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at lheggs@eksh.com or dmattox@eksh.com, call
303.740.9400, or visit us online at www.eksh.com.



July 2018 www.colorado.auto 3

Cover
Walker Stapleton
The Republican gubernatorial  
candidate shares where he stands on  
dealers’ key issues 14

Features 
How to cut credit card costs and boost profits 17
 
Take a deeper dive on state-issued vehicle  
sales forms 18

Deterrence is key to securing your inventory  20

Tim Jackson
President
tim.jackson@colorado.auto 
303.282.1448
Marsha Temple
Chief Operating Officer
marsha.temple@colorado.auto 
303.457.5123
Matthew Groves
Vice President of Legal, 
Regulatory & Compliance
matthew.groves@colorado.auto 
303.282.1449

Rachelle A. Rice
CFO/Controller
rachelle.rice@colorado.auto 
303.457.5120
Khorrie Luther
Business Manager
khorrie.luther@colorado.auto 
303.457.5122
Polly Penna
Director, Non-Dues Revenue 
and Sponsorships
polly.penna@colorado.auto 
Direct: 303.457.5119 
Cell: 303.945.6426

Kim Jackson
Director of Marketing 
and Communications
kim.jackson@colorado.auto 
303.457.5115
Mark Zeigler
Clear The Air Foundation Manager
mark.zeigler@colorado.auto 
303.775.8896
Craig Gordon
Employee Benefits Sales Manager
craig.gordon@colorado.auto 
303.282.1457

Michelle O’Connor
Legislative and 
Communications Manager
michelle.oconnor@colorado.auto 
303.457.5113
Katie Buchanan
Member Services Coordinator
katie.buchanan@colorado.auto 
303.457.5109
Sidney Goulet
Member Services Coordinator
sidney.goulet@colorado.auto
303.457.5117

CADA Staff

Vol. 19, Issue 7
July 2018

Columns
Chair Column
In the rear-view mirror: A look back at the first six months 4
Steering Column
Terrible headline in January 2019: Can it be avoided? 6
Employee Group Benefits
6 ways to keep a lid on employee health benefits costs 8
Clear the Air Foundation
January - June 2018: 298 vehicles recycled 10
Member News
New showroom, several new deals,  
In Memoriam: William A. Wills 13

Colorado Auto Outlook 23

14

298Next month! Watch for the CADA Annual Member 
Golf Event recap!



4 Colorado Automobile Dealers Association July 2018

Dear Colorado Dealer:

Looking back from the halfway point in 
2018, I can see it’s been an extremely full 
six months with some heavy lifting yet to 
come. CADA’s Board of Directors has met 
twice during these months.

We’ve celebrated some successes
We scored a big win with the legislature’s 
approval of SB18-219, which warranty 
reimbursement at full retail rate. We join 
43 states with this provision; Colorado 
has been named as one of the best in the 
nation. It was the single issue held over 
from 2017, where we won on seven other 
issues that leveled the manufacturer-
dealer playing field. 

CADA met with 88 of 100 legislators 
through our Legislative Grassroots Meet-
ings (LGMs) and our legislative team 
mounted an aggressive effort. With SB18-
219’s passage, your board voted to tap 
Armatus Dealer Uplift as our preferred 
vendor for warranty reimbursement fil-
ings. 

The 2018 Denver Auto Show enjoyed a 
great run, April 3-8, at the Colorado Con-
vention Center. Attendance was up by 
two percent, but increased ticket prices 
resulted in 21 percent more revenue. 

Crowds enjoyed vehicles from 37 manu-
facturers, including 19 2019 pre-produc-
tion models, Maxx the Robot and Camp 
Jeep, which had its best single day ever at 
our show. The Colorado Car Convoy that 
visited seven communities in mid-March, 
and the Green Car Parade that exhibited 
30 low-emission vehicles at the State 
Capitol on April 1 led up to the auto show. 

The show is the convention center’s larg-
est annual event. Our research showed 
that it pumps $60 million-plus into the 
economy. And it helps us sell cars! 

Responding to dealers’ urgent need to 
recruit qualified candidates for their 
businesses, CADA staged an Automotive 
Career Fair at the auto show. 

The Innovative Dealer Summit, April 2-3 
brought in 273 participants, showcasing 
the latest in digital technology and mar-
keting techniques. 

The Preview Gala – our 10th! – was a great 
party. We welcomed UMB Bank back as 
our presenting sponsor. The proceeds 
allowed for generous donations to the 
Clear the Air Foundation and The Denver 
Post Community Foundation. In fact, it 
was the biggest donation the Clear the Air 
Foundation has ever received.

CADA moves CDs to UMB 
UMB Bank is helping CADA in another 
way. We voted to move our laddered CDs 
to UMB as they mature, saving $8,900 in 
management fees and proving again that 
using one of our association’s partners is 
smart business! 

CADA buys property
The board agreed to purchase property 
on the southwest corner of 4th and Grant, 
across the parking lot from CADA Head-
quarters, gaining about 40 parking spaces. 

It will make parking easier for our mem-
bers and visitors who attend the approxi-
mately 250 non-association events we 
annually host. 

CFPB changes expected to help us
At the intersection of politics and the au-
tomotive business, recent changes to the 
Consumer Financial Protection Bureau 
(CFPB) on vehicle financing will help us. 

A look at the first six months...

“The Denver Auto Show is the Colorado Convention Center’s 
largest annual event. Our research showed that it pumps $60 
million-plus into the economy. And it helps us sell cars!”

— Todd Maul,  

CADA Chair
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It’s a major issue that NADA has worked 
on, with able help from Tim Jackson and 
Jeff Carlson. We are also pleased that 
the Supreme Court overruled the Ninth 
Court of Appeals on service writers’ 
overtime.

But tariffs... and Cal-LEV
Dating back to Smoot-Hawley, tariffs 
have never won. While President Trump’s 
attempt to push for fair trade is a noble 
goal, this could damage key relationships 
that took years to build. 

Likewise, Governor Hickenlooper’s exec-
utive order imposing Cal-LEV emissions 
standards on Colorado doesn’t work here. 
Its future largely rests on the gubernato-
rial and legislative elections and whether 
we have leaders who believe Colorado’s 
standards should be based on Colorado’s 
unique needs, not California’s. This issue 
demands our attention.

Fair Maps Colorado
Alan Philp of Aegis Stragetic LLC spoke to 
the board about the Fair Maps Colorado 
initiative. CADA signed on to sponsor this 
campaign for two Constitutional amend-
ments establishing a bipartisan redistrict-
ing process. We join myriad business and 
nonprofit sponsors who support this. 
Learn more at www.fairmapscolorado.
com. 

Coming up

• The board will participate in CADA 
Project DC, September 23-26, 2018. 
In conjunction with the annual 
NADA Washington Conference, we 
always meet with Colorado lawmak-
ers to learn more about what they’re 
thinking on issues important to 
dealers.

• For the second year, we’ll be head-
ing to Hawaii for the CADA Annual 
Convention, this year at the Grand 
Hyatt Kaua’i Resort and Spa, Novem-
ber 11-14. Make plans now to attend 
interesting sessions and enjoy lots of 
fun in the Hawaiian sun!

