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Christina Dawkins
2019 CADA Chair

No time to nurse Denver Auto 
Show hangover.
CADA has a lot to do

On March 31, the Denver Auto 
Show closed its doors on 
another successful run. And 

there’s time for just a brief sigh of 
relief, as the next few months prom-
ise to be very busy for CADA. 

I thought it was exciting to see all 
the new products — and especially the 
amazing technology at the Denver Auto 
Show. The 400,000 square-foot expanse 
of color and chrome displayed at the 
Colorado Convention Center was a 
great representation of everything that’s 
available to consumers, from budget 
to half-million-dollar cars. There were 
plenty of opportunities to experience 
anything that the show-going public was 
interested in. 

While many analysts expect a decline 
in new car sales within a year, I think the 
auto show will help us with sales through-
out this year. They may not be ready to 
make a car-buying decision right away, 
but the no-pressure shopping at the show 
is the best place for consumers to touch, 
feel, experience and compare before they 
do head to our showrooms. And that’s 
exactly what we want.

Best IDS. Ever!
I admit that I found the Innovative 

Dealer Summit frustrating – but in a 
good way. There were just so many 
opportunities to learn something new, 
and I was frustrated that I couldn’t go 
to many more sessions. We had more 
speakers this year than I’ve ever seen at 
IDS, and they had some great futuristic 
ideas. I brought some of my staff with me, 
including my marketing manager and her 
assistant, and they had a chance to see/

hear ideas, opportunities and strategies 
they haven’t experienced before. 

Fun and fundraising together
I always think the Preview Gala is 

a great event. We get the first look at 
the Denver Auto Show, as well as some 
great entertainment, food, fun and 
camaraderie with other dealers and 
industry partners – people we do busi-
ness with but don’t often have a chance 
to socialize. Combined with raising 
money for the CADA-supported Clear 
the Air Foundation and the Denver Post 
Community Foundation, it really was a 
terrific way to spend an evening. It was 
good to see Ally Financial step up in a big 
way as the Presenting sponsor.

Cal-LEV and -ZEV update
CADA’s lawsuit seeking to overturn 

Colorado’s adoption of California’s Low 
Emission Vehicle (LEV) standards is still 
pending. We contend that the Colorado 
Air Quality Control Commission (AQCC) 
did not follow the correct process to 
approve and write the new regulations. 
Legislation to overturn the standards did 
not get out of committee. 

Meanwhile, we expect the AQCC to 
begin rulemaking for the more stringent 
California Zero Emission Vehicle 
(ZEV) standards. The commission has 
scheduled hearings in May, where we can 
state our points. People have the impres-
sion that gasoline- and diesel-powered 
vehicles are to blame for bad air, but 
our industry has gone remarkably far in 
cleaning up emissions. And it continues 
to march forward by expanding its hybrid 
and electric offerings. I personally believe 
that both LEV and ZEV are politically 

motivated to make the AQCC look like 
it’s doing something for the environment 
that really won’t make any difference.

An interesting development was some 
outreach the AQCC staff did on both 
standards. They found overwhelming 
support for LEV, yet almost equally 
divided pro and con for ZEV. Tim Jackson 
said he thinks it’s a good sign. He also said 
that the governor’s office has reached 
out to CADA, the Alliance of Automakers 
and Global Automakers to see if there’s 
any possible compromise. The problem is 
that on LEV and ZEV, you’re either all in 
or all out. 

Send a message now
I encourage every CADA member 

to start writing letters now opposing 
ZEV. They should go to the AQCC, the 
governor, and your own legislators. Call 
your legislators and bend their ears about 
ZEV. Tell them that this is not the right 
course for Colorado and why. 

This just in...
A late-filed bill at the state legislature 

would let Rivian, a Tesla-like EV maker, 
avoid licensing as a manufacturer. If 
passed, Rivian would skirt laws that bind 
traditional automakers. Expect to hear 
about CADA opposition efforts on this.

Best,

Christina Dawkins, Chair



www.colorado.auto 5

Mark your calendar now for the 2019 
CADA Annual Convention at The 
Broadmoor in Colorado Springs

SEPTEMBER 4 - 
SEPTEMBER 7

Check in Wednesday night!

Golf or other activities 
included with registration!

Welcome reception Thursday 
evening!

General Sessions through 
mid afternoon Friday!

Friday evening Gala!

Breakfast Saturday morning!

For details and registration,  
visit www.Colorado.auto

2 01 9  c a da

ANNUAL
CONVENT ION

co l o r a d o

2 01 9  c a da

ANNUAL
CONVENT ION

co l o r a d o

Save THE date!Save THE date!
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Colorado dealers see better sales than 
U.S. automotive industry

The signs are clear that the 
economy is beginning a gen-
eral slow down, even here in 

fast-growing, white-hot Colorado. 
Unemployment in our state rose in 
February to 3.7 percent, the highest 
since 2015, up from 2.9 percent last 
year but is still lower than the U.S. 
unemployment rate of four percent. 

Auto sales also are beginning to 
soften, just not as much in Colorado. 
Automobile dealers are used to market 
fluctuations, but in the decade since 
the low point of the “Great Recession,” 
there’s been mostly upward growth. It’s 
easy to forget. 

Last year, Colorado registered more 
new vehicles – 211,653 – than ever 
before. Beginning with 2001 – the previ-
ous high-water mark – the trend was 

mostly down until we fell off the cliff in 
2009. The recession hit Colorado new 
vehicle sales harder than the nation as a 
whole and that year, Colorado registered 
only 104,540 new vehicles. Colorado’s 
new retail market was off 28.3 percent, 
while nationwide, the drop was only 21.5 
percent. 

2010 forecast was sunny, but 
clouds swiftly moved in

The Colorado forecast was based 
on strong affordability, record-high 
pent-up demand and rebounding 
economic growth in the second half 
of 2009. There were clouds on the 
horizon though in the form of excessive 
household debt and anxiety about job 
security. In the end, the clouds won 
and the forecast proved far off; new 
vehicle registrations were only 112,665. 
Since then, Colorado’s new vehicle 

sales growth has been routine with the 
slight exception of 2016, when we had a 
relatively small 1.8 percent dropoff.

Colorado sales since then have 
outpaced U.S. sales. For example, in 
2012, Colorado new vehicle registra-
tions were up 21.9 percent, but only 
13 percent nationwide. Last year was 
an historic high in Colorado: Up 0.2 
percent to 211,653, compared to a 0.9 
percent decline in U.S. registrations. 
Even more dramatic, while Colorado 
dealers enjoyed a blockbuster fourth 
quarter with registrations up 3.4 
percent, nationwide sales dropped 1.4 
percent. Even with this decline, the 2018 
national actuals beat the forecasts. 

“The key positive factor was 
stimulated demand from tax reform, 
which stimulated demand as the year 
progressed,” said Jonathan Smoke, chief 
economist for Cox Automotive in the 
group’s December 2018 U.S. Automotive 
Sales Commentary & Voices. 

Autotrader Executive Analyst 
Michelle Krebs added, “Lower gas prices 
didn’t hurt either.” In a CNBC interview, 
Krebs observed, “Consumers moved up 
their purchases on concerns the Trump 
administration would impose tariffs …”

2019 forecast: Unsettled
So what can we expect this year? 

“The reality is that everybody was 
shocked [by 2018 sales]. A lot of people 
expected that we had hit ‘Peak Auto’ 
in 2017,” observed Paul Eisenstein, 
automotive expert, publisher of 
TheDetroitBureau.com and contributor 
to CNBC, NBC and other news outlets. 
“The new year is not getting off to a 
great start, especially when you had 

~ Continued on page 12

The January 2010 CADA Auto Outlook optimistically reported:

“…new retail light vehicle registrations in Colorado during 2010 will be 119,400 
units. Compared to the 182,310 total for 2005, that figure looks bleak. But 
versus the 2009 total of 104,540, it looks pretty good…New retail registrations 
during the first six moths of 2010 are projected to increase 22.1%...An increase 
is also expected in the second half, but it should be smaller (7.8%).”



25
INTERSTATE

25
INTERSTATE

25
INTERSTATE

70
INTERSTATE

70
INTERSTATE

70
INTERSTATE

70
INTERSTATE

76
INTERSTATE

76
INTERSTATE

25
INTERSTATE

Wednesday, August 23

8:00 a.m.

Steamboat Springs/Craig Wednesday, August 23

12:00 p.m. (noon)

Silverthorne
Thursday, August 24

8:00 a.m.

