(2011 Note:  Following is part of the text of an e-mail I sent on August 20,2010 in response to GM’s July 29 Request for Proposal to get my franchises back, plus GMC.  As I realized the sham nature of GM’s request, my unfriendly tone made clear my feelings about GM’s two decades of actions against me.)    

Dear Mr. Trupiano:

 

(Please note that the colored underlined text items in this e-mail contain links to supporting documents.  A History Timeline (Excel file) (PDF file) appears on donsigner.com and summarizes the history described below.)

 

This is in response to the July 29, 2010 letter from Regional Business Operations Manager Dale Sullivan regarding a requested proposal to obtain the Buick and Cadillac franchises I held (in my two new facilities) in Fremont and Newark, California since 1980 and 1990, respectively, but were taken from me in GM’s bankruptcy.  It is my understanding that GM’s pending franchise award will also include the GMC franchise that GM denied me multiple times.  Among these denials were the following:

 

· When I purchased the Pontiac and GMC franchises in 1991   
· After GM seized Newark’s Fremont Pontiac-Olds-GMC from dealer Bob Gee and then asked me to sell in 1998, 

· In January 2009 after Ken Okenquist’s Fremont Pontiac-GMC closed in financial failure. 

It is also my understanding that the proposal must include temporary operation at the GM-owned former Saturn facility in Newark, rather than the neighboring and now empty Buick-Cadillac facility I built next to NewPark Mall in Newark in 1995 at GM’s demand under the threat of Cadillac franchise non-renewal.  It is my further understanding that the proposal would require that a new facility, similar to one I proposed in 1991, be constructed at the Fremont Auto Mall that I co-developed in the late 1980’s and early 1990’s, but GM refused to support despite Cadillac’s 1990 requirement that I relocate there.

 

For reasons that will be discussed below, which also appear in detail at donsigner.com, it is my belief that GM has no intention of re-awarding me Buick and Cadillac, nor GMC.  GM has attempted to induce my exit to put my franchises under its control since immediately after it took over the aforementioned Bob Gee’s dealership in early 1998.  If it awarded me GMC now (in addition to a return of Buick and Cadillac) it would constitute an admission of past mistakes, an action that seems unacceptable within the GM corporate culture.  I should add that I did not apply for reinstatement through arbitration, as with only Buick and Cadillac, my business was not viable without a truck line.  My protest to GM’s May 14, 2009 notice of non-renewal articulated how GM’s repeated denial of Pontiac-GMC, as well as my GM-induced Newark location, severely damaged me from nearly every perspective.

 

Following the 1998 takeover of Mr. Gee’s dealership, GM has appointed a series of hand-selected dealer operators intended to receive my franchises.  Those candidates, most of whom are members of the GM Minority Development Program, are as follows:

 

· Steve Jackson (Minority): 1/98 – 8/98 (resigned in favor of Folsom dealership) 
· Eleanor Felbaum (Minority) 8/98 – 3/00 (was not interested in permanent position there) 
· Ken Okenquist: 3/00 – 1/09 (closed in financial failure as noted in GM’s Pontiac-GMC franchise denials above) 
· Inder Dosanjh (Minority): 1/09 to present

Shortly after Mr. Dosanjh acquired Saturn of Fremont (in Newark) in April 2008, I began receiving reports that the dealership’s employees were informing customers that they would be “taking over” my Cadillac franchise.  Then, after the failure of Mr. Okenquist’s Fremont Pontiac-GMC, in keeping with the development of Mr. Dosanjh’s instant East Bay empire, it became clear that Mr. Dosanjh and partner Rick Corso, Jr., were the new intended recipients of both of my franchises, as well as Pontiac-GMC (before Pontiac’s demise.)  More recently, local individuals have informed me that Fremont Chevrolet dealership personnel made statements directly to them as follows:

 

· December 2009: Fremont City Council Member Anu Natarajan informed me that Mr. Dosanjh told her he would be receiving the franchises GM took from me. 
· April 2010: Fremont Ford (in Newark) dealer Steve Hallock told me that Fremont Chevrolet Sales Manager Pat Davis informed him that his company would soon begin operation of Buick-GMC-Cadillac in GM’s empty Saturn/Chevrolet facility in Newark pending relocation to a new facility to be constructed at the Fremont Auto Mall.  

