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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!
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Christina Dawkins

2019 CADA Chair Christina Dawkins
is ready for a fight

C

ADA’s 2019 Chair, Christina
Dawkins, CEO of Co’s BMW and
MINI of Loveland, sees 2019
shaping up as a year of change,
adaptations and fights.
“There are a ton of changes in the
makeup of our legislature and there are
some ideas that won’t be the best for
consumers — or our business,” she said.
“My number one goal is to get all
dealers to understand there are a lot of
things we’re going to have to fight, to
understand what’s going on, and that all
our dealers are involved in the change
— and the fight.”
Dawkins is one of just a handful of
female dealers in Colorado. She got her
start early on with her family’s dealerships, including BMW, Dodge, Chrysler
and Jeep. “My father started in 1974
moving from Denver to Greeley … As a
kid on summer breaks and winter breaks,
I was always doing something,” she said.
“I was probably 10 years old with a bucket
washing cars. And when I didn’t sound
like a child anymore, I was in reception
answering phones.”

The business wasn’t always in
her cards

“I didn’t really have the intention of
getting into the business,” she remembered. “I did my own thing after college
and got lured back in.” Doing her own
thing included graduating from Greeley
Central High School and attending the
University of Colorado and Colorado
State University.
After getting a degree in interior
design and architecture she went to work
4

“My number one goal is to get 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 change
— Christina Dawkins, CADA Chair
— and the fight.”

in Denver. “What made the difference
was that my husband was working in
the dealership in Greeley,” Dawkins
explained. “I was driving back and forth.
When I became pregnant with my first
child, I didn’t want to drive anymore. In
1994, when Dad said I should come to
work for him, I took him up on it.” Now
she has two grown children, Aundrea
who is now 25 and Christopher, who is 23.
“Hopefully,” she added, “one of them will
see this may be for them.”
Dawkins started out selling BMWs,
and worked up to sales manager. “I think
I’ve always had a sales person in me. I
wasn’t sure I was going to like it, but
when I started I really loved it,” she said.
Going from drawing at a desk all day to
“being in front of people and persuading
them – seeing their excitement – it just all
felt good and I really enjoyed it.”
BMW was spun off from the Chrysler
side in 1998. Dawkins served as BMW
general manager, while her father and
sister operated Chrysler. Dawkins’ father
retired in 2004, and her sister died in
2015. The Dodge-Chrysler-Jeep business
was sold about two years ago, leaving
Dawkins with the BMW and MINI stores.

Success is all about adapting

“Now I get all the sleepless nights,
dealing with finances and legislators
who are going to change our lives and
our world,” she observed. “This business
Colorado Automobile Dealers Association

is always changing and you always have
to adapt. The excitement is in having to
figure out how to adapt.”
You can count on one thing: She’ll
bring that excitement to her new role
as CADA’s chair. Another of Dawkins’
goals for CADA is boosting women in the
industry. “I personally would love to get
other women interested in working at
dealerships and seeing what the potential
is. There are more opportunities than
women realize and being a woman owner,
I love to see women take on these roles.”
When she’s not working, Dawkins
enjoys outside activities with her family,
including skiing, hiking and boating. She
and Kenton just celebrated their 30th
wedding anniversary. He remains active
in the business, running their Allstate
agency and assisting with the pre-owned
department. “We met working for my
dad. He wasn’t thrilled about it, but
maybe that’s the success of marriages
in the car business – both being in it,”
Dawkins noted.
“I’m very excited to be CADA’s next
chair,” she said. “With the help of the
team at CADA and our dealers’ group,
we’ll have a strong voice and can protect
our industry and the consumer — so they
have a choice of what to drive and keep
our competitiveness going.”
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Charting course for highly unpredictable
California emissions in Colorado

I

n the highly changing and constantly evolving attempted implementation of California vehicle
emissions for Colorado, it is nearly
impossible to predict an outcome.
This is intended to serve as a primer
and update for the progression of
the state’s planned implementation.

How did we get here?

To recap how Colorado got into
the situation we’re in now, with the
gradually developing implementation of
California vehicle emission standards,
it’s important to look back and see what
got us here.
In August 2017, Gov. Hickenlooper
asked if Colorado dealers would support
implementation of the California low
emission vehicle standard. My response
at the time was it wouldn’t work well
for Colorado because of the vehicle mix
Colorado consumers favor, compared to
those in California.
At the time, Colorado was 67
percent light duty trucks, versus 33
percent passenger cars. The governor
then believed he could pick something
between California and the federal
standard; it didn’t have to be one or
the other. In fact, there are only two
standards available to states: One is the
federal standard and the other is the
California standard, of which 12 states
had adopted then.
Fast forward to February 2018 and we
found ourselves in front of the Colorado
Air Quality Control Commission
(AQCC), the governor-appointed board,
to testify against California emissions.
In June, Governor Hickenlooper issued
6

an executive order that called for the
Colorado AQCC to adopt the California
vehicle emissions.
In August, the AQCC held the kickoff
meeting on the real promulgation process for California law emission vehicle
standards in Colorado. In December,
it voted to start zero-emission vehicle
(ZEV) standards, though the ZEV rule
promulgation has been postponed
until May.
To compound the problem,
Colorado’s fleet mix has further grown
in the light-truck category, which now
makes up 75 percent of Colorado’s new
car market.

What are the options going
forward?

While we don’t hear from many
dealers who really like LEV, most are
adamantly opposed to ZEV. Most see
ZEV as a bigger threat and
industry problem.
CADA provided the primary face of
the opposition to LEV rule promulgation process. Still the AQCC, pressured
by radical environmental groups, ceded
to the pressure and adopted the LEV
rule by a nearly unanimous vote.
There were, in our opinion, several
shortcuts in the process. It really
circumvented a legal promulgation
process. Recently, the CADA Board of
Directors voted to litigate in the courts
against adopting LEV. Outside attorneys
handicap our prospects of slightly better
than 50 toward getting a win.
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Still, many other things can happen
that could change the trajectory of
vehicle emissions in Colorado and
nationwide. Among the possibilities are:
• The Trump administration could
roll back or eliminate the California
waiver, thereby allowing but one,
the federal CAFE standard as
a benchmark for vehicle emissions nationwide
• Congress could modify CAFE,
thereby eliminating the need for a
second standard.
• The Colorado General Assembly
could adopt California vehicle
emission standards (LEV and/or
ZEV) by statute.
• A voter enacted ballot measure
in 2020 could prevent or solidify
California emissions.
If it feels like we’re shooting at a
moving target, it’s probably a very fair
assessment. One thing is for sure: This
is the first issue in Colorado dealer
history that we’ve actually been fighting
one particular issue on three different
battlefields: The regulatory, legislative
and litigation fields.
CADA has committed to spend up to
$650,000 in the California emissions
fight so far.
Are YOU breathing
better yet?
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Member News

