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Colorado Dealer:

Back in the day, there was a saying: 
“Don’t Californicate Colorado.” It tied up 
in a neat little bow a lot of things about 
the Golden State that we didn’t want 
here. Now Colorado is facing another 
California-inspired challenge: Forcing 
California-style tailpipe emissions 
standards on Colorado new car buyers.

Colorado’s Air Quality Control 
Commission, operating under the 
umbrella of the Colorado Department 
of Public Health and Environment, 
is once again considering adopting 
the same aggressive tailpipe emission 
standards that California has. The District 
of Columbia and 11 other states have 
followed California’s lead by instituting 
stringent Low Emission Vehicle (LEV) 
standards; nine have adopted Zero 
Emission Vehicle (ZEV) standards. These 
states comprise almost 30 percent of the 
new car market. 

As dealers, we have resisted joining 
this group for several years. It’s a thorny 
issue for Colorado new car dealers 
because while we support clean air and 
improved fuel economy, we believe 
in our customers’ right to choose the 
vehicles that are appropriate for their 
lives. We think there should be a balance 
between technological feasibility and 
reasonable prices. Radically cutting 
emissions also ratchets up costs. NADA 
estimates that current EPA tailpipe 
emissions standards will drive up the cost 
of a vehicle by $3,000. 

The Corporate Average Fuel Economy 
(CAFE) standards adopted by the EPA, 

in conjunction with the California Air 
Resources Board (CARB), requires 
automakers to average 54.5 mpg for new 
cars in 2025.

California adopted its first LEV 
standard in 1990 and has introduced 
progressively tougher standards several 
times since then. The CARB has contin-
ued to go beyond federal CAFE standards 
and it now appears to be on track to boost 
sale of ZEVs the current two percent to 
15 percent in the next seven years. 

You probably have heard that EPA 
Administrator Scott Pruitt has moved 
toward rolling back the CAFE standards 
and rescinding the waiver that has 
allowed California to continue setting its 
own, ever-higher standards. California’s 
elected officials have vowed to fight 
back. 

When the current administration 
was elected, new vehicle manufacturers 
hoped to get CAFE standards relaxed 
but not completely reversed. They also 
hoped that California and its partner 
states would join in negotiating for a 
single, manageable, but still aggressive, 
national emissions standard. Such a 
standard would enable our manufacturers 
to simplify their product offerings and 
discontinue operating under a two-
track system.

They didn’t bank on the EPA throw-
ing out CAFE altogether and ending 
California’s ability to set its own rules. 
What was anticipated was a slowdown 
in implementing the rules. Ending them 
altogether inevitably sets up a legal 
battle. If California prevails and Colorado 

joins its coalition of states, Colorado 
dealers would be required to have ZEV 
sales of 15 percent of the total vehicles 
sold in the state within seven years. It’s a 
huge – and, likely, impossible – goal.

Currently Colorado’s qualified ZEV 
sales are only 1.6 percent of total sales, 
notwithstanding the nation’s most lavish 
incentives: a $5,000 state tax credit plus 
$7,500 federal tax incentive. That’s on 
top of any manufacturer’s incentives, 
such as the $10,000 per vehicle that 
Nissan offers on the sale of some of its 
Leaf EVs. 

Manufacturers have made up for their 
shortfall in LEVs and ZEVs by purchas-
ing “credits” from other manufacturers. 
Tesla has been one go-to source for 
acquiring credits, but its credits are 
not inexhaustible.

CADA supports clean air in Colorado. 
But we think California’s standard is 
unworkable for Colorado. We join NADA 
in supporting a single federal standard 
that will work for everyone, especially 
consumers. We need to achieve a balance 
that maintains both affordability and 
clean air. We hope state regulators are 
listening and will agree.

Best regards,

Todd Maul, Chairman 
Colorado Automobile Dealers  
Association

Governor’s Cal-LEV efforts 
could decimate new car 
sales in Colorado
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Performance is measured on bottom-line 
results. From Service, Parts, Sales to 
F&I or the dealership itself, do your key 
decision makers know how to drive your 
bottom line?

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

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

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

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

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

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

• Drive financial performance

• Analyze strategic opportunities

• Assess risk

• Communicate financial priorities 
and results

About 
our presenter

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

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

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

• Structure and purpose of three 
financial statements

• Distinguishing assets, liabilities 
and equity

• Difference between cash and earnings

• The three types of cash flow

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

• Basic principles of finance

Financial analysis and 
decision making
• Analyzing auto dealer 

financial statements

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

• Evaluating a dealer’s 
performance trends

• Identifying crucial drivers and key 
performance indicators

• Managing working capital

• Making better strategic decisions

• Sources and uses of cash

The 
details

What
Mastery of Finance for Auto 
Dealers & Key Leaders

When
Tuesday, June 19

7:30 a.m. 
Breakfast and networking

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

Where
CADA Headquarters 
290 E. Speer Blvd. 
Denver

Price
$400 All registrations 
 Group discounts 
 available

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

Mastery of Finance for Auto 
Dealers & Key Leaders
A workshop that links finance to automobile dealership operations
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How Musk’s wrong turn 
on distribution keeps 
Tesla unprofitable

Read this headline from early 2017: 
“How Tesla emerged from the brink of 
bankruptcy to become America’s coolest 
car company” Business Insider, February 
6, 2017. 

Compare that to these 
recent headlines:
• “Famed Short-Seller Jim Chanos 

Says Tesla Headed for ‘Brick Wall’,” 
Bloomberg Technology, December 
13, 2017

• “Is Tesla the New Enron? Here’s 
Why Some Wall Street Bears Say 
Yes.” Observer.com, April 17, 2018

• “Tesla Probed by California 
Regulator on Workplace 
Conditions,” – Bloomberg, April 
18, 2018

• “Elon Musk wants to ramp up Model 
3 production while it’s already 
struggling – but his plan doesn’t 
make sense,” Business Insider, April 
18, 2018

•  “UBS full of caution on Tesla,” 
Seeking Alpha, April 19, 2018

•  “Wall Street to Tesla: ‘What hap-
pened?’ Business Insider Australia 
April 20, 2018

• Tesla has frequently skirted the 
edge. Elon Musk, a co-founder 
who took over as CEO until 2008, 
already had big plans, which he 
outlined in a 2006 blog post: “The 
Secret Tesla Motors Master Plan 
( just between you and me).” 

He planned to drive Tesla toward 
establishing a “solar electric economy.” 

Production problems 
started early

In early 2008, the first production 
Roadster was delivered. Between March 
2008 and January 2012, Tesla sold just 
2,450 of them. In November, the Model S 
was pushed back from 2010 to mid-2011 
and didn’t officially start selling until 
June 2012. A few months earlier, it 
announced it would start building a new 
crossover, the Model X, but it didn’t start 
delivering them until September of 2015. 

They had luxury-car price tags and 
style and Tesla had cracked the biggest 
problem for electric vehicles (EVs): 
They could go more than 200 miles on a 
charge. The last hurdle to mass-market 
EVs was cleared when Tesla unveiled 
plans for the Model 3, at an entry-level 
price of about $35,000 — and 500,000 
enthusiasts handed over deposits. 

