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Twin Cities Auto Show
Record warm temperatures during Auto Show week didn’t distract the 
crowds from showing up this year.  This year’s Show offered a little 
bit of everything to everyone as the Show and the crowds continued 
to grow.

To view all the photos from this event go to  www.mada.org
 MINUTES
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 As health care costs continue to accelerate there is no better time to pull over 
and compare health plans. The Minnesota Automobile Dealers Association and 
PreferredOne o� er a range of products designed to maximize your health care 
dollars, including quali� ed high deductible medical plans for use with a Health 
Savings Account (HSA). An HSA allows tax-free contributions and interest growth 
in a medical trust account to pay for quali� ed out-of-pocket medical expenses. 

When you partner with PreferredOne and MADA, you and your employees 
will be equipped with:
■ A variety of products designed to maximize your health care dollars
■ Open access to over 19,200 physicians and specialists, without referrals 
■ Quality care in over 250 hospitals 
■ 100% coverage for preventive care

Find out how to accelerate your health care savings. Call MADA Insurance 
at 651-291-2400 or 800-652-9029.

 © 2011 PreferredOne

HSA 

QUALIFIED 

PLANS 

AVAILABLE

Turn To PreferredOneOpening Night
Dealers got to have a little fun too at the Auto 
Show.  This year’s Opening Night Party was 
another well attended event by dealers and 
their managers.  George Maurer provided 
some cool jazz licks as dealers talked and 
sampled the Hyatt’s best delicacies.  

To view all the photos from this event go to  www.mada.org
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Call MADA for all of

your Direct Mail Needs.

651-291-2400 • 800-652-9029

MADA Endorsed Services & Vendors
Computerized Vehicle Registration
 CVR

F&I Products
 Protective

Group Health Insurance
 PreferredOne
 Delta Dental
 ReliaStar Life

Workers Compensation
 Ensure Agency
 Midwest Family Mutual

Dealer Bond Program
 Ensure Agency

Collections
 Springer Collections

Check Guarantee/Credit Card Processing
 Certegy

Disability Income Insurance & Section 125 Cafeteria Plans
 American Fidelity Assurance

OSHA, EPA & DOT Compliance/Training
 ComplyNet Corporation

Fleet Fueling Program
 SuperAmerica

Office Supplies
 Staples Business Advantage

Website Management
 Autobase 

Uniforms and Linen Services 
 AmeriPride Linen and Apparel Services

Hole-In-One Insurance 
 Hole-In-One-USA

Pre-Paid Legal, Jim Gavin 
 Identity Theft Shield & Pre-Paid Legal Services
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That’s right!  In fact, training 
and education are always in at 
MADA.   Whether it’s an on-site  
workshop, a webinar or a  
roundtable luncheon, MADA is dedicated 
to offering progressive, quality educational 
programs to enhance the performance and 
career of dealership employees and the bottom line.
Investing in your employees is probably the single greatest compliment you can 
pay them.   Sure, it might cost a few bucks, but the ROI…… PRICELESS.  Can you 
put a price on Dedication? Loyalty? Confidence?  Research indicates that these 
are just some of the attributes associated with an employee whose employer 
invests in their career and in their future.   In a survey recently conducted 
among several hundred dealerships, 40% of respondents said that they did 
not have a line item for education in their budgets.  Considering the changes 
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that have occurred in the automotive industry in the past 10 years, this is 
mind-boggling.   In fact, research has proven that employers who offer their 
employees training and certifications are far more likely to have happier 
employees that are more likely to stay with the dealership longer.

Even though most car dealerships and even larger dealer groups are 
described as “small businesses,” they have fairly complex management 
structures.   Dealerships often have 5, 6 and sometimes even more profit 
centers, each typically with its own manager with responsibility for 
the bottom line.  But seldom is there a dealership that has the ability 
to dedicate resources to create management, employee and new 
employee training targeted for each business unit in the company.

That’s why, in any given month, MADA provides dealerships the 
opportunity to engage just about every one of its employees in a 
workshop, webinar or roundtable related to their position. 

One of MADA’s goals is to offer educational resources 
on topics ranging from sales and service, to F & I, to 
administrative and HR functions in an effort to operate 
a more profitable and efficient business while enhancing 
employee performance.  

 “I have my people go through training and required 
reading to take their personal career to the next level,” says 
Matt Saxe, of Matt Saxe Chevrolet Buick.   “It seems MADA 
has added a lot of training programs in the last year or so.  It’s 
a wonderful program.  Unlike some of the big stores who have 
a formal in-house training program, my store is relatively small.  
MADA has a conducive and organized program that offers really good 
topics and a well-rounded program to get our people trained.  Sure, we 
use some outside trainers, too, but we rely on MADA for most of our 
training and education needs, especially in the areas of service, sales, 
HR and regulatory/compliance training.” 

Dealership employees increasingly seek webinar opportunities that 
allow education on demand.  Online continuing education  allows 
dealership employees to take advantage of learning experiences 
without having to leave the dealership, or even their desk.  In 
addition, collecting the webinar recordings and establishing 
a training library is an efficient and effective means to train 
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Gregory Giangrande, Executive 
VP and Global Chief HR Officer 
for Dow Jones and the Wall Street 
Journal, Mr. Giangrande is an 
expert on “How to Hire the Right 
Employee and Keep Them.”

Steve Burton is a top-notch labor 
attorney with the firm of Felhaber, 
Larson, Fenlon & Vogt, specializing 
in labor law.

Jeff Cowan, an NADA speaker and 
presenter, has established himself 
as one of the top service trainers 
for Service Managers and Service 
Advisors.

Jerry Thibeau, better known as the 
“Phone Ninja” has assisted many 
sales teams with their Inbound and 
Outbound phone skills. 

Ralph Paglia, with Tier 10 
Marketing, Ralph’s experience 
in building and growing internet 
departments has earned himself  
national recognition for helping 
dealerships in this area.

Penny Phillips, with the firm of Felhaber, 
Larson, Fenlon  & Vogt, has been named 
Super Lawyer for six consecutive years.  
Her expertise in FMLA law and other 
HR issues helps MADA members sift 
through these complex issues.

Sandi Jerome is well known in the 
dealership world for her expertise in 
dealership finance, DMS systems 
and how to accomplish the 3-day 
close. 

Steve Richards has trained sales 
teams for over 32 years. Steve 
has also worked with a number 
of automotive manufacturers to 
develop and improve their sales 
strategies.

Walter Simson is an expert on 
digging deep into dealership 
financials to find ways of Improving 
Financial Performance.

Elise Kephart, YouTube Diva, 
offers a hands-on workshop 
that help attendees develop 
personalized sales videos. 

