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F ollowing a strong grassroots effort and an ag-
gressive lobbying campaign by MNCTDA and 

WANADA, Maryland dealers celebrated last 
month when Governor Robert Ehrlich ended a ten 
year effort to increase dealer processing charges by 
signing a new law raising the maximum fee from 
$25 to $100. Also accepted was a dealer amend-
ment making the change in the law effective July 1, 
2003, instead of October 1, 2003, so dealers can 
begin collecting higher fees sooner. 
 But with that new law comes requirements and re-
sponsibilities. To address those issues, MNCTDA 
held a seminar last week that spelled out the new 
requirements for buyer’s orders, advertising, 
freight charge, disclosures and a written explana-
tion for the charge. 
 Nearly 100 dealers and managers attending this 
important meeting heard from MNCTDA President 
Peter Kitzmiller, Mike Johansen of Rifkin, 
Livingston, Levitan & Silver, government relations 
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MD DOC Fee Seminar Spells Out New Law 
Dealers Get Ready for Increase in Fees, New Requirements July 1 

Mike Pallone, Frank Joyce 
Receive Fairfax “Citizens Award” 

 

C ongratulations go to Mike Pallone and Frank 
Joyce of the Pallone Automotive Group who 

were the recent recipients of the Fairfax County Po-
lice Department’s Citizens Award for their support 
of the Police Department’s advanced driver training 
program for teens. 

The Fairfax County Police Department had long 
considered such a program in hopes of improving 
the driving skills of teens and reducing the likeli-
hood they would become involved in crashes. One 
of the biggest hurdles was getting cars for the stu-
dents to drive. But when Lt. Purvis Dawson ap-
proached Mike Pallone with the idea of providing 
vehicles for three “trial” courses to test the feasibil-
ity of the program, Pallone jumped at the chance to 
support his community and make this worthy cause 
come to fruition. He quickly got Frank Joyce,   

(Continued on page 3) 

A full house for the Maryland DOC fee seminar. 

counsel to MNCTDA and WANADA, and 
Mike Charapp of the firm Charapp, Deese & 
Weiss.  
  

Dealer processing charge 
 The dealer processing charge includes the 
following primary elements: 
•  If a dealer charges a dealer processing 
charge, the charge shall be justifiable and 
may not exceed $100. (Effective July 1, 
2003) 

•  The charge should reflect the dealer’s expenses 
generally incurred for the services identified in a 
written disclosure statement. 
•  A written disclosure of the services included in 

(Continued on page 2) 

DEALERS IN THE SPOTLIGHT 
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(Continued from page 1) 

the dealer processing charge should be available on 
request by the purchaser. 
•  A price statement must be attached to the win-
dow of the vehicle for sale, next to any other price 
disclosure required by law. The dealer processing 
charge sticker must be printed in at least 10 point 
type, and must include the statement “Not Re-
quired by Law.” 
•  The “Total Purchase Price” means the price of a 
vehicle agreed on by the buyer and the seller, in-
cluding any dealer processing charge. The dealer 
processing charge, which shall be disclosed above 
the total purchase price in at least 10-point type as 
“Dealer processing charge (Not Required by 
Law............$   .00.”   
•  The total price may exclude only the taxes and 
title fees payable to the State.  
•  The dealer processing charge will be a taxable 
item. (Effective July 1, 2003)  
•  The dealer processing charge does not have to be 
included in the advertised price of the vehicle, but 
the ad must clearly and conspicuously disclose the 
amount of the dealer processing charge and the ac-
tual freight charge in at least 10-point bold font 
within reasonable proximity to the advertised price 
of the vehicle.  
 To avoid noncompliance and the threat of law-
suits, the seminar speakers emphasized three areas 
of DOC fee disclosure: new buyer’s orders, adver-
tising and window stickers. Inspections by Mary-
land officials are expected, so these areas should be 
done now so dealers are in compliance by July 1. 
 The fees must be substantiated by actual services 
rendered by the dealership, but not those compen-

