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EKS&H’s 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. 

To learn how we can help you, 
please contact Lucky Heggs at
lheggs@eksh.com or 303.740.9400.

www.eksh.com | 303.740.9400
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Tim Jackson
President & CEO

CADA looks ahead to the next big  
industry challenges

A  recent study by Phoenix-based Rethink X 
(which is wrong on many levels), predicts that 
by the year 2030, 95 percent of total vehicle 
miles traveled in the U.S. will combine  
autonomous, electric and shared vehicles.

Steering Column

Each of these creates policy challenges for 
dealers, dealer associations, automakers, 
insurance carriers, collision centers, high-
way contractors, drivers, car owners and 
governments.
On the electric car piece alone, state and 
federal fuel taxes have paid for the more 
than 4.16 million miles of federal, state, 
county and local streets, highways and 
bridges construction, maintenance and 
repair. 

How will EVs pay for highway 
projects?
Electric vehicles pay nothing toward the 
streets, highways and bridges they travel. If 
Rethink X is even half— or even 25 percent 
— right, we need a whole new discussion 
on how to pay for highway projects. 

CADA has started meeting with others 
interested in transportation funding to see 
what the best approach is for maintaining 
and improving highway infrastructure.

Legislators love  
autonomous tech
Policymakers at all levels of government 
are becoming ‘enamored’ (excited, inter-
ested, supportive, advocates) of autono-
mous car technology. The problem is…. 
they’re starting from a position of seeing 
the technology as ‘all solutions and no 
problems.’ Basically, policymakers are 
seeing the technology outcomes as all 
rainbows and unicorns, without realizing 
or understanding the challenges the tech 
will create.
As a dealer association, CADA has the op-
portunity (and challenge) to paint a clearer 
picture: While not unsupportive of the 
technology, we focus on identifying and  

communicating the challenges that need to 
be addressed by government bodies.
Proactive legislation to address autono-
mous cars is often misdirected or ill timed. 
During a recent CADA Legislative Grass-
roots Meeting with a representative from 
Boulder, the State Rep asked, “Due to 
autonomous car technology, when do we 
need to start dedicating a lane of high-
way?” 
My response, “Madam Legislator, this tech-
nology will be nothing short of amazing. 
There is no reason you need to dedicate a 
lane for autonomous cars, since they will 
easily be able to share lanes with tradi-
tional human-driven cars.”  
She responded, “No Tim, you don’t under-
stand. I want to know when we need to 
dedicate a lane for the remaining human-
driven cars.” These are the new policy 
dilemmas to which we as a dealer associa-
tion, and you as a new car dealer will need 
to respond.

Advocacy impact
Colorado has 100 legislators in our State 
General Assembly: 65 in the House of Rep-
resentatives and 35 in State Senate. During 
the 12 months between July 1, 2016 and 
June 30, 2017, CADA hosted 80 Legislative 
Grassroots Meetings (LGMs) with state 
policymakers. This was aside from our 
planned proactive legislation to require 
automakers to reimburse dealers at the 
retail rate. 

Prepping for many issues 
next legislative session 
CADA also is preparing for an onslaught of 
legislative proposals to enable, speed, ad-
vance or promote autonomous car technol-
ogy, where the session could cover  

anticipated (often crazy or misguided) 
legislative proposals. 
We will have ongoing conversations that 
envision funding for highways and trans-
portation in the age of electric vehicles, 
because we anticipate that the legislative 
session could cover the need to find new 
ways to fund electrification infrastructure. 
We will continue connecting dealers with 
local legislators, by taking our advocacy 
effort out of the State Capitol and into leg-
islative hometowns and districts. 
CADA’s LGMs connect members with poli-
cymakers to build relationships and gain 
quality time that more fully informs those 
who make the decisions.
Often, though, the only thing missing 
from our legislative advocacy effort that’s 
designed to benefit you — and your invest-
ment — is you.
Member dealer involvement is key to our 
success. Recently, we have hosted several 
LGMs and no dealers have participated. At-
tend when possible to ensure our contin-
ued grassroots success.

Editor’s Note: On page 3 in the July issue, we 
mistakenly identified people in two photos: 
In the middle column photo Zach McCand-
less is in the middle and Adam McCandless is 
on the far right. 

In the bottom photo are Michelle O’Connor, 
Adam McCandless, Scott Tipton and Zach  
McCandless. We regret the error.



