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Christina Dawkins
2019 CADA Chair

Help Wanted: 2019 brings major 
challenges for dealers  

It’s already shaping up to be a 
year with some big challenges for 
Colorado’s new car dealers. And 

we need your help. 

A new term you’ll soon be hearing a 
lot is Freedom to Drive, a coalition we 
hope will be a platform for educating the 
public, activating consumers and raising 
funds to protect our freedom to drive the 
vehicles that best fit our lifestyles. 

Freedom of choice is under attack
Last summer, then-Gov. John 

Hickenlooper issued an executive order 
directing the Colorado Air Quality Control 
Commission (AQCC) to promulgate 
rules adopting California’s low-emissions 
vehicle standards – aka Cal-LEV. 
‘Regulation 20’covers all 2022 and later 
light- and medium-duty vehicles, including 
crossovers, SUVs, pickups and minivans. 

Gov. Jared Polis doubled down after 
taking office with an executive order 
directing the AQCC to adopt even more 
sstringent zero-emission vehicle (Cal-
ZEV) air quality standards. We’ll oppose 
that rule through the regulatory process 
when it comes up in May. Meanwhile…

CADA sues for consumers’ right 
to drive

In January, CADA’s board voted to file 
litigation contending that the AQCC did 
not properly take into account the differ-
ences between California and Colorado. 

The lawsuit names the AQCC, the 
Colorado Department of Public Health 
and Environment and the Colorado Air 
Pollution Control Division as defendants. 
Among its contentions:

• The state legislature should set 
emissions standards, not an appointed 
commission and/or regulatory agency.

• Regulation 20 wrongly cedes 
authority to California regulators 
without accounting for Colorado’s 
unique differences.

• A dramatic reduction in tailpipe 
emissions as a result of constantly 
improving automotive technology will 
continue without Cal-LEV.

• Regulation 20 will dramatically 
increase costs to Colorado’s 
consumers. It’s likely consumers 
will continue driving older, dirtier 
vehicles — possibly contributing to 
even worse pollution.

• Consumers unable to purchase the 
vehicles they want in Colorado will 
take their business to adjoining states.

• Coloradans have already signaled 
disinterest in smaller EVs and hybrid 
vehicles, despite generous tax incen-
tives, preferring SUVs and pickups over 
passenger cars by 75 to 25 percent. The 
mix in California is closer to 50:50.

• Colorado dealers will be unable to 
trade customer-requested vehicles 
with dealers in nearby states, because 
those states have not adopted Cal-
LEV standards.

CADA is counting on your help
Of course, none of this comes without 

a cost. We have hired the high-profile 
international firm Greenberg Traurig 
to litigate our suit. Our 2019 budget has 
been trimmed by $150,000, aside from 
the litigation costs. 

CADA funds our efforts with your 
support for our endorsed providers, 
health care insurance sales, events 
and education offerings. But these are 
extraordinary times. 

You’ll see a 20 percent assessment for a 
one-time expenditure in your recent CADA 
dues invoice. This assessment will continue 
until our reserves are replenished. 

Keep in mind that CADA hasn’t 
changes dues structure  for 10 years, 
while successfully protecting our 
interests. The dealership value of the war-
ranty reimbursement at retail legislation 
equates to a $355,000 value/average store, 
and $100 million collectively, across the 
dealer body throughout Colorado. 

Get active
CADA’s Legislative Grassroots 

Meetings become even more important. 
At this writing, SB-053, sponsored by Sen. 
John Cooke (R-Greeley), the bill that 
would kill Cal-LEV, awaits a hearing. But 
passage is doubtful. 

We expect to see one or more bills that 
would adopt Cal-LEV and -ZEV. If passed, 
Gov. Polis’s signature is likely. We need 
you to attend LGMs organized by CADA’s 
lobbying team and to contact your own 
legislators to educate them about the 
pitfalls of these harmful regulations. 

When your CADA District Director 
calls or e-mails asking for help, answer 
the phone or respond to that e-mail. We 
can accomplish so much more as a united 
dealer network with our member dealers.

Dealers and dealer associations 
around the country are watching CADA’s 
actions. From the leadership we demon-
strated when we launched and grew the 
Clear the Air Foundation to address air 
quality and meaningfully fund auto tech 
scholarships now to these actions. Others 
will be even more interested in our 
success in challenging the ill-conceived 
California emissions here in high-altitude 
Colorado. 

Hang on. We’re in for one  incredible ride. 
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Coloradans’ freedom to drive whatever 
vehicle we want is in jeopardy

A fundamentally American 
freedom is under attack. The 
automobile defined the 20th 

century in the United States. Mass 
production made cars available to 
the nation’s middle class and helped 
create the modern suburb, where 
most Americans now live.

Driving became part of coming of age 
in America. Road trips let Americans 
affordably explore their nation, 
including its stunning parks and other 
natural wonders. Over time, constant 
innovation has made automobiles safer, 
greener and more fuel efficient. Even as 
Americans have driven more miles, air 
pollution has declined.

People are attached to their cars
Today’s vehicles are as varied as 

Americans themselves; there’s one to 
fit every need and personality. It’s no 
wonder people become attached to their 
car like no other product, often giving it 
an affectionate name and customizing 
it with creative paraphernalia. Getting 
behind the wheel is associated with 
freedom and adventure — generations 
of songs extol this exhilarating feeling. 

But human-created obstacles are 
quickly approaching on the road 
ahead. In Colorado, two governors in 
a row have pushed for the adoption of 
California vehicle emissions standards 
that would punish most of the state’s 
drivers to benefit the elite few.

Because of Colorado’s uniquely 
demanding driving conditions and 
its residents’ outdoor vocations and 
avocations, three-quarters of new 
vehicles sold here are SUVs or pickups. 
Unsurprisingly, that’s different than 

the driving demands and vehicle mix in 
California, which has a higher percent-
age of cars.

California’s regs could put buying 
a car out of reach for some Colo-
rado residents

So rubber stamping rules created by 
the unelected California Air Resources 
Board for that state’s temperate climate 
and uniquely bad air simply doesn’t 
make sense in Colorado.

The California rules mandate a huge 
increase in electric vehicle sales — a 
requirement that benefits the Golden 
state’s one car manufacturer, Tesla. To 
date, Tesla has proven incapable of mass 
producing an affordable electric car, so 
publicly funded financial perks benefit 
its billionaire founder, Elon Musk, and 
those wealthy enough to be able to pay 
for his pricey cars — which often serve 
as the second or third vehicle for these 
one percenters. Need to pull a horse 

trailer or haul construction supplies? 
Tesla does not have the vehicle for you.