In Memoriam
Gerry Pedersen
September 18, 1936 – January 11, 2019
Gerry Pedersen, 82, of Fort Collins, Colorado passed away at
Centre Avenue Health and
Rehab on January 11, 2019.
Gerry was born on September
18, 1936 in Kenmare, North
Dakota to Eiler and Lillian
(Freund) Pedersen. At the age
of 17, he jumped on a train with
the change in his pocket to seek
new opportunities. Arriving in a new place, he met and married
JoAnn on August 23, 1958 at the St. Lawrence Catholic Church in
Elgin, Illinois.
Gerry and JoAnn moved to Fort Collins in 1972. This is where
Gerry began Pedersen Toyota/Volvo, which still runs strong
today. He and JoAnn wintered in Palm Desert, California for
over 30 years. He built numerous relationships, mostly on the
golf course, but never without the drive to continue to sell cars
from afar.

Gerry and JoAnn were members of St. Joseph Catholic Church
since the day they moved to Fort Collins. Gerry has been an
avid supporter of the community, including Colorado State
University, Poudre Valley Hospital and St. Joseph Church to
name a few.
Preceding Gerry in death are his parents, and his wife, JoAnn.
Survivors include Gerry’s brother, Pete (Mary) Pedersen; his
children; Laurie, David and Mark (Kristi) Pedersen and three
grandchildren; Ryan and Kyle Wagner and Leihoku Pedersen.
Memorial contribution may be made to the Alzheimer’s
Foundation, in care of
Bohlender Funeral Chapel
121 W. Olive
Fort Collins, CO 80524

Thank You!

to the Sponsors
of the 2018
Preview Gala

Premier Sponsor

Title Sponsor

Platinum Sponsors
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Employee Group Benefits
Craig Gordon
Employee Benefits Sales Manager

Win-win or no deal:

How you can score an insurance win with CADA Insurance Services

T

he 2018 Open Enrollment period
is history, but January is a great
time to start thinking about
your 2019 employee benefits. CADA
membership includes some important and helpful insurance perks
for dealers.
CADA has a full-service, in-house
insurance agency. It’s always surprising to
me, as the agent, how many dealers don’t
take advantage of what we have to offer. I
have been an insurance professional for
more than 25 years, with experience in all
phases of employee benefits. As CADA’s
full-service agent, I am here to help dealer
members with all health, dental, vision,
life, disability and other benefits needs.
I travel throughout Colorado, visiting
with dealers, general managers and
human resources managers. Part of
what I do is provide a free examination
of current benefits packages. Our goal,
always, is to tailor a benefits package for
your employees with an eye to offering
them the maximum possible within your
budget. Usually, I find a way to meet or
exceed what you currently offer. And
when I can’t, I say so.

How you win (Part 1)

When you choose CADA as your agentof-record, you actually win twice, because
100 percent of commissions support
CADA’s efforts on your behalf — and all
of Colorado new car dealers. That work
includes:
• Legislative programs
• Legal advocacy and initiatives
• Public relations, communications
and publications
• Educational programs
• Training
8

How you win again (Part 2)

Schedule your free benefits review

Here’s an example of how much a
return CADA would receive with coverage
on a typical Colorado new car dealership
with 80 employees (where 50 are covered
by the dealer):

And it’s not an all-or-nothing deal,
either, because you can split your insurance business between CADA Insurance
Services and another agent. For example,
dip your toe in the water and make
CADA your agent-of-record for ancillary
benefits (dental, vision, disability). Then
keep your current agent for your main
health coverage.

You undoubtedly have heard, but it
bears repeating that CADA membership
dues only cover a small portion of our
organization’s work. Much of what we
do is supported by other efforts, such
as the Denver Auto Show, bonds and
forms, licensing and testing, educational
programs and – of course – CADA
Insurance Services sales.

• Monthly health insurance commission to CADA (fully insured,
level-funded or self-insured) is
$1,150 a month, or $13,800 a year.
• Monthly dental insurance commission to CADA (employee-paid
or company-sponsored) is $160 a
month, or $1,920 a year.
• Monthly vision insurance commission to CADA (employee-paid
or company-sponsored) is $90 a
month, or $1,080 a year.
All told, that totals $16,800! These
are commissions that help dealers when
facing regulatory or legislative changes,
good or bad. These are funds that do not
ask you to dip into your pocket to pay a
dues increase. What’s more, these funds
would continue, year after year. And you
wouldn’t see any difference in the checks
you write or, more importantly, service.
So really, that’s a win-win-win-win for
your dealership and your employees. And
it’s certainly a win for CADA.

Colorado Automobile Dealers Association

Even if you ARE satisfied with your
current benefits and your agent, it’s just
good business to get a no-cost benefits
review and check out some of the innovative solutions available.

Also, I can show you some alternative
payment and delivery models that your
agent may not have offered you, including:
• Accountable care organizations that
tie reimbursements to results and
reductions in care costs.
• High-Performance Networks
(HPNs) that give your employees
choices of healthcare providers
with outstanding track records, and
which lead to lower costs.
• Wellness programs, preventive
medicine and health assessment
options to keep your employees
healthy and less liable to need
expensive medical care.
• Employee education programs
that make for better informed
healthcare consumers.
I pride myself on providing superior
customer service and imaginative and
innovative benefits solutions. Even
though I may not be located down the
street from your dealership, I’ll be available and helpful in finding the solution
that works for you.
January 2019

