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The 2017 AAACT Business Conference is fast approaching...September 7-10, at The Hilton Head Marriott Resort & 
Spa, Hilton Head Island, SC!!!  Conference Chair Sandy Crews and her committee have developed an outstanding pro-
gram, and they want you there.  Besides the networking with fellow members, enjoy the beautiful island and attrac-
tions.  We hope that many of our Past Presidents and Past Directors will join us this year. 

Our Keynote Speaker this year is Philip Atkins, Director, Strategic Research & Planning at the Automotive Aftermarket 
Suppliers Association (AASA).  Philip will give a talk about the outlook for the aftermarket, about the market drivers 
that are determining its near-term growth, and about the megatrends expected to affect the longer term.  How much 
growth should we expect over the next few years?  AASA has recently collaborated with IHS Markit to update its mar-
ket forecast and will be reporting on what to expect from key drivers, such as: VIO, miles driven, and unemploy-
ment.  The talk will include details about the increasing addressable market (aka the sweet spot of cars 6-12 years old) 
and how cars of foreign nameplates are becoming an opportunity for the IAM. 

Shifting his focus further out in time, Philip will speak about the megatrends in the aftermarket, including: telematics--
the contest over access to car data and the steps that AASA believes are necessary for securing IAM's future; e-tailing--
the growth in this channel; and DIFM--the struggle between dealers and non-dealers for this segment. 

Finally, Philip will address the new administration in the White House and its potential impact on the aftermarket.  With 
President Trump's administration promising tax reform, Philip will briefly describe why the automotive industry has 
been a particular focus in the discussions about tax reform and share details from a recent study with the Boston Con-
sulting Group about the potential impact on what this could mean for the cost of the aftermarket supply chain. 

PLEASE, go ahead and mark the dates on your calendar and complete and return the registration material enclosed. 

Maintain Control, Save on Taxes, and Set Fair Value Using a Buy-Sell Agree-
ment 

By Carl Rogers 
There is a strong case for creating a Buy-Sell Agreement for co-owned businesses. If owners agree about how to ap-
praise business value and set the terms of payment in advance of any transfer event, they can avoid the heated and often 
damaging negotiations that can occur when one owner leaves the company. 
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In this issue, we continue making our case for Buy-Sell Agreements by outlining several other advantages of a well-
drafted and recently reviewed Buy-Sell Agreement. 