Company 
starts ‘bleeding’

Investors have rewarded Musk with 
repeated infusions of cash and a breath-
takingly high stock valuation. His brash 
confidence soothed worries as quarter 
after quarter, Tesla has lost money and 
missed production goals. Side trips into 
solar power with the purchase of Solar 
City, building the Gigafactory to produce 
batteries, space travel with SpaceX, 
and boring tunnels under Los Angeles 
seemingly only added to his luster. 

Ride gets bumpy 
Musk has now hit several major 

bumps in the road. Model 3 production 
has broken down, apparently the 
result of over-reliance on an unproven, 
robot-driven manufacturing process 
and quality control issues. California 
regulators are investigating Tesla for 
under and mis-reporting workplace 
hazards and injuries. Analysts forecast 
Tesla will need a major cash infusion by 
the end of the year. 

Analysts’ once-unshakable belief in Elon Musk and his Tesla 

electric cars is beginning to waver. Musk has a record of 

over promising, under delivering and relying on an  

unsustainable business model.

“Musk has now hit 

several bumps in the 

road. Analysts fore-

cast Tesla will need a 

major cash infusion by 

the end of the year.”
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Mark your calendar!
2018 CADA Annual Convention

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

So what does Elon Musk do? He 
sneers at Wall Street, saying Tesla won’t 
need cash, will be profitable by the end 
of the year — and boosts his estimate 
of the number of Model 3s produced to 
6,000 a week.

Throughout all of this, the question 
of whether Tesla can continue to 
manufacture, sell and service its vehicles 
has become almost a side note. Since 
the first car rolled off the production 
line, Tesla has scorned the conventional 
franchise dealer model. Musk has fought 
franchise laws in state after state with 
marginal success. He’s argued that since 
his products are unique, his distribution 
method should be, too. 

That argument doesn’t wash
First, analysts continue to underplay, 

if not ignore, distribution costs in 
his financial model. In a traditional 
manufacturer-dealer relationship, 
manufacturers assume production and 
some advertising costs, while dealers 
pay for inventory, display and service 

infrastructure, sales and service person-
nel, and additional marketing. 

According to long-time auto industry 
experts who analyze the company’s 
quarterly filings on an ongoing basis, 
Tesla’s direct-sales distribution model 
costs the company 25-30 percent of its 
expenses. Without internalizing those 
costs, Tesla might actually be a profit-
able company!

Second, Tesla is no longer unique. 
Every manufacturer is deeply into EV 
development and production. General 
Motors has beaten Tesla into the 
mainstream volume market with the 
Chevy Bolt, which can compete with the 

Model 3 on both range and price. Tesla 
is going to have to start spending on 
marketing because it can’t depend on 
free media attention much longer.

Downward spiral, for 
how long?

 Tesla has burned through $4.6 billion 
without profitability — except in a 
couple of quarters. The big promise on 
the Model 3 awaits fulfillment with only 
a few thousand produced so far. A date 
for its lower-price Model Y is uncertain. 
Tesla’s stock price is tanking. 

Analysts finally are taking the hard 
look they should have taken years ago. 
Musk is undoubtedly a visionary but 
even he can’t be best at everything. 
Maybe it’s time for Elon Musk to start 
concentrating on just building cars and 
let franchise dealers assume the burden 
of distributing and servicing them. 

It could keep Tesla solvent. 

“Tesla is no longer 

unique. Every manufacturer 

is deeply into EV develop-

ment and production.”
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History of the troubled 
Indirect Auto Lending Rule

Largely designed by Elizabeth 
Warren, the CFPB was designed to 
punish payday lenders, mortgage service 
corporations, and those deemed ‘respon-
sible’ for the economic collapse. After 
Warren was deemed ‘unconfirmable,’ 
President Obama nominated Richard 
Cordray, former Attorney General of 
Ohio, to take the reins of the Bureau. 

The way Dodd-Frank was written, 
auto dealers were exempted from CFPB 
oversight. However, one of Cordray’s 
first actions was to issue what became 
known as the indirect lending rule. 

The Bureau sought to indirectly 
regulate the auto industry through 
overseeing its finance companies. This 
particular provision prevented dealers 
from charging additional interest on 
a third-party loan as additional profit. 
Dealers held that this was a standard 
practice for this type of financial transac-
tion. Cordray justified the regulation 
under the premise that it was applied 
in a discriminatory fashion, targeting 
African-American and Latino consumers.

From the outset, Republican lawmak-
ers have held that provision was beyond 
the authority of the Bureau’s charter 
legislation, and thus unconstitutional. 
While efforts to undo the provision 
and dismantle the CFPB in the courts 

were unsuccessful, the legislature railed 
against the CFPB for several years. 

What troubled Congress about the 
indirect lending rule was that it did not 
follow an administrative rule making 
process. When an executive agency 
makes a rule, it is required to publish a 
notice in the Federal Register that begins 
a comment period for the general public 
and interested stakeholders. 

They must also provide copies of the 
rule to Congress. Based on the feedback 
obtained, the agency will re-evaluate its 
rule before publishing its final version 
in the Federal Register, with an effective 
date to follow. 

In this instance, the administrative 
process was not followed. This rule was 
published as “non-binding guidance” 
from the Bureau, meaning public notice 
and feedback was not required.

Rule or guidance?
An important distinction between 

a “rule” and “guidance” is Congress’ 
ability to respond. If the problematic 
provision is a rule, either the House or 
Senate may introduce a Resolution of 
Disapproval under the Congressional 
Review Act of 1996. If both chambers 
approve the resolution and it is signed 
by the President, the rule becomes 

ineffective. However, the process must 
be completed within 60 legislative 
days for the rule to be overturned. Yet 
if the provision is merely guidance, 
it is non-binding and not subject to 
Congressional review.

Early this year, the Senate asked 
the Government Accountability Office 
for an opinion on whether the indirect 
lending provision was a rule or merely 
guidance. On March 21, the GAO 
concluded that it was a rule for purposes 
of the Congressional Review Act. Since 
this ruling was the first that had been 
determined a rule, this started the 
60-legislative-day clock.

Republicans unanimously 
rejected rule

On April 18, the Senate voted on a 
Resolution of Disapproval to reject the 
indirect lending rule. The resolution 
passed 51-47, with unanimous Republican 
support. The resolution then moved to 
the House of Representatives for a vote 
the first week of May. This complies 
with the 60-day timeline, as the clock 
is ‘paused’ the previous week for a 
Congressional recess, or non-legislative 
days. The resolution passed the House, 
which had already invalidated two other 
CFPB regulations in this Congress.

We will continue to update you as this 
resolution moves to the President’s desk. 
Its impact clearly will be felt nationwide 
by dealers and finance companies. If you 
should have any questions relating to 
this or other CFPB regulations, please 
contact me: matthew.groves@colorado.
auto, or 303.282.1449.