The California standards use a 
stick to punish those who can’t afford 
or don’t want electric cars — adding 
thousands of dollars to the cost of 
traditionally powered vehicles. That will 
put cars financially out of reach for even 
more Americans.

As population grows, Denver 
boosts congestion by reducing 
driving lanes citywide

Meanwhile, cities like Denver have 
put their drivers on forced road diets. 
Even as its population steadily grows, 
Denver is actually reducing lanes avail-
able to drivers on key arterial streets. 
Part of the motivation is to increase 
bicycle and bus lanes. 

~ Continued on page 13
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Employee Group Benefits
Craig Gordon
Employee Benefits Sales Manager

Want CADA to do more for you? 
All it takes is the stroke of a pen

At the December 2018 CADA 
Board meeting, the conver-
sation squarely focused on 

Colorado’s adoption of California’s 
low-emissions and zero-emissions 
vehicles, the effects of two gover-
nors’ executive orders on auto deal-
ers and the increased cost in taxes to 
consumers when buying one of these 
government-mandated vehicles.

More specifically, the discussion 
surrounded a possible lawsuit against 
Colorado’s Air Quality Control 
Commission, for rubberstamping 
California’s air-quality regs, without 
considering what Colorado’s citizens 
actually want. CADA announced that 
lawsuit Monday, January 28, 2019.

Paying for that lawsuit meant adding 
an assessment on membership dues. 
After a vigorous discussion where board 
members considered what Colorado’s 
dealers are up against down the road 
versus the constituents — you — each 
board member represented, the board 
ultimately voted to add the assessment.

What does any of this have to do 
with insurance?

That whole discussion and decision 
was unnecessary. Why? CADA has a tool 
in its toolbox called CADA Insurance 
Services. And while you have other 
options, such as your neighbor down the 
street, or a friend from your Rotary or 
Kiwanis club who handles your insur-
ance, there’s no financial upside for you 
doing so.

You might feel good, because they’re 
part of your community. I get that. But 
did you know that by changing your agent 
of record — not even your insurance 
coverage — you could be avoiding dues 
increases or additional assessments down 

the road? Legal battles are expensive, 
and I expect you’ll be asked to belly up to 
the bar again sometime soon to fight the 
Cal-LEV/ZEV battle. It may be in the form 
of a dues increase; it may be a direct ask.

Yet it all could be avoided, with just a 
signature. I’m asking you to give CADA 
Insurance Services a chance. And if you 
don’t trust CADA Insurance Services to 
handle your health insurance coverage, 
test us out with your Dental or Vision 
plan. If we handled just a fraction of 
rooftops in Colorado, it easily would have 
covered the anticipated expenses for the 
lawsuit, without a 20 percent assessment. 
AND there would have been plenty of 
money to spare for unexpected expenses. 

Each month, I share with you the 
reasons for doing business with the 
Employee Benefits Group under the 
CADA Insurance Services umbrella. I get 
that there was turnover before I arrived 
nearly three years ago. I get that trust 
is something you earn. So let me earn 
it: Through your ancillary insurance 
coverage. It’s a way for us to get to know 
one another better, to see if there’s a 
less expensive option for you, for you to 
become comfortable with someone who 
truly has your best interests at heart. 

Providing your ancillary insurance 
coverage is a way to build trust. And really, 
it’s a way for you to save on out-of-pocket 
expenses. After all, if you learned there 
was a better ancillary insurance product 
for less outlay, would that get your 
attention? And if those commissions your 

current agent is pocketing were going 
to CADA — and you saved on another 
assessment, dues increase OR direct ask 
— would that make a difference to you?

I agree that on a percentage basis, the 
assessment is small. This year. What will 
it be down the road, especially if we go 
deeper in the weeds with Cal-LEV/ZEV? 
A dues increase? Another assessment? 
Here’s a way to offset an expense and 
add to the value you receive from CADA 
as it fights for your business at the state 
capitol, on legal and regulatory fronts, and 
through governmental agencies. 

If you think about it, where would 
your dealership be today without CADA? 
Last year’s passage of the Warranty 
Reimbursement at Retail bill alone 
means hundreds of thousands of dollars 
to your top line. That trickles down to 
an improved bottom line, to say nothing 
of your ability now to attract — and 
keep — auto techs to your dealership. 
That was an expensive bill to pass. To do 
so meant drawing from CADA reserves. 
And honestly, we can only go to the well so 
many times.

I’m suggesting an easy, painless way for 
CADA to continue battling on your behalf, 
with no additional outlay.

All it takes is a stroke of your pen.

Reach Craig at craig.gordon@colorado.
auto or 303.457.5118.

“My number one goal is for dealers to understand there are a lot of things we’re 
going to have to fight... and that all our dealers are involved in the fight.”        

 — Craig Gordon, Employee Benefits Sales Manager



Please enroll now at nadaworkforcestudy.com to participate in the 2019 NADA Dealer
Workforce Study! 

Attention all Colorado Car and Truck Dealers: We want you to be part of the one of the largest
workforce studies in the automotive industry. The NADA is proud to provide this annual report,
so both car and truck dealers can ultimately use it to fine-tune employee compensation and 
benefits, promote retention, and stay ahead of the demographic curve.

NEW FOR 2019! With dealer feedback we have reworked the survey to obtain more insight into
compensation plans for variable operations positions. This will only further assist participants
and users of the study in their decision making with regards to pay structure.

All participating NADA Members will receive:

- A complimentary custom report for their store comparing you to a peer group
- A complimentary copy of the 2019 National & Regional Trends in Compensation,

Retention and Benefits Report
- Access to the NADA Database Search tool with all data from all NADA workforce studies

For any questions please contact Joe Fleming at 703.448.5891 or workforcestudy@nada.org. 

Deadline to submit data and survey questions is May 15, 2019
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As the Colorado legislature 
swore in its new members for 
the 2019-2020 session, CADA 

began a new round of Legislative 
Grassroots Meetings (LGMs). These 
meetings are great opportunities for 
dealers and their key leaders to meet 
our elected officials. And they’re one 
of the key reasons CADA has been 
so effective at passing franchise and 
warranty reimbursement legislation 
by overwhelming margins in recent 
years.

You may recall that two years ago, 
every single vote of our 100 legislators was 
cast in favor of our seven-part franchise 
bill. And last year, we secured more than 
90 votes to pass the warranty reimburse-
ment at retail bill. These successes were, 
in large part, due to LGMs.

