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Dear Colorado Dealer:

It’s no exaggeration to say that Colo-
rado’s automobile dealers are engaged 
in one of our biggest fights: Against the 
state’s Air Quality Control Commis-
sion (AQCC) adopting California’s Low 
Emission Vehicle (LEV) standards, and 
potentially going further to adopting 
Zero Emission Vehicle (ZEV) standards.

The background
• California adopted a LEV standard 

for all new cars sold after 2004, and 
also required that two percent of 
vehicles now, and 10 percent by 2025, 
be ZEV. California is the only state 
allowed to set its own standards, 
although other states are allowed to 
adopt California’s standards.

• The District of Columbia and 12 
other states have adopted Califor-
nia’s standards.

• Then-EPA Administrator Scott Pruitt 
announced April 2, 2018 that the 
agency is revoking Obama admin-
istration standards requiring cars 
and light trucks to average at least 
50 mpg by 2025, which is similar to 
California’s standards.

• California and 17 other states sued 
over the standards’ revocation in May.

• Gov. John Hickenlooper issued an 
executive order June 19, committing 
Colorado to adopting California’s 
LEV standards. 

• The executive order directs the 
Colorado Department of Public 
Health and Environment to make a 
rule establishing the LEV program. 
That rule goes before the Colorado 
Air Quality Control Commission this 
month and if adopted, would become 
a state regulation in December.

CADA’s position is that California’s LEV 
standards would reduce consumers’ 
choices and harm both the economy and 
Colorado air quality. 

The data is clear. Ten years ago, the 
“Light Truck” category of vehicles  (pick-
ups, SUVs and minivans) amounted to 
58 percent, versus 42 percent passenger 
cars, of our new vehicle sales. Now it’s 
75 percent of sales, while California’s 
vehicle mix in the first quarter was much 
closer to 50-50. 

By adopting California LEV standards, 
Colorado dealers would have to move at 
least 22 percent of our sales to vehicles 
that consumers are showing they don’t 
want. If consumers can’t get the vehicles 
they want or need and if those vehicles 
are too expensive, they will keep their 
less efficient and more polluting vehicles 
they currently drive. Even with the gen-
erous state and federal subsidies, which 
amount to at least $12,500 on each ZEV, 
the vehicles only comprise 1.6 percent of 
our total sales.

It’s now up to AQCC
We informally made our case to the gov-
ernor and it fell on deaf ears. The AQCC 
must consider economic impact when 
adopting rules, but we believe that it 
will pay less attention to our arguments 
and likely will adopt the LEV standard. 
It could go even further and adopt the 
ZEV standard. The governor assures us 
it won’t happen, but the AQCC is an 
independent body and he can’t compel 
their actions. 

If the AQCC promulgates Cal-LEV and/
or ZEV, CADA is prepared to file for an 
injunction and let the courts decide the 
issue. We recently contracted Paul Seby, 

counsel with Greenberg Traurig who was 
determined is best to represent us. Ac-
cording to Tim Jackson, we can present 
to the court only the same information 
we are submitting to the AQCC. So we’re 
making sure that when the commission 
meets this month, it has the full extent 
of our arguments. 

This is gearing up to be a long, protract-
ed, potentially nasty and expensive fight. 
In the final analysis, if the emissions 
standards are adopted and upheld, the 
only possibility for reversing them could 
be determined by who is elected gover-
nor. He will control AQCC appointees to 
the nine-person commission, which turn 
over at the rate of three a year. Which 
party controls the legislature will also be 
critical, because there is also the poten-
tial for legislative action.

CADA will continue with its Legislative 
Grassroots Meetings and we encourage 
you to participate and state our case to 
current and future legislators. We also 
are keeping an eye on the statewide 
education tax initiative, which would 
increase the state income tax from a flat 
4.3 percent to 8.25 percent on incomes 
higher than $250,000.

We’ll keep you informed about the status 
of the AQCC’s actions and how we’ll 
respond.

Best regards,

Dealers want to sell what 
consumers want to buy... and in 
Colorado, it’s light-duty trucks
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N O V E M B E R  11 - 1 4
Grand Hyatt Kaua’i

Resort and Spa
Koloa, Hawaii

SUNDAY, NOVEMBER 11
8 a.m. - 5 p.m.  Registration
5 – 8 p.m. Welcome Reception

MONDAY, NOVEMBER 12
8 – 9 a.m. Breakfast
9 a.m. – Noon Meeting
Noon – 1 p.m. Lunch
  Afternoon and evening on your own

TUESDAY, NOVEMBER 13
8 – 9 a.m. Breakfast
9 a.m. – Noon Meeting
Noon – 1 p.m. Lunch
  Afternoon on your own
5:30 - 9 p.m. Closing Reception/Dinner

WEDNESDAY, NOVEMBER 14
8 – 9 a.m. Breakfast

REGISTRATION TYPE 
 EARLY BIRD        AFTER   
                        SEPTEMBER 30
Dealer/Dealership staff     $   895    $   995
Spouse/Guest     $   495     $   595
Non-dealer/Sponsor

REGISTER
Online  colorado.auto/events
e-mail  CADA2018@colorado.auto
Phone   303.831.1722

Contact Polly Penna for details and 
all sponsorship levels. 303.945.6426 
or polly.penna@colorado.auto

HOTEL RESERVATIONS
To register at the Grand Hyatt Kaua’I, visit
colorado.auto/events
Or reserve by phone
877.571.3582
Mention CADA18 for the CADA convention rate.

Keynote Speaker
Jason Stein, Publisher

AGENDA REGISTRATION NOW OPEN

Aloha Surf Lessons
Backcountry 
Tubing Adventure
Koloa Zipline
Wildlife Refuge Kayak & 
Hidden Valley Falls Hike
Scenic Valley 
Horseback Ride
ATV Waterfall Adventure
Waimea Canyon Excursion
Star Na Pali Dinner 
Sunset Sail
Kauai Eco Helicopter Tour

New for 2018!  
Tours! tours tours! 

colorado.auto/events
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Why the California LEV 
cookie cutter model 
crumbles in Colorado

There are many reasons 

why it doesn’t make 

sense for Colorado 

to adopt California’s Low 

Emissions Vehicle standards. 

For starters, we’re not California. We 
don’t have its infamous air quality 
problems. The seven U.S. cities with the 
worst ozone pollution are in California. 
The nation’s three most-polluted cities 
in terms of short-term particulate 
pollution? Also in California. 

We also have a very different driving 
conditions. California population 
centers like Los Angeles-Long Beach 
and the Bay area are known not just for 
their air pollution but also for their mild 
weather. In contrast, Colorado drivers 
have to navigate challenging winter 
weather, mountainous roads and long 
distances between rural towns. 

It’s not surprising then that three-
quarters of the new Colorado vehicles 
sold fall into the light truck category, 
which includes pickups, SUVs and other 
all-wheel-drive vehicles. In contrast, 
California consumers buy roughly half 
cars and half vehicles from the light 
trucks category.

Colorado’s light truck/car mix by 
county shows surprising results

This distinction is just one reason 
why California’s cookie-cutter vehicle 
emissions standards would be a bad fit 
for Colorado. 

We thought it would be interesting 
to drill deeper into Colorado’s truck-v.-
car numbers, breaking them down by 
county (see opposite page).

Not surprisingly, we found that 
consumers in Colorado’s rural counties 
are especially likely to buy vehicles from 
the light trucks category. After all, they 
are likely to face long drives, sometimes 
on unpaved roads, and especially 
extreme weather. Plus, those who work 
in the ranching, farming, energy or 
construction industries are unlikely to 
find that that a Tesla meets their needs. 
(I don’t recall ever seeing a horse trailer 
being towed by a Tesla.) 

But what about our friends in Pitkin 
County, home to Aspen? Elected offi-
cials there are arguing for the adoption 
of the tougher California fuel efficiency 
mandates – including a huge increase in 
the Colorado electric vehicle quota.

So Pitkin County consumers must be 
already voting with their pocketbooks, 
buying small, especially fuel-efficient or 
electric cars, right? 

Not exactly. Pitkin County’s consum-
ers chose new vehicles from the light 
truck category 88.3 percent of the 
time in the first quarter of this year – a 
significantly higher proportion than the 
state as a whole.

The county sales data offers 
other insights

Topping the list of Colorado counties 
with the highest percentage of light 
trucks are rural Baca, Cheyenne and 
Hinsdale counties, where more than 
95 percent of first quarter sales came 
in the light truck category. Clearly, 

one-size-fits-all vehicle standards 
imported from California aren’t going to 
work for them. 

Even in Colorado’s most heavily 
populated urban and suburban 
counties, the light truck category 
dominates. More than seven out of 10 
new vehicles sold were light trucks in 
Adams, Arapahoe, Boulder, Broomfield, 
Denver, Douglas, Jefferson, Larimer, 
Mesa, Pueblo and Weld Counties. Of the 
state’s most populous counties, only El 
Paso fell under the 70 percent thresh-
old, with 68.5 percent of new vehicle 
sales from the light truck category. 

Not a single Colorado county sold as 
low a percentage of new vehicles from 
the light truck category as California, 
where in first quarter, 53.7 percent were 
in that category statewide. 

Light bulb moment is now
There’s a clear message here: 

Colorado consumers, no matter where 
they live, know what vehicles fit their 
needs, whether they’re driving a Little 
League team to the playoffs or running 
a ranch.

Inflexible California standards will 
interfere with Coloradans’ freedom 
of choice because we’re a very differ-
ent state with very different driving 
demands. 