Controls Transfers 
A Buy-Sell Agreement can control all transfers of business ownership to the benefit of both the owner wishing to trans-
fer ownership and the owners who want to acquire ownership. This agreement can assure that a selling owner (or his or 
her estate) is selling for fair value and under terms and conditions that are acceptable to all parties. Further, the agree-
ment assures remaining owners that any transfers of ownership must be at least offered to them. This eliminates the po-
tential for an outside party or a co-owner’s spouse or children to assume ownership of the business, all of which could 
negatively affect the company’s management, control, and value. 
A Valuation for All Reasons 
A Buy-Sell Agreement sets forth an agreed-upon method of valuing the business that applies to all transfers. 
Owners’ valuations of their own businesses may be much different than the IRS’s or a co-owner’s. If owners rely on a 
“stated value” or a formula-based value, they may run into difficulties with both the IRS and other owners, because val-
ue in privately owned businesses changes often and rapidly. If Buy-Sell Agreements are not revised every year, their 
valuation formulas will favor either the buyer or the seller, and provide ample opportunity for disputes. Owners can 
avoid this by requiring a value determination from a certified business appraiser, but even that provision needs to be 
drafted carefully. 
Similarly, if co-owners buy a living co-owner’s interest, the value of the selling owner’s interest will likely be lower in 
the buying co-owners’ opinion than the seller’s. However, if their Buy-Sell Agreement requires the involvement of a 
business appraiser, they can avoid this impasse. 
It is best to agree—today—on a method of valuing the business when no owner knows which side of the transfer table 
he or she will be sitting on. Not knowing whether you will be a buyer or a seller tends to ensure that all owners work to 
protect the interests of both the buyer and seller. 
If owners don’t have an existing, binding process for valuing the business, ideally using a credentialed business apprais-
er, they can expect disagreements when one of the owners leaves the business. We strongly recommend that owners 
take the reins and design a valuation appraisal process suitable for their companies, and we would be happy to help you 
do so. 
The Fine Print 
In a Buy-Sell Agreement, owners can fix the terms and conditions of any transfer of ownership, including interest rate, 
length of buyout period, and security. In addition, it often is possible to provide the funding for future ownership acqui-
sition, either during an owner’s lifetime or after death. 
Finally, Saving on Income Taxes 
Buy-Sell Agreements should be drafted to anticipate the likeliest transfer event: the sale of an ownership interest from 
one owner to another. While they require additional planning and document drafting, intra-owner sales can be designed 
to save as much as 30% of the company’s cash flow from taxation. For example, if the purchase price is $1 million, the 
cash flow required to pay a departing owner could be reduced by $300,000 or more. To repeat, this does take additional 
tax planning—but the result is well worth it. 
We’ve made our case about the importance of establishing a proper Buy-Sell Agreement, and now we want to help you 
do it. Contact us today and we can begin creating a Buy-Sell Agreement that covers all of your business wants and 
needs. 
The information contained in this article is general in nature and is not legal, tax or financial advice. For information regarding 
your particular situation, contact an attorney or a tax or financial advisor. The information in this newsletter is provided with the 
understanding that it does not render legal, accounting, tax or financial advice. In specific cases, clients should consult their legal, 
accounting, tax or financial advisor. This article is not intended to give advice or to represent our firm as being qualified to give 
advice in all areas of professional services. Exit Planning is a discipline that typically requires the collaboration of multiple profes-
sional advisors. To the extent that our firm does not have the expertise required on a particular matter, we will always work closely 
with you to help you gain access to the resources and professional advice that you need. 
This is an opt-in newsletter published by Business Enterprise Institute, Inc., and presented to you by our firm.  We appreciate your 
interest. 
Circular 230 Disclosure: Pursuant to recently-enacted U.S. Treasury Department Regulations, we are now required to advise you that, unless 
otherwise expressly indicated, any federal tax advice contained in this communication, including attachments and enclosures, is not intended or 
written to be used, and may not be used, for the purpose of: (i) avoiding tax-related penalties under the Internal Revenue Code or; (ii) promoting, 
marketing or recommending to another party any tax-related matters addressed herein. 
Securities and Investment Advisory services are offered solely through Ameritas Investment Corp. (AIC); Member FINRA/SPIC. AIC, Business 
Enterprise Institute Inc. and Rogers & Associates are not affiliated. Additional products and services may be available through Carl E Rogers Jr or 
Rogers & Associates that are not offered through AIC. Representatives of AIC do not provide tax or legal advice. Please consult your tax advisor 
or attorney regarding your situation  
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LEGAL / LEGISLATIVE 

Order Your 2018 Advertising Calendars Now!!! 
Yes, it's that time of year again...time to order your 2018 Advertising Calendars.  Calendars are an economical tool to 
advertise your business.  One Standard Color includes all of these colors: black, reflex blue, red, yellow, brown, gray, 
green and orange.  Color always makes things brighter and a great addition to this program.  The calendar categories are 
the Appointment Calendars, Rectangle Stick-Up Pads, Patriotic Contractor Memo, a series of Good Value Calendars and 
Pocket Calendars. 

Several promotional items have been included again this year.  The "Early Bird" discount has been extended to July 31, 
2017.  All calendar orders placed and received by this date will qualify for a discount of more than 5%, excluding freight 
and taxes. 

No need to store your calendars all summer long, as shipment options are either, When Ready or After 10/15/17 and bill-
ing will be delayed until the end of October 2017. 

Brochure and order form have been mailed to anyone who has ordered advertising calendars from us recently.  If you are 
interested in our 2018 Advertising Calendar program and would like to receive a hard copy of the brochure ( or an email 
version ) and order form, call Randy Lisk at 800-849-8037, send him a fax at 919-821-0753, or send him an email at 
apac219@aol.com right away and he will get the information headed your way. 