MD Processing Fee Law Creates New Freight Change Requirements 
 
  The Maryland General Assembly enacted legislative changes to state advertising requirements regard-
ing freight.  Beginning July 1, 2003, all advertisements that list price for the vehicle shall separately dis-
close the amount of freight charge in at least 10 pt bold type. If the freight charge is already included in 
the advertised price, then this new requirement need not be met. This approach to advertising the 
amount of freight charge is similar to the existing requirement in Virginia.  
 In addition, Maryland law also requires an additional disclosure of “freight charge” on each buyer’s or-
der for each new vehicle. Beginning July 1, 2003, buyer’s orders must include the phrase, “Freight 
Charge” (space) and dollar amount in at least 12-point type on the buyer’s order.  Please be sure that 
these new freight requirements are followed in your dealership beginning July 1, 2003. They are new 
requirements that apply irrespective of  your choosing to charge a processing fee.  

Dealer Processing Charge sated for by other sources, and must use the 
phrase “Not Required by Law.” Training sales 
staff on exactly what processing fees cover is 
critical. It was suggested salespeople say: “This is 
a fee we are allowed to charge by law for services 
in selling the car.” For more a detailed explana-
tion, customers – who request it – should be given 
a brochure or hand out explaining the fees. But 
dealers do not – and should not – assign dollar 
amounts to services, which are for the dealership’s 
records only. 
 Although the fees are negotiable, dealers should 
not charge a higher fee because they know a per-
centage of customers will not pay the fee, and 
they should not charge different fees to different 
groups of buyers, i.e., credit versus cash custom-
ers. 
 To avoid antitrust danger, the speakers also 
stressed the importance of keeping processing fee 
determinations in-house by not discussing it with 
any competitors. Dealers were also reminded that 
there are literally hundreds of active class-action 
lawsuits throughout the country for millions of 
dollars against auto dealers and other businesses 
for fraudulent or excessive processing fees.  In 
some well-publicized cases, dealerships have been 
convicted of criminal acts and suffered heavy 
fines. 
 So, as Mike Charapp pointed out, “The conse-
quences of not following the statute are serious.” 
 MNCTDA and WANADA are preparing a more 
comprehensive guide for dealers by July 1. For 
further information on the dealer processing 
charge law, contact WANADA or MNCTDA at 
(202) 237-7200 and  (301) 261-1717 respectively.  
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Zourdos’ Golf  Tournament  
Raises $100,000 for TLC 

The 12th Annual TLC/
Courtesy Jeep Golf and Tennis 
Classic, held June 2, at Lake-
wood Country Club in Rock-
ville, raised $100,000 for The 
Treatment and Learning Centers 
(TLC) in Rockville, which 
serves 2,700 people with dis-
abilities each year. From its in-
ception, Courtesy Jeep has been 
the signature sponsor of the 
tournament and Chris Zourdos, 
president of Courtesy Jeep, has 
been its chairman. 

This year’s Classic featured 
a full field of 144 golfers as 
well as a tennis tournament, a 
luncheon, cocktail reception, 
awards dinner, and silent and 
live auctions.  

One unique part of the event 
is a tennis clinic that the Lake-
wood tennis pros put together 
for the 30 middle school stu-
dents from TLC's Katherine 
Thomas School for students 
with moderate to severe learn-
ing disabilities. They spend the 
morning with the youngsters 
teaching them basic tennis skills 
through fun games and chal-
lenges, and Zourdos gave each 
student his own tennis racket to 
take home.   
 The Classic is TLC’s largest 
fundraising event – bringing in 
nearly a third of its fundraising 
revenue – and is one reason 
Zourdos was nominated by 
WANADA for the 2003 TIME 

Zourdos (left) recognizing long-
time TLC committee member 
Dave Prokopchak and TLC Execu-
tive Director Richard Pavlin. 

Magazine Quality Dealer 
Award (TMQDA). Next year’s 
Classic will be held Monday, 
June 14, 2004 at Woodmont 
Country Club. 

Fairfax Citizens Award  
(Continued from page 1) 
president and co-owner of Mike Pallone Nissan, involved in 
the project; and when the time came for the first trial course, 
Joyce had six cars ready and waiting. 