Scott Gordon heads up the 
national dealership arm for 
CliftonLarsonAllen. and shares his 
expertise on dealership financial 
issues.

Mike Herold is CliftonLarsonAllen’s 
sales tax expert.  Offering seminars 
on local and state tax issues, MADA 
relies on Mike for updates on sales 
tax changes, rules and regulations.

Paul Gillrie is better known as 
the DMS guru.  His knowledge of 
these systems helps dealerships 
determine which one is best for 
them and understanding the 
contracts.

General Counsel for MADA, Jim 
Schutjer, regularly shares his legal 
expertise on a variety of subjects 
unique to MN dealerships.

MADA’s Expert Educators
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employees.  MADA has partnered with 
DealersEdge to bring weekly webinars on a 
variety of topics.

MADA also offers many live seminars 
as well.  “One of the benefits to on-
site classes is that you block out the 
everyday distractions and focus on the 
present,” says Saxe.  And even with all 
the new opportunities offered through 
the internet, face-to-face learning 
opportunities have real and tangible 
value.  Getting to know your peers 
where you can share the same concerns, 
challenges, and successes has many associated 

benefits that extend way beyond 
the information.  

MADA searches for and 
seeks out some of the 
best educators/trainers 

in the industry.  Some are 
right here in Minnesota; 
many are national.  Either 
way, MADA wants to make 

sure it is offering a quality 
program and meeting 

the needs of MADA 
members.   

Part of MADA’s 
stable of experts 
includes You 
Tube Diva, Elise 
Kephart, who 
conducts a full-
day workshop 
demonstrating 

to sales people 
how to take 

advantage of YouTube 

to 
c o n n e c t 
with customers and sell 
more cars.  Her hands-on approach allowed 
the participants the ability to make their own videos 
before they left the class.   Jerry Thibeau, the Phone 
Ninja, conducted several sessions assisting sales staff 
with inbound and outbound phone techniques.  Jerry 
is an NADA speaker and is nationally recognized for his 
work assisting sales people.   Because of his rave reviews, 
MADA continues to bring Jerry back, and will do so again 
this spring.   MADA has engaged one of Minnesota’s 
Super Lawyers to address HR concerns, a top labor 
attorney to discuss labor law issues, engaged a DMS 
guru to help dealerships make decisions in this arena, 
brought in dealership tax experts to provide updates on 
the latest rules and regulations, had Dow Jones Executive 
Vice President of HR speak on hiring and retaining 
employees…... and the list goes on and on.

Take a look and see what MADA training has in store for 
your dealership.  Go to the website at www.mada.org 
and take a look at the training opportunities highlighted 
in each month’s MADA newsletter.    From providing basic 
education to polishing professional skills, MADA has the 
training and educational resources to enhance employee 
success and dealership profitability. 

If you aren,
t familiar with 

MADA,
s educational programs, we 

challenge you to give it a try.  
If you email denise@mada.org 
and mention this article, your 
dealership will receive one free 
live seminar or workshop with the 
purchase of one. 

(webinars excluded)

School,s In!  (cont...)
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Introducing the Mark VII 
Choicewash XT®. Decades of 
proven Aquajet® Touch-free 
technology and the unsurpassed 
efficiency and effectiveness 
of a Softwash XT® Soft-touch 
automatic—truly two machines 
in one! Choicewash XT® is an 
industry first . . . One machine 
that can deliver a top quality 
wash in either mode and it’s 
your customer’s choice!

For more information on  
upgrading your car wash—  

 Call Reliable Plus today 
 800.782.8793 
 reliableplus.com

Soft-touch & Touch-free 
now on one machine.

The Best of Both Worlds:

       Minnesota • Wisconsin

 North Dakota • South Dakota

View the entire publication online - anytime!
• Always Available

• Easy to share an article with a single click
• No storage required

Go to the MADA homepage:
http://www.mada.org

Click on “Read the MADA magazine” 

Now Available ONLINE!!!

View Minnesota Dealer Outlook 
Online @ www.mada.org



www.mada.org 15
“Bank of America Merrill Lynch” is the marketing name for the global banking and global markets businesses of Bank of America Corporation. Lending, derivatives, and other commercial banking activities are performed globally by banking affiliates of 
Bank of America Corporation, including Bank of America, N.A., member FDIC. Securities, strategic advisory, and other investment banking activities are performed globally by investment banking affiliates of Bank of America Corporation (“Investment 
Banking Affiliates”), including, in the United States, Merrill Lynch, Pierce, Fenner & Smith Incorporated and Merrill Lynch Professional  Clearing Corp., both of which are registered broker-dealers and members of FINRA and SIPC, and, in other jurisdictions, 
by locally registered entities. Investment products offered by Investment Banking Affiliates: Are Not FDIC Insured  May Lose Value  Are Not Bank Guaranteed.   ©2012 Bank of America Corporation

From driving operational efficiencies

through navigating the road ahead.

For more than seven decades, we’ve helped auto dealers enhance their operations, 

improve their bottom line and navigate changing conditions. Delivering unwavering 

commitment, deep industry expertise, financial strength and a full range of 

customized solutions to help you succeed.

Bruce Jackson

Market Executive

1.214.209.4276

Bruce.f.jackson@baml.com

AD-03-12-2175_DFS_8.5x11.indd   1 3/23/12   11:39 AM
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Tom Clusiau’s Walker Ford in Walker and Clusiau 
Sales & Rental, Inc. in Grand Rapids have been very 
busy.  Together with Chrysler, Dodge and Ford, over 
$19,000 was raised for area school. 

A 1998 Ford Ranger was presented to Northland 
High School in Remer.  The general science and 
environmental chemistry classes are hoping to produce 
a vehicle that will be capable of getting more the two 
hundred miles per gallon by using wood as a source of 
fuel.  The vehicle will be tested before and after the 
conversion to compare efficiency and consumptions of 
fuel.  

The two Clusiau stores also sponsored the Dodge 
Booster Club Fundraiser to offer test drives to assist 
the Grand Rapids High School band in raising money 
for a spring competition in Hawaii. $5,000 was raised at 
this event.

Chrysler Drive for the Kids event supported by the 
Clusiau stores was held in conjunction with the Cohasset 
Elementary Fall fundraiser.  Money raised ($1,780) will 
be spent on new laptops for the students. (picture of 
check being present to Cohasset Elementary School).

The GMADA Board voted 
to donate $5,000 to Jack 
Jablonski Fund.  Jack was 
injured in a junior varsity hockey 
game between Benilde-St. 
Margaret’s High School and 
Wayzata High School during a 
holiday tournament in St. Louis 
Park in December.  A shocking 

injury suffered during the second period has left Jablonski 
paralyzed.  

