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ROUTE TO:
____ Owner/GM
____ Controller
____ GSM
____ Fixed Ops
____ New Car Manager
____ Used Car Manager

Sights from the 2013
Denver Auto Show

AUTO SHOW RECAP
CADA pulled off another successful Trifecta last week with an outstanding Innovative Dealer
Summit, Charity Preview Party and Denver Auto Show. Each one of them as a stand-alone event
Kudos go to Denver Auto Show Chairman, Jack TerHar, and the 2013 Show committee as well
as CADA board members who collectively stepped up their game this year and help produce a
successful week of events. Thanks as well to Tim, our great staff, the IDS presenters and to the
sponsors of all three events. Here’s the overview:

Innovative Dealer Summit: This is the fourth
year we’ve invited dealers and their senior staff members
to come together and learn about the latest developments

John Carroll
away, expressed best by one attendee was…“Lots of great info at IDS to take home and put to
work.”

CADA ONLINE
TRAINING
CENTER
For dealerships
serious about
providing excellent
training weekly
opportunities for
their management
team members,
go online to
coloradodealers.
dealersedge.com.
At a low intro rate,
you can train
up to 10 of your
managers for
less than $8.35
per manager,
per month!
Call Jim Muntz
at 800.321.5312,
Ext. 801, or email
jim@dealersedge.
com for more
details.
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bers of the Colorado Independent Auto Dealers Association to join us. Sponsorships for IDS were
up 40 percent and exhibitors were up by 20 percent over the previous high. The testimonials we
received from the presenters were very enthusiastic:
“It was my pleasure to attend your program, which I have always found to be the best auto dealer
association educational event I attend each year. I hope I have the chance to attend again next year.”
“Shout out on putting on a great show and inviting me to participate!”

Charity Preview Party: Denver Mayor Michael Hancock helped us kick off our annual Charof in an adjacent space on the show’s opening night. It paid off handsomely. We had a 40 percent
increase in attendance and a 50 percent increase in sponsorships.
5th Annual
A big thank you goes to UMB Bank, which we welcomed as our
title sponsor for the second year. We expect the money we raised
for our charity partners , The Clear the Air Foundation, Denver
Jewish Health, to be up by 30-40 percent.

Denver Auto Show: The main event, of course, was the 112th edition of the Denver Auto
was plenty to excite them at the show. Gas-sipping economy cars, luxury models, concepts and exotics all were represented as well as electrics, hybrids, CNGs and clean diesels. More than 500 vehicles
from every major automotive manufacturer were on display.
Attendance Wednesday through Friday was up by 10 percent. Our expected attendance numbers
on Saturday realized a substantial drop due to a big snowstorm. However, overall attendance for the
duration of the show ended up only slipping by 10 percent.
We had our second annual Automotive Career Fair on Friday and Saturday and special days for
All in all, last week was a great celebration of what we do
and the progress we’re making in providing myriad transportation alternatives for all segments of the public. Something
we can all be pleased and proud about.
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With the goal of helping commercial
property owners reduce their property tax
burden, Ralph Jacobson began the business
in 1989. Starting with a few business in his
own county, Jacobson saved these early
clients a substantial amount of money
convincing the county to reduce the valuation of the commercial properties.
Owning, operating and managing commercial property gives you enough to do without
having to keep up with thousands of pages of
tax code. You know your property and your
business, so take care of what you do best
and let the tax experts at R.H. Jacobson &
Company do what they do best -- save
money on your tax bill.
As past owner of Empire Lakewood
Nissan, we have used R.H. Jacobson & Company for over 19 years and have benefitted
from their expertice. I was so impressed that
I became an associate. Call me and let me
show you how we can save you money.

Dean Dowson

R.H. Jacobson has been successful utilizing multiple
approach strategies including:

and informal

Let us review your individual property tax situation in
order to determine your best saving strategy.

720-270-5702 Direct
ddowson@RHJacobson.com
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PROTECTING FRANCHISE AGREEMENTS
Over the years, CADA has been responsive to dealer requests regarding the seeking of legislative support for franchise protection changes. In fact, numerous improvements were made to

and not just some.
A provision to ensure that all franchise agreements are protected was the only provision of past
legislation that was removed. That provision has remained a priority for CADA, and we have
waited and planned for the most optimum time for supportive legislators to move on a bill. Our
respect for legislators’ preferred timing is important to the process. Even though some dealers
have been anxious about getting the franchise protection law introduced, it will be better received
and more greatly supported as a result of us having waited until the timing was most appropriate.
Every time we have seen legislators involved in grassroots meetings with dealers, we always
ask the important question… “Did you intend for the franchise protection legislation we enacted to

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

We more often than not get the same passionate response… “ALL, of course!”
If everything goes as expected over the next few weeks, all of Colorado’s new car dealers will
be afforded the same protections in franchise agreements, regardless of when their franchise agreement with the manufacturer was signed.

