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Tim Jackson
CADA President 

and CEO

So long, happy trails and a huge thanks to two 
of CADA’s longest-standing staff members

As Ed Dobbs mentioned in our 
cover story, member dealers 
cite ‘hiring quality workers’ as 
one of the top challenges they 

face in their dealership operations. 

Colorado dealers request that CADA 
become a reliable resource for filling 
the important and key positions avail-
able to those seeking to enter the auto 
industry.
Internally, CADA is about to experience 
its most fundamental turnover in staff 
in the past 13 years. On June 30, two of 
the three longest-standing employees 
on the association’s 12-person staff will 
step down and go on to other priorities 
in their lives.

Linda Toteve takes her leave
Bond Coordinator Linda Toteve will 
retire after nearly 18 years of service. 
During her time at CADA, Linda estab-
lished an incredible and reliable level of 
service in which dealerships can expect 
delivery on the new salesperson and 
dealer bonds within 24 hours or less. 
Linda has always been a team player on 
the CADA staff and stepped up to help 
others as needed, when needed, and 
always served CADA member deal-
ers with a smile, a friendly voice and a 
committed resolve. Linda was especial-
ly helpful during the time of the annual 
auto show in helping schedule support 
staff and deliver on the association’s 
important work.

Tammi McCoy goin’ up the country
Following more than 12 years of dedi-
cated and passionate service to Colo-
rado dealers, Vice President of Regula-
tory Affairs Tammi McCoy will leave 
CADA service, as well. Tammi served 
an increasingly important role for Colo-
rado’s new car dealers by  

providing timely legal, regulatory 
and compliance guidance and advice. 
Over her time here, Tammi’s role has 
evolved as CADA continues to grow 
and provide additional services for new 
car dealers. 

Compliance Guide, Bradford Pub-
lishing among accomplishments
Among many other things, Tammi de-
veloped, and largely wrote the first and 
second editions of the CADA Dealer 
Compliance Guide. With the support of 
CADA outside counsel Michael Dom-
mermuth, Tammi provided the insights 
and perspectives necessary to draft this 
all-new publication resource for  
Colorado dealers. 
Tammi was also instrumental in CADA 
staff negotiating, and elected leaders 
approving, the purchase of Bradford 
Publishing’s automotive forms business, 
including full ownership of the Rocky 
Mountain Bank Note, retail installment 
sales contract (RISC). That decision 
started with a vision by CADA staff 
leaders to better ensure that a choice in 
the marketplace was available to Colo-
rado dealers.
 
During her time working at CADA, 
Tammi was active in several out-
side groups that CADA supports as a 
resource for dealer objectives. Those 
include, but are not limited to, Colorado 
Civil Justice League, Leadership Pro-
gram of the Rockies, National Associa-
tion of Motor Vehicle Dealer Boards 
and Commissions, Coalition to Simplify 
Colorado Sales Taxes (which CADA 

founded with the National Association 
of Dealer Counsel and where Tammi 
served for several years on the board of 
directors). 
They’re tough acts to follow
Both Linda and Tammi have developed 
significant institutional knowledge 
about CADA and the dealers we serve, 
which will be impossible to immedi-
ately replace. Their minds are literally 
treasure troves of historic perspective 
on dealership operation and CADA 
priorities. 
In fact, due to extensive longevity of 
both Tammi and Linda, when they 
leave, CADA’s average staff tenure 
drops from almost five-and-a-half years 
to just over three-and-a-half years. 
That’s a huge cultural shift, one that 
will take months and years to restore 
and rebuild.
Personally, I have relied on the exper-
tise of them both for many years, as 
have other staff members and dealers. 
Not only will I miss having Tammi and 
Linda on staff, it will be a huge interim 
loss for our services to dealers, until 
their successors are in place, have struc-
turally rebuilt these important positions 
— and have developed the significant 
operational knowledge we count on for 
these roles.
Please join me in thanking both Linda 
Toteve and Tammi McCoy for their 
immense and impressive tradition of 
service that they have both developed 
while representing our member dealers 
during their long-term positions here at 
the association.

Steering Column



Company Name:           

Golfer Name:      Title:       

City: Best Phone (please indicate which):       

Fax: Email:           

Preferred golf partner(s):           
NOTE: While CADA can’t guarantee pairing you with your preferred partners, we’ll do the best we can.

QUESTIONS can be directed to:
Marsha Ferm 

marsha@marshaferm.com or 303.888.9100

• There will be a hole-in-one $10,000 cash prize; awards for 
first-, second- and third-place teams; challenge holes; plus 
many great door prizes!

• Mulligans can be purchased for $20 each before play to benefit 
the Clear the Air Foundation!

Registration Details
DEADLINE: July 18, 2017

Two players for each
dealership location

Please submit ONE form per golfer to:

Email: gena.rawson@colorado.auto

Fax: 303.831.4205

Online: colorado.auto/events

presented by

Dealership
Registration

Schedule of 
the Day’s Events

7:00 a.m.: Check-in, Breakfast, Practice
8:00 a.m.: Shotgun start
Immediately 
following play: Awards Luncheon

Erie, Colorado
Monday, July 24, 2017
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Leadership Program of the Rockies trains public policy leaders— 

Dealers meet with graduates to share  
challenges, goals of Colorado’s auto industry

Michelle O’Connor
Legislative and  
Marketing ManagerThe LPR trains emerging leaders in 

America’s founding principles: Why 
they were important in the beginning 
and how they apply to today’s 
challenges. It then teaches and fine 
tunes the leadership skills necessary to 
affect public policy.
Each year, 65 high-caliber students 
attend nine full-day sessions and 
multiple events — all led by an elite 
team of local leaders and nationally 
recognized experts. At the end of the 
program, graduates leave with the 
knowledge, tools and skills to preserve 
liberty.
Many LPR graduates go on to run 
for office at the local, county, state or 
federal level. Former Congressman 
Bob Schaeffer founded the program 
and remains very involved in it. 
Almost half of the legislators in the 
Colorado General Assembly were 
graduated from this program. In fact, 
all of the Republicans in leadership 

positions within their caucuses are 
graduates of LPR.
CADA’s dealer members presented 
a 30-minute program during the 
final LPR meeting this year, which 
concluded a 10-month curriculum. The 
presentation helped LPR graduates 
gain a better understanding of the 
economic impact the automotive 
industry has on the state, along with 
the daily challenges dealers face and 
their ultimate goal of improving the 
industry for the consumer.
Special thanks to Kent Bozarth and 
Brent Wood, who sat on the panel this 
year. They were on hand to answer 
questions from the audience, and we 
have received a great deal of positive 
feedback. So, thanks Kent and Brent! 
You guys helped make our 2017 lunch 
with LPR a success!