Dealers Are Good Neighbors

Grand Rapids 
High School

Band 

Walker-Hackensack-
Akeley School 

Go Wolves! Grand Rapids High School Band

Forest Lake Elementary School

Cohasset Elementary School

Northland High School
Truck donated to the Science and 
Environmental Chemistry classes

Thank You
to our hometown communities 

for all of your support!
Together, with Chrysler,

Dodge and Ford, 
Tom Clusiau’s raised over

$19,000
for our area schools
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Mankato Motor Company has been working closely 
with South Central College in Mankato.  A 2012 
Chevy Cruze was donated to the school’s technical 

p r o g r a m s .  
Pictured in the 
photo is Keith 
Stover (SCC), Dale 
Schmitt (Mankato 
Motor Company), 
Kari Simon-
Benning (Mankato 
Motor Co.) and 
Tami Reuter (SCC 
Foundation). The 
school’s goal is to 
integrate various 

disciplines to teach collaboration in producing a successful 
project.  Students studying Graphic Communications, 
Computer Integrated Machining and Auto Body and 
C o l l i s i o n 
T e c h n o l o g y 
worked to 
produce a 
c u s t o m i z e d 
Chevy Cruze to 
promote these 
disciplines.  The 
Chevy Cruze 
was completed and unveiled during a ceremony at 
Mankato Motor Company on March 13th. The car 
will be used by the college recruiter for high school visits 

throughout 
S o u t h e r n 
Minnesota, a 
creative way 
to attract 
a t t e n t i o n 
to both the 
college and 
its majors.

GMADA made a special effort this year to reach out and 
support community activities.

Child safety seat checks were a big part of the Show 
as seats were checked curbside right in front of th 
Minneapolis Convention Center.  The checks were 
performed by accredited child seat experts.  Over two 
weekends 78 child safety seats were checked.

The Auto Show also suported the foodbank sponsored 
by InterFaith Outreach and Community Partners.  

A food bank drop off 
area was set up just 
outside the main gate 
of the Auto Show and 
over the nine days 
over 1700 pounds of 
non-perishable food 
was collected on their 
behalf.

The Auto Show also made a special contribution of 
$3,000 to the Red Cross Relief Fund on behalf of the 
victims of the apartment fire that occurred directly behind 
the Minneapolis Convention Center.  This unfortunate 
event happened just as teh Show was moving into the 
MCC.  The GMADA Board of Directors supported the 
donation to assist our temporary neighbors.

Luther Automotive staff, friends and families, business 
and charitable partners packed 776,952 meals for the 
2012 Kids Against Hunger Drive which will feed 
2,128 children one nutritious meal a day for an entire 
year!  Contributions were also made to the Emergency 
Foodshelf Network and Veterans Airlift Command 
in the amount of $32,373. 



Audit    Accounting    tAx    outsourcing    Business succession    Advisory

www.cliftonlarsonallen.com

A new kind  
of firm

Clifton Gunderson and LarsonAllen have come together  

to offer something different: exceptional capabilities, deep  

industry experience, and singular client service—all for 

dealerships like yours.

©2012 CliftonLarsonAllen LLP

Scott Gorden, CPA
Managing Partner

612-376-4751
scott.gorden@cliftonlarsonallen.com
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MINNESOTA AUTO OUTLOOK Comprehensive Information on the  
Minnesota Automotive Market

Below is a concise summary of key trends and developments in the Minnesota new vehicle market.

State new retail light vehicle registrations improved 25.4% in 2011; higher than the 13.7% increase in the Nation
Inventory shortages resulting from the Japanese earthquake, high fuel prices in the Spring and Summer, and the U.S. government’s 
debt downgrade combined to put the brakes on the state new vehicle market during the Third Quarter of last year, as registrations 
declined slightly from a year earlier. But as the impact of these negative events abated during the Fourth Quarter, the sales 
recovery picked up steam. The 25.4% annual increase last year was stronger than Auto Outlook’s projected increase. New retail 
registrations declined slightly in January and February of this year compared to relatively strong reported figures a year earlier, 
but the market should maintain its positive momentum for the foreseeable future (see below).

Market predicted to improve for third consecutive year in 2012
Auto Outlook projects that registrations will exceed 160,000 units this year, an increase of 5.9% from 2011. Despite the increase, 
the market will still be below the 220,000 total recorded in 2002. Encouragingly, several key new vehicle market indicators are 
signaling that Minnesota sales should continue their upward swing for an extended period. Consumer confidence and household 
debt levels are heading in the right direction, while affordability and pent up demand are providing significant market momentum. 
Despite these positive signs, the likelihood of sluggish economic growth and the tough labor market (hangovers from the financial 
markets crisis in 2008) should prevent a sharp rebound in sales.

Chevrolet, Ford, Kia, GMC, Hyundai, and Subaru post big market share gains during past two years; Chevrolet and 
Ford are relatively strong sellers in state market
Auto Outlook’s exclusive market share trending analysis reveals the consistent gains posted by several brands during the past two 
years. State market shares for Chevrolet and Ford are well above U.S. levels.

FORECAST

Minnesota New Vehicle Market Predicted to Improve 5.9% in 2012
Increase follows big move up in 2011

Annual Review-History and Forecast

Below is a concise summary of key trends and developments in the Minnesota new vehicle market.

State new retail light vehicle registrations improved 25.4% in 2011; higher than the 13.7% increase in the Nation

Inventory shortages resulting from the Japanese earthquake, high fuel prices in the Spring and Summer, and the U.S. 
government’s debt downgrade combined to put the brakes on the state new vehicle market during the Third Quarter of last 
year, as registrations declined slightly from a year earlier. But as the impact of these negative events abated during the 
Fourth Quarter, the sales recovery picked up steam. The 25.4% annual increase last year was stronger than Auto Out-
look’s projected increase. New retail registrations declined slightly in January and February of this year compared to rela-
tively strong reported figures a year earlier, but the market should maintain its positive momentum for the foreseeable fu-
ture (see below).

Market predicted to improve for third consecutive year in 2012

Auto Outlook projects that registrations will  exceed 160,000 units this year, an increase of 5.9% from 2011. Despite the 
increase, the market will still  be below the 220,000 total recorded in 2002. Encouragingly, several  key new vehicle market 
indicators are signaling that Minnesota sales should continue their upward swing for an extended period. Consumer confi-
dence and household debt levels are heading in the right direction, while affordability and pent up demand are providing 
significant market momentum. Despite these positive signs, the likelihood of sluggish economic growth and the tough la-
bor market (hangovers from the financial markets crisis in 2008) should prevent a sharp rebound in sales.

