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Jeremy Hamm
2020 CADA Chair

CADA’s 2020 Agenda
Keep the focus on local industry issues

Natural-born salespeople like us 
(automobile dealers) are needed to help 
our legislators keep an open mind on 
automotive industry issues. Involving 
CADA members more in communicating 
with Colorado lawmakers, and helping 
them to understand the industry and 
local dealer issues better is at the top of 
my CADA agenda for 2020.

If you’ve been to any Legislative 
Grassroots Meetings (LGMs), I think 
you’d agree that most legislators are 
very pragmatic when you get in front 
of them. And a lot of them have ties 
to automotive.

My number one agenda item is to 
engage dealers to get in front of our 
elected representatives and make sure 
that everyone understands all the 
moving parts of our business. As dealers, 
we’re like everyone else: some are never 
going to engage. Some may, but don’t 
know how and some know and need to 
be leaders.”

Legislative plan: Protect our gains
I think there will be important issues 

during this legislative session; in my 
opinion, most critical is protecting our 
past gains. Rivian and Tesla are coming 
back, and so is the question of being 
open on Sundays. 

Electric truck startup Rivian made 
a surprise run in the 2019 legislative 
session to secure the right to directly 
sell to consumers. CADA’s outstanding 
lobbying team, with the help of vocal 
CADA dealer members, beat back the 
effort with a defeat in the House on 
third reading of 35 No to 30 Yes.

Opening dealerships on Sunday has 
repeatedly surfaced over the years. It’s 
creating a problem where there is no 
problem. How would our being open 
on Sundays be better for consum-
ers? We need to show legislators it 

wouldn’t by speaking in the language 
they understand.

Last year, state regulators once again 
proposed allowing we open our doors 
on Sundays. Yet citizens are concerned 
about roads, healthcare, the homeless 
and countless other problems. None, 
however, called because they were 
concerned about auto dealers’ Sunday 
closure. It’s good for employees to have 
a day off. Employers need a day off, too. 
What’s more, it gives consumers an 
opportunity to walk around and see cars 
at their leisure.

Emphasize impact local  
dealers make

Cal-LEV and ZEV are still live issues. 
We must emphasize the successful 
work the CADA-sponsored Clear the Air 
Foundation does to improve air quality. 
The record number of high polluters 
donated last year (see page 10) shows 
what Colorado dealers are doing to 
improve air quality. This industry can 
help solve its problems. 

Coloradans don’t need people who 
don’t understand who we are creating —
and not solving — problems. We should 
be making local decisions, instead of 
letting an unelected board in California 
make decisions for us. 

I do worry about the rush toward 
electric vehicles. Federal and state 

incentives for consumers to buy electric 
vehicles just don’t make sense. And 
really, these credits have been good for 
one manufacturer: Tesla. 

Let’s face it: Tesla basically makes 
luxury vehicles for wealthier people, not 
a real solution for the masses. It would 
make more sense to give a smaller 
subsidy to many of our less prosperous 
citizens to buy a clean, gas-powered 
vehicle and get their dirty cars off 
the road.

I hate to see us lock into one solu-
tion. Whatever is a pet rock today is 
not going to be a pet rock tomorrow. 
It’s the same with auto technology. It’s 
going to get better, but driving EVs is a 
forced deal, making this tech happen. 
It doesn’t provide for other technology 
to emerge and it’s stifling other ideas. 
It’s not because there’s a better widget. 
It’s because government is forcing them 
on us.

Dealers deserve more of a voice
I don’t believe government regulators 

have involved the industry enough in 
finding reasonable and effective solu-
tions to lowering tailpipe emissions. We 
need transportation options that let us 
live the life we want to live. The power 
of personal mobility is a force that lets 
us live our best lives. 

It’s my opinion that as dealers, what 
we want is a seat at the table. If I have 
anything to say about it, CADA will be 
at the forefront of finding the best way 
forward for Colorado. 

Sincerely,

Jeremy Hamm

2020 CADA Chair
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ARE YOU HIRING TECHS?

April 3, 2020
F R I DAY

1  -  7  P. M .

L E A R N  M O R E

F R I D AY,  A P R I L  3 ,  2 0 2 0

[subhead]Join us for the Automotive Career Fair at the Denver Auto Show
Friday, April 3, 2020
1 – 7 p.m.

If you're looking for auto techs, reserve your booth for the Automotive Career Fair at 
the Denver Auto Show — and be ready to talk to more than 300 students during this 
one-day event.

If you're hiring — and like the idea of meeting with a pool of trained students who are 
ready to start working with your brand — register now to get your booth!
 
[sub] Table Partner — $1,500
• 10' x 10' fully draped booth, with an 8-foot draped table and 2 chairs
• Electrical & wi�
• Business name on passport
• Student registration list, including résumé
 
[sub] Supporting Partner - $3,000 (4 available)
• All Table Partner bene�ts, PLUS
• Business logo on sleeve of student tech shirt
• Business logo on passport
 
[sub] Lead Partner - $7,500 (1 available)
• All Table Partner bene�ts, PLUS
• Business logo on the front of student tech shirt
• Business logo on passport
 
[head] Register
www.colorado.auto/events

For more info, contact Kim Jackson
kim.jackson@colorado.auto
303.457.5115

If you’re looking for auto techs, reserve your booth for 
the Automotive Career Fair at the Denver Auto Show 
— and be ready to talk to more than 300 students 
during this one-day event.

If you’re hiring — and like the idea of meeting with 
a pool of trained students who are ready to start 
working with your brand — register now to get your 
booth!
 
Table Partner — $1,500

• 10’ x 10’ fully draped booth, with an 8-foot draped 
table and 2 chairs

•	 Electrical	&	wifi
• Business name on passport
• Student registration list, including résumé

 

Supporting Partner - $3,000 (4 available)
•	 All	Table	Partner	benefits,	PLUS
• Business logo on sleeve of student tech shirt
• Business logo on passport
 

Lead Partner - $7,500 (1 available)
•	 All	Table	Partner	benefits,	PLUS
• Business logo on the front of student tech shirt
• Business logo on passport
 

Join us for the Automotive Career 
Fair at the Denver Auto Show

Register: www.colorado.auto/eventsFor more info, contact Kim Jackson
kim.jackson@colorado.auto   |    303.457.5115

Friday, April 3, 2020
1 – 7 p.m.
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Preparing for surprises in 2020 Legislative Session

CADA started the 2020 calendar 
year in strong form by co-
hosting the Colorado Politics 

Legislative Launch Reception at 
the historic Brown Palace Hotel in 
Denver. The event has grown over its 
past five years since inception. Over 
500 people, including more than 140 
public officials, attended the event 
this year, which increased to its 
largest participation ever, more than 
80% higher than 2019.

Special guests attending the event 
included Colorado Governor, Jared 
Polis, former governor Bill Owens and 
former US Senators Hank Brown and 
Gary Hart. CADA’s presentation was 
introduced by Governor Polis, following 
his comments.

CADA’s exposure extended to a take-
over of the Colorado Politics website 
for the week of the event. Additionally, 
a full “double truck” center section ad 
graced the middle of the Colorado Politics 
weekly edition for the January 10 issue.

One real problem the event realized, 
was it became a victim of its own 
success. The crowd was so large, it 
was nearly impossible to contain the 
audience to listen to presenters. Though 
it was the only real strike against the 
event, it was a very meaningful one, as 
that was the most-talked-about issue 
with the event.

Several Colorado dealers and 
representatives of the association 
participated in the event. Here are some 
random and solicited feedback from 
participants (not all were able to be 
included):  

• Great job – Terrific exposure. 
The entire political world was 
there. Congrats!

• Always proud to be on Team CADA, 
but tonight was a particular point of 
pride!! Well-done!

• The small VIP reception was great, 
able to see a lot of legislators, and 
very good recognition for CADA. 
I like that fact that CADA was 
recognized and Polis introduced it 
[during the general reception]; the 
noise was a big hindrance.

• I think it was almost a 5. If it was 
less noisy, it would have been really 
great. The event as a whole was a 5.

• CADA’s involvement with Colorado 
Politics in the VIP reception was 
awesome! Such a great opportunity 
to get us exposure to legislators and 
all offices at the state level. I would 
rate CADA a 5 on how they put 
together this great opportunity.

Why is all of this networking and 
CADA exposure important? Colorado’s 
auto industry has been under attack for 
vehicle emissions (California v federal 
standards); being closed on Sunday; 
opposing direct sales channels for 
electric vehicle (EV) automakers and 
fighting for road repairs, expansion 
and improvement.