CADA’s Tim Jackson, left, along with Kent Bozarth, Bozarth Chevrolet #1 Park Meadows; and Brent Wood, Larry H. Miller 
Chrysler Jeep Dodge Ram, met with Legislative Program of the Rockies students at their last session. The trio were on 
hand to help LPR graduates get a better grasp of the economic impact the auto industry has on the state.

July Legislative  
Grasssroots Meetings
Summer doesn’t mean vacation when it 
comes to Legislative Grassroots Meetings. 

Because our legislators are not in session, 
our meetings with them are more relaxed, 
yet very focused. 

Please join us for as many of the following 
meetings as you can in July:

Wednesday, July 5, 11:30 a.m. —  
Rep. Lois Landgraf
Cheddar’s Scratch Kitchen (1140 Interquest 
Pkwy.), Colorado Springs

Thursday, July 13, 10:30 a.m. —  
Rep. Paul Lundeen
Serrano’s Coffee (625 CO 125), Monument

Saturday, July 15, 7:30 a.m. —  
Rep. Barbara McLachlan
Carver Brewing Co. (1022 Main Ave.), 
Durango

Tuesday, August 1, Noon —  
Sen. Leroy Garcia
Tony and Joe’s Pizzeria (106 Colorado 
Ave.), Pueblo

CADA has sponsored the 
Leadership Program of the 
Rockies (LPR) for several years.

George Billings, Melissa Blake-Kuipers, Eric Hartsaugh and 
Michelle O’Connor meet with Sen. Majority Leader Chris Holbert.



BRYANAUTOMOTIVE

MODERN DRIVE

Bryan Construction 
understands the pressure 

dealerships face from both 
manufacturers and clients. 

We can help you deliver a 
memorable customer experience 

while presenting the desired 
variety of top selling vehicles.    

Call us for a free consultation today.   

855.391.5355  |  BryanConstruction.com  Colorado Springs | Fort Collins | Denver 
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The Coalition to Simplify Colorado Sales Tax 
seeks to simplify the state’s overly complex 
sales and use tax system, which puts a nearly 
impossible burden on businesses — especial-
ly those that work across local jurisdictions. 
Dealerships are particularly lucrative tar-
gets, given the high retail value of vehicles. 
Further, the mobile nature of vehicles, cross-
jurisdiction issues of navigating 64 counties 
and inaccurate databases often catch dealers 
in the middle, resulting in significant financial 
loss and customer frustration.

House Bill 1216 created task force
In the now-concluded 2017 legislation ses-
sion, the coalition spearheaded and passed 
HB17-1216 to set up a legislative-directed 
task force to focus on this issue and leverage 
interim legislative resources. 
The bill passed with overwhelming support 
and was signed by the Governor to establish 
a 15-member task force that comprises two 
members each of the House of Representa-
tives and Senate; one representative each 
from the Department of Revenue, Colorado 
Municipal League and Colorado Counties, 
Inc.; a member of a statewide small business 
association that’s addressing the simplifica-
tion of sales and use tax collection; a member 
of the statewide Chamber of Commerce; a 
state and local sales & use tax law practitio-
ner; a state and local sales and use tax ac-
countant/CPA and four from these categories: 
A manager, mayor, council person, finance 
officer or tax administrator of a home-rule or 
statutory  city or city and county. 

Task force to report to legislature 
Nov. 1
The task force, which is slated to sunset after 
three years, will conduct meetings, take tes-
timony, study this challenge and report to the 
legislature by November 1, 2017. The task 
force is directed to specifically consider the 
feasibility of:

 ◆ Making a third-party entity responsible 
for state or local sales and use tax admin-
istration, return processing and audits

 ◆ Making retailer audits more uniform for 
all state and local taxing jurisdictions

 ◆ Using certified software for sales and use 
tax administration and collection

 ◆ Using a single Sales and Use tax return 
for state and local taxing jurisdictions. 

Prior tax appeal reform upheld  
in court
In 2016, the coalition successfully passed 
SB16-36 to reform the state’s unfair require-
ment for a taxpayer to pay the full tax audit 
assessment or post a bond before seeking 
a ruling from an independent court. Now, 
taxpayers can appeal to district court before 
any tax payment is due (but retain the option 
to do so to stop further interest and penalties 
from accruing). Earlier this year, Denver at-
tempted a spurious argument that a taxpayer 
challenging an assessment still needed to pay 
up first; the court dismissed the challenge in 
April. The cloud computing company is now 
headed to district court.
Making these reforms a priority for elected 
officials will take dedicated, grassroots ef-
forts by businesses of all sizes and industries 
across the state. Register as a supporter to 
receive updates, or submit a story of your 
own experience that demonstrates the com-
plexity of sales/use taxes in Colorado: www.
simplifycosalestax.org

Now available: NADA guide 
to revised used car rule
A Dealer Guide to the Used Car Rule is now 
available at NADA University Online. It pro-
vides an overview of the revised federal Used 
Car Rule, effective January 27, 2017. The 
guide includes details about the revised Buy-
ers’ Guide and instructions on properly com-
pleting the Buyers’ Guide form, along with a 
number of templates and other examples.
The dealer guide is free to NADA and ATD 
members. Call NADA Customer Service at 
800.557.6232 or CADA 303.831.1722 when 
you’re ready to order the new 2017 versions. 
Various formats/options are available.