Chevrolet, Ford, Kia, GMC, Hyundai, and Subaru post big market share gains during past two years; Chevrolet 
and Ford are relatively strong sellers in state market

Auto Outlook’s exclusive market share trending analysis reveals the consistent gains posted by several brands during the 
past two years. State market shares for Chevrolet and Ford are well above U.S. levels.
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Years

Forecast % ch.
2010 2011 2012 '11 to '12

TOTAL 120,903 151,589 160,500 5.9%

Car 56,010 64,276 69,978 8.9%
Light Truck 64,893 87,313 90,522 3.7%

Detroit Three 57,473 79,726 83,300 4.5%
European 8,136 10,361 10,593 2.2%
Japanese 46,945 48,854 53,125 8.7%
Korean 8,349 12,648 13,482 6.6%
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ture (see below).
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and Ford are relatively strong sellers in state market

Auto Outlook’s exclusive market share trending analysis reveals the consistent gains posted by several brands during the 
past two years. State market shares for Chevrolet and Ford are well above U.S. levels.

FORECAST

Minnesota New Vehicle Market Predicted to Improve 5.9% in 2012
Increase follows big move up in 2011

Annual Trend in Minnesota New Vehicle Market
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Years

Forecast % ch.
2010 2011 2012 '11 to '12

TOTAL 120,903 151,589 160,500 5.9%

Car 56,010 64,276 69,978 8.9%
Light Truck 64,893 87,313 90,522 3.7%

Detroit Three 57,473 79,726 83,300 4.5%
European 8,136 10,361 10,593 2.2%
Japanese 46,945 48,854 53,125 8.7%
Korean 8,349 12,648 13,482 6.6%

Annual Trend in Minnesota New Vehicle Market Annual Review-History and Forecast
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Brand Registrations Report
Minnesota New Retail Car and Light Truck Registrations

Most recent three months (Dec '11 thru Feb '12) Annual Totals
Registrations Market Share (%) Registrations Market Share (%)

Yr. Ago Current % change Yr. Ago Current Change 2010 2011 % change 2010 2011 Change
TOTAL 37,256 36,487 -2.1 120,903 151,589 25.4
Cars 15,202 14,008 -7.9 40.8 38.4 -2.4 56,010 64,276 14.8 46.3 42.4 -3.9
Light Trucks 22,054 22,479 1.9 59.2 61.6 2.4 64,893 87,313 34.5 53.7 57.6 3.9
Domestic Brands 19,211 19,685 2.5 51.6 54.0 2.4 57,473 79,726 38.7 47.5 52.6 5.1
European Brands 2,550 2,621 2.8 6.8 7.2 0.4 8,136 10,361 27.3 6.7 6.8 0.1
Japanese Brands 12,782 11,223 -12.2 34.3 30.8 -3.5 46,945 48,854 4.1 38.8 32.2 -6.6
Korean Brands 2,713 2,958 9.0 7.3 8.1 0.8 8,349 12,648 51.5 6.9 8.3 1.4

Acura 262 227 -13.4 0.7 0.6 -0.1 905 1,048 15.8 0.7 0.7 0.0
Audi 302 335 10.9 0.8 0.9 0.1 949 1,254 32.1 0.8 0.8 0.0
BMW 538 430 -20.1 1.4 1.2 -0.2 1,437 2,048 42.5 1.2 1.4 0.2
Buick 878 682 -22.3 2.4 1.9 -0.5 2,779 3,399 22.3 2.3 2.2 -0.1
Cadillac 361 270 -25.2 1.0 0.7 -0.3 948 1,224 29.1 0.8 0.8 0.0
Chevrolet 6,226 6,186 -0.6 16.7 17.0 0.3 18,383 27,153 47.7 15.2 17.9 2.7
Chrysler 819 896 9.4 2.2 2.5 0.3 2,105 3,590 70.5 1.7 2.4 0.7
Dodge (incl. Ram) 1,717 1,837 7.0 4.6 5.0 0.4 4,876 7,313 50.0 4.0 4.8 0.8
Fiat 0 37 0.0 0.1 0.1 0 71 0.0 0.0 0.0
Ford 6,178 7,113 15.1 16.6 19.5 2.9 19,456 26,039 33.8 16.1 17.2 1.1
GMC 1,675 1,317 -21.4 4.5 3.6 -0.9 4,601 5,974 29.8 3.8 3.9 0.1
Honda 3,321 3,082 -7.2 8.9 8.4 -0.5 12,473 13,165 5.5 10.3 8.7 -1.6
Hyundai 1,379 1,358 -1.5 3.7 3.7 0.0 4,456 5,939 33.3 3.7 3.9 0.2
Infiniti 211 181 -14.2 0.6 0.5 -0.1 643 795 23.6 0.5 0.5 0.0
Jaguar 9 10 11.1 0.0 0.0 0.0 28 47 67.9 0.0 0.0 0.0
Jeep 743 1,172 57.7 2.0 3.2 1.2 1,797 3,766 109.6 1.5 2.5 1.0
Kia 1,334 1,600 19.9 3.6 4.4 0.8 3,893 6,709 72.3 3.2 4.4 1.2
Land Rover 65 60 -7.7 0.2 0.2 0.0 186 234 25.8 0.2 0.2 0.0
Lexus 510 422 -17.3 1.4 1.2 -0.2 1,675 1,788 6.7 1.4 1.2 -0.2
Lincoln 257 212 -17.5 0.7 0.6 -0.1 805 978 21.5 0.7 0.6 -0.1
Mazda 801 616 -23.1 2.1 1.7 -0.4 3,030 2,982 -1.6 2.5 2.0 -0.5
Mercedes 323 339 5.0 0.9 0.9 0.0 1,097 1,333 21.5 0.9 0.9 0.0
MINI 102 115 12.7 0.3 0.3 0.0 421 488 15.9 0.3 0.3 0.0
Mitsubishi 101 135 33.7 0.3 0.4 0.1 271 564 108.1 0.2 0.4 0.2
Nissan 1,955 1,948 -0.4 5.2 5.3 0.1 6,476 7,865 21.4 5.4 5.2 -0.2
Porsche 24 22 -8.3 0.1 0.1 0.0 91 121 33.0 0.1 0.1 0.0
Saab 36 23 -36.1 0.1 0.1 0.0 67 97 44.8 0.1 0.1 0.0
smart 1 4 300.0 0.0 0.0 0.0 64 19 -70.3 0.1 0.0 -0.1
Subaru 1,194 1,123 -5.9 3.2 3.1 -0.1 3,660 4,476 22.3 3.0 3.0 0.0
Suzuki 39 66 69.2 0.1 0.2 0.1 96 211 119.8 0.1 0.1 0.0
Toyota/Scion 4,388 3,423 -22.0 11.8 9.4 -2.4 17,716 15,960 -9.9 14.7 10.5 -4.2
Volkswagen 998 1,061 6.3 2.7 2.9 0.2 3,317 3,865 16.5 2.7 2.5 -0.2
Volvo 145 179 23.4 0.4 0.5 0.1 461 748 62.3 0.4 0.5 0.1
Other 364 6 -98.4 1.0 0.0 -1.0 1,741 326 -81.3 1.4 0.2 -1.2
Source: AutoCount data from Experian Automotive
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The graph below provides an indicator of brands that are popular in Minnesota (relative to the National standard), and those that 
are not. Here’s how it works: For the top 30 selling brands in the state, each brand’s share of the U.S. market is multiplied by 
retail registrations in the state during the first two months of 2012. This yields a “target” for the state market. Target registrations 
are subtracted from actual registrations to derive the measurement of sales performance. Brands at the top of the graph (i.e., 
Chevrolet, Ford, Chrysler, Buick, and GMC) are relatively strong sellers in the state, with actual registrations exceeding the 
calculated target by a large margin. For instance, Chevrolet registrations exceeded the target by 9,160 units.  Source for registration 
date: AutoCount data from Experian Automotive.

