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About Us 

OVERVIEW 

Acquisition Spending More Than Doubled for Public Retailers. The auto retail M&A 

market in 2011 posted a second year of strong growth. As a barometer of the overall 

level of activity, public companies spent $512M in 2011, an increase of 140% from 

their spending in 2010. Private buyers were also active, purchasing large dealership 

groups and single point tuck-in acquisitions.  

Source: Corporate SEC filings 

The auto retail industry is cyclical, and we are in the early part of the upswing for 

both vehicle and dealership sales. There are several factors that are contributing to 

this sharp increase in dealership sales: consumers have become more confident in 

making big purchases, their need to replace aging vehicles is increasing, and credit 

has become more available in the marketplace. As a result, new vehicle sales are pro-

jected to increase 9.4% from 12.8M in new unit vehicle sales in 2011 to approximate-

ly 14.0M in 20121. Rising vehicle sales drive higher dealership profits, which in turn 

attract dealership buyers. 

We expect dealership acquisition activity to continue at a brisk pace. Buyers have the 

capital to invest (both from operations and the capital markets) and are prepared to 

do so as they recognize conditions are ripe for a long and lucrative run in auto retail. 
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1 Source: Automotive News—historical data, NADA—forecast 
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The main potential market weakness that we see so far in 2012 is a lack of supply of deal-

erships for sale. Another potential weakness would be a shock to the economic or politi-

cal environment that chills consumer purchases. 

Leading Buyers are Active. Our conversations with leading dealer groups indicate they 

are highly interested in purchasing dealerships. Many of them have made purchases in 

the past 12 months, and are looking for more. 

The Big 5 is Now the Big 10. The Big 5 franchises (Toyota, Honda, BMW, Mercedes-Benz 

and Lexus) are still the most in demand with leading buyers, but we are also seeing a sig-

nificant increase in interest in Audi, Chevy, Ford, Hyundai and Nissan franchises. Blue sky 

multiples for almost all of these new entrants have increased.  

Potential Supply/Demand Imbalance in Dealerships for Sale. Despite strong demand, 

many potential sellers with whom we have spoken appear to be waiting for another year 

or two to enter the market, perhaps to allow more time for their earnings to increase. 

This may or may not be a good strategy. If many sellers enter the market all at once, mul-

tiples could fall and some transactions will not get done as buyers’ time and capital are 

limited. 

Valuations Are Strong. At present, we are seeing sellers with high quality assets getting 

strong offers. Many buyers see upside in the future and are willing to pay for it. 

The Presidio Multiples. The following chart sets forth our estimates for the ranges of 

multiples of current adjusted pre-tax profit that buyers would pay for the goodwill of 

these franchises in 2012, assuming average performance and no major real estate issues. 

Real estate and other assets would be purchased in addition to goodwill. These figures 

are based upon the transactions that we have seen in the marketplace, conversations 

with leading buyers, and our opinions of the demand for these franchises.  

Note: colors reflect changes since our last report; green means multiples have risen, black 

means multiples are steady, and red means multiples have declined. 
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Presidio Activity. Presidio’s transaction activity in 2011 reflected the uptick in the M&A 

market. In March, Presidio advised Fort Myers Toyota on its sale to AutoNation. This 

Toyota store was historically one of the leading Toyota dealerships in the country. In July, 

Presidio advised Crevier BMW-MINI on its sale to Penske Auto Group. Crevier BMW-MINI 

is one of the highest volume single location BMW dealerships in the US and has been the 

leader in the Western Region for 19 years. In December, we advised Vista Lexus on its 

sale to Oremor Automotive Group, a large, private buyer based in California. 

Collectively, these three transactions exceeded $240M, an average of more than $80M 

per dealership. This value per store is much higher than typical dealership values, and 

reflects the fact that high quality assets came to market in 2011 and attracted strong 

offers. The funds paid to Presidio’s clients on the two transactions sold to public buyers 

represented approximately 40% of the total amount spent by all of the public retailers on 

2011 acquisitions2. 

TRENDS IN THE US AUTO INDUSTRY 

Rising Consumer Confidence. The unemployment rate has ticked down for seven out of 

the last nine quarters. As people become more confident of their employment outlook, 

they have a greater willingness to commit to buying a car.  

