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Thanks for a great year!
Colorado Dealer: 

It’s been a very full year for the Colorado 
Automobile Dealers Association. We have 
a lot to celebrate as CADA moves into 2019, 
along with a major challenge.

Headquarters addition
CADA purchased additional land at 4th 

and Grant for $1.7 million in late March. 
This acquisition added 40 parking places 
for the William D. Barrow Building, which 
turned 20 this year.

Denver Auto Show events
The 2018 Denver Auto Show was a great 

success, gaining a two percent increase in 
attendance. Along with that, a $1.00 bump 
in prices with no discounts increased ticket 
revenues to a new record. We exhibited 37 
brands and 19 pre-production models. 

Nine dealerships participated in the 
Automotive Career Fair. The Green Car 
Parade on Easter put 30 hybrid and electric 
vehicles on display at the State Capitol and 
got outstanding news coverage.  

The Innovative Dealer Summit attracted 
275 attendees.  Every session was recorded 
for online streaming to promote wider dis-
tribution of the information. Participants 
rated this IDS as “the best one yet.” 

With a new name, the Preview Gala 
(formerly Charity Preview Party) was so 
successful we were able to make record 
donations to the Denver Post Community 
Foundation and the CADA-sponsored 
Clear the Air Foundation, surpassing 
$100,000 for the first time. 

Warranty Reimbursement at Retail
During the legislative session, this  

issue was held over from 2017, when seven 
other industry measures were approved. 
SB18-219 easily passed and went into effect 
October 1. It requires manufacturers to 

reimburse dealers at a more reasonable and 
realistic rate for required warranty repairs. 
We believe it will make it easier to attract 
and retain technicians. CADA could not 
have achieved this without a great lobbying 
effort and the Legislative Grassroots 
Meetings with legislators to explain our 
compelling economic arguments.

Annual CADA Golf Event success
In July, the 12th Annual CADA Member 

Golf Event was held at Riverdale Dunes in 
Brighton with 110 golfers out hitting the 
links. It was our second year to finish in 
the black with sponsorships increasing by 
$5,000 over 2017.

CADA Project DC
The sixth annual board trip to 

Washington, D.C., in conjunction with 
the NADA Washington Conference, was 
successful. We had some good visits with 
our Congressional delegation, although 
there were no compelling issues to address. 
We toured historic Richmond, visited the 
Virginia Auto Dealers Association and en 
route heard a fascinating presentation by 
Debra Fine, the author of “The Fine Art of 
Small Talk.” 

Election wins and losses
We endorsed Republican Walker 

Stapleton for governor, who was 
unsuccessful in the November midterm 
election. However, 79 of the 82 Colorado 
State House legislative candidates won 
their races, with support from CADA. We 
had great success on our choices among 
amendments and propositions:

• Proposition 112 decisively lost. It 
would have been disastrous for our 
economy. 

• Amendments Y & Z won, and establish 
independent commissions for draw-
ing both Congressional and legislative 
districts. 

• Both transportation propositions lost. 
We endorsed 109 and opposed 110. 

Our biggest challenge: Cal-LEV 
and Cal-ZEV

Your board agreed to fight Colorado 
adopting California Low Emission Vehicle 
Standards (Cal-LEV), and earlier this 
month, voted to litigate. We are examining 
how we will fund this effort.

The Colorado Air Quality 
Control Commission, acting on Gov. 
Hickenlooper’s executive order, passed 
Cal-LEV rules in November, adopting these 
restrictive tailpipe emissions standards 
that we believe are not appropriate for — or 
wanted by — Coloradans. 

CADA marshaled support for our 
position on Cal-LEV – and potentially 
more restrictive Zero Emissions Standards 
(Cal-ZEV) – through a dedicated 
DontCalifornicate.CO website, gathering 
360 opposition comments to add to the 200 
that went directly to the AQCC. We were 
unsuccessful, but hope legal action will 
prevail against these standards we believe 
would be a disaster for our industry.

Thanks for your support during my year 
as chairman of CADA. It’s been challenging, 
yet a lot of fun. I’m looking forward to my 
“retirement” though! Congratulations to 
our 2019 Chair, Christina Dawkins, CO’s 
BMW. 

Best wishes,

Todd Maul, Chairman
Colorado Automobile Dealers Association
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The changing road ahead

As we close out and review the final 
impact of 2018 and turn the corner 
on 2019, Colorado’s new car deal-

ers find ourselves at a definitive turning 
point. The outcome of the ‘blue wave’ 
elections, both on state and federal public 
policy is significant, challenging and 
even monumental.
Historically, we have found Democrats 
in the legislative process can be as 
helpful as Republicans on certain issues, 
such as franchise laws. In other areas of 
legislative priorities, we have our work 
more than cut out for us. Dealers and 
the association will have many impor-
tant decisions to make going forward 
about when to fight, how much to fight 
and even the very basic premise of how 
to fight.

It’s almost like all of the work that 
we’ve done to date has been the practice 
round for the real battles ahead. And we 
are just warming up.

What should new car dealers do?
Activation — pure, raw engagement — 
within the association and the political 
process has never been more important. 
That means watching for and attend-
ing upcoming Legislative Grassroots 
Meetings (LGMs) hosted in your area, 
even if they’re planned for a legislator 
who doesn’t represent your specific 
House or Senate legislative districts. 

We find legislators are just as interested 
in what you have to say, regardless of 
whether you’re a voting member within 
their legislative district. In fact, a vote 
for or against you counts the same 
whether it’s from your own legislator or 
others across the state. 

Contributing to the process 
also is essential. You can do 
that by backing candidates 
who share your points of 
view (whether you’re in 
their districts or not) and on 
the federal level, by sup-
porting the NADA PAC as a 
President’s Club member.

What can CADA do?
Based on the level of com-
mitment of member dealers 
through their collective time 
and money invested in the 
association, CADA can be a powerful 
force in the overall political and legisla-
tive process. The cost to the association 
will be substantial, so ultimately it 
requires members to individually and 
collectively step up to ensure success 
for future political endeavors. Other 
associations have had similar opportuni-
ties and have systematically engaged in 
the legal and litigation processes as a 
matter of ongoing practice. Association 
reserves only run so deep, so critically 
important association commitments are 
best supported across the board by all 
members 

Colorado’s long-term political 
future: Are we now true blue?
While it appears Colorado was central 
to the recent blue election wave, that 
doesn’t mean it’s locked in for the long 
term. For every action, there’s always 
a reaction and for every lurch in one 
direction in Colorado, historically, 
there’s always been a rebounding lurch 
in the opposite direction. Time will tell 
if this is the case, but I think it’s safe to 
say it likely is. 

