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Donate a car, help a 
student, hire a tech—

How Clear the
Air Foundation 
helps Colorado
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That means pollutants can’t rise 
and dissipate into the atmosphere. 

We notice it far more during 
winter months, when cold and warm 
air regularly swap places. And as 
population has continued to increase 
— now in the Denver metro area to 
the tune of about 17,000 people a 
month — air quality is an ongoing 
public policy and health concern.

Brown cloud, tech shortage 
have been persistent problems

In fact, Denver’s brown cloud has 
landed Denver in the national news 
far too often, making Colorado’s 
leaders cringe every time.  That’s 
why ten years ago, then-Gov. Bill 
Ritter pushed for Colorado to adopt 
California’s stringent air quality 
standard.

It seemed like a radical move, 
and CADA advocated instead for a 
private sector solution to this serious 
public policy problem: Get high-
emitting vehicles — those more than 
ten years old — off the roads. 

At the same time, as dealers 
spoke to one another, they found 
they were all short one or two techs 
in their service departments. Anyone 
could think it was a fluke. After all, it was the 
beginning of the global financial crisis, many 
businesses were fearful and jobs were becom-
ing scarce. Even so, in our industry, we were 
short technicians.

Clear the Air Foundation addresses 
both persistent issues

CADA saw an opportunity for new car 
dealers to play an active role in reducing a 
major health issue — air pollution and its 
key sources (old, high-emitting vehicles) — 
while also providing scholarships and jobs 
for auto tech students, and created the Clear 
the Air Foundation in 2007. Since then, the 

nonprofit organization has recycled more 
than 2,800 vehicles.

While the Clear the Air Foundation 
(CTAF) accepts cars from individuals, its 
focus has been squarely on us: CADA’s new 
car dealers. Last year, 580 vehicles were 
donated; CTAF’s goal for this year is 800. 
One of the top contributors to CTAF, Todd 
Maul (John Elway Dealerships), thinks we as 
a group can do better than that. He would like 
to see 1,000 high emitters recycled.

Those junkers can actually help you, both 
when you donate vehicles to CTAF and when 
auto tech students graduate from technical 
school — some with one of the 20 scholar-
ships CTAF offers every year.

On average, we all could use 
somewhere between three and five 
technicians. Donating cars to CTAF 
could mean more scholarships for 
students, and a way to fill those 
empty positions you have with highly 
qualified and trained auto technicians.

Good will goes a long way in 
your community, too

There’s another benefit here, too, 
and that’s the good will you generate 
within your community when you 
donate high-emitting vehicles to the 
Foundation. And let’s face it: We all 
appreciate good press these days. 

If you already donated high-
emitting vehicles to the CTAF, thank 
you. You’re doing a wonderful 
service to your community by reduc-
ing air pollution, while providing 
financial aid to a student who may 
one day work for you.

And if you don’t already have 
the new CTAF poster hanging in 
your Service Department wait-
ing area, call George Billings 
(303.775.8896). The poster shares 
with your customers your commit-
ment to doing what’s right for your 
community and continues to build 

good will for your dealership.
If you don’t yet donate old, high-emitting 

vehicles to the Foundation, I’m asking you 
to donate one or two now. Or simply make 
a monetary contribution to CTAF. With 
your help, we can donate 1,000 vehicles this 
year. You also can make a difference in your 
community’s air quality, the life of an auto 
technician and even — dare I say it? — your 
bottom line.

Here’s to breathing easier,

Ed Dobbs

Ed Dobbs 
 — Chairman

How to breathe easier, make a difference 
and even boost your bottom line

T he brown cloud has been a decades-long problem along 
the Front Range, and especially in the Denver metro area. 
In fact, any city or town that sits at the foot of the Rockies 
is prone to temperature inversion, where colder air is 
trapped near the ground by warm air.

We take old, high-emitting vehicles — junkers — off the road for good 
by donating them to the Clear the Air Foundation. The Foundation 
recycles whatever parts it can, then crushes the rest, and makes sure 
those cars don’t ever pollute again.

That’s only the beginning. The Foundation turns the money it makes 
from recycling junkers into scholarships for auto technology students 
at technical colleges.

When those highly trained students — some from our own 
community — graduate, they often choose to work here or at other 
new car dealerships in the area.

It’s one small way we can help keep our community’s environment 
clean, offer financial aid to a student and ultimately provide a good job with career 
potential when that student graduates.

We do it because we live here, too.

For more information, visit cleartheairfoundation.org.

To donate an old, high-emitting vehicle, contact:

  George Billings, Director 
  303.775.8896

We support the

Clear the Air Foundation’s poster reflects your support in 
your community. Many dealers are placing it in their Service 
waiting areas for their customers to see.



