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HAPPY HOLIDAYS AND
PROSPEROUS NEW YEAR

2012: A YEAR IN REVIEW
This past year has been one of the best the automobile business has experienced in recent memory, and Colorado dealers have certainly shared in its success. Our industry has led the American
economic rebound. In Colorado, we will end 2012 with a 20%-plus increase in sales, following last
year’s 15%-plus increase. We will end this year at 75% of the all-time high achieved in annual new
car sales, set in the year 2000. Yet, not to put too rosy a picture on our status, we all know we face
more pressure from regulators, factories and consumers than ever before and our margins have
never, in history, been tighter. Those are reasons CADA is as important to us in good sales years as
it is when sales are not so good.
shape, you might say. This is largely due to the quality and hard work of our CADA staff, which
some excellent strategic moves this year. One that stands out is the decision to hire a chief operatinnovative and energetic leadership.
Financially, CADA may never have had a better year: we set a new revenue record for both the Association and its connected entities and a new record as well for total net assets.
dance at Industry Night and Senior Nights, and for revenue. More dealers and their senior managers than ever attended the Innovative
The November elections also set a record: 100% of the federal candidates supported by CADA and 85% of our CADA-supported
state House and Senate candidates won. The legislative victories may turn out to be particularly important for dealers as we hope
hard work we’ve done to get laws favorable to our industry passed could come to naught. Right now manufacturers claim that laws
passed after our contracts are signed are not valid and do not apply to dealer-manufacturer relationships. We’ve worked hard to get
laws passed that protect automobile dealers. If those laws don’t apply to the vast majority of us who already have contracts in force, it
leaves us at the mercy of manufacturers. We’ve already been speaking to several legislators about this situation who seem sympathetic
to our views. You’ll be hearing more about this issue early in 2013. Your help getting new legislation passed is going to be critical.
The legislature and other state policy-makers are becoming increasingly aware of the Clear the Air Foundation (CTAF). Now, just
in its second operational year it’s already enjoying success. It’s exceeded our expectations, operating in the black since May with more
ber meeting. CADA has committed to a net asset transfer of $1 million to the CTAF that will enable the scholarship program to be

Clear the Air Foundation.
CADA provided training, workshops and seminars throughout the year. Our association’s Insurance Services revenue increased
considerably and added new client businesses. We offered new healthcare options for dealers and employee groups.

Two things made all these successes possible: First, as I mentioned above, our exceptional staff, with Tim’s steady hand on the
helm, and second, the active involvement from dealers all over the state of Colorado. CADA is our association and we need to be acall levels of government.

future. And don’t worry about me…I will continue my active engagement with CADA and will continue to invest time, energy and
money to help make this association most effective.
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FTC ISSUES WARNINGS ABOUT
The FTC has issued warning letters to
22 hotel operators stating that the way they
advertise prices on their websites “may
violate the law by providing a deceptively
low estimate of what consumers can expect to pay for their hotel

-

NINE TRUCKS NOMINATED FOR ATD
COMMERCIAL TRUCK OF THE YEAR
The American Truck Dealers (ATD) announced Oct. 3 the nine nominees for the
2013 ATD Commercial Truck of the Year,
an award recognizing the top truck entries
in the heavy- and medium-duty categories.
The heavy-duty (Class 8) truck nominees are

IRS DELAYS EFFECTIVE DATE OF
The Internal Revenue Service announced
that the tangible property temporary regulations
issued in 2011 will be optional for 2012 and
-

only part of a product’s price and reveal other charges later as
the customer goes through the buying process. The additional
charges can be mandatory charges, such as hotel resort fees, or
fees for optional upgrades and add-ons. Drip pricing is used by

reminded to have all of their advertisements reviewed for compliance with applicable federal and state advertising standards.

recognizes a winner in both the heavy- and medium-duty truck
categories. The ATD convention will once again run concurrently with the National Automobile Dealers Association (NADA)
formation or to register, visit www.atdconventionandexpo.com.

ditures for tangible property are considered repairs, which may
be currently expensed, or capitalized improvements, which must
be depreciated. Consult your accountant for additional details.

JAN. 1 INCREASE IN TILA & CONSUMER
LEASING ACT THRESHOLDS
thresholds in Regulation Z (Truth in Lending
Act) and Regulation M (Consumer Leasing Act)
for exempt consumer credit and lease transac-

transmission), Kenworth T680 76-inch Sleeper with PACCAR
The medium-duty (Class 3-7) nominees are Ford F-650, Hino

The annual award, which will be presented Sunday, Feb. 10

consumer credit transactions and consumer leases at or below
$53,000 are subject to the protections of the regulations. These
increases are consistent with the Dodd-Frank Act amendments to
the Truth in Lending Act and the Consumer Leasing Act to adjust
these thresholds annually by the annual percentage increase in the
Consumer Price Index.