We know that all of today’s new 
vehicles, no matter what category 
they’re from, produce significantly lower 
pollution than the vehicles of earlier 
decades. So Colorado consumers, no 
matter what new vehicle they choose, 
can rest assured that they’re helping 
clean Colorado’s air. 
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Colorado Auto Outlook
Special Release

Sponsored by:

NEW RETAIL LIGHT VEHICLE REGISTRATIONS IN COLORADO COUNTIES
FIRST QUARTER, 2018

COUNTY CARS
LIGHT

TRUCKS
LIGHT TRUCK

SHARE (%) COUNTY CARS
LIGHT

TRUCKS
LIGHT TRUCK

SHARE (%)
ADAMS 908 2480 73.2% KIT CARSON 5 46 90.2%
ALAMOSA 14 85 85.9% LA PLATA 95 395 80.6%
ALBANY 1 0 0.0% LAKE 12 36 75.0%
ARAPAHOE 1479 3958 72.8% LARIMER 690 2088 75.2%
ARCHULETA 19 125 86.8% LAS ANIMAS 28 125 81.7%
BACA 1 29 96.7% LINCOLN 2 25 92.6%
BENT 3 23 88.5% LOGAN 22 99 81.8%
BOULDER 788 1887 70.5% MESA 281 840 74.9%
BROOMFIELD 271 793 74.5% MINERAL 1 5 83.3%
CHAFFEE 23 157 87.2% MOFFAT 14 88 86.3%
CHEYENNE 1 24 96.0% MONTEZUMA 35 153 81.4%
CLEAR CREEK 10 40 80.0% MONTROSE 63 226 78.2%
CONEJOS 11 41 78.8% MORGAN 43 156 78.4%
COSTILLA 5 22 81.5% OTERO 24 61 71.8%
CROWLEY 3 5 62.5% OURAY 11 46 80.7%
CUSTER 7 40 85.1% PARK 31 147 82.6%
DELTA 37 139 79.0% PHILLIPS 6 32 84.2%
DENVER 1670 4531 73.1% PITKIN 23 173 88.3%
DOLORES 3 5 62.5% PROWERS 8 52 86.7%
DOUGLAS 1071 3578 77.0% PUEBLO 265 654 71.2%
EAGLE 110 500 82.0% RIO BLANCO 7 53 88.3%
EL PASO 2050 4463 68.5% RIO GRANDE 9 53 85.5%
ELBERT 46 218 82.6% ROUTT 41 171 80.7%
FREMONT 59 189 76.2% SAGUACHE 9 34 79.1%
GARFIELD 130 523 80.1% SAN JUAN 1 2 66.7%
GILPIN 10 61 85.9% SAN MIGUEL 12 65 84.4%
GRAND 30 150 83.3% SEDGWICK 1 13 92.9%
GUNNISON 18 95 84.1% SUMMIT 52 300 85.2%
HINSDALE 0 2 100.0% TELLER 48 198 80.5%
HUERFANO 9 40 81.6% WASHINGTON 2 26 92.9%
JACKSON 1 16 94.1% WELD 803 2725 77.2%
JEFFERSON 1329 4176 75.9% YUMA 7 82 92.1%
KIOWA 1 12 92.3% STATE TOTAL 12769 37576 74.6%

Data Source: AutoCount data from Experian

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: autooutlook@icloud.com

Copyright Auto Outlook, Inc., August 2018

New retail light vehicle registrations in Colorado Counties — Q1,  2018
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Open enrollment for employee health insurance is around 
the corner. In dealerships throughout the state, data will 
be crunched and hard decisions made. And if you haven’t 
already, now’s the time to talk with me, CADA’s Insurance 
Services’ broker.

As such, I understand dealerships. I can help you and your 
HR folks obtain the best insurance coverage for employees, 
maximizing employee benefits while containing costs. 
Moreover, CADA is licensed with all Colorado insurance 
companies – so you can save time and gain more through this 
one-stop-shop option.

Earlier this year, CADA commissioned a study to gather 
information about how dealers view our services. The findings 
confirmed that we’re on the right track — and we learned we 
could be even more responsive. 

Western Slope dealer chooses CADA  
over other options

For many of our satisfied clients, one significant motivator 
is that revenues generated by our services go to support 
CADA’s legislative and regulatory work, which member dues 
alone cannot cover. 

Supporting CADA’s work is one reason that a Western 
Slope dealer chose CADA Insurance Services. He rated overall 
satisfaction a 9.7 out of 10, based on criteria that includes 
cost and coverage, as well as our responsiveness and positive 
references from other dealers. We secured better rates for him 
and his employees by moving to a different carrier. 

“Probably the biggest thing I look at is what’s fair to the 
employee and what’s fair to the employer because they can 
only afford so much,” the dealer told the researcher, “and I can 
only afford so much.” 

He explained how tough it is to get a high level of service 
from Front Range providers. “We don’t have a lot of choices 
on our side of the hill,” he noted. “When you throw the Rocky 
Mountains between us and the Front Range, it’s like two 
different worlds. The healthcare providers on the Front Range 
are not over here.” 

He added that CADA researches insurance carriers well 
enough to ensure they’ll provide good service in the markets 
where dealers are located.

We make in-person visits throughout the state
We make an effort to visit every CADA insurance client each 

month to answer questions and offer new employee enroll-
ment services. Our service model also includes a pre-renewal 
meeting before open enrollment. We are on site for all open 
enrollment meetings to educate dealers’ employees. And, of 
course, we’re always available by phone to answer questions 
and concerns, regardless of where you are: On the Western 
Slope the Eastern plains or in mountain communities.

Boulder dealer renews its CADA coverage
Naturally, we take care of our Front Range clients, as well, 

and got a 10 out of 10 rating from a Boulder dealer. Primarily 
concerned about cost, the dealer also wanted to make sure that 
employees were able to make informed choices during open 
enrollment. We had an on-site meeting, so employees could 
meet one-on-one with us and get all their questions answered.

According to the researchers, “The decision to renew 
with CADA, rather than seek alternatives was simple [for 
this dealer]. ‘There was discussion about it and we’re quite 
happy with the way CADA does our renewals every year. We 
did switch plans within the same insurance company. We did 
expand our plans. So we have three different options now for 
health insurance.’ ”

Not every CADA member we talk with turns to us for cover-
age. Turns out it’s still valuable to talk with me, because I give 
you benchmarks against which to measure insurance products 
other brokers offer. 

If you’re planning on kicking the tires during open enroll-
ment to see if there’s something new — maybe even better 
than what you have — we’re happy to talk with you. We’ll give 
you an evaluation of your current coverage and an accurate 
picture of options available to you. It’s free, so contact us 
today. Who knows? You could get great coverage for your 
employees at a better price than you’re paying now. How much 
would that be worth to you?

Employee Group Benefits
Craig Gordon
Employee Benefits Sales Manager

CADA Insurance Services helps you 
keep benefits up — and costs down
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If your dealership generates any 
materials considered hazardous waste 
under the Resource Conservation 
and Recovery Act (“RCRA”), the EPA 
regulations surrounding the tracking 
and disposal of these materials are 
changing. For now, we are only entering 
the transitional period, which gives 
dealers an opportunity to develop and 
implement newer compliant proce-
dures. These procedures will have to be 
implemented by 2021.

E-Manifest System
First, the old six-page paper 

manifests will disappear. They are 
to be replaced with five-page digital 
manifests through the e-Manifest 
system. The e-Manifest system was 
launched last month with the intent 

of reducing the waste associated with 
paper manifests. They will also reduce 
the time requirement to track and locate 
paper manifests. Up until the mandatory 
deadline in 2021, a mix of paper and 
electronic manifests will be accepted.

You’ll have to use your facility’s 
active EPA ID number to register 
and use the e-Manifest system. The 
registration link is rcrainfo.epa.gov/
rcrainfoprod/action/secured/login. The 
Treatment Storage or Disposal Facilities 
(TSDFs) will have to pay a fee, intended 
to cover the costs of implementing 
the program nationwide. Thus, deal-
ers should not be billed directly for 
transitioning to the e-Manifest system, 
though you may see your prices from 
the TSDFs adjusted accordingly.

It’s also 
worth noting 
that the three-year transition period 
accounts for the fact that even though 
dealers (also known as ‘waste genera-
tors’ in this program) may transition 
quickly to the e-Manifest program, your 
contractors responsible for transporting 
the hazardous material may not be as 
prepared. This is why a mix of electronic 
and paper manifests will be accepted 
until 2021.

Manifest fees
EPA fees for paper manifests will be 

$20 a manifest, versus $13 for a PDF 
image of the manifest, or $7 of a data 
file of the manifest and a PDF submitted 

EPA hazardous waste rules change

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

 

 

 

RainbowCardCompany.com 
majel@rainbowcardcompany.com 

 

 

 

 

 

 

 

continued on page 23
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Johnson Auto Plaza  .........................................21
Stevinson Toyota West  ................................. 18
Freeway Ford  .................................................... 16
Suss Buick GMC  ............................................... 16
Emich Volkswagen ...........................................12
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Dellenbach Motors  ........................................ 10
Spradley Kia  ..................................................... 10
Bighorn Toyota  .................................................. 9
Hellman Motor Company  .............................. 9
John Elway Chevrolet  ...................................... 8
Pikes Peak Community College  ................... 8
Pueblo Toyota  .................................................... 8
Shortline Mitsubishi  ........................................ 8
John Elway Chrysler  

Jeep Dodge Ram  ......................................... 6
King Buick GMC .................................................. 6
Spradley Barr Ford  ........................................... 6
The Faricy Boys  ................................................. 6
Perkins Motor Company  .................................5
Phil Long Ford of Denver  ................................5
Tynans Kia Ft. Collins  .......................................5
Glenwood Springs Subaru  ............................ 4
Groove Subaru  ................................................... 4
Emich Chevrolet  .................................................3
Grand Junction Chrysler  

