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Colorado Dealer:
We’ve had a couple of weeks to process 

the results from the Denver Auto Show 
and surrounding events. They were a 
resounding success.

Congratulations and thanks to 
Anthony Brownlee (Land Rover Denver), 
who chaired the show for the second 
year. This is the first time we’ve had 
a repeat chair and the wisdom of that 
change is clear. Anthony learned from 
and built on last year’s successful show. 
He worked tirelessly, including putting 
in floor time every day of the five-day 
run. We simply couldn’t have had a 
better candidate for this first two-year 
chairmanship stint.

Perhaps you’re wondering why we 
emphasize these events’ success. It’s 
not exaggerating much to say that our 
businesses continue to thrive because 
of them.

As you know, one of the main reasons 
CADA exists is to represent our industry 
to Colorado’s policymakers. Event 
revenues significantly fund CADA’s 
efforts. For example, CADA has been 
working to pass legislation for full retail 
warranty reimbursement, which has 
gotten a massive pushback from manu-
facturers. This is arguably one of the most 
important bills in our history. If we can 
get it passed, it could result in as much as 
$130,000 average additional revenue per 
dealership rooftop.

Also, an economic impact report 
showed that the Denver Auto Show 
pumped more than $60 million into 
Colorado’s economy. Studies have shown 
that auto show attendance drives traffic 
to dealerships and sales several months 
afterwards. During the show, additional 
manufacturers’ incentives and rebates 
drive traffic and we sell more cars.

The Colorado Car Convoy began 
the run up to the show and wherever 
it stopped, it attracted a ton of atten-
tion. With the help from local Rotary 
clubs, newspapers and radio stations, 
the Convoy got the greatest audience 
participation ever.

The Green Car Parade on the State 
Capitol Circle showcased our most 
environmentally friendly vehicles and 
attracted a lot of people. It got a boost 
because Easter Sunday was a slow news 

day, so every Denver television station, 
850 KOA Radio and The Denver Post 
covered it.

The Innovative Dealer Summit 
is simply the best dealer education 
gathering available. I compare it to a mini 
NADA convention, because it has all the 
different products and cutting-edge ideas 
and our key managers are locally exposed 
to what NADA offers. That means more 
of the people who really use the ideas, 
products and services can learn about 
them. With 273 attendees, we had the 
highest level of sponsorship support in 
IDS history.

The Preview Gala was a great event. 
The Denver Post Community Foundation 
and the CADA-supported Clear the 
Air Foundation will receive generous 
contributions. UMB returned as present-
ing sponsor and Jeremy Bloom — former 
NFL player, Olympic skier and head of 
Wish of a Lifetime Foundation — as our 
honorary chair.

The Show proudly reigns as Colorado’s 
largest consumer show and the biggest 
single event at the Colorado Convention 
Center. Some of my high points included 
37 brands, best-ever showing of 19 pre-
production 2019 units — glimpses of the 
future — Maxx the Robot and Camp Jeep, 
which had its best single day attendance 
ever in Denver.

Finally, the Automotive Career Fair 
on Friday and Saturday was a wonderful 
addition. It was organized in response 
to the challenging time we all are having 
getting qualified employees, a major topic 
at our CADA board strategic planning 
session last June. The Elway Dealerships 
participated and I thought we got some 
good candidates. We may get a couple 
of good hires out of it, which would be a 
great return for our time and effort.

All in all, I’d have to say it was an 
incredible effort. Thanks again to 
Anthony Brownlee for his hard work, 
along with CADA staff and the auto show 
production team.  

Kind Regards,

Todd Maul, Chairman

Thanks to Chair
Anthony Brownlee for a 
successful Denver Auto Show

From the Chair
Todd Maul 4

An economic impact 
study found that the 
Denver Auto Show 
pumped more than 
$60 million into 
Colorado’s economy.



The weather is changing
Seven of Colorado’s costliest* 10 hail storms throughout 
history have happened in the last 10 years.

Retractable Hail Canopy
The WeatherSolve retractable hail canopy system has been 
speci� cally designed and tested for Hail Alley conditions.
 Tested to withstand over 4” diameter hailstones with no damage.
 Designed to handle 120 mph winds
 Extend the canopy in April, retract it in September – both at the 

push of a button. This also allows the canopy to be temporarily 
retracted if snow heavier than 6” is forecast.

1 (800) 749 2201
weathersolve.com

Monday, July 23, 2018
Riverdale Golf Club

13300 Riverdale Road • Brighton, CO  80602

8 a.m. Shotgun Start
Lunch follows Golf Event

the

Registration opens soon!

presented by

New
Location!

Dunes Course

For sponsorship opportunities, 
contact Polly Penna at 303.945.6426 
or polly.penna@colorado.auto
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Warranty reimbursement 
bill on track for win

Steering Column
Tim Jackson
President and CEO

Our long awaited Warranty 
Reimbursement at Retail fran-
chise legislation is upon us at the 

Colorado Capitol.
Over the next two weeks — the 

final two of the Colorado General 
Assembly — we at CADA will seek 
passage of Senate Bill 219, sponsored 
by Senator Jack Tate (R-Centennial) 
and Representative Tracy Kraft 
Tharp (D-Arvada).

When passed, the legisla-
tion will create meaningful 
changes in warranty reim-
bursement from factories in 
Colorado. This is a primer 
developed by dealers and staff 
who have been intimately 
and intensely involved in 
the legislation.

Warranty Reimbursement 
Primer: What Senate 
Bill 219 addresses
A crucial point of education 
is that the ‘cradle-to-grave’ 
sequence of events involved 
in warranty reimbursement leads to an 
economic imbalance that disfavors the 
dealer if the manufacturer is allowed to 
dictate the parts and labor rates at the 
very end of 
the sequence. Here’s the sequence:

• Dealership pays for the vehicle at 
dealership cost. Manufacturer is 
paid in full, including set profit-
per-unit as established by the 
manufacturer. All vehicle purchases 
by dealership result in profit 
to manufacturer.

• As part of dealership purchase of 
vehicle, manufacturer warranty and 
maintenance commitments on the 

vehicle are paid for by the dealership 
in full. The amounts reserved by the 
manufacturer on the vehicle have 
been paid in full by the dealership.

• Vehicle is sold to consumer. Consumer 
pays dealership for vehicle, which 
includes all manufacturer’s service/
repair commitments. Dealership may 
profit from sale of vehicle, though 
often doesn’t. (Many new car sales 

do not result in dealer profit, unlike 
dealership purchase from manufac-
turer stated above.)

• Vehicle later needs repair or 
maintenance, and work is covered 
by manufacturer warranty or main-
tenance commitment. To fulfill the 
manufacturer’s commitment, con-
sumer takes vehicle to an authorized 
franchise dealership, as per warranty 
and maintenance requirements.

• Dealership has maintained 
the required inventory of 
manufacturer parts. Those parts 
have been paid in full by dealership to 
manufacturer, at prices established 
by that manufacturer. Note: All parts 

dealership purchase result in profit 
to manufacturer.

• Dealer has built manufacturer-
mandated facilities, purchased 
manufacturer-required special 
tools, and has complied with all 
manufacturer-requisite training for its 
technicians. Manufacturer-required 
training for technicians is paid for by 
dealer to manufacturer. Dealer must 

have advanced all of these 
costs to be authorized to 
perform manufacturer-
reimbursed warranty and 
maintenance work
•   Vehicle covered by 
manufacturer warranty 
arrives at dealership and 
is repaired by dealership. 
Consumer leaves with 
vehicle. If/when vehicle is 
not repaired properly by 
dealership, that dealership 
is liable (not manufac-
turer), unless problem 
is due to manufacturer 
defect that was not 

caused by dealership’s failure to 
repair properly.

• Vehicle is properly repaired by 
dealership; consumer does not pay 
dealership because consumer has 
paid for manufacturer warranty when 
purchased vehicle. Dealership has 
installed parts on vehicle and paid for 
technician labor to perform repair 
work (as in previous bullet). Dealer 
submits detailed warranty claim to 
manufacturer for reimbursement. 
Failure to document warranty claim 
by manufacturer rules will forfeit 
reimbursement of claim, regardless of 
whether repair work was  
properly performed.
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Mark your calendar!
2018 CADA Annual Convention

November 11–14
Grand Hyatt Kaua’i
Resort and Spa
Koloa, Hawaii

This sequence shows that both the 
manufacturer and consumer have been 
made whole. From there, the manufac-
turer determines, in its sole discretion, 
what the Colorado dealership will be paid 
when it completes the manufacturer’s 
service/repair commitment.

