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CADA education helps keep you up to date,
safe and profitable

F

or most of its existence, CADA
didn’t offer education and training; dealers relied on their own
educational initiatives, if at all..

for almost every area of your business
on topics that your dealership, ownership or OEM may not cover.

When I began here 15 years ago, that
changed. Like anything in its infancy,
we crawled for a few years. Then the
programs we offered gained momentum.
Any time we are successful in passing
a measure at the state capitol, we offer
training on how to navigate the waters
with the new bill.

Join us Wednesday morning,
December 11 for a webinar update
on the Warranty Reimbursement at
Retail bill that was passed last year. In
addition, you’ll learn how to boost your
labor rates and manage reimbursement,
among other topics.

Even when we don’t have major bills,
there are still plenty of compliance,
regulatory and legal issues that could get
you in hot water if something isn’t done
according to rules or statute.
Outside the regulatory/compliance
arena, we offer training on topics that
are relevant to your dealership today,
such as how to leverage social media to
attract customers to your store. All told,
we have an educational training session

End-of-year education

Then join us at CADA Headquarters
later that morning for a seminar on
your website and compliance with the
Americans with Disabilities Act. One
dealer in Colorado has already been
contacted by an attorney claiming ADA
accessibility violations. If found in
violation, it takes time and thousands of
dollars to rectify any issues.

back that day from Washington, D.C. to
lead this important seminar. She’ll be
accompanied by Fairfield and Woods’
Randy Earnest. I hope you can make it.
On Tuesday, December 17, Fairfield
& Woods’ Michael Dommermuth and
Adrian Castro will lead a webinar,
How to Avoid Lawsuits — and what to
do when you are sued. This webinar
covers issues dealers have faced this
year, including what to disclose about
a vehicle, how to handle spot delivery,
risks of multiple credit checks and
service department loaners, to name
a few.
Also next month, we’re in the planning stages of a final Regional Meeting.
Stay tuned for details. Meanwhile,
I hope to see you at these end-of
year sessions.

NADA’s Associate Director and
Counsel of Legal and Regulatory Affairs
Kaye Lynch-Sparks is flying out and

“What I love about Thanksgiving is that it’s purely
about getting together with friends or family and
enjoying food. It’s really for everybody, and it
doesn’t matter where you’re from.” — Daniel Humm
CADA will be closed Thursday, November 28,
so we can enjoy Thanksgiving Day with our
friends and families. We’ll be open again Friday,
November 29. If you order bonds or forms by
noon Wednesday, November 27, you can pick
them up Friday or we will send them to you.

From all of us at CADA to you, we wish you
a very Happy Thanksgiving!
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Department of Revenue – Policy division proposes
a repeal of Special Tax Regulation 3.1

U

nder this special regulation,
the state authorized the issuance and taxation of ‘special
use’ license plates for dealers to use
in qualified situations. The use of the
license plates typically triggered a
taxable event. Under the old system,
the temporary use of the vehicle for
a special event came hand in hand
with the collection and remittance
of a use tax, or in the event of an
outright donation – a sales tax.
A recent reconfiguration of various
license plates available to a motor
vehicle dealer has changed this analysis.
Typically, when a dealer provides a
vehicle for temporary use at a special
event, or off-site location, such is done
for marketing purposes, as well as
charitable intent. Since those vehicles
are in the inventory of the dealer, and
typically not plated (when delivered
by truck), or under a Dealer Full Use
(DLR) plate and continue to be for sale
throughout the donated use, they fall
under the wholesale exemption. Neither
require a special use plate or collection
and remittance of a tax.
Since its promulgation, the
Department has reviewed the regulation
and no longer believes it is consistent
with the newest version of the statute
that authorized it. Therefore, following a public comment period, the
Department is proposing to repeal the
regulation outright. Since the regulation
is a clean repeal, no stakeholder process
is envisioned.
Further conversation with the
Department highlighted that the intent
of the repeal was to collect a sale or
use tax only during a taxable event,

6

3.1
like when a car comes out of a dealer’s
inventory. That is not the case, as it is
displayed at a special event. This will
pull the taxation system in line with
judicial precedent in IBM v. Charnes
and CF&I Steel v. Charnes. It also
recognizes that the donation of the
temporary use of the motor vehicle is
not a retail sale, and therefore, does not
constitute a taxable transaction.
However, the permanent donation
of a vehicle does take the car out of
inventory. Therefore, it would become a
taxable event where the retailer/dealer
would be required to collect a sales tax.
This will be the one instance in which a
donation would continue to trigger a tax
liability for the dealership.

that this repeal is the right decision for
the Department. The effect on dealers
is expected to be minimal and there
should not be a change in protocol for
events like the Denver Auto Show, or
marketing opportunities like placing a
vehicle from inventory in a mall or at a
special event.
Please contact me with any questions, or if you believe this regulation
would negatively impact your dealership’s ability to market your vehicles
through special events.
matthew.groves@colorado.auto or
303.282.1449.

Through consultation with legal
and accounting experts, CADA believes
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50 STATES
1 PLATFORM
CONSTANT INNOVATION
Consider us your partner
We work hard to deliver the most effective and seamless
process for all of your vehicle-to-government (V2Gov)
needs. But did you know that most of our innovations come
from you? We listen and act on your feedback —
continuously — delivering the services you want and require.
Consider us your partner in making Vitu everything you
need and deserve.

Innovation driven by you — we listen. Help shape Vitu and its future.
For more information, visit vitu.com or call 844-848-8468

Clear the Air Foundation
Mark Zeigler
Director

Foundation reaches historic high
in vehicle donations

Y

ou did it! Your donations helped Clear the Air Foundation blow past our goal of
650 vehicles donated this year — with 659 by the end of October! And we still
have two months to go!
On top of that, we’ve already given 28 scholarships to students through October.
What a great gift that is for the recipients.

It’s on!

The end of-year push has started, so if you have any old abandoned or low-cash-value
vehicles on your lot, call me (303.775.8896). We’ll take them off your hands right away!
Thank you for your generous donations this year. Because of them, you’ve made a BIG difference in nearly 30 students’ lives so far — and there’s more to share in this season of giving.