In 2009, the Dodd-Frank Wall Street Reform and Consumer 

Protection Act (Dodd-Frank) created the Consumer Finance 

Protection Bureau (CFPB) to regulate the financial sector and  

protect against institutional abuses in consumer lending. 
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New Colorado franchise law: SB-219

Warranty Reimbursement 
at Retail
How to add revenue to your Service & Parts departments

About 
our presenter

For more than 30 years, Michael J. Dommermuth, director of Fairfield 
& Woods, P.C., has represented motor vehicle dealers throughout 
Colorado and the Rocky Mountain West. His firm provides full-service 
representation of motor vehicle dealers, including buy/sell agreements, 
franchise, manufacturer and consumer disputes, dealer succession, 
class actions and federal and state compliance.

The most significant piece of legislation 
ever passed for Colorado’s auto dealers 
got the green light in early May. The 
Warranty Reimbursement at Retail bill 
levels the playing field between the 
manufacturer and the dealer for warranty 
and recall vehicle repairs. 

In short, the bill lets you receive warranty 
parts and labor reimbursement rates that 
more closely match those charged for 
non-warranty work. This new law means a 
significant boost to your bottom line.

The law goes into effect October 1. And 
you’ll need to understand how to navigate 
a complex formula to obtain these higher 
warranty and recall reimbursement rates. 

Please join CADA as Michael 
Dommermuth, dealer attorney from 
Fairfield & Woods, P.C., leads this 
important seminar about the new law, 
what it can do for your dealership and 
how to navigate the calculations so you’re 
reimbursed for warranty work at current 
market rates.

You’ll learn
• Politics of warranty reimbursement

• The dos and don’ts of warranty 
submission

• How to increase service and  
parts revenue

• How to submit a claim

• Formulas and exclusions to 
establish retail

• How to select qualified support to 
maximize gains

 AND
• Service department compliance 

issues

• Repair order and invoice essentials

• Shop charges

• Storage charges

• Service collection issues

The 
details

Schedule
Monday, June 18 
DoubleTree by Hilton Hotel Durango
501 Camino Del Rio
Durango, CO 81301
11:30 a.m. – 1:15 p.m.
Lunch included

Tuesday, June 19
Holiday Inn Express & Suites Montrose
1391 S. Townsend Avenue
Montrose, CO 81401
7:30 – 9:15 a.m.
Breakfast included

The Hotel Colorado
526 Pine St.
Glenwood Springs, CO 81601
Noon – 2:30 p.m.
Lunch included

Monday, June 25
Courtyard by Marriott Pueblo Downtown
110 W City Center Drive 
Pueblo, CO 81003
7:30 – 9:15 a.m.
Breakfast included 

Antlers Hotel*
4 S. Cascade Ave. 
Colorado Springs, CO 80903
11:30 a.m. – 1:15 p.m.
Lunch included 
*CSADA members: Registration 
is included with your dues.

Tuesday, June 26
CADA Headquarters
290 East Speer Blvd.
Denver, CO 80203
7:30 – 9:15 a.m.
Breakfast included

The Ranch Events Complex
5280 Arena Cir.
Loveland, CO 80538
11:30 a.m. – 1:15 p.m.
Lunch included

Price
$239 first person 
$199 each additional person

Register
 
SeminarRSVP@colorado.auto

CSADA member registration: 
CSADARSVP@colorado.auto
303.831.1722



10 Colorado Automobile Dealers Association May 2018

In Memoriam

Peet  Hans Heuberger

Peet Hans Heuberger 
passed away in the 
comfort of his home 
on Saturday,  
April 28, 2018.
Born on November 23, 1933 in 
Bern, Switzerland, Peet lived in 
Switzerland until 1956 when he 
immigrated to the United States. 
He made his way across the U.S. 
landing in Denver, Colorado. He 
started work at Mountain States 
Volkswagen where he met his wife 
Carolyn. They eloped in 1957 and 
were married for 60 years.

As a young man, Peet loved cars 
and racing in Europe. His racing 
career gave him a knowledge of 
cars and repairs that led to his 
success in the automotive industry 
in the U.S. 

He worked for his father-in-
law, Will McConnell until 1970 
when he was able to open his 
own Volkswagen Dealership in 
Colorado Springs. He opened the 
Subaru franchise in 1975 and from 
there he built a family dealership, 
which continues to this day as a 
family business. He was always 
proud of his employees and valued 
all the customers he served.

Peet was an 
accomplished sailor. He 
loved to sail and spent 
as much time as he 
could taking his friends 
sailing. His favorite trip 
was sailing from San 
Diego to Hawaii with his 
cousin, Rolf and friend, 
R.G. Dallman. He sailed 
his whole life and loved 
the adventure of it. 

Peet loved the opera 
and as a boy, he went 
to the theater with his 
parents and enjoyed 
listening to opera as 
often as he could.

Peet was a generous 
and kind man, always 
willing to work hard and give 
to others. He and Carolyn were 
philanthropic to their causes in 
life. He naturalized in 1990 and 
was proud to be an American 
citizen. He was always speaking up 
on politics and religion. One could 
debate with him for hours on any 
number of subjects. He will be 
missed by many.

Peet was preceded in death by 
his wife Carolyn and his parents 
Hans and Hilda Heuberger; sisters, 
Hiedi Petrillo and Hilja Hurfurth. 

He is survived by his children, 
son, Gunnar (Sherri) Heuberger 
and daughter, Heather Heuberger; 

3 grandchildren, Skyler Short 
(Kim), Savanna Guffy (Marshall), 
Joshua Eberly; two great-grand-
children, Jackson Guffy and Mason 
Guffy, all of Colorado Springs. His 
brothers-in-law, Wright McConnell 
of Polson, Montana and Michael 
McConnell of Denver, Colorado. 

In lieu of flowers, the 
Heuberger family suggests listen-
ing or going to an opera in memory 
of Peet. 

November 23, 1933 - April 28, 2018
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Thanks for making 
a difference!
Larry H. Miller dealerships volunteer for 
Annual Day of Service

On April 26, The Denver Business Journal reported that 300 
employees representing the 14 Larry H. Miller dealerships in 
Colorado pitched in during the Annual Day of Service event. Since 
2010, 9,777 employees have donated more than 38,972 hours at 
192 locations in seven states as part of the initiative. 

Organizations that benefit from this year’s Annual Day of 
Service in Colorado include A Precious Child, Children’s Hospital 
of Colorado, Jeffco Action Center, Tennyson Center for Children, 
City of Thornton Carpenter Park, Habitat for Humanity, Colorado 
Springs Therapeutic Riding Center and City of Boulder Valmont 

Bike Park.

Welcome, new 
member! 
Empire Lakewood Nissan buys Larry  
H. Miller Nissan Southwest

Congratulations to Chris Lenckosz, with Empire Lakewood 
Nissan on his new dealership purchase. On May 9, 2018, he 
purchased Larry H. Miller Nissan Southwest,  
at 5067 S. Wadsworth Blvd. in Littleton. 

He’s joined by Dave Morrisey, who will serve as General 
Manager of Empire Littleton Nissan.

