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Unintended consequences

Fuel-efficient cars mean fewer 
funds to maintain roads Page 10



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
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Clear the Air Foundation — 
a major CADA effort
During the first half of the year, 35 deal-
ers donated 178 vehicles that averaged 
$200 each. Currently, we have some dis-
tance to go to meet CADA’s 2017 goal of 
800 vehicles.

CADA buys RMBN contract
In March, CADA purchased exclusive rights 
to the Rocky Mountain Bank Note Retail 
Installment Sales Contract from Bradford 
Publishing. We are focusing on expanding 
our dealer form offerings and ensuring they 
are adapted for expanding digital libraries 
and e-contracting.

We ramped up our communications 
efforts in 2017, by switching our Open 
Road e-mail client, so we can better track 
response. Since then, we’ve significantly 
boosted open rates above the average for 
e-mail communications. We also began 
revamping the CADA website, which, when 
complete, will be mobile responsive, which, 
we hope, will increase dealer responses.

Finally, our NextGen group, which now 
has 53 registered members, met once during 
the first half of the year.

That’s a lot for just six months. Next 
month’s column will detail the second 
half’s accomplishments.

Kind regards,

Ed Dobbs, Chairman
Colorado Automobile Dealers Association

From the Chair

Dear Colorado Dealer:
It’s harvest time, which tradition-

ally is the time we Americans take stock 
and count the year’s blessings. By most 
measures, it has been a very productive 
year for the Colorado Automobile Dealers 
Association and I am grateful for having 
been part of them. Actually, it’s been such 
a productive year that this month, I’d like 
to review just the first six months’ worth 
of our association’s accomplishments.

CADA legislative victories
The year got going with the 2017 legislative 
session. CADA advanced two bills, both of 
which were overwhelmingly passed:
1. SB17-240 — The 10-year Sunset Re-

view by the Department of Regulatory 
Agencies (DORA) and the reauthoriza-
tion of the Motor Vehicle Dealer Board 
and Auto Industry Division. We were 
able to block the effort to end the ban 
on Sunday sales. Dealers will continue 
to sit on the Motor Vehicle Dealer 
Board and salespeople will continue to 
be connected to dealerships.

2. SB17-298 — This bill safeguarded 
dealers from overzealous manufacturer 
encroachments, including:

 ◆ Recall reimbursement
 ◆ Termination appeals
 ◆ Performance standards
 ◆ Two-tiered pricing
 ◆ Facility upgrades
 ◆ Additional points 

and relocations
 ◆ Right of first refusal 

for immediate family

One important section of the bill that 
dealt with market rate reimbursement for 
warranty work did not make the cut; we’re 
already working on a freestanding bill in the 
2018 session.

Ed Dobbs — 
 Chairman

2017: First half in review

Thanks to your help, we
cleared some big hurdles

One reason for our legislative suc-
cess was CADA’s Legislative Grassroots 
Meetings (LGMs) held throughout the 
year. Michelle O’Connor coordinated 34 
LGMs January–June (85 over the course of 
15 months) with legislators and legislative 
candidates, as well as all of our Colorado 
Congressional delegation.

Our Colorado Coalition of Automotive 
Retailers PAC (Colorado CAR PAC) con-
tributed to 97 of the 100 members serving in 
the 2017 Colorado General Assembly; the 
exceptions were legislators who don’t accept 
PAC contributions.

CADA marketing efforts
Auto marketing project revenues in the 
first half of 2017 amounted to more than 
$1.1 million, the third most since 2000.

The 2017 Denver Auto Show, our 
annual major marketing effort, did not 
disappoint. Anthony Brownlee chaired 
the show, which took place April 5–9. 
More than 500 vehicles from 36 manu-
facturers were displayed. The Denver 
Auto Show featured Camp Jeep, Ride and 
Drives, drone racing inside a caged area, 
Furniture Row race cars and NASCAR’s 
Joey Gase, who signed autographs.