Simplify Colorado Sales Tax Coalition —

Bill passes to set up a legislative-directed  
task force

In January 2015, CADA and other key business 
organizations established a coalition dedicated to 
reforms that will create a simple, fair and predictable 
sales and use tax system in Colorado. 

Joe Gebhardt’s term ends on  
Motor Vehicle Dealer Board
Three members have ended their impor-
tant service on the Motor Vehicle Dealer 
Board. CADA extends a special thanks 
to these individuals for making the time 
commitment to serve the industry in this 
capacity:

 ◆ Joe Gebhardt — New Motor Vehicle 
Dealer (Board President) – Davidson-
Gebhardt Chevrolet-Subaru of Love-
land. Joe served two terms.

 ◆ Robert Endter — Public Member 
(2nd VP) – ACE Design Studio, 
Arvada

 ◆ Justin Franks — Used Motor Vehicle 
Dealer – Cherry Creek automotive, 
Denver

Remaining members of the board in-
clude:

 ◆ Michael Jorgensen — New Motor 
Vehicle Dealer – Red Noland Auto 
Group – Colorado Springs

 ◆ Dominic Scrivner — New Motor 
Vehicle Dealer – Mike Shaw Subaru, 
Thornton

 ◆ Stan Martin — (1st Vice President) 
– Used Motor Vehicle Dealer – Stan’s 
Auto Sales, Westminster

 ◆ Steve Perkins — Used Motor Vehicle 
Dealer – Centennial Leasing & Sales, 
Englewood

 ◆ Lucky Heggs — Public Member – 
EKS&H – Certified Public Accoun-
tants & Advisors, Denver

 ◆ Christopher Langley — Public 
Member – City of Lakewood, Aurora

The nine-member Motor Vehicle Dealer 
Board, each appointed by the governor, 
consists of three:

 ◆ Franchised/new vehicle dealers
 ◆ Used vehicle dealers
 ◆ Public members

Positions expire June 30 each year. The 
Board meets the third Tuesday of each 
month to oversee and provide direction to 
the Auto Industry Division. It is vested by 
statute with responsibility to administer the 
motor vehicle licensing laws, promulgate 
rules and regulations relating to those laws, 
investigate complaints and impose sanc-
tions and discipline licensees who violate 
those laws.
More info: http://www.colorado.gov/pacif-
ic/enforcement/motor-vehicle-dealer-board-
auto-industry-division

Regulatory/Compliance by Tammi McCoy, CADA VP
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CADA’s
2017
Annual
Convention
in Maui

The Clear the Air Foundation was founded 
and funded by CADA in 2012 to remove 
high-emitting vehicles from Colorado’s 
roads. 
The money paid for these ‘junkers’ is turned 
into a scholarship for auto tech students 
— who are often hired by new car dealers’ 
service departments.

Since January, four students have  
received scholarships:
Hector Esquivel 
School: Emily Griffith  
Technical College 
Current employer: Unknown 
Graduation date: Fall 2017
Joshua Mayes 
School: Emily Griffith  
Technical College 
Current employer: Unknown 
Graduation date: Fall 2017
Tyler Keller 
School: Red Rocks Community College 
Current employer:  
Independent Volkswagen shop 
Graduation date: August 2017
Hugo Romero 
School: Lincoln College of Technology 
Current Employer:  
John Elway Cadillac 
Graduation date: March 2019

Scholarships are made possible through new car dealers’ donations of ‘junkers’ —

Four auto tech students receive scholarships from 
Clear the Air Foundation

To donate your junkers — and 
maybe even hire a technician in 
the process — contact Clear the 
Air Foundation Director  
George Billings:
E-mail:  
george.billings@colorado.auto
Text/cell: 303.775.8896
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Voluntary employee benefits continue to grow as a popular 
way to offer your staff a variety of coverages, while not 
increasing your cost of the overall benefit program. 

How you and your employees win when you offer  
voluntary benefits

Thank You! to the Sponsors 
of the 2017 
Charity Preview Party

Title Sponsor: Premier Sponsors: Platinum Sponsors:

Voluntary benefits include life, disability, cancer, dental, vision 
that a company may offer to all employees at an insurance 
company’s group rate. It’s cheaper for your employees, and in 
most cases, very convenient. 
When employees are offered a choice at your dealership, 
they’re more likely to buy because of the price, easy payroll 
deductions and the choice of quality of products. It is a win-win 
for you as the employer and your staff members because most 
people already want these products. You make various products 
available through a reputable insurance company at a lower 
cost to your employees.
Many studies report that more than 60 percent of employees 
feel it is important that their employer offer these products. 
However, fewer than 50 percent of employers offer additional 
voluntary products. 

A tight labor market almost demands you  
offer employee benefits
In addition, employee benefits are one of the most important 
factors in recruiting and retaining good employees. And in this 
tight labor market, that’s important. Because it doesn’t cost you 
anything to offer voluntary benefits, here are more reasons why 
you should:

 ◆ They can fill in the gaps of limited benefits. If all you’re cur-
rently offering is medical, adding insurance options helps fill 
the gaps in what most people really want: Vision and dental 
are just a couple that immediately come to mind.

 ◆ Pre-tax contributions can 
be used to help pay for 
these plans. Just as the 
medical plan is offered 
on a pre-tax basis, these 
products are also eligible 
to be paid through pre-tax 
dollars, which makes them 
even more affordable for 
your employees. 

 ◆ Desirable benefits give 
employees a reason to 
stay. This is especially true for employers that offer dental 
and vision options.