 

Source: Unemployment Rate - US Bureau of Labor Statistics, Sales - Automotive News 

The effect of the improved outlook for employment is also reflected in the consumer 

confidence index as compiled by The Consumer Confidence Board. Over the past year, 

consumer confidence has improved by 22%, from 53.3 to 64.8. 

Aging Vehicles in Need of Replacement. The number of new vehicles sold decreased 

significantly from 2007 to 2011, causing the average age per vehicle to rise. According to 

NADA, the average age for light vehicles on the road today has reached 10.8 years, a rec-

ord high, and up from 7.9 years in 2006.  

Improved Credit Terms and Availability. There was a flight to quality during the reces-

sion and lenders retreated from the subprime market to servicing buyers with high credit 

scores. But in recent months, lenders have become more active in lower credit tiers, as 

shown by the chart on the following page. 
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High quality assets are 

coming to market for the 

first time in years 

 

 

In 2011, the dealerships 

that Presidio sold were val-

ued at an average of more 

than $80M per dealership  

2 Source: Penske Automotive and AutoNation SEC Filings 
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Source: Experian 

Also, the cost of financing a new vehicle was at an all-time low in Q4 2011. The chart be-

low illustrates these low rates, which further stimulate vehicle purchases as they reduce 

monthly car payments for consumers.  

 

Source: Board of Governors of the Federal Reserve 

Attractive New Products. The US retail auto industry is getting a nice boost from an in-

crease in new model introductions. During the recession, a number of auto makers de-

layed product launches to wait for better times. Now, many of those products are coming 

to market. The average product age is dropping from an average age of 3.1 years for the 

past decade to 2.4 years for model years 2012-2015, according to John Murphy of Bank of 

America Merrill Lynch.  

Projected Increases in New Unit Sales. Partly as a result of the trends listed above, new 

unit sales in the United States are projected by many leading analysts to increase by 9.4% 

in 2012, growing from 12.8M units in 2011 to 14M units. These estimates could prove too 

conservative, as the SAAR for the first two months of 2012 reached 15.1M, an 18% in-

crease over 2011 actual sales. Mike Jackson from AutoNation, JD Power, and other indus-

try experts estimate that we will return to volumes of 16M+ units in a few years. The chart  

on the following page illustrates the cyclicality of our industry: we are now two years into 

a rebound, with significant expected growth ahead. 
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Source: Historical Sales—Automotive News; Projected Sales—NADA, JD Power 

What Does Not Kill You Makes You Stronger. The depression that hit the auto industry is 

having a highly beneficial impact on those dealers who survived it. The bankruptcies of 

GM and Chrysler led to the closure of thousands of dealership locations. Ford has also 

been consolidating its dealer body. From 2008 to 2011, the number of dealerships fell 

from 20,000 to 17,767, a decline of 11.2% according to Urban Science and Automotive 

News. As a result of this reduction along with rising new vehicle sales, new unit sales per 

dealership increased to 719 in 2011 and are projected to reach 785 units in 2012, a level 

that would exceed the highest sales ever reported. This sales  increase  has a strong cor-

relation with rising dealership profits. 

 

Source: Automotive News, NADA, Urban Science 

Sharply Rising Profits for Public and Private Dealers.  

This year brought strong results to almost all dealers. The combination of fewer com-

peting stores along with stronger demand for new and used units and limited inventories 

has driven higher unit sales and higher profit per vehicle retailed (“PVR”), a welcome 
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change from the past several years when PVRs were falling. F&I numbers have also been 

impressive with AutoNation surpassing $1,200 per unit for the first time in memory. And 

finally, fixed operations have also performed well, despite the decline in units in opera-

tion. The bottom line is that pre-tax profits in 2011 increased by 35% for public dealers 

and 24% for private dealers over 2010. The table below looks at the change in results for 

public and private retailers for key metrics from 2010 to 2011. 

 

Source: Company Financials – SEC filings, Average Dealer – NADA.org 

NADA reports that profit per private dealership in 2011 rose to $785,855, which appears 

to be the highest level on record. No forecast is given for 2012, but a projected increase 

of 9.2% in new unit sales could push profits up even further, to new record levels.  