Aurora/Denver/Henderson

Thursday, August 24

12:00 p.m. (noon)

Lakewood/Golden

Thursday, August 24

5:30 p.m.

Eastern Colorado/
Yuma/Wray/Burlington/

Fort Morgan/Julesburg/
Sterling/Limon

Friday, August 25

8:00 a.m.

Boulder/Superior/
Broomfield

Friday, August 25

12:00 p.m. (noon)

Thornton/Northglenn/
Federal Heights

Tuesday, September 19

12 p.m. (noon)

Grand Junction

Tuesday, September 19

5:30 p.m.

Glenwood Springs/Rifle/Meeker

Wednesday, September 20

12:00 p.m. (noon)

Colorado Springs

Thursday, September 21

8:00 a.m.

Longmont/Firestone

Friday, September 21

12:00 p.m. (noon)

Northern Colorado/Loveland/

Greeley/Fort Lupton/Fort Collins

Friday, September 22

8:00 a.m.

Littleton/Highlands Ranch/Englewood

Thursday, October 19

8:00 a.m

Denver Metro Area

Tuesday, September 19

8:00 a.m

Montrose/Delta/
Gunnison

Monday, August 21

12:00 p.m. (noon)

Durango/Cortez/Hesperus

Wednesday, September 20

5:30 p.m.

Pueblo/Cañon City/Trinidad

Locations will be announced soon!
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Save  
These  

July Dates

24th

Wednesday, Noon, Lunch
Colorado Springs

29th

Monday, 8:00am, Breakfast
Aurora | Brighton | Henderson

18th

Thursday, 5:30pm, Dinner
Sterling | Yuma | Wray | Burl 
Julesburg | Limon | Ft Morgan 

23rd

Tuesday, 5:30pm, Dinner
Glenwood Springs | Silverthorne
Rifle | Meeker

23rd

Tuesday, Noon, Lunch
Grand Junction 

16th

Tuesday, 11:30am, Lunch
Durango | Cortez | Hesperus

25th

Thursday, 7:30am, Breakfast
Broomfield | Firestone | Dacona 

2 9 th

Monday, 5:30pm, Dinner
Boulder | Broomfield | Superior 

23rd

Tuesday, 8:00am, Breakfast
Montrose | Delta | Gunnison 

18th

Thursday, 8:00am, Breakfast
Steamboat Springs | Craig 

25th

Thursday, Noon, Lunch
NoCo | Loveland | Greeley | Fort Collins 

30th

Friday, 7:30am, Breakfast
Denver | Metro Area 

29th

Monday, Noon, Lunch
Lakewood | Golden | Denver 

24th

Wednesday. 5:30pm, Dinner
Pueblo | Cañon City 

 Locations will be 
announced soon!

CADA Regional 
Meetings 2019
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Employee Group Benefits
Craig Gordon
Employee Benefits Sales Manager

Level-funded insurance can  
save you money

The economy continues to 
thrive and automobile sales 
have been on a pretty good 

roll. Nevertheless, I’d bet that you’re 
looking for ways to trim the cost of 
employee health coverage. That’s 
where level funding can help.

Level what?
Level funding is a hybrid form of 

health insurance that combines many 
benefits of a self-funded plan with those 
of a fully insured plan. Besides making 
sure that your employees have health 
insurance (and I know you care about 
this), the healthier they are (i.e., the 
fewer claims submitted) means you 
could get some of your money back at 
the end of the year. 

Level funding advantages
In addition to helping with your 

budgeting and the chance to get a refund, 
level funding gives you detailed claims 
information you can use to help educate 
your employees about wellness and the 
best ways to “consume” health care. 

Compare this with fully insured 
plans for which you pay in but have no 
idea how many claims are paid or what 
the administrative costs are. I call it 
‘winner-takes-all’ insurance, because if 

you paid in $100,000 but your employ-
ees only claimed $50,000, the insurance 
company keeps all your money. 

Right now, about a third of CADA’s 
health insurance customers are 
on a level-funding plan. These are 
particularly ideal for companies with 
10 or more employees. The costs will 
be different for every carrier and every 
employer based on the size of the 
insured workforce, their health and the 
carrier’s own costs.

A win for you, a win for CADA
All it takes is a phone call. I can take 

a look at your current health coverage 
and let you know if CADA Insurance 
Services can help save you money — 
through level — funded, self-funded or 
fully funded insurance. It’s also worth 
remembering that any ‘profit’ CADA 
makes directly supports your association 
and the important programs it under-
takes on your behalf.

Contact Craig 303.457.5118 or craig.
gordon@colorado.auto

 CADA Insurance Services works with you to identify potential carriers. Most 
major carriers and third-party administrators offer level-funding plans. I’ll 
give you a spreadsheet so you can compare the various plans and show you 
the amount you might get back, as long as you don’t exceed the amount 
you’ve paid.

 Depending on the carrier, your employees may need to complete a health 
questionnaire. Carriers that don’t ask for questionnaires refer to a national 
database that contains information about people’s current health status, 
drugs they take, past health challenges, etc.

 Based on that information, carriers submit a bid. If your group has more 
health challenges, the bid will be higher. With fewer challenges, it will be 
lower. With level funding, carriers do not have federal Affordable Care Act 
restrictions on plan costs that govern traditional, full-funded health insur-
ance plans.

 You choose the best bid, which may vary from carrier to carrier, depending on 
how their actuaries rate your group’s health claim potential. 

 Your monthly premiums will be a fixed monthly amount, just as if you chose 
a fully funded plan. That’s the “level” in level funded. Your premiums go into 
a fund that directly pays employee claims. This provides certainty in your 
budgeting; in a self-funded plan, your monthly bill fluctuates with the number 
and severity of claims.

 Since every level-funded plan also includes “stop-loss” insurance (aka 
reinsurance) if you go over the amount you’ve already paid, any overage on 
your employees’ claims will be covered.

 At the end of the contract period, if you’ve paid out less on employee claims 
than you paid in for the year, you will be refunded the overage — generally 80 
percent or more with some minor deductions for administrative costs. 

How does level funding work? 
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The Clear the Air Foundation is 
one of the main beneficiaries of the 
Preview Gala, presented by Ally. The 
foundation strives to improve air 
quality by permanently removing 
old and unmaintained vehicles from 
Colorado’s roads.

To date, more than 3,700 polluters 
have been crushed. 

Created by the Colorado 
Automobile Dealer Association, 
the Clear the Air Foundation also 
supports charities helping those 
who suffer from environment-
related health issues such as 
asthma and breathing disorders. 
Additionally, the foundation pro-
vides scholarships for auto service 
technicians—key to maintaining 
vehicles as well as creating career 
opportunities for area youth.

When communities need help, 
dealers ‘raise their hands’

“I’m so impressed by all the work 
Colorado dealers do in their com-
munities,” said Mary Pacifico-Valley, 
president of Rickenbaugh Auto 

Group. “It’s nonstop. Whenever there 
is a need—whether it’s in the city or 
the mountain and plains communi-
ties—dealers raise their hands and 
jump in with support.” 

Rickenbaugh Auto Group stepped 
up as a sponsor of the Preview Gala, 
and Pacifico-Valley also boosted 
the Clear the Air Foundation’s 
scholarship program with a five-
figure donation. “Twenty years ago, 
Rickenbaugh established a scholar-
ship program in memory of Al Henry, 
one of our dedicated technicians. 
These scholarships open doors and 
provide great career opportunities 
for young people. We hope to reach 
even more students by rolling our 
scholarship program into the Clear 
the Air Foundation’s efforts.”

Giving back enhances  
reputation management

Colorado’s franchised dealers 
donated $10.3 million to charities 
in 2017, the most recent year data 
is available. More than 97 percent 
of dealers said that engaging in 
community outreach or giving back 
efforts enhances a dealership’s 
reputation, according to a survey 
conducted by Ally and NADA. 

“Dealers are vital to the strength 
of their communities and the overall 
auto industry,” said Dan Antonelli, 
Senior Vice President – West Region, 
Ally. “At Ally, we’re focused on ‘doing 
it right’ for our dealer customers, 
helping them build their busi-
ness—as well as supporting their 
giving back efforts. Our sponsorship 

of the Preview Gala is a great way to 
support both priorities.”