BRAND SCOREBOARD

Chevrolet and Ford Relatively Strong Performers in State
Chrysler, Buick, and GMC also rank high

BRAND SCOREBOARD

Chevrolet and Ford Relatively Strong Performers in State
Chrysler, Buick, and GMC also rank high

The graph below provides an indicator of brands that are popular in Minnesota (relative to the National standard), and 
those that are not. Here’s how it works: For the top 30 selling brands in the state, each brand’s share of the U.S. market is 
multiplied by retail registrations in the state during the first two months of 2012. This yields a “target” for the state market. 
Target registrations are subtracted from actual registrations to derive the measurement of sales performance. Brands at 
the top of the graph (i.e., Chevrolet, Ford, Chrysler, Buick, and GMC) are relatively strong sellers in the state, with actual 
registrations exceeding the calculated target by a large margin. For instance, Chevrolet registrations exceeded the target 
by 9,160 units. 

Minnesota Retail Market Performance based on registrations for YTD 2012 thru February
Actual registrations minus target (state industry registrations times U.S. market share)
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Actual registrations minus target (state industry registrations times U.S. market share)
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In today’s hotly competitive automo-
tive marketplace, the gain (or loss) of 
a few tenths of a market share point is 
significant. And as shown on the graphs 
below, some brands have had much 
bigger swings than that over the past 36 
months.

Each graph shows quarterly market 
share in the state new retail light vehicle 
market, along with a trendline which 
illustrates the overall trending direction 
during the past three years. (Figures for 
the First Quarter of 2012 are based on 
two months of data.) 

The starting point for the graphs, Second 
Quarter 2009, was chosen for a reason. 
In many ways, the industry hit the reset 
button in 2009, following the onset of 
the financial markets crisis during late 
2008. Several brands disappeared, while 
others rose in prominence. As a result 
the competitive landscape changed 
dramatically.

The other significant event that shook up 
the market was the Japanese earthquake 
and tsunami in March of 2011. Toyota 
and Honda most significantly, suffered 
product shortages for most of the year, 

which pushed market shares lower for 
both brands. Toyota market share fell 
from about 16% in the Fourth Quarter 
of 2009 to 10% in the Fourth Quarter of 
2011.

Several brands (i.e., Chevrolet, Ford, Kia, 
GMC, Hyundai, and Subaru to name a 
few) benefitted from lean inventories at 
Japanese brand competitors. Combined 
with some impressive new products, 
these brands are definitely on an upward 
swing.

BRAND MARKET SHARE TRENDS

Chevrolet and Ford Post Market Share Gains in Minnesota
Supply Issues Push Toyota and Honda Lower

BRAND MARKET SHARE TRENDS

Chevrolet and Ford Post Market Share Gains in Minnesota
Supply Issues Push Toyota and Honda Lower

In today’s hotly competitive automo-
tive marketplace, the gain (or loss) 
of a few tenths of a market share 
point is significant. And as shown on 
the graphs below, some brands 
have had much bigger swings than 
that over the past 36 months.

Each graph shows quarterly market 
share in the state new retail  light 
vehicle market, along with a trend-
line which illustrates the overall 
trending direction during the past 
three years. (Figures for the First 
Quarter of 2012 are based on two 
months of data.) 

The starting point for the graphs, 
Second Quarter 2009, was chosen 
for a reason. In many ways, the in-
dustry hit the reset button in 2009, 
following the onset of the financial 
markets crisis during late 2008. 
Several  brands disappeared, while 
others rose in prominence. As a re-
sult the competitive landscape 
changed dramatically.

The other significant event that 
shook up the market was the Japa-
nese earthquake and tsunami in 
March of 2011. Toyota and Honda 
most significantly, suffered product 

shortages for most of the year, 
which pushed market shares lower 
for both brands. Toyota market 
share fell  from about 16% in the 
Fourth Quarter of 2009 to 10% in 
the Fourth Quarter of 2011.

Several  brands (i.e., Chevrolet, 
Ford, Kia, GMC, Hyundai, and 
Subaru to name a few) benefitted 
from lean inventories at Japanese 
brand competitors. Combined with 
some impressive new products, 
these brands are definitely on an 
upward swing.

Chevrolet Quarterly Market Share (%)
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Chevrolet market share trending up. 

Ford Quarterly Market Share (%)
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Ford share is trending up sharply. 

Toyota/Scion Quarterly Market Share (%)
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Toyota share is trending down, due 
largely to the 2011 earthquake. 

Honda Quarterly Market Share (%)
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Honda share is trending down, due 
largely to the 2011 earthquake. 
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BRAND MARKET SHARE TRENDS (CONTINUED)

Kia and Hyundai Post Big Gains
Nissan, GMC, and Subaru are also on upward trend

BRAND MARKET SHARE TRENDS (CONTINUED)

Kia and Hyundai Post Big Gains
Nissan, GMC, and Subaru are also on upward trend

Nissan Quarterly Market Share (%)
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Nissan market share trend is trending up slightly. 

Dodge Quarterly Market Share (%)
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Dodge's market share trend is �at. 

Kia Quarterly Market Share (%)
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Kia market share is up sharply. 

GMC Quarterly Market Share (%)
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GMC market share is trending up. 

Hyundai Quarterly Market Share (%)

Hyundai share is trending up sharply. 
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Hyundai share is trending up. 

