


Rex is a Principal of HBK CPAs & Consultants and directs 
the firm’s Dealership Solutions. 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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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. 
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100 Day Dealership Action Plan Webinar Series

Upcoming Topics Include:

January 7th 11:00 – 12:00 EST 
Watch your email for registration information.

Happy Holidays!



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 or check our website.
https://hbkcpa.com/covid/

https://hbkcpa.com/covid/




• Return to lenders within 10 business days of receipt

• “SBA’s assessment of a borrower’s certification will be based on the

totality of the borrower’s circumstances through a multi-factor

analysis. As described in FAQ #46, SBA will assess whether the

borrower had adequate basis for making the required good-faith

certification, based on its individual circumstances in light of the

language of the certification and SBA guidance. This certification is

required to have been made in good faith at the time of the loan

application, even if subsequent developments resulted in the loan

no longer being necessary. In its review, SBA may take into account

the borrower’s circumstances and actions both before and after the

borrower’s certification to the extent that doing so will assist SBA in

determining whether the borrower made the statutorily required

certification in good faith at the time of its loan application.”

• Narrative can be provided.  

Loan Necessity Questionnaires



• Simplified processes

• Additional non-payroll costs

• Expenses become tax deductible

• Second round of funding

• Negotiations ongoing

Pending Legislation



The typical dealer  spends what % of pretax 

profits complying with regulations?

2%

12%

22%

32%

Poll 1



HBK Dealership Solutions 

Coronavirus Crisis Webinar Series presents

100 Dealership Action Plan

The Dealership at Risk: COVID-19 Related 

Compliance Matters



Is the Coronavirus a workers compensation 

issue?



States are assessing fines for non-compliance 

with Coronavirus directives.



EPA COVID-19 Enforcement and Compliance 

Resources

Don’t forget your state rules and regulations



Departments of Labor, Health and Human 

Services, and the Treasury have each issued 

regulations addressing different aspects of 

the FFCRA and the CARES ACT relating to 

Group Health Plans.



States have passed legislation issued additional 

regulations relating to their own specific 

Expanded Sick Leave Benefits.



In addition to the recommendations from state 

and local authorities, employers should look to 

CDC and OSHA guidelines



COVID-19 Screening and Testing

What’s permitted?



US District Court Puts COVID-19 Emergency 

Debt Collection Regulations on Ice.



COVID-19 Wage & Hour and Labor Law Pitfalls 

Abound



Centers for Disease Control and Prevention 

(the “CDC”) issued guidance that dealers 

should take related to their facilities. 

Also states are issuing their own guidelines.



CDC Warns Against Using Antibody Testing 

Results to Make Workplace Decisions

A comment about the “Instant Tests”

Does your dealership accept the results of the 

instant tests? 



Temperature Checks May Add Privacy Notice 

Obligations 



Recent DOJ Comments Shed Light on Expected 

Civil Enforcement of COVID-19 Cases



EEOC Issues ADA and Title VII Guidance for 

Employers on COVID



September 11, 2020, the U.S. Department of Labor’s 

Wage and Hour Division announced revisions to 

regulations that implement the paid sick leave and 

expanded family and medical leave provisions of 

the FFCRA.



The CDC has changed the definition of “close 

contact” with someone with the Coronavirus.



• Design a compliance plan 

• Document the compliance plan

• Appoint a responsible individual 

• Implement the plan

• Train employees to comply with the plan

• Assess the effectiveness of the plan

• Re-design the plan

• Re-document, re-implement, re-train, etc. 

• Generally, training is required within 30 days of 

hiring and no less than annually thereafter.

Generally, for each regulation dealers must::



Touchless Transactions:

Compliance Issues Must be Addressed 



Is the website accurate in all respects? 

Advertising has a broad application and is one of the 

favorite targets of regulators and applies to websites.

Is the virtual conference portal secure?

How are telephone credit applications being 

addressed? Are disclosure requirements for taking 

these applications being provided?

If a virtual test drive or walkaround is being 

implemented, does it mislead a consumer in its use?

A Sampling of Questions You Must Ask Yourself:



How are OFAC policies being implemented remotely?

If utilizing a cell phone, and other technologies, for a 

virtual trade-in evaluation, is the evaluation in any 

manner deceiving? 

If a salesperson receives personal/private customer 

information on their personal cell phone, how are you 

ensuring that all traces of it have been removed from 

the cell phone?

Is care being employed for outbound sales calls using  

auto-dialers? 

A Sampling of Questions You Must Ask Yourself:



With more e-mail use, is CANSPAM being observed?

How are the documents being presented and signed? 

On-site or electronically?

Are customers who are entering into installment sale 

contracts being given the opportunity to review the 

contract, in a form they can keep, prior to execution?

Does state law prohibit unit sales on Sunday? How is 

“sale” defined in these states?

A Sampling of Questions You Must Ask Yourself:



Are all deal terms agreed upon prior to delivery or are 

there negotiations at the consumer’s home? 

Have dealers studied the terms and conditions of their 

vendor agreements for which actions of these third 

parties are dealers liable?

Are there any forms that the state requires be signed 

manually and in ink?

How are the identities of customers being 

ascertained? Are all Red Flags procedures being 

followed?

A Sampling of Questions You Must Ask Yourself:



In delivering the unit, is it being driven or conveyed by truck? Is 

the odometer reading correct upon delivery?

If a dealer is using generic e-signature tools, is the conversion of 

electronic chattel paper into UCC Article 9 tangible chattel paper 

legally adequate? 

In an electronic document environment, are the disclosures 

appearing in the correct font size or larger? Are signature and 

initial lines closely aligned with their corresponding language? 

Is all the language at least six point type on the electronic device 

and clearly legible?

There are certain states that have deadlines for filing registration 

and title applications. How are those deadlines being met?

A Sampling of Questions You Must Ask Yourself:



Many financing source dealer agreements have a representation 

and warranty by the dealer that the entire transaction, including 

the delivery of the unit and the buyer's acceptance of the unit, 

occur at the dealer's licensed place of business. Has the dealer 

reviewed this language in his agreement? Is there compliance 

with this contractual provision?

Are dealers conducting sales from an unlicensed location? 

Is the dealer negotiating the sale at the customer’s home? 

Home solicitation laws vary by state. Has the dealer reviewed its 

state’s law and is following this law?

A Sampling of Questions You Must Ask Yourself:



How are dealers observing the FTC's Cooling-Off 

Rule? 

Does a dealer’s state mandate that the delivery of the 

unit occur only at the dealer’s licensed established 

place of business?

Has the dealer considered insurance laws, zoning 

issues, and reflected on potential tort matters?

A Sampling of Questions You Must Ask Yourself:



Regulatory Maze



Let us answer YOUR dealer specific questions

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

rcollins@hbkcpa.com

HBK Dealership Solutions Group 
317-886-1624

vramun@hbkcpa.com
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