Kind regards,

Todd Maul
Chairman
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How your lack of attention, interest and championing your 
position could result in a disastrous election outcome

Could this be the headline and story for a January 2019 assessment of Colorado’s post-election 
wrap up with newly elected office holders? The actions, or inactions, of Colorado’s new car deal-
ers will help determine the outcome of the election. Where were you when you had a chance to 
make a difference? Help us avoid a negative, costly, unproductive election outcome in November. 
Become active in CADA dealer opportunities. The dealership that you save may be your own.

The day after the election, Colorado dealers woke up 
and came in out of the ether. They must’ve realized that 
their inaction and lack of involvement in the 2018 elections 
contributed to the disastrous election outcome.

CADA continued to host Legislative Grassroots Meetings 
(LGMs), yet dealers’ lack of interest forced candidates to 
meet with and ask CADA staff what dealers considered 
important. After a number of LGMs were hosted without 
dealer involvement, legislative candidates wondered if dealers 
even cared about the policies the association advocates. 
While CADA has hosted LGMs for years, through ignorance or 
apathy (or both), fewer dealers were involved — and LGMs’ 
effectiveness significantly dropped. 

As the 2019 Colorado General Assembly legislative session 
begins, important issues are now at stake. At even higher 
risk are having affordable vehicles that qualify for Colorado’s 
new (California) emission requirements AND that Colorado 
consumers will continue to buy. Also at stake is:

 
• F&I Products and ability for dealers to sell and profit 

from them
• D&H fees –The ability for dealers to collect them
• Sunday sales – Colorado keeping dealers closed on Sun-

day.
• Consumer complaints – The ability to have those pro-

cessed by the Motor Vehicle Dealer Board versus the 
Attorney General

• GAP – the ability for GAP to be marked up in F&I process

A new anti business Attorney General takes office
Based on the election of an attorney general who is 

unfriendly to business issues in general, and dealer issues 
in particular, it’s assumed that aggressive legal challenges 
to important dealer objectives could be hazardous to 

the viability of Colorado’s new 
car dealerships.

Newly elected Colorado legislators — now the majority 
— have already determined they don’t like cars on highways. 
They’ll do everything they can to eliminate privately owned 
vehicles’ ability to access public roads, replacing them with 
more funding for public transportation, bicycles and shared 
commuter vehicles like Uber and Lyft, with the promise of 
autonomous control coming as soon as possible. 

As usual, CADA will be there to fight the battles and 
represent you, even under this lopsided anti business, anti 
dealer environment. After all, it’s been a long association 
tradition to create dealer wins. Yet this will be challenged by 
the socialistic, anti business views of our new majority. These, 
along with threats by the anti dealer crowd, will put dealers 
on notice about the importance of future engagement and 
activism in the governmental, political and election processes. 
The damage been done and it’ll be tougher to now navigate 
these unsafe waters.

 
What did Colorado dealers miss that could have made a 

meaningful difference and avoid this disastrous outcome?
•  Attending and participating in LGMs
•  Contributing personally to political campaigns
•  Becoming actively involved and engaged in the 2018 elec-

tion cycle
•  Participating in CADA’s opportunities for dealer engage-

ment and involvement 

One thing is for sure: There will be another opportunity 
to get involved in the 2020 elections. After the horrendous 
outcome we experienced in 2018, dealers will be wide awake 
next year. They even may step up to the plate and become 
active in CADA and the political process. 

Newly elected office holders following 2018 elections prove 
detrimental to Colorado’s new car dealers’ objectives

Possible January 2019 headline
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Thank You Sponsors of CADA’s 
12th Annual Member Golf Event

Bloody Mary and Mimosa Bars  Sponsor

Par 3 Watering Hole Sponsors

Longest Drive
Challenge 

Sponsor

Putting
Challenge
 Sponsor

Closest to the
Pin Challenge

 Sponsor

Hole-in-One
Challenge
 Sponsor

Breakfast SponsorAwards Luncheon Sponsors

Beverage Cart Sponsors

Hole Sponsors

Title Sponsor

Towel Sponsor
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As CADA Insurance Services’ broker/agent, I’ve developed 
a good understanding of Colorado automobile dealerships, 
the different kinds of personnel they have and the insurance 
benefits they want to provide. Not surprisingly, my most-asked 
question is how to keep the price of renewals low. Below is 
both technical and simple advice.

 Consider other funding mechanisms. If fully funding your 
employees’ insurance has gotten too expensive, I can help 
you explore self-funded, partial self-funded or level funded 
plans. Employees won’t notice much difference, but you 
assume more risk, because you take responsibility for pay-
ing some or all of the claims. These plans usually have stop-
loss reinsurance that essentially insures you against huge 
claims. An advantage with level funding is that at year’s end 
if your claims have been low, you may get back some of the 
money you’ve already paid. 

 Develop a wellness program. This is a long-term proposi-
tion because it doesn’t mean your claims will immediately 
go down. But the more incentives you offer employees to 
stay healthy through weight loss, smoking cessation and 
fitness, you will see a reduction in your claims over time. 
An added proven benefit is that you also could reduce 
absenteeism and worker’s comp claims. 

 Consider Health Savings Accounts (HSAs). They allow 
employees to contribute tax-free dollars they can spend on 
various healthcare expenses (co-pays, prescriptions, etc.). 
Employers sometimes also contribute to these accounts 
to “prime the pump.”  HSA plans typically cost less than 
traditional PPO and even HMO plans and they have higher 
deductibles. 

 Give employees ways to research and compare care op-
tions. Many insurance carriers have websites that show 
cost and quality comparisons. When employees can 
compare where the best care is given with its costs, they 
may seek a better balance that will lead to lower costs while 
maintaining good outcomes.

 

Explore “Tele-Doc” benefits. Giving employees the oppor-
tunity to talk with a medical professional online can often 
avoid an office visit. A tele-doc session can answer ques-
tions satisfactorily – and less expensively.

 Provide the most education possible. When you’re pur-
chasing or renewing a plan through CADA I come in and 
provide the answers to these kinds of questions for your 
employees. The more employees know about their health-
care and insurance benefits, the lower the cost to them and 
to you. For example:

a. What’s the difference between emergency room and ur-
gent care and which is appropriate for what problems?

b. Why start with an x-ray instead of going straight to a CT 
scan or MRI?

c. Why is getting a second opinion a good idea, particu-
larly for some surgical procedures.

d. Why are generic drugs generally a better option?

Insurance benefits have become a valuable tool that dealers 
can use to get the best employees and keep them. Simply put, 
the dealer who doesn’t offer a good benefits package is much 
more likely to lose employees to the dealer who can and will 
offer the most. And it’s not simply health insurance but a bal-
ance and blend of benefits that make your package attractive. 
We offer dental, vision and life insurance, as well.

My role as the broker/agent for CADA Insurance Services 
is to help you understand all the options and how they can be 
maximized for value. I can review your benefits, or give you 
a second opinion on another bid you’re considering, for no 
charge. I will offer advice about holes that could be filled in, 
either for you to include or for employees to purchase them-
selves. And, of course, I will be happy to give you a competitive 
bid when your dealership’s insurance benefits come up for 
renewal. 