Subaru Quarterly Market Share (%)
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Subaru share is trending up. 
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SIX YEAR MARKET CYCLE - BOOM TO BUST TO NOW

Market Recovers from 2009 Low Point
State sales fell by 78,764 units between ‘05 and ‘09, followed by 35,048 unit increase from ‘09 to ’11

By now, we are all  familiar with the 
unsustainable formula that led the 
new vehicle market to record sales 
levels during the past decade: 
overly aggressive production levels, 
very low interest rates, easy credit, 
and profit-sapping incentives. Fol-
lowing the financial market crisis in 
late 2008, new vehicle sales pre-
dictably fell off a map. 

This is clearly illustrated on the 
graph below. State new retail light 
vehicle registrations fell  by over 
78,000 units between 2005 and 
2009, a 40% decline. The National 
market fell  by 39% during the same 
period.

But what goes down, usually comes 
back up, and indeed, sales have 

bounced back from the depression-
like level they sank to in 2009. State 
and U.S. new retail registrations 
have increased for two consecutive 
years and are likely to move higher 
again this year.

Minnesota and U.S. New Retail Light Vehicle Registrations - 2005, 2009, and 2011
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Sales were strong in 
2005. 

Both markets declined between 
2005 and 2009. 

The recovery is well underway, but sales are 
still well below 2005 levels.  
 

By now, we are all familiar with the 
unsustainable formula that led the new 
vehicle market to record sales levels 
during the past decade: overly aggressive 
production levels, very low interest 
rates, easy credit, and profit-sapping 
incentives. Following the financial 
market crisis in late 2008, new vehicle 

sales predictably fell off a map. 

This is clearly illustrated on the graph 
below. State new retail light vehicle 
registrations fell by over 78,000 units 
between 2005 and 2009, a 40% decline. 
The National market fell by 39% during 
the same period.

But what goes down, usually comes 
back up, and indeed, sales have bounced 
back from the depression-like level they 
sank to in 2009. State and U.S. new 
retail registrations have increased for 
two consecutive years and are likely to 
move higher again this year.

SIX YEAR MARKET CYCLE - BOOM TO BUST TO NOW

Market Recovers from 2009 Low Point
State sales fell by 78,764 units between ‘05 and ‘09, followed by 35,048 unit increase from ‘09 to ’11

Minnesota and U.S. New Retail Light Vehicle Registrations - 2005, 2009, and 2011

State new vehicle registrations - Blue line on graph
U.S. new vehicle registrations - Red line on graph
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SEGMENT WATCH

Mid Size SUV Segment Share Moves Higher in State 
Small Cars, Compact SUVs, and Pickups also post gains

SEGMENT WATCH

Mid Size SUV Segment Share Moves Higher in State
Small Cars, Compact SUVs, and Pickups also post gains

Change in Segment 
Market Share

YTD 2012 thru February
versus

YTD 2011 thru February

Minnesota New Vehicle Market

Typical models in segments:

Small Car: Hyundai Elantra
Mid Size & Large Car: Toyota Camry
Luxury & Sports Car: BMW 3-Series

Pickup: Ford F-Series
Van: Honda Odyssey

Compact SUV: Jeep Liberty
Mid Size SUV: Jeep Grand Cherokee

Full Size SUV: Chevrolet Tahoe
Luxury SUV: Lexus RX
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Van 

Mid Size and Large Car 

Luxury and Sports Car 

Luxury SUV 

Full Size SUV 

Pickup 

Compact SUV 

Small Car 

Mid Size SUV 

Change in market share 

Mid Size SUV market share has 
increased so far this year. 

visit us online at
www.mada.org
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The two graphs below show market share leaders in Minnesota during the first two months of 2012. Ford was the leader for 
both cars and light trucks, followed by Chevrolet, Toyota, and Honda. Volkswagen was in fifth place for cars, while Dodge was 
fifth for light trucks.
Source: AutoCount data from Experian Automotive.

BRAND SCOREBOARD

Ford is Top Ranked Car and Light Truck Brand in State
Chevrolet, Toyota, and Honda rank second, third, and fourth respectively
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Ford is Top Ranked Car and Light Truck Brand in State
Chevrolet, Toyota, and Honda rank second, third, and fourth respectively

The two graphs below show market share leaders in Minnesota during the first two months of 2012. Ford was the leader 
for both cars and light trucks, followed by Chevrolet, Toyota, and Honda. Volkswagen was in fifth place for cars, while 
Dodge was fifth for light trucks.

Source: AutoCount data from Experian Automotive.

Brand Share in State New Retail Car Market - YTD 2012 thru February

Brand Share in State New Retail Light Truck Market - YTD 2012 thru February
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Below is a list of  key  trends in the Minnesota retail 
used vehicle market:

‣ Retail used registrations in the state declined 1% 
from 2010 to 2011.

‣ As shown on the graph below, the new vehicle 
market out-performed the used vehicle market (on 
a percentage change basis) in 2011 and the first 
two months of  2012. Tight supplies of  newer used 
vehicles contributed to the 12.9% drop in retail 
used registrations during January  and February  of 
this year.

‣ Depressed new vehicle sales during 2009 were 
responsible for the decline in three year old used 
vehicle market share.

‣ Used light truck registrations declined 9.1% so far 
this year, while cars were off 16.5%.

‣ Chevrolet Impala was the best-selling model in the 
state for vehicles four years old or newer.

‣ Used registrations for Kia, Hyundai, Lexus, Audi, 
Nissan,  Honda, and Volkswagen each increased 
during the first two months of  this year versus a 
year earlier.

MINNESOTA RETAIL USED VEHICLE REGISTRATIONS-THREE MONTH MOVING AVERAGE (MAR ’10 THRU FEB ’12)

RECENT RESULTS IN MINNESOTA USED VEHICLE MARKET

Minnesota Used Vehicle Market Moves Lower in 2012
Tight supplies put a damper on sales

% Change in Retail New and Used Vehicle Markets

MINNESOTA RETAIL USED LIGHT VEHICLE REGISTRATIONS
YTD THRU FEBRUARY

Registrations % Change Market Share
2011 2012 '11 TO '12 2011 2012

TOTAL 53,971 46,984 -12.9%

Cars 28,256 23,604 -16.5% 52.4% 50.2%
Light Trucks 25,715 23,380 -9.1% 47.6% 49.8%

Big Three 39,645 34,107 -14.0% 73.5% 72.6%
Japanese 10,457 9,327 -10.8% 19.4% 19.9%
European 2,787 2,576 -7.6% 5.2% 5.5%
Korean 1,082 974 -10.0% 2.0% 2.1%
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Minnesota Used Vehicle Market Moves Lower in 2012
Tight supplies put a damper on sales
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Below is a list of  key  trends in the Minnesota retail 
used vehicle market:

‣ Retail used registrations in the state declined 1% 
from 2010 to 2011.

