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Christina Dawkins
2019 CADA Chair

The Denver Auto Show is good 
business for dealers

We all know that reports of 
private vehicles’ demise are 
fake news. Coming off an-

other record sales year in Colorado, 
it’s clear they’re still much in de-
mand. That’s why I think this year’s 
Denver Auto Show will be a roaring 
success.

The Denver Auto Show, March 27-31 
at the Colorado Convention Center, is 
almost as much a harbinger of springtime 
as crocuses poking through snow. It 
comes after months of careful planning 
by our wonderful CADA staff and Paragon 
Group, the show’s production team. I 
believe the show and its surrounding 
events — the Colorado Car Convoy, 
Green Car Parade, Innovative Dealer 
Summit and Preview Gala — are unparal-
leled opportunities for us to share our 
great products with consumers, educate 
ourselves and have a lot of fun. 

The Denver Auto Show is good 
business for dealers, consumers and the 
Colorado economy because:

• It exposes consumers to our 
products. Research shows that 
nearly 50 percent of attendees will 
purchase a new vehicle within one 
year of the Denver Auto Show. It 
drives them to our businesses to 
make their final choices.

• For the price of a ticket, people 
can see, sit in and in many cases, 
drive several new vehicles, 
without any pressure to buy.

• As Colorado’s largest trade 
show, it contributes more 
than $60 million to the state’s 
economy through jobs, sales 
and taxes, according to CADA-
commissioned research. 

Ahead of the auto show are opportuni-
ties aplenty for CADA members to get 
involved in its surrounding events. The 
Colorado Car Convoy and Green Car 
Parade show off energy-efficient vehicles 
and drum up attention: The Convoy in 
communities throughout the state and 
both the Convoy and Parade in local and 
statewide media. 

The Innovative Dealer Summit 
(March 26-27) is one of the best and most 
accessible ways to learn about cutting-
edge automotive business strategies 
and techniques. With more than 40 
experts presenting, IDS is a mini-NADA, 
and it takes place right here in our own 
backyard! Last year’s IDS received 
overwhelmingly favorable reviews from 
attendees. This year’s IDS should be 
even better.

Personally, IDS has given me the 
opportunity to get a different perspective 
on my business. For example, a couple 
years ago, a presentation by Hireology 
really opened up my eyes on pay plans 
and what millennials are looking for… It 
changed our whole process and we got 
some great sales people out of it. 

IDS is a superb learning opportunity 
for dealers and managers alike. And 
with this year’s ticket options, you can 
come just one day, or split one two-day 
admission between a couple people on 
your team. 

One of the perks of going to IDS is 
always the chance to attend the Preview 
Gala, although it’s open to all. It’s such 
a wonderful way to meet your fellow 
dealers, talk about what’s new in your 
store and see what new car manufactur-
ers are doing on a night that’s closed off 
to the public. It’s definitely a plus that 
proceeds support the CADA-sponsored 

Clear the Air Foundation and the Denver 
Post Community Foundation. 

Denver Auto Show and Preview Gala 
Chair Fletcher Flower reports that he’s 
“very excited to have [former Denver 
Nuggets] Coach George Karl as the Gala 
VIP Chair.” There are some cool prizes, 
too, including a signed Peyton Manning 
jersey, a Titleist golf bag and a Jimmie 
Johnson/NASCAR gift package provided 
by the Gala’s new Presenting Sponsor, 
Ally Bank.

This is the second year we’ve had 
an Automotive Career Fair within the 
Denver Auto Show (March 29-30) and 
this year, we’re partnering with the 
Collision Repair Education Foundation 
(CREF), which hosts industry career 
fairs around the country. With nearly 300 
auto tech and collision repair students 
registered, it’s a tremendous chance for 
dealers to connect with those who are 
most eager to launch their automotive 
careers. 

So come one, come all to the Denver 
Auto Show and Automotive Career Fair, 
Innovative Dealer Summit and Preview 
Gala! It will be well worth your effort. 

Best regards,

Christina Dawkins, Chair
Colorado Automobile 
Dealers Association
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$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

C

M

Y

CM

MY

CY

CMY

K

Armatus V5.pdf   1   10/06/2016   4:40:31



6 Colorado Automobile Dealers Association March 2019

Tesla’s online sales gambit  
smells of desperation

Elon Musk, known for living on 
the edge, may just have made 
his riskiest bet yet. The Tesla 

CEO announced that the car com-
pany is moving all its sales online. 

