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MANAGEMENT NOTES 

Set Yourself Up for Significant Sales Success in 2016 
By John Chapin 

If your business runs on the calendar year, it’s that time of year again. As of January first the “new-business” 
slate has been wiped clean and the pressure is on to produce. We all know the basics: come up with goals and 
objectives, develop a plan, determine why you absolutely have to make it happen, and then get to work. That 
said, if you want 2016 to be significantly better than 2015 it’s going to take an attitude shift and massive action. 
And while you’re charging ahead every day getting done what needs to be done, it will be helpful to keep these 
three lesser-known success ideas in mind. 

You won’t be as successful as you otherwise could be if… 
…you’re not uncomfortable and scared every day. 
In order to grow personally and professionally you must step out of your comfort zone and face your fears 
every day. If you’ve read my past articles, you know I proselytize that the inability to deal effectively with fear 
and discomfort is the main reason people fail in sales. Both lead to a lack of activity in the three most important 
sales areas: prospecting, follow up, and closing. The solution is to get comfortable being uncomfortable and to 
act in spite of fear. Make that call you’ve been putting off for months. Forget the e-mail and go see that 
prospect in person. Find the biggest, scariest prospect you can, and make the call. You know who and what 
your demons are. You know which dragons you’re afraid to face. If you don’t face them you’ll always wonder 
what might have been. You’ll lie on your deathbed with regrets and ultimately take those regrets to your grave. 
We all know the saying that, “The coward does a thousand deaths, the hero only one.” The reality is, while the 
coward imagines the worst, never makes call, and does the face the death of their self-esteem and sales 
career, the hero usually wins and doesn’t die at all. The hero discovers that the dragon or demon they thought 
was so bad wasn’t, it was just their imagination giving in to fear and discomfort. Finally, as long as we’re 
digging up old sayings and clichés, remember, for most people the ship doesn’t come in, they have to swim out 
to it. 
…you’re not making any mistakes. 
There’s a quote that reads, “To discover the limits of the possible, you must go beyond them into the 
impossible.” All great skiers, skaters, and race-car drivers know that if you don’t fall or crash, you’re not pushing 
the envelope and you probably aren’t getting any better. In sales, if you’re not making mistakes, you aren’t 
taking enough action. When you try new things, push yourself to new heights, and put yourself in 
uncomfortable situations in order to get comfortable, you are going to make some mistakes. Part of the growing 
process is finding out where the edge of the envelope is and then coming up with more efficient and effective 
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ways to deal with that edge. As a side note, keep in mind that I’m not talking about careless mistakes due to 
indifference or mistakes that you keep making over and over again. That’s plain ignorance and those mistakes 
are inexcusable. Again, I’m talking about the kind of mistakes that come from taking calculated risks and 
massive action. 
…you’re not running into new problems. 
As your business grows, your problems naturally change and get bigger. Your goal is to create new problems, 
big problems, because the bigger the problem, the bigger the opportunity associated with it. Growing your 
customer base to a size that’s too large to handle is an example of a good problem. Realizing that you have too 
many appointments on a given day is a good problem. Having to significantly increase your estimated tax 
payments because you’re making too much money is another example of a good problem. Any problem you 
run into in business has a solution, though the solution may not be easy and it may not be without pain. That’s 
okay, small problems and no pain equals a small business with very little revenue. Again, your goal is big, new 
problems. 
John Chapin is a sales and motivational speaker and trainer. For his free newsletter, or if you would like him to speak at your next event, 
go to: www.completeselling.com John has over 28 years of sales experience as a number one sales rep and is the author of the 2010 
sales book of the year: Sales Encyclopedia. For permission to reprint, e-mail: johnchapin@completeselling.com.  
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

So You're Never Leaving...Got A Plan For That? 
By Carl Rogers 

We hear it all the time.  Do any of these sound familiar? 

"I'm never leaving my business.  I love what I do." 
"I don't intend to exit my business.  I plan on working until the very end." 
"I can't leave my business.  I wouldn't know what to do with myself!" 

These are valid positions for a business owner to hold.  But they could be vulnerable if there is not a plan to go 
along with the sentiment. We think so.  Even staying in your business forever requires planning to make it a 
successful experience.  We suggest that if you have a similar intention to continue on with your business 
indefinitely, you still develop a thoughtful plan to maximize your likelihood of success.  Consider your objectives 
in this way: 
• You have no departure date in mind, but is there a year (or an age) when you might not be able to keep up 

your current pace? 
• Continued work means continued income, but what are your family's income needs if/when you are not 

able to work? 
• You plan to hold onto your ownership, but when your ownership does eventually end (and we can 

guarantee that it will someday), who will be the  next owner? 