The premise of the meeting is simple: 
When asked, join your elected official and 
CADA staff, so you can 

1. Help your legislators put a face to 
your name.

2. Give them an update on the status 
of your business and the major 
issues you face during this legislative 
session. 

As the engines of their district’s 
economy, each legislator is very interested 
in your success and hearing how they can 
help you with that. However, like you, 
legislators have time constraints and 
multiple other issues facing them every 
day. If you don’t present and explain your 
issues to them, they may not learn know 
the details and impact of harmful legisla-
tion on your business — until it’s too late.

While you may see a grassroots 
invitation and think to yourself, “I went 
to that last year,” there are two things you 
should know about the 2019 legislature. 
First, the Democratic caucus is in control 
of the Governor’s mansion, the Senate 
and the House. This is the first time in 
decades that one party has simultane-
ously controlled all three branches of 
state government. 

The House now comprises 41 
Democrats and 24 Republicans, while the 
Senate comprises 19 Democrats and 16 
Republicans. 

Progressive change may come to 
screeching halt

With this change, some of the progress 
that CADA has made in recent years may 
again be up for debate. For example, 
before his Congressional runs, Governor 
Jared Polis and Tim Jackson publicly 
debated on stage on the viability of our 
Sunday closing law. These grassroots 
meetings are the first line of defense in 
protecting the dealers’ accomplishments. 
Historically, we have found that once 
educated on the issues facing the industry, 

legislators tend to be amenable to the 
dealer position.

Democratic control of the House and 
the Senate is not the only thing that is 
new to Legislative Grassroots Meetings 
for 2019. In addition, CADA has added the 
services of Jia Meeks from Brownstein 
Hyatt Farber and Schrek to coordinate our 
meetings. You may recognize Brownstein 
as our legislative lobbying firm, having 
worked with Mike Feeley and Melissa 
Kuipers Blake over the previous legislative 
terms. However, Jia is new to the CADA 
account, joining us after finishing his 
second year at the University of Denver 
Sturm College of Law. Previously, he 
served as the Legislative Liaison for the 
University of Colorado at Boulder.

Having met with nearly every single 
legislative office holder during the previ-
ous session, Jia will definitely have his 
hands full reaching out to the freshman 
legislators now in their first term. As he 
makes contact with you, please be sure to 
say hello and confirm your attendance to 
meet our new class of legislators!

Legislative Grassroots Meetings  
in full swing

1

2



INDUSTRY NIGHT

denverautoshow.com

Maxx returns!

Officially sponsored by In association with

The Colorado Automobile Dealers 
Association invites you to attend 
Industry Night at the 2019 Denver 
Auto Show.
Bring up to two guests OR your immediate 
family members (a maximum of two  
adults and three children) to enjoy  
FREE admission to the Denver Auto Show, 
5-10 p.m. Friday, March 29, 2019.

For free entry, give the following at the 
Exhibitor Check-in Desk at the top of the 
escalators:

• An original letter on dealership 
letterhead that verifies you work 
at the dealership. Each employee 
needs his or her own original letter, 
as copies will not be accepted.

• Photo I.D.

FRIDAY, MARCH 29, 2019 • 5 – 10 P.M.

Industry Night is the ONLY time you have free admission to the show.  
General admission prices will be charged at all other times.
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Foundation revs up to deliver  
even more auto tech scholarships in 2019

Clear the Air Foundation
Mark Zeigler
Director

We seem to be in the dol-
drums of winter and Clear 
the Air Foundation is off to 

a slow start in terms of vehicle do-
nations. January closed out with 40 
donations, 15 short of our goal. 

I know we can do it with your help! 
Take a look at your inventory and if you 
see a vehicle that you wouldn’t want 
a family member driving because it’s 
unsafe, please don’t take it to auction. 
Instead, donate it today and I will make 
sure it’s put to good use. I made it to 
more than 20 dealerships last month, 
spreading the word about clearing the 
air and helping auto tech students.

Don’t let Cal-LEV/ZEV stop you 
from donating vehicles

On my travels, I have heard from 
some dealers that the Cal-LEV and -ZEV 
mandates are affecting their decisions 
to donate vehicles. Rest assured, CADA 
is moving forward on various fronts to 
deal with these pressing issues. 

While Clear the Air Foundation was 
founded in response to then-Governor 
Bill Ritter’s attempt to bring Cal-LEV 
to Colorado, the landscape has changed 
somewhat. You can still perform your 
civic duty to clear the air by removing 
the older, higher polluting vehicles from 
the roads for good — while at the same 
time have a tremendous impact on the 
lives of auto tech students who are 
struggling to pay for school. 

Many students I interview are the 
first in their family to pursue higher 
education. Most are working and paying 
their way through school earning $11-16 
an hour, doing anything they can to 
keep moving forward. Being able to help 
just a fraction of these hard-working 
and dedicated students is one of the 

most rewarding things I’ve ever done. 
Seeing their eyes light up when they 
open a box with a brand-new impact 
wrench (that otherwise would have cost 
them $650) is heartwarming. 

Last month, I delivered $5,000 worth 
of tools to a scholarship recipient in 
Pueblo and I joked “Merry Christmas.” 

He just looked at me, then replied, 
“This is better than any Christmas I’ve 
ever had in my life.” 

I would like nothing more than to 
give even more scholarships than last 
year. To do that takes money. And for 
the most part that money comes from 
vehicle donations. So let’s get busy! 
Help me help you. Send me your clunk-
ers, junkers, lumpies and turds. There is 
a lot of life left in those old cars!

 In January, we awarded $6,000 in 
scholarshpis to three Emily Griffith 
Technical College students. These 
scholarships came from a $5,000 give 
last year, which was matched with COSI 
funds, bringing the total to $10,000. 
That means we have $4,000 left for the 
next group of students, just for Emily 
Griffith alone!

 I encourage you to follow CTAF on 
Twitter (@_ClearTheAir) and Facebook 
(@cleartheairfoundation1) to keep up to 
date on our progress. You’ll find links to 
relevant articles, along with news about 
donations and scholarship awards.

 Thanks to everyone who has 
donated. There’s plenty of room for 
everyone so don’t be shy!
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But again, this gift comes at a cost to 
drivers. The goal is to discourage driving 
by intentionally reducing capacity and 
creating traffic congestion by design. 
Backers say it’s more ‘people friendly’ 
— at least for people who don’t need 
to drive.

The bottom line is the city wants to 
force more residents to use alternative 
transportation by making driving as 
unpleasant as possible.

How did cars become a public 
enemy — that government needs 
to fix?

Since when did the automobile, 
which helped drive this nation’s devel-
opment and success, become a public 
enemy? There are more licensed drivers 
in the United States than at any time in 
history. When did the 222 million U.S. 

drivers become a problem that requires 
big government fixes?