Jeep Dodge Ram  ..........................................3
Mile High Honda  ................................................3
Stevinson Chevrolet  .........................................3
Stevinson Lexus of Frederick  ........................3
Stevinson Lexus of Lakewood  ......................3

Stevinson Toyota East  ......................................3
Subaru of Pueblo  ..............................................3
Turner Automotive  ............................................3
Freedom Honda  .................................................2
Pedersen Toyota Volvo  ....................................2
Phil Long Honda of Glenwood Springs ......2
Purifoy Chevrolet  ...............................................2
AutoNation Chrysler  

Jeep Arapahoe  ..............................................1
Berthod Motors Buick GMC 

Jeep Chrysler Dodge Ram  .........................1
Courtesy Acura  ...................................................1
Davidson-Gebhardt Chevrolet  ......................1
Ed Carroll Motor Company  .............................1
Flatirons Imports  ...............................................1
Flower Motor Company  ...................................1
Flower Subaru  ....................................................1
Fuoco Motor Company   ...................................1
Glenwood Springs Ford  ...................................1
Jaguar Land Rover  

Colorado Springs  .........................................1
John Elway Cadillac ...........................................1
Kuni Lexus of Greenwood Village  ................1
Land Rover Flatirons  ........................................1
Morehart Murphy Regional  

Auto Center  ....................................................1
Phil Long Ford of Chapel Hills  ......................1
Planet Hyundai  ..................................................1
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Stevinson Hyundai of Longmont  .................1
Vidmar Motor Company  ..................................1

Vehicle Donations - January – July 2018

Goal: 800 old, 
high polluters

800

600

400

200

Contributions
to date: 335

Scholarship 
program update

The driving force behind the vehicle 
donation program is to provide scholar-
ships to students who have a desire 
to work in the automotive technology 
field. This encompasses automotive 
technicians and body shop technicians. 
My goal as the director of the Clear the 
Air Foundation is to award as many as 
20 scholarships a year — valued up to 
$2,500 — to deserving students.

I’m looking for employees in your 
service department who are currently 
enrolled in a trade school auto tech 
program, have exhibited a solid work 
ethic and who may be interested in a 
scholarship. Who better to nominate 

someone than you? You know their work 
habits and how dedicated they are to the 
field. If you have someone like this on 
your staff, please reach out to me.

Pikes Peak Community 
College loaner program

The Clear the Air Foundation has set 
up a vehicle loaner program with Pikes 
Peak Community College to help the 
tech school prepare for classes starting 
later this month. The entire inventory 
of vehicles that students work on was 
destroyed in a hail storm earlier this 
spring. They’re in desperate need of late 
model vehicles (2006 and later, and any 
standard-shift vehicle) in decent work-
ing order for students to wrench on.

The Clear the Air Foundation lent 
two more vehicles this week for a 
total of five, but they need 20. We will 
consider vehicles anywhere in the state. 
For this particular program, we’re look-
ing more in a 75-mile radius of Colorado 
Springs. If you have something that 
might work for Pikes Peak Community 
College, please reach out to me. Thank 
you in advance for any assistance you 
can provide.

And as always, thank you for your 
vehicle donations!

Mark Zeigler
Director, Clear the Air Foundation
303.775.8896
mark.zeigler@colorado.auto
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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. 

 
Auto Dealer Claim of the Month — August 2018 
 
Federated Insurance® Claim of the Month — Could it happen to you?  
 
An auto dealer contracts with an independent third-party company/vendor to pick up and/or 

deliver parts. The driver of the parts company gets into an accident with a pedestrian and the 

pedestrian sues both the vendor and the auto dealership for injuries. 

CLAIM AMOUNT: $750,000  

 

What policies are in place to help prevent this from happening at your dealership? Do you 
know who was driving on your behalf? Federated Insurance recommends several best 

practices to help protect your business and manage risks, such as:  

 Check vendors’ risk management practices for driving safety practices and insurance limits. 

 Choose vendors with appropriate coverages and insurance limits. 

 Decide on your risk level — compare using a third-party vendor or one of your own 

employees. 

 

These are a few risk management recommendations you can use to help protect your 

dealership. To learn more, contact your local Federated Insurance representative and request a  

safety program manual to help start your risk management plan.  

 

Federated Insurance is recommended by 18 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 to discover resources you can 

use to create or enhance your own risk management program, or to contact your local 

representative. 
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Larry H. Miller Dealerships raises 
more than $400,000

Larry H. Miller Dealerships teamed up 
with vendors and business partners for a 
golf charity event that raised more than 
$400,000.

A total of 54 teams competed and 
raised money for a check toward Larry 
H. Miller Charities, the charitable arm of 
the Utah-based car dealership chain that 
focuses on programs that benefit women 
and children in health and education.

Since 1977, more than $700,000 has 
been donated to non-profit organizations 
around Colorado through Larry H. Miller 
charities. The Golf Classic itself has raised 
more than $1.5 million.

Correction
Last month, we announced that Land 

Rover Flatirons had moved. Yet the 
address was incorrect. We regret the error. 

The new address for what is now 
Jaguar Land Rover Flatirons, is:

11420 Via Varra 
     Broomfield, CO  80020

Thank You! to the Sponsors 
of the 2018 
Preview Gala

Title Sponsor

Premier Sponsor

Platinum Sponsors

In Memoriam

Timothy Patrick Tynan
April 10, 1954 – July 3, 2018

Timothy Patrick Tynan, 64, passed away on the evening 
of July 3rd, 2018 at his home. A Denver native, Tim was born 
on April 10, 1954 to Edward and Rosemary (Healy) Tynan. He 
graduated from Regis High School, with honors, in 1972. He 
attended Regis College. 

Tim was an avid reader and was a true connoisseur of vintage 
Indian motorcycles, Willy’s automobiles, and classic Volkswagens. He was a member 
of the East Denver Eagles organization, which he co-founded in 1970, and served as its 
president. 

Tim was preceded in death by his father, Edward Thomas Tynan, nephew Timothy 
Healy Tynan, and many others he loved, both family and friends. He is survived by his 
loving mother, Rosemary; brother, Sean (Anne) and nephews (Evan, Reid and Adam); 
brother, Eddie (Julie) and nieces and nephews (Nicole, Katy Roth (Levi), Kelly Purdum, 
(Joshua), Demar Moran (Matthew), Luke and Matthew); and brother, Matt (Peggy) and 
nieces and nephews (Molly, Joe, Maggie, Danny and Will). He is also survived by several 
grand-nieces and nephews. 

Tim was a beloved son, brother, brother-in-law, cousin, uncle and friend; he was at 
their beck and call, day or night, to help. Whether giving to family or friends, Tim was 
generous with his time, talents and treasures. In true character, Tim was very moved 
by the plight of the youth soccer team in Thailand who, at the time of his passing, are 
trapped in an underground cave by torrential rains. We know Tim would want everyone 
to pray for those kids, their coaches and the many courageous people trying to ensure 
their healthy rescue. 

In Tim’s memory, please remember to give LOVE, KINDNESS and FLOWERS to 
your Mom, the home bound, and the elderly. Tim will be sorely missed. And Tim has 
asked everyone to pray for him. Rest easy brother.
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You have a long-term employee who has 
not been performing at work. He regularly 
shows up late, he’s not completing his tasks 
in a timely manner and he’s being rude to 
his coworkers.

You tell him he needs to improve his 
performance and he says, “You can’t touch 
me. I’m over 40 and will claim you are 
discriminating against me due to age!”

Is he untouchable? How do you build a 
proper case to support termination?

It’s important for you to know what ‘Just 
cause’ is and on which side of the law you 
stand. Just cause also can be helpful in 
getting charges of discrimination dismissed, 
winning unemployment claims and having 
charges before the NLRB dismissed.

Presented by Employers Council’s Sarah 
Adey, this informative and interactive 
seminar lets you work with and examine 
the basic principle underlying proper 
disciplinary procedures. Instruction, real-life 
scenarios and interactive discussions are 
used to provide you with the practical 
knowledge needed to prove just cause. 

About 
our presenter

Sarah L.P. Adey is Managing Attorney of Employers Council’s Labor Relations 
department. Her practice is focused on grievance arbitrations, labor relations, 
union avoidance, unfair labor practices and union campaigns. She also 
provides advice on a variety of other issues, including discipline, termination, 
discrimination, accommodation, wage and hour, harassment and employment 
contracts. 

Adey received her bachelor’s degree of Social Science in Criminology from the 
University of Ottawa and her JD from Queen’s University in Canada.

You’ll learn
• How to understand and implement the 

seven steps of just cause

• Methods for establishing effective 
notice of rules among employees

• What constitutes a legitimate work rule

• How to contextualize an employee’s 
entire work record when 
determining discipline

• Identify and avoid disparate treatment

• Identify a supervisor’s role in 
establishing just cause

• How to determine the appropriate 
penalty to be administered

• To plan and conduct an 
effective investigation

• How to document discipline

The 
details

What
7 Essential steps for 
defending employee 
discipline and discharge

When
Wednesday, 
September 19

7:00 a.m. 
Breakfast (provided)

7:30 – 9:30a.m. program

Where
CADA Headquarters 
290 E. Speer Blvd. 
Denver

Price
$179 First registration

149 All subsequent 
registrations for each 
dealership group

Register
www.colorado.auto/events

7 Essential steps for defending 
employee discipline & discharge
A seminar designed for managers, supervisors and HR specialists

Discipline
OR
DischARGE?

Where’s 
the Line?
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While I have briefly mentioned each 
of them in CADA’s weekly e-newsletter 
Open Road, I wanted to review one more 
time new forms that you may encounter 
in the coming months.