Vehicle Donations - January – December 2018
Pueblo Dodge Chrysler Jeep Ram ..............56
Johnson Auto Plaza ..........................................41
Planet Honda .................................................... 39
Emich Volkswagen ...........................................30
Stevinson Toyota West .................................. 24
Freeway Ford ..................................................... 23
Spradley Kia .......................................................21
Suss Buick GMC ................................................20
Private Donation .............................................. 19
Dellenbach Motors .......................................... 16
Pueblo Toyota ................................................... 16
The Faricy Boys ................................................. 15
Bighorn Toyota ..................................................11
Glenwood Springs Subaru ........................... 10
Spradley Barr Ford .......................................... 10
Fort Collins Dodge Chrysler Jeep Ram ....... 9
Hellman Motor Company ............................... 9
King Buick GMC ................................................... 9
John Elway Chevrolet ....................................... 8
Perkins Motor Company .................................. 8
Pikes Peak Community College .................... 8
Shortline Mitsubishi ......................................... 8
Spradley Chevrolet ............................................ 8
Emich Chevrolet ..................................................7
John Elway Chrysler Jeep Dodge Ram .........7
Medved Wheat Ridge ....................................... 6
Mile High Honda ................................................ 6
Phil Long Ford of Denver ................................ 6
Berthod Motors Buick GMC Jeep Chrysler
Dodge Ram .....................................................5
Grand Junction Chrysler
Dodge Jeep Ram ...........................................5
Tynans Kia Ft. Collins ........................................5
Groove Subaru .................................................... 4
Phil Long Ford of Chapel Hills ....................... 4
Phil Long Honda of Glenwood Springs ...... 4
Spradley Barr Ford & Lincoln of Greeley .. 4
Stevinson Chevrolet ......................................... 4
Stevinson Lexus of Lakewood ...................... 4

Stevinson Toyota East ...................................... 4
Ed Carroll Motor Company ..............................3
Frontier Honda ....................................................3
Glenwood Springs Ford ....................................3
Honda of Greeley ...............................................3
Markley Motors ....................................................3
McCaddon Cadillac Buick GMC ......................3
Medved Autoplex Castle Rock .......................3
Schomp MINI ........................................................3
Stevinson Lexus of Frederick .........................3
Subaru of Pueblo ................................................3
Turner Automotive .............................................3
AutoNation Buick GMC West ...........................2
Christian Brothers Automotive ......................2
Dave Solon Nissan and
Subaru of Pueblo .........................................2
Davidson-Gebhardt Chevrolet .......................2
Freedom Honda ..................................................2
Pedersen Toyota Volvo .....................................2
Phil Long Audi ......................................................2
Purifoy Chevrolet ................................................2
Red Rock Nissan .................................................2
Vidmar Motor Company ...................................2
AutoNation Chrysler Jeep Arapahoe ............1
AutoNation Dodge Ram Arapahoe ...............1
AutoNation Subaru Arapahoe ........................1
AutoNation Subaru West .................................1
AutoNation Toyota Arapahoe .........................1
Courtesy Acura .....................................................1
Flatirons Imports ................................................1
Flower Motor Company ....................................1
Flower Subaru .....................................................1
Fuoco Motor Company Honda
GMC Cadillac ..................................................1
Ghent Motors Chevrolet Cadillac ..................1
Glenwood Springs Volkswagen .....................1
Jaguar Land Rover Colorado Springs ..........1
Jaguar Land Rover Flatirons ...........................1
John Elway Cadillac ............................................1

Kuni Lexus of Greenwood Village .................1
Land Rover Denver ............................................1
Len Lyall Chevrolet .............................................1
Morehart Murphy Regional Auto Center ....1
Phil Long Hyundai of Chapel Hills ................1
Phil Long Kia .........................................................1
Planet Hyundai ....................................................1
Rickenbaugh Cadillac Volvo ...........................1
Shomp Honda ......................................................1
Shortline Buick GMC ..........................................1
Stevinson Hyundai of Longmont ..................1
Valley Nissan ........................................................1

600

400

200

Contributions
to date: 5 73

Goal: 600 old, high polluters

s for your donations
k
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a
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Clear the Air Foundation
Mark Zeigler
Director

Clear the Air Foundation sets record in 2018

L

ast year was a great one for the
Clear the Air Foundation !

We worked hard to take 573 vehicles
off the road for good. This represents
a concerted effort by 83 rooftops to
donate old, higher-polluting vehicles to
the Foundation, rather than wholesaling them. We also received 19 private
vehicle donations. And believe me, our
air is cleaner as a result.
Thank you for all your contributions!
They truly are life changing.
One of the ways the Clear the Air
Foundation (CTAF) changes lives is
through scholarships that were awarded

last year. Including tuition and tool
scholarships, $50,000 was awarded
in 2018. And by taking advantage of
Colorado Opportunity Scholarship
Initiative (COSI) funds, colleges could
match our donations dollar for dollar.
Combined with student discount
programs through Matco and Snap-on
Tools, the total value of all the awards
is $93,000. This is, by far, a new record
for the Foundation. The best example
of this was the $5,000 CTAF donated
to the Arapahoe Community College
Foundation. COSI matched the donation at $5,000 — and all the money has
been earmarked for Snap-on Tools, making the total award valued at $20,000.

This will allow four qualifying students
to earn a $5,000 tool set.
There’s still much to be done.
With nearly 200 rooftops that haven’t
donated a vehicle in more than a year,
if each of you pitches in this year, we
will set new records in terms of vehicles
taken off the road AND scholarships
awarded.
Please help Clear the Air Foundation
by committing to donate at least four
vehicles this year. That’s just one each
quarter.
I promise you, good things
will happen.

Clear the Air Foundation awards record number of scholarships
By December 31, the Clear the Air
Foundation either awarded — or earmarked
to be awarded — $50,000 in scholarships.
By matching funds through school
foundations and leveraging student
discount programs with tool companies,
that gross value became $93,000! All of it
was only made possible by your donations
of marginal-value, high-polluting vehicles.
Thanks to you, these students received a
scholarship last year:
• Javier Parra, at Emily Griffith
Technical College, received a $2,500
tuition scholarship.
• Domonick Burch, at Arapahoe
Community College, received a $2,500
tuition scholarship. Domonick works for
Courtesy Acura.
• Aaron Evans, at Pikes Peak Community
College, received a $2,500 tuition
scholarship. Aaron works for Jaguar Land
Rover Colorado Springs.
• Taylor Bombardier, at Intellitec College,
received a $2,500 tuition scholarship.
• Rianna Voss, at Front Range
Community College, received a $2,500
tuition scholarship. Rianna works at
Pedersen Volvo.
• Miguel Perez, at the New Mexico JR
College – Ford ASSET Program, received
January 2019
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a $2,500 tool scholarship equivalent
to $5,000 in tools. Miguel works for
Columbine Ford.
Eric Woodbury, at Front Range
Community College, received a $2,500
tool scholarship equivalent to $5,000 in
tools. Eric works for Markley Motors.
Aaron Hernandez, at Colorado
Northwestern Community College,
received a $2,500 tool scholarship
equivalent to $5,000 in tools. Aaron
works for Victory Motors.
Chris Boland, at Lincoln Tech, received a
$2,000 tool scholarship worth $4,000 in
tools. Chris works for Mile Hybrid, which
handles all of CTAF’s hybrid donations.
Jesus Lopez, at Arapahoe Community
College, received a $2,500 tuition
scholarship. Jesus works for Ed Bozarth
Chevrolet in Aurora.
Tyler Vosburg, at Pikes Peak Community
College, received a $2,500 tool
scholarship equivalent to $5,000 worth
of tools. Tyler works for Hueberger
Subaru.
Chris Miller, at Intellitec, received a
$2,000 tool scholarship worth $5,000
in tools. Chris works for Pueblo Dodge
Chrysler Jeep Ram.
Sean Hoover, at Lincoln Tech, received
a $2,000 tool scholarship worth $5,000
www.colorado.auto