AND ASTRONAUT MARK KELLY TO HEADLINE 2013 NADA CONVENTION
Former Secretary of Defense Robert M. Gates, who will discuss global politics and U.S. foreign policy, joins a lineup of industry

has served eight U.S. presidents.

8-11, 2013, at the Orange County Convention Center. For more information or to register, visit www.nadaconventionandexpo.org.
December 2012

Colorado Automobile Dealers Association

3

ASSESSING 2012 ELECTIONS – RECOVERING FROM LOSSES
-

dark cloud. Some close friends have been so discouraged about the result of the presidential election, different business models are being proposed or at least considered.
While all of this negative reaction is understandable, it may not be practical or even logical. Certainly, the country and the economy will suffer the results of November 6th elections for the next

LET US KNOW
ABOUT YOUR
GOOD NEWS!
Have you or
anyone else at
your dealership
won an award
recently? Have
you or your dealership provided
any outstanding
community
service? If so,
please send
CADA a brief
write-up of the
award or event
along with any
other information
to milestones@
coloradodealers.
org. Also include
your contact info
for further
follow-up.

effect of politics has a way of correcting itself, and sometimes, does so in many ways. Oftentimes,
the effects of politics will correct itself sooner than one might expect. In a way, that is the genius of
our nation’s unique political system.
Recently, CADA hosted the pre-session planning retreat for the Colorado House and Senate Republican caucuses. Almost all Republican members of the Colorado General Assembly were present.
distinct aura of gloom and doom. The caucus was clearly discouraged and disappointed to the extent
of being somber though stoic. In my comments that evening, I related stories of political party
comebacks even in situations controlled by super-majorities of the anti-business crowd…to the extent the minority party was ignored and challenged as being extinct. One story - a real life scenario
- the former super minority party had evolved over time to become the Super Majority party. The
I am trying to make is situations change, attitudes shift and politics evolve. The public has grown
impatient with the status quo, regardless of what that status quo is, and change is inevitable.
There is no doubt we are in for rocky and challenging political times ahead. Though, regarding
key dealer issues such as franchise protections and ban on Sunday sales, we are as solid as we have
ever been. We will weather the storms ahead the way we have weathered those of the past. The
key to our success continues to be our strong grassroots involvement with proactive and engaged
member dealers. Though change is inevitable, one constant is that change will not happen without
an engaged membership. In challenging times, that active engagement is more important than ever,
and, as always, CADA membership will show up.
Looking ahead to 2013, CADA is gearing up for a highly successful Denver Auto Show and the reDealer Summit, Charity Preview Party and the other events surrounding the 2013 Denver Auto Show.

CADA ONLINE TRAINING CENTER

For dealerships serious about providing excellent training opportunities for all of their management
team members. All live and recorded sessions available via the new VIP Season Ticket with training
for the entire management team at a low yearly fee. At the low intro rate, you can train up to 10 of
your managers for less than $8.35 per manager, per month!

Call Jim Muntz at 800.321.5312, Ext. 801, or email jim@dealersedge.com
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1st. Dealerships should be aware of these changes and be on

to audit dealers for compliance
dealers for compliance with the Colorado Uniform Consumer

these changes. There may be a time-lag between the effective
date and the update of these data sources. Keep in mind that all
self-collected jurisdictions must report and changes are effective
on these two dates each year. Home-rule jurisdictions, however,
can change at any time, and while many still adhere to these
timeframes and report to the state, their changes do not always
shown up in this list.

A key focus is that the required ‘separate written cancellation
included as an attachment to this bulletin. You may also
written cancellation form must be provided on all GAP purchases. While some lenders may more actively monitor dealer
compliance and also require proof, not all do this. Further, note
that it must be a ‘separate’ form. Dealers should not assume that
sight of this notice form that is required in Colorado.
Rule 8 of the UCCC covers GAP and provides the following:
authorization to purchase GAP, the creditor shall provide
the consumer with a separate written cancellation form.
The form shall:
1. include the name and mailing address to be used to

As a reminder, typically within a couple of weeks after these
changes are effective, the DR1002 summary of sales/use tax
rates is updated. CADA maintains a short-cut to the latest version of this document at the following, which will be updated
as soon as the revised listing is available: www.coloradodealers.
org/DR1002.

2013 FUEL ECONOMY GUIDE
NOW AVAILABLE

By law, dealers must provide the guide
upon request (NADA 60-second Email, 12/7/2012)

2. state clearly and conspicuously that the consumer has
an unconditional right to cancel GAP for a full refund
3. state that in order to cancel GAP, the consumer must
complete and return the form or send any other written notice of cancellation to the address provided
postmarked no later than thirty (30) days after GAP
was purchased
cluding the refund of all GAP premiums.

