
Colorado Automobile Dealers Association Vol. 18, Issue 5
May 2017

Victories 
under 
the gold 
dome!

‘17 General Assembly 
was good to Colorado’s 

new car dealers
Page 12



If this is what you see…

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

PEED

TTENTION

ATIGUE

MOTION

DRIVE

Federated Mutual Insurance Company • Federated Service Insurance Company* • Federated Life Insurance Company
Owatonna, Minnesota 55060  |  Phone 507.455.5200  |  www.federatedinsurance.com 

17.01  Ed. 11/16   *Not licensed in the states of NH, NJ, and VT.   © 2017 Federated Mutual Insurance Company

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



May  2017             Colorado Automobile Dealers Association                                          3

Ed Dobbs - Chairman

Board prepares for strategic planning session
Your opinion about our priorities?

May was a busy month for 
the Colorado Automobile 
Dealers Association, and 
we don’t expect June to 

be much slower. 

I want to thank you for the strong turnout at two important 
events this month: The legislative hearing on the Dealer 
Franchise bill, SB17-298 and the recent CADA-UMB 
Economic Forecast Dinner.
The May 4th hearing in the Colorado House Business Affairs 
and Labor Committee on the Dealer Franchise bill (SB17-298) 
was unanimously approved by the legislature. The bill included 
important franchise protections that will go a long way toward 
leveling the playing field between manufacturers and dealers. 
Significantly, we received unanimous “Aye” votes on the third 
and final reading in both the Colorado House and Senate, which 
given the polarized Colorado General Assembly, is rare. 
Our Sunset Review (SB17-240) passed in the legislature, as 
well, including the provision we wanted to continue mandating 
Sunday closure. CADA successfully argued that opening on 
Sunday would result in higher costs to consumers. 

CADA-UMB Economic Forecast dinner a success
The CADA-UMB Economic Forecast dinner on May 4th at 
the William D. Barrow Building was well attended. We had 
presentations from two interesting and knowledgeable speakers, 
KC Mathews, chief investment officer for UMB Bank, and 
Ryan Kerrigan of Kerrigan Advisors, who works with dealer 
clients nationwide on business valuation and buy/sell market 
trends. I know that everyone who attended came away with 
useful information. 

Board survey shows there’s still ‘work to be done’
June will be significant because the CADA Board of Directors 
is beginning a three-year strategic planning process. To prepare, 
CADA commissioned a survey through Harrison Coever 
& Associations of our 24 officers and directors to get their 
opinions on where we should focus our attention.
It was gratifying (and a little amazing) that we got a 100 percent 
response. On the question about CADA’s overall performance 
in the last three years, 100 percent said the association has 
been either “Effective” or “Very Effective.” Some responses 
included descriptions like “strong advocates,” “very proactive,” 
“informative,” and “represents dealers well in both government 
affairs arena and consumer relations.” 

  

Among other highlights: 
 ◆ 92 percent responded that the 
range of programs, services and 
activities currently offered by 
CADA was “about right.” 

 ◆ 92 percent responded that 
CADA’s implementation of 
the last strategic plan’s priority 
objectives was either “effective” 
or “very effective.” 

 ◆ 96 percent rated CADA’s mem-
ber communication was either 
“effective” or “very effective.”

Several board members responded that their biggest challenge 
was dealer-manufacturer relations. Although the playing 
field has been leveled somewhat by our recent legislative 
accomplishments, it’s clear that CADA will need to stay on top 
of this issue.
It helps that we have an excellent legislative team: Our attorney 
Michael Dommermuth; lobbyists Melissa Kuipers and Mike 
Feeley; the Legislative Policy Committee led by Don Hicks 
(Shortline Subaru-Mazda-Hyundai-Mitsubishi and Porsche of 
Colorado Springs) and Tim Jackson. 
The board survey made clear that there’s still work to be done. 
By far the most frequently mentioned area members think 
demands more focus is dealer engagement and participation. 
We will be talking about that during the upcoming strategic 
planning sessions. Ironically, getting more members actively 
engaged with CADA requires some membership involvement! 
By that I mean that gathering input from our members is critical 
to strategic planning. 

Share your thoughts on CADA priorities
What do you think ought to be the priorities for the association 
over the next three years? Please share your thoughts with me at 
eddobbs@colorado.auto. I’m looking forward to hearing from you.

Kind regards,

Ed Dobbs
Chair



Colorado Safety Association

May to August 2017

3   Coaching the Van Driver
10  Hazard Communication and GHS Training
11  Forklift Operator Instructor Development
16   Workplace Violence and Prevention Strategies
17   Achieving a World Class Safety Culture 
18  Safety Builder Construction Orientation
20   Defensive Driving 6 Hour
23   NSC First Aid /CPR and AED 
24   Bloodborne and Airborne Pathogens 
25  Open Safety Forum  

5-9   Certified Occupational Safety Specialist (COSS)
6   How to Develop a Safety Program 
8   Aerial Lift Instructor Development 
12   Crane Rigging Fundamentals
13   Defensive Driving 4 Hour
13   Webinar: Workplace Violence and Prevention Strategies
13-15  Crane Inspection
16   Crane Inspection Refresher 
21   NSC First Aid /CPR and AED 
21-23 First Aid/CPR and AED Instructor Development
24   Defensive Driving 6 Hour

May June

12   Forklift Operator Instructor Development
18   Office Safety Essentials Workshop
20   Fire Extinguisher Training
22   Defensive Driving 6 Hour
26  NSC First Aid /CPR and AED

2   Defensive Driving 4 Hour
3   Office Safety Essentials Workshop (Colorado Springs)
10   Emergency Action Plans and Response 
15   Bloodborne and Airborne Pathogens
16   Hazardous Materials DOT
17   Safety Builder Construction Orientation
19   Defensive Driving 6 Hour
23   NSC First Aid /CPR and AED 
24  Office Safety Essentials Workshop (Greeley)
24-25 CEAS I: Ergonomic Assessment Certification Workshop 
29   Breakfast Club: Breakfast with OSHA (for Members Only)

July August

www.coloradosafety.org

course and seminar schedule

New Offerings 

Every Month!
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Steering Column

When the legislative policy 
historians look back on 2017, 
without a doubt, it will be singled 

out as a monumental year.

