IN-SITE

A publication of the California New Motor Vehicle Board

January 2001 Edition 01:1

NEWSAT THE
BOARD

Robert T.(Tom) Flesh Frederick E. (Fritz) Hitchcock

BOARD ELECTS
OFFICERS FOR 2001

t the January 18, 2001, General Meeting, the
members of the New Motor Vehicle Board
unanimoudy votedtoreaffirmRobert T. (Tom) Heshand
Frederick E. (Fritz) Hitchcock in their positions as
President and VicePresident, respectively.

Mr. Flesh, aPublic member, hasserved onthe Board
sinceDecember 1996. Inadditiontoservinglast year as
President of the Board, Mr. Flesh is Chair of the
Executive Committee, and has served previously as
BoardVicePresdentand Chair of theCorrectiveAction
Plan Committee. When heisnot engagedinhisBoard
responsibilities, Mr. Flesh is President of Safety
Investment Company, areal estate development and

property management company.

Mr. Hitchcock, a Dealer member, has served on the
BoardsinceDecember 1997. Inadditiontoserving last
year asVicePresdent of theBoard, Mr. Hitchcock isa
member of the Executive Committee and served
previoudly asChair of the Education Committee, and as
amember of theCorrectiveAction Plan Committee. Mr.

Hitchcock is Chairman and CEO of Hitchcock
AutomotiveResources. Currently, Mr. Hitchcock owns
and operates Puente HillsToyota, Puente HillsFord,
Puente Hills Lincoln-Mercury, Puente HillsNissan,
PuenteHillsVolkswagen, Northridge Toyota, Fullerton
Toyotaand South Bay BMW.

Tom Novi

NOVI APPOINTED BOARD
EXECUTIVE DIRECTOR

TheBoardheldaGenera Board Meetingon December
12,2000, at the Sheraton Gateway Hotel, LosAngeles
Airport, for purposes of reviewing the Civil Service
candidatesfor theposition of Board ExecutiveDirector.
Themembersconvenedin Open Sessionand announced
that Tom Novi had been selected as the Board's
ExecutiveDirector.

Mr. Novi had been appointed Assistant Executive
Secretary of the Board at its April 28, 2000, General
Meeting. For four years prior to his appointment as
Assistant Executive Secretary, Mr. Novi was the
Department’ sliaisontotheBoard and served asChief of
the Department’ sOccupationa Licensing program.

TheBoard anditsstaff extendasincerewelcometoMr.
Novi on hisappointment asExecutiveDirector.

—_.,uah.._—
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AGENCY &
NMVB SET
2001 FOCUS

Maria Contreras-Sweet
Agency Secretary

Many of In-Site’ sreadersknow from various New
Motor V ehicleBoard brochuresand publicationsthat
we are aprogram within the Department of Motor
Vehicles with oversight provided by Business,
Transportation & Housing Agency. Under this
structure, DMV provides administrative support;
however, theBoard rendersindependent judgmentsin
adjudicatingdisputes.

BT&H Agency is part of the Executive Branch of
Cdlifornia government and its Secretary, Maria
Contreras-Sweet, isamember of Governor Davis

cabinet. Secretary Contreras-Sweet directs the
administrationof 13departments(includingtheBoard
viatheDMV) withacollectivebudget of $12.4 billion
and morethan 47,000 empl oyees.
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The programs under Secretary Contreras-Sweet’'s
direction are responsible for carrying out the
Governor’ svision for business, transportation and
housingin California. Thesecritical goalsinclude
responsibility toplan, buildand maintain California' s
transportation systems, ensure efficient and fair
marketsfor thered estateindustry, and ass st stateand
community efforts to expand the availability of
affordable housing for a growing workforce. The
Agency a soregulatesmanaged health careplansas
well as the banking, and financial and securities
industries, and contributesto public safety throughthe
law enforcement activitiesof the CaliforniaHighway
Patrol and the Department of Alcoholic Beverage
Control.