Employee Group Benefits
Craig Gordon
Employee Benefits Sales Manager

6 ways to hold down costs on 
employee health benefits

Insurance benefits have become a valuable 
tool that dealers can use to get the best 
employees and keep them.

1

2

3

4

5

6
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Thank You! to the Sponsors 
of the 2018 
Preview Gala

Title Sponsor

Premier Sponsor

Platinum Sponsors

Planet Honda ............................................36
Pueblo Dodge............................................27
Johnson Auto Plaza .................................21
Freeway Ford .............................................16
Suss Buick GMC ........................................16
Emich Volkswagen ................................... 11
Dellenbach Motors ..................................10
Public Donations .....................................10
Bighorn Toyota ...........................................8
Hellman Motor Company ........................8
Pueblo Toyota .............................................8
Shortline Automotive ...............................8
Stevinson Toyota West ............................8
John Elway Chevrolet Broadway ........... 7
King Buick GMC ...........................................6
Spradley Barr Ford ....................................6
Spradley Kia .................................................6
The Faricy Boys ...........................................6
Phil Long Ford of Denver ........................5
Tynans Kia Ft. Collins ................................5
Groove Subaru ............................................4
John Elway Chrysler Jeep Dodge Ram 6
Pikes Peak Community College ............4
Planet Hyundai ...........................................4
Stevinson Chevrolet ..................................4
Emich Chevrolet .........................................3
Glenwood Springs Subaru ......................3
Grand Junction Chrysler ..........................3

Mile High Honda ........................................3
Perkins Motor Company ..........................3
Stevinson Lexus of Frederick .................3
Subaru of Pueblo .......................................3
Freedom Honda .........................................2
Pedersen Toyota ........................................2
Phil Long Honda  

of Glenwood Springs ..........................2
Stevinson Lexus of Lakewood ...............2
Stevinson Toyota East ..............................2
Turner Automotive ....................................2
Autonation Chrysler Jeep Arapahoe ... 1
Berthod Motors .......................................... 1
Courtesy Acura ............................................ 1
Ed Carroll Motor Company ..................... 1
Flatirons Imports ....................................... 1
Flower Motors ............................................. 1
Fuoco Motors ............................................... 1
Glenwood Springs Ford ........................... 1
John Elway Cadillac ................................... 1
Land Rover Colorado Springs................ 1
Phil Long Ford of Chapel Hills ............... 1
Purifoy Chevrolet ....................................... 1
Rickenbaugh Cadillac Volvo .................. 1
Stevinson Hyundai of Longmont ......... 1
Vidmar Honda ............................................. 1
Total ..........................................................298

Clear the Air Foundation by the numbers

Vehicle Donations - January – June 2018
Goal: 800 old, high polluters

800

600

400

200

Contributions
to date: 298

Thank you to the following dealers who have donated 298 vehicles to the Clear 
the Air Foundation through the first six months of the year. You’re making a huge 
difference in students’ lives and in the air we ALL breathe!
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Federated Mutual Insurance Company • Federated Service Insurance Company* 

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

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

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

 
Auto Dealer Claim of the Month – July 2018 
 
Federated Insurance’s Claim of the Month — Could it happen to you?  
 
An auto dealer purchases a vehicle from an auction. When an employee is cleaning and 

detailing the vehicle, he reaches between the seat cushions and is stabbed with a used syringe.   

The employee is taken to the hospital for a blood test. In addition, the employee is scheduled for 

subsequent follow-up appointments to check for any blood-borne pathogens. 

CLAIM AMOUNT: $300,000  

 

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

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

 Practice a safe method to clean areas in a vehicle where hazards cannot be seen. 

 Proceed slowly and carefully when cleaning a vehicle. 

 Inform employees about blood-borne pathogen responses, in case there is an incident. 

 

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 

sample program of the Safety Program Manual to help start your blood-borne pathogen plan.  

 

Federated Insurance is recommended by 18 state and national auto dealer associations, just 

like yours, 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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August - September
Webinar: Warranty 
Reimbursement 
August 29 
10 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 a.m. 
Webinar: Cybersecurity for 
your dealership
September 19  
10 a.m. 

For details, visit colorado.auto/eventsCADA Upcoming Events

Fundraiser for Walker Stapleton, Republican Candidate for Governor
Join us Wednesday, August 8 from 4 – 5:30 p.m. for a fundraiser for Republican 
candidate for Governor, Walker Stapleton at CADA Headquarters.
If you want to elect a business-minded and -friendly governor, attend this 
fundraiser. Stapleton supports dealers’ doors staying closed on Sundays, 
does not support Cal-LEV/ZEV mandates that cede our state’s responsibilities 
to California bureaucrats and will hold the Colorado Department of 
Transportation accountable on its spending, to ensure more road construction.
If you share his position on these issuses — and more — attend this fundraiser 
and do all you can to elect Walker Stapleton Colorado’s next governor.

RSVP: Michelle O’Connor: Michelle.OConnor@colorado.auto or 303.457.5113

Please join us August 8! 
Help elect a business- and 
dealer-friendly governor!
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Congratulations!
New showroom

Land Rover Flatirons opened its 
new showroom at its new location — and 
is expected to become Jaguar Land Rover 
Flatirons. 

Stop by the new location soon:  1500 
Coalton Road Superior, CO 80027

New deals

The Schomp Automotive Group 
bought the Subaru, Hyundai and 
Mazda franchises from the Shortline 
Automotive Group.  

This purchase makes Schomp the  
biggest family-owned automotive  
business that is headquartered in 
the state.

Vista Chrysler Jeep Dodge Ram 
changed its name to Groove Chrysler 
Jeep Dodge Ram.

Vista Subaru of Silverthorne 
changed its name to Groove Subaru 
of Silverthorne.

In Memoriam

William A. Wills, Jr.
June 16, 1926 – June 13, 2018

W. A. Wills, Jr. was born in Oklahoma City, 
Oklahoma on June 16, 1926 to W. A. Wills, Sr. 
and Jennette Robinson Wills. He was raised 
in Pueblo, Colorado and graduated from 
Centennial High School in 1944. 

After high school, W. A. enlisted in the Navy 
and served in World War II on a PT boat in the 
Philippines. After the war, W. A. attended The 
University of Colorado, where he received a 
degree in Business. 

W. A. started his career working for his 
father in the family Ford dealership in Pueblo. 
He started a family and in 1954 moved the fam-

ily to Council Bluffs, Iowa where, along with his long-time friend Gene Wilcoxson, 
started the Pontiac Dealership there. In 1956, W. A. returned to Colorado Springs and 
opened Silver State Cadillac. During those years, he was active as an officer in both 
the Colorado Automobile Dealers Association and the National Automobile Dealers 
Association. 

W. A. was an avid golfer and a life-time member of the Broadmoor Golf Club and 
The El Paso Club. Through his life, he was an active entrepreneur. He loved flying as a 
pilot and brought his skills to open the Piper airplane dealership and FBO in Colorado 
Springs. Later in life, he headed an insurance underwriting corporation, working with 
automobile dealers nationwide. 