Along with the show, CADA offered 
a two-day Innovative Dealer Summit that 
drew 275 attendees. We had strong pre-
senters, including5 from Cox Automotive, 
Google Automotive and Facebook. Total 
revenues were $155,000.

The Charity Preview Party, “Car-
nivale” on April 4 sold 1,421 tickets 
and had total revenues of $325,000, a 
substantial increase over 2016! That 
enabled us to donate almost $97,000 to 
our charity partners: CADA-sponsored 
Clear the Air Foundation, National 
Jewish Health and The Denver Post 
Community Foundation.
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Please make it  

home safe today.

   
17.08  Ed. 7/17   © 2017 Federated Mutual Insurance Company

Call 800-SUNPOWER to receive a free solar estimate 
for your business.

© 2017 SunPower Corporation. All Rights Reserved. SUNPOWER, the SUNPOWER logo and DEMAND BETTER SOLAR are registered trademarks of SunPower Corporation in the 
U.S. and other countries as well. All other logos and trademarks are properties of their respective owners.

How a car dealership drove down costs
and gained customers with solar.
Boulder Nissan had a booming EV business and energy 
bills to match. SunPower® solar technology and an 
LED retrofi t helped off set their electricity use by 67%, 
improving their bottom line and attracting like-minded 
customers away from the competition.

With help from Independent Power Systems,
a SunPower Dealer, Boulder Nissan is projected

to save $384,000 over the next 25 years.
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Stronger-than-elsewhere 
new car sales in Colorado
As you will see in Colorado Auto Outlook 
(page 14), new car registrations are trending 
much better here than nationwide. Through 
October, Colorado is tracking 7.8 percent up 
for the year. For just the month of October 
alone, our registrations were up 15 percent 
over last year. Across the nation, auto sales 
are down year to date by as much as five 
percent. So Colorado is performing bet-
ter than the US by a swing of as much as 
13 percent.

We are often asked why our perfor-
mance is elevated here, versus new car sales 
nationwide. We attribute the difference pri-
marily to a more solid and robust economic 
scene in Colorado, with the nation’s lowest 
unemployment rate at 2.3 percent. Colorado 
sales also benefited from the costly and 
unfortunate hail damage early this summer.

Preparing for legislative 
battles in 2018
CADA is ready to take on auto makers 
in the Colorado General Assembly in 

Steering Column

A s 2017 begins winding down, CADA is focus-
ing on several trends of interest to auto retailing 
in Colorado.

Tim 
Jackson 

— CADA 
President 
and CEO

As 2017 nears end, CADA shifts 
dealers’ priorities into high gear

January. Our planned legislation will require 
factories to reimburse dealers at retail rate 
for parts and labor completed under war-
ranty and recall repairs. More than half the 
states have enacted some form of legislation; 
however, not all warranty reimburse-
ment proposals, state-by-state, are equal. 
Colorado’s legislation is going to be derived 
as the best of the best.

Regardless of how much we have done, 
or will still do, auto makers continue to 
challenge dealers with more encroachment 
in dealer operations. CADA will continue to 
look for ways to improve dealers’ positions 
with contracted auto manufacturers. Just 
in the past 10 years, CADA has enacted 24 
provisions in Colorado law to strengthen 
dealers’ status with auto makers.

Raising the cap on GAP
CADA is on a mission to raise the amount 
dealers can charge in the sale of guaran-
teed asset protection (GAP) coverage, as 
Colorado has one of the most restrictively 
low amounts in the country. CADA has 
held two recent meetings with the Colorado 
Uniform Consumer Credit Code, the 
governing office regulating GAP sales by 
dealers. We are working to access loss data 
to make our case for raising the cap on GAP 
in Colorado.