Given the current sequence, there 
is a continuing economic incentive for 
manufacturers to ‘short pay’ its dealer-
ships, compared to the local market, 
because nothing changes for the manu-
facturer (or the consumer) by paying 
the dealership a sub-market rate that the 
manufacturer establishes after the work 
has been completed.

If a retail customer pays market 
rates to the dealership for the exact 
work performed by the dealership, the 
manufacturer has no incentive to pay 
that market rate. The dealership has no 
practical recourse against a manufacturer 
that pays below-market rates to the 
dealership for reimbursing its service/
repair commitments.

This bill is about establishing an 
objective standard to determine the 

rate (see last bullet, previous page) — 
because the manufacturer has already 
been made whole and had its obligation 
to the consumer completely fulfilled 
by the dealership before the manufac-
turer’s payment to the dealership for 
the work.

Every dollar that is not paid to the 
dealership (relative to the market stated 
in the last bullet) is a windfall profit to the 
manufacturer. (The difference between 
market rate and the manufacturer-
dictated, below-market rate for the repair 
work performed by the dealership is 
either going to be paid to the Colorado 
dealership or kept by the non-Colorado 
manufacturer as a windfall.)

Other key points 
regarding this legislation
• Colorado dealerships collect and remit 

up to 22 percent of Colorado’s sales 
and use tax revenue, by far the largest 
single source;

• Most Colorado dealerships are 
family owned, locally controlled, 
independently operated businesses, 

that employ more than 33,000 
people statewide;

• Colorado’s new car dealers are actively 
involved in their communities; 
they donate millions of dollars and 
countless hours each year to improve 
the quality of life for families across 
the state;

• Automakers have no manufacturing 
plants in the state of Colorado;

• Manufacturers employ very few 
people in the state, compared to 
dealerships; and

• Manufacturers pay very little 
Colorado taxes (especially compared 
to dealerships).

Legislative action is not a spectator 
sport; it is an active one. Those dealers 
who are involved in the process make 
meaningful and effective strides in 
legislative action — and change the game 
on the playing field.

Join CADA in this effort — not as a 
spectator, but as an active player. 
The dealer viability and profit may 
be your own. 
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Supreme Court decides 
Navarro case

Regulatory/Compliance
Matthew Groves
Vice President of Legal, Regulatory and Compliance 

Earlier this month in Open Road, 
we provided notification of the 
Supreme Court’s opinion in Navarro 

v. Encino Motorcars, which held that service 
technicians were exempt from the Fair 
Labor Standards Act. As such, they were 
not entitled to overtime pay for working 
more than 40 hours in one week. There is 
a long history and complex rationale to 
this case that merits discussion beyond 
that brief notice.

In 1966, Congress amended the Fair 
Labor Standards Act (FLSA), which 
included an exemption from overtime 
pay for “any salesman, parts man, or 
mechanic primarily 
engaged in selling or 
servicing automobiles.”

In 1970, the 
Department of Labor 
(DOL) clarified that 
exemption, by removing 
service techs. After the 
courts rejected the DOL’s 
re-classification, the 
Secretary of Labor issued a 
memorandum to the DOL, 
stating that service techs 
would be exempt from the 
overtime requirement.

For 33 years, this 
interpretation held, until 
2011, when President 
Obama’s DOL issued a 
new rule. This rule ignored the previous 
court ruling in favor of the once-rejected 
DOL interpretation, holding that service 
techs no longer qualify for the overtime 
exemption and must be paid time and a 
half over 40 hours. This back and forth 
has created uncertainty in the law.

A group of current and former service 
techs led by Hector Navarro, sued to 
recover overtime pay from Encino 

Motorcars, in California, under the Labor 
Department’s 2011 rule. Since then, the 
case has been tossed around like a hot 
potato through the judicial system:

The District Court dismissed the 
service techs’ case on the merits.

The  Ninth Circuit Court of Appeals 
reversed the District Court, holding 
that it must defer to the Labor 
Department on a properly made 
administrative rulemaking.

The U.S. Supreme Court threw out the 
Ninth Circuit ruling, and ordered a re-
hearing that prevented the Ninth Circuit 
from using the ‘deferential’ rationale.

The  9th Circuit heard the case again, 
and once again found in favor of the 
service techs, this time interpreting 
“service technician” to be inconsistent 
with the plain language definition of 
“salesman” or “parts man,” from the text 
of the FLSA.

But after a rare second hearing 
in the U.S. Supreme Court (and the 
sixth hearing overall), the situation 

has been resolved. The opinion is a 
long conversation on the meaning of 
salesman and statutory context, wherein 
the Supreme Court again rejected the 
Ninth Circuit’s definition of salesman 
and a collateral attempt to interpret the 
legislature’s intent.

To briefly summarize Justice 
Clarence Thomas’ majority opinion, he 
concluded, “A service advisor is obviously 
a “salesman.” The ordinary meaning of 
“salesman” is someone who sells goods 
or services, and service advisors “sell 
[customers] services for their vehicles.”

Unlike the previous hearing of  Encino, 
where the Court vacated 
the previous decision and 
remanded the case for a 
second hearing before the 
lower court, this opinion 
affirmatively reverses the 
Ninth Circuit’s verdict and 
directs the Circuit Court 
to dispatch of the case 
in conjunction with the 
Supreme Court’s ruling. 
It is worth noting that 
since the first hearing of 
this case, Chief Justice 
Neil Gorsuch joined the 
Supreme Court. In this 
hearing, he voted with 
the majority.

This case holds 
great importance for dealers, because 
President Trump’s Department of 
Labor, headed by Secretary Alex Acosta, 
may issue its own overtime rule soon. 
This future rule is likely to reset the 
salary threshold and duties applicable 
to all employees who receive overtime 
— and will ensure the salesman 
exemption continues to include 
service technicians. 
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W e hear all too often in the news 
about major companies’ secu-
rity breaches. In fact, someone 

reading this article will have had their 
identity stolen. You really don’t have to 
ask too many people and it happens to 
them or someone they know. I am one 
who has watched people endure a severe 
financial and personal setback.

Identity theft happens every two 
seconds; in 2016, $16 billion was stolen 
from 15.4 million victims. For 16 years in 
a row, identity theft has been the Federal 
Trade Commission’s leading consumer 
complaint, according to Javelin 
Strategy and Research’s 2017 Identity 
Fraud Study.

The list of personal information 
that can be scraped can happen almost 
anywhere, because many identity thieves 
operate on the ‘dark web,’ which requires 
special software to access, yet — and this 
is what’s really disturbing — it’s relatively 
easy to use. On the dark web, you can 
find illegal goods and services, including 
stolen data from unsuspecting victims.

Beyond the obvious stolen personal 
data that makes you a victim — social 
security numbers, credit card and 
loan account numbers, for example 

— are your nicknames, address and 
driver’s license. The stolen informa-
tion that’s the worst — and least 
detectable until it’s too late — is your 
children’s information.

What you can do
Social Security
• Never use it as a personal identifier
• Memorize your number, then lock up 

your card
• Never give your card to a  

medical provider

Manage your credit score
• Every year, get a free credit report 

from each reporting bureau: Equifax, 
Transunion, Experian)

• Also every year, see if your children 
have a credit report. If your children 
are young, they shouldn’t have one.

Medical records
Thieves can glean information from your 
medical records. To help avoid theft:
• Carefully check your insurance com-

pany’s Explanation of Benefits (EOB).
• Report any stolen, or misplaced 

insurance cards
• Closely monitor your medical records
• Keep all medical bills and EOBs in a 

safe place

Social Media
As we recently saw with the Facebook 
debacle, social media is not as safe as 
we thought. And it’s relatively easy 
for thieves to extract all kinds of your 
personal information, such as:
• Maiden names
• Birthdates
• Schools attended or are attending
• Vacation or travel plans
• Pet names

All of these seemingly small tidbits of 
information add up to building a profile 
for stealing identity. The best advice is 
to check your settings and ensure your 
settings are on privacy, privacy, privacy! 
Be careful when signing into other 
apps using your Facebook account and 
NEVER post about vacations until you are 
safely home.

