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2016 AAACT BUSINESS CONFERENCE:   

"Are Your Business Practices Stuck In Colonial Times?" 

The 2016 AAACT Business Conference is scheduled for September 8-11, at The Kingsmill Resort, in 
Williamsburg, VA!!  Conference Chair Sandy Crews and her committee have developed an 
outstanding program, and they urge all members to attend this year's event. Virginia aftermarket 
companies have also been invited to attend. Besides enjoying the Resort, Colonial Williamsburg has 
a lot to offer.  We hope that many of our Past Presidents and Past Directors will join us this year. 

We are also providing the opportunity for all members to help sponsor this year's conference. Any 
support is appreciated and all sponsors will be recognized. A Sponsorship Form is enclosed for your 
convenience.  

Go ahead and mark the dates on your calendar and complete and return the registration material 
enclosed. 

LEGAL / LEGISLATIVE 

Auto Care Association Applauds Michigan Governor's 

Veto of Aftermarket Parts Bill 

Bethesda, MD - June 16, 2016 -- The Auto Care Association today applauded Michigan Governor Rick Snyder 
for vetoing House Bill 4344, legislation intended to update regulations in the Michigan Motor Vehicle Service 
and Repair Act. However, the bill authors also included new language that limited the use of aftermarket parts 
by mandating that an aftermarket part would have to be verified by a nationally-recognized automotive parts 
testing agency. 

The Auto Care Association earlier joined a number of other groups in an unsuccessful grassroots effort to 
defeat the bill in the legislature. In his letter to the legislature to explain the veto the governor said that "As 
Michigan continues its comeback, it is imperative that we ensure all components of that industry can remain 
strong, including Michigan's robust aftermarket parts industry." He also expressed his concern about HB 
4344's effect on market competition for replacement parts on motor vehicles. 
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"Michigan's aftermarket auto parts industry is strong because of its competition with the OEM's," said Governor 
Snyder. "Enacting a law to prohibit mechanics from providing high quality and safe alternatives for customers 
is an inappropriate impediment on the competition that has resulted in both high quality OEM and aftermarket 
parts for Michigan drivers to enjoy." 

"We had a tremendous effort from the industry to communicate directly with the governor's office and I have to 
thank everyone who took the time to personally write the governor," said Bill Hanvey, president and CEO,  
Auto Care Association." We worked hard to sit down with the stakeholders early on in this process, but those 
efforts did not produce the compromise we were seeking, and we are very grateful that Governor Snyder had 
the astute ability to get to the heart of the matter and send this bill back to the legislature." 

To obtain a copy of the governor's veto letter to the Michigan House of Representatives, contact Paul Fiore at 
paul.fiore@autocare.org or 240-333-1036. 

INDUSTRY NEWS 

Former Director of CIA and NSA 

Michael Hayden to Speak at AAPEX 2016 
Las Vegas, Nevada - June 8, 2016 -- Retired four-star General Michael Hayden, former director of the Central 
Intelligence Agency (CIA) and the National Security Agency (NSA), will speak at the AAPEX 2016 General 
Session taking place on Wednesday, Nov. 2, from 8 a.m. to 8:50 a.m. (PST), at the Venetian in Las Vegas. 

During his address, Hayden will dissect political situations in hot spots around the world, analyzing the 
tumultuous global environment and offering an unapologetic insider's look at what it all means for America and 
America's interests. He will speak on the need to adapt to the ever-changing informational landscape and the 
dangers, risks, and potential rewards of America's cyber security situation. 

Hayden is the author of the upcoming book Playing to the Edge: American Intelligence in the Age of Terror. He 
is the only person to have ever led both of the country's premier intelligence agencies, and he did so during a 
time of heinous new threats and wrenching change.  He was on the frontline of the war on terrorism and the 
growing cyber challenge, and a participant in some of the most telling events in American national security 
history. As a result, he understands the political, economic and security situations facing the nation unlike 
anyone else. 

Hayden became director of the CIA in May 2006, capping a career in service to the United States that included 
nearly 40 years in the Air Force. He served until 2009. From 2005-2006, he was the country's first principal 
deputy director of national intelligence and the highest-ranking military intelligence officer in the country. From 
1999-2005, he served as the director of the NSA and chief of the Central Security Service (CSS) after being 
appointed by President Clinton. 

