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Why do almost all states in the US regulate warranty reimbursement? 

Two reasons. The first should strike a familiar chord here at the FTC. Federal anti-trust law 
prevents dealers from engaging in collective bargaining with automakers, which forces dealers 
and manufacturers to negotiate out in the open, where decisions that affect the public and 
consumer interest are made by democratically elected state representatives. This leads to the 
second reason: without state franchise laws, dealers and consumers would be at the mercy of 
powerful automakers and no business person in their right mind would ever invest the millions 
it takes to open a new car dealership.  

Public policy in 50 states is designed to foster investment in the franchise system of 
neighborhood new car dealerships because this system promotes vigorous competition 
between and among brands; and not just for new and used car sales, but also for vehicle 
financing, customer-paid service and even for manufacturer-paid warranty repairs. 

Consumers benefit from this competition; better hours of operation, pleasant customer waiting 
areas; courtesy transportation and, of course, cost. Even the dealers’ well-documented 
charitable and civic involvement is driven by competition for sales and service, regardless of 
whether it’s customer-paid or warranty work paid by the manufacturer. 

This is why the courts and elected legislatures have consistently recognized that the extensive 
network of 17,000 franchised dealers across the US serves the public interest, promotes 
competition and gives consumers ready access to warranty service from skilled technicians 
working out of properly equipped, conveniently located service facilities. The fact that these 
dealerships are independently owned -- and that the dealers must be paid fairly -- ensures that 
consumers will be treated fairly. 

And, understand this very important point: when automakers see warranty, they see expense, 
and experience tells us they will try to reduce that expense by shifting costs to consumers or 
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dealers. But, when a new car dealer sees warranty, they see revenue – which, by the way, is not 
the same as profit -- and, therefore, an opportunity to serve; to act as an advocate to ensure 
their customer gets the full value of the warranty they’ve already paid for. 

Now let’s talk about how the warranty business works in the real world. Study a dealership 
financial statement. You’ll see that dealers make nothing and often lose money on new car 
sales; they make 2-3% on used; 6% on parts and maybe 8% on service. (See Attachment #1). 

Look at every dollar that comes thru the parts department, for example, here’s what you’ll see: 

• 66 cents goes right back to the automakers to pay for parts or cost goods sold;
• 16 cents goes to personnel expenses;
• 5 cents goes to variable expenses, like advertising, computer services and such;
• 7 cents goes to fixed expenses, like facilities, insurance and utilities; and
• that leaves just 6 cents as net profit before taxes.

(See Attachment #1). 

Manufacturers mandate facilities, special tools, equipment and training to carry out warranty 
repairs, which costs a lot of money. But that investment benefits consumers because 
neighborhood new car dealers are standing by to fulfill the warranty promises made by 
manufacturers; promises that consumers have already paid for. So, when manufacturers won’t 
pay retail on warranty repairs, they’re not just cheating the dealers, they’re cheating 
consumers, too.  

We surveyed New Jersey GM dealers and found that about 48% of all repairs are warranty; free 
to the customer and paid by the manufacturer. So, if GM underpays dealers on 48% of their 
parts and service work, the dealers take a loss or they must shift costs to the remaining 52% 
customer-paid jobs. By unilaterally mandating a discount, manufacturers place a financial 
burden on dealers that inevitably results in losses for the dealer or higher prices for everyone 
else. (See Attachment #2). 

So, how did the reimbursement methodology used in many states to calculate “retail” come 
about in the first place? State laws requiring automakers to pay “retail” on warranty date back 
to 1977 in New Jersey. But, it wasn’t until 1991 that Bob and Elaine Robertazzi, the courageous 
Mom and Pop owners of Liberty Lincoln in Clifton, New Jersey, challenged Ford Motor Company 
and eventually proved the powerful automaker was underpaying dealers and shifting costs to 
consumers in what Federal District Court Judge Maryanne Trump Barry called a “shell game”. 

Still, dealers were frustrated.  Automakers continued to devise burdensome reimbursement 
procedures in order to thwart dealer demands for fair compensation. And, by the late 
1990’s/early 2000’s, many legislatures were fed up, too. They arrived at the 100 consecutive 
repair orders methodology, mostly out of frustration with automakers, who were quick to say 
what “retail” wasn’t, but never offered a reasonable formula to meet their obligations under 
the law. 

So, here we are, almost forty (40) years since the first retail reimbursement laws were enacted 
and twenty (20) years since the courts and many state legislatures tried to force compliance. 
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And, the sad truth is that automakers continue to game the system, because they know that 
every penny saved on warranty is a penny earned at the expense of consumers and new car 
dealers. 

Let’s look at two common strategies automakers use today to shift costs: surcharges and 
manipulation of parts pricing and labor times. It’s interesting that 37 states -- accounting for 
75% of all US auto sales -- require manufacturers to pay “retail” (See Attachment #3). But the 
manufacturers don’t bake that cost into the price of the car. Instead, they opt to surcharge 
dealers only in states where they are actually forced to comply with the law, effectively 
charging consumers twice for warranty. 

In New Jersey, GM acknowledged that “retail” is cost plus 60% on parts and they imposed a 
surcharge on dealer invoice. This is a GM-imposed charge intended to compensate them for 
what they say is their “additional cost” of doing business. GM collected an estimated $6.5M in 
surcharges from NJ dealers in 2014 and paid out just $3.2M for reimbursement in excess of the 
60% markup they, themselves, acknowledge is “retail”. In other words, GM collected $3.3M 
more in surcharge money from dealers and consumers than they paid out. That means GM 
made $3.3M on their “increased cost” of doing business in New Jersey. (See Attachment #2). 

Nobody ever asks “how much does a manufacturer mark up the cost of parts or a new car?” But 
everyone knows exactly how much a dealer does. The retail end of the business is completely 
transparent, while the wholesale end of the business is cloaked in secrecy. 

Here’s another example of manufacturer self-dealing and price manipulation: a replacement 
fuel tank at a north Jersey Ford dealership lists for $3400 and it costs $315 to install; a total of 
just over $3700. That’s when the customer is paying for the job. But, in October of 2014, Ford 
announced a recall of two hundred and five thousand (205,000) ‘07 and ‘08 Ford Edge and 
Lincoln MKX vehicles with defective fuel tanks (See Attachment #4). Now, all of a sudden, since 
the manufacturer is paying for the repair, the cost of the part drops to less than $1200 and 
labor time is slashed to $250. With just a few keystrokes, Ford reduced dealer compensation 
and helped itself to a generous discount of more than $2200; a discount worth as much as 
$460M; almost half a billion dollars! Their mistake. Their defect. But dealers and consumers 
pay. This is a powerful example that really illustrates the public policy concerns at play here. 

Let me wrap up by saying the conflict between dealers and manufacturers plays out at state 
houses all across the US, not because dealers want it that way, but because anti-trust laws 
prevent dealers from engaging in collective bargaining with automakers and because the public 
and consumer interests are best served by having these policy debates in public and decided by 
democratically elected state representatives. It’s not really important what manufacturers earn 
or even how they chisel dealers. What is important, though, is that the FTC understand this 
conflict and recognize that the agency is being used; that the automakers’ efforts to unravel 
state franchise laws and avoid fair payment to dealers won’t benefit consumers, just enrich 
manufacturers. That’s unfair to dealers, unfair to consumers and undermines the public interest 
in competition and highway safety. 
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5 Myths Perpetuated by Opponents of State Motor Vehicle Franchise Laws: 

Myth #1 – The auto retail industry has remained unchanged for 80 years and dealers sell cars 
the same way today as they did 80 years ago. 

• FTC Chairwoman Edith Ramirez and a number of the academics and automaker
advocates who appeared at the FTC’s January 19, 2016 Auto Distribution
Workshop stated that cars are being sold the same way today as they were
decades ago. This is a myth.