Giving Credit Where Credit Is Due
The 2013 Denver Auto Show has come and gone. Aside from a snowstorm on Saturday, everything else regarding the show was quite successful. CADA staff and contractors worked tirelessly
to ensure all aspects of the show were a huge success. A huge thanks goes to the 2013 Denver
Auto Show chair, Jack TerHar, and the show committee for their dedication in making this year’s
auto show one of the best ever. In fact, a round of applause goes out to everyone who helped
make the 2013 Innovative Dealer Summit, Charity Preview Party and Denver Auto Show such big
can all take note and be grateful.

BE INFORMED...STAY INFORMED...WITH THE OPEN ROAD
To stay current with dealer news, management alerts, upcoming seminar and event details, legislative status
reports, regulatory updates, industry news and trends, local dealer milestones, and other important items, make
sure you are receiving the weekly Open Road e-newsletter. We launched this service because we understand
the importance you place on timely information and communication. So far, many dealers have commented on

To sign up for this FREE service, go to www.cadaopenroad.org
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PARTICIPATION REACHES
611 CARS DONATED
The Clear the Air Foundation works closely with Colorado automobile dealers who have agreed to donate “gross-emitting” vehicles
that are traded in from consumers. The goal of CTAF is to help Colorado citizens who suffer from asthma or other environment-related
breathing disorders by improving the air we breathe and to provide scholarships to students who want to further their education in the
the road since April 2011, making a measurable difference in the quality of Colorado’s air.

TOP DONATING DEALERS
1st Place: Pro Chrysler Jeep Dodge
Ram (12 cars)
2nd Place: Dellenbach Motors (7 cars)
3rd Place: Planet Hyundai (5 cars)

BEST IN SHOW

4 CARS
Johnson Auto Plaza
Planet Honda
Shortline Automotive

3 CARS
Courtesy Acura
Ed Carroll Motor Company
Go Courtesy Ford
Go Honda
Interstate Ford
Medved Chevrolet

WORST IN SHOW

2 CARS
Fuoco Motors
Go Chevrolet
Groove Mazda
Mazda of Lakewood
Phil Long Ford Motor City
Pueblo Toyota
Subaru of Pueblo
Summit Ford
Suss Buick GMC
The Faricy Boys
March 2013
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EMPLOYERS MUST USE
NEW I-9 FORM BY MAY 7

by Tina Harkness, MSEC Hot Topics, March 8, 2013
The U.S. Citizen and Immigration Services (USCIS) issued
the new I-9 Form today. The new form is effective immediately,
but USCIS realizes that employers need time to update their
riod. Employers should begin using the new form with revision
date “(Rev. 03/08/13)N” for all newly hired workers as soon
as possible. This will be the only acceptable version of the I-9
Form after May 7, 2013.
No fundamental changes in the I-9 process were made, but
many details of completion have changed. The revised I-9 Form
was designed to minimize errors in form completion. Key revisions include:
•
passport information (if applicable) and telephone and
email addresses.
• Improving the form’s instructions. Many employers will
practices because they incorporate many changes to I-9
practice made in recent years.
• Revising the layout of the form, expanding it from one
to two pages (not including the form instructions and the
List of Acceptable Documents).
Employers do not need to complete new I-9 Forms for cur-

Visit www.cadaopenroad.org March 12 issue.

changing the way they compensate dealers without any indication that the Bureau has examined the effect this change could
have on the cost of credit for consumers. The dealer-assisted
successful in both increasing access to, and reducing the cost of,
credit for millions of Americans.” Both the Regulatory Affairs
and Legislative Affairs Committees will be discussing this issue
NADA’s continued advocacy on this important issue.

Visit www.cadaopenroad.org March 26 issue.

