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New Car Sales
Are Booming
Across Colorado

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

COLORADO YEAR-TO-DATE AUTO SALES UP
Colorado new car and light truck sales soared in March and April, and, if we continue to run
ahead of the rest of the nation, it looks like May will be just as good. The latest national forecast
by J.D. Power projects that 2012 sales will hit 14.5 million, a 13 percent increase over 2011 and an
estimated 1.5 million units more than predicted earlier. That’s the best it’s been in four years.
J.D. Power and LMC Automotive made their projection last Thursday, anticipating that light
vehicle sales this month would increase 21 percent over last May partly because there are more
selling days this month. Other market analysts agree and Edmunds.com offers an even more optimistic sales prediction for May of 1.39 million vehicles, or 31 percent, May-over-May, growth.
the stability in the economic and macro fundamentals required to sustain a higher selling rate
throughout the remainder of the year,” according to a statement from LMC Analyst Jeff Schuster.
Colorado new car and light truck registrations this March were up 26 percent over March 2011.
Colorado new vehicle registrations were up 21.2 percent, compared to 6.4 percent nationally.
Both domestic and international name plate brands are doing well. In Colorado, according to CADA’s Auto Outlook (see pages 8-11),
through April of 2012, 17,745 Detroit-made cars and light trucks (including SUVs) were sold, about 4,000 more than the same period last
and Japanese brands by 13.1 percent, helped by Toyota and Honda’s recovery from last year’s earthquake, tsunami and nuclear meltdown.
While gasoline prices are still pretty high, mid-size SUVs, full-size pickups, mid-size passenger cars, full-size luxury SUVs and
large mid-size passenger cars are experiencing strong sales, even while Colorado dealers are selling plenty of compact luxury SUVs
at our recent Denver Auto Show gained 266% from last April to this, while Jaguar showed 200 percent growth. Chrysler, Jeep,
Land Rover,
So – things are looking good, Colorado dealers. If the economy continues to grow, it should mean that we’ll
that CADA is assisting in resolving on behalf of all our member dealers, which has enormous
consequences for each of us. Until then, good luck and great selling!

PA I D

ADVER TISEMENT

Convenience for Your Dealership,
Payment Options for Your Customers...
Convenience
for Your
Dealership,
We Make It Simple
with
C.A.R.S.
Payment
Options for Your Customers...
C.A.R.S. — CrossCheck’s Auto Industry Remote Deposit
We
Make
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with C.A.R.S.
Capture
Solution
gives your dealership
the convenience of
desktop deposit, streamlined paperwork and a guarantee.
C.A.R.S. — CrossCheck’s Auto Industry Remote Deposit
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and your customers. Call us for information about our
CADA member program.
Drive more sales with a check program that benefits you
and your customers. Call us for information about our
CADA member program.
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Increase Sales with a Remote
Deposit Capture Solution with
Guarantee
andwith
Future
Deposit!
Increase
Sales
a Remote
Deposit Capture Solution with
Guarantee and Future Deposit!
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Vice
President of Sales
www.cross-check.com
CrossCheck, Inc.
(707) 665-2100, ext. 2500
Associationcharlesd@cross-check.com
www.cross-check.com

May 2012

Visit us: umb.com | Call us: 303.839.2213

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

UMB was proud to sponsor
the Charity Preview Party
at the Denver Auto Show.
Contact Craig Fales, Senior Vice President – Commercial Lending at 303.839.2213
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COLORADO 2012 LEGISLATIVE SESSION IS A WRAP
The 2012 session of the Colorado General Assembly has wrapped up and CADA legislative pri-

recommendation of the LPC and CADA board of directors, that with as many critically important
measures as were enacted that we needed to, both, (1.) allow time for those to work, and (2.) give
legislators a break from bringing numerous issues – as important as each is – year-after-year.
Our lobby team remains ably served as in recent years and is led by Mike Feeley and Melissa
-

hands of consumers in situations that eligible cars are leased. As addressed on these pages in the
past, there is still room for many problems in this area for those qualifying cars which were leased
in 2011. Dealers need to remain fully-apprised of the laws in this area and
ensure that sales and F&I personnel do not provide tax advice.
CADA will cover these and other issues in our series of regional meetings across Colorado this fall. The