Motorcycle temp tag holders
In the flurry of e-mails coming from 

the Department of Revenue about 
transitioning to the DRIVES program, 
along with the new process for issuing 
temporary registration permits, some 
communications have mentioned the 
debut of new temporary tag holders.

Note that the new temp tag holders 
are only for motorcycles, not all motor 
vehicles. Motor vehicle temp tag holders, 
required with every temp tag under rule 
34, will remain the same. There is no risk 
to your current inventory.

By contrast, the temp tags for motor-
cycles became much smaller on August 
6; therefore, they need a new, smaller 
temp tag holder. Deliveries started 
Monday, August 6, 2018.
How to order (in packs of 50 & 100)

 https://www.colorado.auto/order

Sales tax receipts  
(DR 24 and DR 26)

Earlier this year, the Department 
of Revenue announced modifications 
to the state sales tax receipts for sales 
and leases of motor vehicles. Written 
into this policy was a grace period for 
suppliers and dealers to use up current 
inventories of these forms. 

While the newer versions are 
accepted by the state, the older versions 
will be accepted until December 31, 2018. 
CADA is still shipping the older ver-
sion, but encourages you not to keep an 
inventory of more than five months, in 
light of this change. If you have a sepa-
rate need for the newer version of these 
forms, such as a demand from a finance 
company, please call me at 303.282.1449.

Some counties have publicly 
expressed a desire to transition to the 
new forms faster and indicated they may 
stop accepting the older version. If this 
is an issue in your county, please contact 
me to obtain a copy of the confirmation 
e-mail from the department.

Updated forms
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Visit colorado.auto/events to reserve your spot!

S A V E
T H E

D A T E

O C T O B E R  2

Bookcliff Country Club

Grand 
Junction

Longmont

Hesperus

LovelandColorado
Springs

Glenwood
Springs

Greenwood
Village

Steamboat
Springs Sterling

Pueblo

Broomfield

DenverLakewood

Montrose

Aurora

S E P T E M B E R  5

Kennebec Cafe

S E P T E M B E R  1 2

Courtyard by Marriott

O C T O B E R  2

Hotel Colorado
O C T O B E R  3

Garden of the Gods Club

O C T O B E R  4

The Ranch

O C T O B E R  1 1

Romano’s Macaroni Grill

O C T O B E R  1 1

Denver Marriott West

S E P T E M B E R  6

Rex’s American Grill & Bar

S E P T E M B E R  6

Northeastern 18

S E P T E M B E R  1 1

Omni Interlocken Hotel

O C T O B E R  2

Camp Robber Cafe

O C T O B E R  3

Pueblo Country Club

O C T O B E R  1 2

CADA Headquarters
O C T O B E R  1 1

Noonan’s Event Center

C A D A  R E G I O N A L  M E E T I N G S  2 0 1 8

 

J O I N  U S 
F O R  A  C A D A 

R E G I O N A L 
M E E T I N G 

N E A R  Y O U !

Wednesday, September 5, 11:30am 
 Lunch – Kennebec Cafe, Hesperus/
Durango/Cortez
Thursday, September 6, 8:00am 
 Breakfast – Rex’s American Grill & Bar, 
Steamboat Springs/Craig
Thursday, September 6, 5:30pm 
 Dinner – Northeastern 18, Sterling/Yuma/
Wray/Burlington/Julesburg/ 
                  Limon/Ft Morgan
Tuesday, September 11, 11:30am 
 Lunch – Omni Interlocken Hotel, 
Broomfield/Boulder/Superior
Wednesday, September 12, 7:30am 
 Breakfast – Courtyard by Marriott, 
Longmont/Firestone/Dacona
Tuesday, October 2, 8:00am 
 Breakfast – Camp Robber Cafe, 
Montrose/Delta/Gunnison
Tuesday, October 2, Noon 
 Lunch – Bookcliff Country Club, Grand 
Junction
Tuesday, October 2, 5:30pm 
 Dinner – Hotel Colorado, Glenwood 
Springs/Silverthorne/Rifle/Meeker

Wednesday, October 3, Noon 
 Lunch – Garden of the Gods Club, 
Colorado Springs
Wednesday, October 3, 5:30pm  
 Dinner – Pueblo Country Club, Pueblo/
Cañon City
Thursday, October 4, Noon 
 Lunch – The Ranch, NoCo/Loveland/
Greeley/Windsor/Fort Collins
Thursday, October 11, 8:00am 
 Breakfast – Noonan’s Event Center, 
Aurora/Brighton/Henderson
Thursday, October 11, Noon 
 Lunch – Denver Marriott West, Lakewood/
Golden/Denver
Thursday, October 11, 5:30pm 
 Dinner – Romano’s Macaroni Grill, 
Greenwood Village/Englewood/ 
     Littleton/Centennial/Lone Tree/
Highlands Ranch
Friday, October 12, 7:30am 
 Breakfast – Bud Wells Board Room, 
CADA Headquarters, Denver Metro Area

Regional meetings 
kick off September 
5 and run through 
October 12. Find 
the meeting near-
est you and RSVP 
today!
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It is virtually impossible to ignore 
it: Election season is in full 
swing and is bound to only get 

more intense as we draw nearer to 
November. And this year’s election 
is shaping up to be potentially even 
more intense than previous cycles. 
Much is on the line for many groups, 
and Colorado’s auto dealers are 
certainly no exception.

With a high-profile race for Governor, 
critical Congressional seats in play, 
control of the state Senate up for 
grabs and national issues hovering 
over it all, it could be easy to gloss 
over or ignore other important, 
statewide contests taking place, such 
as that for State Attorney General.

For auto dealers, that would be 
a mistake

One of four constitutionally 
established, independent statewide-
elected offices (the others are 
Governor, Treasurer, and Secretary of 

State), the Attorney General is both 
the state’s principal legal officer 
and head of the Department of 
Law. In this capacity, the AG is the 
chief legal advisor to the governor, 
the state departments, and most 
of the executive agencies and 
commissions. 

Also, the Colorado Attorney General’s 
website describes the office’s 
function as having “primary authority 
for enforcement of consumer 
protection and antitrust laws, 
prosecution of criminal appeals and 
some complex white-collar crimes, 
the Statewide Grand Jury, training 
and certification of peace officers, 
and most natural resource and 
environmental matters.” 

Given the breadth and depth of 
the office’s vested authority, it’s 
easy to see how the Attorney 
General’s overall outlook and 
philosophy concerning business and 
economic matters is crucial, and 
why the business community has a 

tremendous interest in the position.

Two men are vying for the office 
this year – Democrat Phil Weiser 
and Republican George Brauchler. 
In our June edition of the Bulletin 
we looked at Mr. Weiser’s official 
position; this month we parse 
Mr. Brauchler’s.

Background
Currently District Attorney for 
the 18th Judicial district, George 
Brauchler grew up in Lakewood. 
He earned a degree in economics 
and political science, as well as a 
law degree from the University of 
Colorado-Boulder. He served in 
the U.S. Army Reserve as a military 
prosecutor, eventually serving as 
Chief of Military Justice for Fort 
Carson, the 4th Infantry Division and 
the U.S. Division North in Iraq. He is 
currently a Lieutenant Colonel in the 
Colorado Army National Guard. 

On the civilian side, he has served 
as a Deputy District Attorney and 

George 
Brauchler is 
only Attorney 
General 
candidate with  
experience

by Kelly Sloan
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Special Assistant U.S. Attorney, 
hiring on to the District Attorney’s 
Office in the First Judicial District 
(Jefferson and Gilpin counties) after 
he was graduated from law school. 
He left public service in 2006 to 
enter private practice, successfully 
building the Denver office of 
Feldman-Nagel, LLC. In 2012, 
Brauchler was elected District 
Attorney to the 18th Judicial 
District. With nearly one million 
people, this district is the most 
populous in the state, and covers 
Arapahoe, Douglas, Elbert, and 
Lincoln counties. At various times, 
he has also served as an adjunct 
professor at the University of 
Colorado, University of Denver, 
and the U.S. Army Judge Advocate 
General School.

Why he’s best choice for state’s top 
law enforcement official
Brauchler heavily leans on his 
experience, both as a prosecutor 
and a businessman in private 
practice. “I have a record of 
accomplishment — not just rhetoric 
or mere lecturing — that I will take 
with me to the Attorney General’s 
office,” Brauchler said. 

He feels one of his most important 
roles is to help enforce state laws, 
which will “ensure that Colorado 
car buyers and Colorado car dealers 
(who contribute nearly 25 percent 

of the state’s sales taxes) are 
protected from the unscrupulous 
conduct of those who let greed 
overtake doing the right thing,” 
he added.

To illustrate, Brauchler cited 
examples of programs and policies 
he enacted as an elected DA. “As 
the District Attorney for the most 
populous judicial district in our 
state, I created an elder abuse unit 
and oversaw a robust economic 
crime unit that combats fraud and 
enforces our state’s laws that are 
intended to protect those who 
are exploited.”

Where Brauchler stands
ON BUSINESS
In terms of business issues, 
Brauchler again points to his 
legal experience, as well as his 
understanding of what business 
in the state should expect from 
the office. About regulatory 
uncertainty — a perennial issue that 
plagues business owners in nearly 
every sector –– Brauchler said, 
“as Colorado’s Attorney General, 
and the only candidate who has 
ever practiced Colorado law, I will 
foster a growing, competitive and 
innovative business environment 
through the consistent and 
predictable enforcement of 
regulations to encourage 
compliance with the law.”

ON BUSINESS AND THE ECONOMY
Brauchler sympathizes with the 
view that government overreach 
can have deleterious consequences 
on business owners and, ultimately, 
the economy. “As the only 
candidate for Attorney General 
who has ever worked in the private 
sector, and the only candidate who 
has been a small business-owner,” 
Brauchler explained, “I appreciate 
how the awesome power of the 
state can impact – for better and for 
worse – consumers, providers and 
the economy as a whole.” 