Legislative Grassroots 
Meetings
Over the past several months, CADA 
has been actively engaged in ramping up 
the level and volume of the Legislative 
Grassroots Meetings (LGMs) we host across 
Colorado. In just the past 15 months, CADA 
hosted more than 90 LGMs across the state. 
These meetings have really become our 

secret sauce for 
our continually 
improving  
advocacy 

effectiveness.
Dealer partici-

pation in these meetings 
is essential, even critical. 

For those of you who step up 
and participate, thanks. If you 
haven’t, there’s still time, because 

policy makers keep finding reasons 
for you as Colorado’s new car dealers to be 

engaged and involved.
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T he leaves are falling, 
there’s a definite 
nip in the air and 
if you’re like most 

dealerships, Fall means open 
enrollment: Reviewing your 
current plan, maybe selecting or 
adding a new one, looking into 
voluntary plans and meeting 
with employees.

It could be a chore, because let’s face it: 
Who really wants to — or has the time to — 
go through this exercise every year? Yet for 
some Colorado dealerships, open enrollment 
is not that big a deal.

Longstanding CADA 
relationship means top-
notch service, best pricing
Take Brighton Ford, for example. For more 
than 15 years, the dealership with now 80 
eligible employees has counted on CADA to 
handle its open enrollment. CADA Insurance 
Services puts the group out to bid, then 
presents four or five plans to Office Manager 
Holly Vonasek and Owner Stacy Mead, who 
in turn select the plans they feel best suits 
their employees.

When they present plan options, CADA’s 
Craig Gordon and Deb Lay create color-
ful spreadsheets that clearly show Brighton 
Ford, really almost at a glance, what each 
plan offers, rates, deductibles, coverage 
options and any nuances. “CADA makes it 
easier for us to see what we’ll get with each 
plan,” Vonasek explained. “I’m a big fan of 
the spreadsheets.”

Once the dealership chooses its plan(s), 
CADA then handles all the details — which 
includes putting the packets together for 
newly eligible employees and new hires — so 
Vonasek and Mead can once again focus their 
attention on revenue-producing activities.

Dealership adds 
another plan this year
During its open enrollment period this year, 
Brighton Ford added a second, more-afford-
able health plan for its employees, along with 
two new dental insurance health plans.

The dealership continued with its current 
plan, “which of course, went up, because 
that’s what health insurance does,” Vonasek 
quipped. Yet it was already a good plan, and 
“it didn’t increase a lot,” she observed. “Then, 
we wanted to offer a secondary plan that was 
less expensive, so more people could have 
insurance. Craig and Deb did a really good 
job of gathering that information for us.”

CADA makes it easy for 
employees to review plans
CADA put together each employee’s packet, 
which again included the colorful spread-
sheets. “The spreadsheet is fantastic!” 
Vonasek said. “When we do open enrollment 
meetings, employees can look at coverage 
options, side-by-side, all on the same page. 
Also, employees can see what the costs are 
for different kinds of coverage — you know, 
Employee only, Employee & Spouse, etc.

At a glance, employees can see each 
plan’s deductible, maximum out of pocket, 
prescription coverage, in- and out-of-network 
rates, X-ray costs. “It shows the things every-
body always asks about, without having to 
read through the typical, confusing novel of 
coverage,” Vonasek said. “The spreadsheet 
gives us a quick overview, so that way, we’re 
not eating up employee time when it comes 

to open enrollment. Otherwise, it’s a mess 
when you try to digest it all.”

Affordable benefits: 
A big plus for employees
Vonasek acknowledged the importance of 
offering employees choices in health and 
dental plans. “We find we’re more appeal-
ing when we offer employees affordable 
benefits,” she observed. “We try to stay 
competitive, especially in this industry, and 
we feel that offering options is a real plus for 
our eligible employees. It can make a huge 
difference.” When Brighton Ford’s open 
enrollment closed, 13 percent more employ-
ees had health benefits.