Taking all these precautions could 
make you paranoid. Yet not safeguarding 
your personal information could cost 
thousands of dollars and several years to 
repair. Just ask anyone you know who’s 
had their identity stolen.

Thankfully, you can take advantage 
of — and offer to your staff — an identity 
protection plan as an employee benefit; 
I work closely with a company that 
provides protection to NADA. You’ll have 
protection against everything mentioned 
here, along with access to an identity 
restoration specialist, insurance coverage 
up to $1 million, lost-wallet assistance 
and emergency cash while traveling.

The coverage is inexpensive and 
considering the risk, a no brainer. You can 
offer an identity protection plan to your 
employees on a voluntary basis, or make 
it company paid.

If we provide a simple term-life policy 
to employees at little or no cost to them 
after life expenses, doesn’t it make sense 
to offer them protection against personal 
disaster, too?

For a free identity protection plan 
proposal, contact me: craig.gordon@
colorado.auto or 303.457.5118. 

How you can protect your 
business, employees and 
yourself from identity theft

Employee Group Benefits
Craig Gordon
Employee Benefits Sales Manager

Identity theft happens 
every two seconds; 
in 2016, $16 billion 
was stolen from 
15.4 million victims.
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Member News
Craig Gordon
Vice President of Legal, Regulatory and Compliance 

KPA Services, LLC, a leader in Environmental Health and 
Safety (EHS) Risk Management, announced today the acquisi-
tion of Environmental Risk Management & Safety, Inc. (ERS).

This transaction strengthens KPA’s position as the leading 
provider of EHS Risk Management services to the automotive 
market. KPA is a leader in cloud-based EHS Risk Management 
Solutions and closed-loop, on-site audit services that proactively 
mitigate potential accidents and the costly ramifications of 
non-compliance with state and federal EHS regulations.

KPA’s comprehensive automotive solution covers operational 
workflow, as well as regulatory risks associated with Finance 
and Insurance and Human Capital Management. The company 
focuses on mid-market companies in automotive, manufactur-
ing, distribution and logistics, and insurance.

ERS provides EHS compliance solutions to clients in multiple 
industries throughout the nation, and their current services 
reinforce KPA’s dominance in the collision and auto dealer 
EHS markets.

“This acquisition not only accelerates KPA’s strategy to 
deepen our showroom to shop compliance expertise in in the 
automotive market; it enhances our efforts in adjacent target 
markets,” said Vane Clayton, CEO of KPA. More info: kpaonline.
com or ers-usa.com. 

KPA acquires Environmental Risk 
Management & Safety, Inc.

AutoNation’s 
Mike Jackson to 
be inducted into 
Automotive HOF
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Congratulations to Mike Jackson, Chair, CEO and President 
of AutoNation, Inc., who will be inducted to the 2018 Automotive 
Hall of Fame in Detroit on 
July 19, 2018. He’s credited 
with having created a more 
customer-focused, transpar-
ent and contemporary 
business model for automo-
tive retailing.

Under his leadership, 
the Automotive Hall of 
Fame news release said that 
AutoNation has sold nearly 
12 million vehicles and has 
been the largest automotive 
retailer for 19 consecutive 
years — the only retailer to 
accomplish such a feat.

Widely recognized by 
his peers in the automotive 
world, Jackson’s business acumen has also been recognized 
beyond the industry. In January, he was appointed Chair of the 
Federal Reserve Bank in Atlanta, which is responsible for the 
southeast corner of the country.

He’s also committed to making a difference. In 2013, Jackson 
decided that AutoNation would commit its charitable resources 
toward driving out cancer. The Hall of Fame news release said, 
“Through its Drive Pink Initiative, AutoNation has raised more 
than $13 million to fund cancer-related charities.” 

Mike Jackson
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This article is for general information regarding risk prevention and should not be considered legal advice. The claim example is 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. © 2017 Federated Mutual Insurance Company. 
 

 
 
 
Federated Insurance’s “Claim of the Month” – Could it happen to you?  
 
An auto dealer allows a customer to take a vehicle on a weekend test drive. The customer and 

friends leave a party in the test drive vehicle and get into a single vehicle accident involving 

multiple injuries. The customer and the auto dealership are sued for injuries. 

CLAIM AMOUNT: $1.25 million 

 
What policies are in place to help prevent this from happening at your dealership? Do you 
know who’s driving your vehicles? Federated recommends several best practices to help 

protect your business and manage risks; for example,  

 Create a test drive policy for your dealership that includes keeping a copy of the test 

driver’s license.  

 Ensure customers understand what is and isn’t acceptable during a test drive. 

 Be certain a customer is comfortable with the vehicle prior to starting the test drive. 

 Ensure that employees understand and enforce a test drive policy which requires 

employees to accompany test drives.  

 

These are just a few loss control recommendations you can use to help protect your dealership. 

To learn more, contact your local Federated representative and request a copy of our “Keys to 

Success” risk management brochure. Federated Mutual Insurance Company is recommended 

by 17 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®. 

To discover how Federated can help you create or ramp up your own risk management 

program, or to contact your local Federated representative, click here. 

Federated Insurance’s ‘Claim of the Month’ —

Could it happen to you?
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In Memoriam

Adolf Stammler, 1934 – 2018

A dolf Stammler, 
respected Boulder 
community member 

and owner of Stammler 
Porsche Audi, passed away 
Sunday, April 15th, two days 
past his 84th birthday.

Adolf left a loving family 
and a footprint of memories 
for many in Boulder as well 
as in the auto industry. He 
served as an active board 
member of the National 
Auto Dealers Council as 
well as a member of the 
Colorado Auto Dealers 
Association. Adolf was an 
avid soccer player, skier, 
cyclist and animal lover

Adolf was born in 1934 
in Munich, Germany to 
Emil and Elizabeth “Lilly” 
Stammler. In 1957, Adolf left 
Germany and arrived in the 
United States to visit his 
sister Evelyn, who was living 
in Denver.

Colorado reminded him of 
his home country and he decided 
to stay finding work at a car 
dealership in Denver. Mountain 
States Motors was introducing 
Volkswagen to Colorado. Shortly 
thereafter while at work, Adolf 
met his wife-to-be, Mary Lou 
Schneider. Mary Lou had come to 
the VW dealership with her father 
Fritz Schneider. Fritz was also of 
German heritage. He and Adolf 
found much in common convers-
ing in German.

Truly love at first sight; Adolf 
and Mary Lou were married six 
months later at St. John’s Church 
in Denver — celebrating 60 years 
of marriage this year. They were 
blessed with a daughter Elizabeth 
“Lilli” Stammler-Almon. Lilli 
is married to Philip Almon. 
They have two sons, Evan and 
Zachary, and live in Castle Pines 
Village, Colorado.

A young immigrant with 
little to his name and not fully 
fluent in English, Adolf was a 

true example of living 
the American Dream. He 
worked hard washing cars 
and worked smart making 
friends and mastering 
the English language. 
He was promoted from 
the “bottom” into car 
sales and then became 
“Sales Manager.”

During his 18 years at 
VW, Adolf established a 
strong reputation with the 
automotive manufactur-
ers in Germany and in 
1972 he earned an option 
to open a Porsche-Audi 
dealership in Colorado. 
Adolf chose Boulder 
and opened Stammler 
Porsche-Audi in 1973. He 
ran a successful business 
for over 40 years and 
retired in 2013.

Adolf is preceded in 
death by his parents, a 

brother Emil, who died in WWII, 
an older sister, Hildegard and 
his precious Giant Schnauzer, 
Ava. Adolf will be greatly missed 
by many, including his wife, 
family in Colorado and two 
sisters, Evelyn Van Horn of Tampa, 
Florida, and Christa Bever of 
Augsburg, Germany.

In lieu of flowers, donations 
may be made to: The Boulder 
Humane Society 2323 55th St., 
Boulder, CO 80301 or TRU 
Hospice 2594 Trailridge Drive East, 
Lafayette, CO 80026. 



Performance is measured on bottom-line 
results. From Service, Parts, Sales to 
F&I or the dealership itself, do your key 
decision makers know how to drive your 
bottom line?

Let’s face it: No one wants to admit they 
don’t understand how to drive the bottom 
lines in your business. The truth is — even 
if they went to business school — most key 
decision makers couldn’t tell you:

• What the three types of cash flow are and 
which one is the most important to your 
daily operations.

