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LET’S TAKE A POLL

Has fraud occurre
or distributorshi




They would never steal f



WHAT IS YOUR FRAUD TOLERANCE?




QUOTE FROM BERNIE

“In today's

it's virtually




STATISTICS ON BUSINESS FRAUD

Most likely to be detected by a tip

Median loss $175,000

| Median length to detect fraud is 24 months

Association of Certified Fraud Examiners. 2008 ACFE Repo




2008 EMPLOYEE PAY VS. BUDGET

2008 Monthly Pay 2008 Personal
Expenses

alary ' ortgage )
Sal $4,000 M $2,000

2% Sales Gross S$4,000 Transportation, $2,000
insurance, personal
care

Miscellaneous S500 Loans $1,300
Bonus
Taxes (Est. 20%) S (1,700) Miscellaneous 1,200

Take Home Pay $6,800 Total $6,500




2009 EMPLOYEE PAY VS. BUDGET

2009 Monthly Pay 2009 Personal
Expenses

alary ' ortgage )
Sal $4,000 M $2,000

2% Sales Gross $2,000 Transportation, $2,000
insurance, personal
care

Miscellaneous S500 Loans $1,300
Bonus
Taxes (Est. 20%) $(1,300) Miscellaneous S800

Take Home Pay $5,200 Total $6,100




EMPLOYEE PAY ANALYSIS

Monthly take home pay $6,800 S$5,200
Monthly expenses $6,500 $6,100

Monthly Surplus/(deficit) $300 (5900)




THE GATEWAY TO FRAUD

Rationalization
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Pressure




How TO SPOT FRAUD

Decreases i
Significant nu
Large policy w
Uncollectible re
Increase in credi




How TO SPOT FRAUD

Cash / Accoun ;

Missing ¢
Multiple ¢
Payroll
— Aged open
— Rise in other

— Warranty charge
— Excessive write-c
— Adjustments poste




How TO SPOT FRAUD

Miscellaneous

— Using nc
— Working

— Trust your
till you get

— Follow up o

— Unreasonable

— Refusing to tak

— Unwilling to give
other employees

— Vendors insist on ¢




LET’S TAKE A POLL

In what area of yc
think you are mc




FRAUDS TAKING PLACE TODAY

Credits Is
Wholesal

Cash Disbu
Selling of Co
Rebates or Gif
Cash Clearing A

Expense Reimbu

Pay Plan Manipulz
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SEGREGATION OF DUTIES
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PROTECT YOUR BUSINESS

— Collect ca
— Approve c
— Change sale
— Charge repai

v
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PROTECT YOUR BUSINESS

Fixed Opera

o POTENTI
If a parts
perform:
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PROTECT YOUR BUSINESS

Front End

If the sale
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PROTECT YOUR BUSINESS

Accounting

— Financ

— Payroll

— DMS ac

— Segregatic
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FRAUD OPPORTUNITY ANALYSIS

Salesand @ Service

Fraud Opportunity Risk Indicator Parts Accounting

F&I and B/S

. Been with dealership for over five years TO determine the fraud

2. No one supervises o reviews indicator factor for each

3. Has territorial vendor relationships de partment manager,
answer each indicator with
a “yes” or “no”.

4. Has territorial customer relationships

5. Does not take vacation or only short increments

6. Comes in early or stays after hours

Count the total “yes”
7. Has extreme control of the department a n swe rS :

8. Works excessive hours

5. Has strange timing and/or delvery of paperwork More than six “yes”
answers may indicate a
higher fraud risk for that
manager.

10. Only one that can perform job function

11. Excessive DMS access

12. Multiple department access or responsibilities

Aorely
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Fraud is he
distributor

Perform a frat

Implement pol
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DEALER SERVICES GROUP

- 135+ Dedicated De
- 20+ Members Fully
- 100+ Top Dealers in t
1 Dedicated Dealer

About the Dixon Hughes Dealer Services Group PERFORNE S S AM%
The Dealer Services Group of Dixon Hughes, one of the
accounting firms, has over 135 dedicated professionals
with some of the largest automotive and heavy truck de
country. Providing our clients with industry thought leade
Tax and Risk Service Groups, we consult on best practices
efficiencies, decrease costs and understand risk manageme
need an independent CPA firm to provide an objective view
business to the next level. At Dixon Hughes, we deliver on bo
service equation. A fact you might find a plus.

www.dixon-



DEALER SERVICES GROUP

PERFORMANCE + W[&&f

For more information

Dealer Services Group

(877) DLR.CPAS
dsg@dixon-hughes.com
www.dixon-hughes.com/dsg

Jonathan Wilke, CPA, CIA
(817) 276-4127
jwilke@dixon-hughes.com
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