It’s news that makes me wonder if 
he’s been smoking something.

The online sales gamble is part of 
Musk’s effort to cut costs so he can 
deliver on his previously elusive and 
long-delayed promise of a $35,000 
Model 3 and redirect resources to 
Tesla’s troubled service centers. Service 
complaints are one of the nagging 
problems that exacerbate growing 
concerns about Tesla quality, as well as 
the company’s path to profitability. 

Rejecting franchise model has 
its costs

The announcement also is an 
implicit acknowledgement that Tesla’s 
rejection of the dealer franchise model 
for factory-direct sales has come with 
very real costs. As Amazon’s growth and 
the struggles of other brick-and-mortar 
retailers show, Americans love the 
convenience of online shopping – at 
least when it comes to buying books or 
household goods. 

Ironically though, Musk’s online 
sales announcement coincided with the 
news that Amazon was planning to open 
dozens of bricks and mortar grocery 
stores, beyond its Whole Foods chain. 

Buying a car is of course a completely 
different experience than buying 
something that can be carried to your 
doorstep in a box. For most people, a 
vehicle is one of the most expensive 

items they’ll ever buy, eclipsed only by 
a home. 

It’s also intensely personal
As consumers, we want to kick the 

tires – some literally do so– and, of 
course, go for a test drive. We want to 
browse what’s on the lot. We want to 
touch vehicles, smell them, sit in them, 
experience them firsthand. (If you 
need convincing, just go to the Denver 
Auto Show and watch the thousands of 
people on the floor.) Even today’s digital 
natives understand that some things are 
better in real life.

Consumers also typically have a 
trade-in vehicle; they want to bring 
that to a dealership to get a sense of its 
value, and explore solutions to their 
unique financing needs at the same 
time. And in most cases, after a careful 
inspection, as consumers, we want to 
pick from the on-site inventory and 
drive our choice off the lot.

Tesla’s on-line delivery model 
begs questions

By contrast, the wait for a Tesla 
delivery from California or other remote 
location could be days or even weeks. 
Will Teslas be delivered directly to 
consumers’ homes? Who will demon-
strate how to use all the growing list of 
bells and whistles that come in today’s 
technologically sophisticated cars? 

In short, the process of buying an 
automobile, honed over more than a 
century, is not at all like ordering paper 
towels. Consumers want — and expect 
— a locally operated resource, either 
down the road or close by, to ground 
their investment. That’s why Musk’s 

move appears less like disruption and 
more like desperation.

Nervousness would be understand-
able given the growing array of threats 
Tesla faces, including: 

• Ongoing pressure from the 
U.S. Securities and Exchange 
Commission over Musk’s uncon-
trolled tweeting, which prompted 
a Twitter Sitter, assigned to rein 
him in.

• Consumer Reports’ decision to 
no longer recommend the Model 
3, because of widespread concern 
about quality and reliability 
problems. In October, Consumer 
Reports ranked Tesla 27th out of 29 
auto brands.

• News of significant declines in 
electric vehicles’ battery life in cold 
weather, highlighted by the polar 
vortex. AAA reported that sub-
freezing temperatures can decrease 
range by 41 percent. Extreme heat 
can also reduce driving ranges. 
Temperature swings may not be 
a major issue at Tesla’s factory in 
Fremont, California, but it’s a big 
deal to consumers in Colorado 
and it adds to consumers’ existing 
range anxiety. 

• The accelerating phaseout of 
Tesla’s federal tax credits, which 
had cut the end cost to consumers 
and effectively subsidized Tesla’s 
balance sheet. 

All these distractions come while 
the electric vehicle market is becoming 

~ Continued on page 8



SESSIONS FOR 
EVERYONE !

SPECIAL IZED 
TRACKS!

ONE-DAY
T ICKET

AVA ILABLE !

KEYNOTE 
 SPEAKERS!

EDUCATION TRACKS: MARKET ING STRATEGIES WEBSITES, SEO, SEM AND ANALYT ICS  

F IXED OPS, LEGAL , F&I LEADERSHIP, MANAGEMENT  RETA IL SALES

MARCH 26-27, 2019 | COLORADO CONVENTION CENTER
INNOVAT IVEDEALERSUMMIT.COM

JIM Z IEGLER BRIAN BENSTOCK

EVELYN

CHATEL

DALE

POLLAK

TRACY

MYERS

KELLY

MCNEARNY

 ALSO 
FEATURING:

Register 

Now!