659 Vehicle Donations through October 2019
Pueblo Dodge Chrysler Jeep Ram ............52
AutoNation Honda 104 ............................... 40
Johnson Auto Plaza .......................................32
Markley Motors ...............................................25
Mike Maroone Chevrolet South ................22
AutoNation Subaru West ............................18
Pueblo Toyota .................................................18
Stevinson Toyota West ................................15
Emich Chevrolet .............................................14
AutoNation Subaru Arapahoe ...................13
Spradley Kia ....................................................13
Dellenbach Motors ........................................12
Western Slope Auto ......................................12
Bighorn Toyota ............................................... 11
Freeway Ford ................................................... 11
Pedersen Toyota Volvo ................................ 11
The Faricy Boys ............................................... 11
AutoNation Dodge Ram Arapahoe ..........10
Planet Honda ..................................................10
Planet Hyundai ...............................................10
Spradley Ford Lincoln ..................................10
Mile High Honda ..............................................9
Phil Long Ford of Motor City ........................9
Emich Volkswagen ...........................................8
Honda of Greeley ............................................8
Schomp Honda ................................................9
Stevinson Toyota East ....................................8
Phil Long Ford of Denver .............................. 7
Phil Long Ford of Raton ................................. 7
Spradley Chevrolet .......................................... 7
Ed Carroll Motor Company ...........................6
Fuoco Motor Co ................................................6
Hellman Motor Company .............................6
Len Lyall Chevrolet ..........................................6
8

Medved Chevrolet ...........................................6
Stevinson Chevrolet .......................................6
The Faricy Boys Ford .......................................6
Phil Long Ford of Chapel Hills .....................5
Phil Long Honda of Glenwood Springs ....5
Phil Long Kia ......................................................5
AutoNation Chrysler Jeep Broadway ........4
Davidson-Gebhardt Chevrolet ....................4
Frontier Honda .................................................4
Glenwood Springs Ford .................................4
Grand Junction Chrysler
Dodge Jeep Ram ........................................4
Grand Junction Volkswagen .........................4
King Chevrolet Buick GMC Longmont .......4
McCaddon Cadillac Buick GMC ...................4
Mountain States Toyota ................................4
Schomp Mini .....................................................4
Tynan’s Nissan Ft Collins ..............................4
AutoNation Chevrolet North ........................3
AutoNation Chrysler Jeep Arapahoe .........3
Medved Ford .....................................................3
Red Rock Nissan ..............................................3
Stevinson Lexus of Lakewood ....................3
AutoNation Chrysler Dodge Jeep Ram
Southwest .................................................... 2
Medved Kia ........................................................ 2
Schomp Hyundai ............................................. 2
Stevinson Lexus of Frederick ...................... 2
Turner Automotive .......................................... 2
Vidmar Motor Company ................................ 2
Audi Volkswagen Glenwood Springs ........ 1
AutoNation Buick GMC Park Meadows ..... 1
Berthod Motors Chrysler Dodge Jeep
Ram ................................................................ 1
Colorado Automobile Dealers Association

650
600
500
400

200

100

Contributions
to date: 659

Goal: 650 old, high polluters

Daniels Long Chevrolet ................................. 1
Dave Solon Nissan of Pueblo ...................... 1
Fisher Acura ....................................................... 1
Ghent Chevrolet ............................................... 1
Glenwood Springs Subaru ........................... 1
John Elway Chevrolet ..................................... 1
King Buick GMC ................................................. 1
Medved Chevrolet Buick GMC ..................... 1
Medved Chrysler Dodge Jeep Ram ............ 1
Morehart Murphy Regional
Auto Center .................................................. 1
Phil Long Audi ................................................... 1
Stevinson Hyundai of Longmont ............... 1
Tru West CDJR ................................................... 1
Tynan’s Kia ........................................................ 1
Valley Nissan ..................................................... 1
Victory Motors of Craig .................................. 1
Other Donations
Warren Tech .....................................................27
Private Donation ............................................18
Fort Carson ......................................................15
Pikes Peak Community College ..................4
Denver Botanic Gardens Chatfield ............ 2
Christian Brothers Automotive ................... 2
JFR Auto ............................................................... 1
St Mary’s Hospital ........................................... 1
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We have a personal agent — and
he goes to great lengths for us.
“CADA Insurance Services
saves us money.”
Mike Marquez, Owner
John Roberts Motor Works
Gunnison, Colorado

John Roberts Motor Works has used CADA Insurance Services to provide employee health insurance for
more than 20 years, and dental coverage was added in 2019.
Why? “With rising costs and coverages for what you pay, health care is always a big concern,” Marquez
observed. “I pay 70 percent of the premiums, so it’s a great concern of mine, as well. Craig Gordon (CADA
Employee Benefits Sales Manager) actually shops insurance plans for us and he finds the best plan that’s
suitable for our 16-employee dealership.”

Why CADA?

1. Cost. “This year, CADA was able to save us some money. Some years have had a
little increase, but most of the time, CADA Insurance Services keeps it status quo
for us.”

2. Personal Service. “If you have issues, Craig’s always there, as opposed to dealing
with a big corporation.”

for CADA. “We’re part of the association and we want to support it
3. Support
because of what it does for Colorado dealers.”

CADA Coverage
Health 20+ years
Dental added 2019

Fletcher Flower
honored as TIME
Dealer of the
Year nominee
An unexpected phone call in 1999
prompted Fletcher Flower to make one
of the best decisions of his life—return
home to Montrose and run the family
dealership, Flower Motor Company.
Twenty years later, Flower’s dedication
to his business and the community has
garnered national recognition with his
nomination for the 2020 TIME Dealer
of the Year award.
The TIME Dealer of the Year award
is one of the automobile industry’s most
prestigious and highly coveted honors.
Recipients are among the nation’s most
successful auto dealers who also demonstrate a long-standing commitment to
community service. Flower was one
of only 49 auto dealers nominated for
the 51st annual award from more than
16,000 nationwide.
“The automotive business has been
a good business for our family,” Flower
said. “However, the most rewarding part
of what I do is the impact I feel that we
have on our local community.”
And that impact extends back to
1904 when Flower’s great grandfather
founded Hartman Brothers in Montrose,
a store that sold carriages and bicycles.
“By 1908, the business transitioned into
vehicle sales, representing the Ford
Motor Company, and switched to Dodge
in 1915,” he said. “It has been in our
family ever since.”
Today, the Chrysler, Dodge, Fiat, Jeep
and Ram dealership, which he owns
with his brother, Fritz, employs more
than 100 people in three locations in
Montrose and Steamboat Springs.
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Building on
deep roots in the
state, Flower has
held numerous
leadership position
within CADA,
having served as
Chair, Vice Chair,
Treasurer and
Secretary of the
group. Also, Flower
serves on the Motor
Vehicle Dealer
Board for the state, a position appointed
by the governor.
As the current Chair of the Denver
Auto Show, Flower has tirelessly
worked to generate interest and build
attendance among consumers at the
annual event, as well as to promote the
Preview Gala that benefits the Clear
the Air Foundation and the Denver Post
Community Foundation.
He added, “We support our local
community with our time, money and
talent. We have been involved in major
donations to our community recreation
center, our new hospice facility, our
community amphitheater and our new
Boys & Girls Club. By coming back to
run our family business, I was fortunate
to have the opportunity to give back and
make a difference.”
The award is sponsored by TIME
in association with Ally Financial,
and in cooperation with the National
Automobile Dealers Association
(NADA). A panel of faculty members
from the Tauber Institute for Global
Operations at the University of

Colorado Automobile Dealers Association

Michigan will select one finalist from
each of the four NADA regions and one
national Dealer of the Year. Three finalists will receive an additional $5,000 for
their favorite charities and the winner
will receive an additional $10,000 to
give to charity.
In its ninth year as exclusive sponsor,
Ally will recognize dealer nominees and
their community efforts by contributing
$1,000 to each nominee’s 501(c)3
charity of choice. Nominees are also
recognized on AllyDealerHeroes.com.
“The award applauds the incredible
effort dealers like Fletcher put into their
businesses and their communities,” said
Doug Timmerman, President of Auto
Finance at Ally. “They are influential
business leaders and admired ambassadors for worthy causes. It’s an honor
for Ally to recognize their generosity
and impact in cities and towns
across America.”
Flower was nominated for the award
by Tim Jackson, president and CEO of
CADA. Flower and his wife, Kristen,
have two children.
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Websites and the ADA
Accessibility issues for dealerships
At least one dealership in Colorado has been
contacted by a plaintiff’s attorney for violating
website accessibility through the Americans with
Disabilities (ADA) Act.