Magnuson-Moss Warranty Act 
In recent years, vehicle manufacturers and their franchised dealers have been pursuing an increasingly aggressive strate-
gy aimed at growing the sales of their original equipment replacement parts and repair services.  The result has been a 
smear campaign by the vehicle manufacturers, which aims to discredit the quality of auto care market parts by suggest-
ing that the use of such parts could result in the invalidation of a vehicles’ warranty.  For instance, in a 2011 release, 
Mazda alleged “automotive aftermarket parts are generally made to a lower standard in order to cut costs and lack the 
testing required to determine their effectiveness in vehicle performance and safety…Mazda also recommends that car 
owners use original equipment replacement parts in repairs in order to ensure the validity of their warranty.”  Enacted in 
1975, the Magnuson-Moss Warranty Act prohibits product manufacturers from conditioning consumer warranties on the 
use of any original equipment part or service.  

Furthermore, a manufacturer can only deny warranty coverage if it can demonstrate that a non-original equipment part or 
related service caused a defect to occur in the original product. In the case of motor vehicles, new car manufacturers have 
ignored these conditions outlined in Magnuson-Moss and have misled consumers to believe that they must have Dealer 
service shops install only original equipment replacement parts or fear having their new car warranty voided. The Feder-
al Trade Commission (FTC) is responsible for enforcing the Magnuson-Moss Warranty Act. However, in the case of mo-
tor vehicles, the FTC has taken little action to ensure consumers receive accurate information regarding their rights under 
their new car warranties. With the help of auto care companies and trade groups, the Auto Care Association has filed 
complaints with the FTC, taking issue with the unsubstantiated claims made by the vehicle manufacturers regarding the 
quality of auto care parts and the conditioning of warranties on the use of certain parts.  

The Auto Care Association has reached out to the FTC indirectly through our allies in Congress who have been encour-
aged to put pressure on the FTC to take action against vehicle manufacturers. In response to an FTC Request for Com-
ment on its warranty-related interpretations, the Auto Care Association called on the commission to provide for better 
disclosure of a consumer’s rights under a new car warranty and require substantiation to be provided with any claims 
made by the vehicles manufacturers that non-original equipment parts are substandard.  

Key points: There are a number of important points to consider when talking about the quality of auto care industry  
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Extensive Engine Parts Inventory For Sale 
 A well established parts store owner in Eastern North Carolina is ready to retire and has an extensive inventory of en-
gine parts and a variety of other parts and supplies that need to be sold.  Engine parts (older stock)-- 100% cover-
age...crankshaft kits and some engines...front wheel drive axles...400 Safelite windshields...and much more!!!  Call Ray 
at 252-946-6154 for pricing and more details. 

Labor Day Holiday 
The AAACT office will be closed on Monday, September 4, 2017 for the Labor Day Holiday.  Please be safe!!! 

— Randy Lisk, Executive Vice President 

AAACT NEWS 

2017/2018 AAACT Scholarships Awarded 
The Trustees of the Association Education Trust Fund are pleased to announce the recipients of scholarship grants for the 
2017/2018 school year.  Three (3) AAACT $1000 Scholarships were awarded: 

  *1 - $1000 AAACT Scholarship - Louise Freeman, Mount Olive, NC (UNC Chapel Hill); 

  *1 - $1000 AAACT Scholarship - Avery Poovey, Maiden, NC (Catawba Valley Community College); 

  *1 - $1000 AAACT Scholarship - Corbitt Stroud, Pink Hill, NC (Lenoir Community College). 

Also, two (2) $500 Scholarships were awarded: 

  *1 - $500 AAACT Scholarship - Grace Browning, Selma, NC (Barton College); and 

  *1 - $500 AAACT Scholarship - Savannah Jones, Sylva, NC (Appalachian State University). 

We congratulate all of these fine young people and give them our utmost good wishes as they continue their higher edu-
cational pursuits.  Don't forget that a gift to the Education Trust Fund is an excellent way to honor or memorialize a 
friend or relative. 