 ◆ In fact, offering dental benefits can actually help keep 
your employees healthier. Oral infections can lead to 
cardiovascular disease, diabetes, HPV and more. Vision 
plans can help detect high blood pressure, glaucoma and 
even diabetes. Offering life insurance can help families 
avoid financial hardships, while disability plans help your 
employees and their families avoid financial ruin.

Voluntary benefits are a great way for you to be a hero 
and address some of your employees’ needs. It’s low cost, 
convenient and very desirable by most of your employees.
For more information related to voluntary benefits, please 
contact me at Craig.gordon@ Colorado.auto or 303-457-5118.

Craig Gordon, Employee Benefits 
Sales Manager

Employee Group Benefits
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In just two days of frank conversations, your 
board representatives agreed on priorities 
and crafted a three-year strategic plan for the 
association. 

Harrison Coerver, of Association Manage-
ment Consultants, facilitated the two-day 
session. He has long-standing knowledge of 
CADA, having conducted similar strategic 
planning sessions in 2008, 2011 and 2014. 

Coerver kicked off the Strategic Planning 
process with a survey of our 24 board mem-
bers. The results provided a solid framework 
for our discussions and got us all thinking in 
the same direction. 

It’s worth noting that some board members 
said they believed the entire membership 
should have completed the survey. In fact, in-
creasing dealer involvement and participation 
was identified by 21 percent of the respon-
dents as an issue important to address during 
the planning process.

With that in mind, I hope you’ll agree – once 
you learn the priorities your board set – that 
your views were well represented, especially 
in light of the challenges we face in our 
industry and the need to focus our resources 
where they will have maximum impact.

Are these sessions worthwhile? 
The survey asked whether CADA effectively 
implemented the two priority objectives from 

2014: Public policy and member communica-
tion. On a scale of 1 (not at all effective) to 5 
(very effective) Public Policy rated 4.5, based 
on our legislative successes, participation 
in legislative grassroots meetings, legisla-
tors’ knowledge of our issues and proactive 
approach. Member communication rated 4.3 
based on regional dealer meetings, timely/
relevant content, and use of multiple commu-
nication channels.

Survey says: CADA can still improve
CADA’s overall performance as an associa-
tion scored 4.8 out of 5.0. Coerver observed 
that CADA’s score is higher than any he’s 
seen from more than 1,300 strategic planning 
processes he’s worked on over the years. 

 ◆ Half the responses noted CADA’s legisla-
tive advocacy and lobbying, and a third 
mentioned our superb staff. 

 ◆ Top strengths included legislative advoca-
cy/lobbying efforts, knowledge of dealer 
issues, dealer involvement and education. 

 ◆ Top areas needing improvement include 
increasing dealer participation/involve-
ment, engaging the next generation, 
overly relying on a core group and raising 
CADA awareness among dealer manage-
ment.  

 ◆ The range of programs and activities 
offered by CADA was rated overwhelm-
ingly as About Right (92 percent).

Futurecasting: Making  
Assumptions 
To arrive at strategic objectives, the group 
agreed on some basic assumptions about the 
future direction of the industry in Colorado, 
the political/regulatory environment, CADA’s 
membership and the organization as a whole. 
These assumptions are based on current 
knowledge and can be grouped into the  
following general categories:

Market Conditions
1. More people with fewer dollars to spend
2. More technology in the sales process: 

On-line shopping, social media, disruptive 
third-party lead generators and transaction 
efficiencies

3. More pressure on dealers: Lower grosses, 
higher cost of money, industry consoli-
dation, non-franchised used car dealer 
proliferation and land values

4. Opportunities: Big wave of leases ending, 
innovative dealers capitalizing on mobil-
ity on demand and growing service/parts 
business

Political/Regulatory Environment
1. Leftward shift in Colorado politics, with 

more consumer activism
2. Greater pressure on industry, including the 

franchise model, which will require more 
education of new legislators

3. More personal transportation regulation 
through taxation and/or policies (e.g., 
electronic vehicles (EVs), driver-less 
vehicles)

CADA Board of Directors’ Strategic Planning meeting results—

Association’s ambitious three-year goals create 
road map to steer CADA into the future
Association’s ambitious three-year goals create 
road map to steer CADA into the future

The CADA Board of Directors’ 2017 Strategic Planning Retreat, held June 5-6, was one of the 
most interesting, productive and provocative couple of days I’ve had in some time.

by Ed Dobbs
CADA Chair
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CADA Membership and Organization
1. More consolidation will occur, mean-

ing fewer dealer principals and more 
GMs who will skew younger and more 
digitally savvy.

2. CADA’s level of engagement will 
continue and the organization will keep 
growing, with greater member  
involvement/buy-in.

3. CADA will continue as a strong advo-
cate and source of industry action in the 
face of new legislative and regulatory 
policy challenges.

4. CADA needs to have a succession plan 
for Tim Jackson.

The Strategic Issues
Five overarching issues were identified and 
discussed based on the above-noted assump-
tions: 
1. Advocacy – We need to continue as a 

coalition to maintain a strong legisla-
tive offense and defense, and build on 
the momentum we’ve achieved in the 
legislature. The retail warranty reim-
bursement issue will be addressed, and 
while we have had great turnout at the 
legislative grassroots meetings, we need 
even more participation.

2. Member communication – We must 
find new/better ways to reach dealers 
who aren’t participating now, including 
expanding our reach into dealer manage-
ment.

3. Dealer engagement and participation 
–Dealer participation is critical for: 
• Legislative grassroots
• CADA-sponsored Clear the Air 

Foundation
• CADA-endorsed programs, such as 

group benefits, workers’ compensa-
tion and endorsed providers. 

Dealers need to be emotionally involved and 
understand “What’s in it for me?” Targeting 
smaller groups of dealers to work in each 
area could be effective.