During his military career, Hayden served as commander of the Air Intelligence Agency and director of the 
Joint Command and Control Warfare Center. He served in senior staff positions at the Pentagon, at the 
headquarters of the U.S. European Command, at the National Security Council, and the U.S. Embassy in 
Bulgaria. He also served as deputy chief of staff for the United Nations Command and U.S. Forces in South 
Korea. 

Hayden is currently a principal at the Chertoff Group and a distinguished visiting professor at George Mason 
University's School of Policy, Government and International Affairs. He was also the inaugural visiting 
professor in intelligence studies at Oxford University. In 2013, the Intelligence and National Security Alliance 
awarded Hayden the 29th annual William Oliver Baker Award. 

The AAPEX General Session is included in AAPEX registration. To register, visit www.aapexshow.com/news. AAPEX 
2016 will be held Tuesday, November 1 through Thursday, November 3, at the Sands Expo in Las Vegas, with 
AAPEXedu sessions starting on Monday, October 31. The event is expected to feature more than 2,200 exhibitors and 
45,000 targeted buyers. Approximately 160,000 automotive aftermarket professionals from more than 140 countries are 
projected to be in Las Vegas during AAPEX. 
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Longer Vehicle Life Changing How People Buy Cars 
A survey from AutoMD.com shows that the lengthening vehicle ownership cycle is impacting vehicle purchasing. The 
research was conducted online among over 1,000 vehicle owners, 59% of whom said they plan to purchase within six 
months. It reveals that the majority is opting for pre-owned vehicles. 

Only 25% said they plan to buy new, while 75% plan to purchase a pre-owned vehicle. And, 55% plan to opt for a vehicle 
that is more than two years old. 

75% of those surveyed said that their purchase decision will be influenced by the cost of replacement parts. Notably, of 
those who said it was not a consideration, over half said it was because it either did not occur to them or that they did not 
know where to look for that information. 

And, while price trumped every other purchase decision factor, knowing a vehicle will last 10 years was the second most 
important influencer, according to AutoMD. 

"This survey indicates how that extended vehicle lifecycle is impacting consumer vehicle purchase decisions," said Tracey 
Virtue, vice president of AutoMD. "Clearly, many consumers embrace the notion of a pre-owned vehicle as a viable 
primary vehicle and are looking to keep them running for the long term. 

(Source: Service Executive Issue 8-16) 

MANAGEMENT NOTES 

An Agreement Is Not A Plan 
Carl Rogers, Rogers & Associates 

When co-owners are united in striving toward common business goals such as growing revenue, building business value 
and increasing cash flow, the business dynamics can be wonderfully positive and strong. Contrast that bright picture with 
what can happen when the goals of the owners diverge. 

As you read further, ask yourself if the real issue facing owners in our examples is the misalignment of goals or a lack of 
planning for the day one owner wants to leave. 

Owner Disability and Other Lifetime Transfer Events 

What happens when one owner of a closely held company wants or needs to leave the company or sole owners want or 
need to leave theirs? 

The reasons owners cite for leaving include everything from simple boredom to more dramatic and unexpected events 
such as the disability of an owner. As an example, let's use an owner's disability to illustrate some of the significant issues 
that arise when one owner needs to leave a company. 

When disability strikes, companies undergo substantial hardships, both economic and operational. More importantly, in 
the absence of a buy-sell agreement, the disabled owner's income stream from the company usually evaporates. This is 
the problem Steve Hughes, one of three equal shareholders in a growing advertising agency, confronted. 

At age 38, Steve had a stroke and, as is the case with many stroke victims, his recovery was incomplete. Physically, he 
was the picture of health (his golf game even improved); but he lost his ability to speak and read. Doctors told Steve he 
would never return to work. 

Steve's firm had a buy-sell agreement, but it covered only a buyout at death and an option for the company to buy Steve's 
stock if he were to try to sell it to a third party. It was silent on an owner disability or the more common situation of owners 
choosing to leave the company. This glaring omission left the company and Steve in a classic dilemma. 

The company, or rather the remaining shareholders, wanted to purchase Steve's stock so that its future appreciation in 
value, now due to their efforts alone, would be fully attributed to them. 

Consequences for Steve's Family 

After the difficulty of the stroke and recovery period, Steve's family was still in a difficult position. 
• Steve's family soon realized that owners of stock in closely held companies rarely receive substantial benefits in 

the form of dividends or distributions because companies either accumulate or distribute (to active shareholders) 
profits in the form of salaries, bonuses and other perks. 
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• In short, Steve's family would not get what it needed most -- cash -- to replace the salary Steve was no longer 
earning. Steve's co-owners learned that their efforts to increase the value of the business would reward them and 
Steve in equal measure. 