Going forward, we should be on the 
watch for overreach — and reaction to 
the overreach. Specifically, I anticipate 
we are about to witness a definitive 
urban-rural split in Colorado. So our 
political divides ahead will be based 
more on geographical area and way 
of life, rather than Democrat versus 
Republican. CADA will be on the watch 
for this type of division and will likely 
be able to make the most of it in favor 
of our key issues. Watch this column 
for future evidence and trends in this 
direction. 

Meanwhile, fasten your seatbelt. We’re 
in for one wild ride ahead. Happy 
New Year!!
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Since the law passed on October 1, 2018, submissions for our Colorado customers 
have already yielded impressive results.

$215,000+
AVERAGE ANNUAL AMOUNT 
APPROVED IN PARTS UPLIFT  

PER DEALER

120+
NUMBER OF COMPLETED 

COLORADO SUBMISSIONS

$120,000+
AVERAGE ANNUAL AMOUNT 
APPROVED IN LABOR UPLIFT 

PER DEALER 

Visit us at NADA booth 7825W

OUR COMMITMENT TO OUR 
CLIENTS:

 �You Won’t Lift a Finger: Armatus does all the 
work for you.
 �Fully Contingent Fee: You only pay when you
are approved.
 �Speed and Accuracy: We’ll have your project
done in 30 days or less.
 �Data Governance: Your customer information is
safe with us.

(888) 477-2228 | info@dealeruplift.com | WWW.DEALERUPLIFT.COM
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Employee Group Benefits
Craig Gordon
Employee Benefits Sales Manager

How one dealer saved money, while 
supporting CADA

What if you could save some 
money on your employees’ 
benefits while making money 

for the Colorado Automobile Dealers 
Association? It’s the classic win-win-win 
situation: a win for you, a win for your 
employees and a win for CADA.

Just ask CADA District Seven Director 
Phil Riggleman of Bonanza Ford in Wray 
how he did it.

Phil has been able to pay 100 percent 
for his employees’ insurance. “I was look-
ing at the numbers and I decided that if 
the numbers were going to go up, I’d have 
to have some input from our employees.” 
With 15 employees, 12 of whom are on 
the plan, Riggleman was facing a tough 
decision about benefits this fall. 

Phil and I have gotten to know each 
other during his three years on the CADA 
Board. And he had two objectives: 

1. Provide insurance for his employ-
ees at a reasonable cost through 
CADA Insurance Services 

2. Support the work CADA does on 
behalf of Colorado new car dealers 

Quickly moved from conversation 
to decision

Phil and I started talking sometime in 
October. And he had to make a decision 
by November 1. 

“Craig worked his butt off to take care 
of us,” Phil observed. “He’s been out here 
three or four times and it’s not a short 
trip: Three hours, depending on traffic. 
Craig’s been willing to make that trip and 
come out here however many times we 
need him to.”

I’ve talked with Phil before. This time, 
I asked if I could look at his employee 
package and propose some options. I 
offered an alternative to his existing 
agent’s program. 

With a small group like his, the rate 
is often the rate; even so, I suggested 
moving to ‘level funding.’ Essentially 
level funding is a plan that you pay for 
in the usual way, but if your group as a 
whole uses less health care, at the end 
of the year, you may get some money 
back. I introduced the program to Phil’s 
employees during open enrollment. 

Turns out it was a good fit. “On insur-
ance, I saved quite a bit off what I would 
have had to pay,” Phil says. “We also got 
dental and vision, and while our employ-
ees pay in for that, it was something we 
could offer that was pretty affordable.” 

The new dental program offered com-
petitive rates and solved some network 
issues Phil faces in rural Colorado. The 
plan’s benefits are the same for both 
in- and out-of-network dentists. 

Scoring a triple win with 
one transaction

By choosing to insure his employees 
through CADA, Phil is enjoying savings on 
the products and excellent service he and 

his employees value. CADA won because 
the commission goes to the association’s 
critical work on behalf of Colorado’s new 
car dealers, rather than an agent 

“There are all sorts of crazy things 
going on that CADA plays a crucial part 
in on the state and national level,” Phil 
observed. “Without CADA being a voice 
for new car dealers, we’d be in a world 
of hurt.”

It’s just as easy for you to save 
on premiums, all while enjoying the 
high level of service you value. And 
if you like the coverage you already 
have, CADA Insurance Services will 
provide a seamless transition from 
your current agent. All you’d do is sign a 
simple “Agent of Record” letter and your 
existing employee insurance program is 
transferred to CADA — without any other 
changes. 

As your new agent of record, I will 
look at your current employee insurance 
benefits and see where we can save 
you money, give you more options and 
provide better service — all while you 
support CADA’s important work.

“There are all sorts of crazy things going on that CADA plays a 
crucial part in on the state and national level,” Phil observed. 
“Without CADA being a voice for new car dealers, we’d be in a 
world of hurt.”

— Phil Riggleman, Bonanza Ford and CADA District 7 Director



TRACKS 
GROUPED BY 

DAY !

DEALERSHIP
GROUP
PRIC ING !

ONE-DAY
T ICKET !