The auto retail business is constantly changing and evolving and new car dealers
embrace this change; more importantly, consumers demand it. To be sure, there
are many aspects of the auto retail sector that have remained unchanged over
the years. But these “constants” have everything to do with the nature of the
automobile, as a consumer product, and nothing to do with any real or imagined
restrictions imposed by state motor vehicle franchise laws.

First, automakers mass produce cars and sell them to dealers; they don’t -- as a
general rule --“build to order”.  This fact requires retailers to buy and hold
inventory so automakers can devote their time and resources to designing and
building best-in-class products. Second, most new car sales involve a trade, so
the typical consumer isn’t just buying a car; they’re also buying access to a wide
array of automotive products and services offered at the dealership. Consumers
want the dealer to appraise their trade and, possibly, take it off their hands.
Consumers want the dealer to arrange financing and shop competitive offers
from lenders, explain financing options, extended service plans and other
aftersale products. Consumers want the dealer to properly title and register the
vehicle, pay motor vehicle fees on their behalf and settle up with state and local
tax authorities. And consumers want to know they are buying a motor vehicle
that is backed by a factory warranty and an extensive network of independent
service providers who are standing by ready, willing and able to carry out
necessary warranty or safety recall service.

That part of the business and the basic structure of the retail automotive sales
distribution and service system hasn’t changed, because the product hasn’t
changed and the consumer demand for one-stop shopping (new and used sales,
trade-ins, financing, parts and service) hasn’t changed. But to say the car
business hasn’t changed in 80 years simply ignores the obvious. And there is just
no evidence to suggest that change has been stifled in any way by state laws that
regulate automobile franchising.
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Indeed, these laws are constantly changing and legislators in state houses all 
across America have been quick to make changes to accommodate innovative 
companies and respond to new or changing market conditions. Last year, alone, 
17 states enacted changes to their motor vehicle franchise statutes and every 
year for the past 10 years an average of 20 states have done the same. 

Tesla Motors, it should be noted, is an innovative electric car manufacturer that 
went to market in a number of jurisdictions where state law actually prohibited 
direct factory sales. State legislatures in many – if not most -- of those 
jurisdictions responded by amending the law to accommodate this one-of-a-kind 
electric vehicle manufacturer, once again, demonstrating that these laws are 
constantly evolving to keep pace with new and changing market conditions. 

There can be no ignoring the fact that the internet, third-party lead generators 
and automotive buying services of every description have dramatically changed 
the way cars are bought and sold.  Consumers, for example, used to drive from 
dealer to dealer shopping price and features of competing brands and, then, 
price and inventory among same-brand dealerships. It was a long and arduous 
practice that made car buying a chore. Our digital world has changed the way 
cars are bought and sold and placed more power and control in the hands of 
buyers and, now, sellers compete more aggressively than ever for each and 
every sale. 

Today, everything a consumer needs or wants to know about buying a new or 
used car is at their fingertips 24/7/365. All information and all inventory is on-
line and the car buying and selling process is the most transparent (and highly 
regulated) purchase a consumer can make. The average consumer spends weeks 
or even months shopping on-line before they ever contact a dealership. Some 
don’t even visit the dealer at all and others simply show up at the dealership to 
finalize a transaction, to process a trade and to sign the necessary paperwork to 
finance, title and register their purchase. To say the way consumers buy cars 
today hasn’t changed in 80 years is just absurd. 

Myth #2 – The disparate bargaining power between small dealers and large automakers is no 
longer present in the marketplace and, therefore, the so-called “protections” built into state 
automotive franchise laws for small dealers are no longer needed. 

• This is not a serious argument and that is evident when you look at just a few
simple facts. First, the top 7 publicly traded auto groups (AutoNation, Berkshire
Hathaway’s Van Tuyl Group, Penske Automotive, Sonic, Asbury, Group 1, and
Lithia) have a combined market cap of $18B; Toyota’s market cap is almost ten
times that and the combined market cap of the top 7 automakers is more than
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25 times the market cap of the top 7 public auto groups. General Motors, the 
smallest of the top seven automakers, is still eight times bigger than AutoNation, 
the largest of the top seven auto retailers. 

New Jersey is home to 500+ new car dealerships (rooftops, not franchises). The 
average value of a dealership, by rooftop, is $11M and 48% of all dealerships in 
New Jersey are 1 or 2 store operations. That means the typical new car 
dealership in New Jersey is worth somewhere between $11M and $22M. Toyota 
is worth $165B. Ford $50B. 

Only 5% of the dealers in New Jersey are connected to one of the large, publicly 
traded auto groups. The overwhelming majority of dealerships in New Jersey and 
all across the US are small to mid-sized, Mom and Pop, family run businesses 
worth several millions, not billions. These are strong, well-run and well-
established local businesses, to be sure. But they cannot match the automakers 
when it comes to economic might or the ability to sustain a legal dispute or 
financial test of wills. 

Again, there can be no serious argument that dealer groups, even the largest 
dealer groups, are equal in size and bargaining power to even the smallest 
automakers. The decision by every state legislature in the US to enact laws 
designed to encourage local investment in new car dealerships by “leveling the 
playing field” is as sound today as it ever was. More importantly, the investment 
by large and sophisticated economic players like Warren Buffet and others 
suggests this policy is working, and it would be unwise for the FTC to lobby on 
behalf of automakers for major changes to the statutory environment that 
would surely undermine investor confidence in dealerships that create jobs and 
economic activity on every main street and highway in America. 

Myth # 3 -- The franchise system creates exclusive markets that stifle competition. 

• Franchise laws do not create exclusive markets; they simply create a system that
fairly and impartially balances the interests of consumers, local communities and
incumbent franchisees against the interests of a powerful automaker that seeks
to realign its presence in the marketplace. Dealers who have invested substantial
sums in facilities, equipment, training and personnel cannot easily repurpose
that investment if they are forced to quit a manufacturer who treats them
unfairly or if they are unilaterally terminated by that manufacturer. And, it
should be clear that the power to create a new dealership or relocate one is also
the power to destroy an existing dealership and wreak financial havoc on
individual dealer-investors and the communities that rely on them. It should be
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equally clear that the power to protest the creation of a new dealership or the 
relocation of one is not the power to stop it. All the franchise laws do is create a 
process to manage competition and allow the automakers to manage their 
brand, while at the same time protecting the public interest in a stable and 
highly competitive auto retail network. 

Myth #4 -- The franchise system stifles innovation. 

Franchise laws do not stifle innovation; they simply regulate the manner in which 
automobiles are sold and serviced and free up capital that manufacturers need 
to innovate. Let’s be clear: new car dealers want to sell what consumers want to 
buy. Innovation benefits new car dealers as much as it does consumers. The 
franchise system that is in place all across America has no impact on the way 
these products are designed or the innovative technology and features that are 
(or are not) built into automobiles. Franchise laws represent a tried and true 
regulatory system designed to advance the public interest and encourage private 
investment in an extensive network of independent new car dealerships. Public 
policy in 50 states favors the franchise system because it promotes competition 
and gives consumers ready access to warranty and safety recall service. 

The franchise system is beneficial to both consumers and manufacturers, since it 
moves product quickly and efficiently off the manufacturers’ books and allows 
multiple retailers to compete for sales by offering the right product at the right 
price. If anything, the franchise system actually supports greater innovation by 
freeing up capital that manufacturers would otherwise put to mundane use 
retailing vehicles, rather than investing that capital in research and development 
that drives innovation. 