Victories at legislature due, in part, 
to dealers’ involvement

Tim Jackson  
CADA President 
and CEO 

Our Chair, Ed Dobbs, discussed this in his column and as 
our cover story illustrates (see page ???), your association 
developed a phenomenal legislative session.
It’s impossible to narrow down the single most important 
component that contributed to our success, though without 
a doubt, the following processes and contributors led to our 
successes:

 ◆ CADA has organized and hosted more than 84 Legislative 
Grassroots Meetings with Colorado senators and represen-
tatives since 2016, mostly held in their home towns over 
breakfast, lunch or dinner.

 ◆ We made political contributions to all 80 legislative victors 
in 2016 election cycle.

 ◆ We hosted more than 200 community, association and non-
profit events each year, many of which directly benefited 
legislators and their staffs.

 ◆ CADA hired one of the most-respected and -talented  
legislative lobbying teams at the Colorado Capitol.

 ◆ For more than a dozen years, CADA has provided recent 
news clippings to state legislators in local print media.

 ◆ Several key dealers have developed strong personal rela-
tionships with legislators, the kind that can be called up at 
strategically important times.

The extremely strong rapport that CADA has developed with 
state policymakers over the years was instrumental in helping 
CADA enact hugely important legislation under the gold dome 
of the Colorado Capitol — and doing so in a way that all 100 
elected leaders voted with us.

No one voted against our bill (SB-298)
Many of our member dealers have given up hours upon 
hours in an effort to effectively win the hearts and minds of 
Colorado’s duly elected senators and representatives.
If you’re not already deeply involved in this process, it’s not 
too late to get started now.

CADA members and staff recently met with Rep. Vicki Marble at a Legislative Grass-
roots meeting in Littleton. The selfie, from left: Tim Jackson, CADA CEO; Steve Linger, 
AutoNation Nissan Arapahoe business development manager; Rep. Vicki Marble, John 
Osborne, Courtesy Acura general manager; Michelle O’Connor, CADA Legislative and 
Communications manager and George Billings, Clear the Air Foundation director.



6             Colorado Automobile Dealers Association                                                                       May 2017

King Dealerships give back to their communities 
by honoring those who teach our children

When it comes to giving back to their local communities, 
King Buick GMC in Loveland and King Chevrolet Buick 
GMC in Longmont long ago set the bar high. Because 
they’re staunch supporters of local education, they’ve 

given more than $100,000 to the Loveland and Longmont areas through 
college scholarships for high school seniors.

Driving Good

Charlie Garcia, St. Vrain Valley School District’s Educator of the Year, was thrilled to receive this 2016 Buick Encore, given to him by King Chevrolet Buick GMC. 

by Michelle O’Connor
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They also give away new cars to the Educator of the Year in the 
St. Vrain Valley and Thompson School districts. 

Education is key to community’s success
Jerad King, general manager for both dealerships, and his team 
believe they can have the biggest impact in their communities 
by promoting education. 
So six years ago, they decided, as an organization, to focus on 
one philanthropic area. After all, King said, “we all agreed that 
education was imperative to the success of our local communi-
ties.”

David Brower, King’s then-marketing director, reached out 
to Kim Akeley-Charron, executive director of the Thompson 
Education Foundation, which focuses on maximizing student 
potential in the Thompson School District by optimizing educa-
tional experiences for students and educators. The King deal-
erships wanted to give away a two-year, prepaid lease to the 
Educator of the Year. The response was instant, and somewhat 
overwhelming. 

Today, King dealerships give away cars  
in two school districts
With that, the King dealerships decided they wanted to make 
donating a two-year, prepaid lease an annual event. And after 
four great years of giving a car away to the Educator of the 
Year in the Thompson School District, the King dealerships 
branched out to do the same for the St. Vrain Valley School 
District — where the team has received a similar enthusiastic, 
grateful response.
On May 5, King was there when the St. Vrain Valley School Dis-
trict named its Educator of the Year at the Plaza Convention Cen-
ter in Longmont. For their part, the King dealerships awarded a 
2016 Buick Encore to Educator of the Year, Charlie Garcia.

“Here’s a guy who has been teaching at Erie Elementary for 40 
years,” explained King. “He has gone above and beyond and 
given back to the area for as long as most residents can remem-
ber.”
Thrilled doesn’t begin to describe Charlie’s reaction. And as 
grateful as Charlie was for the gift, if you asked King, he’d tell 
you that he and the community as a whole couldn’t be more 
appreciative of amazing educators like Charlie Garcia. “Charlie 
is a shining example of the positive impact that educators can 
have on a community,” King said.
Well done, Charlie — and thanks King dealerships, for chang-
ing lives in your own communities, one person at a time.

Editor’s note: If you’re giving back to your community in 
some way, let us know. Contact Kim Jackson, Marketing & 
Communications director: kim.jackson@colorado.auto or 
303.457.5115.

About Charlie Garcia
“Here’s a guy who has been 
teaching at Erie Elementary for 
40 years. He has gone above 
and beyond — and given back 
to the area for as long as most 
residents can remember.”
— Jerad King, general manager,  
King Chevrolet Buick GMC

The King dealerships feel the biggest impact they can have in their communities is 
through education, observed Jerad King, general manager with King Dealerships, 
and presenting here at the St. Vrain Valley School District. They now donate cars to 
the Educator of the Year in the St. Vrain Valley and Thompson School districts.
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Below are key reminders of Colorado disclosure requirements 
in light of recent hail storms causing significant damage to 
many dealers’ vehicle inventory.

Key reminders of Colorado requirements
 ◆ The disclosure obligation applies regardless of whether 
the damage is repaired or not

 ◆ The disclosure requirements apply to ALL sales by 
licensed entities — including wholesale, auctions, and 
dealer-to-dealer transactions.   

 ◆ The disclosure must be IN WRITING and signed by the 
dealer and the customer—even if it is obvious and even 
if discussed (again for all sales, not just retail). Selling a 
vehicle “As-Is” does not relieve the seller of this written 
disclosure obligation.   

 ◆ While there is an exclusion for “touch–up paint for mi-
nor scratches, dents, or dings,” from what is “generally” 
considered subject to disclosure, because hail damage is 
listed in items specifically deemed to be “material,” ALL 
hail damage should be disclosed, even if seemingly very 
minor. There is no dollar-level threshold that triggers 
disclosure.