The
details
What
Websites and the ADA:
Accessibility issues
for dealerships

When

Wednesday, December 11, 2019
11:15 a.m. Lunch
11:45 a.m. - 1:45 p.m. Seminar

Where
CADA Headquarters
290 E. Speer Blvd.

Price

In fact, there has been a recent nationwide uptick
in claims made against dealerships and other
businesses that involve whether — and to what
degree — their public-facing websites must be made
accessible to the disabled public under the ADA.
This issue is made complex for franchised
dealerships because manufacturer-mandated
websites are increasing in ubiquity, and dealers
have limited control over the format and content
of those websites. Generally speaking, OEMs and
website vendors are working to make the templates
and content provided to dealerships ADA accessible,
although some are further along than others.
If you don’t know whether your dealership is
compliant with website accessibility through the
ADA, join us for this important seminar, led by
NADA’s Associate Director and Counsel of Legal and
Regulatory Affairs, Kaye Lynch-Sparks, along with
Fairfield and Woods’ Director Randy Earnest.
Encourage your Marketing Director and in-house
website development leader(s) to attend, so any
obvious issues can be immediately addressed.

$179 First registration

You’ll
learn
• What website accessibility
issues are — and what they
cost to dealerships
• How to address legal
claims that arise
• Cost-effective website
accessibility strategies
for dealerships
• Recent claims activities
• NADA’s efforts to work
with the U.S. Dept. of
Justice, manufacturers,
website vendors
and dealerships
• In Colorado, status of ADA
website law, compliance
and enforcement

$159 Additional registrations

Register
www.colorado.auto/events

About our
presenters

Kaye ‘Kai’ Lynch-Sparks is the Associate Director and Counsel
of Legal and Regulatory Affairs for NADA. She represents
dealer interests before — and educates dealers on regulations
promulgated by — federal executive branch agencies that
oversee dealer operations in the issue areas of environment,
finance and credit, labor and employment, data and privacy and
consumer protection.
Randy Earnest is Director at Fairfield and Woods, PC, and
represents motor vehicle dealers throughout Colorado and
the region.

Upcoming events

Webinar

DECEMBER
Wednesday, December 11
Webinar

Warranty Reimbursement at
Retail Part II		
8 -9:30 a.m.

Seminar

Tuesday, December 17

Websites and the ADA: Accessibility
issues for dealerships
11:15 a.m.		
Lunch
11:45 a.m. – 1:45 p.m
Seminar
CADA Headquarters
290 E. Speer Blvd.
Denver

Avoiding Lawsuits — and What to do
When You are Sued
8 – 10 a.m.

FEBRUARY
Sunday, February 16, 2020

Colorado Dealer Breakfast
at the NADA Show
7:15 – 9 a.m.
Las Vegas Marriott Ballroom
17th Floor
325 Convention Center Dr.
Las Vegas

For details, visit www.colorado.auto and click on the the Events page.
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Avoiding lawsuits & what
to do when you are sued
You’re careful. Some might say you’re too
careful. But when it comes to avoiding
lawsuits, you can never be careful
enough!

The
details
What
Avoiding lawsuits & what
to do when you are sued

When

Tuesday, December 17
8 - 10 a.m. webinar

Price
$189

Register
colorado.auto/events
303.831.1722

You’ll learn

Designed for dealer principals, general
managers and department leaders with
bottom-line accountability, the prevention
side of this two-hour webinar offers
advice on avoiding a lawsuit.

• Advertising practices

And the best way to do that is by having a
solid internal process, including disclosing
everything about a vehicle and how you
handle spot delivery. This discussion
covers the legal significance of a retail
installment sales contract (RISC) — and
why you should not enter two RISCs at
the same time.

• How to handle spot delivery

Service department issues include best
practices for loaners. On the sales side,
do you know your credit check rights?

• Risks of multiple credit checks

If you are sued, topics include retaining
records and conducting a thorough and
objective investigation to determine
defense strategies. Also discussed will
be arbitration versus court and the
importance of class action waivers.

• Pitfalls of selling or paying off trade-ins

If you or your key leaders have questions
about the legality of your business
practices, join us for this important
webinar — and ask those questions.

About
our presenters

• What to disclose about a vehicle
• Words and terms to avoid

• Importance of documenting calls with
clients and financial institutions
• Internal process best practices
• Legal significance of a RISC

• The importance of a 10-day notice

• Best practices for Service
department loaners
• Importance of collecting information up
front and fighting tickets issued against
an employee

Michael J. Dommermuth, director of Fairfield & Woods, P.C., has represented
motor vehicle dealers throughout Colorado and the Rocky Mountain West for
more than 30 years. His firm provides full-service representation of motor
vehicle dealers.
Adrian P. Castro, director of Fairfield & Woods, P.C., assists in representation of
motor vehicle dealers and specializes in litigation. He has defended dealerships
in numerous lawsuits and regulatory matters.

November 2019
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Warranty Reimbursement
at Retail Part II
How to boost labor rates and manage reimbursement

The
details
What
Warranty Reimbursement at
Retail Part II

When
Wednesday, December 11, 2019
8 - 9:30 a.m.

Where
Webinar - Your dealership

Price
$119 each dealership

Register
www.colorado.auto/events

Last year’s passage of the Warranty
Reimbursement at Retail bill resulted in
significant revenue increases to dealers
throughout Colorado — and took a big
step toward leveling the playing field
between manufacturers and dealers for
warranty and recall vehicle repairs.
This CADA webinar summarizes dealers’
success in the state so far, the latest
manufacturing behaviors in Colorado
and annual labor rate submissions. If
you’re a dealer that has submited parts
submissions, but not labor, this last piece
should be of particular interest to you.
Designed for Parts and Service leaders,
this webinar is led by Joe and Jordan
Jankowski with CADA Endorsed Provider
Armatus Dealer Uplift, the industry
leader in providing retail uplift services to
automobile dealers.

You’ll learn
•

How to fully leverage warranty
reimbursement at retail

•

The latest manufacturing
behaviors

•

How to ask for — and get — labor
rate increases each year

•

Why setting up a tracking and
scheduling system is important

•

How to analyze your submittals
to OEMs

•

Recap on submitting
reimbursement requests

Gather your Parts & Service teams around
a screen for this profit-making webinar.