It is inappropriate to suggest that you, the creator of a business, should exit before you choose.  But the reality 
is that a plan to stay still requires a plan.  Think through the consequences of not planning for a successful 
"stay" and evaluate whether you are comfortable with the best and worst possible outcomes.  This kind of self-
evaluation may help reduce the tendency to procrastinate under the mistaken assumption that planning and 
action can be delayed or ignored.  It prompts many owners to take action to stay in control of their own future. 

Exit planning begins when owners understand their ultimate objectives and what they have to do to pursue 
them.  An owner who has a preference about what should happen to his or her business, employees, family, 
ownership, business reputation or legacy should take control in order to shape a successful future. 

Start by thinking through the various paths that you, your ownership and your business might take and deciding 
which of those paths are appealing to you and which are not. 

It may sound like a contradiction, but we use a systematic process to help business owners develop and 
implement a successful Exit Plan, even those who don't intend to exit.  If you plan to stay in your business 
indefinitely, or if you hope to exit soon, contact us [Carl Rogers, Rogers & Associates -- E-mail: 
cerogers@aicinvest.com]  today to get started. 

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 

http://www.completeselling.com/
mailto:johnchapin@completeselling.com
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requires the collaboration of multiple professional 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. 

LEGAL / LEGISLATIVE 
Display OSHA Form 300 Log February 1 - April 30, 2016 

If you had 11 or more employees, on average, for 2015, it’s time to work on your OSHA 300 log.  If you have 
more than one location, as an employer you must keep a Log for each establishment or site. 

Record only those work-related injuries and illnesses that result in:  (1) Death; (2) Loss of consciousness; (3) 
Days away from work; (4) Restricted work activity or job transfer; and (5) Medical treatment beyond first aid.  
First aid is NOT recordable. 

You must record:  (1) Any significant work-related injury or illness that is diagnosed by a physician or other 
licensed health care professional; (2) Any work-related case involving cancer, chronic irreversible disease, a 
fractured or cracked bone, or a punctured eardrum; and (3) Any case requiring an employee to be medically 
removed under the requirement of an OSHA health standard. 

You must consider the following types of injuries or illnesses to be privacy concern cases and NOT include the 
employee’s name on the Log: (1) An injury or illness to an intimate body part or to the reproductive system; (2) 
An injury or illness resulting from a sexual assault: (3) A mental illness; and (4) Other illnesses, if the employee 
independently and voluntarily requests that his or her name not be entered on the log. 

You must post the Summary only, NOT the log, by February 1, 2016 and keep it posted until April 30, 2016. 

You must keep the Log and Summary for 5 years following the year to which they pertain.  Log sheets, 
Summary sheets and instructions may be found at www.osha.gov/recordkeeping/new-osha300form1-1-04.pdf. 

For questions, call your State Plan office:  North Carolina – 919-807-2875; South Carolina – 803-734-9669; 
Tennessee – 615-741-2793, or call Sherry Robertson at 1-800-243-1560. 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

2016 Social Security Taxable Wage Base Announced 
The Social Security Administration (SSA) announced that the 2016 Social Security taxable wage base will be 
$118,500, the same wage base as in 2015. 

There is still no limit to the wages that can be subject to the Medicare tax, which equals 1.45% of all covered 
wages.  Just like we saw in 2015, wages over $200,000 earned in 2016 will face an extra 0.9% Medicare tax, 
which will be withheld from employees' wages only (employers are not responsible for this additional tax). 

The FICA tax rate is a combination of the social security tax rate (6.2%) and the aforementioned Medicare tax 
rate (1.45%).  Therefore, for 2016, the FICA tax rate will be 7.65%, to the height of the social security wage 
base.  This means the maximum social security tax for employees and employers in 2016 is $7,347.  This is 
the same maximum we saw in 2015. 