A key facet of Secretary Contreras-Sweet’s
leadershipisstrategicplanningfor theupcomingyear.
TheBoardhasbeenworkingclosdy withRick Vargas,
Assistant Secretary for Rail and Transit, Business,
Transportation & Housing Agency, in defining the
Board’ sgoasfor 2001. Thefour key policy goa sthe

Boardwill pursuein2001are:  _ \ cency. page3

IN SITE

CdiforniaNew Motor VehicleBoard
1507 21st Street, Suite 330 Sacramento, California 95814
(916) 445-2080

e-mail: nmvb@pacbell.net

State of California
Gray Davis, Governor

Department of Motor Vehicles

Business, Transportation
and Housing Agency
MariaContreras-Sweet, Secretary

Steven Gourley, Director

New Motor Vehicle Board

Officers
Rabert T. (Tom) Flesh,
President
Frederick E. (Fritz) Hitchcock,
Vice-President

Members
Wendy Brogin
Joseph D. Putnam
Solon C. Soteras
GlennE. Stevens
David W. Wilson

ExecutiveDirector
Tom Novi

Staff Counsdl
Robin P, Parker, Esg.
Michadl Dingwell, Esqg.

Questionsor comments: Michael Dingwell, Editor, nmvb@pachell.net
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DOCKET

PROTESTS
VehicleCode Section Active
3060
Termination
Modification

3062

Establishment

Relocation

Satellite Warranty Facility

3064
Delivery& Preparation

3065
Warranty Reimbursement

30651
Incentive Compensation

TOTAL PROTESTS: 41

PETITIONS

3050(c)
TOTALPETITIONS:; 6

APPEALS

3050(b)
TOTALAPPEALS: O

MATTERSRECENTLY RESOLVED
Since the last edition of In-Ste, atotal of nine
protests and one petition have been resolved

and are not included in the above figures.

AGENCY
Continued from page 2

*Develop and implement a process for informal
mediation of general disputes (petitions) between
dealersand manufacturers/distributors.

*Anayzeand advisethe AdministrationviaAgency

January 2001
concerning the costs and benefits of amending the

VehicleCodetoincludeRecrestiona Vehicleswithin
the jurisdiction of the Board (as sponsored by the
CdliforniaRecreationa VehicleDed ersAssociation).

*Provide outreach education programs for
manufacturersand distributorsconcerning statutorily
required notices.

*In accordance with the Administration’s “e-
Government” Initiative, develop and implement
methodsthat providepublic noticesinafadt, reliable
andlow-cost (el ectronic) e-mail format.

TheBoard anditsstaff appreciatetheinvol vement of
Agency, specifically, Mr. Vargas and Secretary
Contreras-Swest, inrefining our goal sfor 2001. We
look forward with excitement to working toward
implementingtheAdminigration’ svisonfor Cdifornia
governmentinthecomingyear.

@ A\
NEW MOTOR VEHICLE DEALER
Annual Fee: $6,281.00
NEW MOTOR VEHICLE BOARD
Filing fees: 16,200.00

NEW MOTOR VEHICLE BOARD
Manufacturer/Distributor Annual fee: 848,869.20

NEW MOTOR VEHICLE BOARD
Hearing Transcripts: 907.40
Arbitration Cert. Program Reimbursement -0-

Total $ 875,721.10

*July 1, 2000 thru December 31, 2000
\. ~,
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ON THE ROAD

In the last century, Americans trans-
formed 2 percent of their country
with pavement — an area the size of
Georgia lies under asphalt.

UPDATE

SMOG FEE
ATTORNEY PAYMENTS
HALTED

OnDecember 26, 2000, Governor Gray Davishalted
the payment of attorney’ sfeesawarded tofive law
firmsthat sued Californiaover smogfeesimposedon
ownerswhoregistered out-of -state of vehiclesduring
the 1990s.

Governor DavisaskedtheDirector of the Department
of Motor Vehiclesandthe Attorney General to seek
reconsderationof thepand’ sdecison. TheGovernor
asoasked State Controller Kathleen Connell tofreeze
payment of thefundsuntil therecons deration process
iscompleted.

Payment of the attorney’ sfeeswas provided for in
legidationapprovedin1999. Thatlegidationprovided
for thefee payment fromthe $665 million earmarked
for refundsto vehicleownerswho paid the$300smog
impact feeonsome 1.7 millionvehiclesregisteredin

January 2001

Cdifornia

Thedecisontoaward some$88.5millioninfees-an
amount equal toan effectivebilling rateof $8,800 per
hour - camefromathree-judgepane of arbitratorsand
“congtituted awindfa | for theattorneys,” accordingto
thetheGovernor.

Governor Davishopesthat the court will revisethe
awardwhichhecalled* excessiveby any reasonable
standard.”