New Seminar Scheduled
CADA will host a newly developed seminar of interest to dealers regarding facilities and factory demands at each of three loca-

Allocation issues
Dealer Responses to Factory Demands
Sales Effectiveness Calculations

Factory Pressure
Dealer Protections-Statutory and Common Law
Metro v. Rural Markets

NADA Mercer Study
APR Issues
ROI Calculations

See registration information within this issue.
Dealers Who Engage Are Most the Same as Those Dealers Who Succeed
Dealer engagement is key to the successful operation of stores, especially in times of rapid change. If ever we were in times of rapid
change, these are the times. Three years ago this month, certain Chrysler and GM dealers were receiving letters notifying of termisurvivability was not any better than road kill on the side of the highway. Yet, today, a mere 36 months later, Chrysler consistently posts
impressive, even incredible, sales growth numbers, sometimes double-digit, sometimes triple-digit, in year-over-year reports.
General Motors, too. Dealers, consultants and NADA had to argue to even hope to save two of the previous eight brands from the
slaughter house, even after four of the eight were already doomed. Those brands,
GMC and Buick, today are building high-quality, innovative, stylish and popular
products with no hint of looking back on this challenged period of history.
Virtually every major auto manufacturer is focused on increasing production
capacity to meet faster than expected growth demands. The problem we once
Have you or anyone else at your dealersaw as most prominent, manufacturers over-building and pushing dealers to
ship won an award recently? Have you
accept excess inventories, has changed to one in which dealers cannot access the
or your dealership provided any outstanding community service? If so, please
Even with the positive sales numbers, we continue to operate in a very volasend CADA a brief write-up along with
tile, and even fragile, industry. Your ability to stay on top of issues of imporany other information to milestones@
tance help ensure the survival of your dealer operations has never been greater.
coloradodealers.org. Also include your
Hope to see you at the upcoming educational series, the regional meetings this
contact information for further follow-up.
fall and at the annual CADA Member Golf Event.

LET US KNOW ABOUT
YOUR GOOD NEWS!
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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/enewsletter

Top Contributing Dealers
(January-May 2012)

GOAL=1000

GOAL = 244

6 CARS (or more)

Emich Chevrolet
Pro Chrysler Jeep Dodge Ram
Planet Honda

5 CARS

Planet Hyundai

4 CARS

Berthod Motors
Land Rover Flatirons
Planet Hyundai
Pueblo Toyota
Shortline Auto
Subaru of Pueblo

3 CARS

GO Courtesy Ford
GO Toyota Scion Arapahoe
John Roberts Motor Works

2 CARS

Davidson-Gebhardt Chevrolet
Dellenbach Motors
Flatirons Subaru
Glenwood Springs Ford
GO Chrysler Jeep Broadway
GO Hyundai Mazda 104th
Longmont Ford
Mike Shaw Buick GMC
Phil Long Ford Denver
Sill-TerHar Motors
Spradley Chevrolet
Spradley Ford Lincoln
Stevinson Toyota West
The Faricy Boys
Victory Motors of Craig

750

200

500

135

250

68

100

35

2012 Vehicle
Pledges =

497

Participating
Dealers =

130

Founded by Colorado Automobile Dealers Association and its members in 2007, Clear the Air Foundation strives to effectively
lessen the amount of pollution emitted by old or not properly maintained vehicles on Colorado’s roads. The Clear the Air Foundation
supports charities that are dedicated to helping Colorado’s citizens who suffer from environment-related health issues such as asthma
and breathing disorders. If you would like to participate in the Clear the Air Foundation, please contact Jill Unfried at 303.880.5139 or
jill.unfried@coloradodealers.org
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UNCLAIMED PROPERTY DEPARTMENT OFFERING
WORKSHOPS FOR COLORADO BUSINESSES
Businesses are invited to free Unclaimed Property workshops in June 2012 presented by the Colorado Department of Treasury
and TruePartners Consulting. Annual unclaimed property reports are due November 1st each year to the state of Colorado covering
unclaimed property through June 30th of that year. Indications from state regulators are that almost every dealership will have some
unclaimed property. Audit risk and liabilities can extend back ten years.
What is Unclaimed Property?
Holder responsibility and reporting