4. Dealership workforce/technicians 
– Scholarship support for technicians 
continues ($50,000 in 2017) through the 
Clear the Air Foundation. CADA efforts 
might include connecting new techs with 
dealer service managers and investing in 
community college automotive programs. 

We also may want to pay attention to other 
position challenges (e.g., business managers, 
title clerks and warranty administrators). 

5. Future of Car Ownership – Peering into 
the great unknown… One recent study 
about mobility on demand forecasts that 
by 2030, 95 percent of VMTs will be in 
shared autonomous vehicles. 

We know that many auto manufacturers, 
Apple and Google are investing time and 
money on the trend. Ride and car sharing al-
ready exist and governments at all levels are 
beginning to grapple with the public policy 
implications. 

CADA three-year objectives
In summarizing the 2017 Strategic Planning 
Process, Harrison Coerver defined Objective 
as ‘a temporary, but careful estimate regard-
ing a future result that cannot be projected 
with accuracy, but which can — and should 
— be achieved through CADA’s efforts and 
commitment of resources. Objectives should 
be derived from a careful analysis of future 
development and potentials, with relatively 
less reliance placed on historical data and the 
projection of past experience.”

Participants were asked to rank their top 
three objectives, in order of importance, 
for CADA’s next three years. From those 
rankings, we arrived at a plan of action and 
determined how to measure performance. 

1. Advocacy – Build on our momentum
• Pass Part A of Franchise Act, retail 

reimbursement for warranty parts 
and labor.

• Build a coalition among multiple 
constituencies affected by transpor-
tation developments expected from 
mobility on demand.

• Educate decision makers and the 
public about consequences/threats 
of mobility on demand and EV de-
velopments through more legislative 
grassroots meetings; research and 
publish a white paper that spotlights 
the effects of these developments.

2. Dealer Image – Expand CADA’s efforts 
to improve consumers’ perception of 
dealers.
• Get reliable data on consumer at-

titudes regarding new car franchisees, 

versus other dealers/third parties who 
are capitalizing on negative image.

• Develop action plan based on re-
search that builds on current positive 
activities, including Clear the Air 
Foundation, Charity Preview Party 
and public service announcements 
through the Colorado Broadcasters 
Association and Comcast Spotlights. 

3. Workforce – Develop CADA mecha-
nisms or programs that connect dealers 
with dealership employee candidates.
• Increase awareness of career oppor-

tunities at dealerships through local 
grassroots efforts with schools and 
counselors.

• Create or organize job fairs and 
similar events to match candidates 
with dealerships.

• Ensure dealer feedback on efforts to 
track effectiveness.

4. Manufacturer Overreach – Protect 
dealer autonomy from erosion by manu-
facturer practices and mandates.
• Level the playing field to ensure that 

all manufacturers are subject to the 
same rules/regulations as their deal-
ers by researching how other states 
have dealt with these issues and 
aligning our efforts with them.

• Enact legislation that eliminates 
discriminatory pricing by  
manufacturers.

• Enact legislation preventing dealers 
from waiving rights under the law.

Now the work begins
This is a tall order, yet I’m optimistic about 
its chance of success. It’s going to require an 
ongoing commitment of the board – especial-
ly at the district director level – and our staff. 

The good news is our already-strong advo-
cacy successes provide a good foundation to 
build on going forward. 

We asked participants for follow-up com-
ments about how they viewed the plan we 
formulated. One comment really stood out: 
“… I believe CADA is so strong, we really 
need to think outside the box. And we’ll need 
more resources.” 

Of course, resources mean dollars. More 
than that, how we deliver on this ambitious 
agenda over the next three years depends on 
our willingness to engage and work together 
to GET IT DONE! 

Harrison Coerver has led CADA strategic planning  
sessions every three years since 2008. 



For a “test drive” of PermaPlate’s products and 
to learn why CADA F&I Resource Center should 
be your first choice for all things F&I, contact 

Polly Penna
303.945.6426

polly.penna@colorado.auto

CADA F&I Resource Center
is your FIRST stop for
PermaPlate products

Since 2009, CADA F&I Resource Center has been the first place many dealers turn 

to for the PermaPlate family of revenue-generating products — the products 

your customers ask for by name. 

We know you have other choices, yet CADA 

F&I Resource Center rates are 

often lower. 

Not only that, when you buy your 

PermaPlate products through 

CADA F&I Resource Center, you 

help new car dealers’ efforts at the 

state legislature.

And that’s something other providers simply 

can’t do.
 Your revenue opportunities 
 with PermaPlate include:

• Windshield Protection
• Appearance (paint, leather & fabric) Protection
• Tire & Wheel Protection
• Prepaid Maintenance
• Window Tint
• Paintless Dent Repair
• Paint Protection Film
• Theft Protection
• Door Edge & Cup Guard Protection



June 2017             Colorado Automobile Dealers Association                                          13

2.3% 4.8% 4.3%
12.0% 10.0% 9.8%

-50.0%

-25.0%

0.0%

25.0%

50.0%

May '17 v.
May '16

Mar. '17 thru May '17 v.
Mar. '16 thru May '16

YTD '17 v.
YTD '16

New

Used

Released: June 2017 Covering data thru May 2017

Colorado Auto Outlook
Comprehensive information on the Colorado automotive market

TM Sponsored by:

New retail car and 
light truck registra-
tions in the state 
increased 2.3% in 
May 2017 versus a 
year earlier. 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 increased 
4.3% during the 
first five months of 
this year versus the 
same period a year 
earlier. Passenger 
cars declined 4.1% 
while Light Trucks 
were up 8%.

Used vehicle 
registrations were 
up 9.8% so far this 
year. (Only includes 
vehicles seven 
years old or newer.)

