Following is the text of an e-mail I sent to GM Vice-President Bill Powell on February 27, 2008:

CONFIDENTIAL SETTLEMENT NEGOTIATIONS
 
Dear Bill:
 
I will be attending the Buick-Pontiac-GMC meeting in Las Vegas on March 4 and 5.  It has occurred to me that if you will be there, it might be a good time to meet and continue our discussion from the NADA convention.  Will you be there?  If so, would you have any interest in meeting with me to attempt to resolve my issue?  As you know, I have been willing to do so since I first met with Ann Blakney on October 4, 2006.
 
I must say that my observation is that GM's approach to resolution of my issue since my presentation to Ann has been as confused and inconsistent as its approach to my channeling and relocation issues over many years.  Following are events that contribute to my observation:
 
-- October 4, 2006: My presentation to Ann Blakney of channeling and relocation history, along with resolution offer.  She offered mediation, which she said carried a $10,000,000 cap.  Even though I made no mention of the subject, Ann urged me not to take legal action, to which I replied that it was my strong preference to avoid such action.  The following week I accepted the mediation offer after she was able to have the $10,000,000 mediation cap waived.  (My subsequent research revealed that there is no such mediation cap.)
 
-- October 6, 2006: My telephone offer to Ann to repeat the presentation to somebody else, including you.  Ann requested that I make the presentation to Deb Collins.
 
-- October 11, 2006: My call to you per your request during our discussion at the September 20, 2006 Las Vegas meeting about my scheduled meeting with Ann.  In this call, I told you that I felt the meeting with Ann had gone well, and offered to repeat the presentation for you.  You indicated that you would be in Los Angeles in a couple of weeks, and would discuss the matter with Ann.
 
-- November 9, 2006: My phone conversation with Ann suggesting prompt mediation scheduling to meet my December 15 offer expiration.  Ann said that after further thought she felt that mediation might not be the best course, that a meeting between she, Deb and I would be better.  She said she would meet with senior management the week of November 27, then I would hear from her the week of 12/4.
 
-- November 21, 2006: My meeting with Deb Collins, at which I repeated the presentation I had made to Ann on October 4.
 
-- December 9, 2006: My e-mail to Ann reminding her of the November 9 conversation, and that my December 15 deadline was only days away.  I offered to extend the deadline to Monday, December 18.
 
-- December 14, 2006: E-mail from Deb Collins stating that my information had been provided to senior leadership, and that I would receive a response later in January.  I responded to the e-mail expressing my disappointment over GM's decision, and that as a result I would begin changeover from GMAC to Wells Fargo Bank as well as file a request for mediation.  As a courtesy due to what appeared to have been dedicated resolution efforts on the part of Ann and Deb, I extended my offer to January 24.  (The Wells Fargo changeover was completed on February 1, 2007, and the mediation was held on March 25-27, 2007.)
 
-- January 23, 2007: Letter from Attorney ____________ stating that my claims had no merit.
 
-- February 15, 2007: Deb Collins e-mail to my attorney, ____________, declining our offer for GM to toll the statute of limitations to provide time for mediation and further discussion prior to our filing suit.  
 
-- December 20, 2007: My brief meeting with you and Mark LaNeve in Las Vegas in which I urged you both to take another look at my case.  Mark asked you who was most familiar with the history, to which you replied that Ann Blakney was.  Mark said he would contact Ann.  I received no contact from either of you after that.
 
So, what started out in October 2006 as what I considered to be the proper, and amicable, approach by GM to my resolution offer turned into a nasty legal response to the complaint I was forced to file.  Ann and Deb both seemed very attentive to my presentations, and truly interested in achieving resolution.  Even though neither Ann's offer of mediation nor my meeting with the two of them ever occurred, both Ann and Deb treated me with courtesy and dignity, something that has eluded many GM employees dealing with me in recent years.  The short-lived courtesy from General Motors ended with the January 23, 2007 Oxford letter, and was replaced by a resumption of GM's adversarial approach.  
 
GM's declination of my tolling offer was in curious direct conflict with Ann's "no litigation" plea.  Since a "go ahead and sue us" approach makes no sense on the surface, I can only assume that GM's strategy is to attempt to drain me financially with attorney's fees.  Even though the business is suffering large losses, my careful management of capital over the years leaves me with a solid financial base, thus providing plenty of capital for me to continue my pursuit of the legal process as long as necessary for me to be made whole.
 
So, unlike GM's indecisive, strategically-variable response to my offer, my pursuit of resolution has been unswervingly consistent since October 4, 2006.  It should be crystal clear to GM by now that after a lifetime of family dedication to General Motors, my intense resolution efforts will continue relentlessly until I feel that I have been fairly compensated, whether it be in or out of court.  Furthermore, I feel my position is even stronger today than it was a year ago as a result of GM's mostly unsuccessful demurrer attempt, GM's purchase of the Fremont Auto Mall property, the fact that I was only allocated and received 4 Enclaves in 2007 while surrounding Buick dealers of similar size received substantially more, and various other factors.  I am confident that my position will continue to strengthen even further as time goes on.
 
If you are interested in meeting in Las Vegas at the March 4-5 meeting, I would welcome the opportunity to discuss the issue with you.  Please let me know as soon as possible either by responding to this e-mail, or by calling me at the dealership at 510-xxx-xxxx, or on my cell at 510-xxx-xxxx. 
 
Sincerely,
 
Don
 
Donald R. Signer
President
Signer Buick-Cadillac

Newark, California

