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Flexible Sales and Management 
Teams are a Must 
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A Crisis is a Terrible Thing to Waste: 
Downturns can present critical 
opportunities to play offense. 
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One of the best uses of cash may be 
the acquisition of additional points. 
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By taking action now, dealers can 
maximize their chances of 
success and position themselves 
for growth
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Poll Question 3

Have you developed your plan for surviving the 
coming downturn?
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Join HBK Dealership Solutions Group 
Next week for another installment of 

our Third Thursday

Coronavirus Crisis
Webinar Series

September 10th 11:00 – 12:00 EDT
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Group 
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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.
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