2017 CADA REGIONAL MEETINGS
REGISTRATION OPTIONS

 CITIES DATE/TIME LOCATION

 Durango/Cortez/ Monday, August 21, 2017 Kennebec Cafe 
 Hesperus Noon 4 County Road 124; Hesperus, CO 81326

 Steamboat Springs/ Wednesday, August 23, 2017 Rex’s American Bar & Grill 
 Craig 8:00 a.m. 3190 S. Lincoln Ave.; Steamboat Springs, CO 80487

 Silverthorne Wednesday, August 23, 2017 Sauce on the Blue 
  Noon 358 Blue River Parkway #H; Silverthorne, CO 80498

 Aurora/Denver/ Thursday, August 24, 2017 The Summit Steakhouse 
 Henderson 8:00 a.m. 2700 S. Havana St.; Aurora, CO 80014

 Lakewood/Golden Thursday, August 24, 2017 Mimi’s Café 
  Noon 14265 W. Colfax Ave.; Lakewood, CO 80401

 Eastern Colorado/Yuma/ Thursday, August 24, 2017 Indian Hills Golf Course 
 Wray/Burlington/Fort Morgan/ 5:30 p.m. 5294 County Road 39; Yuma, CO 80759 
 Julesburg/Sterling/Limon

 Boulder/Superior/ Friday, August 25, 2017 Omni Interlocken Hotel 
 Broomfield 8:00 a.m. 500 Interlocken Blvd.; Broomfield, CO 80021

 Thornton/Northglenn/ Friday, August 25, 2017 The Ranch Country Club 
 Federal Heights Noon 11887 Tejon St.; Westminster, CO 80234

q Glenwood Springs/ Monday, September 18, 2017 Hotel Colorado 
 Rifle/Meeker 5:30 p.m. 526 Pine Street; Glenwood Springs, CO 81601

q Montrose/Delta/ Tuesday, September 19, 2017 Camp Robber Café 
 Gunnison 8:00 a.m. 1515 S. Ogden Road; Montrose, CO 81401

q Grand Junction Tuesday, September 19, 2017 Western Colorado Community College 
  Noon 2508 Blichmann Ave., Bldg. B, Room 113; Grand Junction, CO 81505

q Colorado Springs Wednesday, September 20, 2017 Garden of the Gods Club 
  Noon 3320 Mesa Road; Colorado Springs, CO 80904

q Pueblo/Cañon City/ Wednesday, September 20, 2017 Pueblo Country Club 
 Trinidad 5:30 p.m. 3200 8th Ave., Pikes Peak Room; Pueblo, CO 81008

q Longmont/Firestone Thursday, September 21, 2017 The Egg and I 
  8:00 a.m. 2055 Ken Pratt Blvd.; Longmont, CO 80501

q Northern Colorado/ Thursday, September 21, 2017 The Ranch/Budweiser Events Center 
 Loveland/Greeley/ Noon 5280 Arena Circle; Loveland, CO 80538 
 Fort Lupton/Fort Collins

q Littleton/Highlands Friday, September 22, 2017 The Egg and I 
 Ranch/Englewood 8:00 a.m. 2630 W. Belleview Ave. #100; Littleton, CO 80123

q Denver Metro Area Thursday, October 19, 2017 William D. Barrow Building, CADA Headquarters 
  8:00 a.m. 290 E. Speer Blvd.; Denver, CO 80203

TO REGISTER: Please complete the online registration form at Colorado.Auto/events. If unable to register 
 online, please complete and return this form.

E-mail Registration: seminarRSVP@colorado.auto
Fax Registration: 303.831.9100
Mail Registration: CADA, 290 E. Speer Blvd.; Denver, CO 80203

Dealership __________________________________________________________________________________________________________________________________

Name ________________________________________________________________ Title _________________________________________________________________

E-mail ________________________________________________________________ Phone _____________________________ Cell Phone _________________________

Name ________________________________________________________________ Title _________________________________________________________________

E-mail ________________________________________________________________ Phone _____________________________ Cell Phone _________________________

NEW DATE!

Done!

Done!

Done!

Done!

Done!

Done!

Done!

Done!
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In Aurora, from left: Jim Lyall, 
Jim Suss, Terrence Pete, Aric Heuring, 
George Billings, Craig Gordon, 
Kim Jackson, JoAnna Brantley, 
Michelle O’Connor, Debbie Waines, 
Polly Penna, Ed Dobbs, Kyle Bell, 
Matt Tynan, Paul Suss, Tim Jackson, 
Brandon Moreland.

BELOW: In Westminster, from left: 
JoAnna Brantley, Michelle O’Connor, 
Tim Jackson, Brent Woods, 
Todd Maul, Blayne Johnson, 
Polly Penna, Craig Gordon, 
Ed Dobbs, Jim Kern, Tim Bottoms.

In Yuma, from left: Ed Dobbs, Ron Korf, 
Jaime Gardner,  U.S. Sen. Cory Gardner, 
Vince Schrievogel, Donnie Chrismer, Tim Jackson.

LEFT: In Steamboat Springs, from left: George Billings, Fred Flower, 
Steve Maneotis, Kevin Harvey, Fletcher Flower, Steve Dunklin, 
Michelle O’Connor, Bill Keith, Tim Jackson, Bill Hellman, Paul Solko, 
Scott Cook.

We wrapped up our first round of regional meetings and are happy to say that they were a huge success! The 2017 regional meetings 
kicked off Monday, August 21 in Hesperus. From there, the CADA caravan made stops in Steamboat, Silverthorne, Aurora, Lakewood, 
Yuma, Broomfield and Denver. If you made it to one of our stops, thanks for coming out to hear what CADA has been doing on your behalf 
over the past 12 months or so.