About
our presenters

Having spent 20 years as CFO, COO and CEO of a large Maryland
automotive group, Joe Jankowski now serves as the managing partner
of Armatus Dealer Uplift. Joe has consulted on 10 retail warranty statutes
and is recognized as a subject matter expert on the topic.
Jordan Jankowski began working in his father’s dealerships at age 14;
after college and working for a fleet management software company,
his passion for automotive led him to join Armatus in 2015, where he
now serves as operations director.
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Save the Date!

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

COLORADO

325 Convention Center Dr.
Las Vegas, NV

D E A L E R B R E A K FA S T
2020

Sponsorships available!
Contact Polly Penna
303.945.6426 | polly.penna@colorado.auto

290 E. Speer Blvd. | Denver, CO 80203

To RSVP, visit www.colorado.auto

Snap up your spot at the 2020
Automotive Career Fair at the
Denver Auto Show!

FRIDAY, APRIL 3, 2020
1 – 7 p.m.

Looking for techs?

At the Denver Auto Show this year, nearly 300
students from auto tech schools across the state
talked with dealers about career opportunities —
and that was during Spring Break! (We expect even
more students next year.)

3

Table Partner - $1,500

levels of
participation

Supporting Partner - $3,000 (4 available)
Lead Partner - $7,500 (1 available)

MORE INFO:

Reserve your spot today!
www.colorado.auto/events
November 2019

Kim Jackson

kim.jackson@colorado.auto
www.colorado.auto

303.457.5115
15

More hail. More costs.
More headaches for
Colorado dealers

By Christina Dawkins
CADA Chair

Colorado’s automobile
dealers face an
existential threat from
Mother Nature. Hail and
its resulting damage
have caused insurance
costs to explode beyond
dealers’ abilities to
Markley Motors is installing rooftop solar on its Honda and Buick-GMC stores, where federal
tax credits, combined with funds from the City of Greeley made it worthwhile.
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It’s become such a concern that
recently, the CADA Board of Directors
voted to organize a Hail Task Force
to gather information and see how
CADA could help. “Think about it, said
CADA CEO & President Tim Jackson.
“One hailstorm can do $3 to $5 million
worth of damage on a dealership lot.
We’re making it a priority, but there
are no easy solutions. At some point
in time multimillion dollars’ worth of
single-loss claims will lessen the pain
of a million-dollar capital improvement
that eliminates or largely mitigates
those losses.”

according to the National Insurance
Crime Bureau.

Hail is worse in Colorado

“What was a once-or-twice-in10-years possibility is more likely
these days. It’s scary,” acknowledged
Christopher DiDonato, vice president
of Property and Casualty for USI
Insurance Services. “Weather patterns

Colorado experiences more and
bigger hail storms than most of the
other states in “hail alley,” extending
from Minnesota to Texas. Only Texas
had more hail damage claims in 2016,

Hail also is more destructive in
Colorado, because hail hits the ground
a lot faster in Denver than when it hits
the ground at sea level. The front range,
between Denver and Colorado Springs,
gets more hail than anywhere, except
southwestern Kansas.
A few storms in the past couple years
packed hailstones that actually punched
through automobile deck lids and
obliterated windshields.

for Colorado have gotten such that [hail
insurance] is a tremendously difficult
placement for the Front Range.
Colorado new car dealers are
identifying solutions that work best for
their situations. No one single option
will meet all their needs, but dealers are
making choices and taking the plunge.

Fabric tents

About five years ago, AutoNation
began to attack the hail problem by
putting up canopies, first at the Nissan
dealership it then owned on Arapahoe
Road. “We were self-insured for hail
damage and the company said we had to
do something,” according to AutoNation
Denver Regional Training Manager
Steve Linger. “Now we have either
completed or are close to installing
them at all 15 Denver-area stores.”

THE PROBLEM

Hail coverage presents three basic problems:

1

Record hail damage in recent
years resulted in increased
insurance payouts, bringing
rising premiums: triple or quadruple
increases within the last three to
five years.

2

Deductibles have risen.
For example, DiDonato
explained that in the past,
deductibles per vehicle might have
been $1,000 up to a maximum of
$25,000. Now deductibles can be
$25,000 per vehicle for an entire
inventory. “A lot of dealers are
exposed up to seven figures or more
when talking about a catastrophic
hail loss,” he said.

3

Carriers are refusing
completely to cover hail
damage. “We used to have
a half-dozen carriers that would
write coverage. Now it’s down to just
a very few providing any aggregate
deductible,” DiDonato said.

Two years of back-to-back hail damage makes
Greeley a hail-vulnerable city. So Ehrlich Motors built
a 48,000 sq. ft. structure using generous tax credits.
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“It started with the hail problem,”
Ehrlich said, where record hail claims in
2018 caused both premiums and deductibles to skyrocket. “Then I started
looking at solar power. Unfortunately,
we have a number of power outages
in Greeley, which is a big problem at a
dealership.”
Solar power and battery storage
solved that problem, while the physical structure protects his inventory.
While he’s still not sure if there will
be insurance savings, he said, “I know
if I’m protected, it’s going to save
me money — and save the insurance
company money.”

Ehrlich Motors’ 1,072 solar panels now protect inventory, while generating
356,000 kW of power each month.

The canopies are made of fabric similar to the roof at Denver International
Airport’s terminal. “Nobody else had
anything like it…the fabric is supposed
to have a 15-year lifespan,” Linger said.
The cost has been about $1 million for
each store.

The new carrier canceled Elway,
along with every other dealer in
Colorado it insured. On the open market, premiums that had been $200,000
skyrocketed to $800,000, and deductibles doubled. Maul observed, “The ROI
on canopies radically changed.”

Yet canopies aren’t the full solution.
Linger explained that many vehicles
stored offsite remain unprotected and
need to be insured. Moreover, “Hail
doesn’t come straight down. It comes
at an angle, and while tents do a good
job of protecting three-quarters of any
given car, we still have about 25 percent
of the vehicle hanging out beyond the
tents’ limit.” Damage from wind-driven,
diagonally falling hail is a problem
repeatedly mentioned by dealers.

He then contracted to cover 480
spaces for about $2,200 a space and
worked with the city on the cover’s
appearance. The first phase is almost
finished, and he noted that “there
was not one speck of damage” to
the 100 vehicles under cover in a
September hailstorm.

Hard canopies

Custom-built metal canopies
covering even the longest trucks are
the solution that Elway Dealerships’
Todd Maul chose after his Greeley
dealership was hammered by hail twice
last year, after switching open-lot
insurance carriers.
“Our policy was around $180,000.
We got hit and it turned out to be about
a $5 million claim with an average loss
of about $8,000 per vehicle,” Maul
recalled. “Then 40 days later we got hit
again.”
18

With those kinds of results, it stands
to reason that insurance companies
would cut their rates, but Maul said it
hasn’t happened yet.