Obviously, offering more options and 
saving its employees money is important. So 
is the service Brighton Ford gets from CADA. 
And not just for those colorful spreadsheets, 
either. “When people call to solicit their ben-
efits, we just refer them to CADA,” Vonasek 
explained. “That’s a great benefit to me, 
because we then don’t have to go through the 
whole process of listening the hour or two on 
why they should get our business.”

She added, “We’ve worked with CADA 
since before I came on board here. It’s just 
what we do. It means a lot to our owners to 
be a part of CADA and it’s been a great expe-
rience for the 11 years I’ve been here. I don’t 
expect that to change any time soon.”

If you want a more-efficient open 
enrollment process for you AND your 
employees, contact:

Craig Gordon
craig.gordon@colorado.auto
Office: 303.457.5118
Cell: 419.349.0625

Brighton Ford breezes 
through open enrollment, 
boosts employee participation
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You know about the Great Colorado Payback, 
right? You know, it’s the place where the state 
centralizes abandoned property and tries to 
return it to its rightful owner. Its intentions 
are good, but did you know that as an auto 
dealer, the law requires you to turn over all 
your unclaimed property to the state? And 
then you need to file a report that lists the 
unclaimed property — every year?

No? Well how about this: Failing to do so 
could lead to an audit or civil penalties. In 
fact, some dealers in the Denver metro area 
have already received ‘the letter.’

Don’t be one of them.

During this interactive discussion by Patty 
White, Garth Farrend and John Olson with 
the Unclaimed Property Division, the trio 
will share the dos and don’ts of handling 
unclaimed property at your dealership, how to 
avoid ‘the letter’ and what to do if you get it.

How to avoid an unclaimed 
property audit — and the hefty 
fines that could go along with it

About 
the presenters

Patty White is Director of the Unclaimed Property Division (the 
Great Colorado Payback) of the Colorado Department of the 
Treasury and has worked in the division for more than 20 years. 
Also for more than 20 years, Audit Manager Garth Farrend 
monitors compliance and contacting non-compliant companies. 
Since 2012, Auditor John Olson has conducted desk and field 
audits for the Great Colorado Payback, and has previously served 
as a tax auditor and examiner.

You’ll learn:
• What unclaimed property is 

and which types auto dealers 
typically hold

• The different types of unclaimed 
property and the dormancy 
period for each

• How to file an annual report with 
the Unclaimed Property Office

• When property is ‘abandoned’ 
— and the process for turning it 
over to the state 

• What to do if you get an audit 
notice

• Your legal liability for unclaimed 
property and penalties for 
non-compliance

The 
details

What
Unclaimed Property Reporting 
— Training your finance and 
compliance officers from the 
Great Colorado Payback

When
Tuesday, December 5
7 a.m. Breakfast 
7:30–9 a.m. Presentation 
9–9:30 a.m. Q&A

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

Price
$149 first person 
$129 additional people

Register
www.colorado.auto/events 
SeminarRSVP@colorado.auto 
303.831.1722
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Michelle O’Connor
Legislative and

Communications Manager

Touring with Tate —
CADA brings Sen. Jack Tate to dealerships 
across the Denver metro area

T his year has been a momentous one for Colorado’s 
new car dealers. With the help of our legislative pol-
icy team, CADA succeeded in passing SB298, the 

most comprehensive franchise bill in Colorado’s history.

This seven-part bill moves 
mountains (no pun intended) by 
strengthening dealers’ abilities to 
protect themselves from overzeal-
ous manufacturer encroachments.

One reason the bill passed was 
due to its sponsor, Sen. Jack Tate, 
who is also Chair of the Senate 
Business Committee. The bill 
was introduced to this committee 
first, then voted on by legislators. 
In essence, this is where SB298 
began its legislative journey.

Our 2018 warranty reimbursement 
legislation will likely be introduced in this 
committee as well, because the bill is busi-
ness and consumer oriented. So when Sen. 
Tate personally asked CADA if we would 
arrange dealership visits for him, we hap-
pily obliged!

