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Rex is a Principal of HBK CPAs & Consultants and directs 
the firm’s Dealership Solutions Group . He has worked 
extensively in the dealership industry since 1984 as a 
department manager, a general manager and an owner, 
as well as providing tax, accounting and operational 
consulting services exclusively to dealers as an 
independent CPA. This experience includes working 
closely with hundreds of dealers from coast-to-coast 
since 1987 on creative tax planning and financial 
statements issues. He provides clients with a wide range 
of transaction work services and consults for them in 
specialty areas such as operations, government 
regulatory compliance, valuations and M&A feasibility 
studies. Rex is active in many professional associations. 
He is the current Chairman of the BDO Dealership 
Industry Group, contributes articles and commentary to 
dealership industry publications, is frequently called 
upon to speak to industry associations and conferences, 
provides expert testimony, and is regularly quoted by 
industry and the general media.

Rex Collins, CPA, CVA
Principal

Dealership Solutions Group
rcollins@hbkcpa.com

317-504-7900

https://hbkcpa.com/industries-served/dealership-services/
mailto:bdigirolamo@hbkcpa.com


3



4

I received a PPP loan of less than $2.0 million.  
I heard that some guidance was issued earlier 
this week that may impact me.  What can you 
tell me about this?
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DEALERSHIP would like to re-employ you as a technician.  
Should you accept this offer of re-employment you are 
expected to be at the dealership at 7:30 a.m. on May 13, 
2020. Should you decline this offer of re-employment you 
should be aware that you may forfeit eligibility for 
continued unemployment compensation. Further, 
DEALERSHIP may be required to report this declined offer 
of re-employment to the STATE Department of Labor and 
Workforce Development.
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Are you offering re-employment to employees who are 
refusing to return to work?

 Yes
 No

Poll #1
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From Survive to Thrive:
Guiding Your Dealership Past the Coronavirus Crisis 

May 14, 2020

YOUR 
DEALERSHIP
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“never let a good crisis go to waste”

Winston Churchill

3 Reasons to Use the Coronavirus Crisis to Make Change

1. Practical Reason: You Have to Change Anyway
2. Leadership Reason: It Shows Change is Possible
3. Social Reason: It Creates Momentum
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Roadmap: Survive to Thrive

Persevere 
&

Maintain

RECOVER

THRIVE

Factory Stability

Financial Health

Health & Safety

Agility

Competitive Advantage

Strategy

Rightsizing

Productivity/Workforce

Market Opportunity
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Roadmap: Survive to Thrive

SURVIVE Factory Stability

Financial Health

Health & Safety

• Evaluate remote working and selling arrangements

• Secure remote access to DMS, etc.

• Follow public health guidelines

• (Over) communicate with clarity and compassion

• Account for impact on employees’ moral
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Roadmap: Survive to Thrive

SURVIVE Factory Stability

Financial Health

Health & Safety

• Mitigate revenue losses

• Strategies to mitigate factory disruptions
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Roadmap: Survive to Thrive

SURVIVE Factory Stability

Financial Health

Health & Safety

• Liquidity is paramount

• Build your structure and maximize PPP forgiveness 
within your structure

• Weekly cash budgeting
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Poll #3

Have you encountered employee moral issues 
in the last 6 weeks?

Yes
No
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Roadmap: Survive to Thrive

RECOVER
Rightsizing

Productivity/Workforce

Market Opportunity

• Cost optimization strategies

• Working capital and cash management
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Roadmap: Survive to Thrive

RECOVER
Rightsizing

Productivity/Workforce

Market Opportunity

• Workforce flexibility

• Productivity

• Upgrade your staff

• Initiate process/structure/procedure improvements
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Roadmap: Survive to Thrive

RECOVER
Rightsizing

Productivity/Workforce

Market Opportunity

• Seizing an opportunity in a downturn

• Customer perception has changed in the past 2 months

• Why can’t I buy from my sofa?
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Roadmap: Survive to Thrive

THRIVE
Agility

Competitive Advantage

Strategy

• Strategy alignment

• Stress-test your long-term strategy
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Roadmap: Survive to Thrive

THRIVE
Agility

Competitive Advantage

Strategy

• Ways to differentiate your dealership
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Roadmap: Survive to Thrive

THRIVE
Agility

Competitive Advantage

Strategy

• Organizational agility

• Insight-led innovation
• Dealership Data and Changing Benchmarks
• Integrated Performance Management
• Dynamic Forecasting
• Constant Performance Reporting 
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Poll #3

Have you contacted the HBK Dealership Solutions 
Group seeking assistance with the PPP Forgiveness 

calculations?

Yes
No
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Roadmap: Survive to Thrive

Persevere 
&

Maintain

RECOVER

THRIVE

Factory Stability

Financial Health

Health & Safety

Agility

Competitive Advantage

Strategy

Rightsizing

Productivity/Workforce

Market Opportunity
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Your Input is Important…

What Topics Interest 
You Most?

Our series will be built 
around your needs.  

Please watch for a survey 
in your email.  
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The Coronavirus Crisis
Webinar Series

Join HBK Dealership Solutions Group
Next week for another installment of our Third Thursday

May 21st 11:00 – 12:00 EDT

Registration link will be provided after this webinar.



Let us answer YOUR dealer specific questions

Rex A. Collins, CPA, CVA
317-504-7900

rcollins@hbkcpa.com

Jordan Baierl, CPA
724-934-5300               

jbaierl@hbkcpa.com

HBK Dealership Solutions Group 
317-886-1624

vramun@hbkcpa.com

mailto:rcollins@hbkcpa.c
mailto:rcollins@hbkcpa.c
mailto:jbaierl@hbkcpa.com
mailto:vramun@hbkcpa.com


Hill, Barth & King, LLC (“HBK”) is a multidisciplinary financial services firm, offering the collective intelligence of hundreds of 
professionals committed to delivering exceptional client service across a wide range of tax, accounting, audit, business advisory, 
valuation, financial planning, wealth management and support services.

Copyright © 2020 Hill, Barth & King, LLC. All rights reserved.

This Presentation contains general information only, and HBK is not providing through this presentation accounting, tax, business, 
financial, investment, legal or other professional services or advice. This presentation is not a substitute for professional services or 
advice, and it must not be used as a basis for any decision or action that may affect you or your business. Please consult a qualified 
business advisor before making any decision or taking any action that may affect your business. HBK shall not be responsible for 
any loss sustained by any person who relies on this presentation.