W. A. traveled extensively with his wife Eileen and enjoyed spending time in 
Taos. W. A. is survived by his wife Eileen; daughters Marne Wills-Cuellar (Carlos) of 
Lakewood, Colorado and Ann Wills DVM of Weatherford, Texas; stepchildren Cathy 
Holmes (Brad) of Lone Tree, Colorado, Patti Nelson of Vail, Colorado and Jeff Weber 
(Jennifer) of Boulder, Colorado; grandchildren Allison Cuellar, David Cuellar, Cooper 
Anderson (Katie), Emily Stricker (Phil), Spencer Holmes (Natalie), Elli Weber, Amie 
Weber and Max Weber; great-grandchildren Crosby Stricker and Nixy Anderson. 
W.A. was preceded in death by his daughter Cathy Wills; his parents; and his brothers 
Lee R. Wills and Charles Wills. 

A celebration of Life was held June 30 at 5 pm at the family home in Colorado 
Springs. Donations can be made in his honor to National Mill Dog Rescue; P.O. Box 
88468; Colorado Springs, CO. 80908
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Republican gubernatorial candidate 
Walker Stapleton comments on 

dealers’ key issues

Like any group in the state, and perhaps more than some, 
Colorado’s automobile dealers will be affected by these changes. 
Some of the state’s most important and high-profile issues 
directly affect dealerships, making the positions of the candi-
dates for the top state office of critical concern. 

We have identified five issue areas of particular interest to the 
industry – adoption of the California Low/Zero Emission Vehicle 
Standard (Cal-LEV/ZEV), franchise laws, Sunday auto sales, state 
transportation infrastructure funding, and local sales and use 
tax simplification – and asked for both candidates’ positions on 
each. This month, we feature Republican Party candidate Walker 
Stapleton’s responses.

Who is Walker Stapleton?
Walker Stapleton is the current Colorado State Treasurer, first 

elected to the post in 2010, and re-elected in 2014. He is a gradu-
ate of Williams College and later earned a master’s Degree in 
Business Economics from the London School of Economics and 
an MBA from Harvard. He pursued a 13-year career in the private 
sector before his election as State Treasurer in 2010.

Stapleton on Cal-LEV/ZEV
On the issue of Colorado’s adoption of the Cal-LEV/ZEV 

standards, Stapleton is unequivocal in his opposition, stating 
that while he believes the state has a responsibility to maintain 
clean air and a healthy environment, “it is wrong for our state 
government to cede its responsibilities to unelected bureaucrats 
in California.” 

He pointed out the substantial increase in sale cost per vehicle 
that the California emissions standards will usher in, noting the 
difference between Colorado and California in terms of types of 
vehicles purchased. Stapleton suggested that emissions stan-
dards developed in a state where fewer than half of the vehicles 
sold and operated are either trucks or SUVs ought not to apply 
to Colorado — where nearly 75 percent of vehicles sold fit into 
those categories. 

Stapleton indicated he would overturn Governor 
Hickenlooper’s executive order requiring the Air Quality Control 
Commission to adopt the Cal-LEV standards as of 2022, saying 
“As Governor, I can undo the decision with the stroke of a pen, 

By Kelly Sloan

I
n January, Colorado will inaugurate a new governor for the first time in eight years. Republican 

Walker Stapleton and Democrat Jared Polis are each vying for the job, and whichever candidate 

the citizens of the state elect in November as Colorado’s Chief Executive, it is likely to mean that 

significant changes to public policy will be in store. 
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and when elected, I will return Colorado to the standards set 
by our state legislature.”

On franchise reform, Sunday sales
Stapleton was somewhat more open on the issues of 

franchise reform and Sunday sales. Regarding adjustments to 
franchise laws, he’s willing to look at the issue from all sides, 
and said, “We need to re-evaluate our franchising laws and 
make sure that we are neither legislating an unfair competitive 
advantage for incumbents or giving undue subsidies to smaller 
operations and newcomers.” He prefers a somewhat laissez-
faire approach to franchise laws. “The best outcomes are 
achieved when we allow them to be driven by free-markets.” 

On the matter of the long-standing prohibition on Sunday 
automobile sales, Stapleton took a pragmatic, if-it’s-not-
broken-don’t-fix-it approach, noting that the prohibition “has 
seemed to work in the past and data from other states suggests 
that opening sales on Sundays results in a substantial increase 
in costs for auto dealers, while providing a minimal increase in 
revenue.” He did say, however, that he would be amenable to 
hearing from stakeholders on both sides of the subject.

On transportation funding
Perhaps the most perennially contentious and vital policy 

issue in the state is transportation funding. Stapleton believes 
that more financial resources need to be directed toward trans-
portation infrastructure, and that that funding can be provided 
without an increase in taxes. 

He also believes that substantive reforms first need to 
be made in the way the money is spent, and noted that “an 
increase in funding will do us little good if we do not hold the 
Colorado Department of Transportation (CDOT) account-
able. We need to have an honest discussion around waste and 
inefficiencies at CDOT.” 

Where does the money come from?
Stapleton noted that instead of tax rate increases, he 

believes money for transportation infrastructure projects 
should come from reallocating General Fund dollars, and by 
financing through bonding. 

He pointed to the $645 million that the state legislature 
allocated for transportation over the next two years as “an 
important first step,” adding that “we need to make sure we 
sustain our commitment to invest in transportation through 
the General Fund, as well as through our ability to finance 
projects through bonding.” 

In addition to cutting what he sees as waste and inefficien-
cies at CDOT, Stapleton mentioned other ideas for finding 
room in the existing budget for transportation. His solution 
includes an across-the-board cut of 10 percent in departmental 
administrative and executive overhead. He also would require 
CDOT to “get their expenses in line with the average of other 
mountain states or our bordering states,” pointing out that 
Colorado is responsible for only 9,914 miles of state-controlled 
highways, compared to the national average of 16,238 miles. 

On simplifying sales taxes
Finally, on the issue of local sales and use tax simplification, 

Stapleton expressed sympathy for the need to simplify and 
coordinate the labyrinthian system of sales and use tax laws 
around the state. He also adheres to the principle of subsid-
iary, citing Colorado’s status as a Home Rule state: “Local 
governments are much closer to their constituents than the 
federal or state government and should be more attuned to 
the needs of their citizens and their ability to finance different 
infrastructure projects.” He did, however, recognize that state 
governments “play an outsized role in simplifying the tax code 
in the state and helping different municipalities coordinate 
their efforts and share best practices.”
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CADA: Do you support or oppose Colorado’s adoption of the 
California Low Emission Vehicle (Cal-LEV) standard, and/or 
California Zero Emission Standard (Cal-ZEV), and how would 
your administration address the issue should you become 
Governor?  Would you have concerns that higher costs on 
new vehicles resulting from California regulations could 
have the adverse effect of keeping Colorado drivers in older, 
higher polluting cars?

Walker Stapleton: I do not support the State of Colorado 
adopting California’s low emissions vehicles standards. 
I believe it is wrong for our state government to cede its 
responsibilities to unelected bureaucrats in California. Make 
no mistake, our state government has a responsibility to keep 
Colorado’s air and environment healthy, but the decision to 
adopt the California standards was political theater that will 
have real consequences for Coloradans. The increases in 
vehicle prices would hurt working Coloradans, raising costs 
by more than $850 per vehicle. Also, trying to fit California’s 
regulations onto our market doesn’t make sense. Nearly three 
quarters of Colorado’s vehicles are SUVs and trucks, while in 
California only about half of the vehicles on the road fall into 
those two categories. 