• What the relative profitability of the five 
lines of business at your dealership are.

• How costs are allocated to your 
dealership’s departments.

• How to distinguish cost of goods sold 
from operating expenses.

That’s why CADA has partnered with 
MetaMark Learning to provide Mastery of 
Finance for Auto Dealers. This program is 
designed for non-financial professionals in 
every functional area of an auto dealer’s 
operations who need to:

• Drive financial performance

• Analyze strategic opportunities

• Assess risk

• Communicate financial priorities 
and results

About 
our presenter

Owner of MetaMark Learning, Darrell Mullis is the author of The Accounting 
Game™, one of Amazon.com’s top two recommended finance books over the 
past 10 years. With more than 30 years’ experience, Darrell is a leading expert 
in teaching finance to non-financial professionals.

MetaMark Learning has customized the program for the auto industry. Darrell’s 
objective is to help people understand how money is made in the industry and 
how each person can improve profit and cash flow in day-to-day decisions 
and actions.

You’ll learn
Fundamentals of Finance:
• Key elements of business strategy

• Structure and purpose of three 
financial statements

• Distinguishing assets, liabilities 
and equity

• Difference between cash and earnings

• The three types of cash flow

• Relationships of three statements to 
each other, and to dealership operations

• Basic principles of finance

Financial analysis and 
decision making:
• Analyzing auto dealer 

financial statements

• Learning the three bottom lines — and 
how to improve them

• Evaluating a dealer’s 
performance trends

• Identifying crucial drivers and key 
performance indicators

• Managing working capital

• Making better strategic decisions

• Sources and uses of cash

The 
details

What
Mastery of Finance 
for Auto Dealers

When
Tuesday, June 19

7:30 a.m. 
Breakfast and networking

8:00 a.m. – 5:00 p.m. 
Workshop 
Lunch is provided

Where
CADA Headquarters 
290 E. Speer Blvd. 
Denver

Price
$400 All registrations 
 Group discounts 
 available

Register
www.colorado.auto/events 
SeminarRSVP@colorado.auto 
303.831.1722

Mastery of Finance 
for Auto Dealers
A workshop that links finance to automobile dealership operations
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Planet Honda ............................................26
Pueblo Dodge Chrysler Jeep Ram ......16
Johnson Auto Plaza .................................13
Suss Buick GMC ........................................12
Barbees Freeway Ford ............................10
Dellenbach Motors ....................................8
Bighorn Toyota ...........................................8
Emich Volkswagen ..................................... 7
The Faricy Boys ...........................................6
Stevinson Toyota West ............................6
Shortline Hyundai .....................................5
Public Donations .......................................5
John Elway Chevrolet ................................5
Tynan’s Kia ...................................................5
Spradley Kia .................................................5
Spradley Barr Ford ....................................4
Pueblo Toyota .............................................4
King Buick GMC ...........................................4
Mile High Honda ........................................3
John Elway Chrysler Jeep Dodge Ram 3
Hellman Motor Co .....................................3
Subaru of Pueblo .......................................3
Glenwood Springs Subaru ......................2
Phil Long Honda 

of Glenwood Springs ..........................2

Perkins Motor Company ..........................2
Pedersen Toyota Scion Volvo ................2
Stevinson Chevrolet ..................................2
Stevinson Toyota East ..............................2
Phil Long Ford of Denver ........................ 1
Flower Motor Company ........................... 1
Groove Subaru ............................................ 1
Ed Carroll Motor Company ..................... 1
John Elway Cadillac of Park Meadows . 1
Stevinson Hyundai of Longmont ......... 1
Stevinson Lexus of Lakewood ............... 1
AutoNation Dodge Ram Arapahoe ...... 1
Flatirons Imports ....................................... 1
Purifoy Chevrolet ....................................... 1
Courtesy Acura ............................................ 1
Phil Long Ford of Chapel Hills ............... 1
Jaguar Land Rover Colorado Springs .. 1
Turner Automotive .................................... 1
Grand Junction Chrysler Jeep Dodge 

Ram ........................................................... 1
Rickenbaugh Cadillac-Volvo .................. 1
Fuoco Motors ............................................... 1
Stevinson Lexus of Frederick ................. 1
Ed Bozarth Chevrolet ................................ 1
All-time total ...................................... 3,308

Clear the Air Foundation 
by the numbers
Vehicle Donations

Goal: 800 old, high polluters

800

600

400

200

2018 contributions
to date: 202

May 2018
UMB Economic Forecast 
Dinner for Dealers
Thursday, May 3
5 – 7:30 p.m.
CADA Headquarters
Colorado Automobile 
Dealers Association
290 E. Speer Blvd.
Denver, CO 80203
Dealers RSVP
Online: Colorado.auto/events
E-mail: Economic@colorado.auto
Phone: 303.831.1722

Sales Power Boost workshop
Wednesday, May 16
OR
Thursday, May 17
8 a.m. – 5 p.m.
CADA Headquarters
290 E. Speer Blvd.
Denver, CO 80203
Register
Online: Colorado.auto/events
E-mail: SeminarRSVP@colorado.auto

June 2018
Mastery of Finance for 
Auto Dealers workshop
Tuesday, June 19
8 a.m. – 5 p.m.
CADA Headquarters
290 E. Speer Blvd.
Denver, CO  80203
Register
Online: Colorado.auto/events
E-mail: SeminarRSVP@ 
colorado.auto

(For details, visit colorado.auto/events)

CADA Upcoming Events
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Thank You! to the Sponsors 
of the 2018 
Preview Gala

Title Sponsor

Premier Sponsor

Platinum Sponsors

By Michelle O’Connor
Legislative & Communications Manager

On April 1, CADA hosted its 12th annual 
Green Car Parade, against a backdrop of 
beautiful weather and the Colorado State 
Capitol. The static parade showcased 
some of the industry’s latest technologies: 
Gas/electric hybrids, clean diesels, elec-
trics and fuel-efficient gasoline vehicles.

The Green Car Parade is a chance to 
show off the newest in green car technolo-
gies, while also giving participating dealers 
positive media exposure. Traditionally, 
the Parade takes place the Sunday before 
the Denver Auto Show and kicks CADA’s 
biggest week of the year into high gear!

Colorado dealers sent 30 vehicles that 
represent some of the most innovative 
green automotive machines on the 
market today, including Toyota Camry 
Hybrid, Prius Prime, Ford C-Max, Jeep 
Wrangler, Chevy Volt, Honda Clarity, 

Hyundai Ioniq, Honda Accord Hybrid, 
Range Rover Velar, Nissan Leaf, Lexus 
RH450 Hybrid and a BMW i8.

The parade wouldn’t have been the 
success it was without our new car 
dealers. A special thanks to participat-
ing dealers:

• AutoNation Dodge Ram Arapahoe
• Brandon’s Dodge
• Groove Ford
• Groove Toyota
• John Elway Chevrolet
• Kuni Honda on Arapahoe
• Kuni Lexus of Greenwood Village
• Land Rover Denver
• Land Rover Flatirons
• Larry H. Miller Chrysler 

Jeep Dodge Ram 104th

• Phil Long Ford of Denver
• Planet Honda
• Planet Hyundai
• Schomp BMW

• Schomp Honda
• Schomp MINI
• Tynan’s Nissan Aurora

These dealerships went the extra mile 
by ensuring we had vehicles for a parade 
that happened to fall on Easter Sunday!

The afternoon event was well covered 
by members of the Rocky Mountain 
Automotive Press — who also moved 
vehicles to and from the Capitol. 
Transporting so many vehicles is no easy 
feat and their help was greatly appreciated!

The parade also was covered by several 
media outlets, including 850KOA Radio, 
CBS4, Denver 7 News, 9NEWS, FOX31 
and The Denver Post. This large media 
turnout served as further evidence of the 
event’s growing reputation and popularity 
among Coloradans.

Thank you to Colorado’s new car 
dealers who helped make this year’s 
Green Car Parade a huge hit! 