The next round of regional meetings starts in Glenwood Springs on Monday, September 18. For a full schedule of the remaining 
meetings — and to sign up for one in your area — see the box on the opposite page. We hope to see you later this month!

CADA hits the road on a statewide tour

In Lakewood, from left, front row: Josh Lietes, Diana Blanch, 
Karen Amen. Back row: Polly Penna, Mike Jendress, Tim Jackson, 
Jeff Silverberg, Paul Veldman, Chris Lenckosz, Jim McDonald,  
Todd Hoskins, Jacob Beaulieu, Ed Dobbs.
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It’s back-to-school time
W hen you were a kid, going to school 

and getting passing grades wasn’t 
optional; it was expected. If you 

didn’t score well on assignments and quizzes, 
it would most certainly show up on your report 
card. Reflecting on all the classes and assign-
ments, it’s evident now that your teachers trained 
you for something you’d probably need later.

Never stop learning
The sage advice that ‘it’s never too late to 
learn something new’ can apply to work-
related learning, too. Learning something 
new may help us to do our jobs better, and 
more safely. However, the consequences 
of not taking advantage when educational 
opportunities present themselves could result 
in a bad report card of another kind: Costly 
mistakes, lost profits, fines, accidents, inju-
ries or even fatalities.

Now that school has started for the kids, 
are you ready, too?

Deciding training needs
If so, by checking required training. Under 
the Occupational Safety and Health Act 
of 1970, employers are responsible for 

providing a safe and healthful workplace. No 
person should ever have to risk injury, illness 
or even death for a paycheck. The unfortunate 
truth is that most OSHA standards were cre-
ated as a result of harmful incidents. Training 
expectations for your type of business can be 
found at www.osha.gov. Search for ‘Training 
Requirements in OSHA Standards.

Next, look at your company’s experience. 
Near misses, accidents and/or injury trends indi-
cate that something needs to be adjusted. Both 
completed accident investigations and claims 
experience should be periodically reviewed. 
Your insurance company can help you with that.

Deciding how to train
The two more-common forms of train-

ing are instructor-led and computer based. 
Instructor-led jobsite meetings get everyone 
together at the same time to teach safety 
awareness and provide training on current 
topics. Computer-based training works well 
for employee orientation or those who were 
absent from previous sessions. It also works 
well if an employee’s performance demon-
strates a need for retraining.

Many technologies are available to help 
meet training objectives. Two offered by 
Federated are the Seven-minute Safety Trainer 
mobile app, which is designed to help man-
age and coordinate instructor-led employee 
training, and TrainingToday computer-based 
training, with the flexibility of a learning 
management system built in to manage on-line 
training experiences. Both technologies have 
quality content, coupled with the ability to 
schedule, track and document employee train-
ing. Your Federated Insurance representative 
has more information.

This article is intended to provide general information 
and recommendations regarding risk prevention only 
and should not be considered legal advice. Following 
these guidelines does not guarantee reduced losses 
or elimination of any risks. This information may be 
subject to regulations and restrictions in your state. 
Qualified counsel should be sought regarding ques-
tions specific to your circumstances and applicable 
state or federal laws. © 2017 Federated Mutual 
Insurance Company. All rights reserved.
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A faster, simpler trade-in process

The whole car-buying shopping process 
is one of wonder, and it is dealers’ jobs to 
ensure it is a seamless, painless journey.

However, the car buying process often 
can be an extremely frustrating endeavor. 
Recently, Autotrader’s Car Buyer of the 
Future Study conducted a thorough exami-
nation of the current car shopping, buying 
and ownership process. The company sur-
veyed roughly 4,000 consumers about their 
ideal process. A mere 17 car shoppers and 
buyers out of 4,002 — fewer than one percent 
— described the current process as ideal.

One specific pain point is the car shop-
per’s inability to properly evaluate a fair 
trade-in value for their vehicles; they lack 
the knowledge and confidence to properly 
pinpoint a price for their current vehicles. 
Providing appraisal tools that work with your 
inventory listings is a simple solution that 
can help car shoppers combat this issue. But 
those tools need to be backed up by a wealth 
of data from reputable sources to bolster trust 
between car shoppers and dealerships when 
seeking fair value for trade-ins.

To make the trade-in process faster and 
simpler, dealerships can offer online apprais-
als for a consumer’s vehicle. Attractive to 
customers, these tools grab a potential car 
seller’s attention and help connect the two 
parties online. First, customers must provide 
their vehicle’s make, model, year and condi-
tion. Then, using a multitude of data sources 
and industry analytics, including local market 
conditions, an evaluation generates an actual 
offer. Finally, upon a dealer inspection of the 
vehicle to confirm accuracy of the informa-
tion, the seller hands the dealer the car’s keys, 
and the dealer hands the customer the money, 
provided title is clear.

Yet that’s easier said than done. The steps 
in the retail car-shopping process have not 
changed in over a half century. While tech 
has changed how a car shopper researches 
and selects the vehicle of interest, not much 
has changed in how he or she test drives it, 
has credit checked or work through the four 

squares to determine the terms of the deal: 
Overall price of vehicle, down payment, 
monthly payment and the trade-in amount.

And while these steps in the car buying 
journey haven’t changed, the way con-
sumers approach and go about them have. 
Today’s consumers want to own their shop-
ping experience, whether buying shoes or a 
new vehicle.