Fortunately, this was an executive action and not settled 
law. As Governor, I can undo that decision with the stroke of a 
pen, and when elected I will return Colorado to the standards 
established by our state Legislature.  

Would you support or oppose legislation adjusting franchise 
laws in the state to help level the playing field between local 
dealers and large, multi-national automakers?

I think we need to re-evaluate our franchising laws and 
make sure that we are neither legislating an unfair competi-
tive advantage for incumbents, nor giving undue subsidies to 
smaller operations and newcomers. Drawing on my experi-
ence in the private sector, I know that the best outcomes are 
achieved when we allow them to be driven by free markets, 
not by having government legislate and regulate for the sake 
of legislating and regulating. 

Do you support or oppose the repeal of the state law which 
prohibits the sale of motor vehicles on Sundays? 

Current state law, which prohibits the sale of motor vehi-
cles on Sundays has seemed to work in the past, and data 
from other states suggests that opening sales on Sundays 
results in a substantial increase in costs for auto dealers, 
while providing a minimal increase in revenue. But as with 
any other issue, I would be willing to sit down and listen to 
stakeholders on both sides of the subject. 

What would be your administration’s approach to fund-
ing transportation in the state? Do you believe revenue 

increases are needed? If so, what type and how much 
is needed?

Last year, we spent roughly $1.5 billion on roads, and I 
think we need to be allocating more financial resources into 
transportation. However, an increase in funding will do us 
little good if we do not hold the Colorado Department of 
Transportation (CDOT) accountable. We need to have an hon-
est discussion around waste and inefficiencies at CDOT. As 
Governor, I will see to it that taxpayer money going into CDOT 
makes it into our roads and bridges, and not into friendly 
insider contracts for employees-turned-contractors or new 
office buildings for bureaucrats.

I steadfastly believe that we can address our infrastruc-
ture needs without raising taxes. Over the past decade our 
roads have received no funding from the General Fund. That 
changed this year, when the Legislature finally agreed to allo-
cate an additional $645 million for transportation over the 
next two years. This was an important first step, but I think 
we need to make sure that we sustain our commitment to 
invest in transportation through the General Fund, as well as 
through our ability to finance projects through bonding. 

Just as an example, using last year’s budget as a guide, 
if we required all departments of the state government to 
reduce their administrative and executive overhead by just 
10 percent, we could save more than $130 million. Given the 
growing tax base from our booming economy and the Trump 
tax cuts, this figure will likely be greater in the future.

Maintaining our roads is a difficult task but blaming state 
geography is not an excuse. Colorado is responsible for 9,914 
miles of state-controlled highways, well below the national 
average of 16,238 miles. As Governor, I will make CDOT get its 
expenses in line with the average of other mountain states or 
our bordering states. By doing this, we could free up an addi-
tional $143-$176 million. Going forward, our state government 
will use these savings to make continued and consistent 
investments in infrastructure.

What is your position on simplification of the state’s local 
(city, county, special districts) sales tax system? How 
would your administration advance the Sales and Use Tax 
Simplification Task Force?

I am all for simplifying our tax code and would encour-
age our different local leaders to work to coordinate and 
simplify the system. However, Colorado is a home rule state, 
and we must respect this precedent. Local governments are 
much closer to their constituents that the federal or state 
government and should be more attuned to the needs of 
their citizens and their ability to finance different infrastruc-
ture projects. But the state government can play an outsized 
role in simplifying the tax code in Colorado, and helping 
different municipalities coordinate their efforts and share 
best practices.

Kelly Sloan is a public affairs consult and recovering journalist, who has written on politics and public policy for publications throughout the 
United States and Canada. 

Read Mr. Stapleton’s complete responses below
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Most dealers know they are paying 
too much for their credit card process-
ing. In some cases, dealers can save up to 
$100,000 annually by eliminating exces-
sive and unnecessary costs that plague 
the bankcard industry.

But where can dealers turn for unbi-
ased, accurate information so that they 
can make the best financial decisions for 
their businesses?

CADA has such an in-house bankcard 
“guru” available to all our dealerships. 
Janet Sanders, Chief Executive Officer of 
Incom Direct, helps dealers tackle credit 
card costs and improve the bottom line. 

Janet and Incom have worked with 
the Colorado Automobile Dealers 
Association since 2010. They have identi-
fied and reduced numerous inflated and 
unnecessary fees, resulting in cumula-
tive savings of more than $10 million for 
CADA-member clients.

As a long-term, trusted adviser to 
many dealerships Incom navigates this 
arcane area on dealers’ behalf, helping 
to cut costs and guard against potential 
significant liabilities. 

A growing number of car buyers like 
credit cards. Some use them for large 
reward points, while intending to soon 
pay off the balance with cash. Others sim-
ply have no other way to afford a car. 

Today nearly all dealers should 
have terminals that can process EMV 
(Europay, MasterCard and Visa) chip 
cards. This ensures smooth transactions, 
while protecting both customers and 
dealers’ data.   

Typically, the processing on an EMV 
card is 1.51% the amount of the transac-
tion. Through Incom’s relationships and 
unique industry approach, it offers this 
at 1.20%. The 31 basis point savings on 
transactions results in direct, significant 
cost savings to dealers.

Auto Aves in Lakewood has been one 
dealership to reap these benefits. “Incom 
significantly reduced our credit card 
expenses, while streamlining our process-
ing function. The processing reduction 
from 1.51 to 1.20% has already provided 
large savings and is continuing to do so,” 
said Patricia Clark, Office Manager.

Incom also goes to bat for its clients on 
disputed charges.

“Year in and year out, Incom saves 
us a great deal of money,” said Vicki 
McDonald, recently retired Controller 
for Tynan’s Automotive. “They help us 
understand the changes in processing and 
are an effective agent fighting for us when 
disputed transactions arise.”

While card processing costs are 
typically one of a dealership’s top four 
expense items, the costs are seldom 
understood in detail and many miscon-
ceptions abound. 

Incom has helped many dealerships 
by reviewing their existing processing 
arrangements to help them better under-
stand large and unnecessary charges. 
The absence of rigorous regulation on 
card processing can make the costs 
quite eye-popping.

To cut your credit card costs and 
improve the bottom line, contact Janet 
Sanders today at janet@incomintl.com 
or 1-877-810-8635.

Janet Sanders is founder, president and 
chief executive officer of Incom Direct, a 
national broker and specialized provider of 
credit and debit card transaction services. 

Headquartered in Denver, Incom Direct 
was founded in 2002 and has been the 
Colorado Automobile Dealers Association’s 
sole endorsed provider of card transaction 
services since 2010. Incom serves thousands 
of businesses throughout the United States. 
She can be reached at janet@incomintl.com 
or 1-877-810-8635.  