In two 

weeks!

PRESALE TICKETS NOW AVAILABLE



8 Colorado Automobile Dealers Association March 2019

~ Steering Column, from page 6

more crowded, with a growing range of 
options from a variety of automakers 
who rely on and benefit from the time-
tested franchise model. So if buying 
an expensive car by using their smart 
phone makes consumers understand-
ably uncomfortable, they now have 
many other alternatives in the electric 
vehicle space. 

More than 100 years ago, auto makers 
concluded that manufacturing automo-
biles is challenging enough without also 
having to worry about managing and 
paying for a complex and far-flung sales 
network. That’s why they embraced the 
franchise system. Local independently 
owned franchised dealerships invest 
their own money in facilities, inventory 
and marketing — and share in the 

overall risk. Consumers benefit from 
the spirited rivalry among independent 
retailers that lets buyers shop around 
for the best value.

Even Musk’s admirers have been 
known to wonder if he has spread 
himself too thin, as he pursues a grow-
ing list of passions from space travel 
to hyperloops (that would put cars on 
electric sleds to speed through tunnels). 
The last thing Tesla needs is the added 
distraction of pioneering an untested 
online sales model.

If Tesla sees the light and recognizes 
benefits of the franchise model, I 
predict it would find many independent 
dealerships across the country that are 
ready and eager to partner.

Local, independently owned 
dealerships also would let Tesla get its 
arms around its monumental service 
challenges. 

But for Tesla, the first step to 
getting help is recognizing that it has 
a serious problem that needs to be 
addressed — and that the solution is not 
on-line sales.

Metro-area dealers: Show off your electric and hybrid 
vehicles in front of the Capitol
We’re rounding up vehicles to spotlight in front of 
the Capitol steps Sunday, March 24 for the Green 
Car Parade.

If you’re a metro-area dealer, we’d love to showcase 
your electric and hybrid vehicles from 1:30 – 3 p.m. 
— just days before the Denver Auto Show opens its 
doors to the public. 

It’s good PR, as Sundays tend to be slow news days — 
and the media shows up for this annual event. Given 

that there’s so much ‘green’ in the news today, it’s 
a great opportunity for you to show off the vehicles 
with the latest in green technologies. 

We’ll pick up your vehicles ahead of that Sunday, 
and return them to you Monday, March 25. To feature 
a vehicle (or two) in the Green Car Parade, please 
contact Mark Zeigler, Clear the Air Foundation director: 
mark.zeigler@colorado.auto or 303.775.8896.
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A brief history of the show
Over the years, the Denver Auto 

Show has earned a place in Colorado’s 
history books, too. The first Denver 
Auto Show was in 1902, when the 
horse still reigned as the main mode of 
personal transportation. There were 27 
cars on display and many of them were 
steam and electric powered. There have 
been several venues for the show before 
it landed at the Colorado Convention 
Center in 1992: Civic Center, Mammoth 

Gardens (now the Fillmore), the Denver 
Coliseum and Currigan Hall. 

Every move marked the growing 
importance of the automobile (includ-
ing SUVs and pickups) in Colorado. 
What a great event the Denver Auto 
Show (DAS) has become! “I’d never 
been to another auto show, when I had a 
chance to visit the Detroit Auto Show,” 
said 2019 DAS Chair Fletcher Flower. 
“What really struck me is how well our 

show stacks up to one of the premier 
auto shows in the country.” 

Why it’s special
Vehicles still are the show’s stars. 

This year’s auto show will feature 
models from 32 domestic and foreign 
new car manufacturers spread over 
400,000 square feet. It’s Colorado’s 
largest trade show and the largest 
automotive exhibition between Chicago 
and Los Angeles. 

Springtime in Colorado means it’s 
time for the Denver Auto Show

The countdown is on to the Denver Auto Show and its companion events – including the 
Colorado Car Convoy, Green Car Parade, Innovative Dealer Summit and Preview Gala. 

And if you actually need a reason to go, there are many. 

The Denver Auto Show (March 27-31) is CADA’s single most important fundraising event. It 
provides monetary basis for our lobbying efforts on your behalf, educational sessions and a career 

fair that designed to help you fill out your service team. 
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“This is anecdotal, but every time 
we bring up our show to some of the 
exhibitors who work different shows 
(there are more than 50 nationwide), 
they say how much they like this show, 
and the Convention Center,” said CADA 
President Tim Jackson. “It’s a popular 
destination for product specialists, 
organizations and even the people who 
decorate for the show.”