Green Car Parade spotlighted industry’s 
most innovative green technologies
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By Anthony Brownlee • 2O18 Denver Auto Show Chair

2O18 Denver Auto Show: 
A great success on 

all accounts!

s the 2018 Denver Auto Show disap-
pears in the rear-view mirror, overall, it 
was a great show. First, attendance was 
up over last year. And while the prelimi-
nary results show attendance grew just 
above 2 percent for 2018, ticket revenues 

jumped more than 21 percent. That’s partially due to the 

committee’s decision to eliminate Groupon tickets this 
year, along with the $1 increase on adult tickets. After all, 
the cars themselves are a big draw; there’s no reason to 
discount the value that showcasing technology and new 
models of cars, trucks and SUVs bring to the big Show.

This year, AAA Insurance, which presents the Denver 
Auto Show, featured Maxx — a 9.5-foot robot — to the 
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Left: There’s something for EVERYONE to 
love at the Denver Auto Show!

Right: Presenting sponsor AAA Insurance 
brought Maxx, a 9.5-foot robot, to the 
Show this year. While walking the floor, 
CADA’s Tim Jackson stopped to size 
things up with Maxx.

Below left: The McLaren drew crowds of 
people just outside the ropes all show 
long. Mike Ward takes a moment to 
share the spotlight with the star.

Below: The Military Vehicle Collectors of 
Colorado drew enthusiastic crowds to 
The Military Trail with their painstakingly 
restored military transport vehicles.
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Show for the first time. Maxx was a big hit with adults and 
children alike, which was easy to see by the line waiting 
for a photo op. Camp Jeep charted a new course and again, 
the long lines told the story of how excited people were to 
test it out.

Preview Gala formally kicked off 
the Denver Auto Show
Some may think the Denver Auto Show Preview Gala 
was a new event this year. There were certain aspects 
that were new, such as the name — Preview Gala vs. 
Charity Preview Party — but 2018 was the 10th year 
of this special event, which was presented by our title 
sponsor, UMB.

The focus also was slightly altered. The event is 
intended to honor the automotive industry with a charita-
ble component, and not the other way around. Charitable 
recipients still received the net proceeds from the Preview 
Gala; it was also an evening to celebrate all those involved 

in the Denver Auto Show and in the automotive industry 
year ’round.

This has always been a grand evening with an unique 
venue — private access to the Denver Auto Show before 
opening to the public — with fantastic food, entertain-
ment, prizes, great automobiles and an opportunity to rub 
elbows with the who’s who of metro Denver.

Denver Mayor Michael Hancock opened the ceremo-
nies, and welcomed everyone along with the event’s VIP 
Chair — world-champion and two-time Olympian skier, 
AND ex-NFL player-turned tech CEO — Jeremy Bloom, 
welcomed everyone to the Gala.

Tim Jackson, Todd Maul, Brent Wood, UMB’s Sean 
Nohavec and I thanked everyone for attending and raised 
their glasses of champagne as the ribbon was cut for the 
opening of the festivities.

Thank you to all of our sponsors, donors and ticket buy-
ers who helped support this event. Without all of you, we 
would not be able to celebrate this great industry and help 
local charities.

Preview Gala ribbon cutting, from left: CADA Chair Todd Maul, Lisa Maul, 2O18 Denver Auto Show Chair Anthony Brownlee, Brent Wood, VIP Chair 
Jeremy Bloom, 2O18 Honorary Chair Josh Hanfling, Denver Mayor Michael Hancock, 2O18 Honorary Chair Dean Singleton, Tim Jackson, UMB’s David 
Walters, 2O18 Honorary Chair Bill Hellman.

Above left: Denver Mayor Michael Hancock, Preview 
Gala Chair Jeremy Bloom and Larry H. Miller 
Chrysler Jeep Dodge Ram’s Brent Wood pose at 
the Preview Gala.

Randy Earnest, Fairfield & Woods, 
enjoys a good laugh, while Michael 
Dommermuth talks with someone else.

Preview Gala VIP Chair Jeremy Bloom 
— philanthropist, world-champion and 
two-time Olympian skier, ex-NFL player 
and tech CEO — briefly speaks on philan-
thropy before the ribbon cutting.



Title Sponsor

Premier Sponsor Platinum Sponsors

Gold Patrons

• AutoNation

• Centerplate

• Colorado Buick 
GMC Dealers

• Colorado 
Chevy Dealers

• Colorado 
Hyundai Dealers

• Costco Auto 
Program

• Fairfield and 
Woods, P.C.

• Kuni Holman

• Land Rover Denver

• Medved 
Chevrolet Cadillac

• Larry H. Miller 
Dealerships

• Mountain States 
Ford Dealers

• Paragon Group

• Phil Long 
Dealerships

• Rocky Mountain 
Honda Dealers

• Schomp 
Automotive Group

• SouthWest 
Dealer Services

• Tito’s 
Handmade Vodka

• Univision Colorado

Silver Patrons

• AlphaGraphics

• Commercial 
Building 
Services Inc.

• John Elway 
Chrysler Jeep 
Dodge Ram

• Mount Princeton 
Hot Springs Resort

• Planet Honda and 
Planet Hyundai

• Sewald Hanfling 
Public Affairs

• Shortline Subaru

• Sill-TerHar Motors

Bronze Patrons

• 9NEWS (KUSA)

• Bank of America/ 
Merrill Lynch

• BBVA Compass

• Brownstein Hyatt 
Farber Schreck LLP

• CBS4 Denver

• Chase Auto

• Co’s BMW Center/ 
MINI of Loveland

• Colorado 
Broadcasters 
Association

• Comerica Bank

• Creative 
Strategies Group

• DesignWorks

• Ed Carroll Motors

• Eide Bailly

• Federated 
Insurance

• Fisher & Phil-
lips LLP

• Flower Motor 
Company

• Freedom Honda

• Glenwood Springs 
Ford and Subaru

• Gravity 
Construction

• Hellman 
Motor Company

• J&S Audio 
Visual, Inc.

• King Buick GMC

• McDonald 
Automotive

• Spradley Chevrolet

• Subaru of Pueblo

• Summit 
Automotive 
Partners

• Suss Buick GMC

• Tokio Marine HCC 
— Surety Group

• Valley Nissan

THANK YOU!
to these fine companies that sponsored the Preview Gala
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Innovative Dealer Summit ‘innovates’
A prequel to the Denver Auto Show, the Innovative Dealer 
Summit (IDS) took place the Tuesday and Wednesday 
before the Show. With a stellar speaker lineup of nationally 
recognized industry veterans and disruptors alike, com-
ments from participants noted that this was the best IDS in 
its 10-year history.

Amid all the tech dealers learned they could use to 
digitally market dealerships, manage cybersecurity and 
run their businesses, CADA took a low-tech approach 
to evaluating breakout session speakers: Hand-written 
evaluation forms. The results were somewhat astonish-
ing in that all breakout session speakers were very highly 
ranked (usually there are one or two who aren’t). Thanks 
to the IDS Committee for so thoroughly vetting this year’s 
speaker lineup.

What’s more, all breakout sessions were recorded, so 
attendees — and everyone at the dealership, for that mat-
ter — can stream the sessions as often as they want for 
three months after the event.

This is invaluable for attendees, because now they can 
‘attend’ the session they couldn’t while in another session. 
And it’s a great boon to their dealerships, because every-
one in the dealership can stream those sessions, as well. 

The Marketplace is one of the easiest ways for dealers and key 
decision makers to learn about solutions that can help them more 
profitably run their dealerships.

All told, the Innovative Dealer Summit was sponsored by 30 of the 
leading industry supporters and featured 46 speakers over the 
two-day event.Some speakers required more audience participation than others.

With 3O breakout sessions by industry veterans and disruptors alike, 
including Affinitiv’s Scot Eisenfelder, who presented ‘Why service 
absorption is an outdated metric and what to measure instead.’



New! Learn from the industry’s best!

Stream Innovative Dealer
Summit sessions — and share 
with your colleagues!
For the first time, all breakout sessions were recorded at the Innova-
tive Dealer Summit. If you attended the Summit, you can stream all 
the breakout session recordings FREE through July 4. AND you can 
share your on-demand Fast Pass with everyone in your dealership, so 
start streaming today!

Didn’t make it to the Innovative Dealer Summit?
Good news! Through a special offered by our recording partner, 
Playback Now, you can stream the on-demand Fast Pass for three 
months — and save 20% through May 15! To get your savings, use 
priority code 20%OFF. (Note: This offer applies only to those who did not 
attend the Innovative Dealer Summit.)