Forms
 ◆ Vehicle Disclosure and Liability Release (RM-615, Rev. 
4-2016).  This form combines prior forms (the Dam-
age and Recall Disclosure Contract Addendum form 
(DRD) and the Recall Notice and Liability Release form 
(No. 610)) into a single form.  Ensure you are using this 
latest form.   To order forms, contact Khorrie Luther, 
303.457.5109, khorrie.luther@colorado.auto or call the 
CADA main line 303.831.1722. 

Electronic version: For dealerships utilizing the CDK laser-
library, the form is available (RM-L615); for dealerships 
using the Dealertrack laser-library, upload is in-progress after 
a recently signed forms agreement with Dealertrack. Search 
the forms libraries under “CADA Rocky Mountain Dealer 
Forms.” 

Best Practices for CADA form RM-615
1. Always attach a recent Vehicle History Report (VHR) and 

NHTSA report, even if they are clean.
2. You do not need to list or summarize informa-

tion contained in the VHR or the NHTSA report 
on the CADA disclosure form.  That informa-
tion is incorporated by language on the form.                                                                                              
o This practice also avoids ‘missing’ an item that is on 
one of the reports, but inadvertently does not get summa-
rized or noted on the form. 

3. Write in the box any additional information known about 
the vehicle. That information might come from the trad-
ing consumer, from a service technician, or other source. 

4. Have the consumer initial every page of the VHR and 
NHTSA report so there is no dispute about what was 
provided. 

5. The consumer and the dealer need to both sign the disclo-
sure form; retain a copy of the disclosure form and each 
of the report(s) in the deal jacket.

6. The customer should receive a copy of the relevant dis-
closure forms and reports. CADA provides forms in du-
plicate format so a copy can be provided to the customer, 
which is recommended.

Visit www.cadaopenroad.org, the May 16th issue, Regulatory 
& Legal Updates, for a copy of this alert. 

Vehicle disclosure requirements for hail damage: 
Forms and best practices

Regulatory

by Tammi McCoy
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Since the U.S. House of Representatives pass the American 
Health Care Act bill, several people have asked my 
thoughts about this bill.

Things to know about the American Health Care Act 
— and why you should care

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

Title Sponsor: Premier Sponsors: Platinum Sponsors:

While it will most likely face changes from the U.S. Senate, it 
remains popular among many lawmakers. No one will know 
the end result after negotiations between the two chambers, but 
the following changes to the current ACA law will most likely 
happen in some form:

 ◆ Eliminates individual and employer mandate penalties
 ◆ Continuously covers dependents up to age 26
 ◆ Continuous and general support of no restrictions of   
pre-existing conditions

 ◆ Remove limits for annual contributions to flexible   
spending accounts

 ◆ Most or some “essential health benefits” could   
disappear

 ◆ Generally, change Medicaid ACA expansion by giving  
options to the states

 ◆ Repeals many taxes associated with ACA, and gives more 
tax credits

Many of these changes will directly affect individual health care 
coverage, including factors such as carriers opting out of the 
individual market or reducing areas on where they offer coverage.
Undoubtedly, these proposals also will significantly alter 
small group coverage. Most health care carriers and health 
care providers (such as physicians and hospitals) are bracing 
and preparing for changes. All of these entities, along with the 
American public, hold some sort of renewed, albeit uncertain, 
nervous hope, that our health care system will improve.

And as we all already know, 
what happens in Washington 
D.C. doesn’t stay there. 
As such, it’s unclear how 
Colorado citizens will be 
impacted. We can assume 
some tax savings for most, 
and perhaps more choice on 
how and where we receive 
our benefits. 
There could be unintended 
fallouts as well, including 
what happens if Colorado doesn’t adequately fund Medicaid 
or large risk pools — or community rating is no longer law? 
The latter would essentially eliminate pre-existing conditions 
provisions be covered by no limits on what an insurance 
company can charge.
Clearly, this is a very complicated issue. Hopefully, Coloradans 
from all areas will receive better and more affordable health 
care, which will keep our state as one of the healthiest in the 
country. We will have to wait and see the final outcome of what 
is actually passed into law; meanwhile, ACA is still the law of 
the land. Therefore, adhering and reporting should continue.
For questions or further opinions on this bill, please call me, 
303.457.5118. I am always available to pass along what know. I 
keep a keen eye on these matters as they can abruptly change.

Craig Gordon, Employee Benefits 
Sales Manager

Employee Group Benefits



If you’ve been wondering how to have the conversation 
with buyers who want an electric vehicle (EV), yet 
don’t know anything about charging options or how 
they work, then join us at 7:30 a.m. Thursday, June 22 
for a special education session: 

Boost your electric vehicle sales: How to 
help your customers make the switch
With increased access to renewable energy, the future 
of sustainable living is becoming a reality in your 
home and business  — and on the road. Xcel Energy 
supports your electric vehicle goals by offering rate 
choices and renewable power options that lower fuel 
and operating costs, while helping the environment.

Led by Clayton Reed for Xcel Energy, this 1.5-hour 
education session is designed for sales managers and 
sales associates who want to boost their EV sales. 

When the education session is finished, you’ll be 
able to confidently talk about whether driving an EV 
is better for the environment and less pricey than 
driving a conventional vehicle, what buyers can expect 
from charging their EVs at home using a common 
household socket and how they can speed up that 
charging time.

Boost your 
electric vehicle sales

You’ll 
learn:

• How to boost EV sales

• The answers to 
customers’ EV charging 
questions

• How to help buyers get 
the car of their dreams

• Where buyers can charge 
their cars on road trips in 
Colorado

• The costs to charge an 
EV at different times of 
the day

• Charging station types, 
installation cost options 
and the benefits of each 
one for your buyers

The 
details

What
Boost your electric vehicle 
sales: How to help your 
customers make the switch

When
Thursday, June 22
7:30 a.m. Breakfast 
8–9:30 a.m. Presentation 
9:30–10 a.m. Q&A

Where
William D. Barrow Building 
(CADA Headquarters) 
290 E. Speer Blvd. 
Denver, CO  80203

Price
$79

Register
www.colorado.auto/events About 

Clayton Reed
Senior Program Manager for CLEAResult, a national leader 
in energy efficiency consulting for utilities, Clayton Reed has 
extensive experience working with utility customers and trade 
allies to increase awareness and participation in utility programs.



You know that Clear the Air  
Foundation takes your high emitters  
off your hands, right? 