Cars are associated with economic 
success, especially for low-income 
Americans. It’s hard to hold a job if you 
can’t reliably get to work on time. These 
working families can least afford the 
California-style upcharges.

Coloradans love the environment 
as much as residents of any state. In 
fact, our state’s natural resources were 
what initially attracted many of the 
state’s transplants. Weekends prompt 
an exodus of vehicles from population 
centers to mountain resort towns, trails 
and campgrounds. As an avid cyclist, I 
know bicycles often get delivered to the 
trailhead on top of a car.

California’s regs will infringe on 
Coloradans’ freedom to drive

Range anxiety is not an irrational 
fear in Colorado. Unlike the densely 

populated states on the East and West 
coasts — which, not surprisingly, are the 
ones with the California emissions stan-
dards — it’s not unusual for Coloradans 
to drive hundreds of miles for work or 
play. This is not a state where you want 
to see your electric vehicle’s battery 
warning light turn red when you’re 
between population centers.

These attacks aren’t some abstract 
threat. They will cost drivers real money 
and significantly lengthen commutes, 
cutting into productivity and fam-
ily time.

In short, they will punish those of us 
who count on our cars — and erode our 
freedom to drive.

Markley Motors  .................................................13
Freeway Ford  ...................................................... 4
Johnson Auto Plaza ............................................3
Planet Honda  ......................................................3
Red Rock Nissan  ................................................3
Stevinson Toyota West .....................................3
AutoNation Chrysler Jeep Arapahoe ............2
Dellenbach Motors .............................................2
Pueblo Dodge Chrysler Jeep Ram .................2
AutoNation Chevrolet North ...........................1
Glenwood Springs Subaru ...............................1
Morehart Murphy Regional Auto Center ....1
Pueblo Toyota  .....................................................1
Spradley Chevrolet .............................................1

Grand Total ........................................................40

Donations through January 24, 2019 600

400

200

100

Contributions
to date: 40

~ Steering Column, from page 6

Thank you for your donations!

Goal: 650 old, high polluters
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This year marks the 11th year for the 
Innovative Dealer Summit (IDS), the 

largest two-day educational event in the 
country that focuses on dealer operations 
and new car marketing. The IDS takes 
place Tuesday and Wednesday, March 
26 and 27, at the Colorado Convention 
Center in Denver. 

The educational forum began in 2009 
as a one-day seminar for Colorado 
Automobile Dealers Association 
members and their key leaders, who were 
mostly focused on digital marketing. At 
that time, hardly anyone could imagine 

the sea change that Internet marketing 
and social media would bring to the 
industry. Since then, IDS has grown and 
changed each year to where it now goes 
well beyond marketing. And for CADA 
members, a big plus is that attending 
the IDS doesn’t involve a lot of travel, 
big expenses or being away from your 
dealership for a long time.

IDS keeps dealers ahead of the 
curve in key business areas
IDS General Manager Arnold Tijerina, 
has been involved with the IDS since its 

second year. “We work hard to secure the 
best and brightest minds in the industry,” 
he explained. “In addition, IDS provides 
a valuable opportunity for dealerships to 
explore new technologies and solutions 
that are available to them — in the 
same location.”

Because he’s been bringing speakers to 
the IDS for nine years, Tijerina said that 
he carefully listens to what dealers want 
more information on to jump ahead of 
competitors, then pairs that with current 
hot topics to bring those speakers who hone 
in on what dealers want. 

Innovative Dealer Summit offers 
new ways to build better business

“

” 

The Innovative Dealer Summit is a must-attend event for every Colorado dealer, and quite 

frankly, for dealers just looking to gain a competitive edge. The event is first class and the 

dealers there tend to be more technology savvy and progressive in their business operations, 

so it’s a huge opportunity to learn from each other.
— Alex Vetter, CEO, Cars.com
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Every year, the list of top industry experts 
offering trainings and educational material 
for dealership leaders in all departments 
has grown. Dealer principals, general 
managers, sales managers, e-commerce 
and Internet managers, fixed ops managers 
and more gain insight and ideas to boost 
performance — and the bottom line — from 
the information found there. 

After all, IDS is two days chock full of 
content that promises to give anyone who 
works in a dealership the information they 
need to be ahead of the pack. 

The Marketplace Expo has been a popular 
IDS feature each year. After attending a 
recent IDS, 2017 CADA Chair Ed Dobbs 
(Land Rover Flatirons) explained, “Several 
vendors said to me that for some reason, 
they make better connections at our event. 
It’s a great mix of different types of vendors 
– all cutting edge with new ideas — plus 
the standards.”

Speakers find high value with  
Colorado’s dealers
IDS is considered a plum invitation for 
presenters, as well. According to David 
Kain, president of Kain Automotive, “When 
you have the opportunity to present at 
the Innovative Dealer Summit, you jump 
at the chance because Tim Jackson and 
the CADA team inspire all the speakers to 
provide industry-leading strategies, tactics 
and solutions. Attendees are advanced and 
focused on digital market leadership, so it 
inspires you to bring your very best. It’s truly 
a highlight for the automotive industry.”

George Nenni, founder & principal 
consultant of Generations Digital added, 
“When I attended the IDS in 2017, I was very 
impressed with the speakers and venue. Fast 
forward to this year’s conference, and the 
lineup of speakers is even more impressive.”

Experts inform and entertain
This year’s speaker lineup is ultra-
impressive. General Sessions will be led by:

• Eliana Raggio — Director of Industry 
Relations, Digital Air Strike, will serve 
as our emcee throughout the IDS. 

• Jim Ziegler, CSP, HSG — President, 
Ziegler Supersystems, Inc.

• Brian Benstock — General Manager 
and Vice President, Paragon Honda 
and Acura

• Evelyn Chatel — General 
Manager and Partner, Freedom 
Automotive Group

• Dale Pollak — Founder, VAuto

• Paul Potratz — Chief Operating 
Officer, POTRATZ Advertising 

• Tracy Myers —Dealer Principal, Frank 
Myers AutoMaxx

• Alan Powell – Senior Vice President of 
Sales, Clutch Technologies

• Doug Miller – Chief Revenue 
Officer, Cars.com

• Kelly McNearney – Senior 
Automotive Retail Strategist, Google

• Kerri Wise – Vice President, Industry 
Education and Relations, TrueCar

• Evan Piwowarski – Business Product 
Marketing, Facebook Marketplace

Three general sessions and four breakout 
sessions are slated for both days. IDS 
speakers are among the most dynamic 
and forward thinking in their niches. In 
fact, you’ll find more than 40 educational 
sessions during the two-day event. And 
they’re geared to six educational tracks:

• Sales
• Fixed Operations
• HR
• Leadership Managmeent
• Legal
• Marketing — includes Strategies; 

Websites, SEO SEM Analytics; Social 
Media, Blogs & Content

Get info that’s only at 2019 IDS

“I always leave with a notebook full of 
brilliant ideas that will help us evolve as 
a business. If your organization needs to 
stay one step ahead of the competition or 
meet the growing demands of customers, 
then you need to be at this event,” said 
Christopher Miller, CEO of Recall Masters. 
“Simply stated, there are some insights 
you’ll get at IDS that are not available at any 
other event.”