He noted that “government 
regulations and price setting for 
services and products can have 
unintended negative consequences 
for providers and consumers 
of products and services.” He 
recognizes the policy making limits 
of the Attorney General’s Office 
— and believes that those limits 
should be strictly observed. “Those 
policy decisions are the purview of 
lawmakers,” he said.

ON HIS LITIGATION EXPERIENCE
Brauchler emphasized his strength 
as an experienced litigator. In an 
age that many see as overly litigious 
— with various special interest 
groups often using litigation as a 
weapon — Brauchler stated that 
having been on both sides of that 
equation is essential. “As the only 
candidate for AG who has ever filed 
a lawsuit or defended against one, 
I know how the threat of litigation 
impacts consumers, business 
owners and industries,” he said. 

Given the uncertainty over 
what may ultimately transpire 
legally concerning, for example, 
Cal-LEV standards and the Trump 
Administration’s potential actions 
to curtail them, it’s possible that 
the state could find itself involved 
in any resulting legal wrangling over 
the issue during the next Attorney 
General’s term.

Let’s bottom line this
Brauchler said that the Attorney 
General should recognize what the 
position can and can’t — and should 
and shouldn’t — do in setting 
policy. Colorado’s Attorney General 
should be committed to evenly and 
consistently enforcing laws.

Yet , he explained, what matters 
most for business owners, industry 
leaders and consumers is legal 
experience. “When hiring a top 
enforcer of Colorado’s laws, there is 
no substitute for experience.” 

As the District Attorney for the 
most populous judicial district 
in our state, I created an elder 
abuse unit and oversaw a robust 
economic crime unit that combats 
fraud and enforces our state’s laws 
that are intended to protect those 
who are exploited.

“

”
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If you’ve considered a solar energy system for your 
dealership in the past and it didn’t pencil out, it may 
be time to look again. The industry is at a true tip-
ping point—with lower cost solar panels, local energy 
rebates and the federal Investment Tax Credit all work-
ing together to make solar an extremely attractive value 
proposition for auto dealers. 

Solar energy systems are cropping up on auto dealer-
ship rooftops and parking lots across Colorado and the 
U.S.—drastically reducing energy expenses and turning 
what used to be a fixed cost into a profit center. 

Dealerships use on average 18 percent more electricity 
than a typical office building—with lighting being one of 
the highest costs.1 These untapped energy cost savings 
can improve a dealership’s bottom line by the equivalent 
of two or three more vehicles sold per month, estimates 
Ryan Ferrero, an award-winning dealer principal of both 
domestic and import cars in Colorado. 

Colorado dealers save big on solar
Prices to install solar systems in Colorado have 

fallen 53 percent over the last five years2, making solar 
compelling for many auto dealers. Significant federal 
tax incentives and MACRS depreciation sweeten the 
solar deal.

Depending on system configuration, the energy 
produced on a facility can offset up to 100percent of 
a dealership’s electricity costs, creating margins that 
weren’t there before to reinvest in the business, pay off 
debt or save for a rainy day. 

For Boulder Nissan, saving money wasn’t the only rea-
son General Manager Ted Cristiano decided to go solar. 
As one of the top sellers of Nissan Leafs, the dealership 
realized the synergy between EVs and energy efficiency. 

An LED lighting retrofit cut their electricity use in half. 
Then a high-performance solar system installed on the 
roof of the facility, consisting of 150 SunPower solar pan-
els, reduced electricity use another 20 percent. 

Combined, the solar + LED project is expected to save 
Boulder Nissan an estimated $384,000 over the next 25 
years. 

And there’s an additional benefit. “Customers are 
choosing us over the competitors because we are 
demonstrating our concern for the community and 

environment by going solar,” Christiano notes. “Our solar 
project is actually gaining us customers.”

Solar as a marketing strategy
Solar can be a powerful marketing tool and competitive 

differentiator that helps attract and close customers, espe-
cially millennials. As dealerships look for ways to attract 
this environmentally conscious audience, sustainability 
becomes another arrow in their quiver. “Walking the talk” 
engenders trust, especially among female customers who 
influence 85 percent of new car-buying decisions.3

Green initiatives are gaining strength with all manu-
facturers, especially with imports. Manufacturers such 
as Honda, Toyota and Nissan are all leading the auto 
industry with electric vehicles, and sustainability tends 
to resonate with their buyers. 

Get the facts
If you’re interested in exploring solar, the first step 

is to take a look at your energy use, local utility rate 
structure, and energy rebates to determine how quickly 
solar could produce ROI for your dealership. A reputable 
solar company in your area can help with this, and will 
prepare a solar proposal that should include a feasibility 
analysis, complete with information on how your facility 
consumes energy, the savings that solar could yield, as 
well as any local or federal incentives. 

Going solar can be a wise investment in a dealership’s 
future—potentially reducing its tax burden, cutting costs, 
and putting an extra shine on a brand’s image. Learn 
more at SunPower.com/auto.

SunPower is a global manufacturer of solar products, 
and an affiliate member of the Colorado Auto Dealers 
Association. The company’s products have been installed 
in dozens of dealerships across the U.S. through a net-
work of locally owned solar businesses.

How to turn your roof into a solar profit center

FOOTNOTES
1 Energy Saving Tips for Small Business: Auto Dealers, Energy Star web site: https://www.energystar.gov/buildings/facility-owners-and-managers/

small-biz/auto-dealers
2 2017 SEIA/GTM Research U.S. Solar Market Insight, Colorado statistics: https://www.seia.org/state-solar-policy/colorado-solar
3 Women are in the Majority in the Car Buying Market, Auto Credit Express, accessed 5/17/18:
https://www.autocreditexpress.net/blog/women-majority-car-buying-market/

Solar offers the unique ability to move the tradi-
tionally fixed cost of energy to a variable expense, 
giving dealer principals a smart way to reduce 
overhead, enhance their marketing strategy, and 
gain a new competitive edge.
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By: Joe Jankowski
Managing Partner 
Armatus Dealer Uplift

The factory-dealer relationship 
is anything but a level playing 
field, and unfortunately the 

behaviors of some manufacturers 
have necessitated state laws to 
protect dealers. These laws cover 
a myriad of issues, but one that is 
critical to your bottom line, which 
allows for retail warranty reim-
bursement, will become effective 
in Colorado on October 1st.

For years, most dealers have submitted 
for annual increases to their warranty la-
bor rate, but have been stuck with an ar-
tificially low parts mark-up stipulated in 
their dealer agreements. This mark-up is 
typically 40 percent over cost, although 
some manufacturers will pay you list or 
MSRP. By the way, don’t be fooled by the 
“list” claim you may hear; you are not 
collecting 67 percent, which is anecdot-
ally thrown around by your factory rep, 
or by some managers – you are actually 
being paid a blended mark-up in the low 
to mid 50s.

Based on the new Colorado law, you are 
entitled to collect “retail” from your 
manufacturer for parts used in a war-
ranty claim. No, retail is NOT list price 
or MSRP; it is clearly defined in the law. 
Basically, retail is what your customers 
pay you for a warranty-like repair. In a 
store with typical pricing and discount-
ing practices, the mark-up normally falls 
in the 75 to 85 percent range. For dealers 
utilizing a list pricing model, you should 
expect something in the 60 percent 
range. So even in a conservative pricing 
environment, a dealer should expect 
to improve his warranty gross profit 
by 50percent; however, something on 
the order of doubling the gross is very 
realistic. This is a one-time process, and 

does not need to be repeated, unless 
you materially change your parts pricing 
strategy.

This is not to say that the manufacturer 
will simply lie down and grant you a 
100 percent improvement in your gross. 
First of all, the law mandates a submis-
sion, and details what is required of the 
dealer, but that’s just the beginning. 

Several things need to be consid-
ered to ensure the best possible 
result
Understanding the Law – Rest assured 
certain manufacturers will read the stat-
ute differently from you. Sometimes, the 
positions they take are rather shocking, 
including those that will simply refuse 
to follow the law, or others that will 
attempt to include non-warranty-like 

repairs in a deliberate attempt to lower 
your mark-up.

Manufacturer’s protocol – It’s critical 
to understand the factory’s guidelines 
for the inclusion or exclusion of various 
aspects of the submission; each of them 
has different rules, and they typically 
won’t disclose them to you. If you can 
determine what they are, you should 
follow them within reason; do not be 
combative, or send up “legal signals” out 
of the gate.

Optimization - Absolutely key to this 
process is achieving the best possible re-
sult, and that can only be done through 
the proper selection of your submission 
sample – this is something that should 
not be left to chance or inferior tech-
nologies. Missing your mark-up by even 
a few points can cost you thousands 

Leveling the Playing Field
Retail Warranty Reimbursement

Based on the new Colorado law, you are entitled to 

collect “retail” from your manufacturer for parts used in 

a warranty claim. 



New Colorado franchise law: SB-219

Webinar: Warranty  
Reimbursement at Retail
How to add revenue to your Service & Parts departments

About 
our presenters

Michael J. Dommermuth, director of Fairfield & Woods, P.C., has 
represented motor vehicle dealers throughout Colorado and the Rocky 
Mountain West for more than 30 years. His firm provides full-service 
representation of motor vehicle dealers.

Joe Jankowski is managing partner with Armatus Dealer Uplift, which 
specializes in warranty reimbursement. He’s recognized as a subject 
matter expert in this highly complex arena. Previously, he spent more than 
20 years as the CFO, COO & CEO of a large Maryland automotive group.

The most significant piece of legislation 
ever passed for Colorado’s auto dealers, 
The Warranty Reimbursement at Retail 
bill, levels the playing field between the 
manufacturer and the dealer for warranty 
and recall vehicle repairs. 