And while you may like to send these clunkers to the junk-
ers and get a little cash back for doing so, did you know 
that when you donate a high emitter to your own Clear the 
Air Foundation, that donation turns into a scholarship for a 
student at a tech school? 
Because some dealers DO donate their cars to the non-
profit foundation that your board unanimously founded in 
2007 and funded in 2012, every ten cars donated translates 
into a scholarship auto tech students use for their education. 
Imagine filling out the vacancies you have in your service 
department with recent tech graduates you helped educate! 
Thanks to our BIG supporters listed here, 206 high 
emitters have been donated to Clear The Air Foundation 
through May 25. 
We’d like you to donate ALL your high emitters. Yet we 
also know that it’s not going to happen. So if you haven’t 
donated before, how about just donating two this year? 
You’ll help a student get the training needed to launch a 
career — that may even start at your own dealership.
For more info, contact Clear the Air  
Foundation Director George Billings: 303.457.5117  
(office), 303.775.8896 (cell) or  
george.billings@colorado.auto

Donate a car, get a tech...

Clear the Air Foundation turns your high 
emitters into auto technicians

DEALERSHIP 2016 2017
John Elway Chevrolet 84 38
Planet Honda 65 33
Pueblo Dodge Chrysler Jeep Ram 17 15
Emich Volkswagen 10 11
Public Donations 29 9
Suss Buick GMC 24 8
Tynan's Nissan 7
Phil Long Ford of Denver 7 6
John Elway Chrysler Jeep Dodge Ram 8 6
Spradley Chevrolet 6
Glenwood Springs Ford 6 5
Dellenbach Motors 17 5
Johnson Auto Plaza 20 4
Shortline Hyundai 17 4
King Buick GMC 1 4
Solon Nissan 4 3
Spradley Ford Lincoln 2 3
Courtesy Acura 15 3
The Faricy Boys 12 3
Barbees Freeway Ford 3 3
Phil Long Value Car 8 2
Phil Long Ford of Chapel Hills 3 2
Groove Subaru 12 2
Pueblo Toyota 17 2
Schomp Honda 6 2
Fuoco Motors 2
Bighorn Toyota 29 1
Ed Carroll Motor Company 3 1
Fisher Auto 2 1
Prestige Imports 1
Ed Bozarth Chevrolet 1
Frontier Honda 1
Grand Junction Chrysler Jeep Dodge Ram 1
Perkins Motor Company 5 1
Turner Automotive 5 1
Berthod Motors 4 1
Kuni Lexus of Greenwood Village 3 1
Christopher's Dodge World 2 1
McCaddon Cadillac Buick GMC 2 1
Co's BMW Center 1 1
Honda of Greeley 1
Jaguar Land Rover Colorado Springs 1
Longmont Ford 1



CADA
scores

at 
Colorado’s 
Capitol

BIGBIG
by Don Hicks, CADA Legislative Policy 
Committee Chair and Owner,  
Shortline Automotive Group
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The 2017 session of the Colorado 
General Assembly is in the rear-
view mirror.
And the Colorado Automobile 
Dealers Association  
is celebrating. 
That’s because CADA achieved most of what it set out to do, 
and its success is reflected in overwhelmingly favorable final 
votes.
It was definitely a group effort with contributions from our 
great lobbying team: Melissa Kuipers, Mike Feeley (Brown-
stein, Hyatt, Farber & Schreck) and Michael Dommermuth 
(Fairfield & Woods), CADA’s Legislative Policy committee and 
diligent staff. Most importantly, we had more member involve-
ment this year. 
CADA’s legislative success was largely due to the then-63 
Legislative Grassroots Meetings held throughout the state, 
which fostered productive relationships and constructive dialog 
between dealers and legislators. The effort put a personal stamp 
on our bills when legislators got telephone calls from dealers or 
heard their testimonies in committee.
CADA’s Tim Jackson and staff also put time and effort into 
building and maintaining personal relationships with legisla-
tors. For example, Tim sends clips from local papers to legisla-
tors each week with personalized notes. Several lobbyists have 
noticed and told him “I’m going to do that, too.”

Victory 1: Sunset Review measure passed
The first, SB17-298, was the top-to-bottom Sunset Review periodi-
cally conducted by the Department of Regulatory Agencies 
(DORA, which included a staff recommendation to lift the ban 
on Sunday sales. 
The Sunset Review is the state’s examination of the regulatory 
structure governing the auto industry to ensure it is up to date 
and relevant. When the review is complete, a report goes to the 
legislature and a bill is drawn up to reauthorize the regulations. 
CADA opposed the recommendation to end the ban on Sun-
day sales. The idea that retail businesses wanted to be closed 
on Sunday was hard for DORA to comprehend. Although we 
articulated our opposition to Sunday sales during the review, 
DORA’s staff recommended it anyway. “We worked with the 
bill sponsor and [Senate Business Affairs Committee] chair 
(Jack Tate, R-Arapahoe County) to never even have it in the 
bill,” Melissa Kuipers said.
Legislators had to be persuaded that opening a seventh day 
would ultimately hurt consumers. It would raise the cost of 
operation by 12-14 percent because most contracts specify that 
not just one department in a dealership can be open. “They 
don’t sell any more cars in seven days than they do in six,” 

Mike Feeley pointed out. “Given the margins they have, it’s a 
money loser. The only people who would pay for that would be 
the consumers.” 
After all, regulators “live in a world where things are more 
theoretical instead of real. It’s the sleeping baby rule. If every-
thing is fine, why change it?”

It was Colorado’s final blue law holdout
“Most bills have an argument for the consumer but for this one 
there was no coalition of consumers demanding dealers to open 
on Sunday,” Kuipers said. Regulators argued it was Colorado’s 
last remaining blue law, since Sunday liquor sales are now 
permitted. However, liquor stores wanted to be open, where 
dealers do not. “Their argument was philosophical: Blue laws 
are archaic and consumers should have choice. That was about 
it,” she said.