 “I’m thrilled to be returning as a speaker 
with the Innovative Dealer Summit,” said 

“I learned a lot from the 

breakout sessions. Great 

speakers!”  
— 2017 IDS Attendee

“Every year it gets better.” 
— 2018 IDS Attendee
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Phil Sura, VP Sales Tier 3 at UnityWorks. 
“We have some fantastic new digital 
initiatives that we’ve launched and I’m 
excited to share these with the dealer body 
in March.” 

 “Affinitiv is excited to be back at Innovative 
Dealer Summit this year. We find that many 
dealers and general managers come to this 
show ready to learn and collaborate. To have 
such an engaged group not only makes it 
worth our participation as an exhibitor and 
sponsor, and shows us that dealers truly 

want to find solutions that will improve and 
build revenue for their stores,” said Scot 
Eisenfelder, Affinitiv CEO.

It’s not all or nothing – and there’s 
a perk for attending

This year’s Innovative Dealer Summit 
is even easier for dealership teams to 
attend. First, there’s a discount for more 
than one person to attend from the 
same dealership.

Second, if you can only attend IDS one 
day, this year — for the first time in IDS 
history —  there’s a ticket for that. AND 
you can get a ticket  with or without 
entry to the Preview Gala, the exclusive, 
premiere black-tie industry event that 
takes place on the Denver Auto Show 
floor Tuesday evening, March 26. 

The Preview Gala has grown over 
the years to become one of the social 
calendar’s must-attend parties. In 
addition to delicious food and beverages, 

it’s a chance to enjoy the Denver Auto 
Show before it opens to the public the 
next day.

 
Besides being an outstandingly fun 
evening, the Preview Gala also raises 
money for two great charities: The Clear 
the Air Foundation and the Denver 
Post Community Foundation. In fact, 
last year’s donation to the Clear the Air 
Foundation was the biggest in the event’s 
history. 

 “Coupled with the Preview of the 
Denver Auto Show, IDS is a top-notch 
event,” noted Ryan Leslie, VP of Sales for 
CarStory. “I’m proud to be attending it 
again this year. And IDS is a ‘can’t miss.’”  

IDS grows beyond Colorado  
borders
During its  first 10 years, IDS was 
designed for CADA member dealers. To 
coincide with the beginning of its second 
decade, IDS is expanding this year to 
include a national audience, including 
dealership staffs.

“For the first time, we’re marketing it to 
dealers outside of Colorado,” said CADA 
President & CEO Tim Jackson. “Our 
content will benefit dealership staff from 
anywhere. Since many state associations 
don’t have platforms like this, we’ve 
partnered with other organizations to cast a 
wider net. If attendance grows by 10 percent 
from out of state, it will be a big win.” 

“I can always judge the 

quality of a conference 

based on the amount of 

notes I take and I haven’t 

taken that many notes in 

several years!” 

— 2018 IDS Attendee
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Thank You! to the Sponsors 
of the 2018 
Preview Gala

Title Sponsor

Premier Sponsor

Platinum Sponsors

For the first time, the IDS has options that may better fit 
your dealership and your schedule! Advance tickets are 
available now for:

Dealerships
$445 Two-day ticket, with Preview Gala (a $150 value)

$395 Two-day ticket, each additional person from 
same dealership

$345 One-day ticket, with Preview Gala (a $150 value)

$295 One-day ticket, without Preview Gala

Note: To register several people from your family of 
dealerships, call 303.831.1722 for special pricing.

Non-dealers
$745 Each person, with Preview Gala (a $150 value)

Register
InnovativeDealerSummit.com

Join us!
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Presenting Sponsor

THANK YOU!

New surety bond request portal
Streamlined on-line process turns requests into bonds in a day

Last year, CADA processed more 
than 6,000 surety bonds for new 
car and truck franchise dealers 

in Colorado! We’re on a mission to 
surpass last year’s number, as well as 
introduce fast and efficient ways to 
process new and renewal bonds. 

Previously, you’d have to send 
requests by fax, then wait an additional 
two or three business days to get the 
bond in the mail. 

Not anymore! Bond requests can be 
submitted through the on-line portal 
through CADA’s website: www.colorado.
auto/title-bond-request. This new portal 
lets us streamline the bonding process. 
Once submitted, you’ll immediately be 
redirected to a confirmation page. You 
can then expect to receive the bond and 
invoice by email within 24 hours.

How to submit requests for bonds 
through the portal

Visit www.colorado.auto/title-bond-
request, then click on one of these 
three options:

• New Salesperson Bonds
• Renewal Salesperson Bonds 
• Renewal Dealer Bonds

There are links to download applica-
tions for New Dealer Bonds and Title 
Bonds. We’re here to help walk you 
through this process and for all your 
bonding needs. 

In the next few weeks, we’ll offer a 
comprehensive guide on how to get those 
abandoned vehicles off your car lot. 
We’ll go in depth on the DR 2542 – State 
of Colorado Repair Shop Abandoned 
Vehicle Title Checklist, along with how 
to submit a title bond request. 

Our goal is to make this as easy as 
possible, because we understand that 

getting a title and bond for an abandoned 
vehicle can be confusing!

If you’re interested and would like to 
get a reminder, please send me an e-mail. 
Meanwhile, check out our on-line portal 
today and download the Title Bond 
Application. You’ll find a step-by-step list 
of all required documents.

And like salesperson and dealer 
bonds, you’ll receive the title bond 
and invoice by email. Pricing for title 
bonds vary, based on the value of the 
vehicle. View the title bond applica-
tion by visiting: www.colorado.auto/
title-bond-request.

Please reach out with any questions 
about surety bonds. We are here to help, 
and look forward to sharing updates on 
bonds and dealer forms throughout the 
year. 

Reach Khorrie: khorrie.luther@colorado.
auto or 303.457.5122.

Khorrie Luther
Business Manager



$120 through March 6
$150 March 7 – March 26

 

 

It’s a 
Preview 

Gala, and 
you’re 

invited!