COURT CASES

The Board does not participate in any
actionunlessadtateinterestisimplicated.
The Board, as represented by the
Attorney Generd’ sOffice, isparticipating
inthefollowing court casesmarked by an
asterisk (*):

Kennedy Cadillac, Inc. vs. New Motor
VehicleBoard; General MotorsCorpo-
ration, Cadillac Motor Division; Real
Party inInterest

*SabaA. Saba, SBD Partners, Inc. and
Honda Kawasaki Sportcenter vs. New
Motor VehicleBoard; Kawasaki Motor
Corp., U.SA., Red Party inInterest

* Sterling Truck Corporation vs. New
Motor Vehicle Board;, Sacramento
Valley Ford Truck Sales, Inc., Red Party
ininterest
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HITCHCOCK
ADDRESSES
AUTOMOTIVE
NEWS
WORLD CONGRESS

Fritz Hitchcock, Chairmanand CEO of Hitchcock

Automotive Resources, and Board Vice
President, wasoneof fiveautomotiveretailing experts
who participated inaJanuary 16, 2001, Automotive
NewsWorld Congressexploring theeffectivenessof
thefranchisesysteminthelnternet age. Duringhis
career, Mr. Hitchcock hasserved aspresident of the
CaliforniaMotor Car Dealers Association and the
SouthernCdiforniaToyota, Fordand MazdaDeders
Advertising Association, and served as Chairman of
the American International Automobile Dealers
Association. Hecurrently ownseight dealershipsin
SouthernCdlifornia

A summary versionof Mr. Hitchcock’ spresentation
appearsbelow. The completetext may befound at
WWW.autonews.com.

1. Theretail automotivebusinesswill run best if
we ‘let dealers be dealers and ‘factories be
factories.

Until recently the controlling assumption by some
manufacturersand theinvestment community seemed
to be that dealers were not technologically
sophigticated enoughandweresosetintheir traditional
ways that dealers would find it difficult, if not
impossible, toeffectively adopt | nternet marketingand
makethebehaviora changesthat wouldberequiredto
be successful duringthenext several decades.

Based on thisassumption, anumber of well-financed
dot-com’ shegan selling new and used vehiclesover
thelnternet, and several factoriesopened up channels
for thedirect saleof vehiclestoretail customersviathe
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Internet. Thesenew playersfiledlega challengesto
existing adversefranchiselaws. However, dealers
andtheir associ ati onsresponded and weresuccessful
inclosing loopholesinstatefranchiselaws.

But now, in January 2001, the brick-and-mortar
deal ersdo not ook quite so antiquated asthey were
originally presumed to be. Many dealers have
established very effectivelnternet salessystemsof
their own. For example, a my ownautomotivegroup,
inJanuary 2001, 8% of our retail vehiclesaleswere
frome-commerce, comparedto 1%twoyearsago. |
amtold by my Director of E-Commercethat roughly
7% to 8% of retail sales through the Internet has
becomecommonfor larger dealer groups.

Themgor challengethemanufacturersfacewiththeir
primary customers, thedealers, ishow to providean
ever-improving product, defined both in terms of
reliability and technological sophistication. Those
qualitieswill makeit easier for deal ersto satisfy their
customers, theretail buyers. Dealerswanttobesure
that, asmanufacturerslook totheir supplierstohelp
them cut costs, vehiclequality doesnot suffer inthe
process.

Most dealers are highly entrepreneurial and have
showntheability toadapt tothearrival of thelnternet.
They will make the other technological and
organizationa changesneededtobesuccessful during
thefirst decadesof the21% Century if they areproperly
incentivizedby their factories, andif thefactoriesavoid
theimposition of central plansthat areinappropriate
for local conditions. For those dealerswho prove
unable or unwilling to adapt to and meet factory
standards, they need to becounseled and if necessary,
bought out.

2. Thelnternet-revolution will beamajor driver
in the ongoing consolidation of the retail
automotiveindustry

It is my belief that the Internet will be a major
contributor to theongoing consolidation of theretail
automobileindustry. Thereisnodoubtinmy mindthat

seeHITCHCOCK,, page6
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HITCHCOCK
Continued from page 5

thebricks-and-mortar franchisehol dersleft sanding
adecadefrom now will bethosewho masteredthe
Internet asaway to market vehicles.

Whileit may bealong time, if ever, before most
peopl etakeownershipwithout actual ly having seen
and test-driven their purchase, more and more
customersarenow decidingwhichdeaershiptovisit
via the Internet and doing all of their purchase
researchover thelnternet. Already, 60%of dl retail
automobilecustomershaveconsulted thel nternet at
some point beforethey comeinto my deal ershipsto
buy. And that percentage of Internet users will
continuetogrow, giving aclear advantagetothose
ded erswho haveamajor presenceand brandonthe
I nternet and who providesuperior Internet service.