 

Source: NADA 

Public Retailer Stock Prices are High. The auto retail stock index increased 24.5% during 

2011, compared to 0.0% for the S&P 500, reflecting investor sentiment that earnings will 

continue to grow faster in auto retail than in other sectors of the economy. When this 

index is high, we expect that acquisitions of dealerships will also be high. 

Metrics AutoNaton Penske Group 1 Sonic Asbury Lithia

Public Co. 

Weighted Avg.

Average 

NADA Dealer

New Unit Sales 8.5% 3.1% 4.6% 15.5% 4.4% 25.8% 8.2% 15.6%

Used Unit Sales 6.8% 17.8% 6.8% 13.9% 21.1% 19.5% 12.6% 9.8%

PVR Gross Profit

New Unit 11.9% 7.7% 13.1% (1.4%) 4.8% 3.1% 6.3% 4.8%

Used Unit 1.7% 1.5% 1.4% (8.3%) (7.9%) 5.2% (0.7%) (2.4%)

Financing & Insurance 5.1% 3.9% 9.9% 5.2% 10.5% 7.3% 7.0%

P&L Summary

Revenues 11.0% 11.9% 10.4% 14.4% 9.7% 30.3% 12.6% 12.3%

Variable Gross 15.5% 13.8% 15.0% 13.7% 14.4% 28.8% 15.5%

Fixed Gross 0.7% 7.9% 3.2% 3.4% 6.7% 14.6% 4.4% 5.7%

Total Gross Profit 8.3% 11.0% 9.5% 8.5% 10.8% 23.7% 10.2% 11.0%

Pre-Tax Profit

(x. Extraordinary Items) 15.6% 31.2% 63.3% 70.9% 28.1% 142.0% 35.2% 23.6%
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Source: Capital IQ 

Market Share Fluctuations. Toyota and Honda have collectively given up 5.6 percentage 

points of market share from 2009-2011. Recalls, tsunamis and floods were the major 

causes, but these events coincided with uninspired product offerings from Honda and 

Toyota, and increased competition from Ford, Hyundai, GM and Nissan. For the first time 

in many years, perhaps ever, customers had the opportunity to buy vehicles that were 

highly reliable and nicely styled from many different OEMs.  

The chart below shows that while the market overall was up 10.3% in 2011, most Japa-

nese OEMs did much worse than this average, while many other non-Japanese OEMs 

fared much better.  

  

Source: Automotive News 

Toyota and Honda are working hard to take back share and are launching more than a 

dozen new products in 2012-2013, and preparing to offer hundreds of millions of dollars 

in incentives to customers. Many dealers have confidence in the ability of Toyota and 

Honda to come back and expect the growth chart for 2012 to look much different than 
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Investor interest is very 

high in auto retail present-

ly—the public companies 

are trading near their all-
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the prior chart, with above average sales increases. The table below shows what each 

OEM has predicted for their sales growth in 2012 . Many of these targets will prove to be 

optimistic, unless the analysts’ sales estimates for 2012 prove far too low. 

Source: Automotive News, Bloomberg 

 

M&A OUTLOOK: MORE BUYERS THAN SELLERS SHOULD MEAN 

STRONG PRICING IN 2012 

Recent Activity. Acquisition activity increased sharply in 2011, with the public groups 

spending $512M compared to $214M in 2010. We also saw a big uptick in the level of 

dealerships acquired by private dealers, as they took the opportunity to invest and grow 

during the year. Private equity firms continue to seek ways to enter the industry, al-

though we have only seen a couple of firms put any meaningful capital to work. The auto 

makers are not likely to encourage their presence in the market. 

Presidio supplemented the acquisition data on the public retailers with acquisitions 

attributed to the leading private dealer groups to find what franchise categories have 

been most in demand by the Top 10 dealership groups in 2010 and 2011. The Top 10 

group includes all of the public retailers plus the Van Tuyl, Hendrick, Staluppi and Larry 

Miller groups3. Luxury dealerships continue to be the most sought after franchises by the 

Top 10, but we find it noteworthy that domestic dealerships returned to the shopping 

lists of these leading buyers in 2011. We would expect this trend to continue in 2012, but 

would still expect the value per acquisition for luxury or import dealerships to be far 

higher than the value for domestics, given that domestics typically earn lower profits per 

store, and still trade at lower multiples. 
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Source: Public filings and Presidio Sources 

The table below shows the total number of franchises that were acquired from 2010 

through 2011 by the Top 10 dealer groups. The Big 5 franchises are all strongly repre-

sented, but Audi and Hyundai are also showing up in good numbers, as well as a number 

of domestic brands, creating the new Big 10 franchises that we referred to earlier. Luxury 

German franchises continue to dominate the list from these buyers, commanding 36% of 

the Top 10’s acquisition market share for 2010-2011, which is far above their combined 

U.S. market share.   