4 Colorado Automobile Dealers Association August 2017

Why offering a dental plan is a good idea

Many employers do not include dental  
benefits as part of their overall employee 
benefits package, often because it’s deemed 
too costly or just thought to be unnecessary.

Yet a good dental plan is crucial for ensur-
ing employee wellness and should be an 
integral aspect of your overall employee 
health benefits program.

Why, you ask?
Dental plans prevent costly conditions 
by detecting and treating problems early 
on, saving money and time for employee 
and employer alike. For example, without 
a good dental plan:
• 67 percent of people are more likely 

to have heart disease
• 50 percent are more likely to have 

osteoporosis
• 29 percent are more likely to have 

diabetes
These are serious and expensive condi-
tions to treat — and will affect the cost of 
your medial plan; that’s especially true if 
your plan is self funded. 
A dental plan can play a critical role 
in attracting and retaining employees, 
especially if you pay 100 percent. Because 
not all dealers offer dental benefits to their 
employees, it can make a big difference in 
attracting and retaining staff.

By the same token, dental plans are 
highly sought-after benefits for employ-
ees, and ranks in importance just behind 
medical insurance. 

Dental plans vary
From deductibles, to copays and annual 
benefit limits, dental plans vary in price 
and design. And if you don’t want to belly 
up to the bar and foot the whole bill, you 
can still offer a voluntary plan to your em-
ployees. Employees pay 100 percent of the 
cost, yet they gain through a group pricing 
rate. Even so, the most effective way to 
ensure your employees have good oral 
health is to pay 100 percent or a portion of 
the costs. 

DMO saves money and gives 
you a way to offer a great 
benefit
The good news is rates can be as low as 
$10 per employee a month, with what I 
call a Dental  Maintenance Organization 
(DMO) — where a plan’s benefits cover 
a portion of the procedure, typically 60 
percent if you stay within a set network. 

While some of these plans can be offered 
without it, it’s highly recommended that a 
DMO include employer sponsorship.
More traditional plans are about two and a 
half times more expensive than DMOs, yet 
still sit in the affordable $28 range per em-
ployee each month. While these plans have 
networks, they also have features that 
let a person go outside the network for 
services. These plans almost always cover 
preventative services at 100 percent.
When I review dental plans, I generally 
take into consideration the value of the 
plan and the cost. I find it works well 
when an employer pays for a DMO plan, 
then lets employees “buy up.”  Everyone 
will have some dental coverage for the 
reasons listed above — at little cost, yet 
for a big value.
Remember, you should offer, at the very 
least, a dental plan on a voluntary basis. At 
CADA Employee Benefits, we have exclu-
sive pricing on a DMO carrier. I can place 
almost any traditional carrier alongside 
the DMO. Dental plans should be offered 
at least on a voluntary basis. For more in-
formation, please contact me. I can be very 
creative in designing a dental plan that 
you can — er, sink your teeth into.

Craig Gordon, 
Employee Benefits 

Manager

Thank You! to the Sponsors 
of the 2017 
Charity Preview Party

Title Sponsor: Premier Sponsors: Platinum Sponsors:
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Thank You Sponsors of CADA’s
11th Annual Golf Event

Beverage Cart Sponsor

Par 3 Watering Hole Sponsors

Longest Drive
Challenge 

Sponsor

Putting
Challenge
 Sponsor

Closest to the
Pin Challenge

 Sponsor

Hole-in-One
Challenge
 Sponsor

Breakfast SponsorAwards Luncheon Sponsors

Bloody Mary Bar Sponsors

 
 
 

 

Hole Sponsors

Title Sponsor

A first: Aims Community College 
student receives scholarship

John Baker currently works on his family’s 
farm and attends Aims Community College in 
Windsor to learn more about diesel. He’s one of 
the few students who goes to class during the 
summer, because, he said, “I’d like to get done 
sooner.” If all goes as planned, he’ll graduate in 
the next 12 months.
Baker also is the first Aims Community College 
student to receive a scholarship from Clear the 
Air Foundation, as the Foundation continues to 
broaden its reach across the state. 
If you know someone who’s going to a techni-
cal college for auto tech — and might want a 
scholarship — contact George Billings, Director, 
303.775.8896 or george.billings@colorado.auto.

Donations are on the rise
Thanks to a letter sent last month, we received 
61 donations in July. If you’re on this list, 
THANK YOU for your generous donations!