Self-employed individuals will have the same social security wage base in 2016: $118,500.  There is no limit for 
these individuals on the covered income that is subject to the Medicare tax.  The tax rate for self-employed 
individuals is a combination of the social security tax rate (12.4%) and the Medicare tax rate (2.9%), which 
equals 15.3%.  Therefore, the maximum social security tax for a self-employed individual will be $14,694 in 
2016. 

http://www.osha.gov/recordkeeping/new-osha300form1-1-04.pdf
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The FICA thresholds for social security and Medicare coverage for domestic employees (better known as the 
"Nanny tax") and election workers will increase in 2016, from $1,900 in 2015 to $2,000 in 2016, and $1,600 in 
2015 to $1,700 in 2016, respectively.  For more information, visit the Social Security Administration website 
www.ssa.gov. 

INDUSTRY NEWS 

Auto Care Association Names Bill Hanvey New President and CEO 
The Auto Care Association Board of Directors has announced the appointment of Bill Hanvey as president and 
chief executive officer (CEO) to succeed Kathleen Schmatz, who is retiring at the end of the year after leading 
the association for 14 years.  Hanvey, who will assume responsibilities on December 1, brings more than 25 
years of experience in the auto care industry and most recently as senior vice president of programs and 
member services at the Automotive Aftermarket Suppliers Association (AASA). 

"On behalf of the board of directors, we welcome Bill Hanvey to the Auto Care Association," said Rick Jago, 
chairman.  "In his new role as chief executive, Bill will be responsible for leading the association at this critical 
time, as the industry evolves and is witnessing rapid advances in technology, globalization and the reshaping 
of many traditional industry business models." 

Prior to joining AASA in 2012, Hanvey served as vice president of sales and marketing for The Schaeffler 
Group, a multi-billion-dollar tier one automotive parts manufacturer located in Germany.  His extensive 
aftermarket career included vice president of marketing for  Dorman Products, and sales and marketing 
positions with FleetPride and Tenneco Automotive. 

"It is my honor to have been selected as the next CEO of the Auto Care Association and to build upon the 
foundation that Kathleen Schmatz and the entire Auto Care Association team have built," said Hanvey. "We are 
an industry undergoing tremendous transformation and I look forward to leading the association in providing 
the global business intelligence, collaboration and advocacy to ensure our members' success.  The ultimate 
right for the consumer to not only choose where to have their vehicle serviced and repaired, but to determine 
who has access to the data communicated from their vehicle via telematics, is the cornerstone of the 
independent auto care industry and we must preserve that.  We are fortunate to have extremely talented 
people with diverse skills in our industry and their engagement in the association will be instrumental to our 
attainment of these goals now and in the future."  For more information about the Auto Care Association, visit 
www.autocare.org. 

AAACT NEWS 

Sawrey Announces Bid for NC Senate 
     Johnston County attorney Benton Sawrey, son of long-time Association member, David Sawrey, Automotive 
Parts Co., Inc., Smithfield, NC, has announced his candidacy for the NC Senate.  Sawrey, a Republican, is 
running for the 11th District seat currently held by Senator Buck Newton who is seeking the NC Attorney 
General's office.  Newton has held the District 11 seat, which covers portions of Johnston, Wilson and Nash 
counties, since 2010. 
     "After much prayer and discussion with my family and friends, I am declaring my candidacy for the North 
Carolina Senate," Sawrey said.  "Senator Newton has been an exemplary Senator for Wilson, Nash and 
Johnston Counties, and I want to follow in his footsteps in fighting for our conservative values." 
     Sawrey is a Johnston County native and a 2005 graduate of Smithfield Selma High School.  He has been an 
attorney for 2 years with the law firm of Narron, O'Hale and Whittington, P.A.  He was appointed by Governor 
Pat McCrory to serve as a member of the Board of Trustees at Johnston Community College, and is also on 
the Board of Directors for the Downtown Smithfield Development Corporation.  Sawrey holds a Bachelor of Arts 
Degree from N.C. State University and a law degree from the University of South Carolina Law School.  Good 
luck, Benton!!! 
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Thanks from AAACT Scholarship Recipient 
Board Members of the AAACT, I would like to express my gratitude for the generous scholarship I was 
awarded this past year.  It was an honor and greatly appreciated by me and my family.  Thank you for your 
support in my journey to receive an education.  I pray each of you and your families has a great new year. 

Sincerely, Ashley Hemingway, Fayetteville, NC 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

AAACT/GAAS Scholarship Application Deadline March 31, 2016 
The Automotive Aftermarket Association of the Carolinas and Tennessee is proud to announce that 
applications are now available for the annual AAACT Scholarship(s).  AAACT will make available at least two 
(2) $1,000 scholarships.  All students who apply must be sponsored by an AAACT member in good standing.  
AAACT scholarships are also awarded regardless of the student’s planned field of study.  Keep in mind 
that AAACT members, and their immediate families, as well as AAACT members’ employees and their 
families, are all eligible for the scholarships.  AAACT owner-members and immediate family members of an 
AAACT Scholarship Fund Trustee are not eligible to receive an AAACT scholarship grant.   