Jaguar, Volkswagen, 
Infiniti, Lincoln, 
Mercedes, Subaru, 
Honda, and Audi 
had the largest in-
creases in year-to-
date 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)

Previous Three Months

Retail New Vehicle Registrations Retail Used Vehicle Registrations

Mar. '16 thru

May '16

Mar. '17 thru

May '17

Percent

Change

Mar. '16 thru

May '16

Mar. '17 thru

May '17

Percent

Change

Total 46,657 48,894 4.8% 52,239 57,466 10.0%

Cars 14,694 14,377 -2.2% 22,377 23,003 2.8%

Light Trucks 31,963 34,517 8.0% 29,862 34,463 15.4%

Detroit Three Brands 18,186 18,106 -0.4% 25,316 27,031 6.8%

European Brands 4,847 5,048 4.1% 5,328 6,104 14.6%

Japanese Brands 21,041 23,120 9.9% 17,558 20,084 14.4%

Korean Brands 2,583 2,620 1.4% 4,037 4,247 5.2%

Year-to-date thru May

Retail New Vehicle Registrations Retail Used Vehicle Registrations

YTD

2016

YTD

2017

Percent

Change

YTD

2016

YTD

2017

Percent

Change

Total 82,077 85,599 4.3% 84,343 92,596 9.8%

Cars 25,248 24,218 -4.1% 35,522 35,956 1.2%

Light Trucks 56,829 61,381 8.0% 48,821 56,640 16.0%

Detroit Three Brands 31,736 31,549 -0.6% 40,201 43,742 8.8%

European Brands 8,603 9,114 5.9% 8,878 9,692 9.2%

Japanese Brands 37,208 40,325 8.4% 28,871 32,460 12.4%

Korean Brands 4,530 4,611 1.8% 6,393 6,702 4.8%
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New Vehicle Market Brand Registrations

Change in New Vehicle Segment Market Share - YTD ‘17 thru May v. YTD ‘16

Data Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

May
Three Month Period

Mar. '17 thru May '17
Year-to-date thru May

Year-to-date

Market Share (%)

Colorado Colorado Colorado Colorado

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 18,353 18,783 2.3% 46,657 48,894 4.8% 82,077 85,599 4.3%

Acura 159 120 -24.5% 424 366 -13.7% 782 647 -17.3% 1.0 0.8 -0.2
Audi 372 365 -1.9% 865 914 5.7% 1,497 1,656 10.6% 1.8 1.9 0.1
BMW 353 332 -5.9% 993 810 -18.4% 1,890 1,437 -24.0% 2.3 1.7 -0.6
Buick 148 163 10.1% 407 407 0.0% 754 701 -7.0% 0.9 0.8 -0.1
Cadillac 90 84 -6.7% 254 214 -15.7% 491 458 -6.7% 0.6 0.5 -0.1
Chevrolet 1,499 1,312 -12.5% 3,715 3,486 -6.2% 6,226 6,062 -2.6% 7.6 7.1 -0.5
Chrysler 141 119 -15.6% 344 299 -13.1% 500 479 -4.2% 0.6 0.6 0.0
Dodge 293 397 35.5% 863 962 11.5% 1,563 1,460 -6.6% 1.9 1.7 -0.2
Fiat 23 25 8.7% 68 59 -13.2% 118 100 -15.3% 0.1 0.1 0.0
Ford 2,178 2,041 -6.3% 5,700 5,594 -1.9% 9,722 9,718 0.0% 11.8 11.4 -0.5
GMC 581 569 -2.1% 1,467 1,530 4.3% 2,730 2,692 -1.4% 3.3 3.1 -0.2
Honda 1,363 1,511 10.9% 3,304 3,728 12.8% 5,762 6,383 10.8% 7.0 7.5 0.4
Hyundai 575 633 10.1% 1,409 1,415 0.4% 2,533 2,588 2.2% 3.1 3.0 -0.1
Infiniti 98 158 61.2% 278 415 49.3% 547 704 28.7% 0.7 0.8 0.2
Jaguar 6 45 650.0% 15 121 706.7% 27 218 707.4% 0.0 0.3 0.2
Jeep 1,305 1,235 -5.4% 3,231 3,369 4.3% 5,845 5,878 0.6% 7.1 6.9 -0.3
Kia 487 528 8.4% 1,174 1,205 2.6% 1,997 2,023 1.3% 2.4 2.4 -0.1
Land Rover 98 87 -11.2% 243 221 -9.1% 481 402 -16.4% 0.6 0.5 -0.1
Lexus 321 356 10.9% 898 910 1.3% 1,700 1,714 0.8% 2.1 2.0 -0.1
Lincoln 67 103 53.7% 191 240 25.7% 372 423 13.7% 0.5 0.5 0.0
Maserati 4 14 250.0% 11 38 245.5% 24 65 170.8% 0.0 0.1 0.0
Mazda 388 378 -2.6% 995 1,068 7.3% 1,758 1,811 3.0% 2.1 2.1 0.0
Mercedes 267 310 16.1% 674 774 14.8% 1,236 1,404 13.6% 1.5 1.6 0.1
MINI 96 80 -16.7% 215 173 -19.5% 371 318 -14.3% 0.5 0.4 -0.1
Mitsubishi 98 91 -7.1% 272 228 -16.2% 435 392 -9.9% 0.5 0.5 -0.1
Nissan 1,062 1,249 17.6% 2,772 3,019 8.9% 4,854 5,139 5.9% 5.9 6.0 0.1
Porsche 85 77 -9.4% 177 193 9.0% 303 333 9.9% 0.4 0.4 0.0
Ram 731 748 2.3% 1,900 1,822 -4.1% 3,308 3,297 -0.3% 4.0 3.9 -0.2
smart 4 10 150.0% 18 19 5.6% 27 26 -3.7% 0.0 0.0 0.0
Subaru 2,116 2,215 4.7% 5,439 6,347 16.7% 9,830 11,017 12.1% 12.0 12.9 0.9
Tesla 45 78 73.3% 114 183 60.5% 224 381 70.1% 0.3 0.4 0.2
Toyota/Scion 2,655 2,679 0.9% 6,659 7,039 5.7% 11,540 12,517 8.5% 14.1 14.6 0.6
Volkswagen 509 573 12.6% 1,247 1,453 16.5% 2,032 2,660 30.9% 2.5 3.1 0.6
Volvo 131 85 -35.1% 306 243 -20.6% 575 454 -21.0% 0.7 0.5 -0.2
Other 5 13 160.0% 15 30 100.0% 23 42 82.6% 0.0 0.0 0.0
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Four year old vehicle market share has increased, 
while two and three year old share is down.