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:

PRESALE TICKETS NOW AVAILABLE



10 Colorado Automobile Dealers Association December 2018

Pueblo Dodge Chrysler Jeep Ram  .............49
Planet Honda  ...................................................39
Johnson Auto Plaza  ........................................38
Emich Volkswagen  ...........................................27
Stevinson Toyota West  ................................. 24
Freeway Ford  .....................................................21
Suss Buick GMC  ...............................................20
Private Donation  ............................................. 19
Spradley Kia  ......................................................17
The Faricy Boys  ................................................ 15
Pueblo Toyota  .................................................. 14
Bighorn Toyota  .................................................11
Dellenbach Motors   ........................................11
Hellman Motor Company  .............................. 9
King Buick GMC  .................................................. 9
John Elway Chevrolet  ...................................... 8
Pikes Peak Community College  ................... 8
Shortline Mitsubishi  ........................................ 8
Spradley Chevrolet  ........................................... 8
Glenwood Springs Subaru  .............................7
Perkins Motor Company  ..................................7
John Elway Chrysler Jeep Dodge Ram  ....... 6
Mile High Honda  ............................................... 6
Berthod Motors Buick GMC Jeep  

Chrysler Dodge Ram  ...................................5
Emich Chevrolet  .................................................5
Phil Long Ford of Denver  ................................5
Tynans Kia Ft. Collins  .......................................5
Fort Collins Dodge Chrysler Jeep Ram  ...... 4
Grand Junction Chrysler Jeep  

Dodge Ram  ................................................... 4
Groove Subaru  ................................................... 4
Spradley Barr Ford  ........................................... 4
Spradley Barr Ford & Lincoln  

of Greeley  ...................................................... 4
Stevinson Toyota East  ..................................... 4
Dellenbach Motors  ............................................3
Ed Carroll Motor Company  .............................3
Frontier Honda  ...................................................3

Glenwood Springs Ford  ...................................3
Markley Motors  ...................................................3
McCaddon Cadillac Buick GMC  .....................3
Stevinson Chevrolet  .........................................3
Stevinson Lexus of Frederick  ........................3
Stevinson Lexus of Lakewood  ......................3
Subaru of Pueblo  ...............................................3
Turner Automotive  ............................................3
Dave Solon Nissan and Subaru of Pueblo  2
Davidson-Gebhardt Chevrolet  ......................2
Freedom Honda  .................................................2
Pedersen Toyota Volvo  ....................................2
Phil Long Honda  ............................................... 4
Purifoy Chevrolet  ...............................................2
Red Rock Nissan  ................................................2
Vidmar Motor Company  ..................................2
AutoNation Chrysler Jeep Arapahoe  ...........1
Courtesy Acura  ....................................................1
Flatirons Imports  ...............................................1
Flower Motor Company  ...................................1
Flower Subaru  ....................................................1
Fuoco Motor Company  

Honda GMC Cadillac  ...................................1
Ghent Motors Chevrolet Cadillac  .................1
Glenwood Springs Volkswagen  ....................1
Grand Junction Chrysler Dodge Jeep Ram  1
Jaguar Land Rover Colorado Springs ..........1
John Elway Cadillac  ...........................................1
Kuni Lexus of Greenwood Village  ................1
Land Rover Denver  ...........................................1
Jaguar Land Rover Flatirons  ..........................1
Morehart Murphy Regional Auto Center  ...1
Phil Long Ford of Chapel Hills  .......................1
Planet Hyundai  ...................................................1
Rickenbaugh Cadillac Volvo  ..........................1
Shortline Buick GMC  .........................................1
Stevinson Hyundai of Longmont  .................1

Vehicle Donations - January – November 2018

Goal: 600 old, 
high polluters

600

400

200

Contributions
to date: 496

Thanks for your donations!
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it in
December

Call or Text Today
303.775.8896

Thanks to your donations, nearly 500 cars  
have been recycled through November

Clear the Air Foundation
Mark Zeigler
Director

Clear the Air Foundation received 
496 cars through November. 
Thanks to the 73 dealers that have 

donated at least one vehicle to date, we 
have awarded award $42,000 in scholar-
ships, of the $50,000 goal. If you haven’t 
yet donated to the Foundation, please do. 

My challenge to you is to look at your 
inventory and pull out anything with an 
actual cash value of $300 or less. These 
are not vehicles you want to retail. 
Instead, focus on the philanthropic 
arm of your store and donate these to 
Clear the Air, rather than taking the 
time to wholesale them. It doesn’t cost 
you anything, and you can even take a 
tax writeoff.

Call me at 303.775.8896 or send an 
email mark.zeigler@colorado.auto 
to donate a car today. Or just go to 

CleartheAirFoundation.org, click on 
the Donors drop-down menu, fill in the 
blanks and then Submit. It doesn’t get 
any easier than that.

I welcome the opportunity to speak 
at your Managers’ meeting to discuss 
the program and the changes that have 
happened this year. These changes 
have led to an increase in scholarships 
awarded. What’s more, the Foundation 
can fit into your philanthropic goals 
with no cash outlay.

ACC scholarship awarded
Clear the Air Foundation recently 

awarded the Automotive Technology 
Program at Arapahoe Community 
College (ACC) a check for $5,000. 
The ACC Foundation will match at 
100 percent to buy Snap-On Tools 
for qualifying students, which helps 

purchase $20,000 worth of tools 
for ACC students. The tools will be 
divided equally among four qualifying 
Automotive Technology students.

ACC student receives scholarship
Clear the Air Foundation also 

awarded a $2,500 scholarship to ACC 
student Jesus Samario Lopez. 

While attending classes full time, 
Lopez works at Ed Bozarth #1 Park 
Meadows Chevrolet in Lone Tree. Parts 
and Service Director Greg Forrest is 
impressed with Lopez. “He’s a hard 
worker and stays late, even when others 
are rushing out the door,” he said.

Thanks again for helping change 
lives. Your generosity helps many 
people out there have a wonderful 
holiday season.
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On Tuesday, December 11, a group 
of dealers and CADA staff met 
with incoming Colorado Attorney 

General Phil Weiser at CADA. This of-
fered dealers the opportunity to present 
the concerns of the industry and their 
respective businesses to our chief regula-
tor, before he takes office in January. 

You may recall that Attorney 
General-elect Weiser defeated District 
Attorney George Brauchler in November 
by a margin of approximately 161,000 
votes (51.6 percent to 45.1percent). 
Weiser previously served as the Dean 
of the University of Colorado School 
of Law; founder of the Silicon Flatirons 
Center for Law, Technology, and 
Entrepreneurship at the University 
of Colorado School of Law; and as a 
Deputy Assistant Attorney General 
in President Obama’s Department 
of Justice.

Consumer advocate, local 
business partner

During the meeting, Weiser promised 
to be an advocate for consumers, 
but welcomed partnership with local 
businesses and to serve as a sounding 
board for industry policies. He stated 
his support for competitive markets and 
the absence of a necessity to regulate 
competitive markets. During the 
meeting, he further committed that he 
would be a defender of Colorado against 
the President and his administration.