Dealership 2017

Planet Honda 18
Bighorn Toyota 7
Pueblo Dodge 6
Public Donations 4
Longmont Ford 3
Phil Long Ford of Denver 2
Dellenbach 2
Pueblo Toyota 2
Vidmar Honda 2
Emich Volkswagen 2
Solon Automotive 1
King Buick GMC 1
Tynans Nissan Aurora 1
Summit Ford  1
John Elway Chrysler Jeep Dodge 1
Suss Buick 1
John Elway Chevrolet 1
Brandons Dodge 1
Johnsons Auto Plaza 1
Ralph Schomp Honda 1
Transwest CJDR 1
Courtesy Acura 1
Groove Subaru 1
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We’ve met with legislators twice already in August, with one more 
scheduled: 
August 17 – Senator Matt Jones, 12:30 p.m., Lulu’s (701 Main St, 
Louisville 80027)
If you are a dealer in Boulder, please attend this meeting, because 
dealer participation is essential for LGMs to be successful. Your 
participation this spring directly led to our success at the state 
legislative session this year — and will be equally important for 
the 2018 Legislative Session. 

Take a little time from your day to talk about the automotive 
industry with members of the General Assembly. It will all make a 
difference next spring.

Please attend Congressional fundraisers
In addition, we strongly recommend that you attend two Con-
gressional fundraisers later this month. Congress is working on a 
complete tax overhaul, and there are many ideas on the table that 
could affect new car dealers. We encourage you to support those 
who support the automotive industry! 
These fundraisers include:
August 22 – Congresswoman Diana DeGette, noon, CADA Head-
quarters (290 E Speer Blvd., Denver 80203)
August 23 – Congressman Doug Lamborn, 5:00 p.m., Porsche of 
Colorado Springs (917 Motor City Dr., Colorado Springs 80906)
If you want to attend any LGMs or fundraisers, please let me know 
(michelle.oconnor@colorado.auto or 303.457.5113). We hope to 
see you soon!

Michelle O’Connor
Legislative &  

Communications Chair

Wanted: 
Your participation at Legislative Grassroots Meetings  
and Congressional fundraisers

We’re scheduling Legislative Grassroots 
Meetings (LGMs) for the rest of the 
year — which are a great way for you 
to get to know your elected officials. 

Agenda
Sunday, November 12, 2017
6:00 – 8:00 p.m. Arrival/Welcome Reception

Monday, November 13, 2017
8:00 – 9:00 a.m. Breakfast
9:00 a.m. – Noon Meeting
Noon – 1:00 p.m. Lunch
Afternoon and evening on your own

Tuesday, November 14, 2017
8:00 – 9:00 a.m. Breakfast
9:00 a.m. – Noon Meeting
Noon – 1:00 p.m. Lunch
Afternoon on your own
6:00 – 10:00 p.m. Closing Reception/Dinner

Wednesday, November 15, 2017
8:00 – 9:00 a.m. Breakfast
There will be a CADA Hospitality Desk at the Grand Wailea, 
where you can sign up for tours on your own, including 
snorkeling, scuba diving, helicopter rides, biking, hiking, 
shopping tours, car rentals and more.

Registration Type
	 Early	Bird	 After	September	30
Dealer/Dealership Staff $895 $995 
Spouse/Guest $495 $595 
Non-dealer/entry-level sponsor* $1,795 $1,995
*Contact Polly Penna for all sponsorship levels and details: 
303.945.6426 or polly.penna@colorado.auto

To Register
Online colorado.auto/events 
Or, fill out the form you received recently in the mail, and e-mail it to 
CADA2017@colorado.auto or fax it to 303.831.4205

Hotel Reservations
To register at the Grand Wailea, go to http://bit.ly/2ste4G1 and enter pass 
code:	CADA	2017
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Call 800-SUNPOWER to receive a free solar estimate 
for your business.

© 2017 SunPower Corporation. All Rights Reserved. SUNPOWER, the SUNPOWER logo and DEMAND BETTER SOLAR are registered trademarks of SunPower Corporation in the 
U.S. and other countries as well. All other logos and trademarks are properties of their respective owners.

How a car dealership drove down costs
and gained customers with solar.
Boulder Nissan had a booming EV business and energy 
bills to match. SunPower® solar technology and an 
LED retrofi t helped off set their electricity use by 67%, 
improving their bottom line and attracting like-minded 
customers away from the competition.