Trade-ins can pose a significant psycho-
logical challenge, as much as a financial one. 
A good amount of expectation setting and 
education must take place during the trade-in 
evaluation process. Neither buyer or seller 
want anxiety or surprises to stall the deal. In 
general, consumers are a bit defensive about 
their trade. Going through a detailed checklist 
of items, such as mileage, wear and tear, and 
accident history can bring reality back into 
the picture.

On the other side, when a dealer sees a 
consumer has accepted an evaluation from a 
highly-trusted source, both dealer and buyer 
are starting off on the same page. This allows 
the salesperson to more seamlessly convert 
the on-line to in-store experience.

Most customers want, and some even 
need, to get fair value for their current vehi-
cles before buying new models. According 
to the 2016 Disposer Study provided by 
KS&R, 33 percent of the buying market have 
disposed of a vehicle in the past 12 months. 
Of them, 40 percent have done so at a dealer-
ship, 33 percent traded their vehicle (citing 
it was easier, faster and they received a good 
deal) and 28 percent said they needed to use 
the trade-in amount as a down payment on 
their next vehicle.

Additionally, 73 percent used KBB.com to 
determine their trade-in value, 42 percent of 

By Juan Flores
Director of Product 
for Kelley Blue BookDealers understand just how excited customers can be 

when shopping for a new vehicle. The joy on their faces 
is evident when they step foot in the dealership, when 
they begin discussing different vehicles with a salesper-

son, and when they take those cars out for the first test drive.
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those trade-in valuations had a direct impact 
on the price of the next car and 37 percent 
said the valuation was a deciding factor in 
whether to purchase the next car.

Instant Cash Offers on KBB.com in June 
were 62 percent higher than the same time 
last year. (Source: KBB.com internal data, 
June 2016 comparison to June 2017) Instant 
Cash Offer activity on Autotrader is also up 
3 percent (YOY) and dealer activity is up 10 
percent (YOY).

Year to date, Instant Cash Offer 
Participating Dealers are enjoying a healthy 
29 percent close rate on Kelley Blue Book 
Instant Cash Offers; 16 percent redeemed 
their Offer at a Participating Dealer and 
13 percent attempted to redeem them. 
Additionally, 75 percent of Instant Cash 
Offer users said the tool was valuable 
and helped them negotiate their 
trade-in amount.

The Kelley Blue Book Instant Cash 
Offers are inextricably tied to the overall 
retail market. When new car sales dipped in 
March and April 2017, we saw similar dips 
in Offer volume, but the average redemp-
tion rate for last 12 months has been 18.7 

percent, according to the 2017 Instant Cash 
Offer Consumer Follow-up Study provided 
by KS&R.

Simply put, both car shoppers and dealers 
can benefit from the trade in-process and on-
line appraisal tools in multiple ways:

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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BRYANAUTOMOTIVE

MODERN DRIVE

Bryan Construction 
understands the pressure 

dealerships face from both 
manufacturers and clients. 

We can help you deliver a 
memorable customer experience 

while presenting the desired 
variety of top selling vehicles.    

Call us for a free consultation today.   

855.391.5355  |  BryanConstruction.com  Colorado Springs | Fort Collins | Denver 

 ◆ The appraisal tools build trust among car 
shoppers and help bring those on-line 
shoppers into car dealerships

 ◆ Additionally, trade-ins grant dealers 
convenient access to used cars, enabling 

them to build their inventories and move 
vehicles faster

 ◆ Finally, trade-ins help dealers identify 
these customers as extremely strong leads, 
allowing your employees to connect with 

transaction-ready, in-market shoppers who 
are ready to get a deal done
Finally, current market conditions are 

conducive to positive equity:
1. Interest rates are still very low
2. Trade-in values are stable, but will 

eventually take a hit from the growing 
inventory surplus.

3. Consumers who bought a car during the 
historically low APR years of 2013–2015, 
probably have more positive equity than 
they realize.
It would seem there’s no better time that 

right now to get buyers on their journey to a 
new ride!

Juan Flores is Director of Product for Kelley Blue 
Book and can speak to these market conditions and 
share insights about how the trade in can be a make-
or-break point in the car-shopping process. 
 This article was provided by Cox Automotive, which 
offers industry-leading digital marketing, software, 
financial, wholesale and e-commerce solutions for 
dealers, consumers, and manufacturers. The Cox 
Automotive family includes Autotrader®, Dealer.com®, 
Dealertrack®, Kelley Blue Book®, Manheim®, NextGear 
Capital®, vAuto®, Xtime® and a host of other 
brands. Dealertrack is a CADA Endorsed Provider. For 
more information, visit www.coxautoinc.com.
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C
olorado’s new car dealers are facing an acute 
shortage of automotive technicians. According to 
the CADA-supported Clear the Air Foundation’s 
Director George Billings, most Colorado new car 
dealers have an immediate need for three to five 
auto techs. Data suggests that shortage could be 
increased by almost 20 percent by 2020.

There are multiple reasons for this shortage. 
Among them is that the current workforce is aging and nearing 
retirement, while there’s an explosion of new electronic automotive 
technology that requires auto techs to have up-to-the-minute skills.