Source: Public filings and Presidio sources 

Current Market Conditions are Favorable for the Sale of Dealerships. As the economic 

recovery continues, Presidio believes many factors are in place for a strong pace of deal-

ership sales in 2012.  

 Leading Buyers are Active. Almost every leading dealer group that we have spo-

ken with this year is looking for acquisition opportunities, with budgets ranging 

from $10M to $500M.  

 Most acquisitions are accretive for public companies. Given the healthy valua-
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tions of public companies, even strongly priced acquisitions may be more accre-

tive to their share price than stock buy-backs or repayment of debt. 

 Strong returns from acquisitions. Due to several years of likely strong sales 

growth that should lead to higher profits, we believe stores acquired in 2012 are 

likely to provide attractive returns for buyers.  

 Interest rates are low. Acquisition financing rates are at or near all-time lows. 

Furthermore, many lenders are more willing to finance blue sky (for the right 

buyer) and are increasing the loan-to-value rate on mortgages. Low rates and 

high loan-to-values make acquisitions more affordable.  

 Dealers are enjoying strong profits. With many dealers experiencing record 

profits, sellers are more likely to feel that offers reflect fair value than if they 

tried to sell over the past four years.  

 Pent-up selling pressure from owners. Dealers are not getting any younger. The 

downturn from 2007-2010 meant that most dealers looking to retire could not 

sell their businesses on acceptable terms. The window is now open for them. 

 Taxes are likely to increase in the future. Some dealers will choose to sell this 

year while taxes are low. The tax situation beyond 2012 is not known, but there 

is a realistic chance that it will get worse for business owners.  

 There are now more than 10 franchises that buyers are seeking to acquire. 

There is strong demand for the Big 10 franchises in the market today. This is a 

profound change from the last decade when buyers focused primarily on the Big 

5. The blue sky values for the new members of the Big 10 have risen significant-

ly, which will help their owners to retire on attractive terms. 

FRANCHISE VALUATION RANGES 

The combined effect of the factors listed in this report lead us to believe that we are in a 

“Win-Win” period in M&A for auto dealerships. Sellers ought to be pleased with the 

strength of offers they receive, and buyers believe there should be at least several years 

of increasing profits, so their returns should be high. This is an essential condition for the 

“market to clear” and transactions to close.  

Presidio is involved in a number of transactions each year, and discusses many more 

transactions with other buyers and sellers in the market. The information that we gain 

from these conversations drives our assessments of how dealerships are valued by buy-

ers in the marketplace today.  

Dealership Valuation Methods. There are various ways to value dealerships. For our pur-

poses here, we will use the historical industry method of valuing dealerships by combin-

ing blue sky (calculated as a multiple of adjusted pre-tax income), plus the current value 

of real estate, plus the book value of other assets acquired. 

Typically, significant adjustments to the pre-tax income on dealer statements are neces-

Almost every M&A indica-

tor is blinking “green” in 

2012 

 

This should create a “win-

win” environment: sellers 

get good pricing and buyers 

get good returns 

 

 



PAGE 11   

sary.  Our team at Presidio works carefully to recast financial statements to provide a 

buyer with a clear view of the profits generated at a dealership.  We make adjustments 

for real estate values, non-recurring income and expenses, and other items that are es-

sential to inform buyers.  But current earnings are not always a fair reflection of the fu-

ture profits of a dealership. Various conditions specific to a particular dealership will 

cause it to trade above or below the ranges we set forth here. A facility that is not com-

pliant with OEM requirements, for instance, will have an impact on its valuation.  The 

team at Presidio has been involved in the purchase or sale of over 150 dealerships and 

has expertise in understanding how this and other factors will influence a dealership’s 

likely market value. 

The following sets forth our estimates for the multiples of current adjusted pre-tax profit 

that buyers would pay for these franchises in 2012, assuming average performance, and 

no major real estate issues.  