Getting up close and 
personal with Sen. Tate
These visits have been beneficial to new car 
dealers and the senator alike by providing him 
with a first-hand look at what takes place every 
day in a dealership. He’s heard time and again 
just how overdue Colorado is for a warranty 
reimbursement statute.

Sen. Tate also has listened 
to the reasons behind the ban 
on Sunday sales, and he’s been 
especially interested to learn 
more about the problems dealers 
face resulting from Colorado’s 
complicated tax structure. These 
problems include the lack of an 
accurate central tax information 
database that businesses can rely 
on without a penalty.

We know all too well that 
these penalties can expose dealers 
to audits at any time. Luckily, Sen. 

Tate has an extensive background in busi-
ness and industry-related issues, so he’s able 
to understand the repercussions these issues 
can have on dealers.

The value of these dealership visits is 
probably best summed up by the senator 
himself. “I am grateful for learning first 
hand in my visits of the commitment new 
car dealers have made to their communities 
and employees,” he explained. “It’s impor-
tant in my role to directly hear industry 
concerns — whether about manufacturer 
relationships or workforce training — from 
people who work with those challenges 
every day. My interactions confirm that hard 
work and a dedication to excellence results 
in success for so many folks.”

We view this tour as a great way to pre-
pare the senator for any opposition he may 
face when the warranty reimbursement bill 
is heard in his committee during the 2018 
legislative session.

If you have hosted a visit from Sen. 
Tate, THANK YOU! These visits have been 
incredibly effective. If you’re interested 
in having Sen. Tate visit your store before 
the end of the year, please contact me right 
away: michelle.oconnor@colorado.auto 
or 303.457.5113.

Wrapping up another informative dealership visit with Senator Tate (center) and the management team at 
John Elway Chevrolet.

Roundtable Q&A session at Fisher Honda Kia with Senator Jack Tate, 
Chairman of the Senate Business Committee, (fourth from the left at the 
top of the picture).

Legislative beat
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With all the talk we hear — and even discuss among ourselves 
— about electric, hybrid, hydrogen and autonomous vehicles as the 
solution for our crowded transportation infrastructure, we’re sure 
not hearing much about how these vehicles will contribute to ensur-
ing our roadways remain safe and well maintained.

After all, funds for roadway maintenance and improvement 
come from the tax paid by those who still go to the pump for their 
fuel, to the tune of 42 cents/gallon in Colorado. According to Jeff 
Carlson, CADA’s NADA Director — and former NADA Chair — 
assuming the average car on the road that pumps gas today uses 480 
gallons a year, at $2.52 a gallon, people driving gas-fueled vehicles 
pay nearly $202 a year to keep our roadways in good condition.

Because today’s cars, trucks and SUVs get better mileage — usu-
ally double that of ten-year-old vehicles — gas-powered vehicles 
are making fewer trips to the pumps. So that $202 in gas taxes 
isn’t enough.

Like anyone else who owns a car, electric vehicle (EV) owners 
pay a registration fee. But beyond that, they contribute nothing to 
ensure our roadways are in good condition. After all, that’s the big 
sell, right: Buy an electric vehicle and you no longer need to rely on 
fossil fuel?

That puts the burden of road maintenance and improvements 
squarely on the shoulders of those who power their vehicles with 
fossil fuels.

That’s not fair.
And if we go along with some predictions that by 2030, 95 per-

cent of the cars on the road will be electric, we’ll be in deep doo doo 
if the roadway funding mechanism doesn’t change. Soon.

Bill to fund roads failed 
during last legislative session
But what does that look like? During the 2017 Colorado Legislative 
Session, the bipartisan House Bill 1242 would have increased the 
statewide sales tax from 2.9 to 3.52 percent to finance a 20-year, 
$3.5 billion bond that was slated, in part, to improve roads and 
traffic congestion. While it had the votes to pass a floor vote in both 
chambers, the bill died in the Senate Finance Committee.