A “Live Auction” will be held at this year’s AAACT Business Conference in Hilton Head…with all proceeds going into 
the Scholarship Fund.  

parts. Studies have confirmed that auto care industry parts are of a similar or even greater quality than the original 
equipment replacement parts they replace. In fact, most auto care industry parts are identical to original equipment parts 
because parts manufacturers create and sell the same parts to both the auto care market and new vehicle manufacturers. 
Auto care market companies have the benefit of observing a part’s performance and can then correct problems that are 
discovered only after the part has been in use for some time. Thus, the FTC must conduct greater oversight and enforce-
ment of vehicle manufacturers who do not comply with the Magnuson-Moss  Warranty Act and who seek to discredit 
auto care market products; aggressively enforce requirements that vehicle manufacturers must substantiate all claims 
that use of non-original equipment parts could jeopardize a vehicle warranty; and require better consumer disclosure by 
car companies regarding their rights under the warranty. This might entail compelling the car companies to: 

 Include in their warranty booklets a prominently placed statement that, as a motor vehicle manufacturer, they are 
prohibited from conditioning the warranty on the use of any non-original equipment part or service; or, 

 Inform consumers of their rights with a written statement of reasons when a warranty is denied due to the use of a 
non-original equipment service or part.  

Thomas Tucker 
Director, State Government Affairs 
Auto Care Association 
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“Sailing into the Future” 
Automotive Aftermarket Association of the Carolinas & Tennessee 

2017 BUSINESS CONFERENCE 
HILTON HEAD MARRIOTT RESORT & SPA 

 HILTON HEAD ISLAND, SOUTH CAROLINA 

September 7-10, 2017 
 

 

 

 

Thursday, September 7, 2017 

7:00 p.m. - 9:00 p.m.  ------------ Dinner for all Attendees at the Resort (Cash Bar) 

Friday, September 8, 2017 

8:00 a.m. – 5:00 p.m.  ------------ Conference Registration 

9:00 a.m. – 12:00 p.m.  ----------- AAACT Board of Directors, Past Presidents and Past Directors Meeting 

12:00 p.m. – 12:15 p.m. ---------- AAACT Conference Committee Meeting 

6:00 p.m. – 7:00 p.m. ------------- AAACT "Welcome Reception" 

7:00 p.m. -- Until -----------------Dinner on Your Own 

Saturday, September 9, 2017 

7:00 a.m. – 8:00 a.m. ------------- Breakfast 

8:00 a.m. – 11:00 a.m. ------------ Conference Registration 

8:15 a.m. – 9:00 a.m.-------------"Human Resources for Headache Relief" -- Sherry Robertson, IGO Insurance Agency 

9:00 a.m. – 9:15 a.m. ------------- Break 

9:15 a.m. – 9:45 a.m. ------------- AAACT Annual Business Meeting and "AAACT Programs & Services Review" 

9:45 a.m. - 10:00 a.m. ------------ Break 

10:00 a.m. – 11:30 a.m.----------"Key Changes In the Aftermarket Now & Over the Next 10 Years"-- Philip Atkins, Au-
tomotive Aftermarket Suppliers Association (AASA) 

6:30p.m. – 7:30 p.m. ------------- President’s Reception  

7:30 p.m. – 9:45 p.m. ------------- Banquet, Awards, and AAACT Scholarship Live Auction 

Sunday, September 10, 2017 

8:00 a.m. -- 9:15 a.m. ------ ------ -Breakfast and Inspirational Message - Pastor, First Baptist Church, Hilton Head Island, SC 

9:15 a.m. ----------------------- ---- Conference Adjourns 
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Hotel Services & Information 
 

Location: Oceanfront in Palmetto Dunes, on Hilton Head Island, South Carolina 
 
Guest Rooms:  513 deluxe guest rooms, each with their own private balcony, and 30 suites. 
 
Guest Services: Concierge desk is located in the lobby. 
 
Dining:   The Café, offers breakfast and lunch in a casual atmosphere.  

Ocean Blu, located beachfront, offers lunch and light dinner options (seasonally). 
Conroy’s Restaurant, our specialty restaurant for dinner, offers the freshest seafood selections, 
and mouthwatering steaks, prepared in the open kitchen. Early Bird and daily specials. 
In-Room Dining, available 6:00AM – 11:00PM, offers a private balcony breakfast or gourmet 
dinner in the comfort of one’s room. 

 
Lounges: Liquid, offers poolside and ocean front beverage service (outdoors, in season).  

Conroy’s Lounge, a favorite gathering spot overlooking the ocean, serves unique tropical drinks. 
 