As Attorney General, Wesier will 
oversee the Consumer Credit Unit. This 
group has enforcement authority for 
violations of the Uniform Consumer 

Credit Code (UCCC), under 
which all dealers who create 
consumer credit annually file. 
As you may know, UCCC audits 
have become commonplace in the 
motor vehicle retail and finance 
market, with another round of 
notices sent earlier this month. 

The UCCC and GAP
Further, Rule 8 of the UCCC 

controls the sale of GAP waiver 
policies. These policies have been 
a topic of debate, both in Colorado 
and nationwide, over the past sev-
eral years. The dealers reinforced 
that GAP was a voluntary product 
in a competitive market, noting 
that our statewide cap on GAP 
waivers prevents any disparate 
treatment between consumers. 

Colorado has the most strict 
and lowest cap on GAP waivers in 
the country, limiting the amount 
charged to the consumer at 
$300 or 2 percent of the total amount 
financed. In response, Weiser commit-
ted to work with the industry in our 
efforts to preserve and reform GAP to 
make it more accessible to consumers 
and practicable for dealers.

Finally, dealers presented their case 
on Governor Hickenlooper’s California 
Low Emission Vehicle (LEV) regulation 
and potential upcoming Zero Emission 
Vehicle (ZEV) regulation. Without mak-
ing assertions in either direction, Weiser 
assured dealers that he understood the 
issue and acknowledged the potential 

impact of pending federal regulations on 
the issue. 

CADA vociferously contested the 
LEV rulemaking at the administrative 
level, before the Colorado Air Quality 
Control Commission. Should the 
industry pursue a legal challenge to the 
regulation, the Office of the Attorney 
General Department of Law would 
be tapped to defend the regulation 
itself, as well as the state’s authority to 
promulgate it.

Dealers meet with Attorney 
General-elect Phil Weiser
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That’s the Colorado Automobile 
Dealers Association’s approach 
to the 2019 legislative session. 

Compared to the past two sessions, “We’re 
looking at holding our ground on our past 
wins and concentrate on keeping things the 
way they are,” observed CADA President 
Tim Jackson.

A year to catch our breath?

Remember that in 2017 CADA won on 
a seven-part bill addressing issues that 
helped to level the playing field between 
dealers and manufacturers. The only item 
we weren’t successful on in 2017, Warranty 
Reimbursement at Retail, was won this year. 

Mike Feeley, of Brownstein Hyatt Farber 
& Schreck, one of our superb legislative 
lobbyists, said, “We need to bide our 
time and think through how warranty 
reimbursement and the previous 
changes are working, so we’re expecting 
kind of a quiet year for proactive auto 
dealer legislation.”

Nevertheless, there’s plenty about the days 
to come that will keep us occupied.

More vehicle emissions standards?

When the Colorado Air Quality Control 
Commission (AQCC) voted November 16 
to support Gov. Hickenlooper’s executive 

order adopting California’s Low Emissions 
Vehicle (Cal-LEV) standards, it opened a 
Pandora’s box of possibilities. 

One is that there also could be legislative 
action to reinforce or expand Cal-LEV. This 
is one issue that puts a much greater focus 
on the differences between rural and urban 
Colorado, according to Jackson. “The battle 
lines may become more clear between those 
two sides,” he said. “I’ve seen it some in the 
past and the legislature seems to lend itself 
to that.

“SUVs and pickups are much more 
necessary in rural areas than they are in the 
metro area,” he added. “Maybe some people 

Legislature could throw some curve 
balls to business owners in 2019

Perhaps Carly Simon said it best in “Anticipation:”
We can never know about the days to come, but we think about them anyway.
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driving pickups in Denver could just as easily 
get by in a car, but a rancher has to have 
the truck.” That said, those gas-powered, 
large vehicles are unlikely to meet the 
LEV standards.

It’s more complicated 
than compliance/non-compliance

Industry representatives responded to 
AQCC questions regarding dealer trades. 
Under the Cal-LEV regulations, Colorado 
dealers’ inventory must be Cal-LEV 
certified. This makes it tougher to fulfill a 
customer’s desire for a particular vehicle. If 
it isn’t in stock and available from another 
in-state dealer, it can’t come from a dealer in 
a surrounding state (Wyoming, Utah, New 
Mexico, Kansas or Nebraska), because those 
states haven’t signed on to Cal-LEV. Those 
states that have are on the two coasts.

Jackson explained that one option under 
consideration is promoting legislation that 
would include a Cal-LEV repeal trigger 
if prices increase too much, compared to 
those in non-Cal-LEV states. “It would put 
a safety valve in an otherwise unfavorable 
system,” Jackson said.

Holding the line against Cal-ZEV

An even tougher standard than Cal-LEV, 
California’s Zero Emissions Vehicle 
Standard (Cal-ZEV), might be offered in 
the General Assembly. The ZEV program 
mandates that automakers sell a percentage 
of ZEVs based on their overall sales totals. 
Nine other states have adopted ZEV. 

“Clearly there are some signals sent from 
the AQCC itself and some Democrats that 
they would like to go further,” Feeley said. 
“Any formal rulemaking has been put off 
until after the session ends in May. … There 
may be some defensive activity that CADA 
has to undertake.”

Cutting through the sales 
tax thicket

With more than 700 taxing districts in 
Colorado, it’s no surprise that there was a 
huge collective groan from business owners 
over a court decision earlier this year – South 
Dakota vs. Wayfair, Inc. – expanding sales 
tax collections. The court said that it doesn’t 
matter whether a business has a physical 
presence in a state; if you ship to or do 
business there, you must collect sales taxes. 

Colorado’s tax authorities went beyond 

that ruling, applying it to counties and 
municipalities. In September, the Colorado 
Department of Revenue made the rule 
effective December 1. But at the rulemaking 
hearing November 30, CADA Vice President 
of Legal, Regulatory & Compliance Matthew 
Groves said, “They had business after 
business come in with a uniform message: 
‘It’s too complicated, the administrative 
burden is too high and we can’t comply.’ In 
response, based on comments from CADA, 
the National Federation of Independent 
Business (NFIB) and others, enforcement 
has been postponed to May 31.”