It should be noted that Tesla has elected a direct sales business model because, they 
say, the franchise system handcuffs automakers and, besides, dealers have proven they 
don’t want to sell electric cars that compete with gas engines. But take a close look at 
this position: there is no provision in any franchise law in any state in America that 
would require Tesla to select anyone other than a dealer they train and trust to devote 
their full energy and attention to the sale of electric vehicles. And, there is ample 
evidence in the public record that the real reason Tesla doesn’t want to appoint 
franchisees is because they wish to “avoid the conflict of interest inherent in most 
incumbent automobile manufacturers, where the sale of warranty parts and repairs by a 
dealer are a source of revenue and profit for the dealer and expense to the 
manufacturer”. (Source: Tesla’s own 10K filing with the SEC). Tesla may claim that they 
reject the franchise system because it stifles innovation, but the real reason is buried 
deep in their SEC filings.  
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Myth #5 – State motor vehicle franchise laws are the result of improper or undue influence 
exerted on the legislative process by powerful dealer lobbies. 

• Automakers and academics who oppose the franchise system are at a loss to
explain their inability to persuade state legislatures of their position. So they
have suggested the universal adoption of state motor vehicle franchise laws all
across the US is evidence of a vast conspiracy by dealers to exert some kind of
improper or undue influence over the legislative process. Sounds like “sour
grapes” and a fanciful construct to divert attention from the fact that
automakers actually outspend dealers on lobbying in virtually every state capitol
in America. This constant complaint from automakers and their friends in
academia that state legislatures, somehow, favor the dealers because the
dealers exert some kind of improper or undue influence over the legislative
process is just not supported by the facts.

 Fact #1 –Automakers have the same -- and in many cases, even
greater -- access to government decision-makers at state houses
all across America, where motor vehicle franchise laws are
thoroughly debated in a fair and completely transparent public
process.

 Fact #2 -- State legislatures carefully consider both sides of the
argument and they have consistently come down on the side of
the dealers because they recognize that the independent
franchise model promotes competition and ensures consumer
access to qualified service facilities to perform warranty and
safety recall repairs.

 Fact #3 –Legislatures side with dealers in this debate because
dealer interests are more closely aligned with consumer interests.
Manufacturers want fewer dealers and lesser investment in local
businesses that create jobs and competition.

 Fact #4 – Legislatures reject the manufacturers’ position because
the automakers’ interests are not aligned with the consumers’
interests. While dealers see warranty and safety recall service as a
potential profit center, manufacturers see it as an unwelcome
cost of doing business.

The franchise system of independent new car dealers promotes vigorous 
competition in the marketplace and ensures consumers will have ready access to 
warranty and safety recall services, which they have already paid for as part of 
their new car purchase. Legislatures have recognized that regulating the sale of  
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motor vehicles in this manner represents a legitimate exercise of the state’s 
police power and franchise laws constitute an altogether reasonable means of 
protecting the public health, safety and welfare of new car buyers and motorists 
who share the road with them. Consumer protection and highway safety are the 
paramount public policy concerns that drive legislative action on state motor 
vehicle franchise laws, not improper or undue influence from dealers.  

State legislatures in all 50 states have opted to support a system of motor 
vehicle distribution that encourages investment in local dealerships. State 
legislators unanimously favor a policy that promotes competition for sales and 
offers ready access to qualified service that will keep vehicles operating safely on 
the road. Manufactures oppose the motor vehicle franchise laws because they 
want fewer dealers and more control over the dealer network and greater 
leverage to reduce aftersale costs associated with warranty service and safety 
recall repairs. 

State legislatures have carefully considered and consistently rejected the 
manufacturers’ position and they recognize that more investment in new car 
dealerships equates to more competition and improves highway safety. State 
legislatures have listened intently to both sides in this debate about state motor 
vehicle franchise laws and they have properly concluded that these laws serve 
the public interest. Those who ascribe improper motives to these decisions are 
either ignorant of the facts or they are simply making up excuses for their own 
inability to persuade elected legislatures to place the manufacturers’ interests 
ahead of the public interest.  

Lastly, it should be noted that dealer advocates are obliged to make their case at 
state houses all across the US, not because dealers want it that way, but because 
anti-trust laws prevent dealers from engaging in collective bargaining with 
automakers. If dealers were permitted to organize to protect their economic 
interests and to engage in concerted action against automakers, like a union, 
that would no doubt be preferable for the dealers, but that would not benefit 
consumers.  Clearly, the public and consumer interests are best served by having 
these policy debates in public and decided by democratically elected state 
representatives. 



Attachment #1

AUDIT TAX ADVISORY 

February 29, 2016 

James Appleton, President 
NJCAR 
856 River Road 
Trenton, NJ 08628 

Dear Jim: 

In response to your request for information for the testimony of the New Jersey Coalition of 
Automotive Retailers before the Federal Trade Commission Auto Distribution Roundtable on 
January 19, 2016, we reviewed a large sample of dealership financial data to make several 
conclusions in conjunction with dealership costs and profits. 

Our firm, WithumSmith+Brown (formerly The Mironov Group), is one of the region's preeminent 
automotive accounting firms, serving close to 400 dealerships throughout the United States. Our 
staff each has, on average, over 20 years of experience in the automotive accounting and 
consulting arenas. We have worked within the automotive industry in a wide range of disputes, 
helping them resolve those challenges. 

Looking at dealership composite data covering a broad spectrum of size, volume, type, brand 
and location in proximity to the New York, New Jersey and Pennsylvania region, the following 
estimates were reached looking at sales, cost, revenue, expenses and gross profit for 
departments within the dealership financial structure. 

1. Prior to other income or any incentive money provided by the manufacturer, generally, a 
selection of better performing dealerships revealed that they: 

a. Basically do not generate any net profit in the new vehicle department. 
b. Generate between 2 and 3 percent, on average, net profit in the used vehicle 

department. 
c. Generate between 5 and 7 percent, on average, net profit in the parts 

department. 
d. Generate between 7 and 9 percent, on average, net profit in the service 

department. 

2. Generally, examining the parts department in a dealership, for every dollar of sales that 
flows through that department: 

a. Approximately 66 percent is to pay for parts or cost of goods sold. 
b. Approximately 16 percent goes to pay personnel expenses. 
c. Approximately 5 percent goes to pay other variable and semi fixed expenses. 
d. Approximately 7 percent goes to cover fixed expenses in the dealership. 
e. Approximately 6 percent remains as net profit for the dealership. 

WithumSmith+Brown, PC 2025 Lin co l n Hwy, Suite 330, Edi so n, New Jersey 088 17-3350 T [732 ) 572 3900 F [732) 572 5285 withum .com 



James Appleton, President 
February 29, 2016 
Page2 

withum~~ 
AUDIT TAX ADVISORY 

For the purpose of this review, net profit is revenue (sales) less cost of goods sold and 
expenses. 

If you have any questions, feel free to contact us at any time. 

