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IDENTITY THEFT

dealerships, he says he knew the program
had to be inexpensive, easy to administer :
and effective. What he found was that a i
good program would allow a dealership to
pack the cost of the program into each ve- !
hicle it delivers, whether it’s paid in cash, fi-
nanced or leased. The customer then re- }
ceives a certificate at the time of delivery |
describing benefits and claims procedures.
There is no registration or remittance at the
time of delivery — dealerships simply pre-

Despite a dealership’s best efforts to
comply with the Safeguards Rule and oth-
erwise protect customer data, there is real-
ly little that can be done to thwart the
criminal actions of a determined employ-
ee. Having remediation services built into
a dealership’s standard operating proce-
dures shows the dealership’s desire to pro-
tect customers. And that can only help re-
duce the dealership’s ultimate exposure
for such a breach.

“This assumes the dealership already has a safeguards

program in place. If that mandatory step has not been

taken, trying to close the barn door after the horse has
left probably won't do much good.”

purchase the certificates in bulk prior to i
i loophole for dealerships, as their con-

delivering the vehicles.

In the event an identity theft occurs in-
volving a covered customer, the customer
calls the toll-free number on the certificate
and provides his or her customer code i
printed on the certificate. Once the cus-
tomer’s eligibility is verified, the benefits
commence immediately and continue i
i Safeguards Rule Compliance Kit.

until the case is completely resolved.

While the term of coverage can be ad-
justed to fit each dealership’s needs, three-
and five-year terms are common. Gomez !
says his program can be less than $6 per ve-

hicle for three-year coverage, and less than
i blywon’t do much good” B

$10 for five-year coverage.

— David Robertson
“This kind of coverage closes the

cern for customers’ identity security is
clearly demonstrated before the loss oc-
curs. This should reduce exposure to
punitive damages,” said David Robert-
son, executive director of the Associa-
tion of Financial and Insurance Profes-
sionals and co-author of the FTC

Robertson also adds a word of caution:
“This assumes the dealership already has a
safeguards program in place. If that manda-
tory step has not been taken, trying to close
the barn door after the horse has left proba-

| Simoniz has
Withstood
the Test

of Time,

Since 1911

‘ ‘ As the first System 5

representatives, our dealers have
earned tens of millions of dollars
retailing the best product on the
planet from their F& departments.’ ,

Randy Crisorio

F&l Company Principal
United Development
Systems, Inc.
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SYSTEM 5

Outstanding coverage against damage to
paint from acid rain, tree sap, hird waste,
insects, road salt and UV. Interior staining
coverage against any consumable food
product. No deductible, transferable at no
charge, plus exclusive rental car henefit
and no chargebacks!! Fully insured!!

For mt.)re details visit
“sSimonizusa.com

or call Mark Trahan

800 227-5536 x162