Luxury Franchise Blue Sky Multiples 

 BMW/MINI. The most desirable franchise. Sales were up 15% in 2011, with a tar-

get increase of 8% in 2012. Premium products, youthful image, and excellent fixed 

operations. MINI remains a big plus. Profits per store are higher than any other 

franchise, except perhaps Lexus. Stable multiple: 6.0-8.0x.  

 Mercedes-Benz. Highly desirable. Sales were up 16% in 2011 with a targeted in-

crease of 10% in 2012. Most Autohaus projects have been completed, so buyers 

will have fewer cap-ex projects to deal with. Management is making dealer profita-

bility a key focus in 2012 and beyond. Stable multiple: 6.0-7.5x.  

 Lexus. Significant loss of market share due to recalls, lack of compelling product, 

and tsunami. Sales down 13% in 2011 with a targeted increase of 25% in 2012. 

Many buyers appear confident that Lexus will regain strength via new product 

launches, and there are only 231 stores, so scarcity remains a driver of value. Strict 

framework limitations with the Top 10 dealership groups limit the buyer pool for 

these franchises, which may negatively impact pricing. Stable multiple: 6.0-7.0x.  

 Audi. Very desirable as it is gaining market share with compelling products. Sales 

were up 16% and Audi wants to almost double this volume by 2018 after it opens 

its first plant in the US. But buyers have limited experience with the brand, and 

profits per store are well below Lexus, BMW and Mercedes-Benz. Slightly lower 

multiple than other premium luxury competitors, but up from prior years: 5.0-6.0x.  

 Porsche. Sales were up 15% in 2011 with a targeted increase of 21% in 2012. New 

vehicle margins are among the highest in the industry and Porsche is becoming a 

broader franchise. Stable multiple: 6.0-7.0x.  

 Acura/Land Rover/Jaguar/Infiniti/Volvo. Small sales volumes and uneven product 

lines mean profits are often low and can be volatile. Broader range of multiples: 

3.0-4.5x. 

There are many factors that 

will influence the blue sky 

multiple for a dealership 
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ing buyers 
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Mid-Line Import Franchise Blue Sky Multiples 

 Toyota. Still very desirable to buyers despite issues in 2010-2011. Sales were down 

6% in 2011, but are targeted to increase 16% in 2012. Buyers believe Toyota will 

spend heavily on products, advertising and incentives to regain share. Slightly low-

er multiple: 5.0-6.0x.  

 Honda. Buyers are still interested in Honda stores, although less interested than in 

Toyota stores due to product miscues. Sales were down 7% in 2011, but are pro-

jected to increase 24% in 2012. Slightly lower multiple: 5.0-5.5x. 

 Nissan. Much stronger performance than Honda and Toyota with sales up 17% in 

2011, and targeted to increase 16% in 2012. Buyers appear to be more interested 

than in the past. Multiple is up: 4.0-5.0x.  

 Hyundai. Many buyers have moved from curious to convinced on this franchise. 

Volume was up 20% in 2011. On a new unit sales per franchise basis, Hyundai trails 

only Toyota, Honda, Nissan and Ford, and is ahead of CJD, Chevrolet, VW, and oth-

er mid-line franchises. If the used cars and fixed operations departments can catch 

up, Hyundai franchises are likely to be much more profitable than they are now. 

Buyers wonder if the hot products will continue, and if the American management 

team will stay in place for the next 5-10 years. Seen as a good bet on an up and 

coming franchise. Higher multiple than prior years: 4.0-4.5x.  

 VW. Sales were up 25% in 2011 and are targeted to increase 45% in 2012. VW has 

made a $1 billion investment in their plant in TN and is publicly committing to 

800,000 new unit sales in the next 5+ years, which would be a 147% increase over 

their 2011 sales. Also, VW has reduced facility requirements for dealers to meet its 

image standards. But low new vehicle margins, a reputation for poor quality, and 

low profits per store make buyers cautious and put this franchise a notch below 

the other leading mid-line imports. Slightly higher multiple: 3.5-4.5x. 

 Subaru/Mazda. Subaru is a desirable franchise in markets with snow, but has 

struggled in southern states. Flat sales in 2011. Mazda sales grew 8%. Few buyers 

seek these franchises, but they can come along with the purchase of a larger group 

of dealerships. Same multiple: 3.0-4.0x. 