By Janet Sanders

How you can cut credit costs and boost profits
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In this third installment of the over-
view of the CADA Forms Library, we will 
take a look at the state-issued forms that 
are required to execute the sale of an 
automobile. Each of these forms is man-
dated by the state and the design of each 
is owned by the state. In the upper-left 
corner you will notice the forms title, sig-
nifying DR – for Department of Revenue 
– followed by a number. While CADA does 
not own these forms, we are a licensed 
distributor for them. If you already take 
advantage of this service, you know that 
we generally ship forms overnight to your 
dealership within 24 hours of receipt on 
our website, for a 48-hour turnaround.

Take a deeper dive on the required 
state-issued forms for vehicle sales

Next month, we will close this series by looking at the remaining forms from the CADA library that augment or follow the sale of a motor 
vehicle. If you have any questions about our forms, contact me at matthew.groves@colorado.auto. 

 DR 2174 Power of Attorney for a 
Motor Vehicle – This form accom-
plishes two very important features 
of a car sale. For those buyers using 
financing or having lost an original 
title, this form allows a dealer to 
act on the buyer’s behalf for the 
assignment of a lien in cases where 
the financing company has physical 
possession of the title. 

In addition, it attests to the odom-
eter reading at the time of sale. 
The odometer must be verified at 
the time of sale for the mileage to 
be transferred to the title. Failure 
to obtain an accurate odometer 
reading could cause the title to read 
“not as actual,” which would allow 
the Division of Motor Vehicles to 
refuse registration. Intentionally 
misstating the odometer mileage 
on this form could lead to crimi-
nal penalties.

 DR 2407 Dealer’s Bill of Sale for a 
Motor Vehicle – This document is 
submitted to the state as evidence of 
the sale of the car. It contains all rel-
evant information about the car and 
the buyer, along with an odometer 
reading. This form carries a serial 
number in the upper right corner to 
identify the purchase. Data must be 
carefully entered, as any attempt to 
modify or erase the information on 
the form will void it. This is par-
ticularly true when it comes to the 
odometer statement, which is made 
under penalty of law.

 DR 2395 Application for Title and/
or Registration – Along with the DR 
2407, which alerts the state to the 
sale of the vehicle, the DR 2395 is 
submitted by the dealer to the state 
as a request for a new title for the 
vehicle in the owner’s name, noting 
any lienholders that may exist on 

the title. This form also certifies that 
the purchaser carries auto insurance 
and verifies that proper sales taxes 
have been collected.

 DR 2434 Disclosures Required 
as Part of a Motor Vehicle Sale – 
Colorado requires that one of these 
forms be completed with every 
sale. This is incorporated into the 
contract and provides the consumer 
legal notices about the transaction, 
especially part E, which details 
the financing aspect of the deal. 
However, the form is required even 
if there is no financing associated. 
Despite the name “Disclosures,” this 
is independent from the RM-615, 
which is a Damage and Liability 
Disclosure Form. The DR 2434 will 
not satisfy the material particu-
lar rule.

1 2

3

4



If it could use a makeover — or even a little boost — CADA Insurance Services can help get it in shape.

What’s more, when you opt for employee benefits from CADA Insurance Services, 

you help new car dealers win important victories at our state capitol!

Craig Gordon
303 • 457 • 5118 

craig.gordon@colorado.auto

How healthy is THAT?!!

How healthy is your
employee benefits plan?
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1. Hope is not a strategy. As margins are squeezed, 
the last thing a dealer wants is another expense, so 
many owners and GMs choose to do nothing. If their 
lots are in a relatively safe demographic and have 
historically experienced few theft or vandalism 
events, they may choose to hope the trend con-
tinues. They will rely on their insurance (less the 
deductible) to cover any losses, or if the expense is 
small, just absorb the loss. Most owners and GMs 
understand that their historic good fortune doesn’t 
guarantee them zero future criminal activity. 
However, the cost of doing nothing (assuming 
no events) is nothing, even when it results in no 
deterrent factor. Experts will say that the best time 
to prevent a crime is before it happens.

2. Drive through security patrols. Local law enforce-
ment (or contracted private personnel) patrols 
the area in vehicles during off hours. Some dealers 
will put up signs stating as much. Historically, 
unless the timing is perfect, this results in 
limited success, since intruders can often gauge 
the timing of the patrols and/or see the lights of 
the vehicle approaching and hide. If you have a 
multi-acre lot with inventory (and service shop 
customer vehicles) spread around, how effective 
will a 90-second glance from a moving vehicle be, 
especially in the dark? Will they detect the intruders 
removing a tailgate or wheels at the back corner 
of your lot at the fence line? Do the posted signs 
actually deter intrusion?

3. On-site security guards. This remains one of the 
most popular approaches, at $15-$30 an hour 
(unarmed, night shift). A security guard can roam 
around the site, and even check the trouble areas 
and fence line. That said, there are drawbacks of 
this approach as guards are typically minimally 
trained, low hourly wage personnel who: (a) don’t 

always show up on time, or at all; (b) fall asleep 
or take food breaks, bathroom breaks, play with 
their smartphone breaks, talk to their significant 
other breaks; (c) are affected by inclement weather 
(especially in Colorado); (d) have very limited 
vision of your property; (e) can get injured by 
accident or an encounter with intruders; (f ) open 
up the possibility for “inside jobs”. There are 
ongoing, industry-wide incidents of theft and 
vandalism at sites where on-site security personnel 
were “present.”

4. Security cameras. Many dealers choose to install 
security cameras and post notices around their lots: 
“This property is under 24 hour surveillance.” Is 
it? Really? There are many stories from owners and 
GMs who have captured video footage of intruders 
stealing cars, parts, and vandalizing their property, 
only to find that law enforcement cannot help them 
after the fact. Facial recognition? A ball cap, shaded 
glasses, and a hooded sweatshirt defeat that feature. 
And, unless the perpetrator is caught in the act by 
law enforcement, or while still in possession of your 
goods, a video just confirms the criminal activity. 
Thieves are bold and a camera system alone does 
not scare them, as it has no real-time deterrent 
capability. Security camera systems with the associ-
ated recording hardware can cost $8,000 to $50,000 
in capital outlay plus yearly maintenance. What’s 
the ROI?

5. Proactive deterrence using video analytics and 
real-time response. A new and different approach is 
gaining market share across the U.S. dealer com-
munity. These solutions are based on deterrence 
as the primary objective, that is to detect intruders 
in real time and take real-time actions to deter 
criminal activity.

Securing your inventory: Deterrence is the key
by Bobby Rogers,
Pro-Vigil Surveillance Services

Car dealerships line up to be a near-perfect target for thieves, vandals and the homeless. Inventory is stored 
outside and is largely unattended for at least 10 to12 hours a day. Individual vehicles are easily worth tens 
of thousands of dollars, and the separate parts are easy to remove and valuable on the black market. Most 

dealerships in Colorado are located outside, so gaining entrance is fairly simple versus trying to break into a 
secured building. This is not news to most owners, GMs, service managers or industry veterans.

If you own a car dealership, you need to be able to protect your merchandise, while still allowing it 
to be freely seen and interacted with by potential customers. You can’t keep your assets hidden away 
behind locked doors, so what are your options? 

