
 For 26 years, Automotive News has 
honored the industry’s best commer-
cialized innovations with its PACE 
Awards. � is year, a new program, Au-
tomotive News PACEpilot, recognizes 
11 innovations that have reached a 
working pilot demonstration phase 
but are not yet commercialized. De-
loitte is the exclusive sponsor of the 
PACEpilot program.

 Here is a brief look at the inaugural 
PACEpilot honorees.

 Read more in the April print edition 
of Shift, which was distributed with 
this issue of Automotive News, or see 
the digital edition at autonews.com/
shift. 

Continental
Virtual A-pillar
Camera and display system that pro-
motes safety by letting drivers see 
through the A-pillar virtually.

dlhBowles
Cler  autonomous vehicle sensor 
cleaning system 
Keeps sensors from  being obscured 
by dirt, grime, ice and other contam-
inants. 

Lunewave Inc.
Lunewave automotive sensor
3D-printed Luneburg  lens antenna 
that can give automated vehicles a 
360-degree � eld of view.

Marelli Corp.
Glasses-free 3D-display technology 
Digital displays that give the driver a 
greater degree of perceived depth. 

Meritor Inc. 
Medium- and heavy-duty 
ePowertrain system for 
commercial vehicles  
Plug-and-play modular electric 
powertrain for Class 4-8 vehicles.

Osram Opto 
Semiconductors Inc.
High-speed, calibrated Osire 
Intelligent Platform 
Customizable LED lighting that can 
help promote safety and wellness for 
passengers and pedestrians.

Shiloh Industries Inc. 
Aluminum laser welded blank
Formable aluminum welded blanks 
that allow for lighter-weight vehi-
cles.  

Stealthpath Inc.
Zero-trust platform  
“Never trust, always verify” cyberse-
curity

Transient Plasma Systems 
Transient plasma ignition system
Uses an electrically conductive ion-
ized gas to achieve cleaner, more 
complete burn and combustion.

Yazaki North America Inc. 
DC arc suppression in 48-volt and 
high-voltage systems
Absorbs arc energy, preventing it 
from damaging wires or igniting 
� ammable materials.

ZF
Precrash external side airbag 
system
Deploys upon recognizing that a hit 
to the side of a vehicle is imminent 
and unavoidable, with the goal of 
softening its impact. e
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KEEP THE 
FAITH

“Be courageous. 
I have seen many  

depressions in business.
 America has always 

emerged stronger and 
more prosperous. 
Be brave as your  

fathers before you. 
Have faith! Go forward!”

Thomas Edison
-------

Of course, we all need to 
be cautious, but it’s time 
for ‘offense’ and time to...

Start Digging Up & Out  
Not Down & Deeper

“A Dealer’s Guide To  
Recovery & Growth”

Follow my steps in this 
book to stabilize fast & start 
growing again – it’s FREE. 
Get it now, because...  
The time to prepare for 

tomorrow is TODAY!

Joe Sent 4-12-20

OPINION
Automotive News encourages industry leaders to address our readers directly.

To submit an opinion piece, email it to AutomotiveViews@autonews.com.

Joint effort needed to face new normal
he  COVID-19 pandemic 
and its  resulting impact on 

the economy are  going to 
leave a number of dealers in 

crisis. � e most stable of dealerships 
may be left vulnerable and — absent 
a de� nitive plan to create, protect 
and preserve liquidity — the dealer 
pool may be considerably culled. 

Unlike other industries, the auto 
industry wasn’t demonstrating 
robust growth prior to this 
unprecedented crisis. Dealerships  
have been increasing leverage while 
managing declining margins. 

Lessons learned
� roughout 2019, in good overall 

economic times, our � rm consulted 
for a number of dealership groups 
experiencing major � nancial 
hardships.  � e lesson that became 
obvious was that dealers needed to 
face their problems early and head-
on, not waiting to see if the next 
month would  get better. � ose who  
delayed confronting their problems 
saw a mild illness turn into a 
terminal disease. � e dealer 
mindset has always been to “sell 
their way out of a problem.”

Optimism is helpful, but it is not a 
strategy. In challenging times, 
intelligent reduction of expenses 
and restructuring of debt becomes 
urgent and essential to survival.