‣ As shown on the graph below, the new vehicle 
market out-performed the used vehicle market (on 
a percentage change basis) in 2011 and the first 
two months of  2012. Tight supplies of  newer used 
vehicles contributed to the 12.9% drop in retail 
used registrations during January  and February  of 
this year.

‣ Depressed new vehicle sales during 2009 were 
responsible for the decline in three year old used 
vehicle market share.

‣ Used light truck registrations declined 9.1% so far 
this year, while cars were off 16.5%.

‣ Chevrolet Impala was the best-selling model in the 
state for vehicles four years old or newer.

‣ Used registrations for Kia, Hyundai, Lexus, Audi, 
Nissan,  Honda, and Volkswagen each increased 
during the first two months of  this year versus a 
year earlier.
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Cars 28,256 23,604 -16.5% 52.4% 50.2%
Light Trucks 25,715 23,380 -9.1% 47.6% 49.8%

Big Three 39,645 34,107 -14.0% 73.5% 72.6%
Japanese 10,457 9,327 -10.8% 19.4% 19.9%
European 2,787 2,576 -7.6% 5.2% 5.5%
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-12.9% 

-1.0% -2.8% 

25.4% 

-20.0% 

-10.0% 

0.0% 

10.0% 

20.0% 

30.0% 

Jan and Feb '12 vs. 
Jan and Feb '11 

2011 vs. 
2010 

Used 

New 

MINNESOTA RETAIL USED VEHICLE REGISTRATIONS-THREE MONTH MOVING AVERAGE (MAR ’10 THRU FEB ’12)

0 

5000 

10000 

15000 

20000 

25000 

30000 

35000 
Trendline 

Below is a list of  key  trends in the Minnesota retail 
used vehicle market:

‣ Retail used registrations in the state declined 1% 
from 2010 to 2011.

‣ As shown on the graph below, the new vehicle 
market out-performed the used vehicle market (on 
a percentage change basis) in 2011 and the first 
two months of  2012. Tight supplies of  newer used 
vehicles contributed to the 12.9% drop in retail 
used registrations during January  and February  of 
this year.

‣ Depressed new vehicle sales during 2009 were 
responsible for the decline in three year old used 
vehicle market share.

‣ Used light truck registrations declined 9.1% so far 
this year, while cars were off 16.5%.

‣ Chevrolet Impala was the best-selling model in the 
state for vehicles four years old or newer.

‣ Used registrations for Kia, Hyundai, Lexus, Audi, 
Nissan,  Honda, and Volkswagen each increased 
during the first two months of  this year versus a 
year earlier.
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Below is a list of key trends in the Minnesota retail 
used vehicle market:

• Retail used registrations in the state 
declined 1% from 2010 to 2011.

• As shown on the graph below, the new 
vehicle market out-performed the used 
vehicle market (on a percentage change 
basis) in 2011 and the first two months of 
2012. Tight supplies of newer used vehicles 
contributed to the 12.9% drop in retail used 
registrations during January and February 
of this year.

• Depressed new vehicle sales during 2009 
were responsible for the decline in three 
year old used vehicle market share.

• Used light truck registrations declined 9.1% 
so far this year, while cars were off 16.5%.

• Chevrolet Impala was the best-selling 
model in the state for vehicles four years 
old or newer.

• Used registrations for Kia, Hyundai, Lexus, 
Audi, Nissan, Honda, and Volkswagen 
each increased during the first two months 
of this year versus a year earlier.





www.mada.org 29

As highlighted on the graph below, the sweet spot in the Minnesota used vehicle market is shifting, due to changes in wholesale 
availability of pre-owned vehicles. Depressed new vehicle sales in 2009 have made three-year-old used vehicles a scarce 
commodity, with market share declining 7.4 points. Two-year-old market share increased 5.8 points during the first two months 
of this year versus a year earlier.

USED VEHICLE SALES BY AGE

3-Year-Old Market Hits the Skids
Two year old market share improves

USED VEHICLE SALES BY AGE

3 Year Old Market Hits the Skids
Two year old market share improves

As highlighted on the graph below, the sweet spot in the Minnesota used vehicle market is shifting, due to changes in 
wholesale availability of pre-owned vehicles. Depressed new vehicle sales in 2009 have made three year old used vehi-
cles a scarce commodity, with market share declining 7.4 points. Two year old market share increased 5.8 points during 
the first two months of this year versus a year earlier.

Change in Market Share by Vehicle Age (vehicles six years old or newer)
YTD 2012 thru February vs. YTD 2011
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BRAND SCOREBOARD

Kia Posts Largest Percentage Gain
Seven brands post increases

BRAND SCOREBOARD

Kia Posts Largest Percentage Gain
Seven brands post increases

The graph below shows the percent change in retail  used light vehicle registrations during the first two months of 2012 
versus the same period a year earlier for the top 30 selling brands in the state. Kia had the largest increase, up 12.2%. 
Source: AutoCount data from Experian Automotive.

Percent Change in Minnesota Retail Used Light Vehicle Registrations
YTD 2012 thru February vs. Year Earlier
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The graph below shows the percent change in retail used light vehicle registrations during the first two months of 2012 versus 
the same period a year earlier for the top 30 selling brands in the state. Kia had the largest increase, up 12.2%. Source: AutoCount 

data from Experian Automotive.
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YTD 2012 thru February vs. Year Earlier

We’ve got a fresh new look and 
exciting new features to make it 
even easier to buy, research 
and sell vehicles!

•	 New	flexible	search	options

•	 Streamlined	navigation
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	 current	rebates	and	incentives
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	 Specials	Section

•	 Reviews	are	now	our	middle
	 name	with	CarReviewSoup.
	 Easy-to-search	reviews	with
	 direct	links	to	inventory.
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usability	scores	were	off	the	
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you	think.
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TOP SELLING MODELS

Impala is Top Seller in Minnesota Used Vehicle Market
Toyota Camry was second best seller in state for two year old vehicles

The graphs below show top selling models in two age categories: vehicles two years old or newer, and three and four year 
old vehicles. Source: AutoCount data from Experian Automotive.

Top 25 Selling Models (Two years old or newer)
Used retail registrations, YTD 2012 thru February

Top 25 Selling Models (3 and 4 Year Old Vehicles)
Used retail registrations, YTD 2012 thru February
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The graphs below show top selling models in two age categories: vehicles two years old or newer, and three and four-year-old 
vehicles.  Source: AutoCount data from Experian Automotive.
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Impala is Top Seller in Minnesota Used Vehicle Market
Toyota Camry was second best seller in state for two-year-old vehicles
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House Chevrolet, Stewartville 
started the Chevrolet Image Upgrade 
construction October 1, 2011.  