· April 2010: Winn Volkswagen (in Newark) dealer John Nguyen told me that Rick Corso, Jr., had made the same statement to him that Mr. Davis had made to Mr. Hallock.  

· May 2010 to date: Multiple other individuals have informed me of hearing the same story from various sources. 

The above crystal clear evidence of GM’s intent, supported by the fact that GM has sent a similar request for proposal letter to nine other dealers according to Herman Caruthers, makes it appear that the letters constitute a last minute sham to make it appear that GM considered alternatives, including offering me the “opportunity,” before Mr. Dosanjh and Mr. Corso open the new, appar​ently predominantly GM-funded, dealership.  Assuming this observation is correct, GM’s proposal request letter is yet another bizarre and offensive chapter in GM’s history with me.  Furthermore, after GM’s treatment of Bob Gee and me after we built the new Newark facilities in good faith reliance on GM’s future support, I can’t imagine how any dealer would build a new facility with his or her capital at risk.

Supporting the fact that GM intends to award the franchises to Mr. Dosanjh and Corso is the fact that neither Herman Caruthers nor Fred Zehnder, both named as contacts in the proposal package, were prepared to give specific amounts for Saturn facility rent or Fremont Auto Mall purchase.  After several minutes of discussion, Mr. Zehnder finally alluded to some general ranges.  His range of $25 per square foot for the Fremont Auto Mall property compares to GM’s 2007 purchase price of $34 per square foot, and my City of Fremont incentivized price of $0 per square foot that GM caused me to forego in 1993.  It should be noted that GM did not honor the $4 per square foot Newark price Roch McClain quoted me at that time.  After gaining my commit​ment to Newark against my will, GM later required that I pay $9.50 per square foot for the Newark property, and informed me that the City tax buydown was reduced to $3.50 per square foot, which GM also revealed would take twenty years to collect.  As GM forced me out of business after 14 years in the facility, I still have not collected a portion of the buydown.  
 

In light of all of the above, I am not dignifying the strict proposal guidelines set forth in the request for proposal package.  GM is well familiar with my business and me after my 29 years as a dealer, and my ten years prior to that at my mother’s Corvallis, Oregon, Buick-Cadillac-GMC dealership that she retained until selling and retiring in 2003.  The purpose of this e-mail is to go on record that I would consider discus​sing reopening my business with the three franchises only if I could operate permanently in my Newark facility I built at GM’s demand, which exceeds the GM guide for the expected volume.  (I assume that the expected volume stated in the letter is based on average California demographics, and is not adjusted for Fremont-Newark’s unique population of highly educated, high income, GM-shunning, Asian immigrants that dominate approximately 75% of Fremont-Newark luxury vehicle purchases.)  

In the absence of Buick-GMC-Cadillac franchises, my facility appears to be worth​less, as there is no franchise available, let alone a viable one, for which the manufacturer wishes to locate in Newark.  Additionally, the City of Newark has refused to allow a change in the automotive use zoning.  The facility worthlessness is confirmed by the recent sale of the GMAC-foreclosed Fremont Pontiac-GMC facility on my street in Newark for $2,000,000, which works out to $10.51 per square foot for the land and no value for the facility or other improve​ments.  Shockingly, the sale price is less than one half the $4,100,000 cost in 1994.  When compared to the $2,000,000 value for each of three empty GM facilities in Newark, and the low expected new vehicle sales volume, a business case cannot be made for the construction of a new Auto Mall facility at a total cost of about $7,500,000. 
 