Domestic Blue Sky Multiples 

 Ford. Highest level of interest among the domestics. Sales were up 17% in 2011 

with a target increase of 3% in 2012. Good management. Working to reduce the 

number of stores, which has a bigger impact on dealer profitability than sales 

gains. Higher multiple: 4.0-4.5x. 

 GM. Chevy is the second most desired domestic franchise, and some Buick-GMC 

stores can produce strong profits. GM sales were up 14% in 2011 with a target in-

crease of 13% in 2012. Some overhang from consumers with continued govern-

ment ownership, and we wonder if this will have a negative impact on GM’s ability 

to compete with other OEMs. Higher multiple: 3.5-4.5x. 

Nissan, Hyundai, and VW 

blue sky multiples are all up 

 

 

 

 

Toyota and Honda blue sky 

multiples are down slightly 

 

 

 

 

Ford and Chevy blue sky 

multiples are all up 
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 Chrysler-Jeep-Dodge. To our amazement, many of these franchises are performing 

well. One leading dealer said its CJD dealerships were delivering a higher return on 

equity than any other franchise. The elimination of many stores was critical to the 

health of this franchise, as well as attractive products like the Grand Cherokee. But 

many buyers are still skeptical and prefer other franchises. Higher multiple: 3.0-

3.5x. 

Note: colors reflect changes since our last report; green means multiples have risen, black 

means multiples are steady, and red means multiples have declined. 

SUMMARY 

The market for buying and selling dealerships expanded significantly in 2011 and we 

believe that 2012 is likely to be another year of strong activity. Almost every large 

dealership group we have spoken to in 2012 wants to expand. We see the main con-

straint on dealership sales is a lack of supply: dealers who are looking to sell want 

another year or two of higher earnings before going to market. Given the laws of 

supply and demand, we believe sellers will receive strong prices in 2012. We also 

wonder what will happen to pricing in 2013 if many sellers decide to enter the mar-

ket at the same time. Buyers could be covered up with transactions, and pricing 

could fall. 

The team at Presidio is excited about the current market conditions and the outlook 

for the next several years. We provide services based on our extensive experience in 

dealership sales, and we are confident that we will be able to help our clients achieve 

highly desirable results. Presidio focuses on higher value dealerships where analytical 

abilities, long-term relationships with leading buyers, and the knowledge of how to 

run an effective and confidential sale process are most critical. Please give us a call 

for a confidential discussion of market conditions and your future plans.  

Chrysler rebuilds some eq-

uity value in its dealer base 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Sellers in 2012 should re-

ceive strong pricing 
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AUTOMOTIVE SERVICES  

Presidio is a leading Mergers and Acquisitions advisor to sellers and buyers of high-

value auto dealerships and dealership groups. Since 1997, Presidio Automotive Ser-

vices Group professionals have completed over 150 transactions totaling more than 

$4.5 billion of value in the automotive sector. We differentiate ourselves by providing 

a sophisticated, hands-on service to a small number of clients each year who represent 

the top-tier of auto retail in terms of franchise, location and profitability. Our target 

auto retail M&A transaction size is between $20 and $200 million and our average 

transaction size exceeds $40 million, including blue sky, assets and real estate.  

We work on an exclusive basis for our clients, thereby minimizing the conflicts of inter-

est and confidentiality problems that are prevalent in the auto retail brokerage world. 

We maintain solid relationships with top public and private auto dealers in the U.S. 

This allows us to know which buyers to approach, which buyers to avoid, and how to 

react to their negotiating styles. With our deep industry knowledge and contacts, we 

run a professional process that we believe delivers optimal results for our clients.  

With bankers located on both the East and West Coasts, we are well positioned na-

tionally to serve the needs of our clients. 

 

THE PRESIDIO GROUP LLC  
 

Presidio is a personal and corporate financial services firm, and one of the nation’s 

leading independent wealth advisors with client assets of nearly $4 billion. Through its 

interconnected investment banking, wealth advisory, and private equity units, Presidio 

is uniquely capable of addressing the lifecycle challenges of wealth—from its creation, 

through its retention and growth, to its transfer to successive generations. The firm’s 

principals have extensive experience running businesses and creating wealth of their 

own; their understanding and management of risk is unsurpassed. Presidio has several 

offices and serves clients across the US. Presidio Merchant Partners LLC is a member of 

FINRA and SIPC. For more information visit www.thepresidiogroupllc.com. 