Sincerely, 

  
George E. Berry, Jr. Louis Young 

ltf 



NJ CAR Survey of New Jersey GM Dealers

GM Dealers

2014 Warranty 
Parts Rate of 

Reimbursement
 Reimbursement 

Amount above 60% 
# of Vehicles 

Retailed in 2014
 Total "NJ Cost 

Surcharge" Paid In 2014 

% of warranty/ 
recall repair 

orders

% of customer-
paid repair 

orders

Franchise 1 60% $0 800 $100,000 35% 40%
Franchise 2 60% $0 472 $50,000 34% 45%
Franchise 3 60% $0 625 $80,000 33% 52%
Franchise 4 60% $0 815 $110,000 38% 48%
Franchise 5 60% $0 1,241 $120,000 33% 48%
Franchise 6 99% $159,526 808 $101,000 37% 39%
Franchise 7 87.10% $192,697 896 $118,272 64% 36%
Franchise 8 60% $0 306 $38,250 51% 49%
Franchise 9 60% $0 467 $45,000 45% 55%
Franchise 10 60% $0 627 $72,105 43% 34%
Franchise 11 60% $0 876 $109,600 63% 37%
Franchise 12 60% $0 306 $38,250 51% 49%
Franchise 13 60% $0 219 $28,740 31% 69%
Franchise 14 91.50% $82,904 474 $59,000 31% 51%
Franchise 15 91.50% $82,904 474 $59,000 31% 51%
Franchise 16 60% $0 681 $76,365 41% 44%
Franchise 17 60% $0 439 $54,875 59% 24%
Franchise 18 60% $0 990 $123,750 51% 49%
Franchise 19 74% $20,599 353 $33,566 51% 49%
Franchise 20 74% $20,599 353 $33,566 51% 49%
Franchise 21 74% $20,599 353 $33,566 51% 49%
Franchise 22 57% $0 309 $35,000 18% 42%
Franchise 23 85% $213,150 1,380 $203,000 40% 40%
Franchise 24 89% $179,190 1,500 $120,000 52% 48%
Franchise 25 74% $37,800 600 $75,000 35% 65%
Franchise 26 60% $0 512 $61,144 54% 46%
Franchise 27 60% $0 381 $47,625 40% 60%
Franchise 28 60% $0 381 $47,625 40% 60%
Franchise 29 60% $0 381 $47,625 40% 60%
Franchise 30 60% $0 486 $63,000 45% 55%
Franchise 31 60% $0 861 $95,000 42% 42%
Franchise 32 88% $44,969 664 $87,500 43% 45%
Franchise 33 60% $0 793 $87,464 43% 45%
Franchise 34 73% $28,155 610 $75,000 39% 40%
Franchise 35 75% $38,573 505 $50,000 46% 54%
Franchise 36 84% $47,918 743 $92,875 58% 42%
Franchise 37 72% $138,742 1,250 $156,250 40% 34%
Franchise 38 60% $0 321 $42,000 28% 43%
Franchise 39 81% $64,414 575 $87,000 32% 68%
Franchise 40 60% $0 418 $56,430 36% 44%
Franchise 41 96% $188,221 814 $97,680 48% 42%
Franchise 42 91% $86,120 650 $81,250 42% 48%
Franchise 43 85% $94,350 620 $77,500 39% 43%

$1,597,430 27,329 $3,270,873 47.91% 52.09%

$3,194,860 $6,541,746

Attachment #2



Attachment #3

1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 
9. 
10. 
11. 
12. 
13. 
14. 
15. 
16. 
17. 
18. 
19. 
20. 
21. 
22. 
23. 
24. 
25. 
26. 
27. 
28. 
29. 
30. 
31. 
32. 
33. 
34. 
35. 
36. 
37. 

STATES WITH WARRANTY REIMBURSEMENT 
PROVISIONS FOR PARTS AT RETAIL RATE: 

Alabama 
Arkansas 
Connecticut 
Delaware 
Florida 
Georgia 
Hawaii 
Idaho 
Illinois 
Kentucky 
Louisiana. 
Maine. 
Maryland 
Massachusetts 
Minnesota 
Missouri 
Nebraska 
Nevada 
New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Dakota 
Texas 
Utah 
Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 

*The following states do not have the provision: Alaska, Arizona, California, Colorado, Indiana, 
Iowa, Kansas, Michigan, Mississippi, Montana, South Carolina Tennessee and Wyoming. 

1/2016 



Attachment #4

ATTACHMENT II 
Page 1 of 3 

-- ~ Safety Recall 14522- Supplement #2 
{rtain 2007 and 2008 ode! Year Edge and MKX Vehicles Operated in Corrosion States 

. __...-=uel Tank Corrosion Inspection and Repair ----------1m LABOR ALLOWANCES 

Description Vehicle Type Labor Operation Labor Time 

Remove, Clean, and Treat Fuel Tank 
FWD vehicles 1. 7 Hours 

Includes inspection (I ,il ~s) 
14S22B -

Remove, Clean, and Treat Fuel Tank - ) 
A WD vehicles 411(111/ ~ 

lnclucles inspection ri>:.rss). ( --Remove and Replace Fuel Tank 
FWD vehicles 1.6 Hours 

Includes inspection (fail) and transfer of /HJrts 
14S22C 

Remove and Replace Fuel Tank 
A WD vehicles 2.0 Hours 

Includes insrwt:liOI' (h1n and transfer of parts. 
SSSC Image Submission 
Additional time to submit fuel tank images via All vehicles 14S220 0.2 Hours 
SSSC web contact (claim with 14S22C for fuel 
tank mplact~mcnt only) 

~ PI\RTS NEQUfRE/VfENTS I ORDERING INFORM AT/ON 

To manage the initial flow of fuel tank shipments, a seed stock distribution to dealers in corrosion 
areas will be administered over the course of five to six weeks, beginning the week of Sep 21, 2015. 
The seed stock plan will target ,lJ)/JI D.'i ill](l/P.I\~_O'J_f,. of the estimated volume of fuel tanks needed by 
each dealer for this recall. The fasteners and seals needed for fuel tank replacement will be shipped 
separately from the fuel tanks during the seed stock ptogram. Parts departments are encouraged to 
manage their inventory accordingly. 

Dealer affected vehicles Seed Stock Expectation 

Fewer /han five FWD vehicles None 

Fewer than five AWD vehicles None 
Five or more FWD vehicles At least one AT4Z-9002-DCP fuel tank plus associated hardware 

and other parts needed io replace the fuel tank. 
(Actual volume of seed depencls on the number of affected vehicles 
ass1qnecl to the dea ler) 

Five or more AWD vehicles A I least one AT4Z-9002-~ fuel tan!< plus associated hardware 
and other parts neecied to replace the fuel tank. 
(Actual volume of seed depends on the number of affected vehicles 
assig11ed to the cloo.~ /er) 

I ~1 11t.rs <.tJil <·1 ·r.os:- /J ltps:l lweb.fsavinlists.clea/erconnection. com tu itlc.nlify 1/w tole l nl ll nl>et' of 
nfft ,•:lt•li Vt'lllr./rs .,,,:sionnd to 1/wl! dot~h.•rslup in n1 '/PI' to 11 ,If) c/l)t muinl' if 1/rnv \Vi!/ roc •lv, J>lJt1-· under 
Ill ·I St?nd , /odi 1 J/nn lJr•o~/Prs llwt 'Jo no/t e; t::o ive tmll .o:; Ufl(/i'l /11 · .. WlPi/ .<;/ cik p l.1n ;m. I n<·. cl r:1 fr lf:l tank 
prior to open rJITi" tit JH :;lwuld submit a Part Order contacr using the SSSC link at/he bottom or tt·,e 
OASIS VIN rr-:poJI •;q TJon. Images of the failed fuel fan!< slwukJ l:;e altocfJed to 1/J Part Orcler conlact 

NOTE: Dealers that want to discontinue t/1eir fl.'ltlii:ipation in 1/w sm-nl stock plan should submit a 
General contact request to the SSSC via the wob link on the VJ S sifn. Please note that removing a 
dealer from this seed stock program is a permanent action and dealers will not be re-entered into the 
seed plan. 

©Copyright 2015 Ford Motor Company 



Ford ~rvice Labor Time Standards 

.. Select Vehicle 

EnterVIN: ~ ----=------- -~ ~~ 
~ OR, choose a year and vehicle 

Year: J2008 vJ Model: JEdge, AWD vJ _.l] ~ j ei JFull screen printable 
· VIeW 

~ Please select a search method 

Search by Section: -- Select Item -· 

9~21 I nl Search by Operation Number: "-' !:!J 

Search by Part Number: _j SJ 
Word Search Tech/Shop Competency Search 

2008 Edge, AWD- Operation:9002 

Operation Description 

Fuel Tank (09002/ 09072/ 09076) - Remove and Install ~~ 
Refer to operation 9002A 1 for transfer of parts. 
When claiming 9002A: Do not use with; 9034A 
When claiming 9002N: Do not use with; 9275A". 
When claiming 9002N Do not use with ; 9350E• Unless equipped with; 6.0L DIT, 6.4L Dl L 
• Overlap includes ALL labor operation category codes such as Left, Right, Both, One, All, Upper, 
Lower, High, Low, etc. 