Last year, Rivian, the EV auto and 
truck manufacturer, rolled out a surprise 
bill to gut Colorado franchise law as it 
relates to direct sales. We heard that 
some wanted to use the bill to enact a 
repeal on the ban on Sunday sales. 

Through CADA’s legislative and 
grassroots outreach, we were able to 
defeat the Rivian bill (HB19-1325) on 
April 24 — its seventh day of existence 
— by a vote of 35-30. CADA is working 
to maintain strong legislative relation-
ships, all while expanding and building 
new ones.

Action alert:  What can YOU do to 
help us stop this cascade of terrible 
public policy? Stay abreast of issues 
in play, attend scheduled Legislative 
Grassroots Meetings and work to 
build — and maintain —strong legisla-
tive relationships.

Good luck to us all in 2020 legisla-
tive action at the Capitol and toward 
balanced election results this November.

 



For more information and details on the four ACA-qualified plans, contact Craig Gordon:

Affordable AND easy 
health care access

CADA Insurance Services now 
offers an affordable ACA-
qualified and ERISA-compliant 
health plan solution. There 
are four plans to choose from 
— and H S A. Catastrophic 
coverage can be added. 

The key enhancement is your 
employees can choose what 
will work best for them. 

The best part? All products are 
level funded, which means a 
portion of your premiums can 
be refunded to you.

All ACA-qualified 
plans include:

n No deductible,  
first-dollar coverage

n Prescription coverage

n Office copays for  
primary care

n No underwriting

n All Employees can enroll, 
including part-time, 
1099s and seasonal

n No minimum enrollment 
or participation

n No minimum employer 
contributions

n On-line enrollment 

n All major medical 
services are covered

Exclusive to CADA!

303.457.5118 c raig .gordon @colorado.auto C olorado.auto/ insurance se r v ices
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Make the most of the booming 
used vehicle market

After nearly a decade of riding in the 
back seat, the used car market finds 
itself at the wheel for the first time 
since the Great Recession. According 
to Edmunds, used vehicle sales have 
increased every year since 2013, and the 
latest Kerrigan Advisors report shows 
the new-to-used gap tightening for 
franchise dealers to approximately 1 :1 – 
the highest ratio in more than 10 years.

This spark has been ignited by deal-
ers and customers. Ballooning MSRPs 
are driving many customers away from 
new cars. Meanwhile, many dealers 
welcome the shift to the profitable 
pre-owned market as inventory costs 
rise, manufacturer incentives decrease, 
and new car margins tighten. 

Today’s buyer expects vehicles 
with the latest technology and safety 
features. Their preferences have shifted 
toward light trucks, which include pick-
ups, SUVs and crossovers; record-high 
numbers of off-lease vehicles are filling 
the market with late-model inventory.

Let’s discuss three strategies to make the 
 most of the current opportunity:

1. Manage inventory and pricing  
to fit your market

New opportunities lie ahead as front-end 
grosses gradually decline and lease customers 
approach contract maturity. Lean on your 
bank and finance company reps to help 
you seize these opportunities. They can 
help F&I managers structure financing that 
makes sense for the customer and allows for 
customers to add back-end products to help 
enhance and protect the used vehicle owner-
ship experience.

Finding the inventory customers want 
can be a challenge. Try to identify a range of 
vehicles based on your market. Pre-owned 
luxury may be right for some markets, while 
value may rule in another. Consider investing 
in new tools and additional training for 
your inventory team as well reaching out to 
in-equity retail customers and those nearing 
lease end to encourage them to return to 
your dealership.

2. Focus on CPO
Used cars can have a bad reputation in the 

minds of some quality-driven customers and 
certified pre-owned vehicles have emerged as 

a solution. They offer newer technology and 
the peace of mind of a warranty.

Certifying and reconditioning these 
vehicles is an efficient strategy to spur more 
CPO sales, which may eventually result in 
additional service contract sales and service 
department volume, helping to produce 
greater loyalty and profit.

3. Build loyalty through Fixed Ops
The service department has the potential 

to drive customers back through your doors 
for years to come. By increasing vehicle 
service contracts, the vehicles sold off your lot 
will come back and create a stream of loyalty 
and revenue.

The rapid growth in used car volume 
has fundamentally reshaped the strategic 
position for dealerships in recent years and 
will continue to become a more prominent 
force in the industry. Rather than lament the 
changes, savvy dealers and F&I professionals 
will view this change as a chance to shift their 
businesses to stay ahead of the competition.

By Erin Klepaski, executive director of Strategic Alliances, Ally
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COLORADO
D E A L E R  B R E A K F A S T

2 0 2 0

Special Guest
Rhonda 
Fields
State Senator  

Sunday, February 16, 2020
7:15 am  |  Las Vegas Marriott 

325 Convention Center Dr.  |  Las Vegas, NV 

Sponsored by

Dealers, Dealer staff and ATAEs attend FREE!
www.colorado.auto
coloradodealerbreakfast@colorado.autoRSVP

Join us!

290 E. Speer Blvd.  |  Denver, CO  80203 Non-dealers and industry partners contact Polly Penna: pollypenna@colorado.auto  |  303.945.6426



10 Colorado Automobile Dealers Association January 2020

Clear the Air Foundation
Mark Zeigler
Director

Pueblo Dodge Chrysler Jeep Ram ........... 56
AutoNation Honda 104 ............................... 48
Johnson Auto Plaza .......................................35
AutoNation Subaru West ............................29
Mike Maroone Chevrolet South ................27
Markley Motors ...............................................25
Pueblo Toyota .................................................22
Stevinson Toyota West .................................19
AutoNation Subaru Arapahoe ...................18
Emich Chevrolet ............................................. 17
Dellenbach Motors ........................................16
Schomp Honda ...............................................13
Spradley Kia.....................................................13
Honda of Greeley ...........................................12
Pedersen Toyota Volvo ................................12
Planet Hyundai ...............................................12
Spradley Ford Lincoln ..................................12
Western Slope Auto ......................................12
Bighorn Toyota ............................................... 11
Freeway Ford ................................................... 11
The Faricy Boys ............................................... 11
AutoNation Dodge Ram Arapahoe ..........10
Emich Volkswagen .........................................10
Planet Honda ..................................................10
Mile High Honda ..............................................9
Mountain States Toyota ................................9
Phil Long Ford of Motor City ........................9
Stevinson Toyota East ....................................9
The Faricy Boys Ford ......................................9
Hellman Motor Company .............................8
Medved Chevrolet ...........................................8
Phil Long Ford of Chapel Hills ....................8
Phil Long Ford of Denver ..............................8
King Chevrolet Buick GMC Longmont ....... 7
Phil Long Ford of Raton................................. 7
Phil Long Honda of Glenwood Springs .... 7

Spradley Chevrolet .......................................... 7
AutoNation Buick GMC Park Meadows.....6
Ed Carroll Motor Company ...........................6
Fuoco Motor Co ................................................6
Len Lyall Chevrolet..........................................6
AutoNation Chrysler Jeep Arapahoe.........5
Frontier Honda .................................................5
Phil Long Kia......................................................5
Stevinson Chevrolet .......................................5
Tynan’s Nissan Fort Collins ..........................5
Davidson-Gebhardt Chevrolet ....................5
Grand Junction Chrysler  

Dodge Jeep Ram ........................................5
AutoNation Chrysler Jeep Broadway ........4
AutoNation Chevrolet North ........................4
Glenwood Springs Ford .................................4
Grand Junction Volkswagen .........................4
McCaddon Cadillac Buick GMC ...................4
Medved Ford .....................................................4
Schomp Hyundai .............................................4
Schomp Mazda .................................................4
Schomp Mini .....................................................4
Stevinson Lexus of Lakewood ....................4
Turner Automotive ..........................................4
Berthod Motors Buick GMC ..........................3
Emich Automotive ...........................................3
Medved Chrysler Dodge Jeep Ram ............3
Medved Kia ........................................................3
Red Rock Nissan ..............................................3
Stevinson Lexus of Frederick ......................3
AutoNation Chrysler Dodge Jeep Ram 

Southwest ....................................................2
Medved Chevrolet Buick GMC .....................2
Stevinson Hyundai of Longmont ...............2
Valley Nissan .....................................................2
Vidmar Motor Company ................................2
Audi Volkswagen Glenwood Springs ........ 1

Berthod Motors Chrysler Dodge Jeep 
Ram ................................................................ 1

Daniels Long Chevrolet ................................. 1
Dave Solon Nissan .......................................... 1
Fisher Acura ....................................................... 1
Flower Chrysler Dodge Jeep Ram  ............. 1
Flower Subaru ................................................... 1
Ghent Chevrolet ............................................... 1
Glenwood Springs Subaru ............................ 1
Grand Junction Subaru .................................. 1
John Elway Chevrolet ..................................... 1
King Buick GMC ................................................. 1
Larry H Miller Ford Lakewood ..................... 1
Morehart Murphy Regional  

Auto Center .................................................. 1
Phil Long Audi ................................................... 1
Stevinson Chevrolet West ............................. 1
Summit Ford ...................................................... 1
Tru West Chrysler Dodge Jeep Ram ........... 1
Tynan’s Kia  ........................................................ 1
Tynan’s Volkswagen ........................................ 1
Victory Motors of Craig .................................. 1
OTHER
Warren Tech .....................................................27
Private Donation ............................................25
Fort Carson ......................................................15
Odyssey Early College &  

Career Options ......................................... 11
Pikes Peak Community College ..................4
Denver Botanic Gardens Chatfield ............2
Christian Brothers Automotive ...................2
JFR Auto ............................................................... 1
St Mary’s Hospital ........................................... 1

Last year, Clear the Air Foundation received 807 donations from 92 stores— 
and threw the gauntlet down with a new record. 