FTC STAFF REVISES ONLINE
ADVERTISING DISCLOSURE
GUIDELINES
“Dot Com Disclosures” Guidance Updated to Address
Current Online and Mobile Advertising Environment
The Federal Trade Commission today released new .com
Disclosures: How to Make Effective Disclosures in Digital
Advertising that explains how
to make disclosures clear and
conspicuous to avoid deception.
com
Updating guidance known
as Dot Com Disclosures, which
Disclosures
was released in 2000, the new
How to Make Effective Disclosures
in Digital Advertising
FTC staff guidance, .com Disclosures: How to Make Effective Disclosures in Digital Advertising, takes into account the
expanding use of smart-phones
with small screens and the rise
of social media marketing. It
also contains mock ads that illustrate the updated principles.
Like the original, the updated guidance emphasizes that
consumer protection laws apply equally to marketers across all
mediums, whether delivered on a desktop computer, a mobile device, or more traditional media such as television, radio, or print.
If a disclosure is needed to prevent an online ad claim from
being deceptive or unfair, it must be clear and conspicuous.
Under the new guidance, this means advertisers should ensure
that the disclosure is clear and conspicuous on all devices and
platforms that consumers may use to view the ad. The new guidance also explains that if an advertisement without a disclosure
would be deceptive or unfair, or would otherwise violate a Commission rule, and the disclosure cannot be made.
Federal Trade Commission | March 2013

NADA AND NAMAD QUESTION
ON AUTO LENDING
Recently the Consumer Financial Protection Bureau (CFPB)
issuRecently the Consumer Financial Protection Bureau (CFPB)
some unfortunate guidance concerning indirect auto lending
In response, NADA, together with NAMAD, issued a statement which included the following: “The guidance issued by
6

Visit www.cadaopenroad.org March 19 issue.
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NADA ECONOMIST:
NEW-VEHICLE SALES MOMENTUM
TO CONTINUE IN 2013
The sales momentum of new cars
and light trucks established last year is
likely to continue in 2013, predicts Paul
Taylor, chief economist of the National
Automobile Dealers Association. Taylor
expects more than 15.4 million new vehicles will be purchased or leased in the
United States this year, an increase of 1 million vehicles over
2012. Last year, 14.4 million new vehicles were sold.“Pent up
demand, affordable auto loans and enticing new-vehicle designs
add up to a solid sales year that will outperform the overall U.S.
economy,” Taylor said. Taylor highlighted several factors that
will support stronger auto sales in 2013.

DEALERSHIP INSURANCE BOOKLET
MANDATE ELIMINATED
New-car dealerships are no longer required to provide
printed copies of the Relative Collision Insurance Cost Information brochure to car and truck buyers upon request. President
Obama recently signed legislation that repeals the outdated
failing to comply with the 1970s-era law. “This bill removes a
regulatory burden from dealerships that helps reduce our cost of
doing business,” said Bill Underriner, chairman of the National
Automobile Dealers Association and a multi-franchise dealer
from Billings, Mont.

FTC WARNS DEALERS ON

March 2013

As soon as an injury is reported to Pinnacol Assurance, the
claims management process begins. Reporting within 24 hours
•
• Help the employee return to work sooner
• Reduce the number of lost-time claims
• Reduce attorney involvement
• Lower overall costs
• Ensure timely accident investigation to prevent future injuries
Employers and employees have to work together to make
24-hour reporting happen. An employer can only report a claim
within 24 hours if the worker informs him/her of the accident.
Employers need to be proactive in reminding workers of the
importance of timely reporting. Employers can:
• Conduct regular safety meetings that discuss the importance of reporting all accidents and near misses immediately. Today’s near miss is tomorrow’s injury.
• Use posters and employee paycheck stuffers. Pinnacol Assurance provides these to our policyholders, free of charge.
• Ensure your employees know who to report claims to.
Sometimes an employee will wait to report an injury because
it may not seem obviously work-related. For example, an
employee could have symptoms of a repetitive motion injury
for weeks before seeking medical attention. In this situation, the
date of injury would be the day the worker informed the employer of the work-related repetitive motion injury.

How to Report an Injury
Report claims to Pinnacol Assurance within 24 hours of
the injury. You can do this Monday through Friday 7 a.m. – 5
our website Pinnacol.com. Click on “Report an Injury” under
“Quick Links.” Remember, the more information you can pro-

The Federal Trade Commission has warned 11 used car
dealerships in Jonesboro, Ark., that their failure to properly
display the “Buyers Guide” on used vehicles offered for sale
violates the FTC’s Used Car Rule. FTC staff inspections in
Jonesboro found that eight dealers failed to display Buyers
Guides on almost all used cars offered for sale, and three dealcars. Ten dealers properly displayed the
guides on all or nearly all of the used
cars offered for sale. The FTC sent warning letters urging the 11 dealers to come
into compliance by properly displaying
the guides in a clear and conspicuous
location on all used cars.