The growing importance of the Internet in
determining showroom traffic will favor those
dealerswho: (1) havefast, reliable, real-time, 24-
hour Internet service; (2) havean easy-to-navigate
website; (3) have salespersons with both good
Internet and sl esskills; (4) havemultilingua Internet
capability; (5) haveintegratedthelnternet withtheir
other customer-relationship systems; and (6)
supplement e-commercewith extensive personal
contact withthecustomer.

The Internet is already a force in determining
dealership sales, but more so as a method for
steering customerstotheshowroomfloor rather than
as a method for completing vehicle sales. A
successful Internet strategy will be absolutely
essential for futuresurvival intheretail automotive
industry.

3. Brick-and-mortar successwill contributeto
I nternet success

Brick-and-mortar successwill heavily influencewho
isleft standingonthelnternet afew yearsfromnow.
Dealers must continue successfully executing
traditional marketing methods- newspaper, radio,
television, signage, license plate frames, and
community service- becausethesearethethingsthat
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makemost customersthink of uswhenthey want to buy
acar andlead customersto our websites.

Traditional marketing not only bringsin most of the
customersbut it also influencesadealer’ ssuccessin
establishing abrand nameonthelnternet. Thereisa
symbiotic rel ationship between traditional marketing
successand I nternet success.

Editor’ snote: Aswewent to press, AutomotiveNews
(January 22, 2001) reported that before his
presentation, Fritz observed that the sign advertis-
ing theevent wasplaced whereit might not readily be
noticed. Ever the sales professional, Fritzinformed
astaff member, “ If youmoveit to the other sideof the
door, you'll get moreups.” Congratulations, Fritz!

—-—-ﬂh—-——

NMVB SENIOR
MANAGEMENT
RESTRUCTURED

Inour July 2000 edition wereported that theBoard had
adopted acommitteereport concerning therestructuring
of senior management job duties. That process was
completed in December 2000 with the creation of two
new positions- ExecutiveDirector and General Counsdl.
At its December 12, 2000, meeting, the Board
appointed Tom Novi to the position of Executive
Director (seecompanionarticle, “Newsat theBoard”
on pagel).

AtitsJanuary 18, 2001, meeting, the Board members
cons deredthe Civil Serviceexaminationoptionsfor the
General Counsel position. After consideration, the
Board determinedthat thefinal filing datefor applications
for General Counsel would be no later than April 2,
2001. Thedutiesof theBoard’' sGeneral Counsel will
include: analyzing proposed decisionsand rulings, and
advisingtheBoardthereon; and, advisingthe Executive
Director and the Board on all other legal matters of
interest totheBoard.
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NMVB e-mail: nmvb@pacbell.net

Consumer Mediation
Case Spotlight

The New Motor Vehicle Board (“ Board” ), pursuant
to Vehicle Code 8§ 3050(c)(2), has authority to
mediate disputesof all types between member sof the
public and new car dealers and/or manufacturers.
The Board's goal is to amicably reach a mutually
acceptabl e settlement by acting asa liaison between
the parties to a dispute. The Board's Consumer
Mediation Servicesprogramoffer sfreeassistanceto
consumers involved in a dispute with a new car
dealership and/or manufacturer or distributor. In
this and future editions of In-Site, we will be
highlighting some of the types of disputes that are
typically handled and how they are resol ved.

On December 21, 2000, the Mediation Services
Programreceived arequest for assistancefrom
aconsumer who was experiencing aproblem with a
2000 Dodge Durango leased in August, 2000. The
consumer was encountering a potentially dangerous
galingconditioninher new vehicleand, despitesix trips
to adeal ership between October 13, and December 15,
2000, for diagnosisandrepair, the problem persisted.
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The dealership diligently attempted to diagnose the
reasonfor thestalling by connectinga” Co-Pilot” tothe
vehicle. Theresultsof the” Co-Filot” recordingindicated
that the problem was with the 4.7 liter enginein the
vehicle. The dealership contacted DaimlerChrysler
(“Chryder”) for assistance and was informed that
Chryderwasintheprocessof designingacomputer chip
that would resolvetheproblem, but that it wasnot yet
approvedfor use.