Or, order the Season Pass or Works package and save even more on 
45 sessions and more than 29 hours of presentations!

Stay on top of industry best practices 
and start streaming today!

PlaybackIDS.com

Pricing Confirmation
Products Includes Attendees Non-Attendees

On-demand Streaming only for 3 months Free $249 
Fast Pass

On-demand Streaming + Download $129 $299 
Season Pass for one full year

On Drive Streaming + Download for $199 $349 
Works Package one full year. PLUS all files 
 on USB Flash Drive!

Individual Streaming + Download $25 $30 
Sessions

Thr ough May 15 
on ly $199!
Thr ough May 15 
on ly $239!
Thr ough May 15 
on ly $279!
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Even better, key leaders can attend just those tracks that 
relate to their roles:

• Hiring, Recruiting 
& Training

• Marketing Strategies
• Websites
• SEO, SEM & Analytics

• Fixed Ops
• Social Media
• Blogs & Content
• Retail Sales
• Legal & F&I

If you attended the IDS, you can stream all this con-
tent FREE for three months following the IDS. If you did 
not attend the IDS, you also can stream the content (fees 
apply). Please see ad, page 19 for details.

Automotive Career Fair debuts at the Show
New to the lineup of events around the Show was the 
Automotive Career Fair. We had seven dealerships/
groups on Friday and six on Saturday. Many thanks to you 
early adopters for being there! Just after the Career Fair, 
a list of interested candidates was sent to all dealers who 
were there.

In the Lessons Learned category, we realized — pretty 
quick — that having the Career Fair set up across from 
the entrance was a hindrance, as people were there for 
the show. For those who made their way to the Colorado 
Convention Center specifically for the Career Fair, they 
had to be escorted past the ticket takers, just to talk 
with dealers.

When the lines for the Denver Auto Show snaked all 
the way back beyond the escalators, it was no easy feat for 
interested candidates to make their way to the Career Fair. 
That in itself spoke volumes about their interest in learn-
ing more about the industry!

This is my last year serving as your Denver Auto 
Show Chair. I thank ALL of you who made each and 
every component happen, most especially CADA 
staff: Sidney Goulet, Katie Buchanan, Khorrie Luther, 
Michelle O’Connor, Polly Penna, Kim Jackson, 
Marsha Temple and Tim Jackson. Having seen first-
hand what goes on behind the scenes for two years, 
you made it appear effortless and seamless — and I 
now know better. 

Between speakers, the Marketplace gave interested dealers a chance 
to learn more about participating exhibitors.

Of course, there’s nothing like the simulated experience of virtual training.

Jeff Carlson, Glenwood Springs Ford and NADA Director; Charlie 
Vogelheim, emcee; Greg Noonan, Customer Loyalty magazine; and 
Carroll Winkler, Glenwood Springs Subaru, chat it up before starting 
the Innovative Dealer Summit.

Keynote speaker 
Dan Waldschmidt’s 
message: ‘Embrace 
the law of awesome! 
It’s the ultimate 
upgrade!’ (For 
more: be.edgy.es/ids)
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Released: March 2018 Covering data thru February 2018

Colorado Auto Outlook
Comprehensive information on the Colorado automotive market

TM Sponsored by:

New retail car 
and light truck 
registrations in 
the state declined 
3.3% in February 
2018 versus a 
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 slipped 
1.3% during the 
first two months of 
this year versus the 
same period a year 
earlier. Passenger 
cars declined by 
6.8% while Light 
Trucks were up less 
than 1%.

Used vehicle 
registrations were 
up 3.4% so far this 
year. (Only includes 
vehicles seven 
years old or newer.)

Volvo, BMW, 
Chrysler, Honda, 
Chevrolet, and Audi 
had the largest 
increases in ytd 
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

Dec. '16 thru

Feb. '17

Dec. '17 thru

Feb. '18

Percent

Change

Dec. '16 thru

Feb. '17

Dec. '17 thru

Feb. '18

Percent

Change

Total 54,491 53,690 -1.5% 54,719 55,063 0.6%

Cars 14,918 13,603 -8.8% 20,577 20,566 -0.1%

Light Trucks 39,573 40,087 1.3% 34,142 34,497 1.0%

Detroit Three Brands 19,774 19,979 1.0% 25,761 25,090 -2.6%

European Brands 5,994 6,144 2.5% 5,621 6,420 14.2%

Japanese Brands 25,714 24,656 -4.1% 19,512 19,713 1.0%

Korean Brands 3,009 2,911 -3.3% 3,825 3,840 0.4%

Year to date thru February

Retail New Vehicle Registrations Retail Used Vehicle Registrations

YTD

2017

YTD

2018

Percent

Change

YTD

2017

YTD

2018

Percent

Change

Total 36,705 36,211 -1.3% 35,130 36,337 3.4%

Cars 9,841 9,168 -6.8% 12,953 13,558 4.7%

Light Trucks 26,864 27,043 0.7% 22,177 22,779 2.7%

Detroit Three Brands 13,443 13,479 0.3% 16,711 16,613 -0.6%

European Brands 4,066 4,273 5.1% 3,588 4,248 18.4%

Japanese Brands 17,205 16,447 -4.4% 12,376 12,882 4.1%

Korean Brands 1,991 2,012 1.1% 2,455 2,594 5.7%
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New Vehicle Market Brand Registrations

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

Data Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

February
Three Month Period

Dec. '17 thru Feb. '18
Year to date thru February

Year-to-date

Market Share (%)

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 16,710 16,165 -3.3% 54,491 53,690 -1.5% 36,705 36,211 -1.3%

Acura 113 117 3.5% 421 449 6.7% 281 283 0.7% 0.8 0.8 0.0
Audi 323 354 9.6% 1,064 1,164 9.4% 742 818 10.2% 2.0 2.3 0.2
BMW 315 403 27.9% 918 1,091 18.8% 627 791 26.2% 1.7 2.2 0.5
Buick 127 122 -3.9% 434 385 -11.3% 294 280 -4.8% 0.8 0.8 0.0
Cadillac 99 82 -17.2% 346 297 -14.2% 244 214 -12.3% 0.7 0.6 -0.1
Chevrolet 1,146 1,222 6.6% 3,873 4,192 8.2% 2,576 2,877 11.7% 7.0 7.9 0.9
Chrysler 78 88 12.8% 258 275 6.6% 180 209 16.1% 0.5 0.6 0.1
Dodge 203 201 -1.0% 705 635 -9.9% 498 420 -15.7% 1.4 1.2 -0.2
Fiat 17 20 17.6% 71 57 -19.7% 41 39 -4.9% 0.1 0.1 0.0
Ford 1,922 1,750 -8.9% 6,041 5,930 -1.8% 4,124 3,932 -4.7% 11.2 10.9 -0.4
GMC 462 487 5.4% 1,749 1,803 3.1% 1,162 1,234 6.2% 3.2 3.4 0.2
Honda 1,254 1,238 -1.3% 4,000 4,349 8.7% 2,655 2,978 12.2% 7.2 8.2 1.0
Hyundai 508 480 -5.5% 1,771 1,696 -4.2% 1,173 1,150 -2.0% 3.2 3.2 0.0
Infiniti 115 109 -5.2% 435 353 -18.9% 289 237 -18.0% 0.8 0.7 -0.1
Jaguar 35 33 -5.7% 127 96 -24.4% 97 65 -33.0% 0.3 0.2 -0.1
Jeep 1,150 1,198 4.2% 3,713 3,797 2.3% 2,509 2,489 -0.8% 6.8 6.9 0.0
Kia 362 414 14.4% 1,238 1,215 -1.9% 818 862 5.4% 2.2 2.4 0.2
Land Rover 71 81 14.1% 261 254 -2.7% 181 185 2.2% 0.5 0.5 0.0
Lexus 362 263 -27.3% 1,195 1,093 -8.5% 804 704 -12.4% 2.2 1.9 -0.2
Lincoln 83 91 9.6% 269 255 -5.2% 183 186 1.6% 0.5 0.5 0.0
Maserati 19 5 -73.7% 40 29 -27.5% 27 18 -33.3% 0.1 0.0 0.0
Mazda 348 335 -3.7% 1,175 1,163 -1.0% 743 756 1.7% 2.0 2.1 0.1
Mercedes 309 286 -7.4% 980 933 -4.8% 630 632 0.3% 1.7 1.7 0.0
MINI 70 57 -18.6% 229 200 -12.7% 145 143 -1.4% 0.4 0.4 0.0
Mitsubishi 75 72 -4.0% 237 209 -11.8% 164 139 -15.2% 0.4 0.4 -0.1
Nissan 995 807 -18.9% 3,126 2,774 -11.3% 2,120 1,832 -13.6% 5.8 5.1 -0.7
Porsche 61 53 -13.1% 213 193 -9.4% 140 134 -4.3% 0.4 0.4 0.0
Ram 647 626 -3.2% 2,143 2,101 -2.0% 1,475 1,405 -4.7% 4.0 3.9 -0.1
smart 6 1 -83.3% 7 7 0.0% 7 5 -28.6% 0.0 0.0 0.0
Subaru 2,204 1,909 -13.4% 6,890 6,369 -7.6% 4,670 4,197 -10.1% 12.7 11.6 -1.1
Tesla 143 150 4.9% 243 308 26.7% 198 233 17.7% 0.5 0.6 0.1
Toyota/Scion 2,414 2,422 0.3% 8,234 7,896 -4.1% 5,478 5,320 -2.9% 14.9 14.7 -0.2
Volkswagen 578 532 -8.0% 1,749 1,667 -4.7% 1,207 1,110 -8.0% 3.3 3.1 -0.2
Volvo 89 131 47.2% 320 383 19.7% 211 288 36.5% 0.6 0.8 0.2
Other 7 26 271.4% 16 72 350.0% 12 46 283.3% 0.0 0.1 0.1
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Today’s Internet educated customers are 
creating new challenges for our dealerships 
and sales teams. They have higher 
expectations of service, pricing and the 
amount of time spent in the dealership. 
Ensuring the customer experience, while 
maximizing sales and profitability, is 
becoming a delicate balance.