CQm blnatlons 
Additional operations which may be performed 

0 • ' 
...... 00 .. .. ....... .. ,. ·········· .......... ..... ... ............. 

Fuel Tank (09002) - Replace ~ ~~ 

Includes transfer of all parts. 

Page 1 of 1 

I -- _ . _ ..:! _ - I 
• 20.14 Poll co ulturcop lor• · Sedan VIN: 

/'~r- 1 
JO~ 

• 2010 F-150 VIN:  
1 ..a..a;uan 1 

• 2012 Escnpo VtN:  

~
2013 C·Max Hybrld/Enorgl VIN:l 

-I ber tor a 

T 2doii "t1"u~;', ng VIN1  
. 

2016 f-usion VIN: 1: 
---

•zoq ~xplor~r  

Operation 
Time 

Number 

9002A 3.1 

-

-- ··-·· ....... 
9002A1 0.4 

v 

http://www.fordtechservice.dealercorrnection.com/vdirsnet/SLTSVinWebView/Generate.aspx 12/3/2015 



(BPDA.T) PARTS DETAIL TRANSACTION DISPLAY 18 DEC 15 
AT4Z*9002*DCP TANK ASY- FUE SO: 100 Cost: 561.52 

Da.te/Ti me-Refe r·----Pg~use r-Trans -code---oL[)---{lTY-N -W--COST 
12/09 12:33 208746 PRO 6099 Sale 1 -1 0 617 .67 
12/09 12:09 RA 6099 o Other Rep 0 1 1 561.52 
11/19 14:47 208250 PRO 6143 Sale 1 -1 0 561.52 
11/19 14:47 RA 6016 o Other Rep 0 1 1 561.52 
11/19 14:46 OE 6143 ADD Part Ad 0 0 0 561.52 

Use Arrow, Pageup or Pageoown keys to navigate 
F3=Save/Exit F2=Display Detail FS=Invoiee# F6=Long Display SF11=> 



(BPOA, T) 
AT4Z*9002*0 TANK ASY -

[

D 'te/Time-Refer 
12/03 09:39 

PARTS DETAIL TRANSACTION DISPLAY 18 DEC 15 
FUEL SO: 100 Cost: 1817.10 

Pgm----user-Trans-Code----oLD--QTY-NEW-- OSTl 
OE 6130 ADD Part Ad 0 0 0 1817.10 ___ 

use Arrow, Pageup or PageDown keys to navigate 
F3=Save/Exit F2=Display Detail FS=Invoice# F6=Long Display SFll=> 



(BPDA.T) PARTS DETAIL TRANSACTION DISPLAY 18 DEC 15 
AT4Zf'9002*CCP TANK ASY - FUE SO: 102 Cost: 588.96 
- D.ate/Time-Refer----Pgm-user-Trans-code--<lLD---QTY-NEW--COST 

12/17 16:06 208990 PRO 6138 sale 3 -1 2 588.96 
12/08 15:55 208376 PRO 6129 sale 4 -1 3 588.96 
12/07 15:43 71207 RA 6247 CAN Can Ord 2 588.96 
12/07 15:39 PS 6247 P Plus Adj 0 4 4 588.96 
12/07 15: 28 71207 ST 6040 I Inc. orde 2 588.96 
12/07 15:25 208624 PRO 6010 sale 1 -1 0 588.96 
12/07 10:35 208677 PRO 6010 sale 2 -1 1 588.96 
12/01 14:19 208463 PRO 6118 Sale 3 -1 2 588.96 

' 11/16 15:35 208193 PRO 6113 sale 4 -1 3 588.96 
11/16 10:16 208191 PRO 6113 Sale 5 -1 4 588.96 
11/11 10:08 207953 PRO 6032 sale 6 -1 5 588.96 
11/10 08:47 208019 PRO 6091 Sale 7 -1 6 588.96 
11/06 10:15 207923 PRO 6109 Sale 8 -1 7 588.96 
10/09 16:16 RA 6111 o other Rep 4 4 8 588.96 
10/05 14:03 RA 6105 o other Rep 0 4 4 588.96 
10/05 14:03 OE 6136 ADD Part Ad 0 0 0 588.96 

use Arrow, Pageup or PageDown keys to navigate 
F3=Save/Exit F2=Display Detail FS=Invoice# F6=Long Display SF11=> 



(BPDA. T) 
AT4Z*9002*C TANK ASY -
[Date/Time- Refe r 

12/03 09:35 

PARTS DETAIL TRANSACTION DISPLAY 18 DEC 15 
FUEL SO: 100 Cost: 2051.00 

Pgm--use r-TranS -Code--QLD--QTY- NC\11- -COSTJ 
OE 6102 ADD Part Ad 0 0 0 2051.00 __ 

Use Arrow, Pageup or PageDown keys to navigate 
F3=Save/Exit F2=Display Detail FS=Invoice# F6=Long Display SFll=> 



.. ... 

DEALER EXECUTIVE SUMMARY 

Safety Recall 14822 - Stlpplemen t #2 
Certain 2007 and 2008 Model Year Edge and MKX Vehicles Operated In Corrosion States 

Fuel Tank Corrosion Inspection aryd Repair 

PROGRAM 

Program Type 
Stop Sale 
Demonstration Hold 

Delivery Hold 
Program Expiration 

mJ PARIS & SERVICE 
' 

Parts Required 
Parts Available 
IDS Software Update Required 
Interim Repair 

Repair Universe/Percentage of vehicles 
expected to require a repair 
New FSA Special Service Tools Needed 
Unique Related Damage Provision 
Labor Time 

CUSTOMER HANOLINO 
Towing Reimbursement 
Rental Assistance 
Refunds Authorized 
Special Handling 

- ADMINlSTflATION 
OASIS On 

Owner Notltlcallon 

~ 

Safety 

No 
No 
No 
None 

Yes 
Ye::: 
No 
No 

10011/o 

No 
Spacial Service Support C&ntar approval required 
1. 7- 2.2 J"ioLJrs ' 

Yes, as outlined In Dealer Bulletin 
Yes 
Yes 

No 

October 26, 2014 

Mailing complete by December 15, 2014, fo/Jow·up 
mailing bfJ,gir;s wee~ of SeptGmber 28, 2015 

@Copyright 2015 Fo.r,c;l Motor company 
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Mlcha•l A. Berardi 
Director 
Service Engineering Operations 
Ford Cuetomer Servloe Olvle.lon 

TO: All u.s. Ford and Lincoln Dealers 

I . 

I 

Ford Motor Company: 
P. 0. Sox 1904 1 

Oeerbom, Michigan 48121 

September 21, 2015 

SUBJECT: Safety Recan 14822- Supplement #2 : 
Certain 2007 and 2008 Model Year edge and MKX Vehicles Operated In Cotroslon 

I., States ' 
Fuel Tank Corrosion Inspection and Repair 

Safety Recall14822- Supplement #1 
Dated April 1, 2015 · 

REF: 

[lm REASON FOB THIS S.!JEP1-EMIENT 

• Parts and servic~ procedure6: P£trls, sarvlce procedures. and labor oparatlon,'i are now 
aval/abla to .Inspect fut;~l tanks and elt'Mr oletJn pnd tr1J.Sl.l ot (.2g.J1w!1. ltlt'l fuel tw. 

• Fl~ld datil gMilerlng: Dealers that Identify fu~l tBnl<.<> w/1/cll fell the Inspection procedore In 
Attachment Ill are teq11/red to su/~mlt Images docum(!)ntJng the ftJ/Ied t~re8($) of tf)e fuel tanks. 

• Seed stock: Deolers in corrosion areas wltll tlve or mom FWD or five or more AWO vef'1foles 
idMtifJed In t/J9Jr FSA VIN fist should 9X,:>ect at IGest one fuel tank as seed stock for tiJis recall. 