Who owns the sales license: Individuals or dealers?
Regulators also wanted salesperson licenses to be attached to 
individuals, not dealers. Our team contended that dealers need 
to have control, “to avoid things like people working for more 
than one dealer,” Feeley explained, “and getting a customer in 
the door at one place, for example, then getting a better deal 
somewhere else.” Protecting trade secrets and confidentiality 
was also a concern.
It was a bit surprising to DORA that CADA was cooperative 
about continuing regulatory authority. “We may have differ-
ences here and there on specific issues but they’re helpful to 
police the industry.” Feeley said. “They thought we might want 
to extract something in exchange for our support.”
Our final win on SB17-240 was to extend the time until the 
next Sunset Review from 2024 to 2027. Interestingly, the 
review process revealed that the Motor Vehicle Dealer Board 
was established by an Executive Order during Gov. Bill Owens’ 
administration. SB17-240 formally established it in law. 
The final House vote was 55 in favor, 9 opposed, one excused. 
The Senate unanimously passed the bill.

Victory 2: Multipart bill leveled franchise playing field
The second – SB17-298 – was a multipart bill to create more equity 
in several facets of dealer-manufacturer relationships. The bill 
comprised eight sections, where seven parts were successfully 
passed. The section concerning increasing dealers’ warranty 
reimbursement from manufacturers to retail rate was dropped.
Colorado is one of seven states where dealers receive less than 
retail rate for warranty work. “We say we need warranty reim-
bursement at retail because we’re subsidizing warranty work 
with customer pay rate,” observed Michael Dunlap (Schomp 
Automotive Group), our vice chair of CADA’s Legislative 
Policy Committee. “It looked like a money grab.”

Warranty reimbursement will return
Getting full warranty reimbursement would have meant a lot 
of revenue for dealers, and the manufacturers would have lost. 
One of the legislators said to me, “You almost cleared the table. 



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 per dealership
location, please

Please submit ONE form per golfer to:

Email: khorrie.luther@colorado.auto

Fax: 303.831.9100

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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Take it.” If we’d hung around and tried for all the balls instead, 
we could have lost the whole thing.
Warranty reimbursement will be brought back next year in 
a separate bill, where work will soon begin. “We need to fix 
that provision in a negotiation session with the sponsor early 
on,” said Michael Dommermuth. “But it’s part of the sausage-
making process. That was something we really wanted and had 
heard from dealers that they wanted.”

Greatest success: Recall reimbursement
The next biggest fight – and biggest win – concerned recall re-
imbursement. Colorado joins several states in requiring dealers’ 
compensation when they’re unable to get parts or whatever is 
necessary to deal with stop-sale orders. 
SB17-298 guarantees dealers 1.5 percent of the trade-in value 
each month if the manufacturer does not provide the means 
to fix the vehicle within 30 days. A NADA/J.D. Power study 
recommended reimbursement of 2.43 percent per month, while 
manufacturers proposed one percent. The 1.5 percent compro-
mise – matching several other states – meets a national high.
Under SB17-298, dealers may appeal a manufacturer’s termi-
nation notice in court. Previously, a terminations appeal went 
through the Colorado Department of Revenue, which  
Feeley said, “didn’t really feel equipped or inclined to address.” 
Terminations would get referred to an administrative law judge 
who was similarly uncomfortable with them. “They’re not like 
district court judges, who see complicated commercial mat-
ters like this. When you’re terminating someone’s business and 
livelihood, it’s pretty significant,” he said.

Keep your distance
The bill standardizes a 10-mile distance that manufacturers 
must maintain between their existing dealerships and a new or 
relocated dealership. The old rules specified a five-mile buffer 
in counties with populations of 50,000; in counties with fewer 
than 50,000, the distance was 10 miles. “There were some ac-
tual real-world problems about this,” Feeley noted. “This was a 
practical solution, not just that the ‘statute is too complicated.’”

More time with facilities upgrades
Under the bill, dealers get more time between manufacturer-required 
facilities upgrades. “Manufacturers can’t come back for 10 
years if the upgrade is for more than $250,000,” Feeley said. 
New technology is exempt from the limit, a nod to the envi-
ronmental community’s concern about the need to add new 
technology like electrical charging stations. “We didn’t want 
to pick a fight with them,” Kuipers said. “No dealer is going to 
say no to new technology; you just can’t require new tile and 
wallpaper.”
The bill also addressed other concerns, including specifying 
that performance measures for dealers must be reasonable and 
not arbitrary, and prohibits manufacturers from discriminating 
on price. 

“Dealers have to be offered the same price on vehicles, as 
opposed to ‘You get it for $5.00 but you get it for $10.00,’ ” 
Kuipers said.
All in all, Kuipers and Feeley rated this legislative session’s 
success as a “solid 9.5 —and we’re coming back for that .5 
next year.”
Dommermuth added, “Hopefully dealers now will have a few 
tools in the tool box. Because [contracts] are so open-ended in 
favor of the manufacturer, we needed statutory protection to 
make manufacturers act more reasonably toward dealers.”

Legislative Grassroots Meetings were key to team’s 
success
Every member of CADA’s legislative team credits this year’s 
success to the 63 Legislative Grassroots meetings that began 
last July. That was a record for CADA, according to Legislative 
and Communications Manager Michelle O’Connor. “I make 
packets with tons of different stuff to give them, including the 
economic impact the industry has on the state of Colorado. It’s 
eye opening for a lot of legislators.”
Feeley noted that putting a legislator in touch with the dealers 
in their district is really an effective technique. “So the next call 
they get from the dealer isn’t the first contact. They know them. 
They’re not dealing with a stranger.” 
Dunlap added that he knew he could pick up the phone “and 
have a conversation with our representatives — and I think 
there are a lot of other dealers who had similar experiences,” 
he said. “I’d never testified before. We had a lot of dealers who 
came and participated. I’d like to have seen even more dealers 
participate.”
Attending legislative committee meetings was a revelation for 
many members. “We had a big group of dealers,” O’Connor 
said. A lot don’t really get into the political arena because they 
don’t think they have a stake in it. But they can play a role. In a 
way it empowers them.” 
From what I can see, it also gets results.

CADA celebrates the passage of SB-298 outside the Capitol. From left, George Bill-
ings, director, Clear the Air Foundation; Michael Dunlap, VP, Business Development, 
Schomp Automotive Group; Rep. Kevin Van Winkle; Randy Bile, owner, Pikes Peak 
Traveland; Michael Dommermuth, attorney, Fairfield & Woods; Tim Jackson, CADA 
CEO; Michelle O’Connor, CADA Legislative and Marketing manager; Monica Kern, 
owner, Lazy Days RV; Ed Dobbs, CADA Chair; Jerad King, general manager, King 
Buick GMC and King Chevrolet Buick GMC and Tammi McCoy, CADA vice president.
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New retail car 
and light truck 
registrations in the 
state increased a 
reported 8.9% in 
April 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 
4.9% during the 
first four months of 
this year versus the 
same period a year 
earlier. Passenger 
cars declined 5.7% 
while Light Trucks 
were up 9.5%

Used vehicle 
registrations were 
up 9.1% so far this 
year. (Only includes 
vehicles seven 
years old or newer.)