Meanwhile, Groves said, nine bills are being 
drafted that would affect sales taxes. “CADA 
has been working with the Coalition to 
Simplify Colorado Sales Tax. Each year, our 
group has been making progress to simplify 
sales taxation. What the Department of 
Revenue has proposed would make it 
more complicated.”

Reporting to hundreds 
of jurisdictions

Dealers’ parts sales are one affected area. 
Wholesale parts would continue to be 
exempt and in-person sales would continue 
as they have. However, on-line sales that are 
shipped would require collecting the tax in 
the customer’s community of residence, 
then filing in that community. 

Also, leasing companies would experience 
administrative headaches because most of 
them are not located in Colorado; they’d 
still need to obtain licenses and file taxes in 
potentially hundreds of districts. 

Groves said some vendors have partially 
simplified the process with plug-in software 
that calculates taxes and generates the 
appropriate forms — but it still falls to 
dealers to file the forms. Moreover, “The 
whole system is inapplicable in home 

“We need to bide our time and think through how warranty 
reimbursement and the previous changes are working, 
so we’re expecting kind of a quiet year for proactive auto 
dealer legislation.”

— Mike Feeley, Brownstein Hyatt Farber & Schreck

Gov. John Hickenlooper signs Warranty Reimbursement at Retail bill into law. It 
became effective October 1, 2018.
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Presenting Sponsor

THANK YOU!

rule cities,” he observed. And there are 
disagreements about taxing among 
the state, some counties and some 
manufacturers. 

A potential solution

The Coalition is working with a legislative 
task force to write a single bill that would 
adopt a common sales tax license and a 
central point of taxation collection. “It 
would transfer the burden of disbursement 
to the state,” Groves said. It would also 
standardize and streamline definitions so 
that every jurisdiction would be playing by 
the same rules. 

It won’t be an easy sell. “Everyone has a 
great idea on how to collect money, and they 
don’t all agree,” he explained. “The system 
is so complicated that only a handful of folks 
understand it.”

Other business issues to watch

Feeley points to other economic issues 
every business owner, including each CADA 
member, should keep an eye on, including:

• Paid family medical leave. “A 
lot more complicated than a lot 
of people like to think. It has to be 
underpinned with something like 
short-term disability insurance.”

• A statewide retirement plan. 
What’s being discussed is an 
opt-out plan in which employers 
who don’t offer retirement plans 
would have to participate. “It’s 
a lot more complicated than it 

sounds: Who administers it; what 
are administrator’s fiduciary 
responsibilities; how does it compete 
with the private sector, which is 
already doing a pretty good job; who’s 
going to take the money and make 
the investments? And, of course, 
Who’s going to be responsible if the 
investments go down the tubes?

• Local minimum wages. There’s 
been resistance to this in the past, 
Feeley said, but he believes there 

will be an effort to allow individual 
jurisdictions to set their own 
minimum wages. 

From an auto dealer’s perspective, Feeley 
added, “if we cross our fingers, it will be 
a very quiet session, but from a business 
owner’s point of view, it could be a very 
eventful year.”
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Join us for the 
Colorado Dealer 
Breakfast 2019

Saturday, January 26, 2019

290 E. Speer Blvd.  |  Denver, CO  80203

Intercontinental San Francisco
888 Howard Street                         
7:15am to 8:45am

Ballroom: Intercontinental C 

Sponsorships available!
Contact Polly Penna

303.457.5119 
polly.penna@colorado.auto

Dealers, RSVP  
colorado.auto/events

 

 

 

RainbowCardCompany.com 
majel@rainbowcardcompany.com 

 

 

 

 

 

 

 

Upcoming Events
2019 NADA Show
January 24 – 27
San Francisco

2019 Colorado Dealers Breakfast
Saturday, January 26
7:15 – 8:45 a.m.
Intercontinental San Francisco
Dealers: Reserve your spot:  
www.colorado.auto/events

2019 Automotive Career Fair  
At the Denver Auto Show
Friday, March 29 2-7 p.m.
Saturday, March 30, 10 a.m. – 3 p.m.

This year, it’s on the showroom floor 
and hundreds of auto tech students are 
expected to attend!

Only 20 booths available to dealers who 
are hiring.

Reserve your booth by Thursday, 
January 17: www.colorado.auto/events

Join us for the 
Colorado Dealer 
Breakfast 2019

Saturday, January 26, 2019

290 E. Speer Blvd.  |  Denver, CO  80203

Intercontinental San Francisco
888 Howard Street                         
7:15am to 8:45am

Ballroom: Intercontinental C 

Sponsorships available!
Contact Polly Penna

303.457.5119 
polly.penna@colorado.auto

Dealers, RSVP  
colorado.auto/events
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2018 Legislative Recap — and a glance at the 
prequel events to the 2019 Denver Auto Show

The year kicked off with a steady 
stream of Legislative Grassroots 
Meetings (LGMs) that increased 

in the leadup to the general elections in 
November. 

LGMs are the focal point of CADA’s 
legislative efforts and function as an 
important method of laying the ground-
work for future legislative victories. 
These meetings have been credited 
with the association’s many legislative 
successes over the years. 

CADA contributed to the campaigns 
of 82 candidates’ election campaigns, 
79 of whom won. We’ll start 2019 off by 
meeting with as many of these newly 
elected legislators as possible before the 
Denver Auto Show in late March. Watch 
for invitations coming soon.

LGMs are especially important, 
considering the new composition 
of the Colorado General Assembly. 
Several newly elected legislators are 
interested in sitting down with new car 
dealers in their districts. This is a great 

opportunity for dealers to build that 
foundation with the new members. 

The importance of LGMs is critical. 
Your presence at meetings with newly 
elected legislators goes a long way 
toward that oh-so-important good first 
impression. Thank you for those of you 
who have attended LGMs in recent 
months. Your activism is so important 
and very much appreciated. 

2019 Colorado Car Convoy
The 2019 Colorado Car Convoy is 

March 11 – March 15. The stops are 
organized around local Rotary and 
Kiwanis Clubs’ meetings. Currently, 
meetings are scheduled March 12 at the 
Montrose Rotary Club and March 13 at 
the Fort Collins Rotary Club. The plan is 
to have around a dozen stops scheduled.