There are number a traditional approaches to address this challenge
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This new approach uses specialized security camera 
systems that can view/monitor the entire property 
simultaneously. When combined with advanced motion 
detection and video analytic software, intrusion/trespass 
activity can be detected in a matter of seconds, day or 
night. This approach mitigates the issue of missed events/
activity, due to human limitations in trying to watch 
multiple camera feeds from multiple customers.

In this new approach, the initial activity (motion) alert 
is from the analytics software and is escalated in real time 
to a highly trained individual who makes an immediate 
determination on the threat (Is it a big dog or a person? 
What are they doing? What are the customer instructions/
response protocol?).

High-volume audio alarms, which can include recorded 
messages or real-time audio interaction with the intruder 
can be initiated, depending upon the defined response 
protocol. These high-decibel alarms have proven highly 
effective in motivating unauthorized individuals to 
immediately leave dealership property. The entire process 
from initial alert to response is under one minute.

Since the response is in real-time, the live monitoring 
agent(s) can determine whether or not the intruder 
has left the premises, or if law enforcement needs to be 
contacted (with or without customer involvement). In 
the event law enforcement is called, the real-time view of 

the property enables the agent to assist law enforcement 
locate the perpetrator.

Several of these new solutions offer continuous HD 
recording with on-site archiving and retrieval of video 
is also available. Additionally, both desktop and mobile 
device applications are available to allow to view both 
real-time activity or archived video. Dealership personnel 
can choose to be involved as much, or as little as desired in 
threat responses.

In some cases, this type of solution is offered “As-a-
Service,” meaning that the dealership has no initial cash 
outlay or CAP-X exposure. When it comes to securing 
expensive inventory, most owners and GMs would agree 
that deterrence is the best result with the highest ROI.

More info
Pro-Vigil Surveillance Services 
pro-vigil.com/business-services/automotive-security-system/
bobby.rogers@pro-vigil.com 
303-549-0950
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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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Colorado Auto Outlook
Comprehensive information on the Colorado automotive market

TM Sponsored by:

New retail car 
and light truck 
registrations in the 
state declined a 
reported 41.3% in 
May 2018 versus 
year earlier. Note: 
monthly recording 
of registrations 
occurs when the 
data is processed 
by the DMV. This 
can impact the 
measurement of 
registrations in 
individual months. 
Year-to-date figures 
are more reflective 
of market results.

New registrations 
in the state were 
off 5.8% during the 
first five months of 
this year versus the 
same period a year 
earlier. Passenger 
cars declined by 
15.6% while Light 
Trucks were down 
slightly.

Used vehicle reg-
istrations were es-
sentially unchanged 
so far this year. 
(Only includes ve-
hicles seven years 
old or newer.)

Volvo, Land Rover, 
MINI, BMW,  and 
Audi had the 
largest increases 
in ytd new vehicle 
registrations (see 
page 4).

Quick Facts

Data Information

All data represents new and used vehicle retail registrations in Colorado and excludes fleet and wholesale transactions. Used vehicle data only includes vehicles seven years old or 
newer and excludes private party transactions.  Please keep in mind that monthly registration figures can occasionally be subject to fluctuations, resulting in over or under estimation 
of actual results. This usually occurs due to processing delays by governmental agencies. For this reason, the year-to-date figures will typically be more reflective of market results. 
Green shaded areas in tables represent the top ten ranked brands. Data Source: AutoCount data from Experian.

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

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

Previous Three Months

Retail New Vehicle Registrations Retail Used Vehicle Registrations

Mar. '17 

thru May '17

Mar. '18 

thru May '18

Percent

Change

Mar. '17 

thru May '17

Mar. '18 

thru May '18

Percent

Change

Total 48,894 44,457 -9.1% 57,466 56,177 -2.2%

Cars 14,377 11,267 -21.6% 23,003 21,490 -6.6%

Light Trucks 34,517 33,190 -3.8% 34,463 34,687 0.6%

Detroit Three Brands 18,106 16,483 -9.0% 27,031 26,055 -3.6%

European Brands 5,048 5,108 1.2% 6,104 6,341 3.9%

Japanese Brands 23,120 20,474 -11.4% 20,084 19,586 -2.5%

Korean Brands 2,620 2,392 -8.7% 4,247 4,195 -1.2%

Year to date thru May

Retail New Vehicle Registrations Retail Used Vehicle Registrations

YTD 2017 YTD 2018

Percent

Change YTD 2017 YTD 2018

Percent

Change

Total 85,599 80,668 -5.8% 92,596 92,514 -0.1%

Cars 24,218 20,435 -15.6% 35,956 35,048 -2.5%

Light Trucks 61,381 60,233 -1.9% 56,640 57,466 1.5%

Detroit Three Brands 31,549 29,962 -5.0% 43,742 42,668 -2.5%

European Brands 9,114 9,381 2.9% 9,692 10,589 9.3%

Japanese Brands 40,325 36,921 -8.4% 32,460 32,468 0.0%

Korean Brands 4,611 4,404 -4.5% 6,702 6,789 1.3%
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Page 2 Colorado Auto Outlook 

New Vehicle Market Brand Registrations

Change in New Vehicle Segment Market Share - YTD 2018 thru May v. YTD 2017

Data Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

May
Three Month Period

Mar. '18 thru May '18
Year to date thru May

Year-to-date

Market Share (%)

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 18,783 11,019 -41.3% 48,894 44,457 -9.1% 85,599 80,668 -5.8%