Again this year, the student applicant may complete the application for the AAACT Scholarships online at 
www.automotivescholarships.com/AAACT.  This way the student will not only be eligible for the AAACT 
scholarship, but also ones from several other sources within the industry.  All applications need to be 
completed online by March 31, 2016.  The AAACT scholarship(s) will be awarded by mid-May, 2016.  

If the applicant desires to apply only for an AAACT scholarship, then only the paper application should be 
completed and returned to AAACT… call 1-800-849-8037 for a copy.  But why not apply online and have a 
chance at multiple scholarships.  Please contact Randy Lisk at the AAACT office if you have any questions on 
this process for applying for scholarships. 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

Meadowbrook Workers' Compensation Dividend Declared 
The AAACT Workers Compensation dividend program written through Meadowbrook Insurance Group recently 
declared a dividend.  The 2014-2015 dividend is 4% for members currently participating in the program.  Each 
year the program’s success is determined by the loss experience of the entire AAACT/IGONC Group.  The 
return of dividends shows that workplace safety pays back to members.  Every time an injury is prevented, you 
are keeping profits in the program.  On behalf of AAACT, we would like to thank the members that are 
participating and doing their part in keeping the AAACT program vital and successful. 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

2016 AAACT Convention Dates and Location Set 
The 2016 AAACT Convention Committee, chaired by Sandy Crews, Jacksonville, NC, will soon begin 
planning this year’s annual meeting.  The dates are Thursday, September 8th through Sunday, September 
11th, at the Kingsmill Resort -- Williamsburg, VA.  Full details regarding this outstanding event will be published 
soon.  Please plan on joining us in Williamsburg!! 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

Your Invisible Paycheck 
A copy of the “Your Invisible Paycheck” form that many AAACT members complete annually for their 
employees can be found on page 6 of this issue of “The Horn”.  Many employees do not realize what you, the 
employer, have invested in them. 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

2015 "The Horn" Index 
For your convenience, we are providing you with an index (Pages 7-8) of all the articles contained in the 2015 
“THE HORN” newsletter publications.  For those who keep their newsletters, we hope this will be a helpful tool 
and handy reference. 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

 -- Randy Lisk, Executive Vice President 

http://www.automotivescholarships.com/
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YYoouurr  IInnvviissiibbllee  PPaayycchheecckk  
 
 

TO:  ____________________________________________ 
                                                  (Employee's Name) 
 
Not many of us realize how much it costs for our company to keep us employed.  Shown below is 
what it actually cost the company to employ you in 2015. 
 
Your Total Paycheck in 2015 
 
Your Gross Earnings before deductions  ........................................................... $_________ 
 
Deductions from your paycheck amounted to: 

Income Taxes (State and Federal) ............................................... $_________ 
Social Security Taxes ................................................................... $_________ 
Your Share of Group Insurance Premiums .................................. $_________ 
Your Charitable Deductions ......................................................... $_________ 
Total Deductions ........................................................................ $_________ 

Your Net Earnings (take-home pay)  .............................................. $_________ 

In addition to your wages, the company paid for you: 
Social Security Taxes ................................................................... $_________ 
Unemployment Compensation Taxes .......................................... $_________ 
Workers’ Compensation Insurance Premiums ............................. $_________ 
Retirement Plan Benefits .............................................................. $_________ 
Life Insurance Premiums .............................................................. $_________ 
Health Insurance Premiums ......................................................... $_________ 
Dental Insurance Premiums ......................................................... $_________ 
Total cost of company paid benefits.............................................................. $_________ 

Total the company paid in 2015 for your wages and benefits .......................... $_________ 
Time paid, but not worked: 

Included in your wages paid by the Company were 
the following amounts for the time you did not work: 

Company paid for ______ holidays ......................................... $_________ 
Company paid for ______ vacation days ................................ $_________ 
Company paid for ______ sick leave days ............................. $_________ 
Company paid for ______ other days ..................................... $_________ 

Total company paid you for time not worked ............................................... $_________ 