As of October 1, you can receive warranty 
parts and labor reimbursement rates that 
more closely match those charged for 
non-warranty work — a significant boost 
to your bottom line.

First, though, you’ll need to understand 
how to navigate a complex formula to 
obtain these higher warranty and recall 
reimbursement rates. 

Join us as Michael Dommermuth and Joe 
Jankowski lead this important webinar 
about the new law, what it can do for 
your dealership and how to navigate the 
calculations so you’re reimbursed for 
warranty work at current market rates.

You’ll learn
• Politics of warranty reimbursement

• The dos and don’ts of warranty 
submission

• How to increase service and  
parts revenue

• How to submit a claim

• Formulas and exclusions to 
establish retail

• How to select qualified support to 
maximize gains

 AND
• Service department compliance issues

• Repair order and invoice essentials

• Shop charges

• Storage charges

• Service collection issues

The 
details

If you missed out 
on the seminar 
that outlines the 
bill and how to 
submit claims 
— or have new 
questions — join 
us for a special 
webinar!

Wednesday, August 29 
10 a.m. - 11:30 a.m.

Price
$199 

Register
www.colorado.auto/events



RETAIL WARRANTY 
REIMBURSEMENT

(888) 477-2228 • info@dealeruplift.com • WWW.DEALERUPLIFT.COM

OUR COMMITMENT TO OUR CLIENTS:
 � You Won’t Lift a Finger: Armatus does all the work for you
 � Fully Contingent Fee: You only pay when you are approved
 � Speed and Accuracy: We will complete your submission in 30 days or less
 � Date Governance: Your customer information is safe with us

OUR AVERAGE CLIENT 
ADDS

$168,000
TO THEIR BOTTOM LINE

WE ARE  
ENDORSED BY

13 STATE
DEALER ASSOCIATIONS

WE HAVE WORKED  
WITH OVER

4,000
DEALERS

WE WORK IN

45 STATES
WITH 24 

MANUFACTURERS

For more information, contact Armatus Dealer Uplift: 888-455-4150 or info@dealeruplift.com. Armatus has performed more than 4,100 
successful retail warranty parts submissions to 24 manufacturers in 45 states and is the exclusive, Endorsed Partner of CADA.

every year, perpetually. Do yourself a 
favor, and explore this aspect with some 
attention to detail – it will be worth it to 
you in the long run.

Warranty Auditors - Beyond technol-
ogy, however, is the need for a thorough 
audit process. Your declaration will be 

scrutinized by factory auditors that know 
every nook and cranny of countering 
retail warranty submissions, and you 
should have someone familiar with their 
techniques, in order to refute their some-
times questionable positions. Here again, 
it is better to get along with these folks, 
and in many cases, this is not a problem; 
however, without naming any manufac-
turers, some are extremely difficult.

Factory Responses –   In some cases 
your approval will not be smooth, and 
the manufacturer may rebut your calcu-
lations, or in some instances, summarily 
reject your submission. Responding in 
the proper manner is critically impor-
tant, since it could be the difference be-
tween achieving a substantial increase in 
your warranty parts gross, or obtaining 
nothing at all. There are many dealers 

that have submitted two, three or four 
times over the course of a year or two, 
costing themselves multiple six figures 
in lost profit.

The bottom line is that you have an 
extraordinary opportunity to receive a 
fair reimbursement for the parts utilized 
in the warranty work you perform. If 
this process is approached in a judicious 
and professional manner, you can quite 
possibly double your warranty parts 
gross profit. There are many pitfalls for 
the uninformed, but tremendous upside 
for those that perform the submission 
process properly. 
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August - September
Webinar: Warranty 
Reimbursement 
August 29 
10 -11:30 a.m.

Regional meeting – Hesperus
September 5 
11:30 a.m.

Regional meeting —
Steamboat Springs
September 6 
8 a.m. 
 
 
 
 
 

 
Regional meeting — Boulder
September 11 
11:30 a.m. 

Regional meeting — Longmont
September 12
7:30 a.m. 

Seminar: 7 Essential steps 
for defending employee 
discipline and discharge 
(Employers Council)
September 19
7:30 - 9:30 a.m. 

For details, visit colorado.auto/events

CADA Upcoming Events together. However, a manifest created 
in the e-Manifest system is only $4. The 
discrepancy in fees is the EPA’s passive 
encouragement for dealers to register for 
the e-Manifest system.

Records retention
For the transition period, continue to 

keep your paper manifests as you always 
have. Now is the time to start asking 
your haulers or contractors questions 
about what changes this regulation may 
bring to their processes or prices. As a 
reminder, manifests must be kept for a 
period of three years after they’ve been 
generated, in the event of an audit.

More info
Most of this article was generated 

from a bulletin distributed KPA, which 
CADA endorses for environmental 
services. For questions or help with your 
environmental compliance program, 
please contact Michael Sprenger at 
msprenger@kpaonline.com. 

EPA, from page 9
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When it’s in the 90s outside, it’s hard to 
visualize the cold winds of November. 
Even so, it’s time to start thinking about 
it. When November 11 comes, wouldn’t 
you rather be in Kaua’i, Hawaii, sipping 
cocktails adorned with little umbrellas, 
listening to some provocative 
speakers and getting some interesting 
information that will help improve your 
business? 

It shouldn’t be a tough decision 
to register for the 2018 Colorado 
Automobile Dealers Association 
Convention, November 11-14, at the 
Grand Hyatt Kaua’i Resort and Spa in 
Koloa, Hawaii. 

Returning to Hawaii

This is the second year CADA is 
convening in Hawaii. “People 
who didn’t attend last year are 
saying it sounds great.,” said COO 
Marsha Temple.”

“Last year, the Board decided to go to 
Maui and we had a lot of satisfaction,” 
said CADA President Tim Jackson. “We 
expect that the word of mouth from 
last year’s attendees will spread and 
we’ll have more people every year 
going forward.” 

A little background: years ago, CADA 
held conventions at locations around 
Colorado. A planned annual meeting in 
2002 only got a handful of registrants. 

Tim Jackson said that when he arrived 
in 2004, he heard that because of the 
low interest, “the Board voted not to 
have any more conventions.” 

As the Board was deliberating in 
spring of 2017 about a location for the 
annual meeting, the directors thought 
a destination convention could be 
successful. “It’s pretty hard to go to any 
place in Colorado that dealers haven’t 
already gone to,” Jackson added.

He learned that the associations with 
effective conventions hold them at 
destination resorts. “We’re following 
the model set by Washington, Oregon 
and Utah, by going to destinations in 
Hawaii,” Jackson said. Their excellent 
attendance is partly because Hawaii is 
a great place for couples and families. 
Who wouldn’t rather be in a tropical 
paradise in November? “We decided to 
change it up from last year’s meeting 
in Maui and move to the Garden 
Island, Kaua’i.”

The Venue is gorgeous 

CADA’s event planner, Paula Lane of 
Y-PEP International, is enthusiastic 
about the Grand Hyatt Kauai Resort 
and Spa. “The rooms are beautiful, the 
gardens are spectacular and there’s an 
oceanfront running path behind the 
hotel. Not far from the hotel there’s a 
diving cliff,” she said.

“The Grand Hyatt’s lobby opens to a 
view that overlooks the ocean and a 
beautiful veranda where you can have 
coffee or cocktails,” she said. There’s 
a lagoon pool with sandy beaches, 
along with a children’s facility with 
arts and crafts and a supervised pool. 
Hotel reservations are on a first-come, 
first-served basis, so book now to 
ensure you’ll get pre- and post-meeting 
dates. It’s easy to do through the CADA 
website (colorado.auto).

There’s plenty to see and do, so 
reserve play time now

This year, several activities and tours 
are planned to fill free afternoons, 
so families or couples can do things 
together. Also, there are activities for 
spouses and kids while you’re in daily 
morning meetings, including:

  Aloha Surf Lessons

  Backcountry Tubing Adventure

Plan your adventure in paradise at the 
CADA Annual Convention in Kaua’i

N O V E M B E R  11 - 1 4
Grand Hyatt Kaua’i

Resort and Spa
Koloa, Hawaii
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  Koloa Zipline

  Wildlife Refuge Kayak & Hidden 
Valley Falls Hike

  Scenic Valley Beach 
Horseback Ride

  ATV Waterfall Adventure

  Waimea Canyon Excursion

  Star Na Pali Dinner Sunset Sail

  Kaua’i Eco Helicopter Tour

Get the details at colorado.auto/events. 
Click to November, then on 2018 

CADA Annual Convention. Scroll down 
the page and you’ll see detailed 
descriptions for each of the tours that 
are offered. And to book your tours, just 
click on the link on that page.

Plan your schedule

Paula Lane and her staff will be 
available at the hospitality desk in the 
hotel lobby on Sunday, November 1, 
and from 8 a.m. to 5 p.m. throughout 
the convention.

Join the welcome reception with heavy 
hors d’oeuvres and cocktails Sunday 
evening on the Donderos Lawn in front 
of the Grand Hyatt. 

Informative meetings and a 
great keynote

While fun is important, the 
convention’s main purpose is to 
inform and educate. We will have more 
information to share about warranty 
reimbursement at retail, which CADA 
worked hard to pass during this year’s 
legislative session. 

Jason Stein can be counted on to be 
“entertaining, informative and high 
tech,” according to Marsha Temple. 
“He has a 30,000-foot perspective of 

the entire industry, and for a keynote 
speaker, you can’t ask for anything 
better than that.” 