The Clear the Air Foundation (CTAF) was created in 2007 to help 
deal with this labor shortage, as well as an emerging public policy 
issue: Colorado’s air pollution. Colorado has had an air pollution 
problem for years; the Denver metro area’s brown cloud has been 
in the news frequently. Under Gov. Bill Ritter, there was a push 
for Colorado to adopt the same stringent air quality standards that 
California had.

CADA: Don’t legislate. Advocate instead.
CADA advocated instead for a private sector solution for this serious 
public policy problem: work to get the high emitters — those more 
than 10 years old — off the roads. In doing that, it also gave dealers 
a way to support scholarships for young people who want careers in 
the auto industry.

It’s a simple concept. Most Colorado 
dealers take in older cars with high mileage 
that they typically do not resell at retail. The 
cars are worth as much or more in scrap value 
than they could bring for sale. Dealers can 
call CTAF and the vehicles will be picked up for free. The high emit-
ters are stripped for recyclable parts and the drivetrains and engines 

are crushed, making them unusable. The cash scrap value becomes a 
tax-free charitable donation from the dealer to the Foundation.

CTAF gains traction
CTAF’s first vehicle donation was in 2011 and since then, more 
than 2,800 vehicles have been donated. Last year 580 vehicles were 
recycled through the program. This year’s goal is 800 vehicles. In 

2012, CADA’s Board of Directors authorized 
a $1 million donation to CTAF to establish 
a permanent endowment with the interest on 
the principal going to boost the scholarship 
program in perpetuity. 

CTAF is authorized to distribute up to $50,000 annually in 
20 scholarships of $2,500 each to students at institutions, which 
include Aims Community College, Emily Griffith Technical 
College, Lincoln Tech, Pikes Peak Community College, Arapahoe 
Community College and Pueblo Community College. As more 
dealers donate high-emitting cars (or money), there will be more 
scholarships and more auto techs available for hire.

Tech students and dealers both win 
“What a unique way to help further their education,” says CTAF Chair 
and CADA Past President Bill Hellman (Hellman Motors — Delta). 
These young people are trying to develop a career and it helps them 
get down that path a little quicker.” He’s equally enthusiastic about the 
effects on air pollution. “When you take an old vehicle off the road, 
you can put 100 new cars on the road and still have an improvement.”

Another enthusiastic supporter is CADA Vice Chair Todd Maul 
(John Elway Dealerships), who has been the top vehicle donor for 
three years. “I’m a big believer. I’ve got a couple of scholarship win-
ners working for us and I think it’s a great idea. I would like to see 
automotive careers get a little higher on high school students’ lists of 
potential careers. College is not for everybody.”

Donate a car, help a student, hire an auto tech

How Clear the Air Foundation helps gets junkers 
off the road — and auto techs in your dealership

Clear the Air Foundation Director George Billings looks on as Hugo Romero, 
auto tech student with Lincoln College of Technology gives the thumbs’ up 
with a $2,500 scholarship. Romero works for John Elway Cadillac and plans to 
graduate March 2019.

Currently working on the family farm, John Baker, left, auto tech student at 
Aims Community College, receives a check from George Billings, Clear the 
Air Foundation.
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Tech school graduates enjoy high placement rates
In fact, students who go into a vocational program like auto tech-
nology may do better than students with baccalaureate degrees, 
according to Alby Segall, executive director of the Emily Griffith 
Foundation, which manages the scholarship program for Denver’s 
Emily Griffith Technical College. “Any student that goes for a 
vocational education finds a job within six months, often in three and 
sometimes immediately.” 

Those are thoughts echoed by Aims Community College Director 
of Automotive Programs Fred Brown, who says Aims’ auto tech gradu-
ates enjoy a 100 percent placement rate. And when they are graduated, 
they’re likely to carry much less debt than four-year college students. 
For example, a two-year program at Aims will cost an in-state student 
$14,000, which a CTAF scholarship of $2,500 brings down even more.

Brown says he works on the “Gretzky principle: NHL great 
Wayne Gretzky credited his success to going where the puck is going 
to be, not where it’s been.” Brown says he works closely with the 
industry, including dealers, manufacturers and aftermarket suppli-
ers. And he’s formed other partnerships, such as one with Northern 
Colorado Clean Cities, “to make sure we’re covering other facets like 
hybrids and electrics that are taking off.” That ensures that Aims stu-
dents are ahead of the curve and where employers need them to be.

Life skills gained through vocational ed programs, too
Vocational programs teach other important skills, too, such as problem 
solving and critical thinking, how to communicate with employers and 
customers. Many students are already working when they begin an 
auto tech certification program. Professional internships or mentorships 
also are part of the program. Between classwork, jobs, and internships, 
the students learn how to act professionally in a work environment.

Students now developing careers at dealerships
“The program is a success for many different reasons,” according to 
Maul, who currently has two CTAF scholarship holders working for 
his dealerships. “They’re doing a great job for us and I think they’ll 
reach their potential of making a good living. They’re mentored 
under our seasoned pros and once they’re able to spread their wings, 
we let them loose and they become their own technicians.”

Bill Hellman also sees some special advantages for dealers and 
students from rural areas. “The homegrown aspect is important,” he 
said. “For someone to get the training and come back here with a 
good job – if they have a family and something to tie them to here — 
you know you’ll have a good tech who will stay with you.”