It was refreshing to see new dealers donate vehicles every month last year. And 
because those 92 dealerships represent just 35 percent of all dealers in Colorado, I feel 
confident in setting the 2020 goal at 1,000 donations. That translates to scholarships for 
auto tech students — and filling your empty bays with eager, well-trained technicians.

To reach that goal, I’ll spend a fair amount of time traveling the state and meeting 
with people I haven’t yet visited. If you want to learn how you can participate, please 
reach out to me so I can schedule a time to talk about all the great things we are doing 
and how we can work together to clear the air — all while supporting students who are 
pursuing a career in automotive technology.

807 Vehicle Donations through 2019

Thanks to your generosity, 2019 was a great year!

Goal: 650 old, high polluters

600

700

800

500

400

300

200

100

Contributions
to date: 807
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T
H

E DENVER AUTO SHOW

PREVIEW GALA
12TH ANNUAL

WEDNESDAY, APRIL 1, 2020
5:30  Opening Reception

6 – 7:30  Colorado  
 Automotive  
 Hall of Fame  
 Dinner

7:30  – 10 p.m.  Preview Gala

Tickets $200

COLORADO CONVENTION CENTER
700 14th St. • Denver

Join us for dinner as we celebrate  
the honorees of auto dealers inducted 

in the inaugural

Entertainment: The Nacho Men
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Jeremy Hamm feels more than 
a little uncomfortable being in 
the limelight. Nevertheless, he’s 

signed on to chair the Colorado 
Automobile Dealers Association  
this year. 

CADA President and CEO Tim 
Jackson observed, “Jeremy is the most 
matter-of-fact person I’ve ever met. 
Although he thinks, acts and operates 
in a way that mirrors our entire dealer 
body, Jeremy finds a way to separate 
fact from fiction and practical from 
unachievable in a way that places him at 
the front of effectiveness and comfort of 
decision making.”

Jeremy has climbed the industry 
ladder to achieve the top spot at Pueblo’s 
Dave Solon Nissan and Subaru, yet 
describes his success as “being a lucky 
car salesman who got a phone call on the 
right day almost 14 years ago.” That call 
from Dave Solon offered an opportunity 
for an ownership stake. Solon had 
offered a job before, but never an 
ownership option. “If I was ever offered 
a chance to be an owner, I thought I’d 
work for water and air,” Hamm said.

Army was good preparation  
for the ‘real world’

Hamm grew up in Wichita, Kansas, 
beginning in a parochial school and 
finishing the last two years at a public 
high school. While growing up, he played 
a lot of sports, and still is an avid golfer 
— and worked until he graduated.

He joined the Army at 17, straight 
out of high school. “They took me on a 
delayed entry. I started basic training at 
18,” Hamm explained. “The Army was 
the best experience of my life. I learned 
a lot.” With the Army, he did one tour 
in Iraq as a combat engineer during 
Operation Desert Shield/Storm.

A 25-year career with cars
That work ethic continued while 

attending Wichita State University, as 
Hamm funded his education first by 
working at a call center, followed by a 
stint at an oil company.

Then, more than 25 years ago, “I saw 
an ad for a car dealership and during the 
interview, they said I could study during 
slow times,” he explained. When he tried 
to study, though, management balked. 

Hamm liked the work enough to  
drop out of college instead of quitting 
the job. “Some things that seemed bad 
then seem like a blessing 25 years later,” 
he said. 

Quickly rose through  
dealership ranks

Having completed Army service and 
given up college at age 21, Jeremy started 
climbing through the ranks at Wichita’s 
Chevrolet-BMW dealership. Over seven 
years, he rose from salesman to sales 
manager. 

He was lured to Cheyenne, Wyoming 
to be general sales manager at a 
Chevrolet-Honda dealership, where 
he worked for three years. “I kept 
getting lucky,” he said. The next move 
was to Boulder as general manager of 
AutoNation’s Ford store. 

A lucky call from Pueblo
“I learned a lot and made a lot of 

lifetime connections.” Nevertheless, 
Hamm decided to return to Cheyenne 
where he was happily employed “until 
I got that phone call from Dave Solon, 
looking for a buy-in partner,” he said. 
“I’ve just about finished the buy-out.” 

With a great team, the business 
has doubled and now includes a newly 
remodeled Subaru facility down the 
street from Solon’s original dealerships.

Philanthropy is important
Hamm’s philanthropic causes 

are carefully chosen. A long-time 
employee who passed away led to the 
business supporting a local hospice. 
“We’re big supporters of the Humane 
Society – we’re four-legged advocates,” 
Hamm said. And in response to Pueblo’s 
substance addiction problems, he 
supports Addict to Athlete, a nonprofit 
organization that incorporates “a peer-
driven support group and exercise.”

Jeremy has been married for 19 years 
to Staci, a social worker by trade, who 
works in administration for a Colorado 
children’s therapy organization. “She’s 
been a great partner and a big part of this 
journey,” Hamm explained. 

Hamm likes to hang out with 
their much-loved dog and play golf. 
He’s even completed a couple of 
IRONMAN triathlons.

Hamm said he is honored to serve 
as 2020 CADA chair. But he’ll be a quiet 
leader, avoiding the limelight as much 
as possible.

Meet Jeremy Hamm
A quiet leader for CADA in 2020
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VPS Solar Hail Canopies

Custom Longspan
Solar Carports

720-548-6336ipoweralliance.com

THOUGHTFULLY DESIGNED SOLAR, STORAGE, LEDS, AND HAIL SOLUTIONS 
FOR CAR DEALERSHIPS.

INTEGRATED INTELLIGENT SOLUTIONS            MAXIMUM ROI

When the clock flipped  
to 12:01 a.m. January 
1, a few new laws and 

regulations, which could affect how 
you do business, came with all the 
possibilities 2020 could bring. 

Wage theft
House Bill 19-1267 amended the 

Colorado wage payment law to provide 
that an employer that willfully refuses 
to pay wages or other forms of com-
pensation due to an employee commits 
wage theft. The bill defined wage theft 
as a felony when the amount not paid 
is greater than $2,000. Payment of less 
than minimum wage is now regarded 
as theft.

The act removes the exemption from 
criminal penalties for an employer who 
is unable to pay wages or compensation 
because of a Chapter 7 bankruptcy 
action or other court action resulting 

in the employer having limited control 
over his or her assets.

The act defines ‘employee’ as any 
person who performs labor or services 
for the benefit of an employer and 
provides factors that are relevant for 
determining whether a person is an 
employee. The act defines ‘employer’ 
as having the same meaning as set forth 
in the federal ‘Fair Labor Standards 
Act’ and specifically includes foreign 
labor contractors and migratory field 
labor contractors or crew leaders in the 
definition. 

Minimum wage
As required by the state constitution, 

Colorado’s minimum wage increased 
by .90 an hour in 2019 to $12 an hour 
January 1, 2020. 

The City of Denver raised its local 
minimum wage to $12.85, also effec-
tive January 1. This is the first local 

government to set its minimum wage 
higher than the statewide level by a new 
statute passed by the state legislature 
last year.

Standard mileage  
reimbursement changes

The standard mileage rate reimburse-
ment for the use of a vehicle is 57.5 
center per mile driven for business use, 
which is down a half a cent from the 
2019 rate.