Regular updates of additional 
convoy stops will be provided in the 
Bulletin and Open Road. If you see a 
stop scheduled in your area, please 
join us — and send vehicles from your 

showroom floor. These convoy stops 
are great opportunities for new car 
dealers to enjoy earned media, all while 
building positive relationships with your 
local communities.

2019 Green Car Parade
The 2019 Green Car Parade is 

scheduled for March 24, 2019. This is a 
static parade takes place in front of the 
state capitol building the Sunday before 
the Denver Auto Show.

Dealers (mostly Denver metro) will 
be contacted before the parade and 
asked to donate vehicles for the after-
noon. Every news station in Denver was 
represented at the 2018 parade, so this 
is a prime opportunity for you to enjoy 
great media coverage. 

For questions or more info on any 
of the events mentioned above, contact 
me: 303.457.5113, michelle.oconnor@
colorado.auto.

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. 

Auto Dealer Claim of the Month – December 2018 

 

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

 

An auto dealer’s female office assistant alleges her manager sexually harassed her by making suggestive 

comments, sending texts, and taking photos of her. The owner heard some of the comments, but since 

the assistant did not complain and did not seem offended, the owner did nothing. The assistant stopped 

coming to work and filed a complaint against the insured demanding $500,000.   

CLAIM AMOUNT: $500,000 

What policies are in place to help prevent this from happening at your dealership? What is your anti-

harassment/discrimination policy? Is it enforced with regular training for managers? Federated 

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

 Create and document anti-harassment/discrimination policies. 

 Post and distribute copies of anti-harassment/discrimination policies. 

 Enforce anti-harassment/discrimination policies with regular training for employees. 

 

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 employment 

discrimination brochure. Federated Mutual Insurance Company is recommended by 19 state and 

national auto dealer associations for customized insurance programs and value-added risk management 

services, such as Federated’s Shield Network®, the Risk Management Resource Center, and the 

Federated Employment Practices Network®. Visit federatedinsurance.com or contact your local 

marketing representative for resources you can use to create or enhance your own risk management 

program. 

This article is for general information and recommendations for risk prevent only and should not be 

considered legal or other expert advice. The recommendations herein may help reduce, but are not 

guaranteed to eliminate, any or all risk of loss. The information herein may be subject to laws and 

regulations in your state. Qualified counsel should be sought with questions specific to your 

circumstances and applicable laws. © 2018 Federated Mutual Insurance Company. 
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The 2019 Denver Auto Show 
– the 117th edition – rolls into 
Denver March 27-31 at the 
Colorado Convention Center. If 
you’re thinking, “Oh, no! It’s time 
for the Auto Show again?” keep 
reading. There’s both compelling 
research and anecdotal 
evidence that demonstrates 
why supporting the Denver Auto 
Show is good for your business. 
Naysayers are in the minority

Recently, some manufacturers have 
announced they were abandoning the 
biggest international auto shows. “I think 
in many cases it’s coming down to cost,” 
said Barbara Pudney, vice president of the 
Paragon Group, which organizes the Denver 
Auto Show on behalf of CADA. “Sales have 
slowed and they cut marketing, which 
is what the show is about. … I think it is 
shortsighted thinking by the German lines 

that are not participating ¬nd that they will 
do business without it.”

While budgets are a concern, Pudney notes 
that some manufacturers are ramping up 
their presence. “They see the viability,” 
she said. The Denver Auto Show will be 
a showcase for the latest technology, 
including autonomous driving features. 
Visitors can experience in real time one of 
the many “Ride and Drive” options. “We’ll 
also have some 2020 vehicles on display, 
including the new Lincoln Aviator and the 
Jeep Gladiator. People can see what the 
SUVs of the future will be.”

Survey says! 

Independent research emphatically 
contradicts the idea that auto shows have 
lost their magic. Michigan-based Foresight 
Research has surveyed American new car 
and truck buyers for more than 10 years. 
Foresight’s survey of attendees at dozens 
of auto shows indicates that while digital 
marketing had the most impact because of 
its reach, auto shows were just as effective in 
influencing purchasing decisions. 

Research shows how the Denver Auto Show 
boosts your sales

Denver Auto Show 
fast facts:
• The Denver Auto Show is 

Colorado’s largest trade 
show, generating $60 
million dollars for the 
metro Denver economy 
and directly supporting 
490 jobs, according to 2017 
BBC Consulting research 
for CADA.

• The Denver Auto Show 
is the third-oldest auto 
show in America. Only New 
York and Chicago’s shows 
predate it.

• The Denver Auto Show is a 
major source of funding for 
the Colorado Automobile 
Dealers Association.
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Christopher Stommel, president of 
Foresight Research said, “When buyers 
attend an auto show, more than half are 
influenced by that experience during their 
subsequent purchase decisions. And if you 
can get them into a ride and drive while they 
are there, the show’s influence increases by 
nearly 30 percent.”

Foresight’s research provided some 
additional nuggets of information about 
auto show attendees. They are:

• Younger, and 25 percent more often 
first-time new vehicle buyers

• More often luxury brand buyers

• Far more car-connected – using 
multiple automotive communications 
and participating heavily in 
experiential marketing

• An invaluable source of downstream 
word of mouth – advising twice as 
many other people about new cars 
and trucks they should consider, 
recommending their purchased brand 
twice as often and posting or blogging 
75 percent more often online about 
their new vehicle

Not just lookey-loos 

Pudney observed that people who attend 
auto shows break into three main groups. 
“A third are looking to buy, a third are 
gearheads, and a third are looking for 
something to do. But those last two-thirds 
are still potential buyers.”

The Denver Auto Show is an auto row in 
microcosm: An even easier opportunity to 
compare and contrast. In Paragon Group’s 
own research, 59.17 percent of showgoers 
said “Yes,” when asked, “As a result of the 
Show, would you now consider a brand that 
was not in consideration prior to attending 
the Show?” Almost 50 percent agreed that if 
a manufacturer they had planned to visit was 
not at the Show, they considered shopping 
its competition instead.

“If they are considering a new vehicle or 
want to see the latest and greatest tech, 
there’s no more efficient way than to go to 
the Denver Auto Show, where they can see 
everything in a zero pressure environment,” 
said Schomp Automotive Vice President-
Business Development, Michael Dunlap. 
“I’m a fan.” It’s why Schomp has mounted 
its own MINI display without manufacturer 
support for several years. All six brands 

Schomp represents will be at the Denver 
Auto Show, including Honda’s new Passport 
SUV and Subaru’s new Ascent SUV. Even 
BMW, although scaling back, will showcase 
its newest models.