With help from Independent Power Systems,
a SunPower Dealer, Boulder Nissan is projected

to save $384,000 over the next 25 years.
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To attack traffic congestion and air pol-
lution, Hancock seeks to invest $2 billion 
in the next several years to change how 
Denver citizens get around, significantly 
moving them out of private automobiles.
The Mobility Action Plan’s goals include 
getting 30 percent of commuters to walk, 
bike or use transit. He estimates this will 
cut traffic fatalities to zero by 2030 and 
reduce emissions 80 percent by 2050.
All are significant goals, we agree. How-
ever, we want to ensure that his strategies 
are based on realistic assumptions and 
question whether the marketplace is a 
better tool than government action for ac-
complishing them.

Hancock’s plan: People will 
walk, bike or bus it
The plan assumes that combined, eco-
nomics and congestion will prompt more 
people to walk, ride bicycles or take transit 
(mostly the bus). It also assumes that 
people will abandon private vehicles for 
what’s known as Mobility-as-a-Service 
(MaaS), which includes car sharing and 
services like Uber and Lyft — and that 
MaaS will soon be offered with autono-
mous electric vehicles. 
It’s the second assumption that seems 
most uncertain. Unquestionably, trans-
portation is poised for radical changes. 
Many studies indicate that hybrid and 
electric vehicles (EV) eventually will 
replace gasoline-powered cars. It’s already 
happening, partly as the result of federal 
standards and partly because technology 
is making them practical alternatives with 
good performance, competitive range and 
reasonable prices. 
All major automakers already offer hybrids 
and EVs. Colorado’s new car dealers wel-
come the opportunity to sell these vehicles 
to consumers who are becoming more 
aware and interested in what they offer. 

We think the mayor’s strategy to make 
them more desirable by building more 
charging stations is required, if this tech-
nology is going to gain acceptance. When 
gasoline prices start going up again — and 
they will — the auto industry will be ready 
with great alternatives.

Beware of unintended  
consequences and hurdles
Cars still need roadways. Denver spends 
a lot of its property tax dollars on street 
maintenance, while state and federal roads 
are funded by gasoline taxes. That model 
will have to change as EVs and hybrids — 
not to mention bicycles and buses — be-
come more prevalent. 
Cars are becoming more autonomous but 
aren’t fully autonomous yet, because the 
technology isn’t perfect. Questions remain 
about mixing autonomous and driver-
operated vehicles. The insurance industry 
will need to catch up. 
Some studies predict that 95 percent of 
all vehicle miles traveled will be through 
MaaS in autonomous EVs and one continu-
ously circulating vehicle picking up and 
delivering passengers will replace 10 per-
sonal cars. It’s not realistic to believe that 
a MaaS vehicle will always be full and that 
for every drop-off there will be a pick-up 
right there ready to ride. Any Uber or Lyft 
driver will tell you lots of empty miles are 
driven between passengers. 

Privacy and productivity  
issues
Also, there are issues of privacy and 
productivity. Futurists say people will 
share rides. But research shows that the 
desire for privacy, including the percep-
tion it’s safer not to ride with strangers, is 
one reason people won’t ride the bus. It’s 
assumed people will use the time saved 
by driving productively, but how many 

people are using their time on transit 
working instead of surfing on their phones 
or listening to music? 

Potential economic  
implications
The impact on the economy could be 
devastating. The auto industry accounts 
for more than 20 percent of all sales taxes 
collected and that will evaporate, leaving 
less money for street maintenance, in-
cluding bike lanes and sidewalks. If every-
one uses MaaS, transit use will plummet 
and the result could be more, not fewer, ve-
hicles on the road. What’s more, thousands 
of people will need to find new jobs.
These are issues that need to be addressed 
before large sums of government money 
are spent in a massive social engineer-
ing effort. The auto industry is adapting 
as the market demands. And as business 
people, we believe the marketplace is 
where lasting and beneficial change will 
be made. The economics have to be right 
for consumers, not just government, and 
many big-picture questions have yet to be 
answered.

Stay vigilant,

CADA responds to Denver’s mobility 
effort announcement that challenges 
vehicular commuters

Ed Dobbs
CADA Chair

Denver Mayor Michael Hancock’s Mobility Plan —  
introduced during his State of the City Address July 12 
— is big and bold, yet largely misguided, it seems. 
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Pay new hires for onboarding  
before they start?