How do we educate our customers when they 
seem to know as much as we do? How do 
we meet their higher expectations, without 
sacrificing profitability?

If these are some of the questions you ask 
yourself, join us Wednesday, May 16 OR 
Thursday, May 17 for a one-day Sales Power 
Boost workshop, where your experienced 
team will learn fresh techniques for working 
with today’s customer.

The workshop focuses on the ‘science of the 
sale’ and the psychology behind customer 
decisions. Listening to customers and 
understanding their wants and needs are 
imperative for success in today’s dealerships.

Presented by The Academy, the Sales 
Power Boost is designed for dealerships 
that want new ideas and direction for big 
sale weekends — like Memorial Day — and 
strong closeouts.

About 
our presenter

Tony Dupaquier is considered the industry’s most forward-thinking F&I and 
sales trainer and consultant. With more than 25 years’ experience in the 
automotive industry, he now leads the training and development team at 
The Academy.

He has held nearly every position in variable operations — from salesperson 
to general manager — and is a former Nissan National Walkaround Champion. 
Tony has been a featured presenter at the NADA Convention for a number of 
years, for international dealer groups on F&I techniques, and numerous 20 
Groups and dealer associations.

As director of The Academy, Tony oversees all curriculum, marketing initiatives 
and growth efforts.

You’ll learn
• The science of the sale

• The basics of 
appointment setting

• How to determine the customer’s 
stage in the buying process

• Upfront objection handling to 
move forward

• How to find emotion for 
the vehicle

• Correct vehicle selection

• Basics of vehicle presentation

• How to ask the customer to buy

• How to present the numbers

• Navigating price, trade, cash, and 
payment objections

• How to work with and engage 
the customer

At the end of each workshop, 
we will have 20 minutes of 
Q&A to dive deeper into specific 
situations you may face.

The 
details

What
Sales Power Boost

When
Wednesday, May 16
OR
Thursday, May 17

7:30 a.m. 
Breakfast and networking

8:00 a.m. – 5:00 p.m. 
Workshop, Q&A 
Lunch is provided

Where
CADA Headquarters 
290 E. Speer Blvd. 
Denver, CO

Price
$349 First registration 
$249 Each subsequent 
 registration — Send 
 three people and 
 your sales manager  
 attends FREE!

Register
www.colorado.auto/events 
SeminarRSVP@colorado.auto 
303.831.1722

Sales Power Boost:
A one-day workshop that bridges the gap between
customer expectations and dealership experiences
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Three year old vehicle market share has increased, 
while two year old share is down.

Released: March 2018 (covering February 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 February v. YTD 2017

Data Source: AutoCount data from Experian.

Colorado Used Retail Car and Light Truck Registrations

February
Three Month Period

Dec. '17 thru Feb. '18
Year to date thru February

YTD

Market Share (%)

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 16,257 17,016 4.7% 54,719 55,063 0.6% 35,130 36,337 3.4%
Acura 209 173 -17.2% 681 568 -16.6% 429 385 -10.3% 1.2 1.1 -0.2
Audi 305 375 23.0% 966 1,178 21.9% 638 762 19.4% 1.8 2.1 0.3
BMW 450 502 11.6% 1,453 1,508 3.8% 947 1,005 6.1% 2.7 2.8 0.1
Buick 160 217 35.6% 612 675 10.3% 387 463 19.6% 1.1 1.3 0.2
Cadillac 240 222 -7.5% 774 701 -9.4% 508 462 -9.1% 1.4 1.3 -0.2
Chevrolet 1,683 1,677 -0.4% 5,622 5,520 -1.8% 3,555 3,677 3.4% 10.1 10.1 0.0
Chrysler 238 197 -17.2% 848 693 -18.3% 548 461 -15.9% 1.6 1.3 -0.3
Dodge 1,189 1,134 -4.6% 3,927 3,803 -3.2% 2,582 2,536 -1.8% 7.3 7.0 -0.4
Ford 2,299 2,344 2.0% 7,731 7,566 -2.1% 5,051 4,968 -1.6% 14.4 13.7 -0.7
GMC 593 648 9.3% 1,923 2,080 8.2% 1,251 1,391 11.2% 3.6 3.8 0.3
Honda 731 784 7.3% 2,540 2,504 -1.4% 1,575 1,661 5.5% 4.5 4.6 0.1
Hyundai 650 718 10.5% 2,195 2,151 -2.0% 1,409 1,482 5.2% 4.0 4.1 0.1
Infiniti 191 228 19.4% 632 659 4.3% 404 446 10.4% 1.2 1.2 0.1
Jaguar 9 10 11.1% 27 40 48.1% 20 23 15.0% 0.1 0.1 0.0
Jeep 1,201 1,159 -3.5% 3,968 3,745 -5.6% 2,628 2,467 -6.1% 7.5 6.8 -0.7
Kia 495 524 5.9% 1,630 1,689 3.6% 1,046 1,112 6.3% 3.0 3.1 0.1
Land Rover 97 83 -14.4% 324 308 -4.9% 215 192 -10.7% 0.6 0.5 -0.1
Lexus 316 284 -10.1% 962 894 -7.1% 610 587 -3.8% 1.7 1.6 -0.1
Lincoln 78 73 -6.4% 261 256 -1.9% 169 166 -1.8% 0.5 0.5 0.0
Mazda 245 221 -9.8% 868 801 -7.7% 544 501 -7.9% 1.5 1.4 -0.2
Mercedes 288 318 10.4% 932 1,029 10.4% 587 683 16.4% 1.7 1.9 0.2
MINI 90 106 17.8% 270 319 18.1% 179 214 19.6% 0.5 0.6 0.1
Mitsubishi 97 67 -30.9% 338 269 -20.4% 192 159 -17.2% 0.5 0.4 -0.1
Nissan 1,391 1,462 5.1% 4,606 4,669 1.4% 2,999 3,093 3.1% 8.5 8.5 0.0
Other 72 80 11.1% 286 257 -10.1% 154 162 5.2% 0.4 0.4 0.0
Porsche 30 46 53.3% 122 168 37.7% 72 117 62.5% 0.2 0.3 0.1
Subaru 896 1,047 16.9% 3,179 3,615 13.7% 2,013 2,258 12.2% 5.7 6.2 0.5
Toyota/Scion 1,615 1,806 11.8% 5,650 5,707 1.0% 3,575 3,779 5.7% 10.2 10.4 0.2
Volkswagen 318 403 26.7% 1,104 1,379 24.9% 658 930 41.3% 1.9 2.6 0.7
Volvo 81 108 33.3% 288 312 8.3% 185 195 5.4% 0.5 0.5 0.0



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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Page 4 Colorado Auto Outlook 

AutoCount data from Experian is the data pro-
vider for Colorado Auto Outlook.