Jaguar, Volkswagen, 
Infiniti, Porsche, 
Audi, Subaru, and 
Mercedes had the 
largest increases 
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

Feb. '16 thru

Apr. '16

Feb. '17 thru

Apr. '17

Percent

Change

Feb. '16 thru

Apr. '16

Feb. '17 thru

Apr. '17

Percent

Change

Total 48,791 46,821 -4.0% 51,486 51,723 0.5%

Cars 14,903 12,992 -12.8% 21,830 20,136 -7.8%

Light Trucks 33,888 33,829 -0.2% 29,656 31,587 6.5%

Detroit Three Brands 18,973 17,317 -8.7% 24,549 24,284 -1.1%

European Brands 5,084 4,931 -3.0% 5,428 5,539 2.0%

Japanese Brands 22,174 22,244 0.3% 17,555 18,169 3.5%

Korean Brands 2,560 2,329 -9.0% 3,954 3,731 -5.6%

Year-to-date thru April

Retail New Vehicle Registrations Retail Used Vehicle Registrations

YTD

2016

YTD

2017

Percent

Change

YTD

2016

YTD

2017

Percent

Change

Total 63,724 66,816 4.9% 64,703 70,596 9.1%

Cars 19,421 18,317 -5.7% 27,172 27,124 -0.2%

Light Trucks 44,303 48,499 9.5% 37,531 43,472 15.8%

Detroit Three Brands 24,658 24,700 0.2% 30,757 33,300 8.3%

European Brands 6,650 7,098 6.7% 6,900 7,417 7.5%

Japanese Brands 28,948 31,568 9.1% 22,154 24,838 12.1%

Korean Brands 3,468 3,450 -0.5% 4,892 5,041 3.0%
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New Vehicle Market Brand Registrations

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

Data Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

April
Three Month Period

Feb. '17 thru Apr. '17
Year-to-date thru April

Year-to-date

Market Share (%)

Colorado Colorado Colorado Colorado

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 13,518 14,724 8.9% 48,791 46,821 -4.0% 63,724 66,816 4.9%

Acura 115 125 8.7% 471 359 -23.8% 623 527 -15.4% 1.0 0.8 -0.2
Audi 250 273 9.2% 880 872 -0.9% 1,125 1,291 14.8% 1.8 1.9 0.2
BMW 278 207 -25.5% 1,153 793 -31.2% 1,537 1,105 -28.1% 2.4 1.7 -0.8
Buick 124 134 8.1% 454 371 -18.3% 606 538 -11.2% 1.0 0.8 -0.1
Cadillac 71 70 -1.4% 298 229 -23.2% 401 374 -6.7% 0.6 0.6 -0.1
Chevrolet 1,066 1,104 3.6% 3,704 3,320 -10.4% 4,727 4,750 0.5% 7.4 7.1 -0.3
Chrysler 112 85 -24.1% 295 258 -12.5% 359 360 0.3% 0.6 0.5 0.0
Dodge 268 304 13.4% 973 768 -21.1% 1,270 1,063 -16.3% 2.0 1.6 -0.4
Fiat 26 21 -19.2% 76 51 -32.9% 95 75 -21.1% 0.1 0.1 0.0
Ford 1,706 1,731 1.5% 5,870 5,475 -6.7% 7,544 7,677 1.8% 11.8 11.5 -0.3
GMC 414 446 7.7% 1,604 1,423 -11.3% 2,149 2,123 -1.2% 3.4 3.2 -0.2
Honda 929 1,111 19.6% 3,354 3,471 3.5% 4,399 4,872 10.8% 6.9 7.3 0.4
Hyundai 408 411 0.7% 1,447 1,290 -10.9% 1,958 1,955 -0.2% 3.1 2.9 -0.1
Infiniti 102 152 49.0% 329 372 13.1% 449 546 21.6% 0.7 0.8 0.1
Jaguar 3 37 1133.3% 18 111 516.7% 21 173 723.8% 0.0 0.3 0.2
Jeep 862 1,027 19.1% 3,479 3,284 -5.6% 4,540 4,643 2.3% 7.1 6.9 -0.2
Kia 355 348 -2.0% 1,113 1,039 -6.6% 1,510 1,495 -1.0% 2.4 2.2 -0.1
Land Rover 79 59 -25.3% 285 205 -28.1% 383 315 -17.8% 0.6 0.5 -0.1
Lexus 275 303 10.2% 989 916 -7.4% 1,379 1,358 -1.5% 2.2 2.0 -0.1
Lincoln 63 58 -7.9% 226 220 -2.7% 305 320 4.9% 0.5 0.5 0.0
Maserati 6 17 183.3% 13 43 230.8% 20 51 155.0% 0.0 0.1 0.0
Mazda 325 309 -4.9% 1,077 1,038 -3.6% 1,370 1,433 4.6% 2.1 2.1 0.0
Mercedes 194 238 22.7% 753 773 2.7% 969 1,094 12.9% 1.5 1.6 0.1
MINI 61 53 -13.1% 201 163 -18.9% 275 238 -13.5% 0.4 0.4 -0.1
Mitsubishi 91 72 -20.9% 266 212 -20.3% 337 301 -10.7% 0.5 0.5 -0.1
Nissan 804 859 6.8% 2,953 2,765 -6.4% 3,792 3,890 2.6% 6.0 5.8 -0.1
Porsche 47 55 17.0% 159 177 11.3% 218 256 17.4% 0.3 0.4 0.0
Ram 561 515 -8.2% 1,940 1,721 -11.3% 2,577 2,549 -1.1% 4.0 3.8 -0.2
smart 8 4 -50.0% 18 15 -16.7% 23 16 -30.4% 0.0 0.0 0.0
Subaru 1,470 1,843 25.4% 5,892 6,336 7.5% 7,714 8,802 14.1% 12.1 13.2 1.1
Tesla 42 52 23.8% 129 248 92.2% 179 303 69.3% 0.3 0.5 0.2
Toyota/Scion 1,958 2,186 11.6% 6,843 6,774 -1.0% 8,885 9,838 10.7% 13.9 14.7 0.8
Volkswagen 352 433 23.0% 1,180 1,458 23.6% 1,523 2,087 37.0% 2.4 3.1 0.7
Volvo 88 71 -19.3% 334 247 -26.0% 444 369 -16.9% 0.7 0.6 -0.1
Other 5 11 120.0% 15 24 60.0% 18 29 61.1% 0.0 0.0 0.0
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Four year old vehicle market share has increased, 
while three year old share is down.