in tools. Sean works at AutoNation Jeep
Chrysler Dodge on Broadway.
• Jordan Robbins, at Pikes Peak
Community College, received a $2,000
tool scholarship worth $4,000. Jordan
works for Perkins Motors, thanks to a
CTAF referral.
Also, the following foundations and schools
received scholarships:
• Emily Griffith Foundation received $5,000
to be matched for a $10,000 scholarship,
to be distributed later. This is likely to
become five $2,000 scholarships.
• Front Range Community College received
$5,000 to be matched for a $10,000
scholarship, to be distributed later.
This is likely to become five $2,000
scholarships.
• Arapahoe Community College received
$5,000 to be matched for a $10,000
scholarship, to be distributed later. With
matching and the discount, this is likely
to become five $4,000 tool scholarships,
for a total value of $20,000.
• Pikes Peak Community College received
six vehicles for students to wrench on
and when finished, they will be returned
to CTAF to be crushed.
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Colorado
nominee for
TIME Dealer
of the Year
Mary Pacifico-Valley
stands out as Colorado’s
2019 Dealer of the Year

Mary Pacifico-Valley,
Colorado’s 2019 Dealer of
the Year is a standout for
the TIME Dealer of the Year
for two big reasons:
1.

2.

12

She’s a self-made
success, with no family
automotive connection.
She’s a female in a
male-dominated industry.

Pacifico-Valley is among 51 dealers
nominated for the TIME Dealer of
the YEar, one of only two women
nominated and one of only three women
nominated from Colorado in the award’s
50-year history.
“It would be very tough for somebody today to do what she’s done – to
start out where she did, and accomplish
what she’s accomplished on her own,”
said CADA President & CEO Tim
Jackson. The national winner will be
announced at the annual NADA SHOW
in late January.

Colorado Automobile Dealers Association

She took the road less traveled

Pacifico-Valley’s path to owning a
three-franchise business — Rickenbaugh
Cadillac-Volvo in downtown Denver
and Infiniti of Dacono — is a classic
American success story. She went to
the University of Colorado in 1975 after
graduating from Westminster High
School, where “I felt like a fish out of
water.” When she dropped out, her
parents “kind of held the line with me,”
she explained. “I learned really quick
that I had to make my own way.”
She had a friend whose father worked
at Rickenbaugh Cadillac and took a
January 2019

job there, first as a sales assistant and
then working throughout the service
department. “I absolutely loved it. I
squandered an opportunity [to go to
college], but dang! I’m glad.”

Education was still important

Pacifico-Valley quickly understood
that she still needed an education
and enrolled in night classes at Regis
University. “When you look back, your
past is your past. I wouldn’t change it,
but it wasn’t much fun.”
And it paid off. “As I got my education, I got promoted.” After earning her
bachelor’s degree, she went on to earn
an MBA in Finance and Accounting from
Regis, where she observed, “I fit in. It
was one of the first universities to have
degrees for working adults.” Now she
serves on Regis’ Board of Trustees.
With degrees in hand, she was
appointed Rickenbaugh’s controller.
“I got to work directly with Kent
Rickenbaugh,” Pacifico-Valley said. “He
was my mentor and he and Caroline
treated me like another kid. … I really
learned to run the business with
integrity and professionalism and most
importantly, how to treat customers.
Even now, I sometimes think, ‘What
would Kent do?’ It makes the process
pretty easy if you put the customer
first.” Eventually Rickenbaugh promoted
Pacifico-Valley to general manager.

Personality difference
made for great relationship

Pacifico-Valley thinks one of the keys
to her relationship with Rickenbaugh
was that they were personality
opposites. “He was reserved. He wasn’t
going to laugh and joke around,” she
explained. “I’m louder and everybody
knows what I’m thinking, but I think he
liked that. We always knew where each
other stood.”
Kent and Caroline Rickenbaugh, their
son, Bart, and their pilot died in a plane

crash in March 2002. “I remember after
the crash, it seemed like every dealer in
town called me, wanting to be partners.
I could honestly say that I’d had the best
partner in the world and it would be
impossible to replace him,” she recalled.
Few people knew that Rickenbaugh
had offered Pacifico-Valley the opportunity to buy into the business and since
2000, she was the dealer of record.
“The circumstances were terrible, but I
was ready.” Pacifico-Valley has built on
Ken Rickenbaugh’s legacy. Rickenbaugh
Auto Group has continued to expand
and includes one of the largest collision
centers in Colorado.
Yet, she said, “My biggest accomplishment was to open the Infiniti store
in Dacono in 2013. There were many
hand raisers for that new point, but they
chose based on our business plan and
dedication to customer service. Cadillac
and Volvo helped with that because
Infiniti thought we could continue the
same culture that we had built for our
existing brands.”
These days, Pacifico-Valley spends
more time in Dacono, while her nephew
Nick largely manages the Denver stores.
“Dacono is a real small store – only 35
employees compared to more than 100.”
She joked that she even pulls weeds, if
necessary. Pacifico-Valley was thrilled
when they gave her a suit of overalls
with “Mary” embroidered over the
pocket. And the Infiniti store recently
hired two women technicians.