Results are immediate and long 
lasting 

Foresight measured how much time 
elapsed between attending an auto show 
and purchasing to determine if the power of 
auto shows dwindles over time. It doesn’t, 
according to an Automotive News story. 
While about a quarter of the new-car buyers 
surveyed by Foresight said the auto show 
they attended “highly influenced” their 
purchase within the first three months, 

auto show attendance proved to be just as 
influential with the remaining purchasers 
12 months later. Foresight surveys about 
15,000 people a year. “We find that auto 
shows are far more powerful than believed 
by most people in the industry,” noted 
Foresight CEO Steve Bruyn

Jack TerHar, (owner, Sill-TerHar Motors, 
Broomfield), who has 46 years of Auto Show 
experiences, isn’t surprised. “If you look 
historically at when sales start in the spring, 
it’s within 15 days after the Denver Auto 
Show. It’s a motivator to put people back in 
the market.” TerHar credits the Denver Auto 
Show for the sale of three Maseratis during 
and two more after the 2018 show. 

His advice: “Embrace the Auto Show. If you 
as a dealer  look at it as a positive, you’ll sell 
more cars.” Besides, he said, the Auto Show 
is not really where sales are made. “You get 
names and leads and they turn into sales.” 

Changing things up for 2019

“We are looking at getting more creative 
this year,” said 2019 Denver Auto Show 
Chair Fletcher Flower (Flower Motors, 
Montrose). “Some manufacturers have 
decided not to participate — or participate 
on a reduced level. So we’re looking at filling 
slots with companies that haven’t normally 
been in the auto show in the past.” 

Pudney added that people come to the show 
because it’s an experience. “People want 
experiences,” Pudney said. “They may shop 
on the Internet, but people still need to sit in 
the car and feel the car — and the best way is 
to come to showcase where nobody is trying 
to sell you a car on the spot.” 
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We’re partnering with the Collision Repair Education Foundation, which will bring hundreds of  
auto tech students who are looking for careers in the industry. You’ll easily spot them, as they’ll 
wear student tech shirts at the event. And the Fair will take place on the Auto Show floor, 
which means a lot of walk-in traffic for other positions!

If you’re hiring, register now, as there are only 20 CADA booths available.  
This year, we have three levels of participation:

Table Partner - $1,500
• 10’ x 10’ fully draped booth, with an 8-foot draped 

table and 2 chairs
• Electrical & wifi
• Business name on passport
• Student registration list, including résumé 

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

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

Register  

www.colorado.auto/events

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

For more information,  
contact Kim Jackson
kim.jackson@colorado.auto
303.457.5115
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Colorado Auto Outlook
Comprehensive information on the Colorado new vehicle market

TM

Data Information

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

Source: AutoCount data from Experian, and IHS..

Colorado U.S.

YTD '17 thru Oct. 175,777 11,752,706

YTD '18 thru Oct. 174,137 11,657,894

% change -0.9% -0.8%

Aug. '17 thru Oct. '17 56,840 3,633,250

Aug. '18 thru Oct. '18 56,834 3,588,538

% change 0.0% -1.2%

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

State new vehicle market slipped 0.9% during 
the first ten months of this year versus a year 
earlier. U.S. market was off 0.8%.

October ‘18 registrations in the state were 
down 2.3% vs. year earlier.

Light truck registrations increased 4.8% so far 
this year, while passenger cars were off 15.1%.

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

The Colorado and U.S. markets were both 
off by less than 1% during 2018.

Colorado

-0.9%
U.S.

-0.8%
YTD ‘18 thru October 

% Change In
New Retail Market vs. 

Year Earlier 
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Page 2 Covering data thru October 2018

LIGHT TRUCKS PASSENGER CARS

DOWN
15.1%

UP
4.8%

Change in Year-to-date
New Retail Light Vehicle

Registrations  

Top ten brands shaded gray. Source: AutoCount data from Experian, and IHS.

Colorado New Retail Car and Light Truck Registrations

October
Three Month Period

Aug. '18 thru Oct. '18
Year to date thru Oct.

Year-to-date

Market Share (%)

Colorado Colorado Colorado Colorado

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

MARKET SUMMARY

TOTAL 16,786 16,403 -2.3% 56,840 56,834 0.0% 175,777 174,137 -0.9%

Cars 4,486 3,619 -19.3% 16,045 12,449 -22.4% 50,398 42,773 -15.1% 28.7 24.6 -4.1

Light Trucks 12,300 12,784 3.9% 40,795 44,385 8.8% 125,379 131,364 4.8% 71.3 75.4 4.1

Domestic 6,157 6,444 4.7% 20,502 21,066 2.8% 64,441 64,934 0.8% 36.7 37.3 0.6

European 1,693 1,564 -7.6% 5,733 5,681 -0.9% 18,321 19,137 4.5% 10.4 11.0 0.6

Japanese 7,915 7,404 -6.5% 27,184 26,574 -2.2% 82,872 80,074 -3.4% 47.1 46.0 -1.2