Released: May 2017 (covering April 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 April v. YTD ‘16

Data Source: AutoCount data from Experian.

Colorado Used Retail Car and Light Truck Registrations

April
Three Month Period

Feb. '17 thru Apr. '17
Year-to-date thru April

YTD

Market Share (%)

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 15,419 17,754 15.1% 51,486 51,723 0.5% 64,703 70,596 9.1%
Acura 168 232 38.1% 582 699 20.1% 739 919 24.4% 1.1 1.3 0.2
Audi 255 324 27.1% 890 939 5.5% 1,102 1,272 15.4% 1.7 1.8 0.1
BMW 320 496 55.0% 1,134 1,439 26.9% 1,459 1,936 32.7% 2.3 2.7 0.5
Buick 187 180 -3.7% 611 528 -13.6% 749 755 0.8% 1.2 1.1 -0.1
Cadillac 189 244 29.1% 591 743 25.7% 726 1,011 39.3% 1.1 1.4 0.3
Chevrolet 1,725 1,898 10.0% 5,620 5,361 -4.6% 7,011 7,233 3.2% 10.8 10.2 -0.6
Chrysler 296 316 6.8% 961 830 -13.6% 1,199 1,140 -4.9% 1.9 1.6 -0.2
Dodge (incl. Ram) 1,325 1,314 -0.8% 4,124 3,812 -7.6% 5,124 5,205 1.6% 7.9 7.4 -0.5
Ford 2,269 2,642 16.4% 7,290 7,409 1.6% 9,203 10,161 10.4% 14.2 14.4 0.2
GMC 501 567 13.2% 1,678 1,744 3.9% 2,100 2,402 14.4% 3.2 3.4 0.2
Honda 681 763 12.0% 2,462 2,289 -7.0% 3,112 3,133 0.7% 4.8 4.4 -0.4
Hummer 2 0 -100.0% 6 2 -66.7% 8 3 -62.5% 0.0 0.0 0.0
Hyundai 671 694 3.4% 2,220 2,038 -8.2% 2,725 2,797 2.6% 4.2 4.0 -0.2
Infiniti 174 218 25.3% 563 590 4.8% 687 803 16.9% 1.1 1.1 0.1
Jaguar 8 17 112.5% 31 40 29.0% 36 51 41.7% 0.1 0.1 0.0
Jeep 935 1,126 20.4% 3,200 3,555 11.1% 4,039 4,982 23.3% 6.2 7.1 0.8
Kia 546 611 11.9% 1,734 1,693 -2.4% 2,167 2,244 3.6% 3.3 3.2 -0.2
Land Rover 83 112 34.9% 325 327 0.6% 409 445 8.8% 0.6 0.6 0.0
Lexus 234 316 35.0% 878 935 6.5% 1,109 1,229 10.8% 1.7 1.7 0.0
Lincoln 81 80 -1.2% 284 251 -11.6% 378 342 -9.5% 0.6 0.5 -0.1
Mazda 254 280 10.2% 810 783 -3.3% 1,013 1,082 6.8% 1.6 1.5 0.0
Mercedes 219 303 38.4% 844 959 13.6% 1,085 1,258 15.9% 1.7 1.8 0.1
Mercury 12 11 -8.3% 36 25 -30.6% 43 27 -37.2% 0.1 0.0 0.0
MINI 99 109 10.1% 301 301 0.0% 406 390 -3.9% 0.6 0.6 -0.1
Mitsubishi 94 128 36.2% 310 357 15.2% 375 452 20.5% 0.6 0.6 0.1
Nissan 1,247 1,613 29.4% 4,170 4,535 8.8% 5,266 6,143 16.7% 8.1 8.7 0.6
Pontiac 24 4 -83.3% 87 13 -85.1% 103 18 -82.5% 0.2 0.0 -0.1
Porsche 41 40 -2.4% 129 116 -10.1% 162 158 -2.5% 0.3 0.2 0.0
Saab 4 0 -100.0% 6 2 -66.7% 8 3 -62.5% 0.0 0.0 0.0
Saturn 14 0 -100.0% 54 0 -100.0% 66 1 -98.5% 0.1 0.0 -0.1
Subaru 773 912 18.0% 2,803 2,809 0.2% 3,579 3,926 9.7% 5.5 5.6 0.0
Suzuki 19 13 -31.6% 83 41 -50.6% 102 60 -41.2% 0.2 0.1 -0.1
Toyota/Scion 1,448 1,729 19.4% 4,894 5,131 4.8% 6,172 7,091 14.9% 9.5 10.0 0.5
Volkswagen 416 325 -21.9% 1,373 1,020 -25.7% 1,743 1,360 -22.0% 2.7 1.9 -0.8
Volvo 68 73 7.4% 253 238 -5.9% 320 342 6.9% 0.5 0.5 0.0
Other 37 64 73.0% 149 169 13.4% 178 222 24.7% 0.3 0.3 0.0
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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 21 
units during the first four months of 2016 
to 173 in 2017, a 724% increase.



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?
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Upcoming Legislative Grassroots Meetings

Our victories at the Colorado State Capitol 
were in large part due to you, our mem-
bers, attending meetings with legislators in 
your district. 