REPORT INJURIES WITHIN
24 HOURS AND SAVE

savings you’ll have. Be sure to have the following information
available when reporting the injury:
• Policy number
• Federal Employer ID Number (optional), injured worker’s last name and social security number
• Accident date
If you have any questions about reporting injuries, contact
your Pinnacol marketing representative.
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DEALERSHIPS REDUCE ENERGY USE
NADA and the Environmental Protection Agency (EPA) have partnered to help new-car dealers
reduce their energy consumption through the Energy Star program. As part of this effort, NADA
and EPA are encouraging dealerships to complete a brief survey that will give the agency a benchof those dealerships that perform well. The survey (www.nada.org/energystar) asks dealers to share
their yearly utility bills, square footage—inside and out—and different types of equipment used at
the dealership. “NADA’s ultimate goal is to help dealers learn ways to save energy and reduce their
costs,” said Don Chalmers, chairman of NADA’s Government Relations Committee, and a Ford
need to benchmark the energy usage of at least 500 dealerships.”
To encourage participation, NADA has launched a new program called Energy Ally. Businesses,
complete the survey will be awarded an NADA Energy Ally designation. These contractors can use
the recognition to market their services to other dealerships. (Information on how to apply to become an Energy Ally is available at www.nada.org/energystar). NADA has produced a video (www.
plan highlighting efforts at a dealership in Christiansburg, Va. The video also highlights the importance of dealers taking the survey and the ease of the data input.

NEWS FROM
NADA
NADA Headlines,
a compilation of the
tive-retail stories, is
a FREE e-newsletter
published Monday
through Friday.
Along with top
stories, NADA
Headlines features
original news
content, NADA-TV
reports, links to
interviews
featuring NADA
leaders, photos,
and timely sponsor/
ad messages.
Go to www.nada.
org to sign up for
NADA Headlines
e-newsletters.
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NADA UNIVERSITY LAUNCHES PRIVATE SOCIAL NETWORK
NADA U FUEL, a private online community, is being launched by NADA University exclusively for these eligible NADA and American Truck Dealer (ATD) members: Academy Students
and Alumni; 20 Group Members; and NextGen ATD Members. The online community was created
to enhance and expand the collaboration and idea-sharing that already exists among these groups.
FUEL provides community members with instant access to peer discussions, subject matter experts
and NADA U’s comprehensive education and training resources. It’s the space to exchange ideas
and tips for doing business; discuss trends in the marketplace; resolve business problems; give and
get advice; and keep in touch. FUEL’s custom online platform is powered by DrivingSales, whose

NADA U ENHANCES HR ESSENTIALS PRODUCT,
ADDS IT TO THE LEARNING HUB PREMIUM SUBSCRIPTION
The HR Essentials management tools, with content powered by Bloomberg BNA, have proven
invaluable to users over the years. Job Descriptions Online enables managers to customize job dejobs—and thousands of additional jobs. Recently, NADA University engaged Northwood Univeravailable in the online product. Also coming soon, NADA U will add an entirely new feature to HR
Essentials: Fast Answers™ Online provides fast and reliable answers to more than 2,400 questions on
thousands of everyday HR topics. HR Essentials also includes Performance Evaluations Online and
HR Policy Handbooks Online. The package is included in the Learning Hub Premium Subscription at
no additional charge. The package and the individual components are also available separately as an
annual subscription. Members may log in to NADAuniversity.com, go to the NADA U Store/Special-
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COLORADO’S ONLY

GUARANTEED
LEAD PROVIDER.
CONNECT WITH MORE COLORADO BUYERS AND SELLERS.
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OFFICERS

CADA STAFF

Chair of the Board
John Carroll
Ed Carroll Motor Co., Fort Collins

Larry Spradley
Dale Spradley Motors
Pueblo – District #9

Vice Chair
Bill Hellman
Hellman Motor Co., Delta

Pat Murphy
Morehart Murphy Regional Auto Center
Durango – District #10

Treasurer
Thom Buckley
Red Noland, Colorado Springs

Mike Marquez
John Roberts Motor Works
Gunnison – District #11

Secretary
Fletcher Flower
Flower Motor Co., Montrose

Ryan Ramsay
Summit Ford
Silverthorne – District #12

Immediate Past Chair
Don Hicks
Shortline Auto, Denver

Jeff Carlson
Glenwood Springs Ford Lincoln
Colorado NADA Director
At-Large Director