Stein will talk about “where the 
industry is now and where dealers 
should be focusing their attention,” 
he said. “I think the industry is at 
a bit of a crossroads, and while we 
need to be preparing for the future, 
I don’t think it’s a crisis. All the noise 
that the traditional model is about 
to disappear? It’s not. We do have to 
plan in a thoughtful, organized way. 
Where does the dealer fit in a world 
of mobility, autonomous services and 
electrics? Fact is, none of those things 
are happening in a very short period 
of time. And there are definitely some 
revenue streams that can be picked up, 
especially in service.”

He also joked that as a Canadian 
citizen, where marijuana was just 
legalized nationwide, he also might 
draw some comparisons with Colorado. 
“How will it work when U.S. border 
guards ask the thousands who cross 
the border daily, ‘Have you been 
exposed to drugs in the last 30 days?’ ”

Clearly, this is a convention you don’t 
want to miss!

Each morning, complimentary breakfast is in Tidepools from 8 - 9 a.m. 
for attendees and their guests. 

General sessions are from 9 a.m. - noon in Grand Ballroom 3 & 4.

Lunch for dealers and guests from noon – 1 p.m. in the Grand Prom 
Gardens. 

Monday and Tuesday afternoons are completely clear for your 
enjoyment. 

Tuesday evening, the closing dinner begins at 5:30 p.m. in the outdoor 
Llima Gardens, led by keynote speaker, Jason Stein, Publisher of 
Automotive News. 

After breakfast Wednesday, the convention closes, so you can return 
to Colorado — or stay for more fun! 

Dress for all activities, including educational sessions, is casual; island 
attire is suggested. (Ladies are especially advised not to wear stiletto 
heels for any outdoor event.)
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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. Monthly recording of registrations occurs when the data is pro-
cessed by the DMV. This can impact the measurement of registrations in individual months. Year-to-date figures are more reflective of market results. 

Source: AutoCount data from Experian.

Source: AutoCount data from Experian.

New vehicles Used Vehicles

YTD '17 thru June 100,251 109,470

YTD '18 thru June 96,991 112,571

% change -3.3% 2.8%

Apr. '17 thru June '17 48,159 56,625

Apr. '18 thru June '18 46,595 58,270

% change -3.2% 2.9%

Colorado New and Used Retail Light Vehicle Registrations
(Used registrations only include vehicles seven years old or newer) QUICK FACTS

State market slipped 3.3% during the first six 
months of this year versus a year earlier. U.S. 
market was up 1.2%.

June ‘18 registrations in the state declined 
11.2% vs. year earlier.

Light truck registrations increased 1.1% so far 
this year, while passenger cars were off 14%.

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

Used vehicle market improved slightly this 
year, while the new vehicle market declined. 

Colorado

-3.3%
U.S.

+1.2%
YTD ‘18 thru June 

% Change In
New Retail Market vs. 

Year Earlier 
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LIGHT TRUCKS PASSENGER CARS

DOWN
14.0%

UP
1.1%

Change in Year-to-date
New Retail Light Vehicle

Registrations  

Top ten brands shaded gray. Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

June
Three Month Period

Apr. '18 thru June '18
Year to date thru June

Year-to-date

Market Share (%)

Colorado Colorado Colorado Colorado

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.

MARKET SUMMARY

TOTAL 14,652 13,013 -11.2% 48,159 46,595 -3.2% 100,251 96,991 -3.3%

Cars 4,540 3,405 -25.0% 14,701 12,027 -18.2% 28,758 24,722 -14.0% 28.7 25.5 -3.2

Light Trucks 10,112 9,608 -5.0% 33,458 34,568 3.3% 71,493 72,269 1.1% 71.3 74.5 3.2

Domestic 5,476 5,011 -8.5% 17,851 17,660 -1.1% 37,025 36,214 -2.2% 36.9 37.3 0.4

European 1,555 1,422 -8.6% 5,050 5,246 3.9% 10,669 11,167 4.7% 10.6 11.5 0.9

Japanese 6,641 5,889 -11.3% 22,358 21,155 -5.4% 46,966 44,317 -5.6% 46.8 45.7 -1.2

Korean 980 691 -29.5% 2,900 2,534 -12.6% 5,591 5,293 -5.3% 5.6 5.5 -0.1

BRAND REGISTRATIONS

Acura 124 89 -28.2% 369 385 4.3% 771 763 -1.0% 0.8 0.8 0.0

Audi 274 258 -5.8% 912 951 4.3% 1,930 2,063 6.9% 1.9 2.1 0.2

BMW 210 185 -11.9% 749 738 -1.5% 1,647 1,773 7.7% 1.6 1.8 0.2

Buick 136 90 -33.8% 433 438 1.2% 837 838 0.1% 0.8 0.9 0.0

Cadillac 85 66 -22.4% 239 205 -14.2% 543 475 -12.5% 0.5 0.5 -0.1

Chevrolet 1,073 1,076 0.3% 3,489 3,617 3.7% 7,135 7,567 6.1% 7.1 7.8 0.7

Chrysler 88 54 -38.6% 292 181 -38.0% 567 437 -22.9% 0.6 0.5 -0.1

Dodge 314 214 -31.8% 1,015 843 -16.9% 1,774 1,442 -18.7% 1.8 1.5 -0.3

Fiat 15 11 -26.7% 61 43 -29.5% 115 97 -15.7% 0.1 0.1 0.0

Ford 1,755 1,536 -12.5% 5,527 5,164 -6.6% 11,473 10,573 -7.8% 11.4 10.9 -0.5

GMC 408 364 -10.8% 1,423 1,239 -12.9% 3,100 2,894 -6.6% 3.1 3.0 -0.1

Honda 1,129 1,225 8.5% 3,751 3,906 4.1% 7,512 8,067 7.4% 7.5 8.3 0.8

Hyundai 618 391 -36.7% 1,662 1,418 -14.7% 3,206 3,001 -6.4% 3.2 3.1 -0.1

Infiniti 77 81 5.2% 387 279 -27.9% 781 607 -22.3% 0.8 0.6 -0.2
Jaguar 37 18 -51.4% 119 69 -42.0% 255 156 -38.8% 0.3 0.2 -0.1

Jeep 951 921 -3.2% 3,213 3,554 10.6% 6,829 7,109 4.1% 6.8 7.3 0.5

Kia 362 300 -17.1% 1,238 1,116 -9.9% 2,385 2,292 -3.9% 2.4 2.4 0.0

Land Rover 48 83 72.9% 194 312 60.8% 450 574 27.6% 0.4 0.6 0.1

Lexus 276 247 -10.5% 935 867 -7.3% 1,990 1,757 -11.7% 2.0 1.8 -0.2

Lincoln 62 54 -12.9% 223 206 -7.6% 485 446 -8.0% 0.5 0.5 0.0

Maserati 10 6 -40.0% 41 25 -39.0% 75 52 -30.7% 0.1 0.1 0.0

Mazda 314 278 -11.5% 1,001 1,096 9.5% 2,125 2,183 2.7% 2.1 2.3 0.1

Mercedes 255 261 2.4% 803 842 4.9% 1,659 1,722 3.8% 1.7 1.8 0.1

MINI 57 50 -12.3% 190 181 -4.7% 375 412 9.9% 0.4 0.4 0.1

Mitsubishi 79 48 -39.2% 242 174 -28.1% 471 372 -21.0% 0.5 0.4 -0.1

Nissan 828 566 -31.6% 2,936 2,154 -26.6% 5,967 4,663 -21.9% 6.0 4.8 -1.1

Porsche 73 60 -17.8% 205 196 -4.4% 406 409 0.7% 0.4 0.4 0.0

Ram 560 531 -5.2% 1,823 1,855 1.8% 3,857 3,791 -1.7% 3.8 3.9 0.1

smart 7 1 -85.7% 21 5 -76.2% 33 13 -60.6% 0.0 0.0 0.0

Subaru 1,586 1,407 -11.3% 5,644 5,267 -6.7% 12,603 11,362 -9.8% 12.6 11.7 -0.9

Tesla 44 104 136.4% 174 357 105.2% 425 641 50.8% 0.4 0.7 0.2

Toyota/Scion 2,228 1,948 -12.6% 7,093 7,026 -0.9% 14,745 14,541 -1.4% 14.7 15.0 0.3

Volkswagen 506 379 -25.1% 1,512 1,455 -3.8% 3,166 3,030 -4.3% 3.2 3.1 0.0

Volvo 46 99 115.2% 202 362 79.2% 500 726 45.2% 0.5 0.7 0.2

Other 17 12 -29.4% 41 69 68.3% 59 143 142.4% 0.1 0.1 0.1
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Percent change in registrations

Percent Change in Brand Registrations
YTD ‘18 thru June vs. YTD 2017

(Top 30 selling brands)

Registrations increased by more 
than 7% for Tesla, Volvo, Land 
Rover, MINI, BMW, and Honda 

Colorado and U.S. Market Share
YTD ‘18 thru June

(Top 20 selling brands in state)

Toyota, Subaru, Ford, Honda, and 
Chevrolet were market share 
leaders in Colorado

Source: AutoCount data from Experian.
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Non Luxury SUVs, 
44%

Pickups and Vans, 
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Small Cars, 12%
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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. 2Q ‘18 includes April and May only. Source: IHS Markit.

Segment Market Shares
YTD ‘17 thru June

The two graphs above show market shares for primary segments during the first six monts of 2017 and 2018. 

Source: AutoCount data from Experian

Non Luxury SUV 
Market Share in ‘17:

42%
Non Luxury SUV 

Market Share in ‘18:

44%

Segment Market Shares
YTD ‘18 thru June

VEHICLE SEGMENTS

HYBRID AND ELECTRIC VEHICLES

Source: IHS Markit. 
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Hybrid Plug In Hybrid Electric

New Retail Hybrid and Electric Vehicle Registrations

Top 20 Selling Models in Colorado - YTD '18 thru May

Rank Model Regs.