Solving the Remaining Shareholders' Problem 

Steve's co-owners can buy Steve's stock, but because they'd made no plans to do so, there are a number of obstacles. 
1. There is a difference of opinion between buyer and seller related to the value of Steve's stock. 
2. Steve's two co-owners want to pay as little as possible over as long a time period as possible because they (or 

the company): a) will pay with after-tax dollars; and b) they want to preserve capital rather than spend it on a non-
productive asset such as stock of the company. 

3. Steve's family wants to receive full value for Steve's stock as quickly as possible. 

Before Steve's stroke all co-owners were in sync. Steve's disability, however, produced radically different owner wants 
and needs. To deal with the conflict, advisors must address four major issues with their owner-clients: 

• Agreement on business value 
• Funding for the buyout 
• Agreement on payment terms for the buyout 
• The income-tax consequences to the remaining owners on their payments to the departing owner 

A buy-sell agreement drafted before Steve's disability could have managed all these issues simply because all 
shareholders would have made the agreement when they shared the same ownership objectives. And, they didn't know 
who would be exiting first! 

Solving Steve's Problem 

Steve needs lifetime income for himself and his family. Even if the shareholders successfully resolve the buy-out issues 
listed above, the underlying problem remains: How can Steve maintain his former compensation level? 

Let's assume Steve's pre-stroke, annual compensation was $250,000 and his interest in the company was worth 
$1,000,000. An all-cash sale might yield Steve after-tax investment capital of about $800,000. Can Steve expect a rate of 
return on his invested sale proceeds that matches his previous annual income from the company of $250,000 per year? 
The buy-sell agreement likely does not address this issue. 

Many advisors believe their job is finished when owners sign a well-drafted buy-sell agreement. Steve would not agree. 

Had Steve engaged in the Exit Planning process he would have quickly realized that a sale of his ownership during his 
lifetime (or at death) would probably leave him and his family with a fraction of the income they are now spending. 
Planning would focus on closing his income gap using his employment and buy-sell agreements, disability insurance, the 
creation of a wage continuation plan and other appropriate means. 

We realize that otherwise well-drafted documents, such as buy-sell agreements, can create more problems than they 
solve. It is important to look at both the specific provisions of the agreement and put it in context by looking at the big 
picture and all possible scenarios that may occur. In this case that means we carefully address all of the ramifications of 
both lifetime and death buy-outs -- for the business, the departing owners, and the remaining or surviving owners. We can 
talk with you about each scenario and the outcomes that you'd like to see, and then collaborate with your advisors to 
make sure that your agreements and planning are consistent with your goals. 

If you would like to discuss how you can go about managing your company’s continuity, please contact us [Carl Rogers, 
Rogers & Associates -- E-mail: cerogers@aicinvest.com]. We can collaborate with  you and your other advisors to 
develop a customized incentive plan tailored to your business and your future.. 

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 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.  The example provided is hypothetical and for 
illustrative purposes only. It includes fictitious names and does not represent any particular person or entity. 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. (Source:  Carl Rogers, Rogers & Associates) 

* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  
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New LegalShield Program 
AAACT has recently partnered with LegalShield as the recommended provider of Legal and Identity Theft 
service plans for members. LegalShield is one of the nation's leading safeguards for individuals, families and 
small businesses. The company also offers one of the industry's most affordable and comprehensive identity 
theft plans, IDShield. LegalShield plans provide protection to more than 3.7 million individuals and IDShield 
provides monitoring and restoration services to more than one million individuals across North America. More 
than 34,000 companies offer the LegalShield and IDShield plans to their employees as a voluntary benefit. 
Over 47,000 small businesses have access to attorneys through LegalShield's small business plans. 

For as little as $20 a month, LegalShield members get advice from attorneys with an average of 19 years 
experience in such areas as family matters, wills, financial and consumer protection, tax, real estate, traffic 
violations and much more. LegalShield's plans for small businesses provide consultation on an unlimited 
number of business matters, contract reviews, debt collection assistance, legal correspondence and trial 
defense services. 

LegalShield is the only company with exclusive partnership with Kroll, the worldwide leader in theft investi-
gative services. If a compromise occurs, an IDShield member can contact a licensed Kroll investigator who will 
immediately begin restoring the member's identity to exactly the way it was. 