In 2015, the company paid you  
in wages and benefits a Grand Total of  ............................................................. $_________ 
This statement is provided to you for your information.  It is not intended to show that our company is 
a generous employer.  You earned the amount on the bottom line.  We do feel however, that you and 
your family should know what extra benefits and protection programs you have as an employee of 
_______________________________________________________________________________.
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22001155  AAAAAACCTT  ““TTHHEE  HHOORRNN””  IINNDDEEXX  
JANUARY 2015  
• 2015 AAACT Convention: "Don't Gamble on Your 

Future" 
• Internet Soars Among Repair Outlets 
• New Reporting Requirements Go Into Effect January 1 
• OSHA Is Currently Conducting Local Audits 
• Social Security Administration Announces 2015 Wage 

Base 
• IRS Raises Standard Mileage Rates January 1 
• 2015 AAACT N.C. Capitol Day 
• Meadowbrook Declares Dividend 
• In Memoriam: 

Edward "Pete" Cleveland Woodard 
• Scholarship Applications Are Now Being Accepted 
• 2014-2015 AAACT Committees (Page 6) 
• 2014 "The Horn" Index (Pages 7-8) 

FEBRUARY 2015 
• Message from President Ralph Dickson, III (includes a 

list of Current AAACT, Inc. Officers and Board of 
Directors) 

• Perspective: Time for FTC to Stand Up for Consumers 
• It's OSHA 300 Time Again!! 
• Lending Money to Your Employee 
• Four Sales Truths to Set You Free 
• Your Invisible Check (Page 8) 
• Car Care Guide Redesigned 
• ASAAA Elects New Board Members 
• 2015 Membership Renewals Underway 
• AAACT / GAAS Scholarship Application Deadline -- 

March 31, 2015 
• Save These Dates!!! 

MARCH 2015 
• 2015 AAACT Convention: Cherokee, NC 
• Aftermarket Sales Per-Mile Soar 
• State and National Auto Care Groups Announce 

Industry Grassroots Network 
• Auto Care Association Launches Auto Care Career 

Website 
• ASE Certification Testing Now Available All Year 
• ASE Adds Hybrid Vehicle Certification Category 
• NHTSA Report Documents Lives Saved Due to Safety 

Technology 
• Failure to Plan Has a Price 
• Aftermarket Parts Bill Introduced in the 114th Congress 
• OSHA Audits 

MARCH 2015 (Continued...) 
• NC Inspection Program - NCDMV & NCDENR Receive 

Approval of State Implementation Plan for Inspection 
and Maintenance Program 

• URGENT:  Affordable Care Act 
• Additional 0.25% Local Sales and Use Tax (NC) 
• In Memoriam. 

Donald Sauls 
William "Bill" Rand 

• AAACT/GAAS Scholarship Applications Now Available 
• For Sale: Parts Store/Machine Shop (NC Triangle area) 

APRIL 2015 
• 2015 AAACT Convention: Cherokee, NC 
• Auto Care Association Applauds FTC Settlement with 

BMW-MINI Over Magnuson-Moss Warranty Violation 
• DENR Report Recommends Changes to Auto 

Emissions Testing Program 
• Exit Planning: Two Baby Steps 
• The Internet - Your Presence is Required 
• Top Tech Training Needs 
• April is National Car Care Month 
• Welcome New Member!  

♦ Repair Shop Websites - Garner, NC 
• N.C. Capitol Day 
• Toner Cartridge Program 
• Protecting, Preserving and Planning for Your Retirement 
• Memorial Day (AAACT Office Closed Monday, 5/25/15) 

MAY 2015 
• 2015 AAACT CONVENTION: Cherokee, NC 

(September 10-13, 2015 at Harrah's Casino Resort)  
• 2015 AAACT Yearbook/Directory Advertisers (THANK 

YOU!!!)  
• IRS Publishes Guidance on Reimbursing Employees' 

Individual Health Insurance Premiums-IRS Notice     
2015-17 

• Study Analyzes Impact of Automotive Recalls on 
Consumer Opinion  

• Dust Off and Review Your Buy-Sell Agreement  
• What Makes the Top Salespeople the Top Salespeople?  
• Toner Cartridge Program  
• Memorial Day Holiday (AAACT Office closed 5/25/15) 
• 2015 AAACT CONVENTION SCHEDULE  

mailto:apac219@aol.com
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JUNE 2015 
• 2015 AAACT CONVENTION: "Don't Gamble On Your 