• Rents/ vehicles: Rsntal vefllcle admin/stratlva ammgement.s thsf wera lmplement~d prior to 
fuel fl)nk avallsblllty tuwe br:ntm upd~ttJd, 

.. Lsbol' operstton explr~tlon: As parts are now avRIIa{)IFJ, labor oper8tfon codes 14S22RR1 

14S22$S, 14$2:?TT, 14822UU, Md 14S22 VV are no long~r needed. CltJims w/t/1 tfle3e l~bor 
operstiol1 codes dB ted :Septambl9r 28, 2015 and later will no longer ba aoo11pted. 

AFFECTeD VEHICLES 
Certain 2007 and 2008 model year Edge ;;~nd MKX vehicles built at the Oakville Assembly Plant from 
June 15, 2006 through S~ptember 22, 2006 and oflglnally sold In, or currently registered In the 
following states; 

Conneotlout Iowa Michigan New York West VIrginia 
Delaware Kentucky Minnesota Ohio Wisconsin 
Dlstrtct of Columbia Maine Missouri Pennsylvania 
Illinois Maryland Naw Hampshire Rhode Island 
Indiana Massachusetts New Jeraey Vermont 

Affected vehicles are Identified In OASIS. In addition, for a list of vehicles assigned to yOI.lr 
dealerstllp, vlett 11\1t?S ://web.fsavlnHsts, cle~lerconogctlgn.com • 

. · NOTE: A separate customer Satisfaction Progfam (14R02), ooverlng Inspections and repairs on 
affected vehlclea located outside of the above listed corfoslon states, will be released when parts are 
available. If a 2007 or 2008 model ye~r Edge or MKX outalde the 14822 population (not listed In 
OASIS) Is presanted to your dealership with m fuel tank leak prior to tho launoh or 14R02, enter a 
Special Service SliPPort Centar (SSSC) web contact under 14S22 using Non-Involved Vehl'ote as the 
contect type. 

® copyriqht 2015 !ford Motor Company 
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Rli:6SON FOR THIS SAFETY RECALL. 
In some of the affected vehicles that 11re operated In high-corrosion environments associated with 
roed •alt use, moisture 11nd salt may become trapped under the fuel tank mounting reinforcement 
brackettJ et the four comers where the fuel tank Is attached to the vehicle. Over time, corrosion under 
these reinforcement brackets o41n spread to the fuel tank which o11n result In a fuel leak. A fuel leak In 
the j:lreaence of an Ignition source may result In a fire. 

mmJ $ERVJCE ACJIO"! 
DaalrJrs am to remove and ln.spaot t/1~ fuel tsnl< for corrmslon. Sesed on tile re.sult.c; of til(1/m;peotlon, 
dealers will ~ltl?~r o/1{~{7 ancl tragt or ranlecr-J IM fu§l tank. 
Instruction-s for fut1l tank remov~;l, inspeotiQn, and tro.<~iment (if the fuaf tank passes Inspection) and 
lnsttvcflons for ~placement and ln:ltellation of naw tanks (If th0 fr.1~/ tnnk 'falls inspection) are lno/u(je(J 
In Attachment Ill. 

This service must be performed at no cherge to the vehicle owner. 

NOTE!: If a vehicle within the sffected build date range Is not open In OASIS, and an owner or dealer 
believes It should be Included in the recall, enter an SSSC web oont•ct under 14822 usln9 Non
Involved Vehicle as the contect type. 
DTCs P0442 and P0456 may be caused by components other than a leaking fuel tank. Replacement 
or repairs of components other than the fuel tank are not covered by this recall. Only replacement of a 
fuel tank due to corrosion Is covered under this recall. 

~ ffELD OA TA C?A TliERINQ 
To h9/p gather ~dditionRI elate for ('hl.s recmfl, dealers f.lllfJ tt·;qulred to submit ltnF.rflt3S of fJ/1 fu01 fl!lt11<.s 
wll/c/1 f~i/ the Inspection otiteria In At/;'ic/1mcm Ill prior to submitting til~ claim. lm6lges should l>e 
submitted vis th~ SSSC Web Contact Site, end oeelm-s must retain tile Contaot/0 from the SSSC 
contact and lnclllde' ft In tha comments section wl1sn .submitting claims. 

• If a seed stock fuel tallk Is aveflebl~ f()f repairs (no pert ord111r n~eded), dealers should ettach 
fuel ra11k t'mages to an SSSC web contact 1mder ·t 4S22 u.sfng a Generl}/ contact. 

• Desl6r.s that need to order parts for repairs should attacf1 ft.lel tank images to the SSSC web 
Part Order contact. 

NOTE: This 1.~ !1Q1 a prior approvf)l proMs,-;. /m,'flgfls may be submil:t~d at any time during or aft(Jr t.l1e 
r~p'lir process but priCJr to wammty claim submission. Throse photos. will l1fd b(9 reviewed to detEmnine 
eligibility for payment ltllder thfs recall. 

lm!!I] St;_ED STOCK PLAN 

Beginning tile W~(Jk of September 21, dealer.~ wlttl five or mora FWD or five or more AWD vehicle~ In 
tllelr FSA VIN list s/?Otl!d ~xpect lo ~ceiv~ a small supply of fuel tanks (appro.x/mately 10% of 
reptaoamant t/'1nl< vCJ/ume), ov&r 21 period offlvrt to sfx weRI<s. 

ml OWNER NOTIFICATION MAILING SCHEDULE 

Several pltsses of(olfow-up notlflc.,tion will be coordine~ted with fiJ((I/ t.enk seed sto~k ramp up, 
advising owners to bring f'/u~fr v6Jhicles to cfeetem~ for repair. Ma;/lng Is expected to btJgin the week of 
Sept~mber 28, 2015 encl will he s"nt In sevF,~ra/ phases. Dee let$ should repc1fr any affected vehicles 
f/1at arrive ot (lu~lr dealerships, wl1etht:lr or nor thfi1 ot;stomer has I~Ct!Jived a letter, 

®Copyright: 2015 For.d Motor Company 
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1m AITACHMENTS 
Attachment 1: Adminlstratlva fnformatfon 
Attachm~mt II: LlfltJor Affowances and Parts OrrJerlng fnfotmatlon 
Attachm6nt Ill; Tschnicallnfonnatlon 
owner Notlflcstlon L~tters 
Recall Reimbursement ~lan 

qUESTION$ & ASSISTANCE 
For qUtt$tione and assistance, contact the Special Service Support Center (SSSC) via the SSSC Web 
Contact Site, The SSSC Web Contact Site can be acc;ssad through the Professional Technician 
Soolety (PTS) websltt;~ using the SSSC link listed at the bottom of the OASIS VIN report screen or 
listed under the SSSC tab. 

Sincerely, 

 
Mlehlel A. Berardi 

® CopyriQht 20B Ford Motor Company 
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ATTACHMENT I 
Page 1 of 3 

Safety Recaii14S22 ..- Suppt(;lment #2 
Cer1aln 2007 and 2008 Model Year Edge and MKX Vehicles Operated In Corrosion States 

Fuel Tank corrosion Inspection rand Repair 

OASI~· ACTIVATeD? 
Yes, OASIS was activated on October 2S, 2014. 

[m!II ~$AVIN LIST ACTIVATEp? 
Y~s. FSA VIN IJ.st Is avaf{sble thtoc1gl1 ht(ps:IIW#.b.fs r;wln(lsts.cteatwrcoaaeotlon.aCJm. Own~r nsm$S 
and ar:Jdrr;s:ses wiff be available by October 5, 2015. 
NOTE: Your FSA VIN list may conte~in owner name$ find 8ddrnss~s obtained from motor vehicle 
registration records. Til~ use of such motor veil/Ole rt:lgisfreflon date for emy purpose other than in 
c:onnfrctlon wW! this program Is Iii vlo /fJtlon of Jaw II'' severs/ sf.~ tes, pmvlnces. end c6Wltries. 
Accordingl.v. yo11 must 1/ml( the 11Se of t,J;Js listing to l'h 03 follow-up nece.~$8f)' to r.ompl&te this servfce 
aotfol'l. 

