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Ed Dobbs - Chairman

It’s a wrap: Denver Auto Show and its 
related events were among the best ever

This has been a very eventful spring. The 
Colorado Senate has passed SB17-240, 
the Sunset Review Bill and it’s awaiting 
action by the House of Representatives. 

And, of course, we are celebrating another very successful trio of 
events: the Denver Auto Show, Charity Preview Party (CPP) and 
Innovative Dealer Summit (IDS).
This year’s Innovative Dealer Summit was the first CADA has 
put on that has lasted two full days. The digital world is moving 
so fast and there are so many new developments in technology 
that it made sense. And while there are many other educational 
events for dealers, such as Digital Dealer and NADA, IDS is 
specifically created by CADA and tailored to dealer principals 
and GMs. I think it’s fair to say that it’s one of the best of its type 
anywhere in the country. 

Speakers were the best ever
It’s also fair to say that this year’s event attracted the highest 
profile speakers we’ve ever had – the real movers and shakers in 
the automotive digital world. For example, we had Mark O’Neill, 
COO of Cox Automotive, as well as Guy Schueller, industry 
director at Google Automotive and Eddy Viola, automotive 
client partner at Facebook. These are definitely top-tier folks 
and it’s a testament to the event’s growing stature — and to the 
CADA team’s hard work, that we hosted them.
Although not record-breaking, attendance at IDS was good at 
275. As Arnold Tijerina, our VIP concierge observed, most of 
the attendees were very engaged dealer principals and GMs. 
“The dealers were really invested in learning,” he said. I certainly 
wished that I’d been able to have more folks from my dealership 
attend. Unfortunately, some of them had to stay to keep the 
business running!

Industry outsiders added a new perspective
One thing in particular that made IDS 2017 a cut above was 
the speakers from outside the industry. As Arnold observed, 
“It’s good to have people with different perspectives and advice, 
especially since the auto industry is typically about five years 
behind the rest of the retail world.” 
We’ve received positive reports from dealers, as well as speakers 
and vendors. Several vendors told me that they believe they 
make better connections at our event than at others. 
We had a great mix of different types of vendors. They were all 
cutting edge and offered new ideas as well as the standards.  
 

These were among the comments 
CADA received:

 ◆ This is an absolute first-class 
event; I have learned a lot.

 ◆ You have more dealers than at any 
event.

 ◆ I can’t thank you enough. What a 
wonderful event!

 ◆ I want to thank you and your staff 
for an excellent Innovative Dealer 
Summit. It was exceptional! 

Denver Auto Show topped 
other years
IDS took place along with the Denver Auto Show and the 
Charity Preview Party at the Colorado Convention Center. I 
think this was the best auto show we’ve had so far.There were 
great displays from the manufacturers and great attendance. 
It’s amazing how much is happening on the technology side of 
manufacturing, and, of course, the public is interested in seeing 
what new features are being offered. 

Thanks for supporting your brands
Thanks to all of you for supporting your brands. As a dealer who 
represents a smaller brand, we had to send people to man the displays, 
so I appreciate the work that goes into pulling it off and making some 
sales out of the show.

Charity Preview Party: A great success
The Charity Preview Party was the smoothest-flowing and 
best-organized event we’ve ever had. Rod Smith was a fantastic 
celebrity VIP. He was very personable and engaged — and even 
willing to strike a pose with everyone he talked to, including 
Yours Truly. 

My sincerest thanks to Anthony Brownlee for the work he put in 
chairing the Denver Auto Show and the Charity Preview Party 
— and, of course, to our outstanding CADA staff for what was 
indeed a superior job…again. 
Kind regards,

Ed Dobbs
Chair



Member FDIC

We believe that you deserve more than empty promises.

You deserve a relationship with your financial partner  
that isn’t just transactional. You deserve a partnership  
built on integrity and trust. You deserve someone who  
is accessible and responsive, someone focused on  
helping you achieve your goals. And for all of this you  
can depend on UMB. 

Focused on you.
You deserve more.

UMB.com  |  303.839.1300
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Steering Column

The Colorado General Assembly is 
now in its final weekof a 120-day 
session.

As mentioned here in the March issue, this is the 
busiest year ever for auto dealer priority issues. Earlier this year, 
CADA’s Legislative Policy Committee (LPC) and CADA Board 
of Directors designated certain auto dealer actions take highest 
priority precedence over other issues at the capitol this session.
Franchise bill update

By Friday, April 19, CADA’s franchise bill was read across the 
Senate desk for First Reading. The legislation was assigned 
Senate Bill #298 (SB17-298). This legislation contains CADA’s 
franchise issue priorities, including:

 ◆ Retail rates for warranty reimbursement of parts and labor
 ◆ Add point and relocations – strengthen protest rights and set 
criteria for objection

 ◆ Recall reimbursement for inventory while waiting for parts
 ◆ Termination – strengthen adjudication rights 

 ◆ Performance standards – must be reasonable and reflect 
unique characteristics of local market

 ◆ Facility upgrade – extend timeframe from seven (7) years to 
ten (10) years

 ◆ Disallow two-tier, multi-tier or stair-step pricing
 ◆ Eliminate the Right-of-First-Refusal (ROFR)  — Transfer 
denial must be for ‘good cause’

The Senate Business Affairs and Labor Committee hearing for 
SB-298 was delayed to 2 p.m. Wednesday, April 26. Due to the 
short remaining time for the legislative session, we expect this 
measure to move very fast, once passed through committee.

Sunset Review bill update – SB-240
The CADA LPC identified position on the 12 proposed changes 
in 2017 Sunset Review, including opposing the proposed repeal 
of ban on Sunday sales. The bill unanimously passed in the 
Colorado Senate and will be heard next in the House Business 
Affairs and Labor Committee.

Grassroots continues to be the key to our success
Arguably, the most important key to CADA success legislatively 
is the high number of Legislative Grassroots Meetings we 
organize and host (see related article, page 17), which bring 
together local new car dealers with state elected leaders in their 
hometowns, over breakfast, lunch or dinner. 

We are well on our way to complete 100 in the 12-month period 
between July 1 2016 and June 30, 2017. The LGMs represent 
where our most important work is done, and continue to 
serve as our most effective tool toward building meaningful 
relationships with dealers and their elected leaders.
We’ll keep you posted with updates,

Dealers make full-court press 
at Capitol as 2017 legislative  
session winds down 

Tim Jackson  
CADA President 
and CEO 



If it could use a makeover — or even a little boost — CADA Insurance Services can help get it in shape.