To expand the pool of future auto techs means we must expand 
the pool of scholarship dollars — and sound a loud and clear mes-
sage that these are well-paying careers with future potential to 
expand into other areas of our industry.

The Clear the Air Foundation needs more high-emitting vehicles. 
While George Billings’ goal is 800 donated vehicles in 2017, Todd 
Maul wants to reach for 1,000.

Not all dealerships get high-emitting vehicles in trade that can 
be crushed and recycled. If your dealership fits into that category, 
you can make monetary donations to the Foundation. All dealers’ 
donations — whether actual high-emitting vehicles or monetary 
contributions — to Clear the Air Foundation become scholarships for 
auto tech students and, often, careers with new car dealerships.

“We need to help dealers connect the dots,” noted Tim Jackson, 
CADA CEO and president. “We need to come full circle with the 
concept, ‘If it is to be, it’s up to me.’”

Supporting the Clear the Air Foundation connects all those dots.

Director of Clear the Air Foundation George Billings, left, gives a $2,500 scholarship to Reed Paterson on August 31, 2017. Paterson attends Arapahoe Community 
College’s Auto Tech program and works for John Elway Cadillac.
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Editor’s note: This is the most up-to-date report CADA has at press time. 
We’ll continue to publish the most-recent report we have in each Bulletin.
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Released: August 2017 Covering data thru July 2017

Colorado Auto Outlook
Comprehensive information on the Colorado automotive market

TM Sponsored by:

New retail car 
and light truck 
registrations in the 
state increased a 
reported 26.8% in 
July 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 7.8% 
during the first 
seven months of 
this year versus the 
same period a year 
earlier. Passenger 
cars increased by 
less than 1% while 
Light Trucks were up 
10.9%.

Used vehicle 
registrations were 
up 13% so far this 
year. (Only includes 
vehicles seven 
years old or newer.)

Jaguar, Volkswagen, 
Infiniti, Mercedes, 
Porsche, Nissan, 
Lincoln, and Honda 
had the largest in-
creases 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

May '16 thru

July '16

May '17 thru

July '17

Percent

Change

May '16 thru

July '16

May '17 thru

July '17

Percent

Change

Total 46,612 52,121 11.8% 49,984 59,005 18.0%

Cars 14,627 16,036 9.6% 21,078 23,278 10.4%

Light Trucks 31,985 36,085 12.8% 28,906 35,727 23.6%

Detroit Three Brands 18,115 19,239 6.2% 23,865 27,853 16.7%

European Brands 4,937 5,489 11.2% 5,194 6,177 18.9%

Japanese Brands 20,824 24,121 15.8% 17,068 20,452 19.8%

Korean Brands 2,736 3,272 19.6% 3,857 4,523 17.3%

Year-to-date thru July

Retail New Vehicle Registrations Retail Used Vehicle Registrations

YTD

2016

YTD

2017

Percent

Change

YTD

2016

YTD

2017

Percent

Change

Total 110,336 118,937 7.8% 114,687 129,604 13.0%

Cars 34,048 34,353 0.9% 48,250 50,404 4.5%

Light Trucks 76,288 84,584 10.9% 66,437 79,200 19.2%

Detroit Three Brands 42,773 43,939 2.7% 54,622 61,153 12.0%

European Brands 11,587 12,587 8.6% 12,094 13,597 12.4%

Japanese Brands 49,772 55,689 11.9% 39,222 45,290 15.5%

Korean Brands 6,204 6,722 8.3% 8,749 9,564 9.3%

continued on page 15
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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

Bag Tag Sponsor

The next time you’re at CADA Head- 
quarters, introduce yourself to Matthew Groves, 
CADA’s Vice President of Legal, Regulatory 
& Compliance.

Matthew comes to CADA from Washington, 
D.C., where he served members of the United 
States House of Representatives. With a focus 
on military and tax policy, as well as national-
level budgeting and appropriations, Matthew 
served as Counsel to three members of Congress 
over a six-year period, representing Colorado, 
California and North Carolina.

Before that, Matthew began his career as a fed-
eral law enforcement officer at the United States 
Supreme Court in Washington, D.C., where he 
served as a personal security officer to several sit-
ting Justices of the Court and as a representative to 
the Court on various interagency task forces sup-
porting large-scale, District-wide events.

Matthew was graduated from the University 
of Maryland at College Park; the Elon University 
School of Law in Greensboro, North Carolina; 
the Federal Law Enforcement Training Center in 
Brunswick, Georgia and the Air Command and 
Staff College distance program at Maxwell Air 
Force Base, Alabama.

An avid traveler and baseball fan, he lives in 
Denver with his wife, Babette, and their daugh-
ter, Kennedy.

We’re very excited for Matthew to join us — 
and we hope you’ll meet him in person soon!

CADA announces its 
VP of Legal, Regulatory 
& Compliance

Welcome
Matthew 
Groves!
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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.

Please make it  

home safe today.

