
DEALER ASSOCIATIONS
ENDORSE JM&A’S
F&I CERTIFICATION

DEERFIELD BEACH, Fla. — To be
proactive in F&I compliance, Mary-
land and Washington, D.C.-area
dealer associations are working to-
gether to pioneer a new certifica-
tion program.

Maryland Auto Deal-
ers Association (MADA)
and Washington Area
New Auto Dealers Asso-
ciation (WANADA) have
endorsed an F&I certifi-
cation program, devel-
oped by JM&A Group,
that gives F&I managers
an understanding of the
F&I laws and helps im-
prove selling skills to enhance the
vehicle-buying experience.

The program also provides a crit-
ical source of ongoing education
and training. MADA and WANADA
are among the first regional auto
dealer associations to provide a
proactive means of facilitating
awareness of legislation affecting
the F&I process at auto dealerships.

“This new certification process
underscores the importance of as-
suring that customers who are buy-
ing a car or truck in our region will
experience an F&I process that is
valuable to them and complies with
all laws,” said WANADA President
Gerard Murphy.

MADA President Peter Kitzmiller
added: “We are proud that Mary-
land dealers will be among the first
to have access to a process that is
thorough, comprehensive and
long-term; our dealers are eager to
offer the best possible customer ex-
perience in finance and insurance.”

JM&A Group’s new program ad-
dresses the federal laws that govern
disclosures for F&I managers, ex-
plores state-specific regulations that
impact dealerships, and provides
ongoing training and education for
participants to maintain their certifi-
cation on an annual basis.
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VW CREDIT FOCUSES ON WEB SECURITY
FOR DEALERS, FINANCING CUSTOMERS

WALTHAM, Mass. — VW Credit Inc. will begin using the
Watchfire AppScan Web application vulnerability testing tool to
lock down Web site security. Watchfire provides software and
services to help ensure the security and compliance of Web sites.

“We are dramatically increasing our presence on the Web,
making financing more convenient and efficient for VW Cred-

it Inc. customers and dealers alike, and security is a
primary thought in every application we deploy,”
said Terry McCarthy, information risk manager for
VW Credit Inc. “Watchfire’s AppScan is invaluable
in its ability to not only catch security defects that
could present a vulnerability before we go live with
new Web applications, but it also audits our live
Web sites for new vulnerabilities and compliance
reporting.”
VW Credit’s Web infrastructure provides financing
for Volkswagen, Audi and Bentley vehicles, and con-

tains customer-facing applications — many of which collect
personal information such as loan application forms. VW Credit
is a wholly-owned subsidiary of Volkswagen of America Inc.

Watchfire’s AppScan identifies security vulnerabilities and
provides comprehensive remediation tasks to address risks be-
fore they can become a security problem. This allows VW Cred-
it to validate Web application quality for new levels of security
confidence, while also helping to ensure compliance. In addi-
tion, AppScan integrates with VW Credit’s existing security
processes and technology, including custom security and regu-
latory compliance reporting.

DEALERS FIGHT USED-CAR LEGISLATION
SPRINGFIELD, Ill. — Despite heavy opposition from car dealers, lawmakers are battling to give the public the

right to see accident histories of used vehicles, reported the Chicago Tribune.
Consumers can currently check the history of a vehicle through the secretary of state, but most purchase the

records through companies such as Carfax or AutoCheck. Those histories do not include accidents in Illinois and
Oregon, the only states that do not allow the public access to accident records. The proposed Used Car Buyers
Right-to-Know Act would release police accident records to the public through the Illinois Department of Trans-
portation, where the reports are filed.

The auto dealer industry is working to stop the proposed changes. Opponents of the bill question the accu-
racy of the accident records and its potential to hurt used-car prices. Leading the opposition to the legislation are
the Illinois Automobile Dealers Association and the Chicago Automobile Trade Association.

DEVELOPMENTS 

FORD MOTOR CREDIT SETS
4-POINT PLAN

In an attempt to help dealers sell
more vehicles in 2006, Ford Motor
Credit Co. President A.J. Wagner said
that the company plans on launching
a four-point plan, according to an Au-
tomotive News report.

The four-point plan that Ford Motor
Credit is pitching to dealers includes:

1. Technology to streamline the
sales and F&I process

2. Actions to drive owner loyalty
and showroom traffic

3. Programs such as loyalty incen-
tives to enhance Ford Credit’s
competitiveness on both the
wholesale and retail sides

4. Assistance for dealers in training
and consulting.

According to Automotive News,
Wagner also said that the company
will monitor its leasing volumes,
which are currently growing.