The Paragon Group manages the 
show’s organization and VP Barbara 
Pudney explained that the show is being 
enhanced in several ways. This year, the 
public can meet two of Denver’s star 
athletes. Denver Nuggets Guard Gary 
Harris will be on hand Saturday, March 
30 from 4-5 p.m. while Denver Broncos 
rookie phenomenon Phillip Lindsay will 
be available Wednesday, March 27 from 
7-9 p.m.

Other crowd-pleasing features include: 

• The return of Camp Jeep, where 
people can ride through a rugged 
obstacle course in the newest 
Jeep models.

• Tricked out Car People’s Choice 
Contest, a contest among three 
over-the-top, tricked out cars. 
Everyone at the show can vote for 
their favorite — and be entered to 
win a ski trip to Crested Butte.

• Show mascots Otto and Carlotta, 
who will roam the floor, taking 
selfies with attendees. 

• Military Trail, a display of 
restored historic vehicles from 
World Wars I and II and the 
Vietnam War.

• Antique Roadshow, a display 
of classic and antique vehicles 
from the Forney Transportation 
Museum’s collection.

• Race Car Pit Stop, a display of 
cars that have raced in every class.

• The Garage, where the latest 
accessories and aftermarket prod-
ucts can be seen and purchased.

• Dream Street, a collection of 
exotic automobiles that are the 
epitome of automotive luxury, 
speed and glamor.

Pudney emphasized the continued 
importance of Ride-and-Drives for 
consumers to test-drive the latest 
models from Chrysler, Dodge, Ram, Fiat, 
Jeep, VW, Ford and Toyota. “Maybe a 
driver isn’t looking to buy one of those 
brands but a ride-and-drive gives them 
hands-on experience with the newest 
automotive technology,” she said. “And 
it sets them up for the model they 
eventually want to buy. It’s a great 
learning experience.”

In fact, the Show is a great learning 
experience for everyone. For consumers, 
it’s a chance to look, sit in and learn 
about the latest vehicles — without 
pressure to buy. For dealers, as one 
past Denver Auto Show chair observed, 
“It’s a motivator to put people back 
in the market…they’re telling their 
friends. Traffic always goes up after the 
Auto Show.”

Survey says...
Colorado is now the second-fastest 

growing state in the U.S. with 5.76 
million people, but there are more reg-
istered vehicles (5.9 million) than there 
are people, a higher proportion than in 
most of the rest of the nation. Clearly 
Coloradans count on their vehicles — 
and will for the foreseeable future.

For a little insight about who comes 
to the Denver Auto Show — and why 

they’re important to dealers, last year’s 
attendee survey revealed that:

• 42 percent are thinking about 
buying a new car/light truck in the 
next 12 months.

• 49 percent are car fanatics.

• 22 percent attend the Denver 
Auto Show every year.

• 87 percent drive to work with an 
average 24-minute commute.

• 40 percent have at least two 
cars, and 21 percent own three or 
more cars.

These figures, and the 2018 Colorado 
new vehicle sales figures indicate that 
we should have another very successful 
Denver Auto Show!

Get ready, get set…Go!
Two events lead up to and attract 

attention to the Denver Auto Show: the 
Colorado Car Convoy and the Green 
Car Parade. By the time you read this, 
the Colorado Car Convoy will have 
visited several Colorado communities. 

“Our focus is on bringing the newest 
and best late-model vehicles, including 
some of the ‘greenest,’” said Mark 
Ziegler, the Convoy organizer and the 
director of the Clear the Air Foundation. 
“We have a lot of Rotary Club stops 
where we sit down and talk about 
what’s going on and the state of the 
auto industry.”
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The Convoy began March 11 and 
made stops in Summit County, Eagle, 
Glenwood Springs, Rifle, Montrose, 
Grand Junction, Boulder Fort Collins 
Longmont, the Denver Tech Center, 
Pueblo and Colorado Springs. “At each 
stop, local dealers were encouraged to 
join us with their own vehicles and the 
local media were alerted to stop by and 
ask questions,” Ziegler said.