THE PREVIEW GALA BENEFITS

Tuesday, March 26, 2019
7- 1 0  p. m .  |  C o l o r a d o  C o n v e n t i o n  C e n t e r

Cocktail or business attire

presented by

All on the Denver Auto Show floor — without the crowds

TICKETS:  
PreviewGala.com

Join us for an exclusive peek at the newest cars 
with the latest technology

Lavish hors d’œuvres • Adult beverages • Gaming • Prizes
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The 2019 Green Car Parade is a 
great place to show off your electric 
and hybrid vehicles — in front of 
Colorado’s Capitol!

Join us Sunday, March 24 from 
1:30 – 3 p.m. for the 13th Annual Green 
Car Parade, just days before the 105th 
Denver Auto Show opens its doors 
to the public. This year, the plan is to 
showcase ONLY electric vehicles from 
your lot. 

Because you provide the vehicles on 
display, it’s a great time to showcase 
your newest models with the latest in 
green technologies to the media who 
cover the story each year. Last year, 
we had tremendous media coverage, 
due in part to the fact that it was (and 
always is) a Sunday — a typically ‘slow’ 
news day.

What’s more, the media likes get-
ting a jump on covering the biggest 
consumer show all year in front of 
the capitol.

If you want to feature your electric 
vehicles at the Green Car Parade, 
Sunday, March 24, please contact Clear 
the Air Director Mark Zeigler: mark.
zeigler@colorado.auto or 303.775.8896.

Believe it or not, the Denver 
Auto Show is a month away! 
And as part of the leadup to 
the Big Event, the Colorado 
Car Convoy is gearing up for 
the statewide tour March 
11 – 14.

If you haven’t participated yet, the 
Colorado Car Convoy makes stops in 
cities throughout the state, mostly now 
with Rotary clubs. Local new car dealers 
use these stops as a way to showcase 
vehicles from their showroom floors 
at each stop’s location. Ahead of time, 
we’ve been in touch with the local 
media, who help to promote the stop 
within each community — and invite 
the public to attend. 

It’s a great way for people to kick the 
tires on these vehicles that show off the 
most innovative technologies you as a 
local dealer have to offer.

At each meeting, CADA CEO and 
President Tim Jackson will discuss the 
changing automotive landscape and 
what we as Coloradans can expect to see 
down the road. 

If you’re a Rotarian — or a member 
of another community-based organiza-
tion that might like to host a convoy 
stop, please contact Director of the 
Clear the Air Foundation, Mark Zeigler: 
303.775.8896 or mark.zeigler@colorado.
auto.

And because we show off vehicles 
from local dealerships, please let Mark 
know if you’ll send any to the Rotary 
club meeting. 

The 2019 Green Car Parade is a great place to show off your electric 
vehicles — in front of Colorado’s Capitol!

Colorado Car Convoy is just around the corner

Scheduled Rotary stops
At press time, the following stops are confirmed:

Monday, March 11
Summit County
Eagle County
Glenwood Springs

Tuesday, March 12
7 a.m. Rotary Club of Rifle
Noon Montrose Rotary Club

Wednesday, March 13
7 a.m. Flatirons Rotary Club
Noon Rotary Club of Fort Collins

Thursday, March 14
7 a.m. Rotary Club of DTC
 Pueblo
 Colorado Springs



February 2019 www.colorado.auto 21

Federated Insurance’s Claim of the Month — Could it happen to you? 

An auto dealer has a customer who slips and falls in the showroom. The customer’s head hits the floor 

and starts to bleed. Dealership employees assist, however, they were not trained in first aid or blood-

borne pathogens. They also did not receive training on risk management or proper cleaning 

techniques. As a result, two employees and one customer had follow-up medical care to ensure they 

were not infected during the incident. 

CLAIM AMOUNT: $100,000 

What policies are in place to help prevent this from happening at your dealership? Do you know who’s 

in your showroom? Federated recommends several best practices to help protect your business and 

manage risks. For example:  

 Include first-aid demonstrations as part of a weekly or monthly safety meeting.

 Post and distribute blood-borne pathogen procedures to all employees.

 Implement prevention techniques for slip, trips, and falls, such as cleaning the showroom floor 

after business hours.

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

learn more, contact your local Federated Insurance® representative and request a copy of our 

“Sidestepping the Hazards of Slips, Trips, and Falls” risk management folder. 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. 

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

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

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

Auto Dealer Claim of the Month – February 2019

Federated Insurance’s Claim of the Month — Could it happen to you? 

A dealership allowed a young driver to test drive a vehicle. The driver was 15 years old and did not have 
a learner’s permit. The driver failed to stop at a stop sign, causing a multi-vehicle accident with serious 
injuries. The dealership was sued for negligent entrustment. 

CLAIM AMOUNT: $750,000

Do you have a clear set of policies and procedures for test drives? Does your dealership require a sales 
associate to accompany all test drivers? Do you collect license and insurance information for all test 
drivers? Are those policies clearly explained to your employees? Federated recommends several best 
practices to help protect your business. For example: 

• Make a copy of the driver’s license and proof of insurance.

• Ensure a customer is comfortable with the vehicle before the test drive begins. This step should 
include reviewing the operations of the vehicle.

• Create and document policies for test drives. Make sure they are easily accessible by employees.

• Remind employees of the policies and procedures regularly at trainings and staff meetings.

These are just a few loss-control recommendations you can use to help protect your dealership. To learn 
more, contact your local Federated Insurance® representative and request a copy of our risk management 
folder, “Keys to Success.” 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.
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Colorado Auto Outlook
Comprehensive information on the Colorado new and used vehicle market

TM

Data Information

All data represents new and used retail registrations in Colorado and excludes fleet transactions. Year-to-date figures are more reflective of market results. 

Source for 2017 data: AutoCount Data from Experian. Source for 2018 data: IHS.

Colorado U.S.

2017 Annual 211,132 14,181,995

2018 Annual 211,653 14,053,113

% change 0.2% -0.9%

Oct. '17 thru Dec. '17 52,141 3,597,299

Oct. '18 thru Dec. '18 53,890 3,547,679

% change 3.4% -1.4%

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

State new vehicle market improved slightly 
from 2017 to 2018. U.S. market was off 0.9%.

Colorado new vehicle registrations increased 
3.4% during the most recent three months vs. 
1.4% drop in the Nation.

Used vehicle registrations in the state in-
creased 5.1% in 2018 (only includes vehicles 
seven years old or newer.)

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

The Colorado market was up slightly in 
2018, while the National market fell

Colorado

+0.2
U.S.

-0.9%
2018 

% Change In
New Retail Market vs. 

Year Earlier 
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Page 2 Covering data thru December 2018

LIGHT TRUCKS PASSENGER CARS

DOWN
14.9%

UP
6.2%

Change in Annual
New Retail Light Vehicle

Registrations  

Top ten brands shaded gray. Source for 2017 data: AutoCount Data from Experian. Source for 2018 data: IHS. 