What’s more, when you opt for employee benefits from CADA Insurance Services, 

you help new car dealers win important victories at our state capitol!

Craig Gordon
303 • 457 • 5118 

craig.gordon@colorado.auto

How healthy is THAT?!!

How healthy is your
employee benefits plan?
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Health care benefits have evolved 
over the past ten years. As you 
know, these changes often have 
created more mandates and more 

expense, with less coverage. And while your 
insurance agent battles these conditions all 
the time, they’re limited in their successes. 

That’s why keeping up with new products — and more 
importantly, relationships — is key. And while there has been 
a transition in the past couple of years, CADA Insurance has 
carved out special pricing and benefits over the past few years 
that could really make a difference to both your bottom line and 
your employees. 
In fact, through our negotiations with carriers, CADA 
Insurance offers the best price in the state. These aggressively 
priced insurance products are considered to be unique to 
Colorado’s dealers.
Ranging from split-funded and fully insured plans, to network 
options, HR and reporting requirements, voluntary plans at 
no additional expense and so many more options, CADA 

Insurance will help you wade 
through the complexity of your 
employee benefits and identify 
just the right one for your 
dealership. You don’t even need 
to wait for your anniversary 
date!
What’s more, when you provide 
your employee benefits plan 
through CADA Insurance, 
you support your association’s 
efforts to keep you safe at the 
Colorado State Legislature. Will 
YOUR agent do that?
Don’t leave money and better employee benefit solutions on the 
table. CADA Insurance is ready to help you today with minimal 
time commitment and no financial obligation. Contact me 
today:
Craig.Gordon@colorado.auto
303.457.5118

Why it pays to get a second opinion on your 
employee benefits plan

Craig Gordon, Employee Benefits 
Sales Manager

For more than 23 years, Marketing & 
Communications Director Kim Jack-
son consulted with professional as-
sociations to identify their members’ 

key reasons for doing business with them. 

She then created strategies and tools that helped associations 
manage their messages with information members said was 
important to them. 

Before joining CADA, her clients also included Fortune 100 
corporations, as well as medium- and small-sized businesses 
— and she served on staff as Member Services Director for the 
Colorado Hotel & Lodging Association.

With a B.S. degree in Business Administration (minor in  
Economics) from Regis College in Denver and an A.A.S. 
degree in Journalism from the State University of New York at 
Morrisville, Kim now combines the creative and editorial flair 
her journalism background provides with the practical,  

bottom-line mindset her business  
education offers to CADA’s many  
marketing and communications projects.

“Effective communications are among 
our mot important tasks,” observed 
CADA President & CEO Tim Jackson. 
“Kim (or KJ as we somemtimes call her) 
has the background and experience to 
get — and keep — our messaging fresh, 
diverse, reader-friendly and understood.”

Please join us in welcoming Kim to CADA — and feel free to 
contact her any time with any suggestions or comments you 
may have:
E-mail: kim.jackson@colorado.auto
Phone: 303.457.5115

Welcome Kim Jackson to CADA
(and in case you’re wondering, no, there’s no relation to Tim)
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The Colorado Automobile Dealers 
Association hosted the 10th Annual 
Green Car Parade on Sunday, April 
2, at the Colorado State Capitol, as a 

precursor to the Denver Auto Show. The parade 
showcased the most innovative, energy efficient 
technologies that the automotive industry has to 
offer.

Thank you to all of our fantastic dealers who participated and 
who helped to make it the best one yet. We could not have done 
it without the support of our members! A special thanks to:

 ◆ Fisher Auto
 ◆ Groove Toyota
 ◆ i25 Kia
 ◆ John Elway Chevrolet
 ◆ Kuni Honda
 ◆ Landmark Lincoln
 ◆ Land Rover Flatirons
 ◆ Larry H. Miller Chrysler Jeep Dodge Ram 104th

 ◆ Phil Long Ford of Denver
 ◆ Planet Hyundai
 ◆ Schomp BMW

 ◆ Schomp Honda
 ◆ Schomp MINI
 ◆ Stevinson Hyundai of Long-
mont

 ◆ Stevinson Lexus of Frederick
 ◆ Tynan’s Nissan
 ◆ Tynan’s Volkswagen

We also thank AAA for sending 
out its electric vehicle mobile 
charging truck, and the National 
Renewable Energy Laboratory 
(NREL) for showcasing a Toyota 
Mirai, which features hydrogen fuel 
cell technology.
In addition to the vast number of dealerships and vehicles 
represented, many prominent news outlets were present to 
cover the event, including; CBS4, 7News, FOX31 and The 
Denver Post.
Thanks again for participating in this year’s Green Car Parade. 
You all definitely helped raise the bar for next year’s event!

Thanks to you, the Green Car Parade was 
the best one yet!

Michelle O’Connor, Legislatiave 
& Communications Manager

The BMW i8, from Schomp BMW

Who doesn’t love a parade? Cars — all green — from 17 dealer  
members circled the front steps of the Capitol April 2 for the 10th Annual 
Green Car Parade.

The Range 
Rover 
Diesel, from 
Land Rover 
Flatirons

The Lexus RX450h, from Stevinson Lexus of Frederick
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By Kim Jackson

Anthony Brownlee was impressed 
by everyone involved who helped 
coordinate all the people, pieces and 
moving parts involved in pulling off the 

2017 Denver Auto Show.

In fact, the show is a lot like an orchestra’s performance of 
Tchaikovsky’s 1812 Overture, where folks across the country 
combine their efforts to handle logistics, sales, sponsorships, 
entertainment and a host of pieces and parts that ultimately 
result in a spectacular performance where — let’s face it — the 
cars themselves take center stage and the people involved fade 
into the background.

“I was extremely impressed by 
the level of talent, hard work and 
discipline it took to really put on 
this show,” observed Brownlee, 
chair of the 2017 Denver Auto 
Show Committee and VP/
General Manager of Land Rover 
Denver. “The CADA team 
and all the vendors were just 
extraordinary.”
He explained that throughout 
last year, we had committee 
meetings and phone conferences 
“and from what I saw, the 

involvement was from top to 
bottom. Tim’s energy was unlimited, there was a great flow of 
ideas across the spectrum and it was very collaborative among 
all parties.”