 

Presidio focuses on higher 

value transactions where 

analytical abilities, long-

term relationships with 

leading buyers, and the 

knowledge of how to run 

an effective and confiden-

tial sale process are most 

critical 

Please see the back cover for more information on our           

upcoming NADA sponsored webinar where we discuss the                  

Automotive Retail M&A Market.  
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Alan Haig is head of Presidio’s automotive practice. Mr. Haig joined Presidio from AutoNation where he was Senior Vice 
President and responsible for all acquisitions and divestitures. During his career, Mr. Haig has been involved in the pur-
chase or sale of more than 150 dealerships. Haig began his career in investment banking with Drexel Burnham Lambert  
in New York and later served as a Managing Director for Caymus Partners, a boutique investment banking firm. He also 
served as Director of Business Development for Blockbuster Entertainment Corp. Over the course of his career, Haig has 
completed 96 acquisitions, divestitures, or capital raises for a total value of over $5B. Mr. Haig earned an MBA with hon-
ors from Columbia Business School, an MA from University of North Carolina, and his BA from Dartmouth College.  

Alan Haig: Phone: (919) 913-4641 | Email: ahaig@thepresidiogroupllc.com 

Erin Kerrigan joined Presidio from AutoStar, a large lender and property lessor to auto dealers. At AutoStar, Kerrigan led 
transaction origination and oversaw a $160 million dealership loan and lease portfolio. Prior to joining AutoStar, Ms. Ker-
rigan founded Skye Automotive, LLC, a private equity firm focused on automotive retail, was a private equity investor for 
The Edgewater Funds and was an investment banker at Piper Jaffray. Ms. Kerrigan is a recognized industry speaker, ap-
pearing at NADA and influential writer on the topic of finance and credit in her monthly Dealer Magazine article. Ms. Ker-
rigan graduated from Northwestern University with a BA in History and International Studies and the UCLA Anderson 
School of Business with an MBA. 

Erin Kerrigan: Phone: (949) 202-2200 | Email: ekerrigan@thepresidiogroupllc.com 

Nathan Klebacha Prior to Presidio, Nathan spent six years with Asbury Automotive where he was involved in the pur-
chase or sale of 50 dealerships. Prior to Asbury, Mr. Klebacha held positions at O’Shaughnessy Capital Management and 
Bear Stearns Asset Management as assistant portfolio manager for their quantitative equity investments. Mr. Klebacha 
has a B.S. degree in Accounting from the University of Connecticut and completed his M.B.A. at New York University. 

For more information please visit our website: www.presidioautomotive.com  

 

The Presidio Group’s corporate advisory activities are performed through its subsidiary Presidio Merchant Partners LLC. Presidio Merchant Partners LLC is the publisher of the Auto-
motive Retail M&A Market Report. Although we believe we have compiled the information contained within this report from reliable sources, we do not guarantee the information 
or represent that it is accurate. We provide this general information, but do not intend to provide advice on the material herein. This publication is neither an offer to sell, nor a 
solicitation of an offer to buy securities. Member FINRA, SIPC. © 2012 The Presidio Group LLC 
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Select transactions completed by members of our team.  
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THE PRESIDIO GROUP 
101 California Street 
Suite 1200 
San Francisco, CA 94111 

WEBINAR, May 2nd, 2012  

Hosted by NADA 
 
 
Time: 1:00pm—2:30pm EST  

Register at: https://nada.webex.com 

PLEASE JOIN US AT OUR UPCOMING EVENTS 

Presidio’s Alan Haig and Erin Kerrigan will discuss the auto retail M&A market and show you:  

 Which franchises are of the greatest interest to buyers today. 

 The key market drivers of today’s active dealership M&A market. 

 Current blue-sky multiple ranges for major franchises. 

PRESENTATION, May 23rd, 2012  

At AIADA’s 6th Annual International Auto Industry 
Summit in Washington, DC 
 
Time: 5:00pm–6:00pm EST  

(immediately preceding the AIADA opening cocktail reception) 

Email invitation to follow. 

 

https://nada.webex.com