Do I have to report?
Building a compliance program

Audit survival technique
Privacy and security concerns

For more information on requirements, visit the May 1, 2012, issue of Open Road at www.cadaopenroad.
able or accounts payable. While the workshops are free, space is limited. Please call (303) 866-6039 or email shannon.smith@state.

UNCLAIMED PROPERTY DEPARTMENT WORKSHOPS
JUNE 7:

10 a.m. to 12 p.m. at Main Library Branch, 1001 Arapahoe Avenue, Boulder, CO 80302

JUNE 13:

Session 1 - 9 to 11 a.m at Pierce St. Meeting Room, 1881 Pierce Street, Lakewood, CO 80214
Session 2 (for CPAs only)- 1 to 3 p.m. at Pierce St. Meeting Room, 1881 Pierce Street, Lakewood, CO 80214

JUNE 15:

10 a.m. to 12 p.m. at Harmony Library, 4616 South Shields, Ft. Collins, CO 80526

JUNE 28:

10 a.m. to 12 p.m. at Rockrimmon Library, 832 Village Center Dr., Colorado Springs, CO 80919

ALTERNATIVE FUEL TAX CREDIT BILL SIGNED BY GOVERNOR
TO ENSURE CONSUMERS OBTAIN TAX CREDIT INCENTIVES ON LEASES
On April 12, 2012, HB12-1299 was signed into law by the governor. Starting with the 2012 tax year, this bill will remove confusion on alternative fuel tax credits on leases. Some consumers in Colorado had received notices they were ineligible for previously
claimed tax credits after audits revealed that both the leasing company and the consumer had taken the credit. Department of Revenue
regulations had given priority to the leasing company, and no documentation was required upfront to prove eligibility.
BACKGROUND:
by both the consumer and leasing company. Some Colorado dealers have discovered that on certain leases of alternative fuel vehicles, the available Colorado income tax credit was claimed by both the leasing company and the consumer. Those consumers received
a letter from the Colorado Department of Revenue to pay back the credit (in some cases over $2,000) within 10 days. Needless to say,
these consumers were extremely upset—and some of that blame was directed toward the leasing dealership. The Department of Revenue has indicated 189 instances of duplicate credits based on audits conducted through tax year 2010.
ing company and lessee/consumer. The calculation of the credit and guidance on these topics is found in the Department publication
Income FYI #9. (Visit www.taxcolorado.com, “Individual Income Tax” on the top menu-bar – FYI #9 is listed upfront; an updated
version is now posted with revision date 02/2012.)
IMPORTANT:
to relevant sources and publications, including links or handouts, can provide assistance; but it is critical to ensure there is no