Solar coverings

Many dealerships are considering
installing solar coverings that protect
vehicles and generate power. Greeley’s
hail vulnerability, combined with generous tax credits, made building a 48,000
square-foot solar structure attractive for
Ehrlich Motors’ CEO Scott Ehrlich.
The 1,072 solar panels generate
356,000 kilowatts of power. Ehrlich’s
Toyota store rents the structure back
from his real estate company.
Colorado Automobile Dealers Association

He added that last year, “we only had
one company that would insure us in
an acceptable manner with acceptable
coverage. As we become a better risk,
we’ll hopefully have more companies
competing for our business.”
Here in Loveland, we’ve been hit two
years in a row with hail damage. After
two consecutive years, it pretty much
convinced us that we needed to do
something. So we’ll start construction
in April on canvas cover with solar
addition for my COs BMW and COs
Mini stores. These canopies will cover
about 80 percent of inventory for both
stores — and I hope installation will be
complete before the next hail season
rolls around.
While I carefully considered other
options described here, what convinced
me was the federal tax deduction of
30 percent. This deduction is for the
structure AND solar panels, because the
structure supports the panels. The solar
panels we’ll install are double sided, so
they’ll get the reflection from the canvas
and the direct sun to produce energy
that pretty much negates our electricity
bill. Add to that a rather extensive
discount on our open-lot coverage and
the solar is essentially free.
Finally, because it’s store frontage,
I wanted to make sure the solution we
chose was premium looking. We had to
make sure the canopies and solar look
really good.
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Sleep easy
The complete hail solution optimized for auto dealers
Tested to protect against hail as big as softballs
100% coverage + optional side screens to protect from blowing hail
Porous fabrics to show your cars in natural sunlight
Low profile structure for clear views of your showroom
Minimal internal structure for maximum utilization of your lot

Currently reserving space in the
installation schedule for Spring 2020.
Call today to see how it could work for you. 1 800 749 2201
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did do tents, it would look funny,” he
said. “Also, it would help with snow
mitigation.”
The downside? Cost for real estate
plus the cost for each stall is at least
$15,000. The long-term value is
questionable, since having the structure
“doesn’t necessarily mean it improves
the value of the property,” Hutchinson
explained. “It’s a whole bunch of
concrete and it’s ugly.”
Even with a parking structure,
Powers and Hutchinson estimate that
there’s still some exposure because,
Powers explained, “hail comes in horizontal. The key would be that it lowers
potential out-of-pocket expense.”

Hail nets

Taking a cue from farmers who
protect delicate crops with netting,
Schomp Automotive is gathering bids
for hail nets that would cover their
main, nine-acre storage lot in Highlands
Ranch.
Vice President for Business
Development Michael Dunlap said that
Schomp spent nine months looking
for a more economical protection than
conventional canopies. “I’m confident
that our solution is 30 to 40 percent less
than other solutions on the market.” It
will also result in a 50 percent premium
reduction for the vehicles covered.
The netting is engineered to handle
seven kilograms of weight per square
inch, enough to withstand significant
hail. It will look like a tent covering and
while it will allow some light through,
it offers UV protection. It rests on
concrete column bases and 14-inch steel
pipes. Dunlap said the City of Littleton
is reviewing the plans and he expects to
begin construction in January.
Dunlap said Schomp is viewing the
hail nets as a new business opportunity
and has already talked with other
dealers. “It’s conceivable that every
dealer on the Front Range is going
to have to find a solution within the
next year because they can’t afford the
insurance cost.”
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Parking structures

McDonald Automotive is actively

McDonald’s decision will come in
January when the 2020 insurance bill

I know if I’m protected, it’s going
to save me money — and save the
insurance company money.
Scott Ehrlich - CEO, Erlich Motors

researching the idea of building a
parking structure to protect its vehicles,
according to General Manager Steve
Powers, who will chair CADA’s Hail
Task Force. Facing an annual premium
increase of $1 million, Powers said some
solution must be found.
McDonald switched coverage to
Audi/VW Credit because its floor plan
has a hail insurance clause. It was less
expensive than coverage offered by its
long-term floor plan carrier. But hail
damage is still a problem that demands
action.
“Profitability is going down and
carrying inventory costs has gone up,”
observed VP Patrick Hutchinson. “Hail
is a big contributor to that, and it’s
affecting car prices.”
He feels a three-to-five-level parking
garage is their best option because
“we’re kind of land locked. And if we
Colorado Automobile Dealers Association

arrives. Additional possibilities include
hail nets, solar canopies and renting
offsite warehouse space. “We’ll still have
to carry a policy,” Hutchinson said. “I
don’t know if there’s ever a real ROI.”

Parametric Insurance

“Parametric” insurance is coverage based on parameters set by the
individual dealer and is used as a
replacement for hail damage insurance,
according to USI’s DiDonato. The dealer
decides the amount to be covered and
how large hailstones must be before the
coverage kicks in.
Then, “when a dealership is hit
with hail, there’s a payout based on
the diameter of the hail that strikes,”
DiDonato noted. “The hail impact is
measured using a weather station they
install at their dealership, so no adjuster
is needed. “You’re hit. You have the
weather station. The payout is based on
November 2019
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just the size of the hailstones.” Yet each
payout requires renewing the premium.
DiDonato said that parametric
insurance is “more of a hedge on the
deductibles you’re forced to pay.”
Several dealers, including McDonald’s
Powers, are considering parametric
insurance. Elway’s Maul said it’s his
“Plan B,” along with the canopies.

Markley Motors says ‘No’
to canopies; saves money
and grief with solar

Is there leverage in numbers?

Finding a long-term affordable solution is the problem. DiDonato said he’s
discussing trying to bring a whole group
of CADA members together to leverage
programs for open lot or deductible
buy-downs. “Auto dealer open-lot and
accompanying complications around it
is one of the more challenging solutions
I’ve tried to develop,” he added.
These are some of the ideas that
CADA’s Hail Task Force will discuss
December 17 — and the task force
welcomes hearing dealers’ comments.
To quote Thomas Edison, “There is
always a better way.”
We just have to find it.

Markley Motors’ Carrie Baumgart

rooftop solar — the project will be

researched solar canopies, “Those

finished this year — she will generate

little carports looked really nifty, but

enough power to keep her stores run-

when they came back with their price

ning and eventually sell some back to

quote I about fell out of my chair,”

the grid. She estimates the Buick-GMC

she exclaimed. “It was about three

store will generate about 212,000

times more expensive with a three-

kwh and the Honda installation will

times longer payback.”

generate even more.

She asked her insurance company

The project turned out to be more

if she’d get a price break and “the

extensive than she thought because

savings didn’t make up the difference

“We had to redo the whole roof,”

… not even close.”

but federal tax credits plus $100,000

But her research did prompt her to

from the City of Greeley is making

look at installing rooftop solar on her

it worthwhile. “That’s free money,”

Honda and Buick-GMC stores. “Xcel

Baumgart said.

Primetime doubles our rate during

The payback is about five years.

its peak times, which are also our
peak times,” she noted. By installing
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2-day automotive event
in the country!
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April 1 - 2, 2020

Colorado Convention Center

SUSTAINABLE AND SMART

SANDBOX

SOLAR
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Install a solar carport system that protects your auto inventory,
decreases your business’s operating costs and pays for itself in
a few years. Become a leader in green energy investment.