Colorado New Retail Car and Light Truck Registrations

December
Three Month Period

Oct. '18 thru Dec. '18
Annual Totals

Annual

Market Share (%)

Colorado Colorado Colorado Colorado

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

MARKET SUMMARY

TOTAL 18,079 18,418 1.9% 52,141 53,890 3.4% 211,132 211,653 0.2%

Cars 4,587 3,854 -16.0% 13,480 11,445 -15.1% 59,392 50,553 -14.9% 28.1 23.9 -4.2

Light Trucks 13,492 14,564 7.9% 38,661 42,445 9.8% 151,740 161,100 6.2% 71.9 76.1 4.2

Domestic 6,814 7,519 10.3% 19,555 21,612 10.5% 77,839 81,257 4.4% 36.9 38.4 1.5

European 1,906 1,887 -1.0% 5,350 5,240 -2.1% 22,078 22,731 3.0% 10.5 10.7 0.3

Japanese 8,409 8,008 -4.8% 24,272 23,903 -1.5% 98,929 95,397 -3.6% 46.9 45.1 -1.8

Korean 950 1,004 5.7% 2,964 3,135 5.8% 12,286 12,268 -0.1% 5.8 5.8 0.0

BRAND REGISTRATIONS

Acura 132 142 7.6% 420 470 11.9% 1,695 1,815 7.1% 0.8 0.9 0.1

Audi 358 354 -1.1% 988 963 -2.5% 3,747 3,878 3.5% 1.8 1.8 0.1

BMW 310 332 7.1% 805 795 -1.2% 3,289 3,595 9.3% 1.6 1.7 0.1

Buick 119 137 15.1% 386 383 -0.8% 1,637 1,721 5.1% 0.8 0.8 0.0

Cadillac 86 105 22.1% 296 331 11.8% 1,128 1,099 -2.6% 0.5 0.5 0.0

Chevrolet 1,390 1,397 0.5% 3,979 3,879 -2.5% 15,280 15,376 0.6% 7.2 7.3 0.0

Chrysler 68 46 -32.4% 200 148 -26.0% 1,011 746 -26.2% 0.5 0.4 -0.1

Dodge 223 215 -3.6% 627 615 -1.9% 3,252 3,024 -7.0% 1.5 1.4 -0.1

Fiat 19 11 -42.1% 56 38 -32.1% 242 192 -20.7% 0.1 0.1 0.0

Ford 2,067 1,983 -4.1% 6,140 5,938 -3.3% 24,426 23,552 -3.6% 11.6 11.1 -0.4

GMC 628 683 8.8% 1,575 1,756 11.5% 6,260 6,375 1.8% 3.0 3.0 0.0

Honda 1,378 1,324 -3.9% 3,903 3,787 -3.0% 15,844 16,424 3.7% 7.5 7.8 0.3

Hyundai 625 678 8.5% 1,836 2,021 10.1% 7,308 7,555 3.4% 3.5 3.6 0.1

Infiniti 120 118 -1.7% 308 303 -1.6% 1,439 1,236 -14.1% 0.7 0.6 -0.1
Jaguar 32 30 -6.3% 91 82 -9.9% 468 316 -32.5% 0.2 0.1 -0.1

Jeep 1,153 1,147 -0.5% 3,620 3,711 2.5% 14,679 15,619 6.4% 7.0 7.4 0.4

Kia 325 326 0.3% 1,128 1,114 -1.2% 4,978 4,713 -5.3% 2.4 2.2 -0.1

Land Rover 91 108 18.7% 248 292 17.7% 962 1,223 27.1% 0.5 0.6 0.1

Lexus 403 403 0.0% 1,110 1,099 -1.0% 4,216 3,852 -8.6% 2.0 1.8 -0.2

Lincoln 71 80 12.7% 217 230 6.0% 968 943 -2.6% 0.5 0.4 0.0

Maserati 11 5 -54.5% 25 30 20.0% 139 112 -19.4% 0.1 0.1 0.0

Mazda 421 395 -6.2% 1,156 1,074 -7.1% 4,687 4,544 -3.1% 2.2 2.1 -0.1

Mercedes 312 292 -6.4% 852 835 -2.0% 3,794 3,855 1.6% 1.8 1.8 0.0

MINI 59 62 5.1% 157 148 -5.7% 756 788 4.2% 0.4 0.4 0.0

Mitsubishi 72 83 15.3% 208 210 1.0% 948 917 -3.3% 0.4 0.4 0.0

Nissan 974 898 -7.8% 2,932 2,595 -11.5% 12,588 10,298 -18.2% 6.0 4.9 -1.1

Porsche 61 55 -9.8% 188 202 7.4% 851 854 0.4% 0.4 0.4 0.0

Ram 810 884 9.1% 2,096 2,449 16.8% 8,076 8,746 8.3% 3.8 4.1 0.3

Subaru 2,247 2,211 -1.6% 6,165 6,351 3.0% 25,214 24,304 -3.6% 11.9 11.5 -0.5

Tesla 198 803 305.6% 417 2,054 392.6% 1,117 3,568 219.4% 0.5 1.7 1.2

Toyota 2,662 2,434 -8.6% 8,070 8,014 -0.7% 32,298 32,007 -0.9% 15.3 15.1 -0.2

Volkswagen 496 489 -1.4% 1,497 1,439 -3.9% 6,410 6,213 -3.1% 3.0 2.9 -0.1

Volvo 129 149 15.5% 373 416 11.5% 1,165 1,705 46.4% 0.6 0.8 0.3

Other 29 39 34.5% 72 118 63.9% 260 488 87.7% 0.1 0.2 0.1
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Percent Change in Brand Registrations
2018 vs. 2017

(Top 30 selling brands)

Registrations increased by more 
than 5% for Tesla, Volvo, Land 
Rover, BMW, Ram, Acura, Jeep, 
and Buick 

Colorado and U.S. Market Share
2018

(Top 20 selling brands in state)

Toyota, Subaru, Ford, Honda, and 
Jeep were market share leaders 
in Colorado
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2.1%

1.4%

1.9%

3.4%

2.2%

3.3%

3.7%

3.3%

6.4%

11.1%

6.0%

10.1%

11.7%

4.5%

13.4%

1.8%

1.8%

2.1%

2.2%

2.9%

3.0%

3.6%

4.1%

4.9%

7.3%

7.4%

7.8%

11.1%

11.5%

15.1%

0.0% 5.0% 10.0% 15.0% 20.0%

Mercedes

Audi

Mazda

Kia

Volkswagen

GMC

Hyundai

Ram

Nissan

Chevrolet

Jeep

Honda

Ford

Subaru

Toyota

Market Share

State

U.S.
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Quarterly Alternative Powertrain Market Share
(includes hybrid and electric vehicles)

The graph above shows hybrid powertrain and electric vehicle quarterly market share in the 
state. Source: IHS.