The standard mileage rate for busi-
ness use is based on an annual study of 
the fixed and variable costs of operating 
an automobile. Taxpayers always have 
the option of calculating the actual costs 
of using their vehicle, rather than using 
the standard mileage rates. Remember 
that under the Tax Cuts and Jobs Act, 
taxpayers cannot claim a miscellaneous 
itemized deduction for unreimbursed 
employee travel expenses.

New year. New rules.
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Federated Insurance’s Claim of the Month — Could it happen to you?

A customer was asked to go to the service area of a dealership to discuss repairs with a technician. 

While walking through the area, which is normally for employees only, the customer was injured when 

he slipped and fell on a slick substance near another vehicle.   

CLAIM AMOUNT: $250,000 

Moving vehicles, loud noises, heavy machinery — the repair shop can be hazardous, especially for 

someone who is unfamiliar with their surroundings. The risks of bringing a customer into such an 

environment can outweigh the benefits. Consider these guidelines: 

• Employees should respect the employees-only boundaries.  
• Do as much explanation and consultation as possible in designated customer areas.  
• If a customer must enter the shop, ensure they are accompanied by an employee at all times. 
• Make sure hidden or difficult-to-see hazards, such as liquids on the floor or raised hoists, are 

clear before bringing the customer back. 

Bringing someone to the service area might seem like good customer service, but it can quickly turn 

disastrous. Customer and employee safety should be a business’s highest priority. But the unnecessary 

risk of asking an unauthorized person to enter an area where a wrong step could cause an injury, could 

result in an insurance claim, a lost customer, and a major hit to your business’s reputation. 

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. 

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.



Start selling before you ever reach the door. Advertise in the CADA Bulletin — the 

ONLY publication that reaches each key leader of franchised new car dealerships 

in the state. Dealers’ key decision makers trust what’s in the Bulletin — and the 

companies that advertise their products and services in its pages.

After all, dealers do business with companies they recognize. If they don’t know who 

you are, they won’t do business with you. It’s that simple.

And that’s no joke.

If dealers don’t know anything about
 You
 Your company
 Your company’s products
 Your company’s reputation
 Why would they answer the door, much less do business with you?

“Who’s there?”

Knock.
Knock.

Find out how: 303.457.5115
Advertising works. 
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…has our mass transit gone? Where, oh, 

where can it be? With its routes cut short 

and the wait time so long, oh how can 

folks get from point A to point B?

Where
Oh where…
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This month, it’s time to take a more 
in-depth look at why more people are 
relying on their cars, trucks and SUVs to 
get where they need and when they want 
to go. It’s a good time to take a deeper 
dive, as the Regional Transportation 
District (RTD) has been in the headlines 
quite a bit these past two months. 

Mass transportation cuts services
So, let’s start with this beleaguered 

organization. In December, RTD 
announced plans to cut service, which 
included eliminating six bus routes, 
trimming service on 19 bus lines and 
reducing the service frequency for 
several of its light rail corridors. 

Ouch! How did this happen to an 
agency that was voted as the best transit 
agency in the country year after year 
only a decade ago? 

For starters, RTD has had significant 
issues in hiring — and keeping — a 
labor force. At the time of this writing, 
it had openings for 94 bus drivers and 65 
light rail operators. It has been reported 
that there is high turnover at RTD, 
due to what appears may be working 
conditions there. 

For example, the agency requires 
that newly hired drivers work six days a 
week, assigns mandatory overtime shifts 
on short notice and demands drivers 
and operators work split shifts. 

Clearly, this policy has been a 
disaster. A Colorado Public Radio article 
published earlier this month noted 
that only one in three RTD employees 
believe the agency is positioned to be 
an effective transit agency over the next 
30 years. Fewer than that felt leadership 
has communicated a clear plan for 
RTD’s future. 

2020 RTD budget overestimated 
ridership, sales taxes

Add to its labor pool woes RTD’s 
mounting budget issues, which are 
significant — a $40 million gap in its 
2020 budget, for starters. The agency is 
implementing changes from charging its 
board members $10 for their monthly 
buffet before meetings to halving merit-
based pay raises for salaried employees, 
to putting some capital projects on the 
back burner. 

Apparently, slowing revenue has 
been the key ingredient in creating the 
funding shortfall. Prior projections 
overestimated RTD’s 2020 fare income 
revenue by $14.8 million and sales taxes 
were off by a whopping $25.2 million. 

Low ridership, which has been drop-
ping the past five years, is responsible 
for the fare shortfall. Sales tax forecasts, 
which come from the University of 
Colorado Leeds School of Business, 
predict revenue growth will drop from 
the 5.3 percent RTD has experienced 
for the past several years to about 3.2 

percent per annum for the next 30 
years. Ouch, ouch! RTD’s chief financial 
officer, Heather McKillop, indicated that 
if the transit agency remains on this cur-
rent track, she anticipates a $12 million 
annual shortfall from 2026 to 2040. 

A big part of its budget dilemma is 
the agency’s commitment to voters to 
complete the light rail lines promised 
in 2004, which includes a $1.5 billion 
rail line to Boulder and Longmont. 
Hopefully, by the time these are 
completed, there will be a sufficient 
number of operators hired and trained 
to drive the trains. Perhaps RTD’s Board 
of Directors Chair Angie Rivera Maliede 
will have the ideas and leadership capa-
bility to turn things around, or RTD may 
instead stand for “Reason To Drive.”

Ride sharing services on 
shaky ground

All that said, RTD isn’t the only one 
suffering financial challenges. Both 
Uber and Lyft are losing revenue. Uber 
reported a loss of $5.2 billion in its 
second quarter earnings last year. For 
the same period, Lyft reported a loss of 
$644 million. 

Uber’s CEO, Dara Khosrowshahi, 
attributed the loss to the fact that 2019 
was a “peak investment year.” And if 
you adjust the figures for things like 
amortization and stock-based compen-
sation for its employees (among other 
options), it pulls that second-quarter 
figure down to a mere $1.3 billion loss. 
That could run the entire country of 
Wales for about a month. (By the way, 
this trend isn’t unique to these two 
companies; none of the ride-sharing 
companies around the globe like Grab 
in southeast Asia or Didi in China, 
are profitable.)

Ride-sharing services add mul-
tiples of congestion to our roads

Add to this the potential effect Uber 
and Lyft have on the traffic in major 
(and even not so major) metropolises 
across our country. Uber’s business 
model includes significantly penetrating 
markets such as grocery delivery, freight 
shipping and personal mobility. If you 
sit on a city street waiting for a bus (and 
in Denver that could mean a long wait), 
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you’re apt to see a lot of vehicles being 
driven for Uber or Lyft. Most of these 
are 2 – 3,000 pounders carrying one to 
three people on average. 

And let’s say these two companies 
alone grow by a factor of more than 
20 (as they predict they can), imagine 
the traffic implications. Beyond that, 
both companies also are having driver 
issues that include complaints about the 
ability to make a liveable wage — and 
are spurring states like New York and 
California to implement regulations 
addressing those complaints. 

Service isn’t what it’s  
cracked up to be

Then there are service issues with 
ride-sharing companies. Recently, my 
husband and I booked a round trip with 
Uber from our home to the airport. 
The reservation was confirmed, yet 
when the driver failed to appear during 
the allotted time — and another ten 
minutes after — we jumped into our car 
and drove ourselves. The frustration 
here is that there was absolutely no 
way to speak with a real live human 
entity as we waited to be picked up on 
departure day.

Three days later, as we were driving 
home from the airport, we received 
an Uber message that our reservation 
was cancelled. THREE DAYS after the 
fact. The reason for cancellation, it was 
noted, was that the credit card was no 
longer viable (expired). There were two 
cards on file with this ride-share service, 
and Uber didn’t even attempt to use the 
second one. 

Our lesson learned: It was more 
convenient and less expensive to drive 
ourselves and park in the airport parking 
garage for three days. Approximately, 
$20 remained in our wallet; we could 
simply walk out of the airport to our 
own car and head homeward. 

What’s more, other problems with 
ride-sharing services have surfaced, 
including reported safety and security 
issues reported in most cities, such 
as attacks, fights, driving ability 
and recklessness.

Car-sharing, bike services  
have left metro Denver

And then there are other transporta-
tion options that have exited our metro 
area. Car2Go has Car2Gone in Denver. 
Denver’s B-Cycle program is also in the 
rear-view mirror. After 18 years, it waved 
“bye-bye” to the Mile High this month. 