The Colorado Contractors Association (CCA) was part of the 
50-organization Fix it Colorado coalition to pass HB-1242. 
Executive Director Tony Milo explained that the bill was a combina-
tion of a new revenue source — the half-percent sales tax increase 

Fuel-thrifty vehicles’
unintended consequences

By Kim Jackson

 » Colorado teeters on brink

  of transportation funding crisis
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— combined with a general fund commitment of $100 million a 
year through the Highway User Tax Fund.

“Together, those things would increase transportation funding 
statewide by about $600 million a year,” Milo said. “That $600 mil-
lion would have been divvied up among the state, cities and counties 
and all of it would have been used for transportation services.”

In September, the Denver Metro Chamber announced it will 
directly go to the people of Colorado with an initiative on the ballot 
next year to boost state transportation funding.

CCA also is part of that coalition. “ We’re at a point now where 
we’re at a crisis situation,” Milo said. “There is a nexus there that 
every good and service that people need and want gets to you 
through the transportation system. Everyone would be paying 
something toward our transportation system, including folks who 
drive electric vehicles or choose to use mass transit. That way, it’s 
not just the folks who are driving the gas-powered vehicles carrying 
100 percent of the load.”

As part of the bill, once the sales tax is collected, it would be 
constitutionally dedicated for transportation.

Raising taxes may not be the answer
CADA’s Jeff Carlson observed that in the grand scheme of things, the 
coalition putting the bill on the ballot will need to think through 
the initiative. “Personally, I don’t see it gaining much speed,” he 
said. “I don’t think people are going to jump on another half per-
cent of tax. How do we know it’s going to go for highways and not 
schools? And I’m not sure that half a percent is going to give them 
enough money.”

What’s more, he added, “when policy makers can’t do anything else, 
they raise taxes. They are allowing electric cars to drive on the road 
and don’t derive any tax contribution. Bicyclists are on the road and 
don’t pay for anything. Cars and trucks pay for roads with their fuel 
taxes — and now they don’t have enough money with fuel taxes. They’d 
rather come to the table with the broad-based sales tax, so whether you 
use the roads or not, you have to pay the half a percent increase.”

He added that if policy makers want to change the fleet 
“from gas to electric, and then add mobility — where you end 
up with less car ownership (and for some, that’s the long-term 
goal) — you’re going to lose your sales tax revenues,” Carlson 
said. “The point is, you’re looking at an already-substantial sales 
tax generator in Colorado through new car sales, and you’re 
endangering it.”

All drivers should fund road maintenance
His solution? Everyone who drives a vehicle pays their own way. For 
example, electric vehicle owners should be charged for the equiva-
lency of 42 cents/vehicle miles traveled, rather than the current 
annual fee of about $50.

“There has to be equivalency,” Carlson said. “The guy who 
drives an EV 12,000 miles a year should pay substantially more 
than that $50.”

And therein lies the rub, because it’s tough stimulating demand 
for electric cars. “Nobody wants to make it more expensive to enter 
the electrification market,” he observed. “If you put a VMT tax on 
EVs, it will slow down those sales.”

He paused. “Then we get blamed for not wanting to sell electric 
cars. Hey, I want to sell everything,” he said. “I haven’t had anyone 
come in who wants them. The last five I had, we had an extremely 
tough time getting those sold.”

Road usage charge pilot study 
conducted to address problem
Earlier this year, CDOT began a pilot study on a road usage charge 
(RUC) model, where drivers pay 1.2 cents/mile driven. The calcula-
tion is based on the Colorado state gas tax revenue, divided by the 
total vehicle miles traveled by Colorado passenger vehicles fueled 
by gasoline (based on 2014 data). You can visit the website and its 
calculator to see how much you’d pay in a RUC, if this idea takes 
hold: https://www.codot.gov/programs/ruc.