WhentheBoardreceivedthecomplaint, mediator Jackie
Grassinger immediately contacted Chrysler and
requested aresponsefromthemonwhat stepsthey were
willingtotaketosatisfy theconsumer. Inmid-January the
consumer wascontacted by arepresentativeof Chryder
and offered a2001 replacement vehicle. Inaddition,
Chryder offered theconsumer abreak on* usecharge”
onthedefectivevehicleand waived the cost increase
between the 2000 and 2001 mode! of thevehicle. The
only additional cost to the consumer was a minimal
chargefor alarger 5.2 liter engine. The consumer is
eagerly anticipating delivery of her new vehicleandis
very satisfied with theoutcomeof her case.

rf

7,

Mediation Statistics
July 2000 to date

Mediation Phone Calls Received 4,936
Mediation Request Forms
Sent to Consumers 1,204
Cases Filed 358
You can reach
Mediation Services at
(916) 445-1888
" )
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MANUFACTURERS,
DISTRIBUTORS
FACENEWNOTICE
REQUIREMENTS

D uetolegidationwhichtook effect January 2001,

there are several new instances in which a
manufacturer or distributor may berequiredtofilea
statutory noticewiththeBoard.

. Under Part A of Vehicle Code section
11713.3(0), every manufacturer or distributor that
temporarily ownsor operatesaded ershipisrequiredto
givewrittennoticetotheboard, within10days, eachtime
it commencesor terminatesoperation of aded ershipand
eachtimeit acquiresor divestsitself of anownership
interest.

. Under Part B of Vehicle Code section
11713.3(0), every manufacturer or distributor that owns
an interest in a dealer as part of a bona fide dealer
devel opment programisrequiredtogivewrittennoticeto
theBoard, annually, of thenameand location of each
dealerinwhichithasanownershipinterest.

Questions concerning the new requirements may be
directedto Boardlegal staff at (916) 445-2080.

W
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NMVB PLANS
2001 RULEMAKING

heBoardisplanning to promul gateanumber of new
regulationsthisyear. If you areinterestedin
commenting ontheproposed rulemakingor wouldliketo
beaddedtotheBoard smailinglist, please contact the
staff at (916) 445-2080 or e-mail the Board at
nmvb@pacbell.net. TheBoardwill accept comments
viamail, facsmile[(916) 323-1632] or e-mail, and can
send notices of proposed rulemaking via electronic
communicationif you provideBoard staff withyour e-
mail address.

Informal M ediation for Petitions

V ehicleCodesection 3050(c)(2) providesthestatutory
authority for theBoardtoengageininforma mediationin
petitions. It providesthat theBoard can* undertaketo
mediate, arbitrate, or otherwise resolve any honest
differenceof opinionor viewpoint existing between any
member of thepublicand any new motor vehiclededer,
manufacturer, [or] distributor . . .” Since 1991, the
Board has received fourteen requests for informal
mediation. The procedures for requesting informal
mediation aread hoc asthereareno regul ationswhich
explain the process. The Board isin the process of
promul gating rulemaking which outlinestheprocedure
for requestinginformal mediation prior tofilingaformal
petitionwiththeBoard. Additionally, amechanismfor
convertinganinformal mediationto apetitionisbeing
created. Oneof thebenefitsinformalizingthisprocessis
that itwill bemadeavailabletomoreparties, and offer an
additiona mechanismfor disputeresolution.

seRULEMAK NG, page9
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RULEMAKING
Continued from page 8

VC §11713.3(0) Request for Extension of Time
Effective January 1, 2001, CaliforniaVehicle Code
§11713.3(0) wasamendedtofurther clarify thelimited
circumgtancesinwhichamanufacturer or distributor may
operate or control adeal ership withinten milesof an
independent, franchised dealer. Specificaly, a
manufacturer or distributor is not deemed to be
competingwithanindependent, franchised dedl er when:
(1) owning or operating adeal ership for atemporary
period, not toexceed oneyear [Part A]; and, (2) owning
an interest in a dealer as part of a bona fide dealer
development programthat satifiescertainrequirements
[Part B].

Under Part A, after a showing of good cause by a
manufacturer, branch, or distributor that it needs
additional timetooperateaded ershipinpreparationfor
saleto asuccessor independent franchisee, theBoard
may extend (beyond one year) the time period. The
Boardisintheprocessof promulgatingrulemakingwhich
would establish a mechanism and time-frame for
forwardingtherequest for extensionof timetoall Board
membersfor their considerationandwould maintainthe
statusquowhileit considersarequest for extension.

Until therulemaking processiscompleted, eachrequest
for anextensionof timewill beconsidered by theBoard
at anoticed meeting. Board meetings are schedul ed
approximately every other month. Pleasedlow sufficient
timefor Board member considerationwhen submitting
requests.

Why not visit us
2 on the web...