The one mode of transportation that 
has predictability and reliability for 
commuters is their cars. In Colorado, 
people purchased a record number of 
franchised new vehicles in 2018. That 
broke the 2017 record. And while sales 
in Colorado slightly dipped last year, it 
was still a strong one, outpacing the rate 
of new car sales on the national front. 

Bottom line:  
We still love our cars

There are reasons for franchised new 
car dealers’ continued good fortune:

• Colorado’s geography, with its 
challenging topography that ranges 

from the flatland plains to 14,000-
foot peaks. 

• Most of our cities’ suburbs are fairly 
distant from their city centers. 

• Many smaller towns don’t have 
any type of mass transit for its 
residents, especially in rural and 
farming communities. 

So while a trip to the store on a bike 
or to catch a show downtown by light 
rail is great for several reasons, we 
continue to rely on our cars for day-to-
day living: getting the kids to school, 
taking Mom to the doctor, picking up 
that much-needed prescription, taking 
the cat to the vet.

You more than anyone know that 
Americans have been in love with the 
independence the automobile has 
provided since 1894, and this love of 
that independence has not changed 
much over the past 126 years. After all, 
Colorado’s new car sales over the past 
three years proves it. 

And despite the multiple ongoing 
conversations otherwise, during a recent 
legislative reception with our governor, 
most of our state legislators and nearly 
400 other people in the room, the 
question was asked: How many of you 
got to work today or this event by car, 
truck or SUV?

Nearly everyone in the room raised 
a hand. 
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Member News In Memoriam

Dwight Ghent   |   December 23, 1922 – January 18, 2020

Dwight Louis Ghent passed away 
peacefully at his home on January 18, 2020 
surrounded by his loving family. Dwight 
was born in Craig, Colorado on December 
23, 1922 where his family homesteaded. 
When he was two, his family moved to 
Fort Collins. At age 16, Dwight joined the 
Colorado National Guard but two years 
later when the national guard mobilized, 

he was released as he was too young to be deployed. He graduated 
from Fort Collins High School in 1941 and immediately enrolled in 
Colorado State University.

He studied there for one year before joining the US Army Air Corp 
to serve in World War II. He was a second lieutenant in the US Army 
Corp (now Air Force) where he piloted a B-26 Marauder Bomber in 
the 1st Tactical Air Force, 320 Bombardment Group, 444th Squadron 
out of Dijon, France. After returning from the war, he attended the 
University of Colorado where he received a bachelor’s degree in 
business and was a member of the Sigma Alpha Epsilon Fraternal 
Organization. This generation is often referred to as the greatest 
generation due to their relentless desire to serve their country and 
provide for their families, and Dwight is a great example of this. In 
recognition of his service Dwight received many honors including 
Northern Colorado Veterans of Foreign Wars Statue, Air Medal with 
Two Oakley Cluster, European African Middle Eastern Campaign 
Medal, American Service Medal, Distinguished Unit Badge, and the 
World War II Victory Medal.

During the time of Dwight’s service, he was also obtaining an 
understanding and passion for the automobile industry. Dwight 
started in the automobile business while in high school, working 
part-time for Chol-Ghent Motors, a used car lot located at 354 Walnut 
in Ft. Collins where the Elizabeth Hotel is currently located. After his 
service and upon graduating from college, he became a salesman with 
the firm, working his way up to president. The company was renamed 
to The Ghent Motor Company in 1945 and continued to operate for a 
total of 52 years, 26 of which were at 205 North College Avenue where 
Beau Jo’s is presently located. On October 27, 1966, the dealership 
was relocated to 2601 South College Avenue where the facilities 
were boasted about having been “designed not only for interior and 
exterior beauty, but to provide the ultimate in automotive service.” 
He also operated the Top Hat car wash and gas station at that site. 
With these facilities, Dwight started a trend that would change the 
Fort Collins automotive landscape for decades to come with larger 
facilities and a move to the south.

Among his many professional accomplishments, Dwight was a 
director of First National Bank in Ft. Collins from 1967 to 1987 and 
immediate past trustee of Colorado Outward Bound. He served as 
president of the Fort Collins Lions Club, chairman of The United 
Way, director of the Fort Collins Chamber of Commerce and the 
Industrial Fund, and a member of the Elks Club and American 
Legion. In 1965 he received the Lions Club Key Member Award, one 
of the highest awards given by the International Association of Lions 
Clubs. He was secretary, treasurer, vice president and president of the 
Colorado Automobile Dealers Association (CADA) from 1966 to 1971, 

as well as a member of the National Automobile Dealers Association 
for 32 years and president of the Fort Collins Automobile Dealers 
Association. While president of CADA he was instrumental in passing 
legislation to license all automobile dealers and salesman to better 
serve the public. He was also very involved in his community as a 
member and director of the Fort Collins Country Club, supporter of 
the Fort Collins Ducks Unlimited Chapter and a member of the Fort 
Collins Tennis Club. As a student of both CU and CSU he continued 
to support the universities by donating vehicles to the Buff Club and 
Rams Club.

Among his many accolades, his highest professional honor came 
in 1980 when he received the Time Magazine National Automobile 
Quality Dealer of the Year for the State of Colorado. This award is 
given to car dealers for exceptional performance in their dealerships, 
combined with distinguished community service.

Dwight not only ran a successful business but was a diligent 
husband and father. He had four exceptional sons: Gregory Louis, 
Bradley Frank (Karen), Richard Irwin (Karen), and Robert Douglas 
(Ann) with his then wife Amy Ghent. In 1973 after marrying Connie, 
he gained a remarkable bonus family: Lee Ann Peck-Coca (Joe), 
Jeffrey Peck, and Megan LaForest (Steve). Dwight was also blessed 
with 14 grandchildren, and 14 great grandchildren who will carry on 
his legacy forever.

Dwight’s family was always first and foremost in his life. He was 
incredibly proud of his kids and grandkids and embraced each and 
every one for their individual accomplishments. His annual themed 
birthday parties brought everyone together and have left all of us with 
great memories.

Dwight packed so much life into his 97 years. He was an avid 
fisherman, duck hunter, occasional golfer, tennis player, skier, and 
gin player, not all of which he would admit he excelled in, but enjoyed 
immensely, along with his family and friends. He loved traveling up 
rivers and down the mountains of this great country. Traveling with 
him was always an experience because the “road less taken” was 
the one he always took. Dwight’s path in life established him as an 
exemplary human being: a great family man, an acute businessman, 
and a respected community leader. He stayed true to his values of 
personal responsibility, duty, honor and faith. He was an all-around 
good guy who always had a smile on his face and a good joke in 
his pocket.

He was a kind and generous man, a man of true integrity, someone 
who was always there when you needed him and who will be sorely 
missed by all those who loved him. In his later years he never ended a 
conversation without histhree favorite words - “I love you.”

Dwight was preceded in death by his parents, Frank and Vera 
Ghent, his sister and brother in-law, Rosella and Hi Webster, and his 
brother and sister in-law Eldon and Kay Ghent.

A celebration of Dwight’s life took place Friday, January 24. 
Memorial donations can be made to The Boys and Girls Club of 
Larimer County or United Way of Larimer County, in care of Allnutt 
Funeral Service, 650 West Drake Road, Fort Collins, CO 80526.

Family and friends are invited to sign the online guestbook and 
leave a personal note to the family at www.allnutt.com
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Weld County is one of the 
fastest-growing counties in 
Colorado, and a key factor in 

how well Weld County Garage Buick-
GMC continues to thrive. Second-
generation dealer Warren Yoder 
started working for his father, Lee, in 
high school and now commands the 
dealership and associated business-
es – Truck City, Drivewise/ Driven 
Financial, Abra Autobody, Kayman 
Direct and Greeley Subaru, position-
ing them to capitalize on Northern 
Colorado’s robust expansion. 

Yoder laughs about the old-fashioned 
name of his business. There’s history 
behind it, he says. “From what we know, 
Weld County Garage is the oldest Buick 
dealership west of the Mississippi. In a 
lot of circles, the name carries a lot of 
clout and has a good reputation … It’s a 
unique name and it gets people talking.”

Yoder’s father, Lee, migrated from 
Kansas at 17. He worked for Denver’s 
Kerr Ford and Garnsey & Wheeler Ford 
in Greeley. “He came up from the big 
city when Greeley was pretty small. 
He was able to quickly turn around 
the business and got a good name for 
himself in the community.” When 
investors approached him in 1982 about 
buying Weld County Garage from the 
longtime family owners, Lee Yoder 
was ready.

