










 

Axiom Advisors shares weekly insights into automotive retail 
dealerships! Learn tips, trends and controversies related to 

dealership operations, fraud risks and internal controls.

To receive The Weekly Spiff, simply follow us on Linkedin or come visit our website at www.axiom-auto.com/welcome and signup to receive it in your inbox.
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s your dealership properly handling 
exports transactions in accordance with 
state and federal laws? 

In our Axiom Analysis, we often discover weak-
nesses in vehicle export processes and documenta-
tion. If an international customer purchases a 
vehicle with the intent to export, the customer is not 
exempt from sales tax unless he or she provides 
proper documentation.  

If a customer intends to export a vehicle, the dealer-
ship has the responsibility to prevent the customer 
from driving the vehicle off the lot by issuing a 
temporary tag. Direct exports are typically not 
charged sales tax and are not registered. In turn, 
typical export rules indicate the vehicle must be paid 
in full, an affidavit that the vehicle won’t be driven in 
the selling dealer’s state must be signed, and a bill 
of lading must be collected for the deal jacket. In 
addition, we often recommend new vehicles be 
titled to prevent a MSO from being sent overseas 
and resold as a new vehicle by an unauthorized 
dealer. After the vehicle purchase, the customer 
may ask to keep the vehicle on the dealership’s lot 
for up to 72 hours in order to clear U.S. Customs 
and Border Protection. During this period the 
vehicle does not need to be insured and when the 
customer removes the vehicle from the lot the 
dealer should maintains proof of how the vehicle 
was removed.  

Proper Handling of
Export Transactions
Can Be Taxing

n any dealership, parts may be considered assets at 
the highest risk. Why?  Because parts theft could very 
easily remain undetected since few people monitor 

parts activity besides parts managers. Between the high trans-
action volume, frequently changing part numbers, returns, new 
vendors, and special orders, it can be a challenge to know 
everything that has been happening in the parts department. 

By implementing a daily bin count and an annual physical inven-
tory, dealers and controllers can have more control over their 
parts inventory. 

When performing a daily bin count, one should select a few high 
risk parts from the parts pad and verify they are still in inven-
tory. Some examples of parts to select include those that have 

a history of plus/minus adjustments, scrapped parts, and 
parts sold for low or negative gross profit on parts tickets or 
repair orders.

We recommend having an individual from the accounting 
office trained on the proper procedures to conduct an unan-
nounced bin count.  The individual should be able to print out 
the parts inventory and find bins in the parts department, 
without the help of parts department personnel.  Then bin 
counts can be checked against on hand quantities in the parts 
pad and vice versa. 

You might think your parts department is operating effectively 
and efficiently, but you may be surprised by what you find 
when you implement and enforce new internal controls.  

Implementing Strong Guidelines in the Parts
Department to Prevent Theft.

Axiom Advisors was formed in the spirit of providing a fresh, new 

alternative to meet the specialized needs of retail automotive dealers. 

Our team of professionals has the unique combination of over 50 years 

of hands-on retail automotive industry experience working directly in 

dealerships, paired with the assurance of professional accounting expe-

rience. Our advisors are “car guys” who speak the language of the 

industry and truly understand the complexities of your business. We 

specialize in enterprise management, mergers and acquisitions, and 

litigation support.      
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Last time I got a new franchise,
it wasn't this hard....
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