He added, “The best thing 
about the auto show is it’s 
not about one person. It was 
a complete team effort. The 
truth is, CADA staff and 
the vendors we contracted 
were so professional, so on 
top of it and quite frankly, 
so experienced that I was 
blown away by how they 
performed. It was truly 
outstanding.”
Kicking off the show 
with the Charity Preview 
Party, Brownlee shared the 
spotlight with friend and 
former Denver Broncos 
Wide Receiver Rod Smith, 
who served as Celebrity co-
chair of the event. “When I 

asked if he’d be co-chair, Rod immediately said, ‘Yes.’ He was a 
great addition; we were very happy with his appearance — and 
grateful.”
And when the curtain came down on the Denver Auto Show 
after a five-day run at the Colorado Convention Center, 
Brownlee, who himself walked the floor (several times) with 
camera in hand, said, “I’m proud of the automotive community 
in general, and CADA specifically, just very proud to be 
associated with, and excited about, our industry going forward.”

Denver Auto Show blows away 
Chair Anthony Brownlee

Anthony Brownlee, right, greets former Denver Mayor Wellington Webb and Wilma Webb at 
the Charity Preview Party.

Anthony Brownlee, right, introduces former 
Broncos Wide Receiver and Celebrity Vice Chair 
Rod Smith at the Charity Preview Party.

Anthony escorted his mom Georgia to the 
Charity Preview Party.

Officially opening the Denver Auto Show to the public were from left: CADA president & CEO 
Tim Jackson, AAA Vice President of Marketing Kevin Hobbs, Denver Auto Show Chair Anthony 
Brownlee and AAA Vice President of Insurance Brian McGrail.



Thank You!
for sponsoring the 9th Annual

Charity Preview Party
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Infiniti of Denver named a top 
Colorado workplace
Congrats to Infiniti of Denver, where in 
early April, it was awarded a 2017 honor 
by The Denver Post as one of Colorado’s 
top places to work — and is the only 
car dealership in the state to receive this 
year’s award.
The award is the result of employee 
feedback on a survey conducted by 
Workplace Dynamics, a leading research 
firm that specializes in organizational 
health and workplace improvement. 
The survey measured several aspects of 
workplace culture, including alignment, 
execution and connection. 
To be named a Top Workplace, 
organizations must meet Workplace 
Dynamic’s strict standards for 
organizational health. And, noted Doug 
Claffey, CEO, “who better to ask about 
work life than the people who live the 
culture every day: Employees.”
“Our research has proven that what’s 
most important to them is a strong belief 
in where the organization is headed, how 
it’s going to get there and the feeling that 
everyone is in it together. Without this 
sense of connection, an organization 
doesn’t have a shot at being named a Top 
Workplace.”
Staffers seem to agree. One staff member 
said, “The people here are truly amazing. 
We have a solution-based attitude from 
the top down.”
Another added, “What I find so 
meaningful about working here is that the 
owner, managers and everyone here are 
so caring to employees and coworkers.”
Chris Smith, principal and owner of 
Infiniti of Denver said, “I am extremely 
lucky to be able to work with such a 
committed group of people on a daily 
basis. Many of our employees have been 
here for well over 15 years and have 
experienced a great deal of transition 

within the auto industry. We’re honored 
to be named a recipient of the Top 
Workplace Award for 2017.”

Remembering Jim 
Hudson
Hudson Auto Source
Silverthorne

CADA offers condolences to the family of 
respected automobile dealer Jim Hudson, 
92, who passed away on March 24 in 
his home, surrounded by family. Jim 
was born on March 4, 1925 in Trenton, 
MO — and, appropriately, his first home 
as a baby was above a Chevrolet auto 
dealership.
He is survived by his beloved wife of 
nearly 50 years, Lorraine (Kidd) Hudson; 
his son James J. (Joe) Hudson and his 
wife Linda; Daughter Lynne (Hudson) 
McMahon and her husband Timothy, 
along with many family members.
Jim was raised by his paternal grandfather 
and it was by his example and love that 
he learned respect, honor, and duty as a 
young child. While underage and still in 
high school, he enlisted in the U.S. Navy 
during WWII, where during two tours, 
he served as an aviation ordinance man, 
weapons specialist, and as a radioman.
 
After military service, and while he was 

an officer at a bank, he was approached 
by a long-time customer and local 
Chevrolet dealer in Lake County, CO. In 
1974, he realized his dream of owning 
his own car dealership, which he then 
moved to Summit County in 1979. This 
summer will mark the dealerships 43rd 
anniversary. 
As the first auto dealer in the area, Jim 
and Lorraine essentially created the 
automotive industry found today in 
Summit County. Jim was genuine, loving, 
supportive and a generous man — a great 
legacy to leave for his family.

Dealmakers
Ehrlich Chrysler Dodge Jeep Ram 
will open in Fort Morgan, at 1221 Main 
Street, with owners Scott Erlich,John 
Elway, Mitchell Pierce and Todd Maul.

McLaren Denver, owned by MikeWard, 
will open at 1850 Lucent Court in 
Highlands Ranch.

Stevinson Toyota East and Scion has 
changed its name to Stevinson Toyota 
East. Stevinson Toyota West and Scion 
has changed its name to Stevinson Toyota 
West.

Paul and Ben Faricy purchased Faricy 
Ford Lincoln in Cañon City, and as of 
April 1, the name was changed to The 
Faricy Boys Ford.

Do you have a news item to share? A 
promotion? An award? A new team 
leader? 
Send your news (and a picture if you have 
it) to:
Kim Jackson
kim.jackson@colorado.auto
303.457.5115

Member News



Awards Luncheon
• Introduction/welcome at awards luncheon
• On-site signage and inclusion in the program
• Registration for two (2) golfers
• Half-page ad in CADA monthly Bulletin for six months
• Digital presence in weekly Open Road for six months
• $100 off one (1) golf registration

$4,000

Monday, July 24, 2017

For more info, or to claim one of the many fast-selling sponsorships, 
contact Polly Penna, 303.457.5119 (office), 303.945.6426 (cell),
polly.penna@colorado.auto

Warmup Breakfast
• On-site signage and inclusion in the program
• Registration for one (1) golfer
• Quarter-page ad in CADA monthly Bulletin for three months
• Digital presence in weekly Open Road for three months
• $100 off one (1) golf registration

$2,500

Bloody Mary Bar (1 sold, 1 available)
• Introduction/welcome at awards luncheon
• Quarter-page ad in CADA monthly Bulletin for two months
• Signage at cart
• $100 off one (1) golf registration

$2,000
$2,500 Award-winning 
50-Foot Putting Contest
• Introduction/welcome at awards luncheon
• On-site signage (sponsor may provide additional signage) 

and inclusion in the program
• Includes insurance coverage for up to three (3) winners
• $100 off one (1) golf registration

$1,000

Par 3 Watering Holes
(Only 2 left! Non-alcoholic)
• Introduction/welcome at awards luncheon
• On-site signage (sponsor may provide additional signage) 

and inclusion in the program
• $100 off one (1) golf registration

$250 ea.