Ally recognizes Colorado’s 
TIME Dealer of the Year 
Mary Pacifico-Valley

Ally’s sponsorship of the TIME 
Dealer of the Year program is 
another way the financial services 
company recognizes dealers’ 
commitment to their communities. 
Ally donated $10,000 to the charity 
selected by the TIME Dealer of the 
Year, and $1,000 to charities selected 
by each of this year’s 51 nominees. 

Pacifico-Valley was recognized 
for her community dedication and 
business leadership as this year’s 
Colorado nominee for TIME Dealer of 
the Year.

Mount Saint Vincent receives Ally 
donation on Pacifico-Valley’s behalf, 
which provides mental health and 
foster care services for children 
affected by trauma, as the recipient 
of Ally’s donation. Pacifico-Valley 
also matched her employees’ 
donations to Mount Saint Vincent as 
part of Rickenbaugh Auto Group’s 
holiday giving.

Find a cause. Open your heart.
“People have different interests. 

Find a cause you’re passionate 
about and open your heart,” 
Pacifico-Valley advises dealers who 
are establishing their community 
efforts. “Giving back is just the right 
thing to do, for your business and 
your community.”

Colorado dealers do it right in their communities

To date, more than 3,700 
polluters have been crushed. 

While guests at the Denver Auto 
Show’s Preview Gala mingled 
among the newest and most 
technically advanced cars and 
trucks, they were also doing their 
part to remove the oldest and 
dirtiest polluters from the roads. 

Mary Pacifico-Valley, president, 
Rickenbaugh Auto Group and Colorado’s 
TIME Dealer of the Year.
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Scholarship awards are on track
Through the end of March, the 

equivalent of $37,000 in scholarships was 
awarded to auto tech students right here 
in Colorado. Much of this money was 
given to college foundations last year, and 
awarded to qualifying students this year.

Six of these students were honored 
at the Preview Gala. It was my honor to 
present them with scholarships that will 
let them continue their education. 

Here’s how one dealership showed 
its support of new a auto tech student 
employee: Will Cumby was awarded a 
$2,500 tool scholarship and that was 
matched by Jaguar Land Rover Flatirons. 
With the Matco Tools student discount 
program, the total award equaled 
$10,000 — and allowed Will to start his 
new job! He’s thrilled to be a part of such a 
forward-thinking organization.  
I am working with a few of these recipi-
ents  to pursue career opportunities in 
the new car dealership arena. If you’re 
interested, let me know.

Donations pick up — thanks for making a difference

Clear the Air Foundation
Mark Zeigler
Director

Johnson Auto Plaza  ........................................6
Pueblo Dodge Chrysler Jeep Ram  .............6
AutoNation Subaru West  .............................3
Emich Volkswagen  ..........................................3
Jim Fuoco Motor Company  ..........................3
King Chevrolet Buick GMC  ...........................3
The Faricy Boys  ................................................3
Audi Volkswagen Glenwood Springs  .......2
Christian Brothers Automotive  ..................2
Honda of Greeley ............................................2
AutoNation Buick GMC Park Meadows ..... 1

AutoNation Subaru Arapahoe  .................... 1
Emich Chevrolet  .............................................. 1
Pedersen Toyota Volvo  ................................. 1
Phil Long Ford of Chapel Hills  .................... 1
Phil Long Ford of Denver  ............................. 1
Phil Long Ford of Motor City  ....................... 1
Phil Long Ford of Raton  ................................ 1
Phil Long Honda of Glenwood Springs  ... 1
Planet Honda  ................................................... 1
Pueblo Toyota  .................................................. 1
Turner Automotive  ......................................... 1

Vehicle Donations - January – March 2019

Goal: 600 old, high polluters

600

400

200

100

Contributions
to date: 140

In March, the Clear the Air Foundation received 52 vehicles from 24 stores, only 
two shy of our goal. That means that through first quarter 2019, 140 vehicles have 
been donated. That leaves us just 22 shy of our goal through March, and I anticipate 
you’ll continue to show your generosity as the year progresses  — especially as you 
see what’s going on with the scholarship program.

• Cesar Flores, Emily Griffith Technical College . . . . . . . . . . . . . . . . . . . $2,000
• Edwid Cabral, Emily Griffith Technical College . . . . . . . . . . . . . . . . . . $2,000
• Erik Gonzalez, Emily Griffith Technical College . . . . . . . . . . . . . . . . . $2,000

Scholarships through March:

• Ben Brunmeier, Front Range Community College & Markley Motors – 
$1,000 plus $1,000 matching $2,000

• Braedon Johnson, Front Range Community College – $1,000 plus $1,000 
matching $2,000

• Timothy David, Front Range Community College –   $500 plus $500 
matching $1,000

• Peyton Lyons, Front Range Community College – $500 plus $500 
matching$1,000

• Will Cumby, Jaguar Land Rover Flatirons – $2,500 tool scholarship 
matched 100% by the dealer $10,000

• Jacob Cole, Arapahoe Community College & AutoNation Chrysler Jeep 
Arapahoe – $5,000 in tools

• Alfredo Gonzalez, Arapahoe Community College & Groove Toyota – 
$5,000 in tools

• Matthew Rodrigues, Pikes Peak Community College – $5,000 in tools

I am working with a few of these recipients  to pursue career opportunities in the new 
car dealership arena. If you’re interested, let me know.  
Contact Mark: 303.775.8896 or mark. zeigler@colorado.auto
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Countdown to May 3: What to watch at 
the state legislature

On Friday, May 3, the 
Colorado State 
Legislature will adjourn 

for 2019. Typically, you would think 
the final days of a legislative  
session would be a wind down for 
the season. 

This year, that would be a mistake. 

With Democratic control in each 
house and the Governor’s office, a 
flurry of bills that have been rejected 
or suppressed over a decade’s worth of 
balanced governments are making their 
way to the stage.

Contact Matthew: matthew.groves@colorado.auto or 303.282.1449.

1) HB19-1298: This would criminalize a non-electric 
vehicle OR an electric vehicle that is not actively 
charging from parking in an EV charging spot. The 
fine would be $350, plus a $64 administrative fee. By 
contrast, tickets for parking in a handicapped spot 
are $150 with a $32 administrative fee. The fine for 
parking on a curb (a non-parking spot) is $30 with a $6 
administrative fee.

2) SB19-188: This creates a state-mandated program to 
insure employees who need to take family medical 
leave for the illness of a family member. It will be 
funded by a .064 percent increase in the payroll tax. 
This leave would likely reset, allowing it to be taken by 
an employee once each year.

3) HB19-1289: This bill previously included anti-
arbitration legislation in standard form contracts. 
This would have been problematic for anyone selling 
cars using a retail installment sales contract. Recently, 
this standard form contract has been removed, but 
we will be watching to ensure it does not resurface in 
another bill.

4) HB19-1240: This bill puts post-Wayfair requirements 
into statute and helps dealers determine how to 

collect sales tax on the sale of a motor vehicle. 
This will clarify some of the requirements of the 
December 1, 2018 Department of Revenue “nexus 
regulation.” CADA will be on hand to testify in favor of 
this legislation.

5) HB19-1199: This bill would amend the process of 
attaching fiscal notes to ANY legislation by forcing 
that economic assessment to include the estimated 
increase or reduction of greenhouse gas in numerical 
form. This would have the effect of subsidizing 
environmental policy, while anchoring all other policy.

6) SCR 003: This would move to create a ballot measure 
that would eliminate our gas tax only to replace it 
with a larger gas tax that would be immune to refund 
under the Taxpayer Bill of Rights. The money collected 
would be for “transportation,” but not specifically 
roads versus multimodal (trains).

 HB19-1325: This bill would allow EV manufacturers to 
sell vehicles direct to consumers. It would undermine 
82 years of franchise law and potentially create a path 
for traditional manufacturers to sidestep dealers when 
their fleets become all electric.

In these last few days of the session, here’s what we’re closely watching: 

1

2

3

4

5

6

7
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~ Steering Column, from page 6

the most erratic weather the U.S. has 
seen in decades and not in just one 
region. There’s no way to tell effectively 
what the sales in January and February 
meant.” 

The real test will come when the 
weather improves, Eisenstein noted. But 
even the traditional spring sales boost 
could be deceptively strong because, 
“You often have a lot of vehicles giving 
up the ghost,” he said. We might see a 
little ‘reverse payback’ … because winter 
was so tough on vehicles that might 
have lasted a bit longer. We may need to 
get to mid-year to get a reasonable fix 
on trends.”

Eisenstein says there are several 
reasons the industry should be 
concerned, including escalating cost of 
vehicles, which increased nine percent 
from November 2015 to November 2018. 