...at www.nmvb.ca.gov
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JUDICIAL
UPDATES

ib

SABA vs. KAWASAK]

n or about February 18, 2000, counsel for
Kawasaki filedaVerified Petition for Writ of
Mandate, Prohibition, or Other AppropriateRelief inthe
Fourth District Court of Appeal. Kawasaki contends
that the Superior Court exceeded its jurisdiction by
rendering ajudgment that seeksto control thediscretion
legally vested inthe Board and utilized an erroneous
standard of review inreachingitsdecisiontogrant the
writ petition. Kawasaki filedaNoticeof Appeal onApril
17, 2000. On or about May 22, 2000, the Appellate
Court Ordered the Superior Court and Saba A. Saba et
al. to show cause on November 17, 2000, why a
peremptory writ of mandate should not issue. On
November 30, 2000, the Fourth Appellate District
Court, issued awrit of mandatedirectingthetria courtto
reverse its decision in Saba A. Saba et al. vs. New
Motor Vehicle Board; Kawasaki Motors Corp.,
U.SA,, Real Partyinlnterest. Thecourtindicated that
“wherean automotivedeal er proteststhetermination of
itsfranchisetothe[Board] andtheBoard overrulesthe
protest, judicial review should be conducted under the
substantial evidencetest, not theindependent judgment
test.” Inreversing, thecourt foundthat thetrial court
applied the wrong standard. On or about January 9,
2001, Sabafiled aPetitionfor Review inthe Supreme
Court of California. Saba seeks review from the
AppellateCourt’ sDecision.

ROLLS-ROYCE vs. NEWMOTORVEHICLE
BOARD

Robert Pond, anindividual, filed apetitionwiththe

Board seeking repurchase of a Rolls-Royce
vehiclehecontendsmet therequirementsof theLemon
Law. A Motion to Dismissthe Petition for Lack of

seeJUDICIAL, page 10
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General Board Meeting
March 6, 2001
Sacramento*

“IIIIIIIIIIIIIIIIIIIII.‘

BOARD SEEKS
RESPONSES TO FEE
QUESTIONNAIRE

ffective December 31, 2000, theannual Boardfee
(13 CCR 8§ 553) paid by new motor vehicle
dedlers, manufacturers, and distributorswasre nstated.
WhendedersrenewtheirlicensewithDMV, they will be
charged aNew Motor Vehicle Board fee of $300.00.
InJanuary 2001, thestaff sent adetailed questionnaireto
a number of auto commercial and motorcycle
manufacturerslicensedin Cdiforniawhoseproduct line
isnotwell-known. Thepurposeof thequestionnairewas
to ascertain which of these licensees fall within the
Board' sjurisdiction. InMarch2001, datasummaries
will be sent to all manufacturers and distributors
requesting thenumber of new motor vehiclesdistributed
by each which were sold, leased, or otherwise
distributed in Californiato aconsumer during 2000.
Based upon the 2000 sales data, an invoice will be
generatedinJuly 2001. Manufacturersanddistributors
arecharged $.45 per vehiclesold, withaminimumfeeof
$300.00. Asyoumay recall, thefeeswereeiminated
in 2000, for 1999 sales, in order toreducetheBoard’s
account surplus.

(*Board Meeting dates ar e subject to change. A meetingagendawith timeand
location detailsismailed 10 daysprior tothemeeting.)
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UPCOMING BOARD
MEETINGS

General Board Meeting
April 27,2001
Indian Wells*

'.IIIIIIIIIIIIIIIIIIIII"

JUDICIAL
Continued from page 9

Jurisdictionfiled by Rolls-Roycewasdenied.

Theissue presented by thewrit waswhether the Board
has subject matter jurisdiction over aclaim by acar
owner against amotor vehicledistributor inwhichthe
owner seeks to have the distributor repurchase the
vehiclepursuant to Civil Codesection 1793.2.

Ora argumentswerepresentedonApril 19,2000. The
Court denied Respondent’ sPetitionfor Writ of Mandate
or Prohibition. TheCourt determinedthat it waswithin
theBoard' sjurisdictionto hear aL emon Law dispute.
Thefact that Mr. Pond had participated inathird party
disputeresol ution processdid not preclude himfrom
proceeding beforethe Board.

Onor about July 21, 2000, Rolls-RoycefiledaNotice
of Appedl. Theunderlying petitionbeforetheBoardwas
dismissed on November 9, 2000. On January 4, 2001,
Rolls-RoycefiledaNoticeof Abandonment of Appeal.
Thismatter isnow closed.