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

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

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

1 (800) 749 2201
weathersolve.com
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June 2018
Warranty Reimbursement at 
Retail seminar
Monday, June 18
DoubleTree by Hilton Hotel Durango
501 Camino Del Rio
Durango 81301
11:30 a.m. – 1:15 p.m.
Lunch included

Tuesday, June 19
Holiday Inn Express & Suites Montrose
1391 S. Townsend Ave.
Montrose 81401
7:30 – 9:15 a.m.
Breakfast included
The Hotel Colorado
526 Pine St.
Glenwood Springs 81601
Noon – 2:30 p.m.
Lunch included

Register – ALL LOCATIONS
e-mail: SeminarRSVP@colorado.
auto

Monday, June 25
Courtyard by Marriott Pueblo Downtown
110 W. City Center Dr.
Pueblo 81003
7:30 – 9:15 a.m.
Breakfast included
The Antlers Hotel
4 S. Cascade Ave.
Colorado Springs 80903
11:30 a.m. – 1:15 p.m.
Lunch included 
Tuesday, June 25
CADA Headquarters
290 E. Speer Blvd.
Denver 80203
7:30 – 9:15 a.m.
Breakfast included
The Ranch Events Complex
5280 Arena Circle
Loveland 80538
11:30 a.m. – 1:15 p.m.
Lunch included

CSADA members only, register:
CSADARSVP@colorado.auto

(For details, visit colorado.auto/events)

CADA Upcoming Events

Thank You! to the Sponsors 
of the 2018 
Preview Gala

Title Sponsor

Premier Sponsor

Platinum Sponsors

Mastery of Finance for Auto 
Dealers & Key Leaders
Tuesday, June 19
8 a.m. – 5 p.m.
CADA Headquarters
290 E. Speer Blvd.
Denver, CO  80203

Register
Online:  Colorado.auto/events
e-mail: SeminarRSVP@colorado.auto
Phone:  303.831.1722



If it could use a makeover — or even a little boost — CADA Insurance Services can help get it in shape.

What’s more, when you opt for employee benefits from CADA Insurance Services, 

you help new car dealers win important victories at our state capitol!

Craig Gordon
303 • 457 • 5118 

craig.gordon@colorado.auto

How healthy is THAT?!!

How healthy is your
employee benefits plan?
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By Kim Jackson, with Michelle O’Connor

Just-passed Warranty  
Reimbursement at Retail bill

changes the game

or the past two years, the critically important issue of warranty reimbursement 
at retail rate has been at the forefront of CADA’s policy agenda. The bill that was 
passed earlier this month, SB 18-219, will go a long way in leveling the playing field 
that has so often favored manufacturers.

Dealers storm the Capitol, to help ensure SB-219’s passage. From left: David Liebowitz, Michelle O’Connor, Michael Dunlap, Raleigh Dunlap, Randy 
Biles, Michael Dommermuth, Matthew Groves, Thom Buckley, Mark Klever, George Billings, Paul Suss, Brent Wood, Todd Maul, Patrick Teegarden, 
Mike Feeley, John Medved, Melissa Kuipers Blake.

F
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Michael Dunlap, vice chair of the Legislative Policy 
Committee and VP of Development for Schomp 
Automotive, said, “It’s probably the most meaningful piece 
of legislation that we’ve passed, since I’ve been involved 
with CADA the last four years, and probably more finan-
cially meaningful than just about anything else that a dealer 
body or dealer association could tackle.”

Why was SB-219 so important?

The bill was needed to correct a significant deficiency 
with manufacturer reimbursement to dealers for war-
ranty and recall work. Michael Dommermuth, director 
with Fairfield & Wood, P.C., said, “Some manufacturers 
took advantage of dealers by paying dealers as much as 40 
percent less for warranty and recall work. Hopefully, the 
statute will level that playing field by requiring manufac-
turers to reimburse dealers at a rate closer to their true 
retail rate.”

Before the bill’s passage earlier this month, Colorado 
was one of only seven states without a statute that required 
manufacturers to reimburse dealers at current market rate. 
Colorado dealers had delayed action here until the out-
come of litigation in Florida and Connecticut were settled. 

Also, the contracts between manufacturers and dealers 
are contracts of adhesion, meaning manufacturers have 
unilaterally dictated the terms of those contracts on a take-
it-or-leave-it basis. And they’ve abused their position to 
their advantage. The bill’s passage shifts this imbalance by 
giving dealers more rights.

The measure gives dealers a way to collect a higher rate 
for the work they’re contractually required to perform for 
manufacturers, and signals the end of consumers and deal-
ers subsidizing manufacturers’ warranty and recall costs.

Will help recruit — and keep — technicians

Even more, Dunlap explained, the bill is a pivoting point 
for recruiting and retaining auto technicians. “It’ll make 
Colorado a more attractive state for technicians to relocate 
to,” he said. Thanks to the bill’s passage, “dealerships will 
be more profitable and technicians are going to make more 
money. We’re going to be able to do a better job of tak-
ing care of them. It makes the technician trade a bit more 
attractive and I think that overall technician rates will 
climb in Colorado in the next few years, where we sort of 
plateau, based on the effect of the bill.”

Mike Feeley added, “Manufacturers and legislators both 
recognized that if a dealership has too much warranty and 
not enough non-warranty repair work, “these guys go down 
to work for Midas Muffler and do extremely well. So there 
was no real dispute about the need for the bill.” 

The CADA lobbyist and shareholder attorney with 
Brownstein Hyatt Farber Schreck added, “the dispute was, 
‘What is this bill going to look like?’ And one of the major 
arguments was about the shortage of technicians: ‘How do 
we keep technicians?’ ‘Where can we educate them?’”

In fact, that was just one part of the countless hours 
many people devoted behind the scenes to ensure the 
bill’s passage.

CADA greased the skids through legislative grassroots 
efforts. CADA and dealers individually met with nearly 
every member of the Colorado State Legislature to share 
background information of the legislation, before it was 
introduced. 

Dommermuth observed that the legislative grassroots 
meetings were the beginning of the resolution of the prob-
lem. “Sitting down with a legislator one on one has more 
impact than sitting in a hearing room, listening to testi-
mony about what the problem is.”

Through the legislative grassroots meetings, “all the 
legislators had a good background on what the issues were 
and why this legislation was necessary. Kudos to CADA 
for laying that groundwork through legislative grass-
roots meetings.”

Dealers also attended hearings, which, Feeley said, 
made a big impression on state legislators. “Dealers made 
it clear how important this bill was to the industry,” Feeley 
explained. “We filled the room, both in the Senate and 
House hearings. For our dealers to first pay attention and 
then what ended up being four or five hours getting to the 
capitol in the middle of the work week, really reflects the 
passion dealers have about this issue.”

And, he noted, “that was a huge plus. Dealers were pay-
ing attention, they were showing up, they were making 
calls to legislators. They knew how important it was. We 
always have that, but it was really intense with this bill.”

“[The bill] will make Colorado a more 

attractive state for technicians to relocate to. 

Dealerships will be more profitable and  

technicians are going to make more money.”

— Michael Dunlap 
VP Business Development  

Schomp Automotive
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Intense because this was one bill that was not a slam-
dunk at the state legislature. In fact, Dunlap observed that 
it was a roller coaster, from introducing the bill to its pas-
sage — just two days before the session ended. 

“We had a much more organized manufacturer resis-
tance and lobby effort this year,” he noted. “They came 
out in force and were well prepared. They also used some 
tactics I don’t think we had anticipated.”