The Green Car Parade (March 24) 
once again takes center stage in front of 
the Capitol building. It showcases the 
most fuel-efficient vehicles available to 
consumers, such as  electric vehicles, 
hybrids and plug-in hybrids, along with 
a few gas-sipping internal combus-
tion engines.

“We’d like to have more than 80 
vehicles with the latest and greatest 
technology,” Ziegler said. “The focus 
is on how industry has changed and 
adapted over the last several years.” 

He pointed out that manufacturers are 
rapidly increasing their green vehicle 
offerings and the Green Car Parade “is a 
great way to let the public know that all 
major manufacturers are moving down 
this path. These are available now.” 

Innovative Dealer Summit: The 
more you learn, the more you 
can earn

Going into its 11th year, the 
Innovative Dealer Summit (IDS) is 
a blockbuster educational blitz for 
dealers, managers and staffs alike. The 
country’s biggest two-day event in auto, 
the IDS takes place March 26-27 at the 
Convention Center. Industry icons, 
disruptors and thought leaders share 
information and ideas that can turn the 
dial 45 degrees (maybe even 90 degrees) 
on how your dealership performs (see 
comment in Christina Dawkins’ column, 
page 4). If you’re ready to press the 
‘Reset’ button, this is THE place to be 
either or both days.

While its original mission was to 
bring Colorado dealers up to speed on 
digital marketing, the IDS has expanded 
to include HR, fixed ops and legal, along 
with marketing strategies. And the 
Marketplace Expo showcases vendors 
with the latest AND most leading edge 
automotive industry products and 
services available today.

For the first time, the IDS offers 
a one-day ticket AND a split ticket 
that lets two people from the same 
dealership each attend one day of the 
two-day event. Flower explained, “So if 
you want your controller to go one day 
and sales manager to go the other, they 
won’t both be gone from the business 
both days.”

Time to party!
One attractive IDS option is the 

opportunity to attend the Preview Gala, 
as a ticket is generally included with 
IDS registration.
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The Preview Gala is CADA’s 
celebration of the industry and the 
Denver Auto Show. It comes with 
a philanthropic twist: Proceeds are 
generously contributed to the Clear the 
Air Foundation and the Denver Post 
Community Foundation.

“The party has grown in the revenue 
it returns to charities every year,” 
Jackson observed. “Donations in 2010 
were just $11,000 and grew to more than 
$100,000 last year. Attendance has also 
grown from 222 in 2010 to almost 1,500 
in 2018. It’s one of Denver’s must-attend 
spring social events.”

The Gala has a new title sponsor, Ally 
Financial, and an exciting VIP Chair, 
former Denver Nuggets Coach George 
Karl. “He’s been, I think inspirational 
to so many people, and just a great 
person in the Denver community who 
has represented Denver and his team so 
well,” Flower said. 

The most important thing about the 
Preview Gala is that it’s an opportunity 
for people to get together, enjoy good 
food and drink, browse the Denver Auto 
Show before it opens to the public and 
celebrate the contributions the auto 
industry makes to our communities and 
the Colorado economy.

A chance to find new techs
In response to dealer demand, the 

Automotive Career Fair (March 29-30) 
will be bigger and better, thanks to it 
taking place on the showroom floor, 

along with partnering with the Collision 
Repair Education Foundation (CREF), 
which hosts industry career fairs 
nationwide. 

With nearly 300 automotive tech and 
collision repair students registered for 
the career fair, Flower said, “It’s a good 
shot for dealers that participate to really 
connect with some good-quality auto 
techs.” 

We hope you’ll take advantage of the 
excitement and many opportunities that 
the Denver Auto Show and its sur-
rounding events offer. Join us for what 
promises to be another great ride! 



March 2019 www.colorado.auto 13

Thank You! to the Sponsors 
of the 2018 
Preview Gala

Title Sponsor

Premier Sponsor

Platinum Sponsors

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. 

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

The finance manager at an insured dealership devised a scheme in which he profited substantially through false and 
inflated finance applications, and sales of false warranty programs. 

CLAIM AMOUNT: Over $1 million

Trusting employees is key to running an efficient and successful business, but do you have proper procedures to prevent 
such thefts from taking place? Do members of your senior management staff — controller, CFO, etc. — perform checks and 
balances? Do you check your inventory against your financial records to detect irregularities? How often do you check your 
balance sheets? 

It is well known that theft and fraud are against the law, but demonstrating that such acts will not be tolerated by your 
business is still a solid first step toward helping prevent them. Ensure that your employee manuals clearly define theft and 
state the consequences for employees at all levels.