Hole Sponsorships
(Only 8 left! Limit 2 holes per sponsor)
• Introduction/welcome at awards luncheon after end of play
• On-hole signage (sponsor may provide additional signage)
• $100 off one (1) golf registration

$650 ea.

11th Annual
CADA Member Golf Event

Sponsorships

Beverage Carts  (2 available)
• Introduction/welcome at awards luncheon
• Signage provided for carts
• $100 off one (1) golf registration

$1,000 ea.

Challenge Hole  (2 available)
• Introduction/welcome at awards luncheon
• On-site signage (sponsor may provide additional signage) 

and inclusion in the program
• $100 off one (1) golf registration

$1,500 ea.
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But be aware: AAA® recently called young 
millennials (19-24) the ‘worst-behaved 
drivers in the U.S.’*
The AAA Foundation for Traffic Safety 
released a driver survey, which found 
that within a 30-day timeframe, 88 
percent of young millennials did at 
least one unsafe activity while driving, 
with texting, speeding and running a 
red light the most common.
This may not come as a surprise; what 
should be surprising is that they don’t 
think there’s anything wrong with that.
But — and this is nearly as troubling 
— millennials were only 21 percentage 
points worse than the ‘safest’ age group, 
the 60 to 70-year olds, who admitted 
to risky driving behaviors more than 
67 percent of the time. This means that 
two-thirds of drivers sharing the road 
with you today aren’t paying attention 
to their driving. Millennials may be 
number one on a dismal list, but they 
have company.
Statistically speaking, your millennial 
drivers may put your business at more 
risk for liability. But do you and your 
employees set a good example for 
your younger counterparts of what is 
and isn’t acceptable behavior? Does 
everyone adhere to your company’s 

driving policy? Or do you count 
yourselves part of the two thirds?

It takes just one
The liability along could be staggering 
with just one employee-involved 
vehicle crash. It could very well make 
or break your business. 
Consider this actual Federated claim:

A manager asked a staff 
member to buy snacks for an 
employee meeting, and let 
the employee take a company 
car. The employee ran a 
red light while texting and 
broadsided another vehicle 
in the intersection, severely 
injuring the other driver. 
CLAIM AMOUNT: $750,000.

Of course, driving statistics and 
examples aren’t enough reason to 
avoid hiring young adults. Simply 
being aware of risk management level 
is sensible. Knowing that an employee 
driving mishap could be a possibility 
can be enough motivation for your risk 
manager to ensure that a driving policy 
and employee training are in place and 
up to date.
Federated Insurance has an ongoing 
campaign against distracted driving, 
which includes a variety of risk 

management resources clients can 
access and subscribe to, to educate 
their employees, monitor their driving 
and involve them in pledging to 
end distracted driving. In addition, 
April is the National Safety Council 
National Distracted Driving Awareness 
Month. The NSC has a program to 
help employers clarify safe driving 
expectations for employees of all ages, 
along with materials for implementing 
company policies.

* For more on the report, go to http://
newsroom.aaa.com/2017/02/young-
millennials-top-list-worst-behaved-drivers/

Federated Insurance is a CADA Endorsed 
Provider. For more info about how 
Federated Association Risk Management 
Services can help you, contact:

Cole Waddell
Phone: 316.617.7880
E-mail: jcwaddell@fedins.com

Risk management corner

The 88 percent
Sponsored by Federated Insurance

We hear a lot about millennials these days — and 
with good reason. They’re buying houses, paying off 
student debt, getting involved and working at their 
first real jobs. You might have one or a few working 

for you right now. Give them what they need to be fulfilled by their 
job and you have yourself energetic, valuable employees.
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The Federal Trade 
Commission (FTC) recently 
concluded a second round 
of enforcement actions by 

entering into consent decrees with 
three large dealership groups. In this 
second round of enforcement actions 
against dealership groups, the FTC 
contends the dealership groups 
deceptively advertised vehicles with 
open recalls.
The FTC’s position is that if a dealer advertises a vehicle as 
‘certified pre-owned’ or having been ‘rigorously inspected’ 
before it was offered for sale, the advertised vehicle cannot 
be subject to open recalls unless that fact is clearly and 
conspicuously disclosed in the advertisement.

The FTC maintains that it is inherently inconsistent and 
deceptive for a vehicle to be subject to an open recall and, at 
the same time, advertised as certified pre-owned or having 
undergone a rigorous multipoint inspection.

To avoid the problem addressed in the FTC’s recent 
regulatory actions, we recommend that your website include 
a clear and conspicuous disclosure in close proximity to the 
representation about the vehicle being ‘certified pre-owned’ 
or ‘rigorously inspected.’

You should consult with your attorney about the specific 
disclosure to use, but this is an example: 

“USED VEHICLES MAY BE SUBJECT TO 
UNREPAIRED MANUFACTURER RECALLS. 
PLEASE CONTACT THE MANUFACTURER 
OR A DEALER FOR THAT LINE MAKE FOR 
RECALL ASSISTANCE/QUESTIONS OR CHECK 
THE NATIONAL HIGHWAY TRAFFIC SAFETY 
ADMINISTRATION WEBSITE FOR CURRENT 
RECALL INFORMATION BEFORE PURCHASING.” 

You must also include a link to the NHTSA website for recall 
look-up.

Federal law prohibits the sale of a new motor vehicle subject 
to an open recall. However, there is no similar federal or 
Colorado regulation that prohibits a dealer from selling a 
used vehicle subject to open recall. Nonetheless, an open 
recall on a used motor vehicle should be disclosed to the 
consumer in writing prior to the sale to make sure that 
consumers are fully aware that they are purchasing a used 
vehicle with an open recall.