Today’s consumers are less worried 
about the MSRP than the monthly 
payment amount. But those payments 
are threatened because Eisenstein 
believes the industry has stretched out 
loan terms as far as it reasonably can, 
and because interest rates have crept 
up. “A lot of people in the industry 
are sighing with relief that the Fed is 
delaying future rate increases. The auto 
industry can’t afford to have interest 
rates continue to fly higher and higher.”

Positive signs for 2019
There are some tailwinds, too, 

according to an Edmunds.com analysis. 
Forecasting sales to be 16.9 million, 
Edmunds says positive economic factors 
include continued low unemployment, 
consumer confidence that is at his-
torically high levels, and continued low 
gasoline prices. Add to that record-high 
leases from three years ago are expiring 
and will bring consumers back to the 
market. 

National Automobile Dealers 
Association (NADA) Senior Economist 
Patrick Manzi said, “U.S. Economic 
Trends Point to a Solid Auto Sales 
Environment in 2019,” that higher wages 
resulting from a tight labor market and 
continuing solid consumer spending are 
“a positive sign.”

Lower gasoline prices are contribut-
ing to a flip in consumer purchases from 
passenger cars to light trucks, which 
include SUVs, crossovers and pickups. 
It’s something Colorado dealers have 
been seeing for a decade or more. From 
2008 to 2009, the CADA Auto Outlook 
marked a sales surge among light trucks, 
with Subaru’s Forester moving up from 
17th to 6th place in the rankings. Other 
big gainers were the Toyota RAV4, Jeep 
Wrangler and Honda CRV. At the same 
time, the Toyota Camry and Corolla 
and Honda Civic and Accord lost 
market share.

Colorado’s continued strength: 
Pickups, SUVs and crossovers

Fast-forward to 2018: In Colorado, 
light trucks were up 6.2 percent from 
2017. The biggest gains included Volvo, 
Land Rover, BMW and Ram – brands 
with strong light truck sales. Among the 
biggest losers were brands that gener-
ally rely on passenger cars, including 
Chrysler, Fiat and Maserati. Nationwide, 
car versus light truck share was down to 
30 percent, a drop of 13 points from 43 
percent in just three years! 

Car and Driver’s 2018 Top 10 models 
included Ford F-Series, Chevrolet 
Silverado, Ram pickup, Toyota RAV4, 
Nissan Rogue/Rogue Sport, Honda CR-V, 
Toyota Camry, Chevrolet Equinox, 
Honda Civic and Toyota Corolla. Only 
three —Camry, Civic and Corolla — 
were passenger cars. In fact, only eight 
cars appeared in the entire Top 25 
list, compared with 17 pickups, SUVs 
and crossovers.

We’ve been observing this switch for 
years because of Colorado’s variable 

weather conditions and outdoor 
oriented population. Many of the brands 
most identified with light trucks had 
higher market share in Colorado than in 
the nation, including Toyota (15.1% vs. 
13.4%), Subaru (11.5% vs. 4.5%)), Jeep 
(7.4% vs. 6.0%), Ram (4.1% vs. 3.3%) and 
Mazda (2.1% vs. 1.9%). 

The growth between 2009 and 2018 
in Colorado has been particularly robust 
for brands with strong SUV and pickup 
sales. Toyota (RAV4, Tacoma, Tundra), 
for example, came close to doubling 
its sales. Subaru (Forester, Outback, 
Impreza) almost tripled sales, as did 
Jeep (Wrangler, Cherokee, Compass). 
Comparing 2009 to 2018 annual sales 
among Colorado’s top 10 brands really 
illuminates the shift.

Including SUVs, crossovers and 
pickups in a brand’s lineup has 
generally made a big difference in some 
unexpected places, for example, Jaguar’s 
introduction of the E-PACE, F-PACE 
and I-Pace. Volvo, which didn’t make 
this “Top 10” list, had Colorado sales 
totaling 852 vehicles in 2009 and with 
the help of the XC40, XC60 and XC90, 
it sold 1,705 vehicles in 2018, a 200 
percent increase. Other brands with 
increases of more than 200 percent (in 
descending order) were GMC (213%), 
Ford (210%), Mazda (206%), and 
Hyundai (203%).

Will the market changes hold?
Nationally, according to Eisenstein, 

“People like the utility they think they 
get from an SUV or even CUV, even if 
they don’t get that much more. Part 
is fashion. Ford President of Global 
Operation Joe Hinrichs thinks of utility 

Brand 2009 2018 % Change

 1.  Jaguar 53 316 596
 2.  Jeep 4,134 15,619 378
 3.  Porsche 239 854 357
 4.  Land Rover 348 1,223 351
 5.  Subaru 8,497 24,304 344
 6.  Mercedes-Benz 1,369 3,855 282
 7.  Audi 1,485 3,878 261
 8.  Buick 685 1,721 251
 9.  BMW 1,636 3,895 238
10. Volkswagen 2,620 6,213 237
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vehicle as the smart phone of cars 
because ‘Americans …perceive the idea 
that utility vehicles have more flexibility 
and utility than the conventional sedan,’ 
he said.”

It doesn’t hurt that the gap in fuel 
efficiency between cars and light trucks 
has continued to narrow, even if gaso-
line prices stay low. “Short of a wallop 
like $4.00 per gallon, it won’t have a real 
impact on the switch,” Hinrichs said. 
“It has to be severe.” With the average 
gasoline price in Colorado rated “stable” 
at $2.38, it likely will be quite a while. 

Looking at the big picture, Colorado’s 
auto industry may not ever again 
experience another record sales year. 
We are not immune to the effects of 
tariffs, higher prices and higher interest 
rates, either. Nevertheless, Colorado’s 
stronger economy and record growth 
should keep the market relatively 
robust, compared to the nation as a 
whole. And Colorado consumers’ love of 
light-duty trucks will continue to boost 
overall profitability.

Brand 2009 2018 % Change

 1.  Jaguar 53 316 596
 2.  Jeep 4,134 15,619 378
 3.  Porsche 239 854 357
 4.  Land Rover 348 1,223 351
 5.  Subaru 8,497 24,304 344
 6.  Mercedes-Benz 1,369 3,855 282
 7.  Audi 1,485 3,878 261
 8.  Buick 685 1,721 251
 9.  BMW 1,636 3,895 238
10. Volkswagen 2,620 6,213 237

Seminar: Turning the Tide on Bad Hires and High 
Turnover: Insights from the Undercover Candidate™
Thursday, May 9, 2019
7:30 – 9:30 a.m.
CADA Headquarters
Visit www.colorado.auto/events for more info

Upcoming Events

Visit www.colorado.auto for more info

Seminar: Title Processing Fundamentals

Tuesday, May 14
 7:30 – 10 a.m.
 Grand Junction 

– DoubleTree 
by Hilton

 12:30 – 3 p.m.
 Glenwood Springs – 

La Quinta Inn

Tuesday, May 28
 7:30 – 10 a.m. 
 Denver – 

CADA Headquarters

 Noon – 2:30 p.m.
 Loveland – 

Embassy Suites

Tuesday, June 4
 8 – 10:30 a.m.
 Colorado Springs 

– DoubleTree 
by Hilton

 Noon – 2:30 p.m.
 Pueblo – 

Courtyard Marriott 
Pueblo Downtown
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The 2019 Denver Auto Show is in the 
books. Denver auto dealers founded 
the auto show as a way to showcase 

the latest in mobility, and that’s what our 
show still does. Imagine what those early 
dealers would think of all the whiz-bang 
technology on modern vehicles today.

Of course, that’s still what the 
Denver Auto Show at the Colorado 
Convention Center from March 27-31, 
was all about: Showing potential 
customers and car fanatics the amaz-
ing features available right now in 
our showrooms.

A solid year for attendance
Although attendance ticked up on 

Wednesday, spring weather took a toll 
on attendance with rain and snow on 
Friday night and Saturday. 

This year’s show featured 32 manu-
facturers, aftermarket product vendors 
and special exhibits. Those special 
exhibits included “Antique Road Show,” 
which featured classic vehicles from 
the Forney Transportation Museum, 
“Military Trail” that showed restored 
historic military transport vehicles and 
“Race Car Pit Stop” that showcased 

vehicles from the Sports Car Club 
of America.