A family affair
Warren Yoder began working in the 

Garage’s body shop at about age 16, 
sanding and prepping cars. He rotated 
through the various departments and 
became general manager when he was 
30; his dad Lee had started a used car 
business and Warren was managing 
daily dealership operations. Warren 
bought out his father and the other 
investors in 2012. “He still gives me 
advice,” Yoder said. “He’s got a lot of 
experience.” 

Being an auto dealer wasn’t Yoder’s 
first plan. After high school graduation, 
he began studying at Aims Community 
College to become an architect, “until 
they kicked me out and told me I should 
stay in the car business,” he says. “I 
looked at it as divine intervention 
and thought, ‘I guess I’ll stay in the 
car business!’”

Continuing as a family-owned 
dealership has challenges, Yoder 
observed. “It’s hard to be as efficient as 
a single-point location with everything 

manufacturers require. There’s different 
marketing you have to do and you have 
to have people to specialize. The bigger 
you grow, the harder it is to keep a great 
level of service.”

Personal touch is better  
for business

But there are some definite upsides. 
“I think we know our customer better. 
I make a point of visiting and talking to 
employees at all our locations, which 
doesn’t exist in a big company,” he 
noted. It promotes loyalty; of his 300 or 
so employees, at least 40 have been with 
the family for more than 20 years.

That philosophy has served Yoder 
well. The Buick/ GMC dealership 
consistently ranks among Colorado’s 
top five. Buick’s switch to mostly SUVs 
has helped. And Subaru has proven to be 
a winning bet. After purchasing Greeley 
Subaru and building a new facility, the 
dealership quickly became the fastest-
growing Subaru dealership in Colorado 
— and sixth fastest in the nation. 

“Greeley customers have embraced it 
very well.”

Next generation steps up
Yoder already has a successor. 

After going through the NADA dealer 
academy, his oldest son, Chase, is the 
general sales manager at the Buick-GMC 
store. “He loves the car business and 
wants to be in it,” Yoder said. 

Part of the continued success and 
excellent reputation of Weld County 
Garage and Greeley Subaru is due to 
their community involvement. “It’s 
one of our mission statements to be a 
cornerstone business,” he noted. Among 
the nonprofits they support are the 
Greeley Transitional House, Greeley’s 
only homeless shelter, as well as Habitat 
for Humanity and the American Cancer 
Society, plus many school, youth and 
church groups. 

“There’s probably nothing more 
musical to my ears than when I hear 
someone in the community say, ‘Thanks 
for all you do for our community.’”

Greeley’s Weld County Garage brings a 
modern outlook to an historic business

There’s probably nothing more musical 
to my ears than when I hear someone in 
the community say, ‘Thanks for all you 
do for our community.’ Warren Yoder

Member Spotlight

Weld County Garage’s Warren Yoder.
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Get ready! The 118th Denver Auto 
Show – CADA’s most important 
annual event – is taking place April 
2-5 at the Colorado Convention 
Center. It will feature most of 
the biggest crowd pleasers from 
past years, as well as some new, 
destined-to-be-popular attractions. 

Where else can consumers see the 
original “Ghostbusters” car, Ectoplasm 
One, and test drive the latest electric 
vehicles? The Denver Auto Show. Along 
with the attractions are all the latest 
makes and models available in Colorado 
… and so much more!

The Denver Auto Show is a day 
shorter but will run for the same 
number of hours, opening daily from 
10 a.m. to 10 p.m. “This is the first 

time in my memory 
we haven’t opened on 
Wednesday,” said CADA 
CEO & President Tim Jackson. 
“It had to do with the availability of 
the Convention Center.”

Denver Auto Show FAQs
• At 118 years, the Denver Auto Show 

is the third-oldest automotive ex-
hibition in the U.S., after New York 
and Chicago.

• It is the largest automotive show-
case between Chicago and Los 
Angeles. 

• It is historically Denver’s largest 
trade show with 400,000 square 
feet of exhibit space featuring 
more than 30 brands, and offering 

consumers the op-
portunity to see more 

than 500 new cars, trucks, 
SUVs and crossovers. 

• It brings in excellent demographics: 
60 percent of attendees own their 
own homes and 55 percent have 
annual household incomes above 
$70,000, with a ratio of 66 percent 
male to 34 percent female. 

“This is the one place consumers 
can look at all the new car and truck 
models, kick the tires, check the color 
offerings, smell fresh leather, sit in them 
and see how they feel and fit,” Jackson 
said. While some brands have been 
curtailing their representation at auto 
shows, “CADA is making a conscious, 
calculated effort to make sure that every 

2020 Denver Auto Show promises  
excitement, innovation and engagement
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brand is represented,” whether it means 
by its manufacturer, local dealers or 
some other way. “We’re doing this for 
the benefit of consumers and overall 
benefit of the show,” Jackson said. 

Attendance boosts buying
Most important to dealers is the 

fact that the Denver Auto Show draws 
motivated consumers. A recent survey 
indicated that 49 percent of attendees 
plan to purchase a vehicle within the 
next six-12 months. 

In a 2019 interview, veteran dealer 
Jack TerHar of Sill-TerHar Motors in 
Broomfield, who has been around the 
show for more than 45 years, said, “If 
you look historically when sales start in 
the spring, over the last 30 years, within 
15 days after the Denver Auto Show the 
sales start. It’s a motivator to put people 
back in the market. Traffic always goes 
up…You don’t sell cars at the show, 
you get names and leads and they turn 
into sales.”

What’s new
Keeping the Denver Auto Show fresh 

is important, and CADA delivers on 
that promise. Not only is the show floor 
chock full of the latest in automotive 
design and technology, but every year 
we and our producing partner, Paragon 
Group, bring exciting, new things that 
will engage attendees. This year’s new 
offerings include:

• OK Car of the Future – This 
rechargeable, all-wheel-drive con-
cept electric race car is propelled 
by electro-magnets.

• The RAM Truck 
Territory – Camp 
Jeep’s phenom-
enal success in 
Colorado has 
prompted 
Fiat-Chrys-
ler to bring 
The RAM 
Truck Ter-
ritory to the 
Denver Auto 
Show. It features a 
ride-along on a rugged 
course, with an additional load-lift-

ing event during which the truck – 
RAM 1500, 2500 or 3500 – is hitched 
up to weights totaling 1,500 or more 
pounds and hoists them into 
the air.

• Subaru Loves 
Pets – You might 
not think of an 
auto show as the 
place to adopt a 
pet, but Subaru 
is bringing its 
popular exhibit to 
Denver, including 
a pet play area with 
adoptable pets from local 
shelters. People who aren’t 
looking to adopt can still take home 
a personalized pet tag, engraved on 
the spot. 

• Hot Cars – including the 
2020 Chevy C8 Cor-
vette and the Ford 
Mustang Mach E 
electric, the first 
run of which is 
already sold out 
(even though it 
won’t be avail-
able until next 
year). 

• Famous cars – includ-
ing the Ectoplasm One, 
a replica of the Toy Story vehicle, 
and the “A-Team” van. 

• Xcel Energy Garage of the Future 
– a 900 sf exhibit to demonstrate 
how EV systems can be run into 
a home garage as part of a regular 

electrical system.

• EV Ride and Drives – a 
rotating offering of 

all-electric vehicles 
will be offered to 
attendees curious 
about EVs. Accord-
ing to Denver Auto 

Show Chair Fletcher 
Flower, “Everybody 

sees that the govern-
ment is pushing EVs based 

on emissions standards and 
there’s a lot of hype. My take is that 

consumers are going to be inter-
ested in coming out to see what the 
buzz is all about.”

Returning to the Show
• Automotive Career 

Fair – Scheduled 
for Friday, this is 
dealers’ opportu-
nity to connect 
with potential re-
cruits, especially 

in the technical 
fields. Last year’s 

fair yielded almost 
300 qualified leads. “A 

great place to showcase 
our industry and hopefully 

recruit talent,” according to Flower.

• Camp Jeep – Back for the eighth 
year, “Jeep has increased its sales 

in the market by almost 400 
percent since it brought 

Camp Jeep here in 
2011,” Jackson 

pointed out.

• Hot Cars 
– The Dream 
Street exotic 

car section that 
features Aston-

Martin, Bentley, Fer-
rari, Lamborghini and 

Maserati models to drool 
over. 

• Racing Cars – the Sports Car Club 
of America’s Race Car Pit Stop. 
Several manufacturers will offer 
driving and racing simulators.

• Antique vehicles – Military Trail 
historic war vehicles will return 
with its exhibit of tanks, half-tracks 
and other battle-tested vehicles. 
Antique Roadshow will also return.