DIRECTORS

Lee Payne
Planet Honda/Hyundai
Chair – Clear the Air Foundation
At-Large Director

Todd Bondy
Murray Motor Imports
Glendale – District #1

Jack Terhar
Sill-Terhar Motors
Chair – Denver Auto Show Committee
At-Large Director

Anthony Brownlee
Land Rover Denver East
Aurora – District #2
Doug Moreland
Skyline Automotive
Thornton – District #3

COMMITTEE &
FOUNDATION CHAIRS

Ed Dobbs
Land Rover Flatirons
Superior – District #4

Todd Maul
John Elway Chevrolet, Englewood
Chair – Legislative Policy Committee

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

Lee Payne
Planet Honda
Chair – Clear the Air Foundation

Todd Maul
John Elway
Greeley –District #6
Donnie Chrismer
Korf Continental Sterling, Inc.
Sterling – District #7
Mike Cimino
Phil Long Ford Lincoln Colorado Springs
Colorado Springs – District #8

President
Tim Jackson, CAE, CMP
tim.jackson@coloradodealers.org
303.282.1448
Vice President
Tammi L. McCoy
tammi.mccoy@coloradodealers.org
303.282.1449
Marsha Temple
marsha.temple@coloradodealers.org
303.457.5123
Bond Coordinator
Linda Toteve
linda.toteve@coloradodealers.org
303.457.5122
Services Coordinator
George Billings
george.billings@coloradodealers.org
303.457.5117
Insurance Services - Account Manager
Deb Lay
deb.lay@coloradodealers.org
303.282.1453
Insurance Services - Account Manager
Bob Kogel
bob.kogel@coloradodealers.org
303.282.1457
Field Services Manager
Polly Penna
polly.penna@coloradodealers.org
303.457.5119
Clear the Air Foundation
Program Coordinator
Jill Unfried
jill.unfried@coloradodealers.org
303.880.5139

Jack Terhar
Sill-Terhar Motors
Chair – Denver Auto Show
Stephen T. Zeder
Bighorn Toyota
Chair – Member Services Committee

William D. Barrow Building • CADA Headquarters
290 E. Speer Blvd. • Denver, CO 80203
Phone: 303.831.1722 • Fax: 303.831.4205
Website: www.coloradodealers.org
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umb.com | 303.839.2213

More than a Bank.
More than a Century.
UMB is proud to be a continuing sponsor
of the Charity Preview Party at the Denver
Auto Show, and to bring more than 100
years of integrity, honesty and steady
growth to support Colorado Automobile
dealers. Whether it is commercial lending,
floor planning, lines of credit or building
loans, our Commercial Lending team is
there to help you build your business for
years to come.
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EVENT DESCRIPTION

DATE/TIME

LOCATION

WEBINAR: New Trends in Automotive
Sales Force Management

Thursday, April 11
at 11am

WEBINAR: What Fixed Ops Mgrs Need
to Know about the Financial Statement

Thursday, April 18
at 11am

WEBINAR: How to Sell Parts &
Accessories on eBay

Thursday, April 25
at 11am

To register for any of these
online Dealers Edge training
webinars, go online to
www.coloradodealers.
dealersedge.com/all-dealersedge-webinars/upcominglive-webinars.html

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

Every Thursday
at 10-11am

For more information go to
www.kpaonline.com/webinars

CADA Presentation – Colorado Springs
Executives Association Meeting

Wednesday, April 10,
7am

Antlers Hilton Hotel

Denver Press Club 19th Annual
Damon Runyon Banquet

Friday, April 12

Marriott Hotel City Center

CADA Presentation –
Rotary Club of Aurora

Wednesday, April 17
12pm

Doubletree Hotel at the corner
of Iliff and I-225

NADA University has launched an enhanced and enriched NADA University Online (NADAUniversity.com) with new and
expanded features designed to custom-tailor the user experience. With an all-new look and feel, the site provides dealership users jobcapabilities; and the Library, which is stocked with NADA U publications and documents and also allows dealers to upload dealerOnline, combines all the resources of Learning Hub and Resource Toolbox in one convenient location and has been designed to make
room for the new educational features.
NADA University has introduced an all-new Special Ops training program that allows dealership managers to hone skills for speof dealership operations: Financial Management; Fixed Operations I – Parts; Fixed Operations II – Service; Variable Operations I –
Used vehicles; Variable Ops II – New vehicles. To learn more about dates and availability of Special Ops sessions, and to download

STATE RESOURCES
•
•
•
•

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

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