Denver Auto Show crowd pleasers
Maxx the Robot and Camp Jeep 

continued to be crowd favorites. While 
not new to the auto show, they always 
draw a crowd. Kids particularly love 
talking to Maxx. According to CADA 
President Tim Jackson, “Camp Jeep is 
always a big draw. It does really well in 
this market, harking back to research 
that demonstrates that Jeep is really big 
in Colorado.” Ride and drives were also 
popular and available for FCA brands, 
Toyota, Kia and VW.

Coloradans continue to flock to 
SUVs and pickups, yet the wider 
variety of hybrids and EVs on the show 
floor reflect growing interest in them. 
Most are still eligible for tax rebates 

They came, they saw, and many found  
new rides at the Denver Auto Show

“

” 

The Denver Auto Show...

“It’s a long-term sales event 

for us.”

— Christina Dawkins, CADA Chair
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amounting to as much as $12,500, mag-
nifying their attractiveness. Notable this 
year were the Jaguar I-Pace, Hyundai 
Kona, Audi e-tron, Chevy Bolt and Volt, 
and the Nissan Leaf Plus. Even Bentley 
has gone “green” with the Bentayga 
Hybrid SUV, its first plug-in hybrid. 

Colorado Car Convoy and Green 
Car Parade

The Denver Auto Show kicked off 
March 11 with the Colorado Car Convoy 
stopping in Rifle, Montrose, Boulder 
and Fort Collins. Visits with local Rotary 
clubs and media always boost interest.

On March 24, 25 electric vehicles and 
hybrids were displayed for the Green 
Car Parade on the circle in front of the 
capitol building. Vehicles there included 
everything from a Prius Hybrid to the 
$190,000 Porsche Panamera Turbo S 
plug-in hybrid. 

The Denver Auto Show is CADA’s 
mainstay event. Research shows that 42 
percent of show attendees plan to buy 
a vehicle in the next year. Almost half 
are self-styled car fanatics and almost a 
quarter visit the show every year. “They 
can touch, feel and experience new 
vehicles,” observed 2019 CADA Chair 
Christina Dawkins. “It’s a long-term 
sales event for us.”

Denver Auto Show Preview Gala 
gains new Presenting sponsor

Ally Financial stepped up as the new 
Preview Gala Presenting Sponsor. “It 
was very fitting, since they work with so 
many different dealers and have such 
a big impact on our industry,” Jackson 
said. 

This year was the second-best 
overall for Preview Gala sponsorships, 
which hit $220,000. Premium sponsors 
were Rickenbaugh, Brede Expositions 
Services and Armatus Dealer Uplift. 
Platinum sponsors were AAA Colorado 
Insurance and UMB Bank. 

VIP Chair and former Denver 
Nuggets Coach George Karl in his 
short remarks confided his fascination 
with electric vehicles. And with the 
traditional champagne toast and 
ribbon cutting, our Preview Gala guests 

Innovative Dealer Summit sets records
Two days. 46 speakers. Eight tracks. The 11th Innovative Dealer Summit in 

Denver March 26-27 delivered once again. Those who attended said it over 
and over and over again: This was the best speaker lineup they’d ever seen. 
With more than 300 in attendance — a new record — the event lived up to its 
reputation: The biggest two-day event in automotive.

Part of its success was due to the organizing committee scheduling 
requested speakers well in advance of the Summit. 

“After experiencing my first IDS from beginning to end last year,” explained 
CADA Marketing & Communications Director Kim Jackson, “it seemed we 
needed to book key speakers much earlier. During meetings with member deal-
ers, they requested speakers they’d like to see at the IDS. So rather than finalizing 
key speakers in the months just ahead of the event, we had already confirmed 
several high-profile speakers by September.”

That in turn made it easier to secure major sponsorships for the event. In 
fact, the 2019 IDS set a new record in sponsorship revenue. Also, the committee 
learned in January that it’s the biggest two-day event in automotive. Armed 
with that information, the team expanded its reach beyond Colorado’s borders 
to invite dealers from across the country. As a result, 17 percent of dealers who 
attended the IDS came from other parts of the country. 

“We’re encouraged by the interest dealers continue to show in the 
Innovative Dealer Summit,” noted Arnold Tijerina, the event’s general manager. 
“One dealer told me he gets more from this event than when he attends the 
NADA Show, because he’s not having to divide his time between manufacturer 
meetings and education. We’re excited about bringing speakers dealers actually 
want to the event, so if you have suggestions...”

~ Denver Auto Show, continued on 
page 18

April 2019



16 Colorado Automobile Dealers Association April 2019

Preview Gala is CADA’s annual 
party with a purpose

The Denver Auto Show is CADA’s annual celebration 
of our industry and its products. The night before the 
show opens to the public, the Preview Gala kicks it off as 
only it can: Elegantly. And on the auto show floor. 

Also, the Preview Gala is a party with another 
purpose: To raise money for the CADA-supported Clear 
the Air Foundation and the Denver Post Community 
Foundation. 

Donations to 
the charities have 
risen annually for 
the 11 years the 
party has been held. 
“It’s a little too 
early to have the 
final figures, but we 
anticipate that for 
the second year we 

will be able to contribute more than $100,000 to our 
two charities,” said Tim Jackson, CADA president. 

All the ingredients for a great time
The Preview Gala had all the makings of a great 

evening: Delicious food, adult beverages, casino games, 
live dancing music and some brief speechifying. While 
it’s always a challenge to keep an annual event fresh, 
“our event planner, YPEP’s Paula Lane did an outstand-
ing job,” Jackson said. 

About 1,500 
tickets were distrib-
uted and attendees 
included people 
who participated in 
the first day of the 
Innovative Dealer 
Summit, CADA 
members, and their 
guests. “We also had 

more than 80 RSVPs from legislators and their staffs,” 
Jackson said. 

Members of the Rocky Mountain Automotive Press 
were also on hand to announce their picks for vehicles 
of the year. This year’s Rocky Mountain Automotive 
Press award winners were:

• Car of the Year: Mustang Bullit

• SUV of the Year: Subaru Ascent

• Truck of the Year: Ram 1500



Turning the tide on bad hires and 
high turnover: Insights from  
The Undercover Candidate™

About 
our presenter

For more than 20 years, Nora A Burns has built a career helping 
organizations re-imagine the candidate and employee experiences, and 
understand the complex relationships between business objectives and 
people management.

Nora has conducted primary research interviews as The Undercover 
Candidate™ and The Undercover Employee™, including more than 250 
interviews (not as herself) and working on the front lines of organizations 
that didn’t know her as an expert in HR, but saw her ‘just’ as a front-line 
employee (more on that in her seminar).

Are you frustrated with high turnover? Have 
you been trading bad employees with your 
competitors? Have customer complaints 
about front-line employees gone up? Are 
you ready to try something new to reduce 
turnover — and elevate the employee and 
customer experiences?

HR expert Nora Burns will take you into her 
world as The Undercover Candidate™ and The 
Undercover Employee™ to give you real-life 
takeaways that you can immediately apply to 
turn the tide on bad hires and high turnover.

She went undercover at some Denver metro-
area dealerships as a potential employee and 
will present some VERY interesting findings 
(dealership names will remain anonymous). 
You WILL be surprised (maybe even stunned) 
by what she learned.

BONUS! If your dealership was shopped 
and you attend the seminar, you’ll receive 
a confidential mini report of Burns’ shop at 
your dealership.

The 
details

What
Turning the Tide on Bad 
Hires and High Turnover: 
Insights from The 
Undercover Candidate™

When
Thursday, May 9
7:30 - 9:30 a.m.
Breakfast is included

Where
CADA Headquarters
290 E. Speer Blvd.
Denver 80203

Price
$179 first person
$159 additional people

Register
www.colorado.auto/events

303.831.1722

You’ll learn
This high-energy, 
interactive presenta-
tion includes:
• Industry-specific insights for

jobs/positions dealerships
struggle to keep filled

• What an honest job preview
is — and how it’s key to
keeping new employees

• Why some high turnover
issues lie with your hiring
process
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were free to wander the Denver Auto 
Show floor for a private viewing of 
the wonderful vehicles that still rev 
consumers’ engines. 

Denver Auto Show floor may have 
boosted career fair attendance

The Automotive Career Fair at the 
Denver Auto Show will go down as the 
biggest in CADA history. With nearly 
200 auto tech and collision students 
visiting nine dealers and ten collision 
repair and educational facilities, along 
with a Snap-on Tool Truck at the two-
day fair, there was plenty of opportunity 
to learn more about one another.

In fact, a week later, we learned that 
at least one student was hired as a result 
of the career fair.