Released: June 2017 (covering May 2017 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 ‘17 thru May v. YTD ‘16

Data Source: AutoCount data from Experian.

Colorado Used Retail Car and Light Truck Registrations

May
Three Month Period

Mar. '17 thru May '17
Year-to-date thru May

YTD

Market Share (%)

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 19,640 21,997 12.0% 52,239 57,466 10.0% 84,343 92,596 9.8%
Acura 170 258 51.8% 510 748 46.7% 909 1,177 29.5% 1.1 1.3 0.2
Audi 322 355 10.2% 853 989 15.9% 1,424 1,627 14.3% 1.7 1.8 0.1
BMW 404 632 56.4% 1,134 1,621 42.9% 1,863 2,568 37.8% 2.2 2.8 0.6
Buick 222 218 -1.8% 598 586 -2.0% 971 973 0.2% 1.2 1.1 -0.1
Cadillac 197 316 60.4% 586 819 39.8% 923 1,327 43.8% 1.1 1.4 0.3
Chevrolet 2,219 2,341 5.5% 5,863 6,019 2.7% 9,230 9,574 3.7% 10.9 10.3 -0.6
Chrysler 319 360 12.9% 974 952 -2.3% 1,518 1,500 -1.2% 1.8 1.6 -0.2
Dodge 1,568 1,718 9.6% 4,308 4,341 0.8% 6,692 6,923 3.5% 7.9 7.5 -0.5
Ford 2,776 3,129 12.7% 7,429 8,239 10.9% 11,979 13,290 10.9% 14.2 14.4 0.1
GMC 634 741 16.9% 1,694 1,892 11.7% 2,734 3,143 15.0% 3.2 3.4 0.2
Honda 858 1,005 17.1% 2,312 2,563 10.9% 3,970 4,138 4.2% 4.7 4.5 -0.2
Hyundai 824 880 6.8% 2,241 2,268 1.2% 3,549 3,677 3.6% 4.2 4.0 -0.2
Infiniti 216 283 31.0% 574 682 18.8% 903 1,086 20.3% 1.1 1.2 0.1
Jaguar 8 10 25.0% 25 41 64.0% 44 61 38.6% 0.1 0.1 0.0
Jeep 1,338 1,498 12.0% 3,404 3,852 13.2% 5,377 6,480 20.5% 6.4 7.0 0.6
Kia 677 781 15.4% 1,796 1,979 10.2% 2,844 3,025 6.4% 3.4 3.3 -0.1
Land Rover 118 125 5.9% 317 355 12.0% 527 570 8.2% 0.6 0.6 0.0
Lexus 372 353 -5.1% 911 972 6.7% 1,481 1,582 6.8% 1.8 1.7 0.0
Lincoln 105 98 -6.7% 279 271 -2.9% 483 440 -8.9% 0.6 0.5 -0.1
Mazda 312 334 7.1% 799 872 9.1% 1,325 1,416 6.9% 1.6 1.5 0.0
Mercedes 292 348 19.2% 774 1,019 31.7% 1,377 1,606 16.6% 1.6 1.7 0.1
MINI 98 124 26.5% 289 335 15.9% 504 514 2.0% 0.6 0.6 0.0
Mitsubishi 110 144 30.9% 304 404 32.9% 485 596 22.9% 0.6 0.6 0.1
Nissan 1,636 1,903 16.3% 4,321 5,047 16.8% 6,902 8,046 16.6% 8.2 8.7 0.5
Other 156 119 -23.7% 412 302 -26.7% 664 456 -31.3% 0.8 0.5 -0.3
Porsche 40 57 42.5% 125 143 14.4% 202 215 6.4% 0.2 0.2 0.0
Subaru 1,029 1,139 10.7% 2,718 3,052 12.3% 4,608 5,065 9.9% 5.5 5.5 0.0
Toyota/Scion 1,988 2,181 9.7% 5,035 5,697 13.1% 8,160 9,272 13.6% 9.7 10.0 0.3
Volkswagen 536 438 -18.3% 1,403 1,140 -18.7% 2,279 1,798 -21.1% 2.7 1.9 -0.8
Volvo 96 109 13.5% 251 266 6.0% 416 451 8.4% 0.5 0.5 0.0
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(Top 30 selling brands)
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AutoCount data from Experian is the data pro-
vider for Colorado Auto Outlook.
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Jaguar registrations increased from 27 
units during the first five months of 2016 
to 218 in 2017, a 707% increase.



Invite your younger 
dealership staff 
members to our 
July 12 event!

Details
Who Automotive Professionals 
 45 and under
What  July NextGen Event
Where  Moe’s Original BBQ 
 3925 S. Broadway, Englewood
When Wednesday, July 12, 6:00 – 8:30 p.m.

To RSVP, or if you have any questions:

Michelle O’Connor
e-mail michelle.oconnor@colorado.auto
office 303.457.5113

Ask your future leaders to join us July 12 at Moe’s Original BBQ for a little bowling, 
barbeque and conversation on the future of the owner/dealer model with Uber, Lyft 
and Tesla (and what else?) as part of our permanent landscape. There’ll be door 
prizes — including a pair of Broncos tickets and a two-night stay in Vail!

Ask your staff 45 and under who are in management positions to join us for this 
exciting event. Better yet, forward this invite to them!