   
17.08  Ed. 7/17   © 2017 Federated Mutual Insurance Company
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Page 2 Colorado Auto Outlook 

New Vehicle Market Brand Registrations

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

Data Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

July
Three Month Period

May '17 thru July '17
Year-to-date thru July

Year-to-date

Market Share (%)

Colorado Colorado Colorado Colorado

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 14,742 18,686 26.8% 46,612 52,121 11.8% 110,336 118,937 7.8%

Acura 151 163 7.9% 428 407 -4.9% 1,051 934 -11.1% 1.0 0.8 -0.2
Audi 311 292 -6.1% 977 931 -4.7% 2,102 2,222 5.7% 1.9 1.9 0.0
BMW 234 253 8.1% 838 795 -5.1% 2,375 1,900 -20.0% 2.2 1.6 -0.6
Buick 133 135 1.5% 389 434 11.6% 995 972 -2.3% 0.9 0.8 -0.1
Cadillac 82 84 2.4% 239 253 5.9% 640 627 -2.0% 0.6 0.5 -0.1
Chevrolet 1,202 1,359 13.1% 3,791 3,744 -1.2% 8,518 8,494 -0.3% 7.7 7.1 -0.6
Chrysler 97 81 -16.5% 336 288 -14.3% 695 648 -6.8% 0.6 0.5 -0.1
Dodge 242 340 40.5% 784 1,051 34.1% 2,054 2,114 2.9% 1.9 1.8 -0.1
Fiat 28 22 -21.4% 75 62 -17.3% 170 137 -19.4% 0.2 0.1 0.0
Ford 1,857 2,289 23.3% 5,598 6,085 8.7% 13,142 13,762 4.7% 11.9 11.6 -0.3
GMC 422 493 16.8% 1,420 1,470 3.5% 3,569 3,593 0.7% 3.2 3.0 -0.2
Honda 1,171 1,457 24.4% 3,518 4,097 16.5% 7,917 8,969 13.3% 7.2 7.5 0.4
Hyundai 472 654 38.6% 1,495 1,905 27.4% 3,453 3,860 11.8% 3.1 3.2 0.1
Infiniti 98 124 26.5% 270 359 33.0% 719 905 25.9% 0.7 0.8 0.1
Jaguar 22 38 72.7% 38 120 215.8% 59 293 396.6% 0.1 0.2 0.2
Jeep 1,053 1,256 19.3% 3,333 3,442 3.3% 7,873 8,085 2.7% 7.1 6.8 -0.3
Kia 385 477 23.9% 1,241 1,367 10.2% 2,751 2,862 4.0% 2.5 2.4 -0.1
Land Rover 73 88 20.5% 225 223 -0.9% 608 538 -11.5% 0.6 0.5 -0.1
Lexus 254 340 33.9% 806 972 20.6% 2,185 2,330 6.6% 2.0 2.0 0.0
Lincoln 54 76 40.7% 190 241 26.8% 495 561 13.3% 0.4 0.5 0.0
Maserati 11 10 -9.1% 19 34 78.9% 39 85 117.9% 0.0 0.1 0.0
Mazda 343 491 43.1% 1,038 1,183 14.0% 2,408 2,616 8.6% 2.2 2.2 0.0
Mercedes 257 338 31.5% 757 903 19.3% 1,726 1,997 15.7% 1.6 1.7 0.1
MINI 70 79 12.9% 229 216 -5.7% 504 454 -9.9% 0.5 0.4 -0.1
Mitsubishi 65 96 47.7% 247 266 7.7% 584 567 -2.9% 0.5 0.5 -0.1
Nissan 717 1,256 75.2% 2,570 3,333 29.7% 6,362 7,223 13.5% 5.8 6.1 0.3
Porsche 69 94 36.2% 222 244 9.9% 440 500 13.6% 0.4 0.4 0.0
Ram 597 732 22.6% 1,881 2,040 8.5% 4,458 4,589 2.9% 4.0 3.9 -0.2
smart 1 2 100.0% 10 19 90.0% 33 35 6.1% 0.0 0.0 0.0
Subaru 1,609 1,995 24.0% 5,220 5,796 11.0% 12,934 14,598 12.9% 11.7 12.3 0.6
Tesla 72 68 -5.6% 153 190 24.2% 332 493 48.5% 0.3 0.4 0.1
Toyota/Scion 2,088 2,801 34.1% 6,727 7,708 14.6% 15,612 17,546 12.4% 14.1 14.8 0.6
Volkswagen 418 591 41.4% 1,244 1,670 34.2% 2,767 3,757 35.8% 2.5 3.2 0.7
Volvo 78 81 3.8% 287 212 -26.1% 731 581 -20.5% 0.7 0.5 -0.2
Other 6 31 416.7% 17 61 258.8% 35 90 157.1% 0.0 0.1 0.0

continued on page 17
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Thank You for
sponsoring the

Bloody  Mary Bar at
CADA’s 11th Annual

Golf Event

 
 
 

 

Contact Jimmy Miller at 303-727-6407 or jmiller@ssfcu.org 
FOR REAL ESTATE AND COMMERCIAL LENDING NEEDS 

Construction | Commercial Mortgages | Working Capital | Equipment | SBA

Thank You!
to the Sponsors of the 

2017 Charity Preview Party

Title Sponsor

Premier Sponsors

Platinum Sponsors
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Four year old vehicle market share has increased, 
while two year old share is down.

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

Data Source: AutoCount data from Experian.