Gift Shop: Located on the lobby level, features sundries, Starbucks coffee, gift selections, and clothing. 
 
Spa Soleil: With 16 treatment rooms, the Spa Soleil offers all types of massage and other relaxation thera-

pies, along with a workout room, indoor pool, whirlpools, and sauna. 
 
Swimming Pools: An outdoor giant-size pool, indoor heated pool, whirlpools, and baby pool. 
 
Business Center: The self-serve Business Center, located next to our Leamington Ballroom, offers photocopying, 

fax services, internet access, laser and color printing services. 
 
Golf: 3 Championship Golf Courses designed by world-renowned architects -- Robert Trent Jones, 

George Fazio, and Arthur Hills. Clinics and lessons are available. 
 
Tennis: 25 Tennis Courts, 6 lighted for night play.  Clinics and private instruction also available. 
 
Recreation: Bicycle rentals, canoeing, kayaking, in-shore and deep sea fishing, sailing, golf and tennis, na-

ture tours, sightseeing, and shopping are a few of the activities available. 
 

Transportation: For transportation service to/from the Savannah-Hilton Head International and Hilton Head air-
ports, rental car agencies are located at both airports, and local taxis are available. 

 
Air Accessibility: Hilton Head Airport is located 5 miles from Hilton Head Marriott Resort & Spa, with air service 

provided by US Airways Express. 
 
 Savannah-Hilton Head International Airport, is located 45 miles from the Resort, with air ser-

vice provided by Allegiant, American Airlines, Delta, JetBlue, United and US Airways. 
 
GDS Codes: Sabre: MC977; Apollo: MC977; Worldspan MCHHHGR; Amadeus: MCHHHGRM 

6



 

 

2017 BUSINESS CONFERENCE REGISTRATION 
Hilton Head Marriott Resort & Spa--Hilton Head Island, SC

SEPTEMBER 7-10, 2017 
 

PLEASE PRINT OR TYPE.  (REFER TO THE BACK SIDE OF THIS FORM TO RESERVE ROOMS.) 
 

FIRM____________________________________________________________                 OFFICE USE ONLY 
                      Date Rec'd    ________________ 

ADDRESS________________________________________________________         Amount Pd.  $_______________ 
                      Check No.      ________________ 

CITY/STATE/ZIP___________________________________________________         Amount Due $_______________ 
 
BY (*)______________________________________  PHONE #___________________  FAX #____________________ 

(*) Email Address:  ________________________________________________________________________________ 
 

NAMES (AS THEY WILL APPEAR ON BADGES): 

NAME #1______________________________________   NAME #3_______________________________________ 

NAME #2______________________________________   NAME #4_______________________________________ 

COMPLETE BUSINESS CONFERENCE PACKAGE(s) (Includes   ____ @ $160.00/EA  $___________ 
  Registration Fee, Friday Reception, Saturday Breakfast, Saturday 
  Seminar, Saturday Reception, Saturday Banquet and Live Auction, 
  Sunday Inspirational Breakfast, Chance on Grand Prize*.) 

COMPLETE SPOUSE/CHILDREN PACKAGE(s)  (Includes ½ Registration Fee ____ @ $130.00/EA  $___________ 
  and All of the Above Events) (Children under 11 years old - FREE) 

THURSDAY SOUTHERN DINNER BUFFET at the Resort                                   ____ @  $55.00/EA    $___________ 

(Thursday Dinner Fee not included in Complete or Spouse/Children Packages) 
 

IN LIEU OF COMPLETE PACKAGES, PLEASE RESERVE THE FOLLOWING: 

    BUSINESS CONFERENCE REGISTRATION FEE (Everyone 11+ years of age) -- ____ @ $50.00/EA $__________ 
    SATURDAY BREAKFAST --------------------------------------------------------------------------____ @ $28.00/EA $__________ 
    SATURDAY EVENING RECEPTION AND AWARDS BANQUET----------------------- ____ @ $75.00/EA $__________ 
 

ATTENDEES:     FRIDAY BOARD OF DIRECTORS MEETING @ NO CHARGE----- ____ @   $0.00/EA $__________ 
    (______________________________________________________________will attend the Friday Board Meeting.) 
 