In fact, the Senate Business, Labor and Technology 
Committee hearing was an eye opener. While it was well 
known that the bill would present many challenges with 
the manufacturers leading the opposition, the CADA 
team of dealers, lobbyists and staff were not prepared 
for the misinformation they shared with committee 
members. 

“They were very well prepared,” Feeley said, “because 
there are 43 states who have done this. There was one 
representative from the manufacturers’ alliance who does 
nothing but this from state to state.”

While dealers and the CADA lobby team rebutted 
many of these inaccuracies, damage had already been 
done. By the end of the day, the committee added four 
unfavorable amendments. The committee carried the 
bill two days later with a unanimous vote, but for dealers, 
it was back to the drawing board, due to the problem-
matic amendments.

Dunlap said, “We had to do some real scrambling com-
ing out of the Senate Business Committee, then over to 
the House to clean up a bill that if it HAD stayed in its cur-
rent form, we would have killed it. The amended Senate 
committee version would have been worse for dealers 
than no bill.”

In typical fashion, CADA’s various teams put their 
heads down and charged ahead. In house, CADA redou-
bled grassroots efforts by mobilizing dealers and sharing 
information on the bill’s progress. The lobby and legal 

teams closely worked with Sen. Jack Tate, the bill’s 
sponsor and chair of the Senate Business, Labor and 
Technology Committee, to sort through issues and create 
a revised amendment to clean up the adverse language 
that had been added.

Even so, CADA made compromises. “It was a very pro-
tracted, very involved process, with a lot of stakeholders,” 
Feeley said. “We actually had meetings where there were 
as many as 10 different parties in the room and people 
on the phone from the Alliance of Auto Manufacturers 
in Washington and manufacturers’ representatives 
from Detroit.”

As for the auto dealers, Feeley said, “we were always 
outnumbered, but that’s okay because we knew the 
subject very well. We knew where the bottom lines were, 
where we could give in — and where we couldn’t.”

The result? The amended bill was unanimously passed 
on Second Reading on the Senate floor. “The fact that 
Tim, Mike, Melissa and their crew were really able to bring 
it back from the brink of a dead bill to one that dealers 
could be proud of, it really is a fantastic accomplishment,” 
Dunlap noted.

From there, the bill went to the House Business 
Affairs and Labor Committee, where Tracy Kraft-Tharp 
was House sponsor and serves as chair. The CADA team 
closely worked with her to remedy the unfavorable lan-
guage that was still in the Senate-passed version of the 
bill. 

After hosting a second bill briefing at headquarters, 
CADA and dealers attended the House committee 
meeting, where the measure unanimously passed. The 
committee report, along with CADA’s amendments to the 
bill, went to the House floor, where it also unanimously 
passed. The measure passed out of the House on May 
4, after the Third and Final Reading, and was passed by 
the Colorado State Senate on concurrence of the House 

“We were always outnumbered, but 

that’s okay, because we knew where 

the bottom lines were, where we could 

give in — and where we couldn’t.”

— Mike Feeley, CADA Lobbyist and 
Shareholder Attorney,  

Brownstein Hyatt Farber Schrek



New! Learn from the industry’s best!

Share Innovative Dealer
Summit sessions with everyone  
in your dealership!
If you attended the Innovative Dealer Summit, you can stream all 
the breakout session recordings FREE through July 4. AND you can 
share your on-demand Fast Pass with everyone in your dealership, so 
start streaming today!

Didn’t make it to the Innovative Dealer Summit?
You can stream or download just the sessions you want from the 
Innovative Dealer Summit — such as digital marketing sessions, or 
the HR/Hiring track.

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

Visit PlaybackIDS.com to get started!

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

PlaybackIDS.com

Your options
Products Includes Attendees Non-Attendees

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

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

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

Individual Streaming + Download $25 $30 
Sessions
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amendments Monday, May 7 (two days before session 
closed) and was sent to Governor HickenlooperMay 16 for 
his signature.

“Hats’ off to our lobby and legal team, particularly Mike 
Feeley,” Dunlap said. “There were times along the way 
where this bill was on the verge of being killed. Feeley single 
handedly brought it back from a pretty desperate spot. I 
think credit goes to the legal and lobby teams, along with 
Matt Groves, Michelle O’Connor and Tim Jackson on the 
CADA side. Thanks, too, to all the dealers who participated 
in the Legislative Grassroots Meetings and who went to the 
Capitol to testify or witness testimony in both the Senate 
and House committees. It really was a monumental effort 
that CADA and the dealers should really be proud of.”

Like Michael Dunlap, David Liebowitz fought hard to 
pass the bill. The General Counsel for Braman Management 
Association, which owns dealerships in Florida and 
Colorado, has been helping his dealerships in Florida reap 
the benefits of its warranty reimbursement bill, which was 
enacted ten years ago. 

“We were very familiar with the issue and what the 
legislation can do for dealers to remedy the problem of man-
ufacturers’ short paying dealers, compared to the market,” 
he said. “All of our dealerships pay close attention to this, 
because if a dealer doesn’t, they’re leaving it to the discre-
tion of the manufacturer. The manufacturer just does not 
have an economic incentive to make sure a dealer is fairly 
paid, compared to that dealer’s local market.”

Over time, this bill will result in a potential increase for 
every dealer, based on the effective labor and parts rate man-
ufacturers must pay for warranty work. And it’s a numbers 

game. Dommermuth observed that the statute is designed 
to be mechanical. “The dealer makes a submission to the 
manufacturer. The manufacturer can object to the rate 
that’s requested, but the statute is supposed to control what 
the reimbursement rate will be.”

He added, “The statute’s intent is to create a procedure 
where a dealer makes a submission to the manufacturer for 
an increase in their reimbursement rates, for both labor and 
parts. It’s an additional tool in the tool box to help create 
some parity between dealers and manufacturers. Dealers 
can expect a significant uplift if they follow the procedure in 
the statute to increase their reimbursement rate.”

Liebowitz agreed. Having experience in a state with a 
good warranty reimbursement law, he has seen his owner’s 
dealerships reap the rewards. “It’s extremely important that 
dealers all vindicate their rights and actually take advantage 
of the rights that the law affords them. If they don’t, they will 
be allowing the manufacturers to have their warranty obliga-
tions subsidized by the dealers. If a dealer does not take 
advantage of this law, they’re effectively keeping their own 
income streams lower than they should be. There’s no doubt 
about that.”

“CADA worked very hard for two years to help Colorado 
dealers,” Liebowitz observed. “I think it’s that important 
to a dealer’s bottom line, because of the nature of the car 
business today and what the manufacturers have done to 
dealers.” 

David Liebowitz (right), general counsel for Braman Management 
Association (with dealerships in Colorado), gives testimony at the House 
Committee meeting. Also at the table are Michael Dunlap (center), VP 
of Business Development for Schomp Automotive and vice chair of the 
CADA Legislative Policy Committee, along with the bill’s House sponsor, 
Rep. Tracy Kraft-Tharp.

“If a dealer does not take advantage 

of this law, they’re effectively keeping 

their own income streams lower than 

they should be.”