Auto industry needs more women

Involving more women in the
automotive industry is one of her
passions. “Manufacturers haven’t done
as good a job as they should in getting
females into leadership positions. I’m
proud of [General Motors CEO] Mary
Barra, especially since she’s a ‘Mary,’”
she quipped. Yet Pacifico-Valley noted
that she’s often still the only female in
the room at meetings. “I always count

and do the percentage in my head. I’m
just blown away.”
She doesn’t blame the lack of women
in the industry all on the manufacturers,
though. “I think there’s still a perception that women don’t understand the
car business. And of course there are
the hours involved. We’ve tried to think
out of the box,” she said, pointing to
a job-share arrangement between two
female Cadillac sales advisers and a
receptionist applicant in Dacono who
was hired instead to sell.
One additional thing that sets
Pacifico-Valley apart is her ability to
continue in Rickenbaugh’s historic
location just south of downtown Denver
on Broadway, once part of a thriving
auto row. “It’s not an ideal location for
a dealership,” she said. “We have some
nuances that aren’t easy, like parking
and storing cars. But it works for us and
we have always been proud to be part of
the Denver community.”
Rickenbaugh is currently undergoing
a major remodel, with a new showroom
and service area for Volvo, and plans are
in the works to remodel or build a new
Cadillac store at the same location.
Today, she concentrates her community work and philanthropy on
Denver-oriented causes, including Toys
for Tots, the Dumb Friends League,
MaxFund and the Mount St. Vincent
Home for abused, neglected and
traumatized children. She’s similarly
focused on local charities in the
Dacono-Frederick-Erie communities.
Mary Pacifico-Valley continues
Colorado’s and CADA’s tradition of
outstanding automotive industry
leaders. At 43 years in the industry and
counting, she still loves what she does.
“I just think it’s awesome to come to
work in a dealership, because every day
is different.”

would be proud to include as many
of our Colorado dealers as possible
to the Preview Gala sponsorship
roster.

The pleasure of your company
is requested for the 2019 Denver
Auto Show Preview Gala at the
Colorado Convention Center,
7-10 p.m. Tuesday, March 26.
In its 11th year celebrating the
opening of the Denver Auto
Show, this exciting premier event
spotlights our industry, while raising money for two great charities.

If you want to support the
Preview Gala and its charities,
please reach out to Bruce Erley
at Creative Strategies Group. He
can be reached at 303.469.7500 or
berley@csg-sponsorship.com. Also,
you can contact Marsha Temple
(CADA) at 303.457.5123 or
marsha.temple@colorado.auto.

A different name with even
better results

This special CADA celebration
was rebranded last year from
the Charity Preview Party to
the Denver Auto Show Preview
Gala. While it’s still an important
fundraiser for our favored charities, the focus really belongs on
the Denver Auto Show, and the
automotive industry.
“With the switch in branding
and focus, we had a record overall
net to distribute to our charities in
2018,” said CADA President & CEO Tim
Jackson. Donations have increased every
year from just $11,000 in 2010 to more
than $100,000 in 2018. We really hope
to build on that in 2019.”

Party with a purpose

Colorado’s new car dealers have a
reputation for community generosity,
and there’s no better example of
that than in the support they provide
through sponsorship of the Preview
Gala, to benefit The Denver Post
Community Foundation and the Clear
the Air Foundation.
The Denver Post Community
Foundation (DPCF) improves and
enriches the quality of life in our community; it specifically supports causes
that benefit children at risk, such as the
Boys and Girls Clubs of Metro Denver,
Big Brothers and Big Sisters, Colorado I
Have a Dream, Denver Kids, Children’s
Literacy Center, Rocky Mountain Youth
Clinics and many more. That mission
is very much in line with the kinds of
14

The Preview Gala will sizzle

philanthropic endeavors for which
CADA members are known. For more
information on DPCF’s great work, visit
www.denverpostcommunity.com.
The CADA-sponsored Clear the Air
Foundation gets high polluters off the
road, thereby improving Colorado’s air
quality. Since 2011, dealers from around
the state have donated more than 3,500
cars to the foundation. The vehicles are
taken to an auto recycling company,
processed for all reusable or recyclable
parts. What’s left – the engine, shell
and frame – is crushed, shredded and
recycled. Those recycling funds are
used to award scholarships for auto tech
students who want to pursue careers in
the industry.

Opportunity knocks for sponsors
Record charitable donations
are made possible through record
sponsorship support for the Preview
Gala. CADA, along with the Creative
Strategies Group (sponsorship
solicitation and marketing experts)
are securing sponsors for the gala. We
Colorado Automobile Dealers Association

From the 222 people who
attended the Gala in 2010, the Gala
has grown to be one of Denver’s
best-attended social events, with
nearly 1,500 guests. “The Gala
always brings in an elite crowd
of car enthusiasts who love the
event,” Jackson said. “Preview
Gala tickets are a fantastic way
to reward employees and build
relationships with your best customers.”
Fletcher Flower, 2019 Denver Auto
Show Chair, noted that the Preview
Gala is “where the cars are the stars.
And it’s the best way to see the Denver
Auto Show without the crowds. There’s
always a assortment of hors d’oeuvres
and adult beverages, along with
outstanding entertainment. And it’s a
great night for catching up with other
dealers, legislators, really anyone who’s
connected to our industry.”

Advance Preview Gala
tickets are available now
through March 5 for $120.
After that, you can purchase
tickets for $150 until the day
of the event, Tuesday, March
26. For more information
about the Preview Gala,
visit colorado.auto

January 2019

Looking
for Talent?
Join us for the
Automotive
Career Fair
at the Denver
Auto Show.

We’re partnering with the Collision Repair Education Foundation, which will bring hundreds of
auto tech students who are looking for careers in the industry. You’ll easily spot them, as they’ll
wear student tech shirts at the event. And the Fair will take place on the Auto Show floor,
which means a lot of walk-in traffic for other positions!
If you’re hiring, register now, as there are only 20 CADA booths available.
This year, we have three levels of participation:

Table Partner - $1,500
• 10’ x 10’ fully draped booth, with an 8-foot draped
table and 2 chairs
• Electrical & wifi
• Business name on passport
• Student registration list, including résumé

Register
www.colorado.auto/events

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

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

January 2019

www.colorado.auto

For more information,
contact Kim Jackson
kim.jackson@colorado.auto
303.457.5115
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Sales Tax Topics: Leases
immediately thereafter, the lessor applies for and
receives permission to collect the tax on the rentals or
lease payments, the lessor may apply for a refund of
sales tax paid.

Under certain circumstances, a lease of tangible
personal property in Colorado is treated as a sale and
the lessor must collect sales tax from the lessee on the
lease payments. The lessor must collect sales tax on the
lease payments in either of the following scenarios.

Unless rescinded by the Department, the permission to
collect sales tax on leases applies to any future leases by
the lessor within the same state and local jurisdictions.
If the lessor plans to lease property in any local
jurisdiction(s) for which the lessor has not yet been
granted permission, the lessor must register for tax
collection in that local jurisdiction. Once a lessor has
received permission to collect sales tax on rentals or
lease payments, he or she must do so on all subsequent
leases.