You’re one step away from protecting your inventory.
Call 970-673-7733 or visit www.sandboxsolar.com
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Jay Cimino is a big dealer
with a big heart for
helping others
After more than 50 years in automotive
retail, Jay Cimino still sits at the helm
of 12 new and two used car stores,
including one in New Mexico. With no
intention of quitting anytime soon, he
intends to keep adding to the Phil Long
Dealerships. “You can’t continue to be
viable unless you keep growing,” he says.
The Trinidad, Colorado native started
his journey to the top of one of
Colorado’s largest automotive groups
in 1965 at Pueblo’s Jess Hunter Ford.
Jay calls Hunter “a real visionary,” who
hired him to develop a credit card for
customers to pay repair bills. He was
shunted into F&I when the manager
had a stroke. “I absolutely hated being
stuffed behind a desk. Before they could
fire me I walked in and asked if I could
sell cars,” he says. He rapidly progressed
to general sales manager, and built a
sales-leading agency.

No partnership, no deal
Jay went into partnership in a BuickPontiac-GMC-Mazda dealership in
Santa Fe, New Mexico. When Phil
Long tried to recruit him, Jay passed.
“When Phil came after me and said
there were five family members, I said
I wasn’t interested unless he made me
a partner.” He knew with Phil Long’s
family involved it wouldn’t be a good
fit for him. Over several months Long
bought out his family and in 1975 made
Jay his GM and partner.
24

He’d fallen in love with Chevrolet
when his father was a Chevy dealer
before World War II, “Then I fell in
love with Ford.” But with the gas crisis
in the 1970s, “I realized early on that
domestics were in trouble and if we
were going to be viable we were going to
need foreign franchises.” Beginning with
Mitsubishi, Suzuki, Isuzu, “we were
fortunate enough to pick up MercedesBenz and Audi.” There was also a foray
into Saturn. “We had five Saturn stores
at one time. It was up and coming. It’s
a shame what happened.” Jay attributes
Saturn’s demise to corporate jealousies
and politics.

Changing up the familyowned model
Now there are Phil Long Ford,
Chevrolet, Lincoln, Hyundai, MercedesBenz, Audi and Kia dealerships, as well
as two Value Cars used car stores. Jay
has kept the dealerships in the family
where one son and a daughter work
with him. However, he’s different from
other family-owned groups by having
a 12-member board of directors that
includes just three family members.
“You structure it so it will run, even
though you’re not there. I committed to
Phil Long that it would be a 100-year
company. Next year is 75. We have a
young team and they all want to grow,”
he says.

Colorado Automobile Dealers Association

“You go out and help…”
Much as Jay enjoys business, he’s
equally passionate about serving others.
“Obviously, we’re entrepreneurs and
businessmen, but I think our driving
force is helping people. Car dealers are
not known that way, but that’s what we
do. Transportation is a by-product,”
he says.
Daughter Gina heads up the
dealerships’ philanthropic efforts,
which include two nonprofits that
assist veterans, located in Trinidad and
Colorado Springs. They’ve also helped
to build a soup kitchen that feeds more
than 600 people every day. Jay estimates
that his business has built more than 10
fantasy playgrounds, two football fields
and a skate park, always in partnership
with others, including the Denver
Broncos. “We couldn’t have done it
without partners,” he says.
“There’s a point as you go through the
phases of life where you start looking for
other things to do to serve…people need
help, so you go out and help them.”
Ask Jay Cimino when he’s going to stop
serving and he says, “I guess when I take
my last breath.”
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ATTENDEE REGISTRATION AND HOUSING IS NOW OPEN.
nadashow.org | #NADASHOW

hAil PROTECTiON

wiTh fREE

POwER!

Decrease your insurance premiums
Recoup 50%+ of CAPEX year 1
Reduce or eliminate your power bill
Cut your carbon footprint
Are you covered this hail season?
Contact us now for a free evaluation.

CONTACT
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hail@renewvia.com

404-856-4380
www.colorado.auto
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Covering data thru October 2019

Colorado Auto Outlook

Sponsored by:
TM

Comprehensive information on the Colorado new and used vehicle market

YTD ‘19 thru October
% Change In
New Retail Market vs.
Year Earlier

Colorado

U.S.

-3.2%

-2.4%
QUICK FACTS

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

U.S.

YTD thru Oct. '18

174,394

11,623,002

YTD thru Oct. '19*

168,778

11,344,750

-3.2%

-2.4%

Aug. '18 thru Oct. '18

57,332

3,575,474

Aug. '19 thru Oct. '19*

55,739

3,579,928

-2.8%

0.1%

% change

% change

State new vehicle market declined 3.2% during
the first ten months of 2019 versus a year
earlier. U.S. market was off 2.4%.
Light truck registrations in the state were flat
so far this year, while passenger cars were off
14.2%
Used vehicle registrations increased 5.3%
during the first nine months of this year (only
includes vehicles seven years old or newer.)

*Figures for October 2019 were estimated by Auto Outlook. Data Source: IHS.

Percent Change in Colorado and U.S. New Vehicle Markets
The Colorado and National markets have had similar
results during the first ten months of 2019.

50.0%
25.0%
0.1%
0.0%

CO
-2.6%

-1.9%

-2.8%

-3.2%

-2.4%

U.S.

-25.0%
-50.0%

Oct. '19* v.
Oct. '18

Aug. '19 thru Oct. '19* v.
Aug. '18 thru Oct. '18

*October 2019 figures were estimated by Auto Outlook.

YTD '19 thru Oct.* v.
YTD '18 thru Oct.
Data Source: IHS.

Data Information
All data represents new and used retail registrations in Colorado and excludes fleet transactions. Year-to-date figures are more reflective of market results.
Data Source: IHS.
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Federated Insurance’s Claim of the Month — Could it happen to you?
A customer on a test drive slid through a stop sign and struck a vehicle, causing damage to the vehicle and injuring
an occupant. The test drive took place around 7 p.m. during the late fall-early winter months. It was dark outside,
with temperatures around 30 degrees, and there was a light mist in the air, making roadways slippery.
CLAIM AMOUNT: $75,000
After months of the generally clear and favorable driving conditions of summer and fall, winter weather can
present a difficult transition for drivers. And when winter is in full swing, things can be even more perilous. Auto
dealers must still do business during these tricky times, but need to use extra caution when conducting test drives.





Ensure your customers are aware of and are comfortable with the driving conditions.
Ensure your customers are familiar with the vehicle’s safety systems — windshield wipers, headlights,
etc., before leaving the lot.
Choose a route that is appropriate for the weather. For example, avoid hills if you can during slick
conditions.
Periodically reinforce your inclement weather test drive policies with your sales staff. They are essential
to helping avoid weather-related crashes.