— David Liebowitz 
General Counsel 

Braman Management Association

Register now for the June seminar that walks you through the 
calculations, so when the law goes into effect October 1, you can be 
reimbursed for warranty work at market rates. See page 9 for details.
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Forms used in sales process protect you from liability

Editor’s note: Last month, we began a 
discussion of the various forms acquired 
by CADA when Bradford Publishing closed 
its doors in December. CADA makes these 
forms available to all members and the 
general public to facilitate the motor vehicle 
sales process. 

While the forms discussed in last 
month’s Bulletin are essential to the 
sales process, the forms featured  
here will provide additional protec-
tions that are critical in shielding 
dealers from liability, creating a 
complete record of the transaction 
and protecting dealers’ rights on 
deals that go sour.

895 Affidavit for Trade-In Vehicles
This form was designed to protect deal-
ers from consumers who bring vehicles 
to trade as a way to lower the price of the 
subsequent purchase. The 895 provides 
representations that the consumer will 
make to the dealer about the trade-in 
vehicle, which are an essential element 
of the dealer’s acceptance of the trade-in 
as part of the transaction. 

This agreement maintains that the 
signer holds title to the vehicle, free 
of any undisclosed liens; the vehicle 
has never been salvaged, rebuilt from 
salvage, or totaled as defined under 
Colorado law – but applicable to damage 
in any state; and the vehicle has not 

suffered material damage, theft or 
alteration of emissions systems.

This document, signed by the owner 
of the vehicle before trade in, creates 
a binding contract between dealer and 
consumer. Should the representations of 
the consumer be discovered untruthful 
at the time they were made, causing the 
trade in to be worth less than bargained 
for during the negotiations, the dealer 
will have recourse to recover the 
lost value.

9-90: Lease Disclosure Form
Form 9-90 is designed as a checklist to 
walk the lessee of a vehicle through the 
mandatory disclosures required for a 
motor vehicle lease. Most significantly, 

By Matthew Groves 
VP, Regulatory & Compliance

The Dunes Course
13300 Riverdale Road

Brighton, CO  80602

Three ways to register:
On line 
Co l o ra d o . a u to / eve nt s
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R SV P @ Co l o ra d o . a u to
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3 0 3 . 8 3 1 . 1 7 2 2
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C A DA  1 2 t h  A n n u a l  G o l f  E ve nt
Monday, July 23,  2018

presented by

RegisterNow!

Dealers play free!
Two  p l aye r s  fo r  e a c h  d e a l e r s h i p  l o c at i o n

Q u e s t i o n s ?
303.831.1722
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this disclosure alerts buyers that should 
they not receive financing on the agreed 
upon terms within 10 days, they must 
return the vehicle. 

It also discloses that they will be 
responsible for daily and mileage 
charges, any damage sustained while the 
vehicle was in their possession, and the 
costs of repossession, if repossession 
becomes necessary. Upon receiving 
each of these disclosures, the buyer 
will initial to prevent allegations at a 
later date that such disclosures were 
never made.

Model Privacy Notice 
There is, perhaps, no area of greater 
concern to younger buyers and federal 
agencies in a motor vehicle transaction 
than the collection and use of personal 
data. In 2009, a rule requiring a privacy 
notice took 104 pages of the Federal 
Register to expound the requirements of 
each of eight regulating agencies. 

The Model Privacy Notice is a portal, 
linked from the CADA forms ordering 
website, where you can completely 
customize your privacy notices based on 
the way your dealership uses data. 

Once an order is placed, this cus-
tomization will be saved for subsequent 
orders. These options could allow 
the dealer to share information with 
affiliates for marketing purposes and/
or give the buyer a way to opt out of 
such information sharing. The language 
for each option is specified by federal 
regulation, meaning this notification is 
not something dealers should undertake 
to create or modify on their own. 

It is recommended that dealers 
use these forms on each transaction 
because of the data that may be kept 
or accessed by third parties, such as a 
dealer management system or finance 
companies. As with several other federal 
regulations, failure to disclose can lead 
to draconian penalties.

RM 620: Stop Sale Liability Release 
The Colorado Revised Statutes and 

Colorado Code of Regulation do not 
preclude a dealer from selling a vehicle 

on which a manufacturer has issued a 
stop sale order. 

It is important to note that your 
contract or relationship with your 
manufacturer may limit this ability. 
However, if you opt to sell one of 
these vehicles, or if you are selling an 
off-brand vehicle under such a stop 
sale, this must be disclosed to the 
buyer before the purchase. The RM 620 
accomplishes this specific purpose. 

Also important to note, this dis-
closure provision applies only to used 
vehicles. If the manufacturer stop sale 
is issued pursuant to an open recall on a 
new vehicle, the dealer may not sell that 
vehicle. 

Likewise, if the National Highway 
and Traffic Safety Administration 
(NHTSA) issues a stop drive order, the 
vehicle may not be sold — new or used. 
This is the primary difference between a 
stop drive and a stop sale.

Please check back next month for 
explanations of the government issued 
(DR-) forms. If you have any questions 
about forms, or how to place an order, 
please contact me: matthew.groves@
colorado.auto, or 303.282.1449.
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Clear the Air 
Foundation 
welcomes 
Mark Zeigler
Please join us in welcoming Mark 
Zeigler as Manager for the Clear 
the Air Foundation. As only the 
third person to lead in its 11-year 
history, Mark is well poised — and 
excited — to take the Foundation to 
the next level.

An Ohio state University grad, Mark 
spent 20 years in the Executive 
search industry, including recruiting, 
startups, management, IT, marketing 
and operations. He also served as 
the director of business development 
with an anesthesia staffing agency, 
where he grew the company from 
$3 million in annual billings to 
more than $10 million in two years. 
Welcome, Mark!

Contributions
to date: 217
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By Janet Sanders

Credit card costs eat away at automobile dealers’ bottom lines. Dealers 
often do not realize the impact on profits. And if they do, many are 
convinced there is little that can be done.

There are numerous ways in which CADA dealer members, and other 
businesses, can substantially reduce credit and debit card transaction 
costs to help strengthen the bottom line. Doing so also provides 
protection from numerous mishaps that can occur in the card 
processing realm including disputed charges and outright attempts at 
fraud. 

Long-Term Relationship with CADA

Since 2010 my company, Incom Direct (“Incom”), has had the pleasure 
and honor to work with the Colorado Automobile Dealers Association. 
We have identified and reduced numerous inflated and unnecessary 
fees, resulting in cumulative savings of more than $10 million for our 
CADA-member clients.

While card processing costs are typically one of a dealership’s top four 
expense items, the costs are seldom understood in detail and many 
misconceptions abound. We help CADA members understand and 
address these costs.

Our Approach: Unrivaled Customer LoyaltyNearly all card 
processing providers work for banks or one of the major card 
processors (i.e., First Data, Global, NPC/WorldPay and Elavon). Incom 
takes a different approach. We do not enter into exclusive business 
arrangements with these entities. 

As such, we will obtain competitive bids from the card processors 
and determine the rates and pricing programs that will best meet 
clients’ needs. We only represent the concerns of our clients, like 
CADA members

Through this unique negotiating approach, Incom delivers the most 
aggressive pricing solutions in our industry today. This is the result 
of rigorous bargaining between providers and through cutting edge 
Interchange pricing that eliminates expensive mark-ups. We succeed by 
treating your bottom line as our own. 