CHECK (PAYABLE "AAACT BUSINESS CONFERENCE FUND") IN THE AMOUNT OF $_________ IS ENCLOSED. 
Only Jobbers and Jobber Spouses / Guests may win the BIG CASH GRAND PRIZE.  To be eligible to win it, the 
Registrant must purchase the Complete or Spouses Complete Package and be present for the drawing.  While Affiliates 
and WD's cannot take home the Grand Prize, they are eligible to win several other Prizes. 
CANCELLATION POLICY: FULL REFUND IF RECEIVED AT AAACT OFFICE BY AUGUST 18. 
    AFTER AUGUST 18, ONLY REGISTRATION FEES WILL BE REFUNDED. 
Mail Registration & Check To: AAACT, Inc.  P.O. Box 97993  Raleigh, NC 27624 

On Saturday, September 9th, a “Live Auction” will be held.  Donated items will be on display beginning at 6:00 p.m.  The 
Automotive Aftermarket Association of the Carolinas & Tennessee, Inc. will donate all contributions from the 
auction to the AAACT Scholarship Fund.  We need your help.  Items are needed for the auction.  Please indicate on 
this form what you will be willing to donate.  (Cash is acceptable.) 

WE ARE WILLING TO DONATE: 
        ITEM          ESTIMATED RETAIL VALUE 
_________________________________________________________ _____________________ 
_________________________________________________________ _____________________ 
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ROOM RESERVATIONS 
 
 

1. All reservations at The Hilton Head Marriott Resort & Spa -- Hilton Head Island, SC, must be made by the 
individual attendees directly with Marriott reservations by calling (888) 511-5086, (843) 686-8400, or online 
at www.marriott.com/hhhgr---------refer to the Group Code beside the appropriate room type listed below. 

2. CHECK-IN TIME IS 4:00 PM.  While some rooms may be available earlier, we have no guarantee that 
such will be the case.   

3. NOTE:  If you fail to cancel your reservations 72 hours prior to your check-in date, you will be billed for one 
night’s room plus tax. 

DAILY RATES 
Resort View Guestrooms------------- $174.00 Per Room Per Night, Plus Tax---Group Code: AUTAUTA 
Ocean View Guestrooms--------------$184.00 Per Room Per Night, Plus Tax---Group Code: AUTAUTB 
Ocean Front Guestrooms-------------$204.00 Per Room Per Night, Plus Tax---Group Code: AUTAUTC 
 

ALL ROOM TYPES ARE SUBJECT TO A $5.00+ Resort Fee and a $1.75 Destination Fee daily.  On 
premise self- parking is FREE...Valet parking is currently $18.00+ per day. 

Resort Fee includes: use of Spa Steam Room, Local Calls, Wireless High Speed Internet Access 
throughout the Resort, and Shuttle Service to Golf and Local Shopping. 
 

PLEASE NOTE:  The above sleeping room rates are offered (3) days pre and post event; based on 
availability as determined by the Resort. 
 

 
HILTON HEAD MARRIOTT RESORT & SPA 

 
 

ONE HOTEL CIRCLE, HILTON HEAD ISLAND, SOUTH CAROLINA  29928 
 
 

TELEPHONE  (843) 686-8400   FACSIMILE  (843) 686-8450 
 
 
 
 
 
 
 
 
 
 

IMPORTANT!!! IMPORTANT!!! IMPORTANT!!!  We are holding a block of rooms for Friday and Saturday nights (9/8 and 
9/9) and a smaller block for Thursday night (9/7) at The Marriott Resort.  On AUGUST 18, we have to release any of those 

rooms for which we have not reserved and guaranteed payment.  After that date, the rooms go to the open market, are 
available on a first come, first served basis.  SO...PLEASE RESERVE YOUR ROOM(S) EARLY!!! 

 
 
 
 

AUTOMOTIVE AFTERMARKET ASSOCIATION OF THE CAROLINAS AND TENNESSEE,  INC. 
P.O. BOX 97993  RALEIGH, NORTH CAROLINA  27624 

800-849-8037         919-821-1314         Fax. 919-821-0753 
 

SEE YOU IN HILTON HEAD!!! 
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