Weather is often unpredictable, so no one can guarantee that a test drive will end safely where it began. But as a
dealer, it’s up to you to decide if the weather is appropriate for a test drive. Always use your best judgment when
sending your vehicles out during potentially hazardous weather. Your customers will likely understand that you
have their safety and the safety of your employees in mind.
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.
November 2019
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LIGHT TRUCKS

Change in YTD
New Retail Light Vehicle
Registrations

PASSENGER CARS
DOWN
14.2%

NO CHANGE

Colorado New Retail Car and Light Truck Registrations
Three Month Period
Aug. '19 thru Oct. '19*

October*

YTD
Market Share (%)

YTD thru October*

2018

Colorado
2019

% chg.

2018

Colorado
2019

% chg.

2018

Colorado
2019

% chg.

TOTAL

16,631

16,202

-2.6%

57,332

55,739

-2.8%

174,394

168,778

-3.2%

Cars
Light Trucks

3,663
12,968

2,945
13,257

-19.6%
2.2%

12,542
44,790

10,586
45,153

-15.6%
0.8%

39,128
135,266

33,579
135,199

-14.2%
0.0%

2018

Colorado
2019

Chg.

22.4
77.6

19.9
80.1

-2.5
2.5

MARKET SUMMARY

Domestic

6,521

5,981

-8.3%

21,225

20,682

-2.6%

65,805

64,084

-2.6%

37.7

38.0

0.2

European
Japanese
Korean
BRAND REGISTRATIONS
Acura
Alfa Romeo
Audi
BMW
Buick
Cadillac
Chevrolet
Chrysler

1,589
7,514
1,007

1,655
7,466
1,100

4.2%
-0.6%
9.2%

5,732
26,817
3,558

6,088
25,301
3,668

6.2%
-5.7%
3.1%

19,355
79,014
10,220

19,184
74,974
10,536

-0.9%
-5.1%
3.1%

11.1
45.3
5.9

11.4
44.4
6.2

0.3
-0.9
0.4

166
13
278
221
108
103
1,099
43

169
7
330
241
106
105
916
28

1.8%
-46.2%
18.7%
9.0%
-1.9%
1.9%
-16.7%
-34.9%

558
53
1,053
792
388
289
3,683
191

540
49
1,056
1,007
401
309
3,529
111

-3.2%
-7.5%
0.3%
27.1%
3.4%
6.9%
-4.2%
-41.9%

1,511
203
3,193
3,021
1,446
871
12,596
641

1,594
171
3,112
3,506
1,318
870
11,340
408

5.5%
-15.8%
-2.5%
16.1%
-8.9%
-0.1%
-10.0%
-36.3%

0.9
0.1
1.8
1.7
0.8
0.5
7.2
0.4

0.9
0.1
1.8
2.1
0.8
0.5
6.7
0.2

0.1
0.0
0.0
0.3
0.0
0.0
-0.5
-0.1

Dodge

185

168

-9.2%

706

658

-6.8%

2,594

2,103

-18.9%

1.5

1.2

-0.2

FIAT
Ford
Genesis
GMC
Honda
Hyundai
Infiniti
Jaguar

11
1,905
2
490
1,184
642
92
30

7
1,803
10
437
1,271
693
70
28

-36.4%
-5.4%
400.0%
-10.8%
7.3%
7.9%
-23.9%
-6.7%

46
6,241
14
1,600
4,629
2,233
324
86

24
5,888
29
1,804
4,270
2,261
238
99

-47.8%
-5.7%
107.1%
12.8%
-7.8%
1.3%
-26.5%
15.1%

165
19,519
82
5,109
13,821
6,096
1,025
264

76
17,830
56
5,396
13,020
6,512
710
317

-53.9%
-8.7%
-31.7%
5.6%
-5.8%
6.8%
-30.7%
20.1%

0.1
11.2
0.0
2.9
7.9
3.5
0.6
0.2

0.0
10.6
0.0
3.2
7.7
3.9
0.4
0.2

0.0
-0.6
0.0
0.3
-0.2
0.4
-0.2
0.0

Jeep
Kia
Land Rover
Lexus

1,217
361
83
308

1,207
397
86
312

-0.8%
10.0%
3.6%
1.3%

4,341
1,297
284
1,101

3,948
1,378
327
1,043

-9.1%
6.2%
15.1%
-5.3%

13,125
3,960
1,014
3,061

11,662
3,968
979
3,072

-11.1%
0.2%
-3.5%
0.4%

7.5
2.3
0.6
1.8

6.9
2.4
0.6
1.8

-0.6
0.1
0.0
0.1

78

99

26.9%

256

309

20.7%

791

970

22.6%

0.5

0.6

0.1

11
300
282
34

10
312
286
32

-9.1%
4.0%
1.4%
-5.9%

33
1,183
932
169

28
1,274
1,003
142

-15.2%
7.7%
7.6%
-16.0%

93
3,770
3,302
674

77
3,729
3,113
551

-17.2%
-1.1%
-5.7%
-18.2%

0.1
2.2
1.9
0.4

0.0
2.2
1.8
0.3

0.0
0.0
0.0
-0.1

58

54

-6.9%

257

183

-28.8%

765

465

-39.2%

0.4

0.3

-0.2

842
26

799
0

-5.1%
-100.0%

3,091
58

2,386
20

-22.8%
-65.5%

8,545
231

7,288
108

-14.7%
-53.2%

4.9
0.1

4.3
0.1

-0.6
-0.1

Lincoln
Maserati
Mazda
Mercedes
MINI
Mitsubishi
Nissan
Other
Porsche

51

58

13.7%

200

232

16.0%

703

742

5.5%

0.4

0.4

0.0

731

723

-1.1%

2,347

2,742

16.8%

7,028

8,644

23.0%

4.0

5.1

1.1

Subaru
Tesla

1,875
552

1,858
389

-0.9%
-29.5%

6,309
1,169

6,162
983

-2.3%
-15.9%

19,828
2,041

19,692
3,533

-0.7%
73.1%

11.4
1.2

11.7
2.1

0.3
0.9

Toyota
Volkswagen
Volvo

2,688
436
126

2,621
419
151

-2.5%
-3.9%
19.8%

9,363
1,609
447

9,205
1,615
486

-1.7%
0.4%
8.7%

26,681
5,210
1,415

25,400
5,000
1,446

-4.8%
-4.0%
2.2%

15.3
3.0
0.8

15.0
3.0
0.9

-0.2
0.0
0.0

Ram

Top ten brands shaded gray. Data Source: IHS. *October 2019 figures were estimated by Auto Outlook.
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Percent Change in Brand Registrations
YTD 2019 thru October* vs. YTD 2018
(Top 30 selling brands)
Tesla

73.1%

Ram

23.0%

Lincoln

22.6%

BMW

6.8%

GMC

5.6%

Porsche

5.5%

Acura

5.5%

Volvo

2.2%

Lexus

0.4%

Kia

0.2%

Cadillac

-0.1%

Subaru

-0.7%

Mazda

-1.1%

Audi

-2.5%

Land Rover

-3.5%

Volkswagen

-4.0%

Toyota

-4.8%

Mercedes

-5.7%

Honda

-5.8%

Ford

-8.7%

Buick

-8.9%

Chevrolet

-10.0%

Jeep

-11.1%

-18.2%

Dodge

-18.9%

Infiniti

-36.3%

Mitsubishi

-39.2%

11.7%

4.8%

10.6%
11.2%

Ford
7.7%

Honda
Jeep

6.9%
5.9%

Chevrolet

6.7%

3.9%
3.9%

Hyundai

3.2%
3.4%

GMC

Kia

3.0%
2.3%
2.4%
3.8%

Mazda

2.2%
1.8%

Tesla

2.1%
1.4%

BMW

2.1%
2.1%

Mercedes

1.8%
2.1%

Audi

1.8%
1.3%

Lexus

1.8%
1.9%

Dodge
Acura
0.0%

10.7%

4.3%
5.9%

Nissan

Volkswagen

10.4%

5.1%
3.7%

Ram

-30.7%

Chrysler

-100.0%

Subaru

-14.7%

MINI

15.0%
13.4%

Toyota

16.1%

Hyundai

Nissan

Colorado and U.S. Market Share
YTD 2019 thru October*
(Top 20 selling brands in state)

State

1.2%
1.6%

U.S.