For additional information or to enroll, go to the LegalShield link on AAACT's website (www.aaactonline.com). 
Also, feel free to contact Nick Sullivan, Independent Associate for LegalShield, with any of your questions -- 
phone: 919-995-7612 -- or email: nlsull@cs.com. 

This is a general overview of the legal plan coverage available from LegalShield for illustration purposes only. 
Trial defense is not available in all states. See a plan contract for specific state of residence for complete 
terms, coverage, amounts, conditions and exclusions. 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

Social Media Myths - Debunked 
Holly Biondo, Net Driven 

Social media has become a part of our everyday lives. As a result, campaigns on social media have become a 
necessary component of marketing strategies for many businesses. Despite its popularity and prevalence, 
social media for business has many myths surrounding it. We are going to break down some of the most 
common myths about using social media for business. Let's begin! 

MYTH: "My customers aren't on social media." 

This is the most common social media myth. Your customers are on social media. You just need to find out 
which channels they are active on. The majority of social media users are active on Facebook. According to 
Statista, Facebook has 1,590 million monthly active users and there are 500,000+ 'likes' every minute. The 
same source shows that there are 310 million active monthly users on Twitter in the first quarter of 2016. 

People tend to believe that social media is solely for teens and young adults, but this is a huge misconception. 
A Pew Internet report shows that out of all internet users that are at least 65 years of age, about 56% actively 
use Facebook. The same report shows 71% of the entire online adult population has a Facebook account. 
These users spend a minimum of 20 minutes per day on their Facebook accounts! 

Facebook is not the only social media channel your customers are on. Twitter use is also on the rise. Hootsuite 
reported that the most rapid growth in Twitter users was in the age group of 55-64. According to Social Media 
Today, Twitter usage in general is quickly rising compared to past years. 

MYTH: "I need to join every single social media network, RIGHT NOW!" 

There is no need to sign your business up for every single social media channel you can find. It's unnecessary. 
Your customers ARE social, but they may not be active on every channel. Small Business Trends stated that 
one of the biggest social media mistakes a business makes is trying to do too much on social media. 

When you're getting started, choose two (three at the most) social media channels for your business. 
Research your customer base. Don't be afraid to ask questions about their social media usage. It's crucial to 
find out where your customers spend time online and to have accounts set up on those channels, so they can 
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find you. Get your feet wet with two networks, like Facebook and Twitter, then decide if your business should 
take on more social accounts. 

MYTH: "It's better if I post more and use a lot of #hashtags." 

The frequency of your posts really depends on where you are posting and what you are posting about. On  
Facebook, posting twice a day can be fine, or it can be overkill. It depends on your audience. On Twitter you'll 
see businesses posting many times throughout the day. 

Twitter users don't mind seeing multiple tweets from an account on any given day, as long as they all have 
value. If you can manage to keep your Twitter followers informed, entertained, and engaged - post away! 
Always pay attention to user response. 

If you get retweeted, always take the time to answer back. If you realize your tweets are not getting retweeted, 
liked, or replied to, take a step back and analyze what you have posted. You may be posting too much. In time, 
you'll learn what works for your audience and what doesn't. 

A lot of hashtags is always better, right? Wrong.  If you use hashtags in a post, only use one to three very 
relevant ones. #There #Is #No #Need #To #Hashtag #Everything. This actually becomes quite annoying to 
users and they may dismiss your content altogether. 

The purpose of a hashtag is to help people find and contribute to a conversation on social media. Hashtags are 
essentially, well, tags. If someone searches for that hashtag on social media, they will be presented with every 
post or comment that used that same hashtag. The more specific a hashtag is, the more specific the results 
will be. Gone are the days when searches only occurred on Google, Yahoo, or Bing. Social media is used 
every day to search for specific topics often, using hashtags. 

Twitter even dedicates a page to trending topics (topics that are currently being discussed more than others 
through hashtags). Don't be afraid to implement trending hashtags into your content, especially if it relates to a 
good cause or to the industry. It will help you get more visibility. (TO BE CONTINUED ..................) 
* * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * * *  

Order Your 2017 Advertising Calendars Now!!! 

Yes, it’s that time of the year again . . . . . Time to order your 2017 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.   

There have been a few enhancements to this program that we are really excited about.  This year we are also including 
several Promotional Items.  The Early Bird discount has again been extended from the original June 30th of each year 
to July 31, 2016 this year. 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 10/15/16 
and billing will be delayed until the end of October 2016. 