The NextGen Dealer program seeks to educate future leaders in the auto industry 
on issues that they face now, and will later. CADA does this by hosting informative, 
fun events.

So invite your up-and-comers to connect with other like-minded people in the 
industry and join us for an informative and fun-filled evening. Won’t you ask them 
to join us?
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Benefits to CADA dealer-
ships include additional 
up-front premium dis-
counts, participation in any 
annual group dividend and 
superior individualized 
customer service. CADA 
members can attend attend 
any seminar or webinar at 
the CSA Alliance mem-
ber rate for this CADA 
Endorsed Provider.
Check out the July and Au-
gust Education schedule; to 
learn more about a session, then register through CSA’s site, enter  
www.coloradosafety.org and click on the ‘Plus’ sign next to Calendar.

Seminars
Office Safety Essentials Workshop 
Alliance Member: $60. (Register early and save $10!)
Tuesday, July 18, 8 - 10:30 a.m. — Denver
Thursday, August 3, 9 - 11:30 a.m. — Colorado Springs
Thursday, August 24, 9 – 11:30 a.m. — Greeley
Everyday office hazards can cause serious harm to workers. Key 
sources for office hazards include distracted walking, hazardous 
chemicals that are used in office machines, cleaning and maintenance; 
repetitive motion, related stress and the ever-present hazard of falls. 
The info discussed here will help you and your employees identify 
and evaluate existing or potential hazards, as well as provide resourc-
es to help with training and incident prevention.

Fire extinguisher training 
Thursday, July 20, 8-10 a.m.  — Denver Alliance Member: $55. 
(Save $10 by registering two weeks early!)
It’s a fact: Trained individuals are 250 percent more effective in 
extinguishing fires. You’ll learn about the sources and classes of fire, 
extinguisher types and identification and assessing a fire situation. 
And you’ll get hands-on practice using CSA’s BullEx BullsEye digital 
fire and laser extinguisher.

Defensive Driving 4-hour
Tuesday, August 2, 8 a.m. -12:30 p.m. — Denver 
All members: $65
This four-hour, interactive, instructor-led course will motivate you to 
change your behind-the-wheel behaviors and attitudes, while giving 
you key understanding, skills and techniques to avoid collisions and 
reduce future violations.

Emergency Action Plans and Response Preparedness 
Thursday, August 10, 8 a.m. – 2 p.m.) — Denver 
Alliance Member: $130. (Register two weeks early. Save $10!)

Having an effective emergency Action Plan in place helps ensure that 
employees are prepared when an emergency or crisis arises. Emergen-
cies include fire, medical, explosions, bomb threats, civil disturbances 
and environmental emergencies.

Bloodborne and Airborne Pathogens
Tuesday, August 15, 8-10:30 a.m.  — Denver 
Alliance Member: $55. (Register two weeks early. Save $10!)
This NSC course focuses on how to protect employees from blood 
and airborne pathogens — and what to do if exposure occurs. Session 
includes an intro to bloodborne pathogens, including hepatitis viruses 
and HIV, along with airborne pathogens, including tuberculosis, and 
how to reduce exposure, prevent infection and exposure control plans. 

Defensive Driving 6-hour
Saturday, August 19, 8 a.m. – 3 p.m. 
All members” $65
This course is highly interactive and will provide you with practical 
knowledge and techniques to avoid collisions and violations. A defen-
sive driving self assessment risk survey and vital content on distracted 
driving and other leading safety issues will be provided. 

Breakfast with OSHA
Tuesday, August 29, 8-9 a.m. — Denver 
Alliance Member: FREE!
Join CSA for this informative session and a bite to eat! This free 
Members-only event provides an opportunity to get answers from 
OSHA on your questions; topics of the moment also will be discussed. 

Mark your calendar for Colorado Safety Association seminars

Through a partnership with Wells Fargo 
Insurance Services, the Colorado Safety 
Association (CSA) offers workers com-
pensation plans to dealer members. 

Host your own event at CADA’s headquarters
CADA headquarters is available for Dealer members to use for meet-
ings and events. The ‘Car Shack’ is a fabulous building with many 
amenities, just minutes from downtown Denver. 

The William D. Barrow building, at 290 East Speer Blvd., has two 
meeting rooms available in a variety of configurations. The main 
level Bud Wells Boardroom can be configured for dinner up to 60, 
training up to 40, a board meeting up to 24, an educational seminar 
up to 80 or a cocktail party for more than 100. The garden level 290 
Media Center can be configured for training for up to 40 people at a 
time. 

Both rooms have full audio-visual capabilities and wifi connection. 
The main level has gourmet kitchen, and a covered patio with seat-
ing for 20. Also outside is an outdoor kitchen, complete with a large 
gas grill, beverage centers and more seating. 

There’s plenty of parking in an easy-to-get-to location — and it’s all 
FREE to you, CADA members.

Our building use policy also extends to non-profit organizations, and 
community-based and political organizations, including candidates 
for local, state and national office, regardless of party affiliation. We 
have hosted numerous fundraisers and meetings for all of these 
organizations.

In addition to having access to this fantastic space, you also get the 
services of our Facility Coordinator Mark Zeigler (mark.zeigler@colo-
rado.auto). He will help plan your event and take care of the setup, 
and will be available on site throughout your event.

If you’re interested in using CADA Headquarters, please call 
303.831.1722 to schedule your next event.



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?



Check any you’d 
risk a life for.

Please make it 

home safe today.

Cause of 
Death

 Speeding 

  Distracted 
Driving

  Driving 
Tired

 Road Rage

Federated Mutual Insurance Company 
Federated Service Insurance Company* • Federated Life Insurance Company
Owatonna, Minnesota 55060  |  Phone 507.455.5200  |  www.federatedinsurance.com 
17.06  Ed. 9/16   *Not licensed in the states of NH, NJ, and VT.   © 2017 Federated Mutual Insurance Company