 The lease is for a term of more than 36 consecutive
months. The lessor’s acquisition of the property is
considered a wholesale sale and is not subject to
sales tax.
 The lease is for a term of 36 months or less, the
Department has granted the lessor permission to
purchase the property tax-free, and the lessor has
agreed to collect sales tax on the lease payments.
A contract pursuant to which a contractor performs a
service for a customer using equipment owned by the
contractor is not considered a lease of the equipment
by the customer.

Motor vehicle leases
Lessors must complete and provide a Statement of
Sales Taxes Paid on Motor Vehicle Leases (DR 0026) to
the lessee for each lease. The lessee must provide the
statement to the county clerk at the time of registration
either as evidence that the lessor will collect sales tax
on the lease payments or to indicate the calculation of
the use tax due at that time.

Lessor registration requirements
Any lessor that will be collecting sales tax must apply for
and maintain an active sales tax license and submit a
completed Permit to Collect Sales Tax on the Rental or
Lease Basis (DR 0440). If the lessor will be leasing
property for use in different local jurisdictions (e.g.
cities, counties, or special districts) within Colorado, the
lessor must identify all applicable jurisdictions with their
DR 0440. See Permit to Collect Sales Tax on The Rental
or Lease Basis (DR 0440), Location/Jurisdiction Codes
for
Sales
Tax
Filing
(DR
0800),
and
Colorado.gov/pacific/tax/sales-tax-account-license for
additional information.

Taxable charges
In general, all payments made pursuant to a lease
contract, including any associated charges, are subject
to sales tax. See Part 3: Calculation of Tax in the
Colorado Sales Tax Guide for additional information.
If a lessor’s lease transactions consist of the supplying of
both tangible personal property and maintenance
services for such property, the lessor may request
permission from the Department to collect sales tax
only on that percentage of the full contract price
attributable to the lease of the tangible personal
property under the contract.

The lessor must apply for licensure and permission to
collect tax prior to acquiring the tangible personal
property that is to be leased. If the lessor has not
received permission to collect tax prior to the
acquisition of the property, the lessor must pay sales
tax to the seller at the time of acquisition. If
1
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Sourcing lease payments

Statutes and regulations
 § 39-26-102, C.R.S. Definitions

Lease payments are subject to Colorado tax if they are
sourced to Colorado pursuant to Department
regulations. These sourcing rules also determine the
applicability of any state-administered local sales taxes.

 § 39-26-103, C.R.S. Licenses
 § 39-26-104, C.R.S. Property and services taxed

1) In general, periodic lease payments are sourced to
the primary property location for each period
covered by the payment. The primary property
location is generally the address for the property
provided by the lessee to the lessor.

 § 39-26-113, C.R.S. Collection of sales tax – motor
vehicles
 § 39-26-208, C.R.S. Collection of use tax – motor
vehicles

2) If the leased property is not a motor vehicle,
trailer, semi-trailer, or aircraft, the first periodic
payment is sourced to the location at which the
lessee takes possession of the leased property,
either at the lessor’s business location or at
another location.

 § 39-26-713, C.R.S. Tangible personal property
 Regulation 39-26-102(9). Retail sales
 Reg. 39-26-102.19, 1 CCR 201-4.
 Reg. 39-26-713.1(a), 1 CCR 201-4.

3) For a lease or rental that does not require recurring
periodic payments, the payment is sourced to the
location at which the lessee takes possession of the
leased property, either at the lessor’s business
location or at another location.

Forms and guidance
 Colorado.gov/Tax
 Colorado.gov/tax/sales-tax-basics

4) The preceding sourcing rules do not generally
apply to trains, trucks, buses, or aircraft used to
transport people or property in interstate
commerce.

 Colorado.gov/tax/local-sales-use-tax-by-address
 Statement of Sales Taxes Paid on Motor Vehicle
Leases (DR 0026)

See Regulation 39-26-102(9) for additional information
about sourcing lease payments.

 Permit to Collect Sales Tax on The Rental or Lease
Basis (DR 0440)

Additional resources

 Location/Jurisdiction Codes for Sales Tax Filing (DR
0800)

The following is a list of statutes, regulations, forms,
and guidance pertaining to sales tax on leases. This list
is not, and is not intended to be, an exhaustive list of
authorities that govern the tax treatment of every
situation. Individuals and businesses with specific
questions should consult their tax advisors.

Nothing in this publication modifies or is intended to
modify the requirements of Colorado’s statutes and
regulations. Retailers are encouraged to consult their
tax advisors for guidance regarding specific situations.

2
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Auto Dealer Claim of the Month – January 2019

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

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

auto
dealer at
hasanaauto
customer
who slips
and
falls inatthe
showroom.
customer’s
headinvolved
hits thein
floor
A An
sales
manager
dealership
drank
alcohol
a party,
and on The
the same
night was
a crash while driving a companyand starts
to bleed. Dealership
employees
assist, however,
they were not
trained
in firstthe
aidlegal
or bloodprovided
demonstration
vehicle. The
sales manager,
whose blood-alcohol
level
was twice
limit rear-ended a vehicle that was
stopped
at a stop sign,
severely
the driver
of the
vehicle. The dealership
was held responsible.
borne pathogens.
They
also didinjuring
not receive
training
on other
risk management
or proper cleaning
CLAIM
AMOUNT:
million
techniques.
As $2.5
a result,
two employees and one customer had follow-up medical care to ensure they

were
infected
incident.
Do
younot
know
who isduring
drivingthe
company
vehicles, and where they are going? Do you have a demonstration vehicle policy that is clearly
explained in your employee handbook? Does your policy directly address the consumption of alcohol and the use of the vehicles?

CLAIM AMOUNT: $100,000

Federated recommends several best practices to help protect your business and manage risks. For example:

arenumber
in placeoftodemonstration
help prevent this
fromyou
happening
at your dealership? Do you know who’s
• What policies
Limit the
vehicles
maintain.
Federatedpolicies
recommends
several
best practicesdemonstration
to help protect
your business and
• in your showroom?
Create and document
for driving
company-owned
vehicles.
•
•

manage risks. For example:

Ensure the policy clearly states that driving those vehicles under the influence of alcohol will not be tolerated.



Includeemployees
first-aid demonstrations
as part
a weekly
orsafety
monthly
safety meeting.
Remind
of the policy regularly
at of
trainings
and
meetings.