Brochure and order forms have been mailed to anyone who has ordered advertising calendars within the past few years.  
If you are interested in our 2017 Advertising Calendar program and would like to receive a hard copy of the brochure and 
order form, call Rita Wieskamp at 800-849-8037, send her a fax at 828-286-4847, or send her an email at 
rwieskampaaact@aol.com right away and she’ll get the information headed your way. 

AAACT NEWS 

Labor Day Holiday 

The AAACT office will be closed on Monday, September 5, 2016 for the Labor Day Holiday.  Be safe!! 

~ Randy Lisk, Executive Vice-President 
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Automotive Aftermarket Association of the Carolinas & Tennessee 

22001166  BBUUSSIINNEESSSS  CCOONNFFEERREENNCCEE  
""AARREE  YYOOUURR  BBUUSSIINNEESSSS  PPRRAACCTTIICCEESS  SSTTUUCCKK  IINN  CCOOLLOONNIIAALL  TTIIMMEESS??""  

The Kingsmill Resort -- Williamsburg, VA 

September 8-11 
 

 

Thursday, September 8, 2016 

6:00 p.m. - 7:00 p.m. ------------ Welcome Reception (James Landing Grille @ Marina) 

7:00 p.m. - 9:00 p.m. ------------ Dinner Overlooking the James River (James Landing Grille @ Marina) 

Friday, September 9, 2016 

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.------------ Kingsmill Resort Hosted Reception 

7:00 p.m. – until….--------------- Dinner On Your Own 

Saturday, September 10, 2016 

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

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

8:15 a.m. – 8:45 a.m.------------ "Human Resources Legal Compliance Update" -  Sherry Robertson, IGO Insurance 

8:45 a.m. – 9:00 a.m.------------ Break 

9:00 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. -------- “Telematics: The Connected Car" - Joe Register, Director of Emerging Technologies, 
Auto Care Association 

6:00 p.m. – 7:30 p.m.------------ President’s Reception and "Putting" Contest 

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

Sunday, September 11, 2016 

8:00 a.m. – 9:15 a.m. ----------Breakfast and Inspirational Message - Reverend Lindsay Poteat, Peninsula  
Rescue Mission 

9:15 a.m.--------------------------Conference Adjourns 
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Automotive Aftermarket Association of the Carolinas & Tennessee, Inc. 
Serving the Automotive Aftermarket in North Carolina, South Carolina, and Tennessee 

1720 Hillsborough St. Ste. LL One 
Raleigh, NC 27605-1657 

800-849-8037 – Fax: 919-821-0753 – Email: APAC219@AOL.COM

 

2016 BUSINESS CONFERENCE 
"Are Your Business Practices Stuck In Colonial Times?" 

September 8-11, 2016 
The Kingsmill Resort -- Williamsburg, VA 

SPONSORSHIP FORM 

� YES, count us in as a sponsor of AAACT’s 2016 Business Conference.  All Sponsors receive 
prominent recognition in onsite brochure, "The Horn" Newsletter and on event signage. 

 

Contribute at one of these Sponsorship Levels: 

Platinum Sponsorship -------------------------------------------------------------- $1,500.00 ���� 

Gold Sponsorship -------------------------------------------------------------------- $1,000.00 ���� 

Silver Sponsorship--------------------------------------------------------------------- $500.00 ���� 

Bronze Sponsorship------------------------------------------------------------------- $300.00 ���� 

“Friends of AAACT” ------------------------------------------------------------------- $200.00 ���� 

OR, Select from the following available Sponsorships: 

Event President’s Reception, Saturday Evening ----------------- $1,000.00 ���� 

Breaks Morning Breaks, Saturday----------------------------------------- $600.00 ���� 

Our Firm Name should be listed as follows: 

_________________________________________________________________________________________________ 

(Please type or print clearly.  Names are taken from this for displayed signage & print materials.) 
 

 

The Automotive Aftermarket of the Carolinas and Tennessee, Inc. appreciates the generosity 
of its Sponsors. 
 

QUESTIONS? 2016 AAACT Business Conference  Please fax 919-821-0753 
Contact AAACT 1720 Hillsborough St., Ste. LL One  or mail form by sponsor 
1-800-849-8037 Raleigh, NC 27605-1657  deadline August 19th. 
 