Like most evolving events, it wasn’t 
without its challenges. Talking with 
people who were only in their booths 
on Friday was an entirely different 

story than talking with those who were 
only there Saturday. That’s because the 
traffic Friday was strong, steady and 
plentiful. Saturday, not so much. In fact, 
survey results from the companies there 
showed one telling response about what 
he or she liked best about the career 
fair: ‘Friday.’ Already, changes are in the 
wind for next year’s event.

To ensure students actually talked 
with employers, they were escorted 
from outside the auto show floor to the 
career fair. After that, they were in their 
element walking, exploring, looking 
under the hoods of the more than 500 
vehicles at the auto show. They were 
easy to spot, too, as most wore the 
tech shirts provided by CADA and the 
Collision Repair Education Foundation, 
our partner on the event.

One of the benefits of having it 
on the auto show floor is that many 
students came with their parents. 

Before the event, we’d heard through 
the grapevine that parents tend to steer 
their kids away from a career in automo-
tive — for any number of reasons. 
Having the event on the auto show 
floor gave parents a way to talk with 
employers about careers in the industry, 
completely surrounded by bright, shiny, 
tech-driven vehicles. Many parents 
walked away with a new and better view 
of a career in this industry.

We’ll do it again next year. For a 
couple more hours on one day. And 
we’ll promote the event beyond auto 
tech schools, so more of those ongoing 
openings have a chance to be filled. 
Already, five of the companies said 
they’ll be back next year. If you want to 
be part of this growing event, mark your 
calendar now for noon to 7 p.m. Friday, 
April 3, 2020 for next year’s Automotive 
Career Fair.

~ Denver Auto Show, continued from page 15
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The birds are chirping, and the 
flowers are blooming but those 
abandoned vehicles are just 

collecting dust. We understand how 
getting a title bond for an aban-
doned vehicle can be confusing. Fear 
no more… we are here to help!  

First, download the DR 2542 - State 
of Colorado Repair Shop Abandoned 
Vehicle Title Checklist from the 
Department of Revenue’s Division of 
Motor Vehicles website.

The checklist lays out nine steps on 
exactly what needs to be done, along 
with the forms and fees tied to each 
step. This comprehensive checklist 
itemizes all the steps it takes to process 
these abandoned vehicles. 

I can help you with Step 6: 
Purchase a surety bond

 The state requires that a surety 
bond be purchased, which includes the 
year, make and VIN of the vehicle. Our 
title surety bonds fulfill STEP 6 and with 
our on-line portal, accessing a title bond 
application is easy. Visit our bond 
request portal at www.colorado.auto and 
download the application today!

The Title Bond Application is easy 
to complete, as most of the information 
and documentation needed has already 
been gathered in STEPS 1-3 of the 
Repair Ship Abandoned Vehicle Titling 
Checklist. 

To issue a title bond, sign the applica-
tion and have it notarized, along with 
a Certified VIN Inspection form (DR 
2704), a Title Information Request and 
Receipt form (DR 2539) and a vehicle 
appraisal. 

A vehicle appraisal can be on dealer-
ship letterhead and should establish the 
retail fair market value of the vehicle. 
(Note: The amount of the title bond is 
always double the vehicle appraisal.) 

Once the application is completed 
and all documents are gathered, send 
them to me by e-mail (khorrie.luther@
colorado.auto). I will approve the 
application and all documents provided. 

Once approved, I will email you the 
title bond and invoice. Generally speak-
ing, the price is one percent (1%) of the 
vehicle appraisal (doubled) and subject 
to a $100 minimum premium. 

I’d love to help you with that spring 
cleaning. Reach out to me at anytime 
with questions about submitting a title 
bond request. I’m here to help! 

Reach Khorrie: khorrie.luther@
colorado.auto OR 303.457.5122.

How to get title bonds to get those 
abandoned vehicles off your lot

Bond & Forms
Khorrie Luther
Business Manager
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Mike Ferris, 76, passed away on 
March 22, 2019, at HopeWest 
Hospice. Mike has impacted the 
lives of his family, friends, business 
associates, and the community 
with his warmth, kindness, and 
giving spirit.

He was born and raised in Des 
Moines, Iowa, and graduated from Iowa State University in 
Ames with a major in business. He received a Master’s Degree in 
Business and Financial Management from George Washington 
U, Washington, D.C. while serving in the military.

Mike began with Ford Motor Company in 1967, and after several 
years as a car sales manager in Denver, Mike purchased Western 
Slope Auto in 1978. He successfully grew the dealership that 

now includes Ford, Lincoln, Toyota, and Chrysler Jeep Ram. In 
addition, he purchased and managed local businesses, including 
GPD, Westcon, and SMR.

He is survived by his wife, Kay; daughter, Meredith Davis 
(Kevin); grandchildren, Kaylan, Collin, and Cameron Davis; 
sisters, Jeanine Thompson and Mary Mason (John), and 
brother, Robert Ferris (Louise). His is preceded in death by his 
parents, Robert and Marjory Ferris, and nephew, Pete Davidson.

Mike’s loves were his family, especially the grandkids, friends, 
his businesses, tennis, golf, flying his airplanes, and the Broncos. 
He had a great sense of humor.

Mike’s family expresses gratitude for the compassionate care 
given to him by HopeWest. Memorial contributions, in Mike’s 
name, can be made to HopeWest, 3090B N. 12th Street, Grand 
Junction, CO 81506

In Memoriam

Mike Ferris – 1943 - 2019

Member News
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Federated Mutual Insurance Company • Federated Service Insurance Company* 

Federated Life Insurance Company • Federated Reserve Insurance Company* • Granite Re, Inc.* 

federatedinsurance.com  |  *Not licensed in all states.  © 2018 Federated Mutual Insurance Company 

 
This article is for general information regarding risk prevention and should not be considered legal advice. The claim example is only 
a basis for discussion and illustrates only one possible scenario. Coverage for actual claims will be determined solely by individual 
policy terms and facts of the claim. The recommendations presented are not guaranteed to reduce or eliminate any risk of loss. 
Seek qualified counsel regarding questions specific to your circumstances. © 2018 Federated Mutual Insurance Company. 

 
 
Federated Insurance’s Claim of the Month — Could it happen to you?  
 

A dealership and its inventory were destroyed by a category 4 hurricane. The dealership’s policy 

would have covered up to $10,000 in expenses related to moving covered autos. But the dealer 

decided not to heed warnings to get its stock out of harm’s way, despite having two days of 

warning.  
 

CLAIM AMOUNT: Over $2.5 million 
 

Preparing for a disaster is a big job, but clean-up can be even worse. Anything you can do to 

trim the risk of damage to your inventory may help reduce your burden once the disaster 

passes. Moving autos to a safer location can help you in many ways: 

 More vehicles in selling condition means you have a better chance of conducting business as 
usual. 

 You are more likely to be able to keep your business profitable if you don’t have to wait for 
vehicles to sell. 

 You can help your community recover by conducting business. 

The policy endorsement that covers such moving expenses applies to any cause of loss 

covered by your policy.  
 

Federated Mutual Insurance Company is recommended by 19 state and national auto dealer 

associations for customized insurance programs and value-added risk management services, 

such as Federated’s Shield Network®, the Risk Management Resource Center, and the 

Federated Employment Practices Network®. Visit federatedinsurance.com or contact your local 

marketing representative for resources you can use to create or enhance your own risk 

management program. 
 

This article is for general information and recommendations for risk prevention only and should 

not be considered legal or other expert advice. The recommendations herein may help reduce, 

but are not guaranteed to eliminate, any or all risk of loss. All products and services not 

available in all states. Qualified counsel should be sought with questions specific to your 

circumstances and applicable laws. © 2019 Federated Mutual Insurance Company. 
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Sponsored by:

Released: March 2019 Covering data thru February 2019

Colorado Auto Outlook
Comprehensive information on the Colorado new and used vehicle market

TM

Data Information

All data represents new and used retail registrations in Colorado and excludes fleet transactions. Year-to-date figures are more reflective of market results. 

Data Source: IHS.

Colorado U.S.

YTD thru Feb. '18 31,172 2,033,123

YTD thru Feb. '19* 31,960 1,957,098

% change 2.5% -3.7%

Dec. '17 thru Feb. '18 49,251 3,291,913

Dec. '18 thru Feb. '19* 50,378 3,220,885

% change 2.3% -2.2%

Colorado and U.S. New Retail Light Vehicle Registrations QUICK FACTS

State new vehicle market increased 2.5 % dur-
ing the first two months of 2019 versus a year 
earlier. U.S. market was off 3.7%.