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

TheseareImplement
just a few loss-control
canand
usefalls,
to help
protect
your dealership.
To learn
more, contact your local
preventionrecommendations
techniques for slip,you
trips,
such
as cleaning
the showroom
floor

Federated Insurance® representative and request a copy of our risk management folder, “Keys to Success.” Federated Mutual Insurance

after business hours.

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

These are
just a few
loss-control
recommendations
you can
uselocal
to help
protectrepresentative
your dealership.
Practices
Network®.
Visit
federatedinsurance.com
or contact
your
marketing
for To
resources you can use to create or
enhance
your contact
own riskyour
management
program.
learn more,
local Federated
Insurance® representative and request a copy of our

“Sidestepping
Hazards
of Slips, Trips,
and Falls” risk management
folder. Federated
Mutual
This
article is forthe
general
information
and recommendations
for risk prevention
only and should
not be considered legal or other expert
advice.
The recommendations
herein may
reduce,
are notauto
guaranteed
to eliminate,for
any
or all risk of loss. The information
Insurance
Company is recommended
byhelp
19 state
andbut
national
dealer associations
customized
herein may be subject to, and is not a substitute for, laws and regulations in your state. Qualified counsel® should be sought with

insurance programs and value-added risk management services, such as Federated’s Shield Network ,

questions specific to your circumstances and applicable laws. © 2019 Federated Mutual Insurance Company.

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.

THANK YOU!

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.
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Covering data thru November 2018

Colorado Auto Outlook

Sponsored by:
TM

Comprehensive information on the Colorado new vehicle market

YTD ‘18 thru November
% Change In
New Retail Market vs.
Year Earlier

Colorado

U.S.

0.0%

-1.0%
QUICK FACTS

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

U.S.

YTD '17 thru Nov.

193,053

12,923,205

YTD '18 thru Nov.

192,978

12,789,326

0.0%

-1.0%

% change
Sep. '17 thru Nov. '17

55,646

3,555,769

Sep. '18 thru Nov. '18

57,648

3,454,908

3.6%

-2.8%

% change

State new vehicle market was essentially
unchanged during the first 11 months of 2018
versus a year earlier. U.S. market was off 1%.
November ‘18 registrations in the state were up
9.1% vs. year earlier.
Light truck registrations increased 5.8%
through November of last year vs. year earlier
while passenger cars were off 14.8%.

Percent Change in Colorado and U.S. New Vehicle Markets
The Colorado market improved from Sept. thru
Nov. of 2018, while the U.S. market declined.

50.0%
25.0%

9.1%

3.6%

0.0%
-1.3%

-2.8%

0.0%

-1.0%

CO
U.S.

-25.0%
-50.0%

Nov. '18 v.
Nov. '17

Sep. '18 thru Nov. '18 v.
Sep. '17 thru Nov. '17

YTD '18 thru Nov. v.
YTD '17

Source: AutoCount data from Experian, and IHS..

Data Information
All data represents new retail registrations in Colorado and excludes fleet transactions. Due to data processing and compiling inconsistencies, Experian has been
unable to release figures on the Colorado market, beginning with August of 2018. August thru November, 2018 registrations presented in the report are based on
data released by IHS.
January 2019
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Covering data thru November 2018

LIGHT TRUCKS

Change in Year-to-date
New Retail Light Vehicle
Registrations

PASSENGER CARS
DOWN
14.8%

UP
5.8%

Colorado New Retail Car and Light Truck Registrations
November

Three Month Period
Sep. '18 thru Nov. '18
Colorado
Yr. Ago
Current
% chg.

2017

Colorado
2018

% chg.

MARKET SUMMARY
TOTAL

17,276

18,841

9.1%

55,646

57,648

Cars
Light Trucks

4,407
12,869

3,928
14,913

-10.9%
15.9%

15,044
40,602

6,584
1,751
7,948
993

7,510
1,823
8,382
1,126

14.1%
4.1%
5.5%
13.4%

138
314
260
138
112
1,392
63
211
22
2,048
513
1,210
599
96
27
1,281
394
79
360
75
4
380
262
57
68
887
82
632
3
2,089
118
2,720
490
131
21

162
331
242
138
123
1,383
59
215
16
2,050
583
1,279
699
93
22
1,347
427
101
388
72
14
379
261
52
69
855
96
834
0
2,265
690
2,892
514
141
49

17.4%
5.4%
-6.9%
0.0%
9.8%
-0.6%
-6.3%
1.9%
-27.3%
0.1%
13.6%
5.7%
16.7%
-3.1%
-18.5%
5.2%
8.4%
27.8%
7.8%
-4.0%
250.0%
-0.3%
-0.4%
-8.8%
1.5%
-3.6%
17.1%
32.0%
-100.0%
8.4%
484.7%
6.3%
4.9%
7.6%
133.3%

Domestic
European
Japanese
Korean
BRAND REGISTRATIONS
Acura
Audi
BMW
Buick
Cadillac
Chevrolet
Chrysler
Dodge
Fiat
Ford
GMC
Honda
Hyundai
Infiniti
Jaguar
Jeep
Kia
Land Rover
Lexus
Lincoln
Maserati
Mazda
Mercedes
MINI
Mitsubishi
Nissan
Porsche
Ram
smart
Subaru
Tesla
Toyota/Scion
Volkswagen
Volvo
Other

Year to date thru Nov.

Year-to-date
Market Share (%)
Colorado
2017
2018
Chg.

2017

Colorado
2018

% chg.

3.6%

193,053

192,978

0.0%

12,450
45,198

-17.2%
11.3%

54,805
138,248

46,701
146,277

-14.8%
5.8%

28.4
71.6

24.2
75.8

-4.2
4.2

20,467
5,614
26,284
3,281

22,063
5,618
26,444
3,523

7.8%
0.1%
0.6%
7.4%

71,025
20,072
90,820
11,136

72,444
20,960
88,456
11,118

2.0%
4.4%
-2.6%
-0.2%

36.8
10.4
47.0
5.8

37.5
10.9
45.8
5.8

0.7
0.5
-1.2
0.0

489
1,041
805
420
319
4,062
213
661
69
6,503
1,561
4,345
1,973
319
99
4,066
1,308
259
1,124
245
34
1,233
870
168
235
3,264
220
2,044
9
6,211
371
9,064
1,603
371
68

579
1,014
757
405
329
3,838
178
638
39
6,305
1,685
4,312
2,221
309
86
4,257
1,302
300
1,091
263
42
1,167
879
150
231
2,952
225
2,437
0
6,466
1,683
9,337
1,594
451
126