But we do not stop there. Incom serves as client advocate by researching 
lost transactions, addressing chargebacks, fraud prevention and handling 
Europay, MasterCard and Visa (EMV) issues. 

We support our clients as they go to arbitration or otherwise deal with 
disputed, large charges. 

Incom has helped many dealerships by reviewing their existing 
processing arrangements to help them better understand large 
and unnecessary charges. The absence of rigorous regulation on 
card processing can make the cost and types of these charges 
quite eye-opening.

Incom clients’ thus pay lower costs and have greater transaction 
transparency. We also understand and rigorously track developments on 
payment card industry and EMV requirements and mandates. 

Expanding Our Offerings to CADA
Incom’s business has been built on the simple practice and principle of 
always finding the best solutions for clients. And in addition to CADA, we 
are fortunate to have many great clients including Johns Hopkins, KFC, 
Taco Bell and the California New Car Dealers Association. 

Even if you are happy with your current card processing firm, Incom can 
help. We have a new program for CADA members whereby we will review 
your costs and negotiate with your current provider to achieve savings. 
93 percent of the time Incom can identify and eliminate unnecessary 
processing expenses. 

Headquartered in Denver, we also provide 24/7 local service and technical 
support. 

I greatly value and appreciate the opportunity for Incom to provide eight 
years of service to CADA’s member companies. For those dealers we 
have already worked with, thank you. For the others, we hope to have the 
chance to speak with you soon and help provide savings that will go to 
your bottom line. 

About the Author
Janet Sanders is founder, president and chief executive officer of Incom 
Direct, a national broker and specialized provider of credit and debit card 
transaction services. 

Headquartered in Denver, Incom Direct was founded in 2002 and has 
been the Colorado Automobile Dealers Association’s sole endorsed 
provider of card transaction services since 2010. Incom serves thousands 
of businesses throughout the United States. 

She can be reached at janet@incomintl.com or 1-877-810-8635.  

This is the first of three articles that Ms. Sanders is writing for the Bulletin. 

 

Addressing Credit Card Costs Improves Your Bottom Line
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Released: April 2018 Covering data thru March 2018

Colorado Auto Outlook
Comprehensive information on the Colorado automotive market

TM Sponsored by:

New retail car and 
light truck registra-
tions in the state 
declined 7.8% in 
March 2018 versus 
strong year ear-
lier results. Note: 
monthly recording 
of registrations 
occurs when the 
data is processed 
by the DMV. This 
can impact the 
measurement of 
registrations in 
individual months. 
Year-to-date figures 
are more reflective 
of market results.

New registrations 
in the state slipped 
3.3% during the 
first three months 
of this year versus 
the same period a 
year earlier. Passen-
ger cars declined 
by 9.7% while Light 
Trucks were down 
less than 1%.

Used vehicle 
registrations were 
up 2.8% so far this 
year. (Only includes 
vehicles seven 
years old or newer.)

MINI, Volvo, BMW, 
Honda, Audi, and 
Chevrolet had the 
largest increases 
in ytd registrations 
(see page 4).

Quick Facts

Data Information

All data represents new and used vehicle retail registrations in Colorado and excludes fleet and wholesale transactions. Used vehicle data only includes vehicles seven years old or 
newer and excludes private party transactions.  Please keep in mind that monthly registration figures can occasionally be subject to fluctuations, resulting in over or under estimation 
of actual results. This usually occurs due to processing delays by governmental agencies. For this reason, the year-to-date figures will typically be more reflective of market results. 
Green shaded areas in tables represent the top ten ranked brands. Data Source: AutoCount data from Experian.

Percent Change in Colorado New and Used Retail Light Vehicle Registrations
(Used registrations only include vehicles seven years old or newer)

Colorado New and Used Vehicle Markets Summary
(Used registrations only include vehicles seven years old or newer)

Year to date thru March

Retail New Vehicle Registrations Retail Used Vehicle Registrations

YTD

2017

YTD

2018

Percent

Change

YTD

2017

YTD

2018

Percent

Change

Total 52,092 50,396 -3.3% 52,845 54,301 2.8%

Cars 14,057 12,696 -9.7% 19,967 20,410 2.2%

Light Trucks 38,035 37,700 -0.9% 32,878 33,891 3.1%

Detroit Three Brands 19,174 18,554 -3.2% 24,916 24,912 0.0%

European Brands 5,619 5,921 5.4% 5,559 6,264 12.7%

Japanese Brands 24,608 23,162 -5.9% 18,634 19,243 3.3%

Korean Brands 2,691 2,759 2.5% 3,736 3,882 3.9%
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New Vehicle Market Brand Registrations

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

Data Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

March
Three Month Period

Jan. '18 thru Mar. '18
Year to date thru March

Year-to-date

Market Share (%)

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 15,387 14,185 -7.8% 52,092 50,396 -3.3% 52,092 50,396 -3.3%