For more information, visit the April 24, 2012, isue of CADA Open Road at www.cadaopenroad.org
(a detailed CADA alert is available, or contact tammi.mccoy@coloradodealers.org to request a copy).
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NADA REGULATORY AFFAIRS
PASSIONATELY DEFENDS DEALERASSISTED FINANCING
On April 1, 2012, the Motor Vehicle Roundtables’ process that
the Federal Trade Commission (FTC) initiated one year ago drew
to a close. During that time period, the FTC conducted three motor
vehicle roundtables around the country and received nearly 100
written comments in which consumer advocacy group represenothers alleged a series of practices by automobile dealers that harm
consumers. The practices that they attacked were wide ranging
but primarily focused on allegations of abuse surrounding spot
delivery transactions and allegations of unfairness involving dealer
nated with a joint letter from the attorneys general of 31 states and
D.C. that urged the FTC to create rules and/or commence enforcement actions to protect consumers from the alleged dealer abuses.
In response, NADA Regulatory Affairs coordinated the presence of dealers, ATAEs, dealer attorneys and other industry experts
at each of the roundtables to rebut and correct numerous misstatements that were made against dealers. In addition, Regulatory
Affairs stressed the anecdotal nature of the allegations and highlighted the consumer advocacy groups’ complete failure to produce
credible data supporting their allegations despite repeated requests
for such data from the FTC. Most importantly, Regulatory Affairs
tinuously provides to consumers of all credit tiers.
comments with the FTC explaining why none of the allegations
that were made against dealers during the roundtables’ process
are ripe for consideration by the FTC as practices that should
be declared unfair or deceptive through the use of the agency’s
extraordinary rulemaking authority. (Regulatory Affairs explained
that the FTC should address isolated problems that may arise
through enhanced consumer education and the responsible use of
its enforcement authority.) Regulatory Affairs’ written comments,
roundtables’ process, also contained a detailed rebuttal of an April
2011 report by the Center for Responsible Lending that attacked
dealer participation.
The FTC has stated that it will now review all of the information that it collected during the roundtables to determine what, if
any, steps it should initiate to protect consumers. Regulatory Affairs is actively monitoring this process.
May 2012

KPA WEEKLY WEBINAR:
Date: EVERY Thursday
Time: 10 - 11am

For upcoming topics and to register:
www.kpaonline.com/webinars
Previously recorded webinars are
also available at the above link!

CADA ONLINE
TRAINING CENTER
Online & On Demand Access to the Best

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

Introductory Offer: All the below for just
Total Access for up to 10 Members of your team
Access to all 45 NEW & Live DealersEdge®
Webinars throughout the year
Access to all archived training recordings
(60-100 available)
Emailed Best Practice and Case Study Reports
Access to online archives of more than 3,500
Best Practice Reports

or email jim@dealersedge.com
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In response to widespread dealer concerns, the National Automobile Dealers Association comand fact-based analysis of the various factors that drive the economics of facility image programs.
The NADA research project was authored by industry consultant Glenn Mercer. Our goal was
to open up a dialogue in which all parties could discuss the issue on a more rational and informed
basis. With this in mind, Mercer spoke to a wide range of industry participants.
We are pleased to report to you that since the report was completed in early February, we have

discussion.
It’s time now to take this issue to the next level. NADA will be
retaining industry experts to do a deeper dive into the issue in the fol-

Up-to-Date
News from
NADA
NADA Headlines,
a compilation of the
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 or ATD
Insider, e-news for
the American Truck
Dealers division
of NADA.
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Run the Numbers.
OEM’s need to better demonstrate and quantify the value of dealer investment in facilities. Overall, this was an area of disappointment, with most
manufacturers failing to show the value of facility image programs. Phase Two will look deeper
into this area by “running the numbers” ourselves. To attempt to quantify the return on investment (ROI), we’ll look at actual dealership data in a sample of dealers who took on facility
image programs as well as ones who did not.
2. More Dealer Input.
get more dealer input into these programs, but well before “the cake is already baked,” when
dealer input could really make a difference with regard to how these various programs are
facility image mandates to the twice-yearly NADA Dealer Attitude Survey (DAS). The DAS is
the most effective method of getting a cross section of dealer input directly to the OEM’s at the
highest levels. Watch for this in the next survey coming in July.
3. Dealership of the Future. This project will combine interviews with industry experts and
ship that will be most competitive in 2020 and beyond?” The intent is to go much further than
the recent report from Auto Team America entitled “Dealership 2025.” Interviews with industry
experts will be supplemented with case studies of changes in other retail industries as well as
cutting-edge car dealers who may already provide us with a glimpse of the dealership of 2020.
4. An Annual Review. NADA will conduct a review on the one-year anniversary of the faciliresponse to concerns raised in the study. During the initial round of individual meetings with the
ing changes. Follow-up interviews with OEMs and key people who participated in the original
study should provide the necessary feedback to determine what changes, if any, have been made.
intention of conveying the results directly to all of your manufacturers. In addition, we’ll continue
to keep this issue front and center in our DAS meetings with your OEMs in the coming months.
This issue wasn’t started overnight and won’t be solved overnight, but I want to assure you that
your voice is being heard.
Colorado Automobile Dealers Association
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DEALER ACTION ALERT