• The Garage – with everything you 
need to customize or update your 
ride: 27,000 square feet of the best 
aftermarket products and accesso-
ries. 

• Otto and Carlotta – The Denver 
Auto Show’s mascots will be meet-
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ing, greeting and taking selfies with 
attendees. 

Learn at IDS, celebrate at Preview Gala
Expect an all-star lineup at the Innovative Dealer 

Summit, scheduled on April 1-2 this year. The robust 
learning opportunities available only at IDS will 
make it a rewarding experience for dealers and key 
staff members.

Among the draws are Dean Evans, the former 
marketing VP for Hyundai and Subaru and CEO of 
LotLinx is now with Cars.com. “He masterminded the 
relationship between Hyundai and the NFL and created 
the Subaru “Love” campaign,” Jackson noted. 

Scott Monty, longtime social media manager for 
Ford will keynote Wednesday, April 1. “A force to be 
reckoned with and still the package deal,” according 
to Jackson.

IDS attendance also provides free admission to 
CADA’s Preview Gala, presented again this year by Ally 
Financial. According to CSG President Bruce Erley, who 
is lining up sponsors for the Denver Auto Show and 
Preview Gala, sponsors support the Preview Gala in 
part because it’s a wonderful fundraising opportunity 
for the CADA-supported Clear the Air Foundation. 
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2020

APRIL

Officially sponsored by

Brought to you by

denverautoshow.com

The RAM Truck Territory!
Ride the obstacle course with 
rocks, logs, even a mountain —  
and experience effortless 
towing of more than 30,000 lbs!

1st time ever!
Electric Vehicle Ride ‘n Drive!
Get behind the wheel of several 
electric vehicles and see what 
the excitement is all about!

COLORADO CONVENTION CENTER



Flower Motors has used CADA Insurance Service to provide employee health coverage for more than 

20 years. Several changes were added in 2019 that helped save money.

Why use CADA Insurance Services? 

With more than 75 employees at locations in Montrose and Steamboat Springs, Flower was concerned 

that “Our premiums kept going up and up. Craig helped us figure out a solution to keep coverage 

relatively the same, but more economical. We do health insurance and Craig Gordon (CADA Insurance 

Services) helps us with the ancillary benefits. We don’t pay for ancillary benefits but do pay most of  our 

employees’ health coverage.”

Fletcher’s top three reasons for insuring his  
employees through CADA:
 Cost: “Craig Gordon got us the best deal.”

 Service: “I think he looks out for our interests, including visiting our dealerships to 
provide employee benefits education.”

 Support for CADA. “It supports the association, which helps our industry in 
many ways.”

They’ve always 
gotten us the best 
deal and the best 
coverage available.

Fletcher Flower, Owner

Flower Motor Company

Montrose, Colorado

1. 

2. 

3. 

CADA Coverage
Health 20+ years

Dental added 2019
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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. Historical figures were revised by IHS and will differ from those 
presented in previous releases. 

Data Source: IHS.

Colorado U.S.

2018 Annual 207,602 14,007,852

2019 Annual* 201,713 13,605,383

% change -2.8% -2.9%

Oct. '18 thru Dec. '18 53,149 3,533,220

Oct. '19 thru Dec. '19* 49,700 3,388,130

% change -6.5% -4.1%

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

State new vehicle market declined 2.8% from 
2018 to 2019. U.S. market was off 2.9%.

Light truck registrations in the state were up 
0.6% in 2019, while passenger cars were off 
14.8%

Used vehicle registrations increased 5.7% 
during the first eleven months of 2019 (only 
includes vehicles seven years old or newer.)

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

The Colorado and National markets had almost 
identical results in 2019.

Colorado

-2.8%
U.S.

-2.9%
2019 

% Change In
New Retail Market vs. 

Year Earlier 

*December 2019 figures were estimated by Auto Outlook. Data Source: IHS.

*Figures for December 2019 were estimated by Auto Outlook. Historical figures were revised by IHS 
and will differ from those presented in previous releases. Data Source: IHS.

Fletcher Flower, Owner

Flower Motor Company

Montrose, Colorado
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LIGHT TRUCKS PASSENGER CARS

DOWN
14.8%

Change in annual
New Retail Light Vehicle

Registrations  

Top ten brands shaded gray. Data Source: IHS. *December 2019 figures were estimated by Auto Outlook.

Colorado New Retail Car and Light Truck Registrations

December*
Three Month Period

Oct. '19 thru Dec. '19*
Annual Total*

YTD

Market Share (%)

Colorado Colorado Colorado Colorado

2018 2019 % chg. 2018 2019 % chg. 2018 2019 % chg. 2018 2019 Chg.

MARKET SUMMARY

TOTAL 18,253 17,887 -2.0% 53,149 49,700 -6.5% 207,602 201,713 -2.8%

Cars 3,851 3,296 -14.4% 11,387 8,766 -23.0% 46,259 39,402 -14.8% 22.3 19.5 -2.7

Light Trucks 14,402 14,591 1.3% 41,762 40,934 -2.0% 161,343 162,311 0.6% 77.7 80.5 2.7

Domestic 7,339 7,244 -1.3% 20,954 19,359 -7.6% 78,605 76,978 -2.1% 37.9 38.2 0.3

European 1,924 2,014 4.7% 5,324 5,457 2.5% 22,850 22,999 0.7% 11.0 11.4 0.4

Japanese 7,984 7,569 -5.2% 23,740 21,743 -8.4% 93,956 89,168 -5.1% 45.3 44.2 -1.1

Korean 1,006 1,060 5.4% 3,131 3,141 0.3% 12,191 12,568 3.1% 5.9 6.2 0.4

BRAND REGISTRATIONS

Acura 142 141 -0.7% 468 434 -7.3% 1,790 1,858 3.8% 0.9 0.9 0.1

Alfa Romeo 23 23 0.0% 62 49 -21.0% 249 213 -14.5% 0.1 0.1 0.0

Audi 353 412 16.7% 957 1,057 10.4% 3,828 3,840 0.3% 1.8 1.9 0.1

BMW 332 354 6.6% 792 857 8.2% 3,560 4,125 15.9% 1.7 2.0 0.3

Buick 139 128 -7.9% 385 362 -6.0% 1,700 1,574 -7.4% 0.8 0.8 0.0

Cadillac 105 100 -4.8% 330 260 -21.2% 1,086 1,024 -5.7% 0.5 0.5 0.0

Chevrolet 1,377 1,375 -0.1% 3,794 3,513 -7.4% 14,919 13,799 -7.5% 7.2 6.8 -0.3

Chrysler 46 53 15.2% 148 117 -20.9% 733 497 -32.2% 0.4 0.2 -0.1

Dodge 212 215 1.4% 608 542 -10.9% 2,957 2,463 -16.7% 1.4 1.2 -0.2

FIAT 11 5 -54.5% 38 13 -65.8% 192 82 -57.3% 0.1 0.0 -0.1

Ford 1,918 2,013 5.0% 5,734 5,438 -5.2% 22,753 21,269 -6.5% 11.0 10.5 -0.4

Genesis 2 7 250.0% 11 38 245.5% 90 84 -6.7% 0.0 0.0 0.0

GMC 678 659 -2.8% 1,732 1,689 -2.5% 6,261 6,613 5.6% 3.0 3.3 0.3

Honda 1,322 1,212 -8.3% 3,767 3,671 -2.5% 16,198 15,419 -4.8% 7.8 7.6 -0.2
Hyundai 678 692 2.1% 2,011 1,952 -2.9% 7,449 7,762 4.2% 3.6 3.8 0.3