Light truck registrations in the state increased 
4.8% so far this year, while passenger cars 
were down 5.7%

Used vehicle registrations in the state declined 
1.5% in January of this year (only includes 
vehicles seven years old or newer.)

Percent Change in Colorado and U.S. New Vehicle Markets

The Colorado market was up slightly so far this year, 
while the National market fell

Colorado

+2.5
U.S.

-3.7%
YTD ‘19 thru February 

% Change In
New Retail Market vs. 

Year Earlier 
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Page 2 Covering data thru February 2019

LIGHT TRUCKS PASSENGER CARS

DOWN
5.7%

UP
4.8%

Change in YTD
New Retail Light Vehicle

Registrations  

Top ten brands shaded gray. Data Source: IHS. 

Colorado New Retail Car and Light Truck Registrations

February
Three Month Period

Dec. '18 thru Feb. '19*
YTD thru February*

YTD

Market Share (%)

Colorado Colorado Colorado Colorado

2018 2019* % chg. Yr. Ago Current % chg. 2018 2019 % chg. 2018 2019 Chg.

MARKET SUMMARY

TOTAL 15,039 14,573 -3.1% 49,251 50,378 2.3% 31,172 31,960 2.5%

Cars 3,187 2,671 -16.2% 11,224 10,112 -9.9% 6,637 6,258 -5.7% 21.3 19.6 -1.7

Light Trucks 11,852 11,902 0.4% 38,027 40,266 5.9% 24,535 25,702 4.8% 78.7 80.4 1.7

Domestic 5,519 5,379 -2.5% 18,343 19,782 7.8% 11,529 12,302 6.7% 37.0 38.5 1.5

European 1,764 1,675 -5.0% 5,723 5,447 -4.8% 3,817 3,523 -7.7% 12.2 11.0 -1.2

Japanese 6,880 6,617 -3.8% 22,512 22,288 -1.0% 14,103 14,280 1.3% 45.2 44.7 -0.6

Korean 876 902 3.0% 2,673 2,861 7.0% 1,723 1,855 7.7% 5.5 5.8 0.3

BRAND REGISTRATIONS

Acura 117 129 10.3% 372 438 17.7% 240 296 23.3% 0.8 0.9 0.2

Alfa Romeo 21 17 -19.0% 66 61 -7.6% 45 38 -15.6% 0.1 0.1 0.0

Audi 283 246 -13.1% 925 881 -4.8% 567 527 -7.1% 1.8 1.6 -0.2

BMW 288 286 -0.7% 978 971 -0.7% 668 639 -4.3% 2.1 2.0 -0.1

Buick 132 138 4.5% 376 433 15.2% 257 296 15.2% 0.8 0.9 0.1

Cadillac 81 78 -3.7% 248 284 14.5% 162 179 10.5% 0.5 0.6 0.0

Chevrolet 1,132 1,052 -7.1% 3,792 3,687 -2.8% 2,402 2,290 -4.7% 7.7 7.2 -0.5

Chrysler 53 33 -37.7% 188 121 -35.6% 120 75 -37.5% 0.4 0.2 -0.2

Dodge 192 174 -9.4% 603 606 0.5% 380 391 2.9% 1.2 1.2 0.0

FIAT 18 8 -55.6% 55 22 -60.0% 36 11 -69.4% 0.1 0.0 -0.1

Ford 1,623 1,521 -6.3% 5,435 5,359 -1.4% 3,368 3,376 0.2% 10.8 10.6 -0.2

Genesis 4 4 0.0% 42 9 -78.6% 23 7 -69.6% 0.1 0.0 -0.1

GMC 475 434 -8.6% 1,629 1,690 3.7% 1,001 1,007 0.6% 3.2 3.2 -0.1

Honda 1,173 1,141 -2.7% 3,772 3,779 0.2% 2,394 2,455 2.5% 7.7 7.7 0.0
Hyundai 484 492 1.7% 1,528 1,759 15.1% 922 1,083 17.5% 3.0 3.4 0.4

Infiniti 85 70 -17.6% 312 262 -16.0% 192 144 -25.0% 0.6 0.5 -0.2

Jaguar 21 33 57.1% 85 91 7.1% 53 61 15.1% 0.2 0.2 0.0

Jeep 1,177 1,116 -5.2% 3,462 3,398 -1.8% 2,309 2,251 -2.5% 7.4 7.0 -0.4

Kia 384 406 5.7% 1,080 1,091 1.0% 755 765 1.3% 2.4 2.4 0.0

Land Rover 92 108 17.4% 285 314 10.2% 194 206 6.2% 0.6 0.6 0.0

Lexus 211 218 3.3% 883 921 4.3% 480 518 7.9% 1.5 1.6 0.1

Lincoln 55 63 14.5% 216 259 19.9% 145 179 23.4% 0.5 0.6 0.1

Maserati 10 9 -10.0% 26 22 -15.4% 15 17 13.3% 0.0 0.1 0.0

Mazda 326 298 -8.6% 1,077 1,059 -1.7% 656 664 1.2% 2.1 2.1 0.0

Mercedes 272 236 -13.2% 996 807 -19.0% 684 515 -24.7% 2.2 1.6 -0.6

MINI 78 68 -12.8% 201 175 -12.9% 142 113 -20.4% 0.5 0.4 -0.1

Mitsubishi 67 70 4.5% 217 216 -0.5% 145 133 -8.3% 0.5 0.4 0.0

Nissan 727 638 -12.2% 2,456 2,344 -4.6% 1,482 1,446 -2.4% 4.8 4.5 -0.2

Other 12 0 -100.0% 49 29 -40.8% 41 13 -68.3% 0.1 0.0 -0.1

Porsche 88 96 9.1% 214 226 5.6% 153 171 11.8% 0.5 0.5 0.0

Ram 564 688 22.0% 2,017 2,441 21.0% 1,207 1,557 29.0% 3.9 4.9 1.0

Subaru 1,915 1,961 2.4% 6,129 6,243 1.9% 3,882 4,032 3.9% 12.5 12.6 0.2

Tesla 35 82 134.3% 375 1,503 300.8% 177 700 295.5% 0.6 2.2 1.6

Toyota 2,259 2,092 -7.4% 7,294 7,025 -3.7% 4,632 4,591 -0.9% 14.9 14.4 -0.5

Volkswagen 473 451 -4.7% 1,478 1,425 -3.6% 982 936 -4.7% 3.2 2.9 -0.2

Volvo 112 117 4.5% 390 427 9.5% 261 278 6.5% 0.8 0.9 0.0
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Percent change in registrations

Percent Change in Brand Registrations
YTD 2019 thru February* vs. YTD 2018

(Top 30 selling brands)

Registrations increased by more 
than 15% for Tesla, Ram, Lincoln, 
Acura, Hyundai, and Buick

Colorado and U.S. Market Share
YTD 2019 thru February*

(Top 20 selling brands in state)

Toyota, Subaru, Ford, Honda, and 
Chevrolet were market share 
leaders in Colorado
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Quarterly Alternative Powertrain Market Share
(includes hybrid and electric vehicles)

The graph above shows hybrid powertrain and electric vehicle quarterly market share in the 
state. First Quarter 2019 includes January only. Source: IHS.

Segment Market Shares
YTD 2018 thru February

The two graphs above show market shares for primary segments during the first two months of 2018 and 2019. *Feb ‘19 figures estimated by Auto Outlook.

Source: IHS.

Non Luxury SUV 
Market Share in ‘18:

45%
Non Luxury SUV 

Market Share in ‘19:

46%

Segment Market Shares
YTD 2019 thru February*

VEHICLE SEGMENTS

HYBRID AND ELECTRIC VEHICLES

Source: IHS. 
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Hybrid Plug In Hybrid Electric

New Retail Hybrid, Plug In Hybrid, and Electric Vehicle Registrations

Top 20 Selling Models in Colorado - January 2019

Rank Model Type Regs.