Future -- Prepare Now!!!" 
• Be I-9 Compliant: Take Workers with Expired EADs off 

Payroll 
• Regarding "IRS Publishes Guidance..." Article in May 

2015 "The Horn" (Comments) 
• Using a Buy-Sell Agreement to Maintain Control, Save 

Taxes and Set Fair Value 
• EMV: The Countdown to October 2015 
• $6,250 Scholarship Available to the 2015-2016 

Leadership 2.0 Program (Application Deadline: 6/30/15) 
• 2016 Advertising Calendars "Early Bird Discounts" 
• 2015-2016 AAACT Scholarships Awarded 
• Independence Day (AAACT Office closed July 3, 2015 
• 2015 AAACT CONVENTION SCHEDULE 
• 2015 AAACT CONVENTION SPONSORSHIP FORM 
• 2015 AAACT CONVENTION REGISTRATION FORM 

JULY 2015 
• 2015 AAACT Convention: “Don't Gamble On Your 

Future - Prepare Now!!!" 
• A Small Business Owner's Guide to the Hiring Process 
• 3 New Social Media Laws 
• Stop Sales Pipeline Feast or Famine 
• 2015 Will Hit Record Miles 
• In Memoriam:  
William Glenn White 

• 2016 Advertising Calendars "Early Bird Discounts" 
• Labor Day Holiday (Office Closed Monday, Sept. 7) 
• Health Insurance Update 
• 2015 AAACT CONVENTION SCHEDULE 
• 2015 AAACT CONVENTION SPONSORSHIP FORM 
• 2015 AAACT CONVENTION REGISTRATION FORM 

AUGUST 2015 
• 2015 AAACT Convention: "Don't Gamble On Your 

Future -- Prepare Now!!!" 
• Domestic Aftermarket Smaller But Hotter 
• Automotive Loyalty Reaches Highest Levels in a 

Decade 
• Why Owners Choose Not To Sell 
• Want to Recruit Millennials?  Company Website, E-Mails 

Are Key 
• ACA Reporting and Compliance 
• 2015 AAACT CONVENTION SCHEDULE 
• 2015 AAACT CONVENTION SPONSORSHIP FORM 
• 2015 AAACT CONVENTION REGISTRATION FORM 

SEPTEMBER/OCTOBER 2015 
• 2015 AAACT CONVENTION: (Recap, Sponsors, 

Scholarship “Live Auction”) 
• Contingency Planning Urged for Proposed Overtime 

Rule 
• EPA Bans HFC-134a in Model Year 2021 Vehicles 
• Recent E-Blasts from NCDMV License and Theft 

Bureau - Inspection Unit 
• No, You Didn't Lose Your Largest Account Because of  

Price 

SEPTEMBER/OCTOBER 2015 (Continued...) 
• 2016 Advertising Calendars 
• Average Vehicle Miles Rebound 
• In Memoriam: Cecil Dickson 
• Welcome New Members!  

♦ Hodges Insurance, Inc. - Louisburg, NC 
♦ Interstate Batteries - Dallas, TX 
♦ Rogers & Associates - Charlotte, NC 

• Automotive Aftermarket Employee Federal Credit Union 
(AAEFCU) Has Merged 

NOVEMBER 2015 
• ACA Forms Due to Employees by January 31, 2016 
• Federal Overtime Pay Regulation Changes 
• Replacement Parts Dominate Growth 
• How to Hold Your Salespeople Accountable 
• AAEFCU Merges with Destinations Credit Union 
• In Memoriam:  
Frances B. Chappell 

• Suggestions Welcome 
• AAACT Office Holiday Schedule 
• AAACT Committees --- 2015-2016 

DECEMBER 2015 
• Repeal of Small Group Market Expansion Signed Into 

Law 
• Hodges Insurance Agency: Medical Insurance 
• Either You Have It, or You Don't 
• Congress Passes Bill Encouraging Feds to Use 

Remanufactured Parts 
• Anti-Competitive Issues in Vehicle Cybersecurity Draft 

Bill 
• Auto Care Association Signs Heavy Duty Right to 

Repair MOU with Engine Manufacturers 
• In Memoriam: 
Sarah Rye 

• The GAAS Scholarship Fund Is Now "Open For 
Business" 

• 2016 Vacation Schedules (Attachment/Enclosure) 
• AAACT Office Holiday Schedule (AAACT Office closed 

December 24-25, 2015 and January 1, 2016) 
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