Infiniti 118 75 -36.4% 302 229 -24.2% 1,225 870 -29.0% 0.6 0.4 -0.2

Jaguar 30 29 -3.3% 84 89 6.0% 317 377 18.9% 0.2 0.2 0.0

Jeep 1,146 1,122 -2.1% 3,686 3,267 -11.4% 15,387 13,719 -10.8% 7.4 6.8 -0.6

Kia 326 361 10.7% 1,109 1,151 3.8% 4,652 4,722 1.5% 2.2 2.3 0.1

Land Rover 108 110 1.9% 292 290 -0.7% 1,213 1,182 -2.6% 0.6 0.6 0.0

Lexus 403 412 2.2% 1,095 1,099 0.4% 3,804 3,855 1.3% 1.8 1.9 0.1

Lincoln 80 93 16.3% 230 279 21.3% 932 1,150 23.4% 0.4 0.6 0.1

Maserati 5 5 0.0% 30 13 -56.7% 111 80 -27.9% 0.1 0.0 0.0

Mazda 395 415 5.1% 1,070 1,070 0.0% 4,481 4,488 0.2% 2.2 2.2 0.1

Mercedes 293 294 0.3% 833 863 3.6% 3,793 3,702 -2.4% 1.8 1.8 0.0

MINI 62 52 -16.1% 148 129 -12.8% 779 649 -16.7% 0.4 0.3 -0.1

Mitsubishi 83 94 13.3% 210 254 21.0% 908 665 -26.8% 0.4 0.3 -0.1

Nissan 893 657 -26.4% 2,562 1,958 -23.6% 10,086 8,413 -16.6% 4.9 4.2 -0.7

Other 15 15 0.0% 46 40 -13.0% 146 148 1.4% 0.1 0.1 0.0

Porsche 55 65 18.2% 202 201 -0.5% 874 885 1.3% 0.4 0.4 0.0

Ram 835 919 10.1% 2,258 2,621 16.1% 8,330 10,449 25.4% 4.0 5.2 1.2

Subaru 2,204 2,217 0.6% 6,307 5,586 -11.4% 23,943 23,406 -2.2% 11.5 11.6 0.1

Tesla 803 567 -29.4% 2,045 1,266 -38.1% 3,534 4,406 24.7% 1.7 2.2 0.5

Toyota 2,424 2,346 -3.2% 7,957 7,440 -6.5% 31,513 30,188 -4.2% 15.2 15.0 -0.2

Volkswagen 489 437 -10.6% 1,433 1,409 -1.7% 6,129 5,988 -2.3% 3.0 3.0 0.0

Volvo 148 213 43.9% 413 454 9.9% 1,680 1,749 4.1% 0.8 0.9 0.1

UP
0.6%
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Chrysler
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Percent change in registrations

Percent Change in Brand Registrations
2019* vs. 2018

(Top 30 selling brands)

Registrations increased by more 
than 5% for Ram, Tesla, Lincoln,  
BMW, and GMC 

Colorado and U.S. Market Share
2019*

(Top 20 selling brands in state)

Toyota, Subaru, Ford, Honda, 
Chevrolet, and Jeep were market 
share leaders in Colorado
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Colorado Used Retail Car and Light Truck Registrations (only includes vehicles 7 years old or newer)

November
Three Month Period

Sep. '19 thru Nov. '19
YTD thru November

YTD

Market Share (%)

2018 2019 % chg. Yr. Ago Current % chg. 2018 2019 % chg. 2018 2019 Chg.
TOTAL 24,260 24,155 -0.4% 76,631 76,967 0.4% 252,008 266,331 5.7%
Acura 276 189 -31.5% 865 630 -27.2% 2,570 2,404 -6.5% 1.0 0.9 -0.1
Audi 534 555 3.9% 1,642 1,784 8.6% 5,258 5,852 11.3% 2.1 2.2 0.1
BMW 636 667 4.9% 1,976 2,084 5.5% 6,473 7,194 11.1% 2.6 2.7 0.1
Buick 229 211 -7.9% 726 786 8.3% 2,747 2,393 -12.9% 1.1 0.9 -0.2
Cadillac 235 249 6.0% 817 786 -3.8% 2,818 2,649 -6.0% 1.1 1.0 -0.1
Chevrolet 2,309 2,351 1.8% 7,264 7,375 1.5% 25,086 25,304 0.9% 10.0 9.5 -0.5
Chrysler 300 215 -28.3% 925 741 -19.9% 3,211 2,780 -13.4% 1.3 1.0 -0.2
Dodge 1,676 1,751 4.5% 5,337 5,531 3.6% 18,343 19,272 5.1% 7.3 7.2 0.0
FIAT 46 37 -19.6% 170 126 -25.9% 554 467 -15.7% 0.2 0.2 0.0
Ford 3,388 3,427 1.2% 10,752 11,069 2.9% 35,742 39,395 10.2% 14.2 14.8 0.6
GMC 905 936 3.4% 2,728 2,790 2.3% 8,961 9,240 3.1% 3.6 3.5 -0.1
Honda 1,147 1,074 -6.4% 3,760 3,445 -8.4% 11,595 11,752 1.4% 4.6 4.4 -0.2
Hyundai 908 959 5.6% 2,917 3,014 3.3% 9,869 10,360 5.0% 3.9 3.9 0.0
Infiniti 263 299 13.7% 858 975 13.6% 2,943 3,423 16.3% 1.2 1.3 0.1
Jaguar 27 35 29.6% 87 145 66.7% 308 439 42.5% 0.1 0.2 0.0
Jeep 1,620 1,692 4.4% 5,066 5,222 3.1% 16,482 17,582 6.7% 6.5 6.6 0.1
Kia 723 704 -2.6% 2,474 2,241 -9.4% 7,955 7,776 -2.3% 3.2 2.9 -0.2
Land Rover 190 184 -3.2% 541 589 8.9% 1,551 1,916 23.5% 0.6 0.7 0.1
Lexus 450 434 -3.6% 1,361 1,383 1.6% 4,364 4,830 10.7% 1.7 1.8 0.1
Lincoln 108 108 0.0% 387 385 -0.5% 1,242 1,390 11.9% 0.5 0.5 0.0
Mazda 454 404 -11.0% 1,386 1,352 -2.5% 4,019 4,625 15.1% 1.6 1.7 0.1
Mercedes 413 404 -2.2% 1,416 1,407 -0.6% 4,880 5,087 4.2% 1.9 1.9 0.0
MINI 125 105 -16.0% 449 388 -13.6% 1,465 1,313 -10.4% 0.6 0.5 -0.1
Mitsubishi 131 120 -8.4% 415 397 -4.3% 1,178 1,459 23.9% 0.5 0.5 0.1
Nissan 2,034 1,913 -5.9% 6,479 6,379 -1.5% 21,664 22,579 4.2% 8.6 8.5 -0.1
Porsche 104 89 -14.4% 331 269 -18.7% 982 1,040 5.9% 0.4 0.4 0.0
Subaru 1,724 1,773 2.8% 5,253 5,615 6.9% 15,875 18,203 14.7% 6.3 6.8 0.5
Toyota 2,417 2,442 1.0% 7,428 7,416 -0.2% 24,965 25,967 4.0% 9.9 9.7 -0.2
Volkswagen 645 593 -8.1% 2,071 1,929 -6.9% 6,674 7,233 8.4% 2.6 2.7 0.1
Volvo 164 147 -10.4% 480 437 -9.0% 1,450 1,484 2.3% 0.6 0.6 0.0
Others 79 88 11.4% 270 277 2.6% 784 923 17.7% 0.3 0.3 0.0

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. 
Figures include vehicles with mild hybrid powertrains. Q4 ‘19 includes Oct & Nov. Source: IHS.

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 - YTD 2019 thru November

Rank Model Type Regs.

1 Tesla Model 3 Electric 3167

2 Toyota RAV4 Hybrid 1865

3 Jeep Wrangler Hybrid 1528

4 Nissan Leaf Electric 1150

5 Toyota Highlander Hybrid 598

6 Lexus RX Hybrid 561

7 Toyota Prius Hybrid 529

8 Tesla Model X Electric 399

9 Chevrolet Bolt Electric 294

10 Toyota Camry Hybrid 289

11 Tesla Model S Electric 273

12 Toyota Prius Plug In Hybrid 233

13 Honda Insight Hybrid 211

14 Honda Accord Hybrid 192

15 Lexus NX Hybrid 172

16 Hyundai Ioniq Hybrid 167

17 Audi E-Tron Electric 158

18 MINI Countryman Plug In Hybrid 139

19 Chevrolet Volt Plug In Hybrid 138

20 Lexus UX Hybrid 134



Protecting 
Your Business: 
You Hold the Keys

Confidently place the right 
people behind the wheel 

of your company vehicles 
with the help of our driver 

screening tools.

Commercial Insurance  Property & Casualty | Life & Disability Income | Workers Compensation | Business Succession and Estate Planning | Bonding

Federated Mutual Insurance Company and its subsidiaries* | federatedinsurance.com | Ward’s 50® Top Performer | A.M. Best® A+ (Superior) Rating

20.02  Ed. 12/19  *Not licensed in all states.  © 2019 Federated Mutual Insurance Company

Scan to view a short video on how 
speed, attention, fatigue, and emotion 

impact your company drivers.

Please make 

it home safe 
today.
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may limit your options. 
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that’s not right.

Ally offers a one-stop shop for auto finance, 
insurance, and remarketing, giving you the 
tools you need to help you succeed.

ally.com/dealer

do it right.
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