Thank You for
sponsoring the

Bloody  Mary Bar at
CADA’s 11th Annual

Golf Event

 
 
 

 

Question
We will soon be implementing pre-
employment online onboarding. As such, 
individuals who have accepted an offer 
for employment but are not yet employed 
will complete pre-employment paperwork 
including I-9, W-4, etc. on a one-time basis.
They will also familiarize themselves with 
a few select policies. The paperwork is 
not burdensome. They can complete the 
paperwork on their own time at home and 
at any time prior to their first day. 

The paperwork is not part of the worker’s 
assigned job duties.  Do the soon-to-be 
employees need to be compensated for 
the time it takes for them to complete the 
paperwork?

Response
Yes. Generally, any time an individual 
spends under the direction and control 
of the employer is compensable. This 
includes time spent completing new-hire 
paperwork, training, testing and/or being 
oriented to a new job, even if this occurs 
before commencing duties. 
The best practice is to have employees 
report for work on the first day and go 
through the regular orientation and paper-
work process, training, etc., thus making 
the “hire” and “start” or “onboarding” date 
the same day. 
In sum, the employer must ensure that 
new hires are properly paid for all time 
spent “working,” even if this is only to fill 
out new hire paperwork and undergo 

training or orientation before commenc-
ing actual work and even if such tasks are 
completed from home.

To learn more about the Federated  
Employment Practices Network®, contact 
your local Federated Marketing  
Representative, or visit: 
www.federatedinsurance.com.

The ‘HR Express Update’ is provided by Enquirion®, 
a company wholly independent from Federated 
Insurance. Federated provides its clients access to 
this information through the Federated Employment 
Practices Network® with the understanding that neither 
Federated nor its employees provide legal or employ-
ment advice. As such, Federated does not warrant the 
accuracy, adequacy or completeness of the information 
herein. This information may be subject to restrictions 
and regulations in your state. Consult with your inde-
pendent professional advisors regarding your specific 
facts and circumstances.

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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Released: July 2017 Covering data thru June 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 8.4% in 
June 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 registrations in 
the state increased 
4.9% during the 
first six months of 
this year versus the 
same period a year 
earlier. Passenger 
cars declined 2.2% 
while Light Trucks 
were up 8%.

Used vehicle 
registrations were 
up 10.4% so far 
this year. (Only 
includes vehicles 
seven years old or 
newer.)

Jaguar, Volkswagen, 
Infiniti, Mercedes, 
Honda, Subaru, 
and Lincoln 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)

Colorado New and Used Vehicle Markets Summary
(Used registrations only include vehicles seven years old or newer)

Previous Three Months

Retail New Vehicle Registrations Retail Used Vehicle Registrations

Apr. '16 thru

June '16

Apr. '17 thru

June '17

Percent

Change

Apr. '16 thru

June '16

Apr. '17 thru

June '17

Percent

Change

Total 45,388 48,159 6.1% 49,877 56,625 13.5%

Cars 14,320 14,701 2.7% 21,234 22,586 6.4%

Light Trucks 31,068 33,458 7.7% 28,643 34,039 18.8%

Detroit Three Brands 17,592 17,851 1.5% 24,111 26,779 11.1%

European Brands 4,757 5,050 6.2% 5,051 5,975 18.3%

Japanese Brands 20,397 22,358 9.6% 16,811 19,611 16.7%

Korean Brands 2,642 2,900 9.8% 3,904 4,260 9.1%

Year-to-date thru June

Retail New Vehicle Registrations Retail Used Vehicle Registrations

YTD

2016

YTD

2017

Percent

Change

YTD

2016

YTD

2017

Percent

Change

Total 95,594 100,251 4.9% 99,161 109,470 10.4%

Cars 29,411 28,758 -2.2% 41,740 42,553 1.9%

Light Trucks 66,183 71,493 8.0% 57,421 66,917 16.5%

Detroit Three Brands 36,961 37,025 0.2% 47,305 51,695 9.3%

European Brands 10,010 10,669 6.6% 10,404 11,534 10.9%

Japanese Brands 43,276 46,966 8.5% 33,873 38,245 12.9%

Korean Brands 5,347 5,591 4.6% 7,579 7,996 5.5%
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New Vehicle Market Brand Registrations

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

Data Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

June
Three Month Period

Apr. '17 thru June '17
Year-to-date thru June

Year-to-date

Market Share (%)

Colorado Colorado Colorado Colorado

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 13,517 14,652 8.4% 45,388 48,159 6.1% 95,594 100,251 4.9%