Acura 120 91 -24.2% 366 371 1.4% 647 654 1.1% 0.8 0.8 0.1
Audi 365 197 -46.0% 914 915 0.1% 1,656 1,733 4.6% 1.9 2.1 0.2
BMW 332 174 -47.6% 810 740 -8.6% 1,437 1,531 6.5% 1.7 1.9 0.2
Buick 163 122 -25.2% 407 437 7.4% 701 717 2.3% 0.8 0.9 0.1
Cadillac 84 50 -40.5% 214 179 -16.4% 458 393 -14.2% 0.5 0.5 0.0
Chevrolet 1,312 845 -35.6% 3,486 3,356 -3.7% 6,062 6,233 2.8% 7.1 7.7 0.6
Chrysler 119 39 -67.2% 299 156 -47.8% 479 365 -23.8% 0.6 0.5 -0.1
Dodge 397 220 -44.6% 962 763 -20.7% 1,460 1,183 -19.0% 1.7 1.5 -0.2
Fiat 25 8 -68.0% 59 42 -28.8% 100 81 -19.0% 0.1 0.1 0.0
Ford 2,041 1,268 -37.9% 5,594 4,768 -14.8% 9,718 8,700 -10.5% 11.4 10.8 -0.6
GMC 569 282 -50.4% 1,530 1,216 -20.5% 2,692 2,450 -9.0% 3.1 3.0 -0.1
Honda 1,511 913 -39.6% 3,728 3,551 -4.7% 6,383 6,529 2.3% 7.5 8.1 0.6
Hyundai 633 326 -48.5% 1,415 1,337 -5.5% 2,588 2,487 -3.9% 3.0 3.1 0.1
Infiniti 158 64 -59.5% 415 263 -36.6% 704 500 -29.0% 0.8 0.6 -0.2
Jaguar 45 16 -64.4% 121 69 -43.0% 218 134 -38.5% 0.3 0.2 -0.1
Jeep 1,235 799 -35.3% 3,369 3,449 2.4% 5,878 5,938 1.0% 6.9 7.4 0.5
Kia 528 239 -54.7% 1,205 1,055 -12.4% 2,023 1,917 -5.2% 2.4 2.4 0.0
Land Rover 87 80 -8.0% 221 285 29.0% 402 470 16.9% 0.5 0.6 0.1
Lexus 356 199 -44.1% 910 755 -17.0% 1,714 1,459 -14.9% 2.0 1.8 -0.2
Lincoln 103 58 -43.7% 240 190 -20.8% 423 376 -11.1% 0.5 0.5 0.0
Maserati 14 6 -57.1% 38 25 -34.2% 65 43 -33.8% 0.1 0.1 0.0
Mazda 378 290 -23.3% 1,068 1,096 2.6% 1,811 1,852 2.3% 2.1 2.3 0.2
Mercedes 310 214 -31.0% 774 770 -0.5% 1,404 1,402 -0.1% 1.6 1.7 0.1
MINI 80 52 -35.0% 173 209 20.8% 318 352 10.7% 0.4 0.4 0.1
Mitsubishi 91 41 -54.9% 228 171 -25.0% 392 310 -20.9% 0.5 0.4 -0.1
Nissan 1,249 529 -57.6% 3,019 2,162 -28.4% 5,139 3,994 -22.3% 6.0 5.0 -1.1
Porsche 77 52 -32.5% 193 199 3.1% 333 333 0.0% 0.4 0.4 0.0
Ram 748 447 -40.2% 1,822 1,727 -5.2% 3,297 3,132 -5.0% 3.9 3.9 0.0
smart 10 0 -100.0% 19 6 -68.4% 26 11 -57.7% 0.0 0.0 0.0
Subaru 2,215 1,180 -46.7% 6,347 5,353 -15.7% 11,017 9,550 -13.3% 12.9 11.8 -1.0
Tesla 78 127 62.8% 183 242 32.2% 381 475 24.7% 0.4 0.6 0.1
Toyota/Scion 2,679 1,621 -39.5% 7,039 6,751 -4.1% 12,517 12,071 -3.6% 14.6 15.0 0.3
Volkswagen 573 360 -37.2% 1,453 1,456 0.2% 2,660 2,566 -3.5% 3.1 3.2 0.1
Volvo 85 89 4.7% 243 314 29.2% 454 602 32.6% 0.5 0.7 0.2
Other 13 21 61.5% 30 79 163.3% 42 125 197.6% 0.0 0.2 0.1
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Three year old vehicle market share has increased, 
while one Year old share is down.

Released: July 2018 (covering May 2018 data) Page 3

Used Vehicle Market Brand Registrations (only includes vehicles seven years old or newer)

Change in Used Vehicle Market Share by Age of Vehicle 
YTD 2018 thru May v. YTD 2017

Data Source: AutoCount data from Experian.

Colorado Used Retail Car and Light Truck Registrations

May
Three Month Period

Mar. '18 thru May '18
Year to date thru May

YTD

Market Share (%)

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 21,997 13,591 -38.2% 57,466 56,177 -2.2% 92,596 92,514 -0.1%
Acura 258 132 -48.8% 748 573 -23.4% 1,177 958 -18.6% 1.3 1.0 -0.2
Audi 355 314 -11.5% 989 1,205 21.8% 1,627 1,967 20.9% 1.8 2.1 0.4
BMW 632 336 -46.8% 1,621 1,444 -10.9% 2,568 2,449 -4.6% 2.8 2.6 -0.1
Buick 218 172 -21.1% 586 752 28.3% 973 1,215 24.9% 1.1 1.3 0.3
Cadillac 316 141 -55.4% 819 663 -19.0% 1,327 1,125 -15.2% 1.4 1.2 -0.2
Chevrolet 2,341 1,394 -40.5% 6,019 5,941 -1.3% 9,574 9,618 0.5% 10.3 10.4 0.1
Chrysler 360 186 -48.3% 952 751 -21.1% 1,500 1,212 -19.2% 1.6 1.3 -0.3
Dodge 1,718 1,012 -41.1% 4,341 4,147 -4.5% 6,923 6,683 -3.5% 7.5 7.2 -0.3
Ford 3,129 1,883 -39.8% 8,239 7,655 -7.1% 13,290 12,623 -5.0% 14.4 13.6 -0.7
GMC 741 465 -37.2% 1,892 2,014 6.4% 3,143 3,405 8.3% 3.4 3.7 0.3
Honda 1,005 584 -41.9% 2,563 2,302 -10.2% 4,138 3,963 -4.2% 4.5 4.3 -0.2
Hyundai 880 585 -33.5% 2,268 2,386 5.2% 3,677 3,868 5.2% 4.0 4.2 0.2
Infiniti 283 188 -33.6% 682 737 8.1% 1,086 1,183 8.9% 1.2 1.3 0.1
Jaguar 10 14 40.0% 41 54 31.7% 61 77 26.2% 0.1 0.1 0.0
Jeep 1,498 875 -41.6% 3,852 3,871 0.5% 6,480 6,338 -2.2% 7.0 6.9 -0.1
Kia 781 470 -39.8% 1,979 1,809 -8.6% 3,025 2,921 -3.4% 3.3 3.2 -0.1
Land Rover 125 68 -45.6% 355 284 -20.0% 570 476 -16.5% 0.6 0.5 -0.1
Lexus 353 246 -30.3% 972 936 -3.7% 1,582 1,523 -3.7% 1.7 1.6 -0.1
Lincoln 98 55 -43.9% 271 249 -8.1% 440 415 -5.7% 0.5 0.4 0.0
Mazda 334 197 -41.0% 872 772 -11.5% 1,416 1,273 -10.1% 1.5 1.4 -0.2
Mercedes 348 236 -32.2% 1,019 944 -7.4% 1,606 1,627 1.3% 1.7 1.8 0.0
MINI 124 83 -33.1% 335 358 6.9% 514 572 11.3% 0.6 0.6 0.1
Mitsubishi 144 61 -57.6% 404 249 -38.4% 596 408 -31.5% 0.6 0.4 -0.2
Nissan 1,903 1,275 -33.0% 5,047 5,122 1.5% 8,046 8,215 2.1% 8.7 8.9 0.2
Other 119 52 -56.3% 302 199 -34.1% 456 361 -20.8% 0.5 0.4 -0.1
Porsche 57 42 -26.3% 143 159 11.2% 215 276 28.4% 0.2 0.3 0.1
Subaru 1,139 758 -33.5% 3,052 3,175 4.0% 5,065 5,433 7.3% 5.5 5.9 0.4
Toyota/Scion 2,181 1,336 -38.7% 5,697 5,699 0.0% 9,272 9,478 2.2% 10.0 10.2 0.2
Volkswagen 438 352 -19.6% 1,140 1,440 26.3% 1,798 2,370 31.8% 1.9 2.6 0.6
Volvo 109 79 -27.5% 266 287 7.9% 451 482 6.9% 0.5 0.5 0.0
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