These recent enforcement actions demonstrate that the FTC 
continues to regulate by enforcement. These actions were 
filed without any clear regulatory support for the position 
maintained by the FTC. It is no secret that the FTC strongly 
disapproves of the fact that Dealers can sell used vehicles 
with open recalls. However, regulation by enforcement is an 
inherently unfair method of regulation.

If you have questions on any legal or regulatory topic,  
please contact: 
Tammi McCoy, VP
tammi.mccoy@colorado.auto
303.282.1449
or
Tim Jackson, President
tim.jackson@colorado.auto
303.282.1448

DISCLAIMER: CADA is not authorized to dispense legal 
advice. The information contained in this weekly email is 
intended to provide important updates and reminders regard-
ing statutes, litigation, and regulations. CADA always advis-
es that dealers should consult legal counsel on the specifics 
of any laws or regulations to ensure proper compliance.

Dealer advisory

FTC enforcement actions for advertising 
open recalls
by Michael Dommermuth, Farfield & Woods, P.C.
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Legislative Grassroots Meetings 
(LGMs) are a fundamental compo-
nent of CADA. We use LGMs as a 
way to educating legislators about 
issues important to the automotive 
industry. 
These meetings also help to build 
relationships between our member 
dealers and their elected officials. By 
building these personal relationships, 
we hope that if an issue arises in the 
future, these elected officials will keep 
our members’ comments and con-
cerns in mind. In this way, LGMs are 
a proactive way for you to participate 
in the legislative process. 

Record number of meetings 
last year
Last year, we hosted 60 LGMs, which 
is a CADA record. For them to suc-
ceed, we need you to participate. It’s 
tough to stress just how important it 
is for you to attend when invited. If 
you can’t go, send someone from your 
dealership — and let him or her en-
gage in the process for you.

LGMs are a powerful  
advocating tool
As our key form of advocating on 
your behalf, LGMs have been very 
successful. For example, the Sunset 
Review Bill (SB17-240), which re-
authorizes the Auto Industry Division 
and the Motor Vehicle Dealer Board, 

unanimously passed on the floor of 
the Colorado State Senate on second 
reading on April 18. 
Among other things, and based on 
CADA priorities, Senate Bill 240: 

 ◆ Keeps Colorado’s new and used car 
dealers CLOSED on Sundays.

 ◆ Keeps salespeople’s licenses connected 
to the dealerships they serve (not in-
dependent brokers serving any/every 
dealership).

 ◆ Retains Motor Vehicle Dealer Board 
review and recommendations regard-
ing fee setting.

 ◆ Extends the next Sunset Review for 
ten (10) years, to 2027 (versus seven, 
recommended by the Department of 
Regulatory Agencies).

 ◆ Retains Motor Vehicle Dealer Board 
composition that includes three (3) 
new car dealer members, three (3) 
used car dealer members and three (3) 
public (non-industry) members.

Largely, the bill passed in the form 
and structure supported by CADA’s 
Legislative Policy Committee and 
Board of Directors. Although no 
victory laps will be made until its pas-
sage through the House and signature 
by the Governor, we are on our way 
— with good momentum.

On track to set a new national 
record
That said, make sure to attend our 
upcoming LGMs and play an active 
role in the legislative process. Since 
last July, we have not met with only 
37 members of the Colorado General 
Assembly.

We plan to meet with these legislators 
by the end of June. This will make 
CADA the first automobile dealers 
association in the country to meet 
with all of its state legislators in one 
12-month period! 

I will send out weekly notifications 
about upcoming meetings. If you 
have any questions at all, please feel 
free to contact me:

Michelle.oconnor@colorado.auto
303.457.5113
We hope to see you soon!

Legislative Grassroots Meetings give 
you a voice at the Capitol

Michelle O’Connor, Legislatiave & 
Communications Manager

Legislative Grassroots Meetings 
(LGMs) are a fundamental compo-
nent of CADA. We use LGMs as a 
way to educating legislators about 

issues important to the automotive industry. 
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There’s also the well-known building 
at 11th Avenue and Speer Boulevard, its 
name etched in terracotta tiles over the 
door, which has housed a restaurant, 
a charter school and most recently, 
Galvanize, a co-working space that also 
offers coding classes. And the building’s 
sale was recently in the news.
To auto dealers, Rocky Mountain Bank 
Note (RMBN) means the ‘RISC’ form, or 
Retail Installment Sales Contract. And 
now, rights to the Rocky Mountain Bank 
Note RISC form belong to the Colorado 
Automobile Dealers Association.
Candace Boyle, president and owner of 
Bradford Publishing, and twin brother 
Craig, CIO, signed the deal with CADA 
in March. “We’re happy to have the 
form stay alive and continue to have a 
good run, observed Candace.” Craig will 
continue working with CADA on the 
electronic version of the RISC form, as 
they move toward retirement.
Bradford Publishing, one of Denver’s 
oldest, continuously operating 
companies, acquired the RMBN form, 
along with others from the Rocky 
Mountain Bank Note Company in the 
mid-1980s.
The RISC form went through a major 
revision in the ‘80s to accommodate 
demand from attorneys and lenders 
to make it more centralized and 
standardized. “There were about 20 other 
competitors, but none ever got a toehold 
in Colorado,” noted Boyle. “This is the 

standard loan form if you buy a car on 
credit in the state.” With just one other 
major supplier of auto loan forms in 
Colorado, “we serve about 80 percent of 
the dealers in Colorado, including used 
car dealers,” she added.
In the past, Bradford Publishing printed 
about 100,000 forms each quarter. Yet 
with the widespread use of electronic 
forms, paper forms will still “be around 
for several more years, because people 
don’t like to change.”

CADA charges ahead with 
forms
CADA has been a reseller of the forms for 
nearly 20 years and has actively engaged 
in updates to this important form. In 
early 2013, to expand a long-standing, 
collaborative relationship with Bradley 
Publishing, the companies formed a joint 
venture (BCJV, LLC, dba CADA Rocky 
Mountain Dealer Forms). 
The goal is to focus on expanding dealer 
form offerings and to ensure forms were 
adapted for expanding digital libraries 
and e-contracts.
In mid-2014, a standardized Purchase 
Agreement was rolled out with Land 
Rover Flatirons as the first customer, 
where Owner Ed Dobbs also is CADA 
Board President. The agreement 
was modeled after and designed to 
complement the RMBN, and avoid the 
need for dealers to hire an attorney to 
create and update a proprietary form.