Segment Market Shares
2017

The two graphs above show market shares for primary segments during 2017 and 2018. 

Source: IHS.

Non Luxury SUV 
Market Share in ‘17:

43%
Non Luxury SUV 

Market Share in ‘18:

47%

Segment Market Shares
2018

VEHICLE SEGMENTS

HYBRID AND ELECTRIC VEHICLES

Source: IHS. 
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Hybrid Plug In Hybrid Electric

New Retail Hybrid, Plug In Hybrid, and Electric Vehicle Registrations

Top 20 Selling Models in Colorado - 2018

Rank Model Type Regs.

1 Tesla Model 3 Electric 2600

2 Toyota RAV4 Hybrid 1363

3 Nissan Leaf Electric 969

4 Toyota Prius Hybrid 601

5 Lexus RX Hybrid 586

6 Tesla Model X Electric 500

7 Toyota Highlander Hybrid 498

8 Tesla Model S Electric 468

9 Toyota Camry Hybrid 339

10 Chevrolet Bolt Electric 338

11 Toyota Prius Plug In Hybrid 290

12 Kia Niro Hybrid 269

13 Chevrolet Volt Plug In Hybrid 243

14 Hyundai Ioniq Hybrid 230

15 Honda Clarity Plug In Hybrid 214

16 BMW X5 Plug In Hybrid 204

17 Chrysler Pacifica Plug In Hybrid 173

18 Lexus NX Hybrid 165

19 MINI Countryman Plug In Hybrid 163

20 Honda Accord Hybrid 149
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Page 5 Covering data thru January 2019

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

December
Three Month Period

Oct. '18 thru Dec. '18
Annual Total

Annual

Market Share (%)

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 18,025 19,625 8.9% 63,583 68,454 7.7% 258,330 271,633 5.1%
Acura 179 199 11.2% 633 777 22.7% 2,799 2,769 -1.1% 1.1 1.0 -0.1
Audi 357 416 16.5% 1,268 1,455 14.7% 4,725 5,674 20.1% 1.8 2.1 0.3
BMW 479 456 -4.8% 1,761 1,729 -1.8% 7,234 6,929 -4.2% 2.8 2.6 -0.2
Buick 206 172 -16.5% 709 624 -12.0% 2,733 2,919 6.8% 1.1 1.1 0.0
Cadillac 220 197 -10.5% 792 699 -11.7% 3,228 3,015 -6.6% 1.2 1.1 -0.1
Chevrolet 1,822 1,876 3.0% 6,431 6,497 1.0% 26,698 26,962 1.0% 10.3 9.9 -0.4
Chrysler 231 231 0.0% 783 810 3.4% 3,672 3,442 -6.3% 1.4 1.3 -0.2
Dodge 1,326 1,415 6.7% 4,557 4,783 5.0% 19,482 19,758 1.4% 7.5 7.3 -0.3
FIAT 33 43 30.3% 138 144 4.3% 637 597 -6.3% 0.2 0.2 0.0
Ford 2,533 2,846 12.4% 8,969 9,751 8.7% 37,612 38,588 2.6% 14.6 14.2 -0.4
GMC 707 738 4.4% 2,369 2,511 6.0% 9,120 9,699 6.3% 3.5 3.6 0.0
Honda 814 882 8.4% 2,931 3,292 12.3% 12,010 12,477 3.9% 4.6 4.6 -0.1
Hyundai 681 824 21.0% 2,342 2,691 14.9% 10,084 10,693 6.0% 3.9 3.9 0.0
Infiniti 184 224 21.7% 732 749 2.3% 3,028 3,167 4.6% 1.2 1.2 0.0
Jaguar 17 37 117.6% 61 94 54.1% 229 345 50.7% 0.1 0.1 0.0
Jeep 1,171 1,349 15.2% 4,243 4,543 7.1% 17,151 17,831 4.0% 6.6 6.6 -0.1
Kia 554 516 -6.9% 1,966 2,026 3.1% 8,277 8,471 2.3% 3.2 3.1 -0.1
Land Rover 113 152 34.5% 420 512 21.9% 1,718 1,703 -0.9% 0.7 0.6 0.0
Lexus 291 394 35.4% 1,010 1,256 24.4% 4,210 4,758 13.0% 1.6 1.8 0.1
Lincoln 89 98 10.1% 321 323 0.6% 1,279 1,340 4.8% 0.5 0.5 0.0
Mazda 275 326 18.5% 979 1,217 24.3% 3,931 4,345 10.5% 1.5 1.6 0.1
Mercedes 354 329 -7.1% 1,188 1,185 -0.3% 4,593 5,209 13.4% 1.8 1.9 0.1
MINI 106 98 -7.5% 364 370 1.6% 1,522 1,563 2.7% 0.6 0.6 0.0
Mitsubishi 95 115 21.1% 361 392 8.6% 1,588 1,293 -18.6% 0.6 0.5 -0.1
Nissan 1,503 1,631 8.5% 5,239 5,721 9.2% 21,228 23,295 9.7% 8.2 8.6 0.4
Porsche 58 68 17.2% 217 271 24.9% 854 1,050 23.0% 0.3 0.4 0.1
Subaru 1,198 1,270 6.0% 4,374 4,655 6.4% 15,632 17,145 9.7% 6.1 6.3 0.3
Toyota 1,824 2,021 10.8% 6,355 6,837 7.6% 25,542 26,986 5.7% 9.9 9.9 0.0
Volkswagen 446 538 20.6% 1,466 1,884 28.5% 5,365 7,212 34.4% 2.1 2.7 0.6
Volvo 94 101 7.4% 367 423 15.3% 1,349 1,551 15.0% 0.5 0.6 0.0
Others 65 63 -3.1% 237 233 -1.7% 800 847 5.9% 0.3 0.3 0.0

Change in Used Vehicle Market Share by Age of Vehicle 
2018 v. 2017
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Market share for three year old vehicles 
increased by 1.8 share points.

Source: IHS.

Source: IHS.
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denverautoshow.com

Maxx returns!

NEW 
FOR 
2019

The Motion Ride

Officially sponsored by In association with

Strap in for the virtual reality ride of your life!  
With its special effects and 3D graphics, the completely 
immersive motion ride will make you believe you’re part 
of the experience!



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