A major upgrade was completed in 
2000 to the showroom and office 
areas.  Another remodeling project in 
2006 updated the service department 
and added a new collision center.

The New Chevrolet Image Upgrade 
was finished in December of 2011.  
The new entry element with ACM 
paneling facing to the front of the 
dealership really enhanced the store 
presence.  A complete upgrade 
included new tile flooring in the 
showroom area.  New ceiling tile 

was installed along with 
the new energy efficient 
recessed lighting.  The 
office was also upgraded 
to the innovative image 
program with new 
furniture, lighting, paint and flat 
panel monitors.

A customer friendly waiting area 
was created with new furniture 
and a flat screen television as well 
as a designated kids playing area.  
A computer workstation desk 
area was also put in the waiting 
area for customer use.

An accessory wall area was installed 
to showcase the products that enhance 
the customer’s buying experience.

The service manager’s area was 
remodeled with new furniture and the 
addition of a welcoming entrance off 
the cashier’s window.  The parts area 
was upgraded to create an inviting 
yet functional, atmosphere.

House Chevrolet has received 
numerous compliments regarding the 
new image facility upgrade which has 
proven to be a benefit to customers 
and employees alike.  Everyone 
is appreciating the revitalized and 
welcoming changes.  

House Chevrolet is a third generation 
dealership that started in 1923.

DEALERSHIP SHOWCASE

HOUSE CHEVROLET
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Kjell Bergh has not had a typical journey through life, or the auto business.  In 
fact, there aren’t enough adjectives to describe Kjell’s extraordinary passage.  
His biography includes a section for Royal Decorations, lists dozens of 
academic, medical and social directorships, and off handily mentions 
his current position as Honorary Consul for the Republic of Tanzania.  
This Son of Norway embodies the American Dream.  His story and 
subsequent success is one of opportunity, luck, daring, risk and hard 
work.  While Kjell should really sit down with a qualified biographer 
who can do his incredible story justice, he instead spent a little time 
with the Executive Vice President of the Minnesota Auto Dealers 
Association, Scott Lambert, to discuss a small piece of his interesting 
life.

OK Kjell, it’s going to be impossible to cover 
everything, so let’s try to focus on the Auto 
business side of your life.
That’s fine, where would you like to start?

What brought you to America?
Well, I’d been writing for some Norwegian newspapers 
since I was 14 years old.  In 1965, when I was only 19, I 
was sent to America for a three month assignment for a 
newspaper and the Norwegian magazine, ViMenn.

What were you supposed to cover?
I was the automotive editor for the magazine, so 
they wanted me to cover the American automobile 
manufacturers.  Before I knew it, I was at the Ford 
proving grounds driving their new Mustang and having 
the time of my life.

So you stayed in America?
Only for a short time.  I stayed for 13 months travelling 
the country in a VW van with a friend filing stories for 
my publications back in Norway.

But Norway was calling you back?
Yes, I went back home, enrolled in the University of 
Oslo and was completely bored to tears.

So you came back to America to stay?
I came back in December of 1967 to visit my brother 
and only intended to stay for 90 days.  I took some tests 
at an employment agency and they set me up with Oscar 
Borton as a salesman in his Volvo store.

And that was that?
Oscar and I hit it off together right away.  Even though 
he was 50 years my senior we were both Norwegian and 
formed a deep connection.  When my 90 days was up he 
asked me to buy the business.

Wow.  You were still a very young man at 
that time.
Yes, but with every objection I brought up, like the fact 
that I didn’t live here, didn’t know business and didn’t 

have any money, Oscar had an answer for.

So you must’ve worked at Borton Volvo full 
time?
No, I also pursued my education.  I got a Fellowship 
at Macalester College from the World Press Institute 
and took a lot of night courses to get my BA in just two 
years.

Didn’t that conflict with running a 
dealership?
Well, I sold a lot of cars to professors, so it justified the 
time in my mind.

What was the biggest experience you took 
away from college?
My senior year I was one of 15 people picked for a 
course taught by Hubert Humphrey.  He had lost the 
Presidential race in 1968 and was teaching before he 
went back into the Senate.  

That’s a once in a lifetime opportunity.
Oh it was incredible.  He was so generous.  He was 
bringing in Congressmen and diplomats and even the 
Chief Justice of the Supreme Court for us to meet.  It 
really ignited a burner in my interest in politics that has 
lasted a lifetime.

How’d you get into the travel business?
We were the number one exporter of Volvos in the 
country and people kept asking me to help them set 
up trips.  It finally dawned on me to center a business 
around it and in 1975 we bought a small travel agency.  
It started with trips to Scandinavia and just kept 
expanding, especially into adventure travel.

Is this what led to your involvement with 
Africa?
This was a big part of it.  I bought a Safari Camp and 
operated it for over 20 years.  I’ve seen a lot of changes 
in that continent and am happy I’ve remained so 
connected to it.

When did you become a US citizen?
1983.  I decided I was going to stay.

You stayed in America but you left Minnesota 
for a while.
Well, I kept my business interests here but, Volvo 
offered me an opportunity in Del Ray Beach near Boca 
Raton in the late 80s.  I eventually built a VW store 
there as well.  I enjoyed my Florida time.  I even lived 
on a boat for some of it.  But I sold out to my partner in 
2001 and came back to Minnesota.

When we first met in the mid 90s you were 
staving off a trade war with Japan.
I was President of AIADA at the time and protectionist 
fever was gripping Washington, DC.  Against the 
advice of professional diplomats I headed to Japan to 
try and hold off some bad politics from consuming the 
import of automobiles.  What nobody knew at the time 
was about my friendship with Walter Mondale.

That’s the Humphrey connection working 
for you again.
Yes.  Mondale was Bill Clinton’s ambassador to Japan 
and he worked very hard with me to make sure some 
sanity prevailed.

So are you ever going to slow down?
(laughs) I’m not sure my 12-year-old daughter will let 
me.

Any advice for people trying to make their 
way in this complicated world now?
Take advantage of any lucky breaks, and work hard to 
make lucky breaks happen.  

Industry Spotlight

 KJELL BERGH .   
2012 President

GMADA
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In Minnesota, Star Tribune rules the road.  
Nearly 3.5 million Minnesotans visit us online every month. We have the 

only top 25 newspaper in the country that’s growing in circulation. And 

we offer an ever-expanding lineup of mobile solutions. Massive reach.  
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