Just like the RMBN, the Purchase 
Agreement is regularly reviewed for 
compliance and to accommodate legal 
developments. It reflects insights gained 
by local attorney Michael Dommermuth, 
who has represented dealers in the 
courtroom and drafted countless dealer 
agreements during his nearly 30-year 
career. CADA Rocky Mountain Dealer 
Forms also has created revised vehicle 
condition/damage disclosure forms and 
liability waivers. Additional forms are in 
process.
The Rocky Mountain Bank Note, and all 
of CADA’s dealer forms, can be used on 
Dealer Management System (DMS) laser 
libraries. According to CADA VP Tammi 
McCoy, there are licensing agreements 
with both CDK and DealerTrack (just 
signed) for dealers who want to transition 
to electronic forms. Agreements also have 
been signed with other DMS companies 
focused on the used dealer market.
The recent acquisition of the RMBN 
included Bradford’s 50 percent stake in 
this joint venture, along with rights to 
all its other auto retail forms, including 
electronic versions.
CADA’s paramount interest is looking out 
for the success of the retail automotive 
dealer in Colorado. CADA acquired these 
forms to ensure their ongoing availability 
in a market with limited options. Further, 
as a locally owned, state-specific form, the 
provisions on the form can be maintained 
with fewer updates, ensuring the best 
possible dealer protections.
After a solid history and tradition 
of closely working with Bradford 
Publishing, CADA is proud and excited 
to have the Rocky Mountain Bank 
Note-RISC form under the association 
umbrella, and is looking forward to 
ensuring its ongoing success.

CADA buys the Rocky Mountain 
Bank Note by Caroline Schomp

Say ‘Rocky Mountain Bank Note’ to 
any Denver native, and it likely will 
conjure up memories of boxes of 
new checks or densely printed forms 

conveying power of attorney or laying out 
wishes in a last will and testament.
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Released: April 2017 Covering data thru March 2017

Colorado Auto Outlook
Comprehensive information on the Colorado automotive market

TM Sponsored by:

New retail car and 
light truck registra-
tions in the state 
increased 4.1% in 
March 2017 versus 
a year earlier. Note: 
monthly recording 
of registrations 
occurs when the 
data is processed 
by the DMV. This 
can impact the 
measurement of 
registrations in 
individual months. 
Year-to-date figures 
are more reflective 
of market results.

New registra-
tions in the state 
increased 3.8% 
during the first 
three months of 
this year versus the 
same period a year 
earlier. Passenger 
cars declined 6.8% 
while Light Trucks 
were up 8.3%

Used vehicle 
registrations were 
up 7.2% so far this 
year. (Only includes 
vehicles seven 
years old or newer.)

Jaguar, VW, Porsche, 
Audi, Infiniti, 
Subaru, Chrys-
ler, Toyota, and 
Mercedes had the 
largest increases 
in year-to-date 
registrations (see 
page 4).

Quick Facts

Data Information

All data represents new and used vehicle retail registrations in Colorado and excludes fleet and wholesale transactions. Used vehicle data only includes vehicles seven years old or 
newer and excludes private party transactions.  Please keep in mind that monthly registration figures can occasionally be subject to fluctuations, resulting in over or under estimation 
of actual results. This usually occurs due to processing delays by governmental agencies. For this reason, the year-to-date figures will typically be more reflective of market results. 
Green shaded areas in tables represent the top ten ranked brands. Data Source: AutoCount data from Experian.

Percent Change in Colorado New and Used Retail Light Vehicle Registrations
(Used registrations only include vehicles seven years old or newer)
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Colorado New and Used Vehicle Markets Summary
(Used registrations only include vehicles seven years old or newer)

Year-to-date thru March

Retail New Vehicle Registrations Retail Used Vehicle Registrations

YTD

2016

YTD

2017

Percent

Change

YTD

2016

YTD

2017

Percent

Change

Total 50,206 52,092 3.8% 49,284 52,842 7.2%

Cars 15,091 14,069 -6.8% 20,506 19,965 -2.6%

Light Trucks 35,115 38,023 8.3% 28,778 32,877 14.2%

Detroit Three Brands 19,369 19,174 -1.0% 23,194 24,916 7.4%

European Brands 5,253 5,619 7.0% 5,353 5,556 3.8%

Japanese Brands 22,879 24,608 7.6% 17,062 18,634 9.2%

Korean Brands 2,705 2,691 -0.5% 3,675 3,736 1.7%
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New Vehicle Market Brand Registrations

Change in New Vehicle Segment Market Share - YTD ‘17 thru March v. YTD ‘16

Data Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

March
Three Month Period

Jan. '17 thru Mar. '17
Year-to-date thru March

Year-to-date

Market Share (%)

Colorado Colorado Colorado Colorado

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 14,786 15,387 4.1% 50,206 52,092 3.8% 50,206 52,092 3.8%