18.4%
-2.6%
-6.0%
-3.6%
3.1%
-5.5%
-16.4%
-3.5%
-43.5%
-3.0%
7.9%
-0.8%
12.6%
-3.1%
-13.1%
4.7%
-0.5%
15.8%
-2.9%
7.3%
23.5%
-5.4%
1.0%
-10.7%
-1.7%
-9.6%
2.3%
19.2%
-100.0%
4.1%
353.6%
3.0%
-0.6%
21.6%
85.3%

1,563
3,589
2,979
1,518
1,042
13,890
943
3,029
223
22,359
5,632
14,766
6,483
1,319
436
13,526
4,653
871
3,813
897
128
4,266
3,182
697
876
11,614
790
7,266
47
22,967
919
29,636
5,914
1,036
184

1,634
3,838
3,102
1,509
967
14,061
763
2,760
185
21,077
5,639
15,682
6,659
1,141
290
14,364
4,459
1,052
3,589
880
113
4,199
3,305
723
788
9,624
781
7,718
17
22,097
2,656
29,702
5,804
1,464
336

4.5%
6.9%
4.1%
-0.6%
-7.2%
1.2%
-19.1%
-8.9%
-17.0%
-5.7%
0.1%
6.2%
2.7%
-13.5%
-33.5%
6.2%
-4.2%
20.8%
-5.9%
-1.9%
-11.7%
-1.6%
3.9%
3.7%
-10.0%
-17.1%
-1.1%
6.2%
-63.8%
-3.8%
189.0%
0.2%
-1.9%
41.3%
82.6%

0.8
1.9
1.5
0.8
0.5
7.2
0.5
1.6
0.1
11.6
2.9
7.6
3.4
0.7
0.2
7.0
2.4
0.5
2.0
0.5
0.1
2.2
1.6
0.4
0.5
6.0
0.4
3.8
0.0
11.9
0.5
15.4
3.1
0.5
0.1

0.8
2.0
1.6
0.8
0.5
7.3
0.4
1.4
0.1
10.9
2.9
8.1
3.5
0.6
0.2
7.4
2.3
0.5
1.9
0.5
0.1
2.2
1.7
0.4
0.4
5.0
0.4
4.0
0.0
11.5
1.4
15.4
3.0
0.8
0.2

0.0
0.1
0.1
0.0
0.0
0.1
-0.1
-0.1
0.0
-0.7
0.0
0.5
0.1
-0.1
-0.1
0.4
-0.1
0.1
-0.1
0.0
0.0
0.0
0.1
0.0
0.0
-1.0
0.0
0.2
0.0
-0.4
0.9
0.0
-0.1
0.2
0.1

Top ten brands shaded gray. Source: AutoCount data from Experian, and IHS.
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Percent Change in Brand Registrations
YTD ‘18 thru November vs. YTD 2017
(Top 30 selling brands)

Colorado and U.S. Market Share
YTD ‘18 thru November
(Top 20 selling brands in state)

Tesla
Volvo
Land Rover

20.8%

Audi

6.9%

Ram

6.2%

Honda

6.2%

Jeep

6.2%

Acura

4.5%

BMW

4.1%

Mercedes

3.9%

MINI

3.7%

Hyundai

2.7%

Chevrolet

1.2%

Toyota/Scion

0.2%

GMC

0.1%

Buick
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Percent change in registrations

Registrations increased by more
than 6% for Tesla, Volvo, Land
Rover, Audi, Ram, Honda, and
Jeep.

Subaru, Toyota, and Jeep market
shares were much higher in Colorado than in the Nation.

Source: AutoCount data from Experian, and IHS.
January 2019
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Page 4

Covering data thru November 2018

HYBRID AND ELECTRIC VEHICLES
Quarterly Alternative Powertrain Market Share
(includes hybrid and electric vehicles)
4.5%
4.0%
Market Share

3.5%
3.0%
2.5%
2.0%
1.5%
1.0%
0.5%
0.0%

Q1
16

Q2
16

Q3
16

Q4
16

Hybrid

Q1
17

Q2
17

Q3
17

Q4
17

Plug In Hybrid

Q1
18

Q2
18

Q3
18

Q4
18*

Electric

The graph above shows hybrid powertrain and electric vehicle quarterly market share in the
state. *Fourth Quarter 2018 includes October and November. Source: IHS.

New Retail Hybrid, Plug In Hybrid, and Electric Vehicle Registrations
Top 20 Selling Models in Colorado - YTD '18 thru November
Rank Model
Type
Regs.
1
Tesla Model 3
Electric
1894
2
Toyota RAV4
Hybrid
1263
3
Nissan Leaf
Electric
814
4
Toyota Prius
Hybrid
557
5
Lexus RX
Hybrid
511
6
Toyota Highlander Hybrid
450
7
Tesla Model X
Electric
426
8
Tesla Model S
Electric
411
9
Toyota Camry
Hybrid
314
10
Chevrolet Bolt
Electric
299
11
Toyota Prius
Plug In Hybrid
272
12
Kia Niro
Hybrid
254
13
Hyundai Ioniq
Hybrid
213
14
Chevrolet Volt
Plug In Hybrid
196
15
BMW X5
Plug In Hybrid
192
16
Honda Clarity
Plug In Hybrid
189
17
Chrysler Pacifica
Plug In Hybrid
154
18
Lexus NX
Hybrid
152
19
MINI Countryman
Plug In Hybrid
147
20
Honda Accord
Hybrid
137

VEHICLE SEGMENTS
Segment Market Shares
YTD ‘17 thru November

Segment Market Shares
YTD ‘18 thru November

Luxury & Sports
Cars, 5%
Non Luxury MId
Size & Large Cars,
8%
Luxury SUVs, 7%

Small Cars, 15%

Non Luxury SUV
Market Share in ‘17:

43%

Luxury & Sports
Non Luxury MId Cars, 5%
Size & Large Cars,
6%
Luxury SUVs, 7%

Non Luxury SUVs,
43%

Non Luxury SUVs,
47%

Non Luxury SUV
Market Share in ‘18:

47%

Small Cars, 12%

Pickups and Vans,
23%

Pickups and Vans,
22%
Source: AutoCount data from Experian, and IHS.

The two graphs above show market shares for primary segments during the first 11 months of 2017 and 2018.
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Focused on you.
You deserve more.

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.
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Protecting Your
American Dream,
Together.

Face to face, eye to eye,
delivering a modern
level of service.

Find your local
marketing representative
Ward’s 50® Top Performer
A.M. Best® A+ (Superior) Rating

Federated Mutual Insurance Company and its subsidiaries* | federatedinsurance.com
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