1 Toyota RAV4 PHEV 493

2 Toyota Prius PHEV 400

3 Nissan Leaf 245

4 Toyota Highlander PHEV 222

5 Tesla Model X 209

6 Tesla Model S 185

7 Tesla Model 3 169

8 Chevrolet Bolt 155

9 Lexus RX PHEV 142

10 Kia Niro 127

11 Toyota Camry PHEV 122

12 BMW X5 PHEV 112

13 Hyundai Ioniq 105

14 Chevrolet Volt 73

15 Ford Fusion PHEV 71

16 Hyundai Sonata PHEV 66

17 Honda Clarity PHEV 57

18 Chrysler Pacifica PHEV 53

19 Lexus NX PHEV 50

20 Mitsubishi Outlander PHEV 46
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Colorado Used Retail Car and Light Truck Registrations (only includes vehicles 7 years old or newer)

June
Three Month Period

Apr. '18 thru June '18
Year to date thru June

YTD

Market Share (%)

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 16,874 15,808 -6.3% 56,625 58,270 2.9% 109,470 112,571 2.8%
Acura 187 163 -12.8% 677 593 -12.4% 1,364 1,176 -13.8% 1.2 1.0 -0.2
Audi 290 344 18.6% 969 1,241 28.1% 1,917 2,410 25.7% 1.8 2.1 0.4
BMW 479 393 -18.0% 1,607 1,517 -5.6% 3,047 2,965 -2.7% 2.8 2.6 -0.1
Buick 181 169 -6.6% 579 734 26.8% 1,154 1,441 24.9% 1.1 1.3 0.2
Cadillac 240 183 -23.8% 800 649 -18.9% 1,567 1,350 -13.8% 1.4 1.2 -0.2
Chevrolet 1,744 1,627 -6.7% 5,983 6,070 1.5% 11,318 11,688 3.3% 10.3 10.4 0.0
Chrysler 279 200 -28.3% 955 779 -18.4% 1,779 1,464 -17.7% 1.6 1.3 -0.3
Dodge 1,260 1,226 -2.7% 4,292 4,452 3.7% 8,183 8,222 0.5% 7.5 7.3 -0.2
Ford 2,473 2,190 -11.4% 8,244 8,030 -2.6% 15,763 15,408 -2.3% 14.4 13.7 -0.7
GMC 584 572 -2.1% 1,892 2,077 9.8% 3,727 4,129 10.8% 3.4 3.7 0.3
Honda 843 683 -19.0% 2,611 2,396 -8.2% 4,981 4,824 -3.2% 4.6 4.3 -0.3
Hyundai 722 626 -13.3% 2,296 2,413 5.1% 4,399 4,660 5.9% 4.0 4.1 0.1
Infiniti 200 181 -9.5% 701 738 5.3% 1,286 1,413 9.9% 1.2 1.3 0.1
Jaguar 9 14 55.6% 36 46 27.8% 70 92 31.4% 0.1 0.1 0.0
Jeep 1,085 1,081 -0.4% 3,709 3,965 6.9% 7,565 7,701 1.8% 6.9 6.8 -0.1
Kia 572 550 -3.8% 1,964 1,985 1.1% 3,597 3,620 0.6% 3.3 3.2 -0.1
Land Rover 96 83 -13.5% 333 307 -7.8% 666 584 -12.3% 0.6 0.5 -0.1
Lexus 300 298 -0.7% 969 1,012 4.4% 1,882 1,878 -0.2% 1.7 1.7 -0.1
Lincoln 89 80 -10.1% 267 272 1.9% 529 510 -3.6% 0.5 0.5 0.0
Mazda 251 242 -3.6% 865 843 -2.5% 1,667 1,570 -5.8% 1.5 1.4 -0.1
Mercedes 318 303 -4.7% 969 986 1.8% 1,924 1,992 3.5% 1.8 1.8 0.0
MINI 116 82 -29.3% 349 353 1.1% 630 678 7.6% 0.6 0.6 0.0
Mitsubishi 123 72 -41.5% 395 271 -31.4% 719 495 -31.2% 0.7 0.4 -0.2
Nissan 1,377 1,400 1.7% 4,893 5,305 8.4% 9,423 10,024 6.4% 8.6 8.9 0.3
Other 93 56 -39.8% 304 210 -30.9% 549 435 -20.8% 0.5 0.4 -0.1
Porsche 36 41 13.9% 133 153 15.0% 251 331 31.9% 0.2 0.3 0.1
Subaru 900 922 2.4% 2,951 3,289 11.5% 5,965 6,602 10.7% 5.4 5.9 0.4
Toyota/Scion 1,590 1,557 -2.1% 5,500 5,769 4.9% 10,862 11,456 5.5% 9.9 10.2 0.3
Volkswagen 334 379 13.5% 1,097 1,508 37.5% 2,132 2,857 34.0% 1.9 2.5 0.6
Volvo 103 91 -11.7% 285 307 7.7% 554 596 7.6% 0.5 0.5 0.0

Change in Used Vehicle Market Share by Age of Vehicle 
YTD 2018 thru June v. YTD 2017
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Market share for three year old vehicles 
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Page 5 Covering data thru June 2018

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

June
Three Month Period

Apr. '18 thru June '18
Year to date thru June

YTD

Market Share (%)

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 16,874 15,808 -6.3% 56,625 58,270 2.9% 109,470 112,571 2.8%
Acura 187 163 -12.8% 677 593 -12.4% 1,364 1,176 -13.8% 1.2 1.0 -0.2
Audi 290 344 18.6% 969 1,241 28.1% 1,917 2,410 25.7% 1.8 2.1 0.4
BMW 479 393 -18.0% 1,607 1,517 -5.6% 3,047 2,965 -2.7% 2.8 2.6 -0.1
Buick 181 169 -6.6% 579 734 26.8% 1,154 1,441 24.9% 1.1 1.3 0.2
Cadillac 240 183 -23.8% 800 649 -18.9% 1,567 1,350 -13.8% 1.4 1.2 -0.2
Chevrolet 1,744 1,627 -6.7% 5,983 6,070 1.5% 11,318 11,688 3.3% 10.3 10.4 0.0
Chrysler 279 200 -28.3% 955 779 -18.4% 1,779 1,464 -17.7% 1.6 1.3 -0.3
Dodge 1,260 1,226 -2.7% 4,292 4,452 3.7% 8,183 8,222 0.5% 7.5 7.3 -0.2
Ford 2,473 2,190 -11.4% 8,244 8,030 -2.6% 15,763 15,408 -2.3% 14.4 13.7 -0.7
GMC 584 572 -2.1% 1,892 2,077 9.8% 3,727 4,129 10.8% 3.4 3.7 0.3
Honda 843 683 -19.0% 2,611 2,396 -8.2% 4,981 4,824 -3.2% 4.6 4.3 -0.3
Hyundai 722 626 -13.3% 2,296 2,413 5.1% 4,399 4,660 5.9% 4.0 4.1 0.1
Infiniti 200 181 -9.5% 701 738 5.3% 1,286 1,413 9.9% 1.2 1.3 0.1
Jaguar 9 14 55.6% 36 46 27.8% 70 92 31.4% 0.1 0.1 0.0
Jeep 1,085 1,081 -0.4% 3,709 3,965 6.9% 7,565 7,701 1.8% 6.9 6.8 -0.1
Kia 572 550 -3.8% 1,964 1,985 1.1% 3,597 3,620 0.6% 3.3 3.2 -0.1
Land Rover 96 83 -13.5% 333 307 -7.8% 666 584 -12.3% 0.6 0.5 -0.1
Lexus 300 298 -0.7% 969 1,012 4.4% 1,882 1,878 -0.2% 1.7 1.7 -0.1
Lincoln 89 80 -10.1% 267 272 1.9% 529 510 -3.6% 0.5 0.5 0.0
Mazda 251 242 -3.6% 865 843 -2.5% 1,667 1,570 -5.8% 1.5 1.4 -0.1
Mercedes 318 303 -4.7% 969 986 1.8% 1,924 1,992 3.5% 1.8 1.8 0.0
MINI 116 82 -29.3% 349 353 1.1% 630 678 7.6% 0.6 0.6 0.0
Mitsubishi 123 72 -41.5% 395 271 -31.4% 719 495 -31.2% 0.7 0.4 -0.2
Nissan 1,377 1,400 1.7% 4,893 5,305 8.4% 9,423 10,024 6.4% 8.6 8.9 0.3
Other 93 56 -39.8% 304 210 -30.9% 549 435 -20.8% 0.5 0.4 -0.1
Porsche 36 41 13.9% 133 153 15.0% 251 331 31.9% 0.2 0.3 0.1
Subaru 900 922 2.4% 2,951 3,289 11.5% 5,965 6,602 10.7% 5.4 5.9 0.4
Toyota/Scion 1,590 1,557 -2.1% 5,500 5,769 4.9% 10,862 11,456 5.5% 9.9 10.2 0.3
Volkswagen 334 379 13.5% 1,097 1,508 37.5% 2,132 2,857 34.0% 1.9 2.5 0.6
Volvo 103 91 -11.7% 285 307 7.7% 554 596 7.6% 0.5 0.5 0.0

Change in Used Vehicle Market Share by Age of Vehicle 
YTD 2018 thru June v. YTD 2017
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Lowering turnover is the #1 improvement 
a dealership can make. 

EKS&H can help you design a compensation 
and benefits program that will inspire 
employee loyalty.

 To learn more, email Lucky Heggs or Drew Mattox 
at lheggs@eksh.com or dmattox@eksh.com, call
303.740.9400, or visit us online at www.eksh.com.



Member FDIC

We believe that you deserve more than empty promises.

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

Focused on you.
You deserve more.

UMB.com  |  303.839.1300