0.9%
1.1%
5.0%

10.0%

15.0%

20.0%

Market Share
0.0%

100.0%

Percent change in registrations

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

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

Data Source: IHS. *October 2019 figures were estimated by Auto Outlook.
November 2019
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Colorado Used Retail Car and Light Truck Registrations (only includes vehicles 7 years old or newer)
Three Month Period
July '19 thru September '19

September

TOTAL
Acura
Audi
BMW
Buick
Cadillac
Chevrolet
Chrysler
Dodge
FIAT
Ford
GMC
Honda
Hyundai
Infiniti
Jaguar
Jeep
Kia
Land Rover
Lexus
Lincoln
Mazda
Mercedes
MINI
Mitsubishi
Nissan
Porsche
Subaru
Toyota
Volkswagen
Volvo
Others

2018
27,802
287
603
703
274
315
2,643
346
1,969
69
3,847
955
1,350
1,050
333
30
1,872
964
181
499
162
495
560
177
138
2,389
128
1,868
2,612
725
158
100

2019
24,510
236
581
637
264
256
2,270
251
1,700
45
3,548
893
1,089
937
315
49
1,638
721
219
443
115
453
471
130
126
2,067
98
1,849
2,235
641
146
87

% chg.
-11.8%
-17.8%
-3.6%
-9.4%
-3.6%
-18.7%
-14.1%
-27.5%
-13.7%
-34.8%
-7.8%
-6.5%
-19.3%
-10.8%
-5.4%
63.3%
-12.5%
-25.2%
21.0%
-11.2%
-29.0%
-8.5%
-15.9%
-26.6%
-8.7%
-13.5%
-23.4%
-1.0%
-14.4%
-11.6%
-7.6%
-13.0%

Yr. Ago
76,276
737
1,566
2,032
798
823
7,318
994
5,465
159
10,785
2,624
3,652
2,970
906
93
5,054
2,568
476
1,375
413
1,312
1,560
476
372
6,504
302
4,889
7,311
2,069
421
252

Current
75,386
702
1,728
2,034
716
752
7,067
756
5,396
135
10,982
2,649
3,469
2,823
963
142
4,949
2,242
561
1,329
382
1,337
1,486
397
391
6,222
307
5,588
7,148
2,031
439
263

YTD
Market Share (%)

YTD thru September

% chg.
2018
2019
-1.2% 203,179 213,874
-4.7%
1,992
2,010
10.3%
4,219
4,649
0.1%
5,200
5,747
-10.3%
2,295
1,871
-8.6%
2,316
2,119
-3.4% 20,465 20,199
-23.9%
2,632
2,290
-1.3% 14,975 15,441
-15.1%
453
386
1.8% 28,837 31,874
1.0%
7,188
7,343
-5.0%
9,185
9,396
-4.9%
8,002
8,283
6.3%
2,418
2,763
52.7%
251
343
-2.1% 13,288 13,998
-12.7%
6,445
6,256
17.9%
1,191
1,546
-3.3%
3,502
3,890
-7.5%
1,017
1,120
1.9%
3,128
3,726
-4.7%
4,024
4,151
-16.6%
1,193
1,055
5.1%
901
1,188
-4.3% 17,574 18,267
1.7%
779
869
14.3% 12,490 14,437
-2.2% 20,149 20,786
-1.8%
5,328
5,945
4.3%
1,128
1,193
4.4%
614
733

% chg.
5.3%
0.9%
10.2%
10.5%
-18.5%
-8.5%
-1.3%
-13.0%
3.1%
-14.8%
10.5%
2.2%
2.3%
3.5%
14.3%
36.7%
5.3%
-2.9%
29.8%
11.1%
10.1%
19.1%
3.2%
-11.6%
31.9%
3.9%
11.6%
15.6%
3.2%
11.6%
5.8%
19.4%

2018

2019

Chg.

1.0
2.1
2.6
1.1
1.1
10.1
1.3
7.4
0.2
14.2
3.5
4.5
3.9
1.2
0.1
6.5
3.2
0.6
1.7
0.5
1.5
2.0
0.6
0.4
8.6
0.4
6.1
9.9
2.6
0.6
0.3

0.9
2.2
2.7
0.9
1.0
9.4
1.1
7.2
0.2
14.9
3.4
4.4
3.9
1.3
0.2
6.5
2.9
0.7
1.8
0.5
1.7
1.9
0.5
0.6
8.5
0.4
6.8
9.7
2.8
0.6
0.3

0.0
0.1
0.1
-0.3
-0.1
-0.6
-0.2
-0.2
0.0
0.7
-0.1
-0.1
-0.1
0.1
0.0
0.0
-0.2
0.1
0.1
0.0
0.2
0.0
-0.1
0.1
-0.1
0.0
0.6
-0.2
0.2
0.0
0.0

Source: IHS.

Change in Used Vehicle Market Share by Age of Vehicle
YTD 2019 thru September vs. YTD 2018

Change in market share

3.0
2.0

Market share for four year old vehicles
increased by 1.4 points.

1.4

1.0

0.1

0.1

0.1

0.1

0.0
-0.2

-1.0

-0.7

-0.9

5 yrs. old

1 yr. old

-2.0
-3.0

4 yrs. old

3 yrs. old

< 1 yr.

7 yrs. old

6 yrs. old

2 yrs. old

Source: IHS.
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TRADE-IN PROFITABILITY
IS A RACE AGAINST TIME.

Dealertrack Accelerated Title®
speeds payoff and title release
to as fast as 4–6 days.

STAY AHEAD.

Faster title receipt enables
faster inventory turn, reducing holding
costs. Add to that, vehicles with title
at auction are nearly 2x more likely to
sell on first pass.*

*2014 (2x) and 2018 (1.6X) Manheim articles,
“Impact of Delayed Titles at Auction”

On Your Mark. Get Set. Save.

Visit go.dealertrack.com/AT.

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

PEED

DRIVE

Scan the code or
visit federatedinsurance.com for
online tools and resources.

Ward’s 50® Top Performer
A.M. Best® A+ (Superior) Rating
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