Many lenders spent the  past few 
years working feverishly to deploy 
capital into � ooring lines and other 
dealership secured loans. Private 
equity � rms entered the industry 
with abandon. Automotive  real 
estate investment trusts  have grown 
their dealership portfolios during 
this last 10-year expansion. 

Even with all of that enthusiasm, 
auto industry sales had  leveled o�  

Marc Spizzirri

prior to anyone hearing the term 
COVID-19, peaking in 2016. � e 
most savvy did not see this crisis 
coming. No one budgeted for the 
apocalypse. 

As a result, many dealers have 
been caught without adequate 
working capital to weather the 
storm. No lenders conducted stress 
tests to prepare  for a cataclysm of 
this magnitude.

Just as dealers are forced to face 
this hurdle head-on and not hide 
from the inescapable, this is not a 
time for lenders to pull their 
boilerplate forbearance agreements 
o�  the shelf, follow their generic 
workout checklist or play hardball. It 
is not a solution for dealers to go out 
of trust and hope good times are on 
the horizon. 

Like the rest of the nation, dealers 
and lenders must work together to 
return to some new sense of 
normality. No one knows how long 
the shutdowns will continue  or how 
consumers will respond as the 

Marc Spizzirri is senior 
managing director at 
GlassRatner Advisory and 
Capital Group, a specialty 
� nancial advisory services 
� rm.

economic curve � attens out along 
with the COVID-19 curve. As of this 
writing, the contagion and the 
economy show few signs of 
improvement.

Find liquidity 
Learning from the 2008 � nancial 

collapse, creating liquidity and/or 
managing illiquidity is the key. 
Intelligent reduction of expenses 
and restructuring of debt becomes 
urgent and essential to dealers’ 
survival. Most of the dealers we have 
spoken to  planned to take full 
advantage of the stimulus program. 
Many  submitted their applications 
just hours after banks began 
accepting them.  

� e Paycheck Protection Program 
is intended to provide cash  to 
preserve a dealership’s work force 
and help it stay current on the 
mortgage or rent and keep the lights 
on. If managed properly, a portion of 
these loan proceeds is likely to be 
forgiven. 

As the  program rolls out, delays in 
funding — followed by the 
allocation of the entirety of the 
appropriated funds — have fueled 
greater anxiety while tra�  c and 
sales continue to decline.

We’ve also talked to lenders and 
they’ve delivered a consistent 
message. � ey are as concerned as 
the dealers  and realize the only 
remedy is to be � exible and work 
together to � nd solutions. � ey 
cannot a� ord mass loan defaults, 
just as landlords don’t want empty 
dealerships. 

Lenders expressed concern about 
the bandwidth needed to handle the 
magnitude of these problems. � ey 
o� er the following advice to dealers:
   React quickly. Don’t bury your 

head in the sand. Perform an honest 

evaluation using reasonable 
assumptions and be prepared to 
make some hard decisions.
   Stay in regular communication 

with your lender and be willing to 
share the whole story.
   Put together a survival plan and a 

“list of asks” to present when 
approaching the lender.
   Recognize that a sharp but 

well-conceived downsizing of 
dealership operating overhead 
should occur immediately and don’t 
be afraid to ask for help or seek 
experienced advisers to assist with 
these changes.

� e automotive industry is an 
essential piece of the U.S. economy 
and a major industrial force, 
employing millions of Americans 
and producing $1 trillion  in annual 
revenue. We encourage dealers to 
engage with local and national 
leaders to enlist their support in 
� nding ways to help address and 
survive this crisis.

� ere are other alternatives for 
dealers who cannot create liquidity. 
Deep-pocket investors will use this 
opportunity to continue to add to 
their portfolios. It may be time for 
some dealers to sell rather than � ght 
this battle for years. 

Alternatively, a well-executed 
Chapter 11 bankruptcy may provide 
dealers with an ability to restructure 
their debt  and enough runway to 
rehabilitate their stores and survive. 
Note that the U.S. economic 
expansion ran almost 11 years and 
was coming to an end, anyway.

T
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AN selects 11 PACEpilot honorees



For 26 years, Automotive News has hon-
ored the industry’s best commercialized 
innovations with its PACE Awards. � is 
year, a new program, Automotive News 
PACEpilot, recognizes 11 innovations that 
have reached a working pilot demon-stra-
tion phase but are not yet commercial-
ized. Deloitte is the exclusive sponsor of 
the PACEpilot program. 