Acura 118 124 5.1% 392 369 -5.9% 900 771 -14.3% 0.9 0.8 -0.2
Audi 294 274 -6.8% 916 912 -0.4% 1,791 1,930 7.8% 1.9 1.9 0.1
BMW 251 210 -16.3% 882 749 -15.1% 2,141 1,647 -23.1% 2.2 1.6 -0.6
Buick 108 136 25.9% 380 433 13.9% 862 837 -2.9% 0.9 0.8 -0.1
Cadillac 67 85 26.9% 228 239 4.8% 558 543 -2.7% 0.6 0.5 0.0
Chevrolet 1,090 1,073 -1.6% 3,655 3,489 -4.5% 7,316 7,135 -2.5% 7.7 7.1 -0.5
Chrysler 98 88 -10.2% 351 292 -16.8% 598 567 -5.2% 0.6 0.6 -0.1
Dodge 249 314 26.1% 810 1,015 25.3% 1,812 1,774 -2.1% 1.9 1.8 -0.1
Fiat 24 15 -37.5% 73 61 -16.4% 142 115 -19.0% 0.1 0.1 0.0
Ford 1,563 1,755 12.3% 5,447 5,527 1.5% 11,285 11,473 1.7% 11.8 11.4 -0.4
GMC 417 408 -2.2% 1,412 1,423 0.8% 3,147 3,100 -1.5% 3.3 3.1 -0.2
Honda 984 1,129 14.7% 3,276 3,751 14.5% 6,746 7,512 11.4% 7.1 7.5 0.4
Hyundai 448 618 37.9% 1,431 1,662 16.1% 2,981 3,206 7.5% 3.1 3.2 0.1
Infiniti 74 77 4.1% 274 387 41.2% 621 781 25.8% 0.6 0.8 0.1
Jaguar 10 37 270.0% 19 119 526.3% 37 255 589.2% 0.0 0.3 0.2
Jeep 975 951 -2.5% 3,142 3,213 2.3% 6,820 6,829 0.1% 7.1 6.8 -0.3
Kia 369 362 -1.9% 1,211 1,238 2.2% 2,366 2,385 0.8% 2.5 2.4 -0.1
Land Rover 54 48 -11.1% 231 194 -16.0% 535 450 -15.9% 0.6 0.4 -0.1
Lexus 231 276 19.5% 827 935 13.1% 1,931 1,990 3.1% 2.0 2.0 0.0
Lincoln 69 62 -10.1% 199 223 12.1% 441 485 10.0% 0.5 0.5 0.0
Maserati 4 10 150.0% 14 41 192.9% 28 75 167.9% 0.0 0.1 0.0
Mazda 307 314 2.3% 1,020 1,001 -1.9% 2,065 2,125 2.9% 2.2 2.1 0.0
Mercedes 233 255 9.4% 694 803 15.7% 1,469 1,659 12.9% 1.5 1.7 0.1
MINI 63 57 -9.5% 220 190 -13.6% 434 375 -13.6% 0.5 0.4 -0.1
Mitsubishi 84 79 -6.0% 273 242 -11.4% 519 471 -9.2% 0.5 0.5 -0.1
Nissan 791 828 4.7% 2,657 2,936 10.5% 5,645 5,967 5.7% 5.9 6.0 0.0
Porsche 68 73 7.4% 200 205 2.5% 371 406 9.4% 0.4 0.4 0.0
Ram 553 560 1.3% 1,845 1,823 -1.2% 3,861 3,857 -0.1% 4.0 3.8 -0.2
smart 5 7 40.0% 17 21 23.5% 32 33 3.1% 0.0 0.0 0.0
Subaru 1,495 1,586 6.1% 5,081 5,644 11.1% 11,325 12,603 11.3% 11.8 12.6 0.7
Tesla 36 44 22.2% 123 174 41.5% 260 425 63.5% 0.3 0.4 0.2
Toyota/Scion 1,984 2,228 12.3% 6,597 7,093 7.5% 13,524 14,745 9.0% 14.1 14.7 0.6
Volkswagen 317 506 59.6% 1,178 1,512 28.4% 2,349 3,166 34.8% 2.5 3.2 0.7
Volvo 78 46 -41.0% 297 202 -32.0% 653 500 -23.4% 0.7 0.5 -0.2
Other 6 17 183.3% 16 41 156.3% 29 59 103.4% 0.0 0.1 0.0
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Four year old vehicle market share has increased, 
while two year old share is down.