STOCK VEHICLES 
Use OASIS to ldsntlfy any affected vehicles In your used vehicle Inventory. 

(am:~ SOLR V~HICLES 
; 

• Owt?ers of affeal'ad VF.IilicJ~s will be advls9d to contact fl'eJr desler lilnef req11est ll servlcrs
appo/nl.ment for lnsp9cUon .:md repair relating to Sefety Recs/1 ·14S22. 

• Corract other affect. eo vehicles Identified In OASIS which are bro11gllt to your doslars/7/p. 

TtTL!:.BRANDED I SALVAGEO VEHICLES 
Affected title branded and salvaged vehicles are eligible for this recall . 

· (IE~ AODiliQNAL LABOR TIME; AND/OR PARTS 
Submit a requEtst to the SSSC Web Contact Site prior to the repair if you have any of the following: 

• Damage.that you believe was caused by the covered condition. 

• A condition that requires additional labor and/or parts to complete the repair. For repairs 
where addlttoru~l tim~ is nesdecJ du6 to difficulty ramovtng Fuel tenk bolts, etc., dti!'.llers ttre 
€Wfl1orized l'o clhlrn c1p to 2. 0 hours fJr.:tvBI time without coniMtirl,g the SSSC Wt>b Corrtt~et Site 
for appro\fal. Follow /Ill!) ActuEJI1'1me USt)ge Gtildellnes e11ci StNVfce Managemtm( 
Re.'lpon,')/billtles F.ls taentffi¢'od in the Warr"Jmly w1d Poliqy Monuol. Claim.s for acJdltronal parts.or 
ltJI:Jor over 2. 0 hOurs should be submitted l'o tf'e: SSSC a,<; f.l R~fated Damag!il oont8ct. 

• Aftermarket equipment or non-Ford modifications to the vehlole which might prevent the 
Inspection of the covered condition. 

Reque~Jts for approval after completion of the repair may not be grantad. Ford Motor Company 
reserves the right to deny coverage for related damage In cases where the vehicle owner has not had 
this recall performed on a timely basis. Additional related damage parts are aubjeot to random 
selection for return to the Ford Warranty Pans Analysis Center r;NPAC). 

~ Co~;'ydqht 2015 !ford Motor Company 
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Safety Recaii14S22 .... Supplement #2 

ATTACHMENT I 
Page 2 of 3 

Certain 2007 and 2008 Model Year Edge and MKX Vel'llcles Operated In Corrosion States 
Fuel TBnk Corrosion lnepeetton and Repair 

OWNER REJ;!.JNOS 
• This safety tecall muat still be performed, even If the owner ha& paid for a previous 

rupalr, C1almh1g a refund wm not close the recall on the vehlcJe. 
• Ford Motor Company Is offering a refund for owner-paid repairs oovered by this recall If the 

repair wea performed prior to the date Indicated In the reimbursement p l~n. which le posted 
with this bulletin. Owners are directed to seek reimbursement through authorized dealers or, 
et their option, directly through Ford Motor Company at P.O . Bmc 6261, Dearborn, Ml 48121-
6261. 

• Dealers are also pre-approved to tefund owner-paid W]argencv repaite that were perfom1ed 
e.wey from an aLtthOI'lzed servlc,ng dealer after the end date specified 111 the relmbur$ement 
plan. Non-covered repairs, or those judged by Ford to be excessive, will no\ be reimbursed. 

• Refunds will only be provided for the cost aesoclated with repair or replsoemel'lt of the fuel 
tank due to a leak caused by corrosion. 

~RENTAL VEHICLES 
If a customer's vehlcl$ raqtllres replocement of lh6 fuel rank snd It Is n~o@ssary to order parls1 dealers 
are autnon'tad ro provld& the cu-'>tomGrs up ro flva d~'<~ys of vehiclfJ rent·ttl. Tile daily rf.lt/3 081'1 ;nctod& 
app/loa.Ofe t~xr:1..s but must not axcaecl $55.00. Rental.~ wilT only be reimbursed for the day(s) tha 
w~hlcle f.'S at tile daefer~llfp for part raplacement. Prior (lpprovtll for mora tluJn five rental days Is 
requir@d from the sssc via tf1e SSSC Wab Conl.t~et Site. 
NOTE: Any vehicles tll~t we~ previously g~undad diJe to .! verified f1.1~1 tank leak should now b" 
ropaired and returned to customers, and eny long term r~ntiJI vehiol~$ ratvrnr!ld. Any remaining 
claims fC)r long term rentals, towing or owner alt~trl1ate transportation using Program Code 14YO~ 
must be submitted by October 31, 2015 to be eligible for p~yment. 

R] RENTAL, TRACKING AND ALLOWANCE 
The a<tminlstratJve o/JC)war7ce for essisting customer~s wrtll f.ll7'<'ll1f!ing c.'? rental v~hicle is no long$r 
l!.lv&ilable. Vrflhicles th~t rt?q(Jire a ruer ten!< .'3hould b~ repaif7ii!cJ at this tim~. 

~Copyright 2015 ~or~ Motor Company 



ATTACHMENT I 
Page 3 of 3 

. Safety Recaii14S22- Supplement #2 
Certeln 2007 and 2008 Model Year Edge and MkX Vehicles Operated In Corrosion States 

Fuel Tank Corrosion Inspection and Repair 

Ia CLAIMS PREPARATION AND SUBMISSION 

• Enter claims using DlrE)ct Wammty Entry (OWE) or One Warrenty Solution (OWS). 
o OWE: refer to ACES II manual for claims preparation and submission Information. 
a OWS: when entering olalms In OMS software, select claim type 31: Field Service Action. 

The FSA number (14822) Is the sub code. 
• Claims for fuel t.1111< replacement r~q/Jiro !he ContactfD from file w~b oont·£~~ct tl1at was used to 

submit ;maqes to the SSSC. The Gont.9cf1D .~houtd be inaiLJdad Jn the commenf.9 .section or 
the cl~lm, bealtl'r~ may cliilm 0.2/wvr.s usl11g labor optJration cod~ 14S22D for submlt1Jng 
images to ('/Je SSSC. 

• Dec;~ler$ ere ~utl1orlzed to otalm Ill' to 2.0 lloct~ of 6ddltfonsf time l(titbout contacting thF.> SSSC 
for approval, Follow the Actval Time Us(fge Gutde!ln~.t{ l)nd Service ManeJgement 
Rr-umonsfbllltles as lrlemifi~d In tl1e Warra11ty 8n(1 Polley Manual. 

• Additional labor and/or perts must be claimed as related damage on a repair line that i& 
eeparate from the repair line on which the FSA Is claimed. Additional labor and/or parts 
require prior approval from the SSSC via the SSSC Web Contact Site. 

• Gleim LIP to $5!). 00 P®r day for customer rental vshlclas. Enter th$ total amount of th~ rentaf 
exp~mse ondsr Mlscef/aneous Expense ooc:Je "Rentar' . 

• Submit refunds on a separate repair line, 
- Program Code: 14822 - Misc. Expense: ADMIN 
- Misc. Expense: REFUND - Misc. Expense: 0.2 Hrs. 

• Multiple refunds should be submitted on one repair line and the Invoice details for each repair 
should bQ detailed In the comments section of the claim. 