NADA Supports Bill to Eliminate Obsolete
Mandate That Requires NHTSA to Distribute
Insurance Data Booklets to Dealers
Legislation recently introduced in the U.S. House of Representatives repeals an obsolete mandate that requires the National
distribute an insurance report to more than 17,500 new-car
dealerships across the country, which is mailed through the U.S.
tion” booklet sought to provide car buyers with insurance data
on the cost of repairing new vehicles. Under a 1972 law, NHTSA
is required to collect, prepare, print and distribute the report to
new-car dealerships. Dealers are required to provide it to their
customers upon request.
The National Automobile Dealers Association, in a recent
survey of 815 of its members, found that 96 percent of dealers
reported that none of their customers had ever asked to see the
booklet. NHTSA has been publishing the booklet since 1991.
“The reality in dealer showrooms needs to be recognized,”
said NADA President Phil Brady. “This government mandate
should be eliminated.”
Under H.R. 5648, introduced by Reps. Bill Owens, D-N.Y.,
and Gregg Harper, R-Miss., NHTSA could still make insurance
loss data available online if consumers in the market for a new
“The federal government has spent hundreds of thousands of
dollars since 1991 to print and mail this booklet to every new car
dealer in America, yet consumers practically never use it,” said
Bob Vancavage, president of the New York State Automobile
Dealers Association. “New York new car dealers applaud Congressman Owens’ effort to eliminate this needless government
mandate.”
“Cutting unnecessary federal spending and obsolete rules—
no matter how small—is one way to get the economy back on
track,” said Bill Lehman, president of the Mississippi Automobile Dealers Association. “I commend Congressman Harper for
rooting out this government waste.”
May 2012

NADA, J.D. Power Team Up for
Automotive Conference in Los Angeles
Automotive industry executives planning to attend press
days at the Los Angeles Auto Show in late November now have
a good reason to arrive a day earlier. NADA in partnership
with J.D. Power and Associates announced the creation of the
Western Automotive Conference,
which will be held at the Biltmore
Hotel on Nov. 27, 2012. Press
days at the auto show run from Nov. 28-29.
“Southern California is home to several international auto
manufacturers and NADA represents thousands of new-car
dealerships on the West Coast, so it makes a lot of sense to have
our industry event in their backyard,” said Forrest McConnell,
chairman of NADA’s Industry Affairs Committee and president
of McConnell Honda in Montgomery, Ala.
Highlights of the half-day conference, hosted by the Los
Angeles Auto Show in association with the Greater Los Angeles
marks and presentations from top-level executives on the state of
the industry and U.S. economy; panel discussions with automakers, innovative new-car dealers and allied professionals; and a
networking lunch and reception.

Call for Workshop Proposals for the
2013 NADA and ATD Conventions
NADA is seeking proposals for workshops on both car and
truck industry topics for next year’s NADA and ATD conventions. The NADA-ATD Convention and Expo will be held Feb.
8-11, in Orlando, Fla. at the Orange County Convention Center.
“Our goal is to create a balanced educational workshop
program at both conventions that will provide attendees with
the information, tools and strategies they need to succeed in a
competitive market,” said John Lyboldt, NADA vice president
of dealership operations. “We expect another strong and diverse
workshop program at next year’s conventions.”
To submit a workshop proposal for the convention, including
a two-minute video clip covering the main focus of your session,
go to www.nadaconventionandexpo.org for instructions.
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OFFICERS

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

Chair of the Board
Don Hicks
Shortline Auto, Denver
Vice Chair
John Carroll
Ed Carroll Motor Co., Fort Collins
Treasurer
Bill Hellman
Hellman Motor Co., Delta
Secretary
Thom Buckley
Red Noland, Colorado Springs
Immediate Past Chair
Don Gerbaz
Berthod Motors, Glenwood Springs