Here are some additional tips to help protect against theft and fraud:

• Provide strong internal controls that keep your finances up-to-date and can quickly help identify any fraudulent 
practices. Encourage employees and customers to report suspicious activity.

• Pay attention to behavioral indicators of fraud, including, but not limited to living beyond one’s means, financial 
difficulties, and unusually close association with vendors and/or customers.

• Make sure your hiring practices, including background checks where appropriate, address prior theft and fraud. Talk 
with qualified counsel before hiring someone who has a history of criminal activity.

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.



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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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. 

Data Source: IHS.

Colorado U.S.

Nov. '17 thru Jan. '18 51,488 3,458,905

Nov. '18 thru Jan. '19* 53,230 3,414,045

% change 3.4% -1.3%

January 2018 16,133 1,029,616

January 2019* 15,971 1,015,826

% change -1.0% -1.3%

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

State new vehicle market declined an estimat-
ed 1.0% in January of this year versus a year 
earlier. U.S. market was off 1.3%.

Colorado new vehicle registrations increased 
3.4% during the most recent three months vs. 
1.3% drop in the Nation.

New light truck registrations increased 8% from 
November of ‘18 thru January of ‘19 versus the 
same period a year earlier. Cars fell by 11.2%

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

The Colorado market fared better 
than the Nation during the most 
recent 3 month period.

Colorado

-1.0%
U.S.

-1.3%
January 2019 
% Change In

New Retail Market vs. 
Year Earlier 

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

*Figures for January 2019 were estimated by Auto Outlook.  Data Source: IHS.
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Page 2 Covering data thru January 2019

LIGHT TRUCKS PASSENGER CARS

DOWN
11.2%

UP
8.0%

Change in New Retail 
Light Vehicle Registrations 
Nov. ‘18 thru Jan. ‘19 vs. 

Year Earlier  

Top ten brands shaded gray.  Source: IHS. 

Colorado New Retail Car and Light Truck Registrations

January
Three Month Period

Nov. '18 thru Jan. '19*

Nov. '18 thru Jan. '19*

Market Share (%)

Colorado Colorado Colorado

2018 2019* % chg. Previous Current % chg. Previous Current Chg.

MARKET SUMMARY

TOTAL 16,133 15,971 -1.0% 51,488 53,230 3.4%

Cars 3,450 3,264 -5.4% 12,444 11,046 -11.2% 24.2 20.8 -3.4

Light Trucks 12,683 12,707 0.2% 39,044 42,184 8.0% 75.8 79.2 3.4

Domestic 6,010 6,328 5.3% 19,408 21,305 9.8% 37.7 40.0 2.3

European 2,053 1,907 -7.1% 5,710 5,659 -0.9% 11.1 10.6 -0.5

Japanese 7,223 6,873 -4.8% 23,580 23,264 -1.3% 45.8 43.7 -2.1

Korean 847 863 1.9% 2,790 3,002 7.6% 5.4 5.6 0.2

BRAND REGISTRATIONS

Acura 123 131 6.5% 393 435 10.7% 0.8 0.8 0.1

Alfa Romeo 24 16 -33.3% 60 65 8.3% 0.1 0.1 0.0

Audi 284 273 -3.9% 956 958 0.2% 1.9 1.8 -0.1

BMW 380 353 -7.1% 950 927 -2.4% 1.8 1.7 -0.1

Buick 125 100 -20.0% 382 375 -1.8% 0.7 0.7 0.0

Cadillac 81 75 -7.4% 279 303 8.6% 0.5 0.6 0.0

Chevrolet 1,270 1,120 -11.8% 4,052 3,900 -3.8% 7.9 7.3 -0.5

Chrysler 67 56 -16.4% 198 161 -18.7% 0.4 0.3 -0.1

Dodge 188 180 -4.3% 622 610 -1.9% 1.2 1.1 -0.1

FIAT 18 11 -38.9% 59 38 -35.6% 0.1 0.1 0.0

Ford 1,745 1,834 5.1% 5,860 5,867 0.1% 11.4 11.0 -0.4

Genesis 19 14 -26.3% 48 23 -52.1% 0.1 0.0 -0.1

GMC 526 606 15.2% 1,667 1,872 12.3% 3.2 3.5 0.3

Honda 1,221 1,221 0.0% 3,809 3,824 0.4% 7.4 7.2 -0.2
Hyundai 438 469 7.1% 1,633 1,837 12.5% 3.2 3.5 0.3