8 a.m., June 7 
Representative Alec Garnett 
Sassafras (320 E Colfax Ave., Denver 80203)
11:30 a.m., June 8 
Representative Adrienne Benavidez 
City Grille (321 E Colfax Ave., Denver 80203)
7:30 a.m., June 9 
Senator Andy Kerr 
Sheridan Denver West (360 Union Blvd., Lakewood 80228)
11:30 a.m., June 12 
Representative Dan Thurlow 
SpringHill Suites (236 Main St., Grand Junction 81501)
9:00 a.m., June 13 
Sen. Steve Fenberg 
Boxcar Coffee (1825 Pearl St. B, Boulder 80302)
Noon, June 13 
Senator Kevin Priola 
Hillstone (303 Josephine St., Denver 80206)

7:30 a.m., June 14 
Rep. Barbara McLachlan 
Carver Brewing Company (1022 Main Ave., Durango 81301)
11:30 a.m., June 14 
Senator Kevin Lundberg 
Sassafras (320 E Colfax Ave., Denver 80203)
12:30 p.m., June 16 
Senator John Kefalas 
Austin’s American Grill (100 W Mountain Ave., Fort Collins 80524)
Noon, June 26 
Representative Edie Hooton 
Guard and Grace (1801 California St., Denver 80202)
11:30 a.m., July 5 
Representative Lois Landgraf 
Cheddar's Scratch Kitchen  
(1140 Interquest Pkwy, Colorado Springs 80921)

If you haven’t attended a Legislative Grassroots Meeting yet, now is a great time to 
start. Check out the list of scheduled meetings, pick one or two and join your fellow 
dealers for breakfast or lunch with your legislator!

CADA’s
2017
Annual
Convention
in Maui

Michelle 
O’Connor, 
Legislative 
& Marketing 
Manager
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Wards Auto releases its ‘big story:’ 
Time traveling to the dealership of 
the future

Early in May, Wards Auto released its 
big story on what dealerships will look 
like in the future. From predictions of 
self-driving vehicles as a boon to deal-
erships, to the back-end service office 
emerging as a dominant profit source, to 
kiosks becoming fixtures at dealerships, 
the 18-page missive is sure to raise an 
eyebrow or two. And it'll definitely get 
you thinking about what the future holds. 
Download your own copy: 
http://bit.ly/2q0g1dQ.

Land Rover Colorado Springs  
celebrates 30 years
Congrats to Land Rover Colorado 
Springs, where early in May, it was one 
of 12 original dealers recognized in New 
York City to  
commemorate the 30th anniversary of the 
first Range Rover sold in the U.S.
At the end of 1987, “dealers were excited 
to sell 2,586 new Range Rover vehicles,” 
observed Chris Marchand, EVP for Oper-
ations Jaguar Land Rover North America, 
LLC. “Compare that to the end of 2016, 
where our calendar-year sales for just the 
Range Rover lineup alone totaled 48,843, 
and the total Land Rover business where 
we sold 73,861 vehicles.”

Dealmakers
Former AutoNation Exec Mike  
Maroone buys four dealerships 
from Serra Automotive
Having only been retired for just two 
years, AutoNation’s former COO Mike 

Maroone decided to get back into the 
game. He bought four dealerships from 
Joe Serra, with Serra Automotive Inc. in 
Colorado Springs. 
According to Automotive News, the 
combined four stores sell about 6,500 
new and used vehicles a year. The stores: 
Front Range Honda, Al Serra Chev-
rolet North, Al Serra Chevrolet South 
and Al Serra Volkswagen are being 
renamed to Mike Maroone Honda, Mike 
Maroone Chevrolet North, Mike Ma-
roone Chevrolet South and Mike Ma-
roone Volkswagen. 
Mike Cimino at Phil Long Dealerships 
purchased High Country Honda, in 
Glenwood Springs, from David McDa-
vid, and changed the name to Phil Long 
Honda.

Allied Corner
New satellite radio 
adapter uses reverse  
engineering to en-
hance car radios 
SiriusXM® satellite radio is a 
popular service with millions 
of subscribers, yet nearly 
25 percent of new cars do 
not have SiriusXM® as an 
option. 

VAIS Technology has reverse 
engineered the interface 
for millions of car radios, 
creating a device that can 
add satellite radio to the 
factory radio, LCD screen or 
infotainment system on these 
vehicles. 

“We estimate that 20 to 25 
percent of new vehicles are 
sold without any built-in 
compatibility for SiriusXM® 
satellite radio,” said Dennis 

Hopper, VP of Sales at VAIS 
Technology. 

“For years, consumers have 
had to hack together a bunch 
of different devices to add 
satellite radio to these vehi-
cles. Our new device directly 
connects with the software of 
the car radio or infotainment 
system, integrating satellite 
into the native user interface, 
with nearly universal fit.”

The GSR-U01 directly inter-
faces with the factory radio 
or infotainment unit on most 
vehicles. Because it connects 
with the OEM radio, consum-
ers can control satellite radio 
using factory radio, LCD 
screen and steering wheel 
controls.

More info: www.vaistech.
com 
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dealership
TIME TRAVELING TO

future
OF THE

B Y  S T E V E  F I N L A Y

Opinions vary when 

it comes to pre-

dicting what U.S. 

dealerships of the 

future will look 

like and how they will operate.

Some envision high-tech 

stores with product offerings 

shown on big-screen TVs, kiosks 

and VR goggles customers strap 

on to view anything in the auto-

maker’s lineup, but not neces-

THE BIG STORY / MAY 2017

C O L O R A D O
Office of the State Controller
State Purchasing & Contracts Office

TO All Colorado Auto Dealers
FROM Amy Risley, State Procurement Administrator
RE You are invited to attend the pre-solicitation meeting for 
the upcoming 2018 or newer solicitations for fleet and patrol
DATE Thursday, July 20, 2017. 9 a.m. - Noon
PLACE Colorado Parks & Wildlife
 6060 Broadway
 BIG HORN ROOM
 Denver, CO  80216
Directions I-25 to the 58th Ave. exit
 West on 58th Ave.
 North on Broadway
 Cross railroad tracks
 Take first entrance on east of the street
Questions or comments?
Contact Amy Risley
 303-866-5663
 Amy.Risley@state.co.us



EKS&H’s proactive strategies help 
auto dealers mitigate tax costs, plan 
for business succession, and solve 
accounting and technology problems. 

Our goal is to become a trusted 
business advisor to every client in 
the automotive industry. 

To learn how we can help you, 
please contact Lucky Heggs at
lheggs@eksh.com or 303.740.9400.

www.eksh.com | 303.740.9400



Member FDIC

We believe that you deserve more than empty promises.

You deserve a relationship with your financial partner  
that isn’t just transactional. You deserve a partnership  
built on integrity and trust. You deserve someone who  
is accessible and responsive, someone focused on  
helping you achieve your goals. And for all of this you  
can depend on UMB. 

Focused on you.
You deserve more.

UMB.com  |  303.839.1300