DIRECTORS

Lee Payne
Chair – Clear the Air Foundation
Planet Honda
Herm Brocksmith
Chair – Denver Auto Show Committee
Kuni Honda

CADA STAFF

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

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

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

Ed Dobbs
Land Rover Flatirons
Superior – District #4

Executive and Communications Assistant
Lauren Stadler
lauren.stadler@coloradodealers.org
303.457.5123

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

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

Todd Maul
John Elway
Greeley –District #6
John Motschall
Ehrlich Toyota East
Ft. Morgan – District #7
Mike Cimino
Phil Long Ford Lincoln of Colorado Springs
Colorado Springs – District #8
Larry Spradley
Spradley Chevrolet Hyundai
Pueblo – District #9
Pat Murphy
Morehart Murphy Regional Auto Center
Durango – District #10
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Todd Maul
John Elway Chevrolet, Englewood
LPC Chair

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

Todd Bondy
Murray Motor Imports
Glendale – District #1

Mike Marquez
John Roberts Motor Works
Gunnison – District #11

Jeff Carlson
Glenwood Springs Ford
Colorado NADA Director

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
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di-zas-ter (n) a calamitous event, especially one
occurring suddenly and causing great loss of life, damage,
or hardship, such as a tornado, fire, or hail storm

When disaster strikes,
who’s protecting your business?
Federated’s customized coverages are designed to
protect your business from disaster. Discover the value
of knowing you’re covered when you need it most.
Visit www.federatedinsurance.com
to find a representative near you.

*Federated Service Company is not licensed in the states of NH, NJ, RI, and VT.

It’s Our Business
to Protect Yours

®

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

DATE/TIME

LOCATION

WEBINAR: How to Deliver a Consistent
Message Over Multiple Channels
Online

Thursday, June 7
at 11am

Go to coloradodealers.dealersedge.
com/all-dealersedge-webinars/
upcoming-live-webinars.html

WEBINAR: How to Identify and Stop
Internal Theft in the Dealership
Online

Thursday, June 14
at 11am

Go to coloradodealers.dealersedge.
com/all-dealersedge-webinars/
upcoming-live-webinars.html

WEBINAR: How to Fine-Tune the
New Vehicle Departments
Online

Thursday, June 21
at 11am

Go to coloradodealers.dealersedge.
com/all-dealersedge-webinars/
upcoming-live-webinars.html

WEBINAR: How to Terminate an
Employee the Right Way
Online

Thursday, June 28
at 11am

Go to coloradodealers.dealersedge.
com/all-dealersedge-webinars/
upcoming-live-webinars.html

KPA Webinar: EH&S or HR Webinar

Every Thursday
at 10-11am

For more information
and to sign-up go to
www.kpaonline.com/webinars

September 17, 2012

Colorado Golf Club
8000 Preservation Trail
Parker, CO 80134

Online/Ongoing
CADA Annual Member Golf Event
More Details Coming Soon

COMPLIMENTARY LEGAL &
REGULATORY WEBINARS

All legal and regulatory webinars are available at
no charge to NADA and ATD members. This bento members, at no charge, in NADA University.
Members may view these webinars live or ondemand at their convenience. In addition, members
may include their contracted professionals (e.g., atNADA University accounts—thus enabling these
professionals to view these member resources, at no
charge, to better serve their clients.

NADA U WEBINAR WEDNESDAYS

NADA U provides two types of webinars, all con1.) MarketINSIGHT - open at no charge; view them
live or on demand in NADA U’s Resource Toolbox
2.) Learning Hub – available for $199 for members;
view them live or on-demand for two years
Update
Follow-up

AUTO INDUSTRY 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
Bulletin questions or comments? If you have questions about items in this newsletter or suggestions for future
articles, please contact Lauren Stadler at 303.457.5123 or e-mail to lauren.stadler@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.