• Provision tor Locally Obt;Jinad Supplies: VIJittgard VG-101A ru.!>t inhibitor eerosof or 
Dauberl NOX RUST® i703~W tJGrosol. Submit on the seme Jlne ~·'i the reptMr. 
o Program Cod~: 14$22 

o Misc. ExprMse: Oii-/£R 
o Misc. EJt:pensl9: Claim up to $8, 00 

©Copyright 2015 Ford Motor Company 
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Safety Recaii14S22- supplement #2 

AtTACHMENT II 
Page 1 of 3 

Certain 2007 and 2008 Model Year Edge and MKX Vehicles Operated In Corrosion States 
Fuel Tank Corrosion Inspection and Repair 

~I ABOR ALLOWANCES .. ... 
Description VehlcJ~ Type L8bor Opt!.lratiorl Labor Time 

Remove, Cfrt~an, and Treat Fuel Tank 
FWO VfthiCies 1. 7 Hours 

Includes Inspection (pass). 
14S22B 

Remove, Clean, and Tl'ear Fuel Tank AWD vc/1fcles 2.0 Hours 
Includes lnspeotlon (pass). 

Remove and Replace Futal Tank 
PWO Wlhicles 1. o Hoors 

lnCffJdes Inspection (fall) 8r1d transfer or P8FtS. 
14S22C 

RE!move and Replace Fuel Tank A wo V(1111Cit'M 2.0 Hours 
lncli.Jdes i"spectlon (falf) snd transfer of parts. 
SSSC Image Submission 
Additional time to .submit fi,J(:I/ tB~nk /mag~.$ via All vehiCIGS 14$220 0.?. Hours 
SSSC web contact (claim with 14S22C forful!tl 
tank r(;)plii1Cr1rnent only) 

(:m1'ZJ eARTS R(gQ(Jl~EMf;NTS I ORDI;RING /NFORIVlA [ION 

io mt~nsge the iniUal ffow of fuel ten/( shipments. e seed stock dis.trlbtit/on to dealers In corrosion 
ar~s.s will ba adminlstt:w~d over tim cot1rse of flva to t.ix weeks, beginning the week of Sop 21, 2015. 
The se~d stock plcm w/1/larget aJ?proxltuntefy ·1 0% of th~;; esflmF.JtGd volume of fiJI'; I tanl<s needed by 
eac;h cJea/PJr for this meDII. The f.-,steners anrl Sf)(l/S needed for fuel t'llnk raplacermmt will bs shipped 
sr;~pr:Aretr:Jiy from the fut:l tanks during the semi ,')/'Qck program. Parts department.? ,<JrfJ encouraged to 
manage /h()irlnventoty acc~rdlngfy. 

Dealer affected vehlcl~$ Seed Stock cKpectation 

f!~wet tllan five FWD vef?lol€1$ None 
Pew~r than five AWD veJ?Icles Non~ 

Five or mote FWD vehicles At /ea~t one AT4Z-900~·DCP fu~:>l tank pfu8 atssocfated hardw21m 
and other p.:rrts tleer:led to rGptace llu~ fvef t~lnk. 
(Actual vottJmE:I of seect r.J~pencJs on the llUtnber of affectr:)d ve/1/oles 
<Jsslgned to th~1 clealer) 

Five or more AWD vel11cfas At least one A T4Z-f)002-CCF' rue/ tank plus t'IS.soci€1ted herdware 
!lnd ath$r part's nec~dr.~<i to replaot~ 1.11~ fuel tank. 
(ACtLial volome of .seed depm1ds on tl1e numb~r of affected v~hioles 
assigned to the dealer) 

Dealers can 1;3ccess i:J.f:1fl.s,'//Web.fsevlnlisf§.deaterconQf.19tlon.com to idP-ntify f!Je tote/ number of 
effected vehicles a.c~sig11ecf to t11elr dealership in order lo help determine if t11ey will receive parts uncfer 
tile seed sto~;:k plsn. Oet;J/ers th~t do not receive parts under l'he seed stock plan and need a fuel tank 
prior to open ordering should su.bm/la Pmt Orcfer con teet using the SSSC link at th~ bottom of tM 
OASIS VIN report' screen. fnMges of fhctt failed fufJI tonk s/Jot.tld be attached to the Part Ord~r contact. 

NOTe: Dealers that want to discontinue their pw~iclpaf.fan in the seed stock plan sf)ould submit a 
General contact !"@quest to tiH!J SS$C 11/a the we/) link on lfle PTS site. Please note that r~moving a 
dealer from this seed stock program Is a permenent acllon and dealers will not. IJe l'fNmtemcllnto the 
.seed plan. 
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Certain 2007 end 2008 Model Year Edge and MKX Vehicles Operated in Corrosion States 
Fuel Tank Corro$lon Inspection and Repair 

mmJ PARTS REQ UJREMENTS I ORDERING INFORMATION continued I 

PartNvmber Part NamG Ord(lr Quantity 

FWD vehicl~s 

AT42·9002-DCP Fuef tBnk .~IW:~mbly (l'~l'fliAO~ !lOJ.Y.JfJflr~J21~C{iQn (fJ //~Q) 1 

4L3Z~9276-AA Faef pumt' o-rfng (replace Qfl l~ if in ~Q.fJ.QI/(;ln lFJ I/edJ 1 

W713928-$438 P:uel tanlt: bolts (·flp,<Jcka~J(:!, 4 needed) 1 

W506023~S439 Fuel tank to br~ckef bolts (4/ptJckage, 4 na"dr;~d) 1 

A WD vehicles 

A T4Z-9002·CCP F(Je/ tenk ~$$f~m/)/y (rep/act;~ onlvJ!L~!S/2.aCtiOf! [~Jl~g) 1 

4t3Z-9276-AA fuel pump CNfng (repltJce 9Jl1Y. rr fnsaQQ.tiQn fa iled) 1 

W71392B·S438 Fuel Mnl< bolt:;; (4/pac!fage, 4 Mf.~(/t~d) 1 

W506023-$439 Fuel tank to /:;racket /)o/ts (4/package, 4 naaded) 1 

W711918-S439 Rear drlveshsff flange bolts (4/pacl<age, 4 nfileded) 1 

W520113~S440 Orlveshaft ct~nt&r suppo/1 bf!aring nu(s (4/p~;ckage, 4 nel!ldt:~d) 1 

Addltionotf materl~tl$ for fuel tank ~ntl·corrosion treatment 

VG·101A VIJiugarci rust inhibitor B!;}lt.>Sol (obtain from www, v~.l£1{/.tlrd. nef) Clarm ~nti· 
corrosion ·or· D<jubert NOX R(JST® Mmso/ (ob/~1ir1 from trearment as 7703·W 

~w. daufl~d.~tl@.mlo~I,QO!ll) MISC 07"/if.R 
PM-4-A I PM·4-B 

MolorG·raft mo1.;J/ brak~ port.s cfeaner t (or aqufvRieni) 

NOTE: ff an emarg~gncy repair Is required and se(~(j .stocl<.· p:=Jrls ere not av811~1b/e, plea$e Sltl)mit a 
Part Orcier contact using the SSSC link' at lhe bottom of thr:J OASIS VIN report sor(;l'en. 
Dealers wf/1 be nolifi~d via a DOES II communication if circttmstanr:;es warrant_, change In p~rt .supply 
sfrattJgy or wtt&rl open order/no rosumes. 

For questions regarding patts, contact sssc v/8 the SSSC Web Contact Site. 

mJ DeAtER PRICe 
For latest prices, refer to DOES II. 
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cart411n 2007 .and 2008 Model Year Edge and MKX Vehicles Operated In Corrosion Stites 
Fuel T~nl< Corrosion lnepectlon and Repair 

rami EllBTS Rl!Tt;NTFON ANP RETUB}!_ 
P:oflow the provisions of tl1a Warrenty l}lld Polioy M1mu~1. Section 1"WARI~ANTY PARTS 
RETENTfON AND RETURN POI../0/ES. '' 

aJ~CESS STOCI< RETUBCY. 
Exa&ss stock (ljtumar.J ror credit mt.t$( have been purohesed from Ford Customer .Service Division In 
eccon:Jetnce wlt/1 P~lic:y Proct;Jdore Bullefln 4000. 
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