Colorado Auto Outlook

Published for:
Colorado Automobile Dealers Association
290 East Speer Boulevard
Denver, CO  80203

Phone: 303-831-1722 

Published by:
Auto Outlook, Inc.
PO Box 390
Exton, PA  19341

Phone: 800-206-0102
Email: jfoltz@autooutlook.com

Copyright Auto Outlook, Inc., 
March 2018

Colorado Auto Outlook is distributed free of 
charge to all members of Colorado Automobile 
Dealers Association.  The publication is spon-
sored and supported by CADA. 

Colorado Auto Outlook is published and edited 
by Auto Outlook, Inc., an independent automotive 
market research firm.  Opinions in Colorado Auto 
Outlook are solely those of Auto Outlook, Inc., 
and are not necessarily shared by CADA.

Data Source: AutoCount data from Experian.
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Using CADA forms
is just good business
By Matthew Groves
Vice President of Legal, 
Regulatory and Compliance

O ne of the most valuable services 
CADA provides dealer members 
is through offering forms. CADA’s 

forms often are less than other publish-
ers’ and can be shipped or picked up 
within 24 hours.

In 2017, our long-time forms publisher 
Bradford Publishing closed its doors. 
To prevent the market from becoming 
monopolized, CADA purchased a number 
of the forms that Bradford produced 
and now directly offers them to dealers. 
This move was to preserve choice in the 
market and offer a variety of Colorado-
centric forms.

The following are forms you may 
use in your business — and that CADA 
now offers:
1. Retail Installment Sales Contract 

(RISC) — Also known as the Rocky 
Mountain Bank Note, this is the 
correct form to execute a sale where 
payments will be made in equal 
intervals over a course of time. This 
document is used so that the contract 
may be sold to a finance company 
after its completion. CADA offers two 
distinct types of RISCs:
a. 645-ARB — Our most popular 

version, this contract contains a 
mandatory arbitration provision in 
the event a dispute arises between a 
purchaser and the dealer.

b. 649 — This version of the RISC has 
no arbitration provision, which 
allows the parties to a dispute an 
option between mediation, arbitra-
tion, or litigation.

2. Purchase Agreement — While a RISC 
typically formalizes the financing of 
a vehicle, the purchase agreement 
lays out the terms of the sale. This 
purchase agreement often serves 
as proof of a sale until the financing 

is complete. It includes the buyer’s 
and seller’s basic information, as 
well as the make, model, odometer 
reading and VIN of the vehicle in the 
transaction. It also lists the date of sale 
and purchase price — and bears the 
signatures of both parties.

CADA offers two types of 
Purchase Agreements:

a. 606 — Also known as the Rocky 
Mountain Purchase Agreement, 
this was designed to supplement 
the Rocky Mountain Bank Note 
RISC. The form was designed with 
Colorado law and regulations 
in mind.

b. 606C — A version of the Rocky 
Mountain Purchase Agreement that 
bears an open space, allowing for 
the addition or modification of any 
terms upon which the dealer and 
purchaser may agree.

3. RM 615 Disclosure and Liability 
Release — In 2016, the Motor 
Vehicle Dealer Board redefined the 
disclosures that must be made on the 
sale of used vehicles. Unlike many 
states that are required to disclose 
repairs at a certain dollar threshold 
or percentage value of the vehicle, 
Colorado requires the disclosure of 

anything determined under regulation 
12-6-118 to be a “material particular.” 
This includes anything “essential or 
necessary” a prospective buyer should 
know. The disclosure must be made 
before signing the contract, and the 
form is considered a part of the sales 
contract. Failure to disclose could lead 
to disciplinary action against both the 
salesperson and the dealer.

4. Emissions Exempt Stickers — 
11 counties, or parts thereof, are 
in a non-attainment zone for 
the Environmental Protection 
Agency’s (EPA) Clean Air Act. In 
those areas, emissions tests are 
required for registration with 
the county. To eliminate confu-
sion between those counties and 
the rest of the state, Colorado 
Revised Statute 42-4-310(1)(b)
(II)(A) requires new vehicles 
sold under a Manufacturer’s 
Certificate of Origin or Manu-
facturer Statement of Origin to 
bear an emissions-exempt sticker 
in the windshield, at the time of 
sale. Where the vehicle is sold 
is irrelevant. The sticker must 
be present if the vehicle is to be 
registered in any of the non-at-
tainment counties. The emissions 
exemption is seven model years 
for gas vehicles and four model 
years for diesel, beginning from 
the month/year of sale. Dealers 
may also issue emissions-exempt 
stickers for lost or damaged stick-
ers, as long as those stickers are 
logged as “replacements” in the 
dealer’s log.

Check back next month for continued 
explanations of the inventory of offered 
forms. For forms questions or how 
to place an order, please contact  
matthew.groves@colorado.auto, or 
303.282.1449. 

Branded Title Disclosure Statement

DR 2710 (12/24/14)
COLORADO DEPARTMENT OF REVENUE

Division of Motor Vehicles
Title Section
www.colorado.gov/revenue

Colorado Revised Statute requires any owner or dealer to disclose any title brand prior to sale or trade of a motor vehicle.

This Vehicle is Subject to One or More Brands

Vehicle Identification Number (VIN) Year Make Body Title Number

This vehicle has the following brand(s) 

(check all that apply):
State that branded vehicle: *Type of Damage:

  Collision

  Weather

  Water
  Interior

  Vandalism

  Undercarriage

  Theft/Stripped

  Fire
  Other (explain)

  Flood

  Non-Repairable

  Other (list brand)

  Salvage*

  Rebuilt from Salvage*

I certify, under penalty of perjury in the second degree, that the above statements are true and accurate to the best of my knowledge.

Current Owner (Seller)

Printed Name
Signature

Address

City
State ZIP Date

Prospective Buyer (I have read and understand this Disclosure and I have received a copy of this Disclosure.)

Printed Name
Signature

Address

City
State ZIP Date

*It is a misdemeanor for each owner, seller, or transferor to fail to provide each prospective buyer with this disclosure on a vehicle 

rebuilt from salvage.  [C.R.S.42-6-206]
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Here at CADA, we’re known for 
our rigorous, grassroots efforts 
on the legislative front, but did 

you know that our grassroots endeavors 
don’t stop there? What better way to 
further the message of Colorado’s new 
car dealers than by visiting local commu-
nity organizations?

We’ve recently picked up steam, 
and the feedback has been incred-
ible! These groups have not only 

extended the invitation to CADA by 
asking us to present at their meetings, 
they’ve been incredibly receptive to 
our message.
• Our community outreach program 

highlights the ever-changing land-
scape of the automotive industry

• Exciting future of autono-
mous vehicles

• Crucial role Colorado’s new car 
dealers play in local communities

• Contributions these dealers make to 
the state’s tax base
This program has been overwhelm-

ingly well received. If you’re active in your 
local Rotary Club, or any other commu-
nity organization, and think your group 
would be interested in learning more, let 
me know (michelle.oconnor@colorado.
auto). We’d love the opportunity to share 
the important role new car dealers play in 
local communities. 

Right: CADA met with the Cañon City 
Rotary Club March 14, and it was the 
biggest group we’ve joined so far! The 
club meets every Wednesday at the Holy 
Cross Event Center.

Below: Former Colorado State Senator 
Shawn Mitchell met up with CADA for 
the Tuesday breakfast meeting of the 
Palisade Sunrise Rotary Club at the Wine 
Country Inn on March 13.

CADA spreads new car 
dealers’ message to local 
community groups

Legislative Beat
Michelle O’Connor
Legislative and Communications Manager
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Member FDIC

We believe that you deserve more than empty promises.

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

Focused on you.
You deserve more.

UMB.com  |  303.839.1300



If this is what you see…

To learn more about our Drive S.A.F.E. risk management 
resources, please contact your local marketing representative.

federatedinsurance.com

FOCUS.
Poor driving decisions could keep you and your 
employees from making it home S.A.F.E. today.
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DRIVE

www.federatedinsurance.com/ 
drivesafe/attention
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