Released: July 2017 (covering June 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 June v. YTD ‘16

Data Source: AutoCount data from Experian.

Colorado Used Retail Car and Light Truck Registrations

June
Three Month Period

Apr. '17 thru June '17
Year-to-date thru June

YTD

Market Share (%)

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 14,818 16,874 13.9% 49,877 56,625 13.5% 99,161 109,470 10.4%
Acura 133 187 40.6% 471 677 43.7% 1,042 1,364 30.9% 1.1 1.2 0.2
Audi 245 290 18.4% 822 969 17.9% 1,669 1,917 14.9% 1.7 1.8 0.1
BMW 330 479 45.2% 1,054 1,607 52.5% 2,193 3,047 38.9% 2.2 2.8 0.6
Buick 133 181 36.1% 542 579 6.8% 1,104 1,154 4.5% 1.1 1.1 -0.1
Cadillac 164 240 46.3% 550 800 45.5% 1,087 1,567 44.2% 1.1 1.4 0.3
Chevrolet 1,716 1,744 1.6% 5,660 5,983 5.7% 10,946 11,318 3.4% 11.0 10.3 -0.7
Chrysler 215 279 29.8% 830 955 15.1% 1,733 1,779 2.7% 1.7 1.6 -0.1
Dodge 1,235 1,260 2.0% 4,128 4,292 4.0% 7,927 8,183 3.2% 8.0 7.5 -0.5
Ford 2,044 2,473 21.0% 7,089 8,244 16.3% 14,023 15,763 12.4% 14.1 14.4 0.3
GMC 531 584 10.0% 1,666 1,892 13.6% 3,265 3,727 14.2% 3.3 3.4 0.1
Honda 624 843 35.1% 2,163 2,611 20.7% 4,594 4,981 8.4% 4.6 4.6 -0.1
Hyundai 619 722 16.6% 2,114 2,296 8.6% 4,168 4,399 5.5% 4.2 4.0 -0.2
Infiniti 145 200 37.9% 535 701 31.0% 1,048 1,286 22.7% 1.1 1.2 0.1
Jaguar 18 9 -50.0% 34 36 5.9% 62 70 12.9% 0.1 0.1 0.0
Jeep 925 1,085 17.3% 3,198 3,709 16.0% 6,302 7,565 20.0% 6.4 6.9 0.6
Kia 567 572 0.9% 1,790 1,964 9.7% 3,411 3,597 5.5% 3.4 3.3 -0.2
Land Rover 78 96 23.1% 279 333 19.4% 605 666 10.1% 0.6 0.6 0.0
Lexus 242 300 24.0% 848 969 14.3% 1,723 1,882 9.2% 1.7 1.7 0.0
Lincoln 87 89 2.3% 273 267 -2.2% 570 529 -7.2% 0.6 0.5 -0.1
Mazda 217 251 15.7% 783 865 10.5% 1,542 1,667 8.1% 1.6 1.5 0.0
Mercedes 227 318 40.1% 738 969 31.3% 1,604 1,924 20.0% 1.6 1.8 0.1
MINI 84 116 38.1% 281 349 24.2% 588 630 7.1% 0.6 0.6 0.0
Mitsubishi 81 123 51.9% 285 395 38.6% 566 719 27.0% 0.6 0.7 0.1
Nissan 1,227 1,377 12.2% 4,110 4,893 19.1% 8,129 9,423 15.9% 8.2 8.6 0.4
Other 125 93 -25.6% 393 304 -22.6% 789 549 -30.4% 0.8 0.5 -0.3
Porsche 41 36 -12.2% 122 133 9.0% 243 251 3.3% 0.2 0.2 0.0
Subaru 811 900 11.0% 2,613 2,951 12.9% 5,419 5,965 10.1% 5.5 5.4 0.0
Toyota/Scion 1,507 1,590 5.5% 4,943 5,500 11.3% 9,667 10,862 12.4% 9.7 9.9 0.2
Volkswagen 367 334 -9.0% 1,319 1,097 -16.8% 2,646 2,132 -19.4% 2.7 1.9 -0.7
Volvo 80 103 28.8% 244 285 16.8% 496 554 11.7% 0.5 0.5 0.0
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Page 4 Colorado Auto Outlook 

AutoCount data from Experian is the data pro-
vider for Colorado Auto Outlook.