Korean 1,021 991 -2.9% 3,421 3,513 2.7% 10,143 9,992 -1.5% 5.8 5.7 0.0

BRAND REGISTRATIONS

Acura 150 164 9.3% 491 554 12.8% 1,425 1,472 3.3% 0.8 0.8 0.0

Audi 316 274 -13.3% 1,053 1,044 -0.9% 3,275 3,507 7.1% 1.9 2.0 0.2

BMW 235 220 -6.4% 819 789 -3.7% 2,719 2,860 5.2% 1.5 1.6 0.1

Buick 129 107 -17.1% 408 386 -5.4% 1,380 1,371 -0.7% 0.8 0.8 0.0

Cadillac 98 102 4.1% 303 287 -5.3% 930 844 -9.2% 0.5 0.5 0.0

Chevrolet 1,197 1,086 -9.3% 4,004 3,653 -8.8% 12,498 12,678 1.4% 7.1 7.3 0.2

Chrysler 69 43 -37.7% 232 190 -18.1% 880 704 -20.0% 0.5 0.4 -0.1

Dodge 193 183 -5.2% 704 700 -0.6% 2,818 2,545 -9.7% 1.6 1.5 -0.1

Fiat 15 11 -26.7% 64 46 -28.1% 201 169 -15.9% 0.1 0.1 0.0

Ford 2,025 1,875 -7.4% 6,549 6,178 -5.7% 20,311 19,027 -6.3% 11.6 10.9 -0.6

GMC 434 484 11.5% 1,526 1,588 4.1% 5,119 5,056 -1.2% 2.9 2.9 0.0

Honda 1,315 1,167 -11.3% 4,587 4,587 0.0% 13,556 14,403 6.2% 7.7 8.3 0.6

Hyundai 612 635 3.8% 2,024 2,228 10.1% 5,884 5,960 1.3% 3.3 3.4 0.1

Infiniti 92 91 -1.1% 318 323 1.6% 1,223 1,048 -14.3% 0.7 0.6 -0.1
Jaguar 32 30 -6.3% 116 86 -25.9% 409 268 -34.5% 0.2 0.2 -0.1

Jeep 1,186 1,199 1.1% 4,160 4,302 3.4% 12,245 13,017 6.3% 7.0 7.5 0.5

Kia 409 356 -13.0% 1,397 1,285 -8.0% 4,259 4,032 -5.3% 2.4 2.3 -0.1

Land Rover 78 83 6.4% 254 284 11.8% 792 951 20.1% 0.5 0.5 0.1

Lexus 347 304 -12.4% 1,123 1,092 -2.8% 3,453 3,201 -7.3% 2.0 1.8 -0.1

Lincoln 71 78 9.9% 261 256 -1.9% 822 808 -1.7% 0.5 0.5 0.0

Maserati 10 11 10.0% 39 33 -15.4% 124 99 -20.2% 0.1 0.1 0.0

Mazda 355 296 -16.6% 1,270 1,173 -7.6% 3,886 3,820 -1.7% 2.2 2.2 0.0

Mercedes 278 280 0.7% 923 925 0.2% 2,920 3,044 4.2% 1.7 1.7 0.1

MINI 41 34 -17.1% 186 169 -9.1% 640 671 4.8% 0.4 0.4 0.0

Mitsubishi 68 58 -14.7% 241 256 6.2% 808 719 -11.0% 0.5 0.4 0.0

Nissan 1,071 829 -22.6% 3,504 3,064 -12.6% 10,727 8,769 -18.3% 6.1 5.0 -1.1

Porsche 45 51 13.3% 208 199 -4.3% 708 685 -3.2% 0.4 0.4 0.0

Ram 654 720 10.1% 2,045 2,324 13.6% 6,634 6,884 3.8% 3.8 4.0 0.2

smart 1 0 -100.0% 9 0 -100.0% 44 17 -61.4% 0.0 0.0 0.0

Subaru 1,829 1,847 1.0% 6,280 6,247 -0.5% 20,878 19,832 -5.0% 11.9 11.4 -0.5

Tesla 101 552 446.5% 308 1,169 279.5% 801 1,966 145.4% 0.5 1.1 0.7

Toyota/Scion 2,688 2,648 -1.5% 9,370 9,278 -1.0% 26,916 26,810 -0.4% 15.3 15.4 0.1

Volkswagen 511 431 -15.7% 1,667 1,596 -4.3% 5,424 5,290 -2.5% 3.1 3.0 0.0

Volvo 113 124 9.7% 324 443 36.7% 905 1,323 46.2% 0.5 0.8 0.2

Other 18 30 66.7% 73 100 37.0% 163 287 76.1% 0.1 0.2 0.1
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Percent change in registrations

Percent Change in Brand Registrations
YTD ‘18 thru October vs. YTD 2017

(Top 30 selling brands)

Registrations increased by more 
than 5% for Tesla, Volvo, Land 
Rover, Audi, Jeep, and Honda 

Colorado and U.S. Market Share
YTD ‘18 thru October

(Top 20 selling brands in state)

Toyota, Subaru, Ford, Honda, and 
Jeep were market share leaders 
in Colorado
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Quarterly Alternative Powertrain Market Share
(includes hybrid and electric vehicles)

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

Segment Market Shares
YTD ‘17 thru October

The two graphs above show market shares for primary segments during the first ten months of 2017 and 2018. 

Source: AutoCount data from Experian, and IHS.

Non Luxury SUV 
Market Share in ‘17:

42%
Non Luxury SUV 

Market Share in ‘18:

46%

Segment Market Shares
YTD ‘18 thru October

VEHICLE SEGMENTS

HYBRID AND ELECTRIC VEHICLES
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New Retail Hybrid, Plug In Hybrid, and Electric Vehicle Registrations

Top 20 Selling Models in Colorado - YTD '18 thru October

Rank Model Type Regs.

1 Tesla Model 3 Electric 1269

2 Toyota RAV4 Hybrid 1116

3 Nissan Leaf Electric 726

4 Toyota Prius Hybrid 514

5 Lexus RX Hybrid 450

6 Toyota Highlander Hybrid 408

7 Tesla Model X Electric 397

8 Tesla Model S Electric 375

9 Toyota Camry Hybrid 289

10 Chevrolet Bolt Electric 265

11 Toyota Prius Plug In Hybrid 251

12 Kia Niro Hybrid 228

13 Hyundai Ioniq Hybrid 191

14 BMW X5 Plug In Hybrid 183

15 Chevrolet Volt Plug In Hybrid 163

16 Honda Clarity Plug In Hybrid 163

17 Lexus NX Hybrid 137

18 Chrysler Pacifica Plug In Hybrid 137

19 MINI Countryman Plug In Hybrid 131

20 Honda Accord Hybrid 121



If this is what you see…

To learn more about our Drive S.A.F.E. risk management 
resources, please contact your local marketing representative.

federatedinsurance.com

FOCUS.
Poor driving decisions could keep you and your 
employees from making it home S.A.F.E. today.

PEED

TTENTION

ATIGUE

MOTION

DRIVE

www.federatedinsurance.com/ 
drivesafe/attention

           Federated Mutual Insurance Company and its subsidiaries*
17.02  Ed. 12/17  *Not licensed in all states.  © 2017 Federated Mutual Insurance Company

Ward’s 50® Top Performer 
A.M. Best® A+ (Superior) Rating



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.