More information is available in the Dec. 4
issue of Open Road at www.cadaopenroad.org.

Guide. The guide provides
detailed fuel economy numbers
for MY 2013 light-duty vehicles,
along with estimated annual fuel
costs and other information for
prospective purchasers. Dealers
must display a copy of the Guide
and provide copies to customers
upon request.
You can order hard copies of
UPDATED DECEMBER 14, 2012

JANUARY 1, 2013 SALES AND
USE TAX RATE CHANGES

ordered, hard copies will be mailed, free of charge, this month.

Go to the Dec 11 issue of Open Road at www.
cadaopenroad.org for a link to the guide

BE INFORMED...STAY INFORMED...WITH THE OPEN ROAD

To stay current with dealer news, management alerts, upcoming seminar and event details, legislative status reports,
regulatory updates, industry news and trends, local dealer milestones, and other important items, make sure you are receiving the weekly Open Road e-newsletter. To sign up for this FREE service, go to www.cadaopenroad.org/enewsletter
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513 CARS DONATED-TO-DATE

Come to the Clear the Air Foundation

PINTS FOR PURPOSE

Tuesday, Jan. 22, 2013 from 3-9pm
Copper Kettle Brewing Company
1338 S. Valentia St. #100 Denver 80247

GOAL=1000

51%

with your 2013 car donation pledge!
Contact Jill Unfried at 303.880.5139
or jill.unfried@coloradodealers.org.

2012
Pledges = 458
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Total Vehicles Donated
Since Program Launch

= 513

83%

Vehicles
Donated YTD=

378

BY DEALERS AND SERVICE CENTERS, 2012
KPA announces the annual top ten OSHA citations for dealerships and service centers. This list is the most
straightforward information about OSHA citations available for automotive retail.
Managers need fast, straightforward answers to their compliance concerns. To meet this need, KPA developed the Top 10 OSHA
Citations for Dealerships and Service Centers by combining OSHA’s annual Most Frequently Cited Regulations for Dealerships, and
that were frequently cited, and developed the Top 10 OSHA Citations for Dealerships and Service Centers. The list:
1.
2.
3.

Hazard Communication
Respiratory Protection
Unguarded Machinery (Parts Grinder)

6.
7.
8.
General Duty Clause

5.

Powered Industrial Trucks

10.

Having an accurate list gives managers the big picture of what needs to be done to keep their business in compliance with OSHA’s
most frequently cited regulations.
“KPA’s Top 10 OSHA Citations for Dealerships and Service Centers is a
great place to start if you are taking a pragmatic approach to safety compli-

Vice President of Products and Development.
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NADA TO AUTOMAKERS:

issues facing new-car dealers and urged automakers to support a level play-

NADA created a special dealer task force to focus on the fairness of stair-step programs, also
referred to as two-tier pricing, which is a manufacturer-to-dealer incentive tied to sales goals.

ment by a manufacturer for all its dealers. Unfortunately, history shows that, at times, manufacturgrams are often unsuccessful. Dealerships range from being publicly traded or privately-owned to
mass-market or single-point dealers competing in distinct urban and rural regions of the country.
“There is equal diversity in local market conditions and customer preferences across the

NADA has also commissioned its second study on factory-mandated dealership renovation programs to analyze the return on
investment. These programs often require a dealer to invest millions of dollars.

conducted twice a year. The results of the survey are reviewed by high-level executives from the automakers.
The second phase of the project will also focus on what the dealership of the future will look like.

NORTH CAROLINA AUTO DEALER DAVID WESTCOTT TO LEAD NADA IN 2013
The National Automobile Dealers Association has elected David W. Westcott as chairman and For-

new-car dealers on NADA’s board. “To be elected chairman of NADA is the highest honor I have

information, visit www.nadaconventionandexpo.org.
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Too Busy To Protect Your Business?
Contact your local Federated representative to
learn more about business succession and estate
planning resources, including a complimentary
initial consultation with our independent
attorney network*.
Visit www.federatedinsurance.com to find a
representative near you.
*Retail value of $250. Some restrictions may apply.