1 Tesla Model 3 Electric 468

2 Nissan Leaf Electric 94

3 Tesla Model X Electric 83

4 Tesla Model S Electric 67

5 Toyota Highlander Hybrid 46

6 Lexus RX Hybrid 44

7 Chevrolet Bolt Electric 36

8 Chevrolet Volt Plug In Hybrid 33

9 Toyota Camry Hybrid 26

10 Honda Accord Hybrid 22

11 Toyota RAV4 Hybrid 22

12 Lexus NX Hybrid 18

13 Kia Niro Hybrid 17

14 Toyota Prius Hybrid 17

15 Honda Clarity Plug In Hybrid 17

16 Honda Insight Hybrid 14

17 Hyundai Ioniq Hybrid 13

18 Toyota Avalon Hybrid 13

19 Chrysler Pacifica Plug In Hybrid 13

20 Kia Niro Plug In Hybrid 13
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Page 5 Covering data thru February 2019

Colorado Used Retail Car and Light Truck Registrations (only includes vehicles 7 years old or newer)

January
Three Month Period

Nov. '18 thru Jan. '19*
Annual Total

Annual

Market Share (%)

2018 2019 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 23,929 23,573 -1.5% 61,283 67,458 10.1% 258,330 271,633 5.1%
Acura 228 231 1.3% 611 706 15.5% 2,799 2,769 -1.1% 1.1 1.0 -0.1
Audi 494 539 9.1% 1,269 1,489 17.3% 4,725 5,674 20.1% 1.8 2.1 0.3
BMW 626 602 -3.8% 1,652 1,694 2.5% 7,234 6,929 -4.2% 2.8 2.6 -0.2
Buick 294 194 -34.0% 712 595 -16.4% 2,733 2,919 6.8% 1.1 1.1 0.0
Cadillac 313 252 -19.5% 784 684 -12.8% 3,228 3,015 -6.6% 1.2 1.1 -0.1
Chevrolet 2,454 2,217 -9.7% 6,193 6,402 3.4% 26,698 26,962 1.0% 10.3 9.9 -0.4
Chrysler 293 285 -2.7% 758 816 7.7% 3,672 3,442 -6.3% 1.4 1.3 -0.2
Dodge 1,665 1,635 -1.8% 4,345 4,726 8.8% 19,482 19,758 1.4% 7.5 7.3 -0.3
FIAT 59 42 -28.8% 133 131 -1.5% 637 597 -6.3% 0.2 0.2 0.0
Ford 3,419 3,424 0.1% 8,640 9,658 11.8% 37,612 38,588 2.6% 14.6 14.2 -0.4
GMC 962 795 -17.4% 2,371 2,438 2.8% 9,120 9,699 6.3% 3.5 3.6 0.0
Honda 1,106 932 -15.7% 2,797 2,961 5.9% 12,010 12,477 3.9% 4.6 4.6 -0.1
Hyundai 922 1,002 8.7% 2,258 2,734 21.1% 10,084 10,693 6.0% 3.9 3.9 0.0
Infiniti 289 359 24.2% 692 846 22.3% 3,028 3,167 4.6% 1.2 1.2 0.0
Jaguar 21 35 66.7% 59 99 67.8% 229 345 50.7% 0.1 0.1 0.0
Jeep 1,546 1,526 -1.3% 4,019 4,495 11.8% 17,151 17,831 4.0% 6.6 6.6 -0.1
Kia 680 644 -5.3% 1,802 1,883 4.5% 8,277 8,471 2.3% 3.2 3.1 -0.1
Land Rover 147 188 27.9% 393 530 34.9% 1,718 1,703 -0.9% 0.7 0.6 0.0
Lexus 381 480 26.0% 972 1,324 36.2% 4,210 4,758 13.0% 1.6 1.8 0.1
Lincoln 112 109 -2.7% 303 315 4.0% 1,279 1,340 4.8% 0.5 0.5 0.0
Mazda 320 408 27.5% 910 1,188 30.5% 3,931 4,345 10.5% 1.5 1.6 0.1
Mercedes 465 453 -2.6% 1,176 1,195 1.6% 4,593 5,209 13.4% 1.8 1.9 0.1
MINI 133 98 -26.3% 342 321 -6.1% 1,522 1,563 2.7% 0.6 0.6 0.0
Mitsubishi 102 112 9.8% 306 358 17.0% 1,588 1,293 -18.6% 0.6 0.5 -0.1
Nissan 1,993 2,040 2.4% 5,080 5,705 12.3% 21,228 23,295 9.7% 8.2 8.6 0.4
Porsche 87 89 2.3% 219 261 19.2% 854 1,050 23.0% 0.3 0.4 0.1
Subaru 1,526 1,519 -0.5% 4,123 4,513 9.5% 15,632 17,145 9.7% 6.1 6.3 0.3
Toyota 2,485 2,482 -0.1% 6,290 6,920 10.0% 25,542 26,986 5.7% 9.9 9.9 0.0
Volkswagen 586 675 15.2% 1,475 1,858 26.0% 5,365 7,212 34.4% 2.1 2.7 0.6
Volvo 145 132 -9.0% 373 397 6.4% 1,349 1,551 15.0% 0.5 0.6 0.0
Others 76 74 -2.6% 226 216 -4.4% 800 847 5.9% 0.3 0.3 0.0

Change in Used Vehicle Market Share by Age of Vehicle 
January 2019 vs. January 2018
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Market share for four year old vehicles 
increased by 3.0 share points.

Source: IHS.
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Back by popular demand, Title Processing Fundamentals 
is designed for dealership title clerks and processors with 
fewer than six months’ experience — or as a refresher for 
title clerks, controllers and office staff. This this 2.5-hour 
seminar recaps DMV requirements and updates, including:

• Latest rules on new temporary registration permits — 
and your ability to issue a second permit

• Electronic Lien Titling (ELT) — How it works & updates

• Recent state law clarification for lien 
perfection requirements

• Sales & use tax recap and reform efforts

• Out-of-state sales and title transfers

• Unusual titling situations

• Repossessions & ELT requirements

• Secure Power of Attorney

• Power of Attorney/trust documents, dates & 
lien releases

• County rejects and reading a registration

• Q&A — Bring examples or issues you want to cover

These seminars fill up fast, so register today!

Title Processing Fundamentals
Get the latest updates on DMV requirements
— including Electronic Lien & Title

About 
our presenter

Owner of Accurate Auto Title Specialists (AATS), Cindy Vieyra has 
provided title processing expertise and assistance to auto dealers, 
credit unions, lenders and individuals since 2008. She has more than 
15 years’ title processing experience in Colorado, including seven years 
at the Denver County DMV and nearly a year and a half with a local 
new-car dealership.

AATS helps with all types of titling and registration. Vieyra’s services 
include training by appointment and help with problem cases, such as 
out-of-state title issues. 

You’ll 
learn

• How to complete 
the required 
title documents

• Unusual 
titling situations

• DMV forms and 
requirements for 
new forms

• How Electronic 
Lien Titling works 

• Sales & use 
tax recap and 
reform efforts

The details
What
Title Processing Fundamentals

When
Tuesday, May 14
Grand Junction
DoubleTree by Hilton 
743 Horizon Dr. 
Grand Junction 81506
7:00 a.m. Breakfast  
7:30 – 10:00 a.m. Seminar
Glenwood Springs
La Quinta Inn
124 W 6th St.
Glenwood Springs 81601
Noon Lunch 
12:30 – 3 p.m. Seminar

Tuesday, May 28
Denver
CADA Headquarters
290 E. Speer Blvd. 
Denver 80203
7:00 a.m.  Breakfast
7:30 - 10 a.m. Seminar
Loveland
Embassy Suites
4750 Clydesdale Pkwy.
Loveland 80538
11:30 a.m. Lunch 
Noon – 2:30 p.m. Seminar

Tuesday, June 4
Colorado Springs
DoubleTree by Hilton
1775 E. Cheyenne 
Mountain Blvd.
Colorado Springs 80906
7:30 a.m. Breakfast 
8 – 10:30 a.m. Seminar
Pueblo
Courtyard Marriott 
Pueblo Downtown
110 W E 1st  
Pueblo 81003
11:30 a.m. Lunch 
Noon – 2:30 p.m. Seminar

Price
$159 First registration 
$139 Subsequent registrations

Register
www.colorado.auto/events 
SeminarRSVP@colorado.auto 
303.831.1722
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go from 
car dealer” to
master purveyor
of automotive
excellence.”

“
“

Six words we never want to hear? “It’s always been done that 
way.” Not on our watch. The industry is changing faster than 
ever, and at Ally, we believe that you have to do more than 
simply keep up - you have to lead the charge. So we reinvent, 
reimagine, and recreate - then do it again. And as the retail 
landscape evolves, only one thing will always remain the 
same: our dedication to helping your dealership stay ahead 
of the curve. We say it, and we mean it. 

ally.com/dealer

do it right. ©
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