Acura 121 95 -21.5% 402 378 -6.0% 402 378 -6.0% 0.8 0.8 0.0
Audi 276 294 6.5% 1,018 1,112 9.2% 1,018 1,112 9.2% 2.0 2.2 0.3
BMW 271 244 -10.0% 898 1,035 15.3% 898 1,035 15.3% 1.7 2.1 0.3
Buick 110 120 9.1% 404 400 -1.0% 404 400 -1.0% 0.8 0.8 0.0
Cadillac 60 56 -6.7% 304 270 -11.2% 304 270 -11.2% 0.6 0.5 0.0
Chevrolet 1,070 1,073 0.3% 3,646 3,950 8.3% 3,646 3,950 8.3% 7.0 7.8 0.8
Chrysler 95 47 -50.5% 275 256 -6.9% 275 256 -6.9% 0.5 0.5 0.0
Dodge 261 179 -31.4% 759 599 -21.1% 759 599 -21.1% 1.5 1.2 -0.3
Fiat 13 15 15.4% 54 54 0.0% 54 54 0.0% 0.1 0.1 0.0
Ford 1,822 1,477 -18.9% 5,946 5,409 -9.0% 5,946 5,409 -9.0% 11.4 10.7 -0.7
GMC 515 421 -18.3% 1,677 1,655 -1.3% 1,677 1,655 -1.3% 3.2 3.3 0.1
Honda 1,106 1,183 7.0% 3,761 4,161 10.6% 3,761 4,161 10.6% 7.2 8.3 1.0
Hyundai 371 433 16.7% 1,544 1,583 2.5% 1,544 1,583 2.5% 3.0 3.1 0.2
Infiniti 105 91 -13.3% 394 328 -16.8% 394 328 -16.8% 0.8 0.7 -0.1
Jaguar 39 22 -43.6% 136 87 -36.0% 136 87 -36.0% 0.3 0.2 -0.1
Jeep 1,107 1,066 -3.7% 3,616 3,555 -1.7% 3,616 3,555 -1.7% 6.9 7.1 0.1
Kia 329 314 -4.6% 1,147 1,176 2.5% 1,147 1,176 2.5% 2.2 2.3 0.1
Land Rover 75 77 2.7% 256 262 2.3% 256 262 2.3% 0.5 0.5 0.0
Lexus 251 186 -25.9% 1,055 890 -15.6% 1,055 890 -15.6% 2.0 1.8 -0.3
Lincoln 79 54 -31.6% 262 240 -8.4% 262 240 -8.4% 0.5 0.5 0.0
Maserati 7 9 28.6% 34 27 -20.6% 34 27 -20.6% 0.1 0.1 0.0
Mazda 381 331 -13.1% 1,124 1,087 -3.3% 1,124 1,087 -3.3% 2.2 2.2 0.0
Mercedes 226 248 9.7% 856 880 2.8% 856 880 2.8% 1.6 1.7 0.1
MINI 40 88 120.0% 185 231 24.9% 185 231 24.9% 0.4 0.5 0.1
Mitsubishi 65 59 -9.2% 229 198 -13.5% 229 198 -13.5% 0.4 0.4 0.0
Nissan 911 677 -25.7% 3,031 2,509 -17.2% 3,031 2,509 -17.2% 5.8 5.0 -0.8
Porsche 61 79 29.5% 201 213 6.0% 201 213 6.0% 0.4 0.4 0.0
Ram 559 531 -5.0% 2,034 1,936 -4.8% 2,034 1,936 -4.8% 3.9 3.8 -0.1
smart 5 3 -40.0% 12 8 -33.3% 12 8 -33.3% 0.0 0.0 0.0
Subaru 2,289 1,898 -17.1% 6,959 6,095 -12.4% 6,959 6,095 -12.4% 13.4 12.1 -1.3
Tesla 53 51 -3.8% 251 284 13.1% 251 284 13.1% 0.5 0.6 0.1
Toyota/Scion 2,174 2,195 1.0% 7,652 7,515 -1.8% 7,652 7,515 -1.8% 14.7 14.9 0.2
Volkswagen 447 465 4.0% 1,654 1,575 -4.8% 1,654 1,575 -4.8% 3.2 3.1 0.0
Volvo 87 76 -12.6% 298 364 22.1% 298 364 22.1% 0.6 0.7 0.2
Other 6 28 366.7% 18 74 311.1% 18 74 311.1% 0.0 0.1 0.1
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Three year old vehicle market share has increased, 
while one and two year old share is down.

Released: April 2018 (covering March 2018 data) Page 3

Used Vehicle Market Brand Registrations (only includes vehicles seven years old or newer)

Change in Used Vehicle Market Share by Age of Vehicle 
YTD 2018 thru March v. YTD 2017

Data Source: AutoCount data from Experian.

Colorado Used Retail Car and Light Truck Registrations

March
Three Month Period

Jan. '18 thru Mar. '18
Year to date thru March

YTD

Market Share (%)

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.
TOTAL 17,715 17,964 1.4% 52,845 54,301 2.8% 52,845 54,301 2.8%
Acura 258 198 -23.3% 687 583 -15.1% 687 583 -15.1% 1.3 1.1 -0.2
Audi 310 407 31.3% 948 1,169 23.3% 948 1,169 23.3% 1.8 2.2 0.4
BMW 493 443 -10.1% 1,440 1,448 0.6% 1,440 1,448 0.6% 2.7 2.7 -0.1
Buick 188 244 29.8% 575 707 23.0% 575 707 23.0% 1.1 1.3 0.2
Cadillac 259 239 -7.7% 767 701 -8.6% 767 701 -8.6% 1.5 1.3 -0.2
Chevrolet 1,780 1,941 9.0% 5,335 5,618 5.3% 5,335 5,618 5.3% 10.1 10.3 0.3
Chrysler 276 224 -18.8% 824 685 -16.9% 824 685 -16.9% 1.6 1.3 -0.3
Dodge 1,309 1,234 -5.7% 3,891 3,770 -3.1% 3,891 3,770 -3.1% 7.4 6.9 -0.4
Ford 2,468 2,410 -2.4% 7,519 7,378 -1.9% 7,519 7,378 -1.9% 14.2 13.6 -0.6
GMC 584 661 13.2% 1,835 2,052 11.8% 1,835 2,052 11.8% 3.5 3.8 0.3
Honda 795 767 -3.5% 2,370 2,428 2.4% 2,370 2,428 2.4% 4.5 4.5 0.0
Hyundai 694 765 10.2% 2,103 2,247 6.8% 2,103 2,247 6.8% 4.0 4.1 0.2
Infiniti 181 229 26.5% 585 675 15.4% 585 675 15.4% 1.1 1.2 0.1
Jaguar 14 23 64.3% 34 46 35.3% 34 46 35.3% 0.1 0.1 0.0
Jeep 1,228 1,269 3.3% 3,856 3,736 -3.1% 3,856 3,736 -3.1% 7.3 6.9 -0.4
Kia 587 523 -10.9% 1,633 1,635 0.1% 1,633 1,635 0.1% 3.1 3.0 -0.1
Land Rover 118 85 -28.0% 333 277 -16.8% 333 277 -16.8% 0.6 0.5 -0.1
Lexus 303 279 -7.9% 913 866 -5.1% 913 866 -5.1% 1.7 1.6 -0.1
Lincoln 93 72 -22.6% 262 238 -9.2% 262 238 -9.2% 0.5 0.4 -0.1
Mazda 258 226 -12.4% 802 727 -9.4% 802 727 -9.4% 1.5 1.3 -0.2
Mercedes 368 323 -12.2% 955 1,006 5.3% 955 1,006 5.3% 1.8 1.9 0.0
MINI 102 111 8.8% 281 325 15.7% 281 325 15.7% 0.5 0.6 0.1
Mitsubishi 132 65 -50.8% 324 224 -30.9% 324 224 -30.9% 0.6 0.4 -0.2
Nissan 1,531 1,626 6.2% 4,530 4,719 4.2% 4,530 4,719 4.2% 8.6 8.7 0.1
Other 91 63 -30.8% 245 225 -8.2% 245 225 -8.2% 0.5 0.4 0.0
Porsche 46 61 32.6% 118 178 50.8% 118 178 50.8% 0.2 0.3 0.1
Subaru 1,001 1,055 5.4% 3,014 3,313 9.9% 3,014 3,313 9.9% 5.7 6.1 0.4
Toyota/Scion 1,787 1,908 6.8% 5,362 5,687 6.1% 5,362 5,687 6.1% 10.1 10.5 0.3
Volkswagen 377 419 11.1% 1,035 1,349 30.3% 1,035 1,349 30.3% 2.0 2.5 0.5
Volvo 84 94 11.9% 269 289 7.4% 269 289 7.4% 0.5 0.5 0.0
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New construction? Remodel? 
Don’t allow just anyone to perform your 
cost segregation study. 

EKS&H offers a comprehensive, 
engineering-based process that can lower 
your taxes and leaves nothing on the table.

 
To learn more, email Lucky Heggs or Drew Mattox 
at lheggs@eksh.com or dmattox@eksh.com, call
303.740.9400, or visit us online at www.eksh.com.



Member FDIC

We believe that you deserve more than empty promises.

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

Focused on you.
You deserve more.

UMB.com  |  303.839.1300