Acura 150 121 -19.3% 508 402 -20.9% 508 402 -20.9% 1.0 0.8 -0.2
Audi 243 276 13.6% 875 1,018 16.3% 875 1,018 16.3% 1.7 2.0 0.2
BMW 362 271 -25.1% 1,259 898 -28.7% 1,259 898 -28.7% 2.5 1.7 -0.8
Buick 135 110 -18.5% 482 404 -16.2% 482 404 -16.2% 1.0 0.8 -0.2
Cadillac 93 60 -35.5% 330 304 -7.9% 330 304 -7.9% 0.7 0.6 -0.1
Chevrolet 1,150 1,070 -7.0% 3,661 3,646 -0.4% 3,661 3,646 -0.4% 7.3 7.0 -0.3
Chrysler 91 95 4.4% 247 275 11.3% 247 275 11.3% 0.5 0.5 0.0
Dodge 302 261 -13.6% 1,002 759 -24.3% 1,002 759 -24.3% 2.0 1.5 -0.5
Fiat 19 13 -31.6% 69 54 -21.7% 69 54 -21.7% 0.1 0.1 0.0
Ford 1,816 1,822 0.3% 5,838 5,946 1.8% 5,838 5,946 1.8% 11.6 11.4 -0.2
GMC 472 515 9.1% 1,735 1,677 -3.3% 1,735 1,677 -3.3% 3.5 3.2 -0.2
Honda 1,012 1,106 9.3% 3,470 3,761 8.4% 3,470 3,761 8.4% 6.9 7.2 0.3
Hyundai 426 371 -12.9% 1,550 1,544 -0.4% 1,550 1,544 -0.4% 3.1 3.0 -0.1
Infiniti 78 105 34.6% 347 394 13.5% 347 394 13.5% 0.7 0.8 0.1
Jaguar 6 39 550.0% 18 136 655.6% 18 136 655.6% 0.0 0.3 0.2
Jeep 1,064 1,107 4.0% 3,678 3,616 -1.7% 3,678 3,616 -1.7% 7.3 6.9 -0.4
Kia 332 329 -0.9% 1,155 1,147 -0.7% 1,155 1,147 -0.7% 2.3 2.2 -0.1
Land Rover 66 75 13.6% 304 256 -15.8% 304 256 -15.8% 0.6 0.5 -0.1
Lexus 302 251 -16.9% 1,104 1,055 -4.4% 1,104 1,055 -4.4% 2.2 2.0 -0.2
Lincoln 61 79 29.5% 242 262 8.3% 242 262 8.3% 0.5 0.5 0.0
Maserati 1 7 600.0% 14 34 142.9% 14 34 142.9% 0.0 0.1 0.0
Mazda 282 381 35.1% 1,045 1,124 7.6% 1,045 1,124 7.6% 2.1 2.2 0.1
Mercedes 213 226 6.1% 775 856 10.5% 775 856 10.5% 1.5 1.6 0.1
MINI 58 40 -31.0% 214 185 -13.6% 214 185 -13.6% 0.4 0.4 -0.1
Mitsubishi 83 65 -21.7% 246 229 -6.9% 246 229 -6.9% 0.5 0.4 -0.1
Nissan 906 911 0.6% 2,988 3,031 1.4% 2,988 3,031 1.4% 6.0 5.8 -0.1
Porsche 45 61 35.6% 171 201 17.5% 171 201 17.5% 0.3 0.4 0.0
Ram 608 559 -8.1% 2,016 2,034 0.9% 2,016 2,034 0.9% 4.0 3.9 -0.1
smart 6 5 -16.7% 15 12 -20.0% 15 12 -20.0% 0.0 0.0 0.0
Subaru 1,853 2,289 23.5% 6,244 6,959 11.5% 6,244 6,959 11.5% 12.4 13.4 0.9
Tesla 27 53 96.3% 137 251 83.2% 137 251 83.2% 0.3 0.5 0.2
Toyota/Scion 2,046 2,174 6.3% 6,927 7,652 10.5% 6,927 7,652 10.5% 13.8 14.7 0.9
Volkswagen 386 447 15.8% 1,171 1,654 41.2% 1,171 1,654 41.2% 2.3 3.2 0.8
Volvo 87 87 0.0% 356 298 -16.3% 356 298 -16.3% 0.7 0.6 -0.1
Other 5 6 20.0% 13 18 38.5% 13 18 38.5% 0.0 0.0 0.0
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Four year old vehicle market share has increased, 
while three year old share is down.

Released: April 2017 (covering March 2017 data) Page 3

Used Vehicle Market Brand Registrations (only includes vehicles seven years old or newer)

Change in Used Vehicle Market Share by Age of Vehicle 
YTD ‘17 thru March v. YTD ‘16

Data Source: AutoCount data from Experian.

Colorado Used Retail Car and Light Truck Registrations

March
Three Month Period

Jan. '17 thru Mar. '17
Year-to-date thru March

YTD

Market Share (%)

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 17,180 17,714 3.1% 49,284 52,842 7.2% 49,284 52,842 7.2%
Acura 172 258 50.0% 571 687 20.3% 571 687 20.3% 1.2 1.3 0.1
Audi 276 310 12.3% 847 948 11.9% 847 948 11.9% 1.7 1.8 0.1
BMW 410 493 20.2% 1,139 1,440 26.4% 1,139 1,440 26.4% 2.3 2.7 0.4
Buick 189 188 -0.5% 562 575 2.3% 562 575 2.3% 1.1 1.1 -0.1
Cadillac 200 259 29.5% 537 767 42.8% 537 767 42.8% 1.1 1.5 0.4
Chevrolet 1,919 1,780 -7.2% 5,286 5,335 0.9% 5,286 5,335 0.9% 10.7 10.1 -0.6
Chrysler 359 276 -23.1% 903 824 -8.7% 903 824 -8.7% 1.8 1.6 -0.3
Dodge (incl. Ram) 1,415 1,309 -7.5% 3,799 3,891 2.4% 3,799 3,891 2.4% 7.7 7.4 -0.3
Ford 2,384 2,468 3.5% 6,934 7,519 8.4% 6,934 7,519 8.4% 14.1 14.2 0.2
GMC 559 584 4.5% 1,599 1,835 14.8% 1,599 1,835 14.8% 3.2 3.5 0.2
Honda 773 795 2.8% 2,431 2,370 -2.5% 2,431 2,370 -2.5% 4.9 4.5 -0.4
Hummer 2 1 -50.0% 6 3 -50.0% 6 3 -50.0% 0.0 0.0 0.0
Hyundai 746 694 -7.0% 2,054 2,103 2.4% 2,054 2,103 2.4% 4.2 4.0 -0.2
Infiniti 184 181 -1.6% 513 585 14.0% 513 585 14.0% 1.0 1.1 0.1
Jaguar 9 14 55.6% 28 34 21.4% 28 34 21.4% 0.1 0.1 0.0
Jeep 1,131 1,228 8.6% 3,104 3,856 24.2% 3,104 3,856 24.2% 6.3 7.3 1.0
Kia 573 587 2.4% 1,621 1,633 0.7% 1,621 1,633 0.7% 3.3 3.1 -0.2
Land Rover 116 118 1.7% 326 333 2.1% 326 333 2.1% 0.7 0.6 0.0
Lexus 305 303 -0.7% 875 913 4.3% 875 913 4.3% 1.8 1.7 0.0
Lincoln 93 93 0.0% 297 262 -11.8% 297 262 -11.8% 0.6 0.5 -0.1
Mazda 233 258 10.7% 759 802 5.7% 759 802 5.7% 1.5 1.5 0.0
Mercedes 263 368 39.9% 866 955 10.3% 866 955 10.3% 1.8 1.8 0.1
Mercury 12 10 -16.7% 31 16 -48.4% 31 16 -48.4% 0.1 0.0 0.0
MINI 92 102 10.9% 307 281 -8.5% 307 281 -8.5% 0.6 0.5 -0.1
Mitsubishi 100 132 32.0% 281 324 15.3% 281 324 15.3% 0.6 0.6 0.0
Nissan 1,438 1,531 6.5% 4,019 4,530 12.7% 4,019 4,530 12.7% 8.2 8.6 0.4
Pontiac 26 4 -84.6% 79 14 -82.3% 79 14 -82.3% 0.2 0.0 -0.1
Porsche 44 46 4.5% 121 118 -2.5% 121 118 -2.5% 0.2 0.2 0.0
Saab 1 0 -100.0% 4 3 -25.0% 4 3 -25.0% 0.0 0.0 0.0
Saturn 18 0 -100.0% 52 1 -98.1% 52 1 -98.1% 0.1 0.0 -0.1
Subaru 916 1,001 9.3% 2,806 3,014 7.4% 2,806 3,014 7.4% 5.7 5.7 0.0
Suzuki 29 12 -58.6% 83 47 -43.4% 83 47 -43.4% 0.2 0.1 -0.1
Toyota/Scion 1,599 1,787 11.8% 4,724 5,362 13.5% 4,724 5,362 13.5% 9.6 10.1 0.6
Volkswagen 451 377 -16.4% 1,327 1,035 -22.0% 1,327 1,035 -22.0% 2.7 2.0 -0.7
Volvo 87 84 -3.4% 252 269 6.7% 252 269 6.7% 0.5 0.5 0.0
Other 56 63 12.5% 141 158 12.1% 141 158 12.1% 0.3 0.3 0.0
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AutoCount data from Experian is the data pro-
vider for Colorado Auto Outlook.
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Jaguar registrations increased from 18 
units during the first three months of 2016 
to 136 in 2017, a 655% increase.