The first cars provided, both new and used, were all four-
door automatics in great working condition. Some had ABS 
braking systems and some didn’t, and as the first group of 
youthful drivers attempted to grasp the concept of “threshold 
braking,” it became clear that these cars were going back to 
the dealership with flat-spotted tires. Without hesitating, 
Joyce said that was not going to be an issue, and he was eager to know when the next course was to be-
gin. 

When it was time for the third and final trial course for the program, there was some consternation 
that Pallone Chevrolet might reconsider, since the youthful drivers had been fairly hard on the cars 
during training. All worry was for naught, however, because the cars were ready and waiting, and    
everyone at the dealership was fully supportive. 

Thanks to this kick-start by Pallone Chevrolet, the Fairfax County Police Department was able to 
confirm the feasibility of the youthful drivers program with no capital expenditures. The police depart-
ment has now received funds to purchase vehicles, and this potentially life-saving program is up and 
running. In fact, it was featured this month in an article in The Washington Post. 

WANADA is proud of this fine example of true community involvement and commitment by our 
members. 

DEALERS IN THE SPOTLIGHT 

Fairfax County Chief of Police presents the 
Citizens Award to Mike Pallone and Frank 
Joyce of the Pallone Automotive Group.   
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62nd Washington Soap Box Derby, This Saturday, June 21 
 This Saturday, June 21, is Derby Day in DC — Soap Box Derby, that is. It’s a 
chance to see 60 or so kids, 8 to 17 years old, compete head-to-head down a 
quarter mile course on Constitution Avenue in their hand-built, gravity-powered, 
brightly-decorated racers. As the proud lead sponsor of this all-American event 
for over 10 years, WANADA encourages its members and friends to join the pa-
trons and participants in cheering on these enterprising young speedsters for the 
62nd running of the Greater Washington Soap Box Derby. Come on out and have 
a great time! For more information about the race or sponsorships, visit the Web 
site, www.dcsoapboxderby.org, or contact Tom Mann at WANADA, (202) 237-7200. 

Enclosures: 
• Bobby Mitchell Hall of Fame flyers, donation form and donation list 
• Bobby Mitchell Banner Ads flyer 
• Bobby Mitchell Hall of Fame Sponsor list  
• WANADA Seminar RSVPs 

SAVE THE DATE: July 23, Two Vital New WANADA Workshops! 
Selecting/Developing/Retaining GREAT Automotive Sales Professionals:  
Is dealership turnover hurting your reputation and CSI rating? Would you agree that creating an effec-
tive process could stop bad hires?  If so, you need to attend this powerful WANADA workshop  de-
signed to decrease your turnover and increase your employees’ productivity by hiring sales           pro-
fessionals.    
Customer Service and Selling Secrets Of  The Pros:  
 Tired of the same ol’ sales training? Ever wonder why Carl Sewell, the author of Customers For Life 
hires Champion Education Resources (TeamCER) for his customer service training?  Both workshops 
feature top trainer Curt Tueffert of TeamCER, author of 201 Sales Motivators and Five Stones For 
Slaying Giants, who will offer a fresh perspective on sales and customer service. 
 Both workshops will be held July 23rd at the Sheraton Premier in Tysons Corner, For more informa-
tion, see the RSVPs enclosed with this Bulletin or call Darenda Petrolle at WANADA, (202) 237-
7200. Sign up today! 
 
BOBBY MITCHELL UPDATE: 
Check Donation List, Sign Up Now for Sponsorships, Banner Ads  
 Due to fax transmission problems over the past couple of weeks, we might not have received some 
commitments for contributions to the Bobby Mitchell Toyota Hall of Fame Golf Classic. Please check 
the donor list enclosed with this WANADA Bulletin. Anyone who faxed in a commitment who does 
not appear on the list is asked to please re-fax their commitment ASAP so that we can update our lists.   
Dealers, kindred members, vendors and friends of WANADA are also reminded that sponsorships and 
banner ads to be featured on the www.bobbymitchell.com Web site are still available. See the flyers 
enclosed with this Bulletin for details. 

Thought for the Week… 
       ''The one function TV news performs very well is that when there is no news we give it to 

you with the same emphasis as if there were.” 
 

        —David Brinkley (1920-2003) 

Happy Birthday Ford Motor Company — 100 years old today! 