*Not licensed in the states of NH, NJ, RI, and VT.
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OFFICERS

Stephen T. Zeder
Bighorn Toyota
Glenwood Springs – District #12
Chair – Member Services Committee

Chair of the Board
Don Hicks
Shortline Auto, Denver

Jeff Carlson
Glenwood Springs Ford
Colorado NADA Director

Vice Chair
John Carroll
Ed Carroll Motor Co., Fort Collins

Todd Maul
John Elway Chevrolet, Englewood
LPC Chair

Treasurer
Bill Hellman
Hellman Motor Co., Delta

Lee Payne
Chair – Clear the Air Foundation
Planet Honda

Secretary
Thom Buckley
Red Noland, Colorado Springs

Jack Terhar
Chair – Denver Auto Show Committee
Sill-Terhar Motors

Immediate Past Chair
Don Gerbaz
Berthod Motors, Glenwood Springs

CADA STAFF

DIRECTORS

President
Tim Jackson, CAE, CMP
tim.jackson@coloradodealers.org
303.282.1448

Todd Bondy
Murray Motor Imports
Glendale – District #1

Vice President
Tammi L. McCoy
tammi.mccoy@coloradodealers.org
303.282.1449

Jim D. Lyall
Len Lyall Chevrolet
Aurora – District #2
Doug Moreland
Moreland Automotive
Thornton – District #3

Marsha Temple
marsha.temple@coloradodealers.org
303.457.5123

Ed Dobbs
Land Rover Flatirons
Superior – District #4

Bond Coordinator
Linda Toteve
linda.toteve@coloradodealers.org
303.457.5122

Christina Dawkins
Co’s BMW Center
Ft. Collins – District #5

Services Coordinator
George Billings
george.billings@coloradodealers.org
303.457.5117

Todd Maul
John Elway
Greeley –District #6

Insurance Services - Account Manager
Deb Lay
deb.lay@coloradodealers.org
303.282.1453

John Motschall
Ehrlich Toyota East
Ft. Morgan – District #7
Mike Cimino
Phil Long Ford Lincoln of Colorado Springs
Colorado Springs – District #8

Insurance Services - Account Manager
Bob Kogel
bob.kogel@coloradodealers.org
303.282.1457

Larry Spradley
Spradley Chevrolet Hyundai
Pueblo – District #9

Field Services Manager
Polly Penna
polly.penna@coloradodealers.org
303.457.5119

Pat Murphy
Morehart Murphy Regional Auto Center
Durango – District #10
Mike Marquez
John Roberts Motor Works
Gunnison – District #11
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Clear the Air Foundation Program Coordinator
Jill Unfried
jill.unfried@coloradodealers.org
303.880.5139
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Visit us: umb.com | Call us: 303.839.2213

It’s not so much that
we’ve been around
for 99 years, it’s that
we’re doing what
it takes to be here
for the next 99.
The past is important, but we’re more
concerned about the future. That’s why we
won’t be fooled by the next easy money
trend. And why you won’t have to switch
banks anytime soon. Or have your bank
switched from under you. Welcome to the
past, present and future of banking.

UMB was proud to sponsor
the Charity Preview Party
at the Denver Auto Show.
Contact Craig Fales, Senior Vice President – Commercial Lending at 303.839.2213

December
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2012
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For the most current list of other on-going CADA seminars and events,
please visit the online calendar at www.coloradodealers.org/calendar
LOCATION

DATE/TIME
WEBINAR: How the “All Makes/All
Models” Business Plan Can Succeed

at 11am

WEBINAR: How (and If) Your Dealerat 11am
at 11am
Bucks and How You Can Too

at 11am

KPA Webinar: EH&S or HR Webinar
Online/Ongoing

at 10-11am

Annual UT/CO/NM Dealer Breakfast
The Peabody Hotel - Orlando, Florida

Sunday, Feb. 10, 2013

NADA Convention & Expo 2013
Orlando, Florida

Friday, Feb. 8 Monday, Feb. 11, 2013

To register for any of these
webinars, go online to
www.coloradodealers.
dealersedge.com/all-dealersedge-webinars/upcominglive-webinars.html
For more information go to
www.kpaonline.com/webinars
registration@coloradodelaers.org,
or online www.coloradodelaers.org/
registration
For more information, go online to
www.nadaconventionandexpo.org/

Happy Holidays
& best wishes for
a prosperous New Year
STATE RESOURCES

Auto Industry Division: 303.205.5746, www.colorado.gov/revenue/AID
Titles/Registration: 303.205.5608, www.colorado.gov/revenue/dmv (Select “Title - Register a Vehicle” link)
Department of Revenue Taxation: www.colorado.gov/revenue/tax
Latest Sales & Use Tax Rate Summary: www.coloradodealers.org/DR1002

Bulletin questions or comments? If you have questions about items in this newsletter or suggestions for future
articles, please contact Marsha Temple at 303.457.5123 or e-mail to marsha.temple@coloradodealers.org.
DISCLAIMER: CADA IS NOT AUTHORIZED TO DISPENSE LEGAL ADVICE. THE INFORMATION CONTAINED IN THIS NEWSLETTER IS FOR
INFORMATIONAL PURPOSES ONLY. CADA ADVISES THAT DEALERS CONSULT LEGAL COUNSEL ON THE SPECIFICS OF ANY LAW OR
REGULATION TO ENSURE FULL COMPLIANCE.