Colorado Auto Outlook

Published for:
Colorado Automobile Dealers Association
290 East Speer Boulevard
Denver, CO  80203

Phone: 303-831-1722 

Published by:
Auto Outlook, Inc.
PO Box 390
Exton, PA  19341

Phone: 800-206-0102
Email: jfoltz@autooutlook.com

Copyright Auto Outlook, Inc., 
July 2017

Colorado Auto Outlook is distributed free of 
charge to all members of Colorado Automobile 
Dealers Association.  The publication is spon-
sored and supported by CADA. 

Colorado Auto Outlook is published and edited 
by Auto Outlook, Inc., an independent automotive 
market research firm.  Opinions in Colorado Auto 
Outlook are solely those of Auto Outlook, Inc., 
and are not necessarily shared by CADA.

Data Source: AutoCount data from Experian.

Jaguar registrations increased from 37 
units during the first six months of 2016 to 
255 in 2017, a 589% increase.
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CADA’s 11th Annual Member Golf 
Event — a great success!
Sunny, warm and just a touch of a breeze pretty much describes a perfect backdrop for 
CADA’s 11th Annual Member Golf Event at the Colorado National Golf Club in Erie. At 8 am 
sharp, all 90 players were in their carts, ready to hit the links on the par 72 course. 

A huge thanks to our sponsors for making the event a great success (see page 5). 
And congratulations to our winners, where the top three foursomes scored well 
under par. 

September Classes
Job Safety Analysis
September 13 (8:00 am to noon)
Job Safety Analysis (JSA) is a proven process 
used to identify, analyze and control operat-
ing hazards. This half-day seminar will walk 
you through the process of a JSA. Topics in-
clude: the relationship between the worker, 
the task, the tools and the work environ-
ment; key elements of a JSA, hazard identi-
fication, appropriate solutions and hazard 
controls. A JSA form will be reviewed.
Member: $105
Alliance Member: $105
Non-member: $135
This session is approved for the Pinnacol 
Safety Group.

OSHA Walking and Working 
Surfaces New!
September 26 (8:00 am to 10:00 am)
Falls from heights and on the same level 
are among the leading causes of serious 
work-related injuries and deaths. OSHA 
recently issued an updated standard on 
walking-working surfaces and personal fall 
protection systems to better protect work-
ers in general industry from these hazards.
This program will review the standard and 
discuss compliance options and consid-
erations. Updates to the general industry 
standards including slip, trip, and fall haz-
ards and changes to the requirements for 
personal fall protection systems will also 
be discussed.
Member: $60
Alliance Member: $60
Non-member: $75
This session is approved for the Pinnacol 
Safety Group.

Save $10 on the above listed fee when 
you register early. Early registration 
savings expire two (2) weeks before the 
seminar.

1st place team (score: 59)
• Doug Moreland
• Brandon Moreland
• Alex Jannicelli II
• Alex Jannicelli III

2nd place team (score: 60)
• Steve Hood
• Ben Kempf
• Doug Lawrence
• Reggie Robinson

Longest Drive Women
Jen Radueg (Comcast)

3rd place team (score: 61)
• James Flemig
• Scott Hushen
• Brett Jordeth
• Scott Ready

Longest Drive Man
Reggie Robinson

Closet to the Pin
Mark Piccinati

Clockwise, from top left: Title Sponsor EKS&H’s Lucky 
Heggs & Josh White. Lowest-scoring team Brandon 
Moreland, Doug Moreland, Alex Jannicelli III and Alex 
Jannicelli II. KPA’s JoAnna Brantley, Vane Clayton and 
Jeannie Zaemes. Each year, Cox Automotive/Dealer-
track’s Sherry Arnold scoops up a ton of mulligans. It’s 
her way of supporting Clear the Air Foundation. As a 
result, she walked away with five door prizes.

How they scored
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If this is what you see…

RELAX.
Poor driving decisions could keep you and your 
employees from making it home S.A.F.E. today.

PEED

TTENTION

ATIGUE

MOTION

DRIVE

RELAX.

Federated Mutual Insurance Company • Federated Service Insurance Company* • Federated Life Insurance Company
Owatonna, Minnesota 55060  |  Phone 507.455.5200  |  www.federatedinsurance.com 

17.04  Ed. 11/16   *Not licensed in the states of NH, NJ, and VT.   © 2017 Federated Mutual Insurance Company

To learn more about our new Drive S.A.F.E. risk management 
resources, please contact your local marketing representative.
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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