WHY THIS IS IMPORTANT
Automotive dealers have more to think about than ever 
before: strategically designing and operating in an overall 
efficient structure; employee incentive and ownership 
concerns; state and local tax considerations which 
become competitive advantages or disadvantages; and 
ever changing incentives and strategies from original 
equipment manufacturers (OEMs), just to name a few. 
To grow and succeed in this complex and competitive 
environment, dealership owners and executives need a 
team of industry experienced advisors to help them map 
the right route for their business. 

THE EKS&H ADVANTAGE
Our approach: Our proactive strategies help auto dealers 
mitigate tax costs, plan for business succession, and 
solve accounting and technology problems. Our goal is to 
become a trusted business advisor to every client in the 
automotive industry.

Our expertise: At EKS&H, we’ve served clients in the 
dealership industry for almost 20 years and have a 
proven track record with automobile, heavy equipment, 
rental and fleet, real estate holdings, and sales and 
service businesses. Our dealership clients include private 
individually owned single- or multi-location businesses, 
family-owned networks, dealers looking to acquire or 
divest, and private investors active in the industry. Our 
firm reputation for quality and excellence began in 
Colorado and has spread through the Rocky Mountain 
region and into the western U.S.

u EKS&H | 303.740.9400 | www.eksh.com

Solutions for Automotive Dealers

EKS&H AUTOMOTIVE DEALER INDUSTRY SERVICES
• Tax, audit, and accounting services
• Strategic planning, including organizational structure and 

alignment for efficient operations
• Family business and succession planning
• State and local tax consulting and advisory services
• Cost segregation studies securing tax depreciation 

deductions on capital improvements
• Transaction advisory services, including business 

valuation, transaction due diligence, buy/sell agreements, 
and merger and acquisition tax planning

• Stock ownership and incentive plans
• Employee benefit plan audits
• IT strategy, support, and software assistance

CLIENT AUTOMOTIVE BRANDS
• Alfa Romeo
• Audi
• BMW
• Buick GMC
• Chevrolet

CLIENT MOTORCYCLES AND POWERSPORT BRANDS
• BMW
• Harley-Davidson

• Dodge
• Ford
• Honda
• Hyundai
• Infiniti

• Kia
• Land Rover
• Lincoln
• Maserati
• Mazda

• Nissan
• Porsche
• Subaru
• Toyota
• Volkswagen

• Honda
• Kawasaki

• KTM
• Polaris

AUTOMOTIVE



Colorado Safety Association

May to August 2017

3   Coaching the Van Driver
10  Hazard Communication and GHS Training
11  Forklift Operator Instructor Development
16   Workplace Violence and Prevention Strategies
17   Achieving a World Class Safety Culture 
18  Safety Builder Construction Orientation
20   Defensive Driving 6 Hour
23   NSC First Aid /CPR and AED 
24   Bloodborne and Airborne Pathogens 
25  Open Safety Forum  

5-9   Certified Occupational Safety Specialist (COSS)
6   How to Develop a Safety Program 
8   Aerial Lift Instructor Development 
12   Crane Rigging Fundamentals
13   Defensive Driving 4 Hour
13   Webinar: Workplace Violence and Prevention Strategies
13-15  Crane Inspection
16   Crane Inspection Refresher 
21   NSC First Aid /CPR and AED 
21-23 First Aid/CPR and AED Instructor Development
24   Defensive Driving 6 Hour

May June

12   Forklift Operator Instructor Development
18   Office Safety Essentials Workshop
20   Fire Extinguisher Training
22   Defensive Driving 6 Hour
26  NSC First Aid /CPR and AED

2   Defensive Driving 4 Hour
3   Office Safety Essentials Workshop (Colorado Springs)
10   Emergency Action Plans and Response 
15   Bloodborne and Airborne Pathogens
16   Hazardous Materials DOT
17   Safety Builder Construction Orientation
19   Defensive Driving 6 Hour
23   NSC First Aid /CPR and AED 
24  Office Safety Essentials Workshop (Greeley)
24-25 CEAS I: Ergonomic Assessment Certification Workshop 
29   Breakfast Club: Breakfast with OSHA (for Members Only)

July August

www.coloradosafety.org

course and seminar schedule

New Offerings 

Every Month!