Person completing form _____________________________________ Phone: (___)_____________ 

Email ___________________________________________________________________________ 
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2016 BUSINESS CONFERENCE REGISTRATION 
THE KINGSMILL RESORT - WILLIAMSBURG, VA    

SEPTEMBER 8-11, 2016 
 

PLEASE PRINT OR TYPE.  (RESERVE ROOMS/SUITES ON BACK SIDE OF THIS FORM.) 
 

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   ____ @ $150.00/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 ____ @ $125.00/EA  $___________ 
  and All of the Above Events) (Children under 11 years old - FREE) 

THURSDAY WELCOME RECEPTION & DINNER at James Landing Grille ____ @   $55.00/EA  $___________ 
@ Marina, Kingsmill Resort (Fee not included in Complete Packages) 

 

IN LIEU OF COMPLETE PACKAGES, PLEASE RESERVE THE FOLLOWING: 

    BUSINESS CONFERENCE REGISTRATION FEE (Everyone 11+ years of age) -- ____ @ $50.00/EA $__________ 
    SATURDAY BREAKFAST ------------------------------------------------------------------------- ____ @ $25.00/EA $__________ 
    SATURDAY EVENING RECEPTION AND AWARDS BANQUET----------------------- ____ @ $65.00/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 25. 
    AFTER AUGUST 25, ONLY REGISTRATION FEES WILL BE REFUNDED. 

����Mail Registration & Check To: AAACT, Inc. � 1720 Hillsborough St., Ste. LL1 � Raleigh, NC 27605-1657 

On Saturday, September 10
th
, 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/SUITE RESERVATIONS 
 

 

1. All reservations at The Kingsmill Resort - Williamsburg, VA must be made thru the AAACT Office.  The 
Resort will not accept direct reservations.  Mail reservations to:   

AAACT, INC. �1720 HILLSBOROUGH ST., SUITE LL1 � RALEIGH, NC 27605-1657. 

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

3. NO DEPOSIT IS REQUIRED.  AAACT is guaranteeing all rooms/suites for late arrival.   

4. 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/suite plus tax. 

DAILY RATES 

Resort Guestrooms -------------------- $159.00 Per Room Per Night, Plus Tax. 
Deluxe Guestrooms-------------------- $169.00 Per Room Per Night, Plus Tax. 
River Guestrooms ---------------------- $199.00 Per Room Per Night, Plus Tax. 
River One-Bedroom Suites ---------- $239.00 Per Suite Per Night, Plus Tax. 

ALL ROOM TYPES ARE NON-SMOKING.  [A $250.00 fee per room, per day, will be charged for non-
compliance.] Final room/suite assignment will be based upon availability at time of check-in. 
 

PLEASE NOTE:  ROOM/SUITE RESERVATION REQUESTS ARE ACCEPTED ONLY FROM PERSONS 
WHO HAVE REGISTERED FOR THE BUSINESS CONFERENCE.  THIS IS ALSO TRUE OF  MEAL 
FUNCTION RESERVATION REQUESTS. 
 

PLEASE RESERVE THE FOLLOWING: 
 

    NAME      ROOM TYPE     ARRIVE     DEPART   

         [ ] Resort Guestroom 
         [ ] Deluxe Guestroom 
         [ ] River Guestroom 
         [ ] River One-Bedroom Suite    __________  _________ 

         [ ] Resort Guestroom 
         [ ] Deluxe Guestroom 
         [ ] River Guestroom 
         [ ] River One-Bedroom Suite    __________  _________ 

FIRM __________________________________________________________________________________ 

ADDRESS_______________________________________________________  P.O. BOX______________ 

CITY/STATE/ZIP ________________________________________________________________________ 

BY_______________________________________________   PHONE NO._________________________ 
 

IMPORTANT!! IMPORTANT!!  IMPORTANT!!  We are holding a block of rooms/suites for Friday and 
Saturday nights (9/9 and 9/10) and a smaller block for Thursday night (9/8) at The Kingsmill Resort.  On 
AUGUST 25, we have to release any of those rooms/suites for which we have not reserved and 
guaranteed payment.  After that date, the rooms/suites go to the open market, are available on a first 
come, first served basis.  The room rates outlined above are applicable three (3) days prior and three 
(3) days after the scheduled program dates.  SO . . . . PLEASE RESERVE YOUR ROOM(S)/SUITE(S) EARLY!!! 

MAIL TO:  AAACT INC. ���� 1720 HILLSBOROUGH ST., SUITE LL1 ���� RALEIGH, NC 27605-1657 

See You in Williamsburg!!!! 