Colorado Used Retail Car and Light Truck Registrations

July
Three Month Period

May '17 thru July '17
Year-to-date thru July

YTD

Market Share (%)

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 15,526 20,134 29.7% 49,984 59,005 18.0% 114,687 129,604 13.0%
Acura 174 190 9.2% 477 635 33.1% 1,216 1,554 27.8% 1.1 1.2 0.1
Audi 286 345 20.6% 853 990 16.1% 1,955 2,262 15.7% 1.7 1.7 0.0
BMW 377 541 43.5% 1,111 1,652 48.7% 2,570 3,588 39.6% 2.2 2.8 0.5
Buick 156 223 42.9% 511 622 21.7% 1,260 1,377 9.3% 1.1 1.1 0.0
Cadillac 184 236 28.3% 545 792 45.3% 1,271 1,803 41.9% 1.1 1.4 0.3
Chevrolet 1,694 1,964 15.9% 5,629 6,049 7.5% 12,640 13,282 5.1% 11.0 10.2 -0.8
Chrysler 258 339 31.4% 792 978 23.5% 1,991 2,118 6.4% 1.7 1.6 -0.1
Dodge 1,163 1,493 28.4% 3,966 4,471 12.7% 9,090 9,676 6.4% 7.9 7.5 -0.5
Ford 2,264 3,019 33.3% 7,084 8,621 21.7% 16,287 18,782 15.3% 14.2 14.5 0.3
GMC 463 721 55.7% 1,628 2,046 25.7% 3,728 4,448 19.3% 3.3 3.4 0.2
Honda 753 964 28.0% 2,235 2,812 25.8% 5,347 5,945 11.2% 4.7 4.6 -0.1
Hyundai 607 870 43.3% 2,050 2,472 20.6% 4,775 5,269 10.3% 4.2 4.1 -0.1
Infiniti 173 272 57.2% 534 755 41.4% 1,221 1,558 27.6% 1.1 1.2 0.1
Jaguar 9 16 77.8% 35 35 0.0% 71 86 21.1% 0.1 0.1 0.0
Jeep 996 1,346 35.1% 3,259 3,929 20.6% 7,298 8,911 22.1% 6.4 6.9 0.5
Kia 563 698 24.0% 1,807 2,051 13.5% 3,974 4,295 8.1% 3.5 3.3 -0.2
Land Rover 84 134 59.5% 280 355 26.8% 689 800 16.1% 0.6 0.6 0.0
Lexus 242 365 50.8% 856 1,018 18.9% 1,965 2,247 14.4% 1.7 1.7 0.0
Lincoln 90 103 14.4% 282 290 2.8% 660 632 -4.2% 0.6 0.5 -0.1
Mazda 238 326 37.0% 767 911 18.8% 1,780 1,993 12.0% 1.6 1.5 0.0
Mercedes 288 304 5.6% 807 970 20.2% 1,892 2,228 17.8% 1.6 1.7 0.1
MINI 89 118 32.6% 271 358 32.1% 677 748 10.5% 0.6 0.6 0.0
Mitsubishi 82 110 34.1% 273 377 38.1% 648 829 27.9% 0.6 0.6 0.1
Nissan 1,227 1,720 40.2% 4,090 5,000 22.2% 9,356 11,143 19.1% 8.2 8.6 0.4
Other 124 98 -21.0% 405 310 -23.5% 913 647 -29.1% 0.8 0.5 -0.3
Porsche 43 50 16.3% 124 143 15.3% 286 301 5.2% 0.2 0.2 0.0
Subaru 842 1,139 35.3% 2,682 3,178 18.5% 6,261 7,104 13.5% 5.5 5.5 0.0
Toyota/Scion 1,596 1,938 21.4% 5,091 5,709 12.1% 11,263 12,800 13.6% 9.8 9.9 0.1
Volkswagen 401 409 2.0% 1,304 1,181 -9.4% 3,047 2,541 -16.6% 2.7 2.0 -0.7
Volvo 60 83 38.3% 236 295 25.0% 556 637 14.6% 0.5 0.5 0.0

continued on next page



18 Colorado Automobile Dealers Association September 2017

-20.5%

-20.0%

-11.5%

-11.1%

-9.9%

-6.8%

-2.9%

-2.3%

-2.0%

-0.3%

0.7%

2.7%

2.9%

2.9%

4.0%

4.7%

5.7%

6.6%

8.6%

11.8%

12.4%

12.9%

13.3%

13.3%

13.5%

13.6%

15.7%

25.9%

35.8%

-100.0% -80.0% -60.0% -40.0% -20.0% 0.0% 20.0% 40.0% 60.0% 80.0% 100.0%

Volvo

BMW

Land Rover

Acura

MINI

Chrysler

Mitsubishi

Buick

Cadillac

Chevrolet

GMC

Jeep

Dodge

Ram

Kia

Ford

Audi

Lexus

Mazda

Hyundai

Toyota/Scion

Subaru

Honda

Lincoln

Nissan

Porsche

Mercedes

Infiniti

Volkswagen

Jaguar

Percent change in registrations

New Vehicle Market Percent Change in Brand Registrations
YTD ‘17 thru July v. YTD ‘16 

(Top 30 selling brands)

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., 
August 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 59 
units during the first seven months of 
2016 to 293 in 2017, a 397% increase.
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If this is what you see…

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

PEED

TTENTION

ATIGUE

MOTION

DRIVE

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

17.01  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.



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