Infiniti 107 101 -5.6% 323 312 -3.4% 0.6 0.6 0.0

Jaguar 32 37 15.6% 91 89 -2.2% 0.2 0.2 0.0

Jeep 1,132 1,100 -2.8% 3,566 3,594 0.8% 6.9 6.8 -0.2

Kia 371 380 2.4% 1,090 1,133 3.9% 2.1 2.1 0.0

Land Rover 102 114 11.8% 272 323 18.8% 0.5 0.6 0.1

Lexus 269 256 -4.8% 1,032 1,047 1.5% 2.0 2.0 0.0

Lincoln 90 106 17.8% 236 258 9.3% 0.5 0.5 0.0

Maserati 5 5 0.0% 20 24 20.0% 0.0 0.0 0.0

Mazda 330 259 -21.5% 1,131 1,033 -8.7% 2.2 1.9 -0.3

Mercedes 412 347 -15.8% 986 900 -8.7% 1.9 1.7 -0.2

MINI 64 52 -18.8% 180 166 -7.8% 0.3 0.3 0.0

Mitsubishi 78 79 1.3% 218 231 6.0% 0.4 0.4 0.0

Nissan 755 601 -20.4% 2,616 2,354 -10.0% 5.1 4.4 -0.7

Other 29 11 -62.1% 46 50 8.7% 0.1 0.1 0.0

Porsche 65 72 10.8% 208 223 7.2% 0.4 0.4 0.0

Ram 643 777 20.8% 2,085 2,495 19.7% 4.0 4.7 0.6

Subaru 1,967 2,033 3.4% 6,303 6,509 3.3% 12.2 12.2 0.0

Tesla 142 374 163.4% 458 1,867 307.6% 0.9 3.5 2.6

Toyota 2,373 2,192 -7.6% 7,755 7,518 -3.1% 15.1 14.1 -0.9

Volkswagen 509 463 -9.0% 1,495 1,466 -1.9% 2.9 2.8 -0.1

Volvo 149 153 2.7% 409 443 8.3% 0.8 0.8 0.0
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Chrysler
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Mercedes

Mazda

MINI

Chevrolet

Infiniti

Toyota
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Volkswagen

Dodge

Buick
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Kia

Mitsubishi

Porsche

Volvo

Cadillac

Lincoln

Acura

GMC

Hyundai

Land Rover

Ram

Tesla

Percent change in registrations

Percent Change in Brand Registrations
Nov. ‘18 thru Jan. ‘19* vs. Year Earlier

(Top 30 selling brands)

Registrations increased by more 
than 10% for Tesla, Ram, Land 
Rover, Hyundai, GMC, and Acura 

Colorado and U.S. Market Share
Nov. ‘18 thru Jan. ‘19*

(Top 20 selling brands in state)

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

Page 3 Covering data thru January 2019
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*Figures for January 2019 were estimated by Auto Outlook.  Data Source: IHS.
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Chevrolet Silverado

Subaru Impreza

Jeep Wrangler

Subaru Forester

Jeep Grand Cherokee

Jeep Cherokee
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Subaru Outback
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Subaru Crosstrek
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Chevrolet Colorado
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The graph below shows the change in rankings from 2015 to 2018 for the top 25 selling models in the Colorado market.  Models are positioned on 
the graph from top to bottom based on the change in rankings. The biggest gainer during the three year period was the Chevrolet Colorado, which 
moved up 27 positions during the three year period. Other big gainers were Volkswagen Tiguan and Toyota 4Runner.

Source: IHS.

Change in rankings from 2015 to 2018

Models on this side of the graph moved down in the rankings Models on this side of the graph moved up in the rankings 

Chevrolet Colorado 
moved up 27 
positions. It was the 
53rd best seller in 
2015, and moved up 
to 26th in 2018

Change in Rankings for Top 25 Selling Models - 2015 to 2018

TOP SELLING MODELS



Protecting your life’s work.

FEDERATED LIFE®

Federated Mutual Insurance Company and its subsidiaries*  |  federatedinsurance.com 
18.03  Ed. 11/18  *Not licensed in all states.  © 2017 Federated Mutual Insurance Company

Helping to shield your business and those who  
matter most. Learn more by contacting your local  
Federated marketing representative today.



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.