Highway 
to Hell

Colorado’s population continues to 
boom; from 2010 to 2017 alone, the 
state’s population increased nearly 
12 percent to 5.66 million. And by 
2050 — just 33 years away — the state’s 
Demography Office expects our popula-
tion to swell to 8.5 million. Add to that 
the fact that CDOT has reported it faces 
$9 billion in unfunded highway projects 
over the next ten years, and our state’s 
roads have been downgraded to a C 
minus, from a B in 2007. That solidly 
puts Colorado on the Highway to Hell 
(AC/DC, 1979) if something doesn’t 
change soon.
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Privacy, backtracking can get touchy
While it’s a viable option, Don Hicks, CADA Legislative Policy Committee 
Chair sees privacy as a big issue. “People may say, ‘I have no interest in you 
knowing 1) how many miles I’m driving or 2) where I’m going. It’s none of 
your business.’ The privacy piece is an interesting sidebar,” he said.

On top of that, how do you ask EV drivers to pitch in? After all the 
incentives, rebates and credits EV owners have received, and not paying 
at the pump, “it’ll be tough for policy makers to go back to them and say, 
‘Hey Mr. EV Driver. I’m sorry. You’re doing good for the environment, 
but you’re not supporting the tax base.’”

Or how about ‘taxing’ drivers based on the weight of their vehicles? 
“The lighter the car, the less impact on roads and bridges, the less tax you 
pay,” Hicks said. “But then how do you tell my daughter who drives a big 
SUV that her household budget will take a hit because she’ll be taxed on 
a weight-driven basis? It’s just not what they want.”

Yet CDOT is looking at a $9 billion shortfall in unfunded highway 
projects over the next 10 years. Colorado’s roads are ranked 32nd in the 
country and they’ve been downgraded from a B in 2007 to a C- today.

“We’re certainly talking about it,” Hicks added. “And our lobby-
ists will talk about it with our legislators. Nobody wants to pay more 
taxes. But if we don’t do something, we’re not getting the tax rev-
enues now that we need, let alone what we need to keep in shape.”

He added that the other thing about selling cars is “you want to have 
a place for people to buy them, and you want them to drive on nice 
roads, not potholed ones. Forget about politics, emissions or air quality, 
just look at it as a math problem,” Hicks noted. “We have a problem. 
And our short-sighted legislators aren’t looking at it.”

Call 888.318.1658 or visit 
DMSDealertrack.com/evolve to learn more.

Dealertrack DMS gives 
you the technology – and 
confi dence – to thrive in 
any industry climate. 

 IS YOUR DMS 

Holding
 YOU BACK?

There is a pinpoint of light on the horizon
“Toyota now has a hydrogen-powered car with a 625-mile range,” Hicks 
observed. “I think that will change everything. And if they can get 
that kind of car with that kind of range, it will double the best electric 
vehicle out there.”

Why is it good news? “We already have the infrastructure in the 
form of gas stations on every corner,” he said. “If hydrogen was the fuel 
of choice — which it certainly would be for a lot of people, because you 
can burn it and only water vapor comes out of the tail pipe — you could 
convert a bay at the pumps to hydrogen.”

Not only can you refuel your car in minutes, Hicks observed that by 
using hydrogen, “at least there is a way to tax it. You hook up to a pump 
and you tax it like it was fuel.”

Everyone agrees something needs to be done. And policy makers can-
not continue to hide their heads in the sand, hoping the problem will go 
away, or we may be forced into restrictive vehicle use.

Carlson explained that in Singapore, driving into the city now 
is limited to three days a week. When trying to wrap his head 
around how that would work here in the U.S., he said, “I don’t 
know what you say about pizza delivery. They may say, ‘Well, you 
can get an Uber.’ Well, then why does an Uber get to drive and I 
don’t? When you get down to it, it’s like taking driving privileges 
from someone.”

He added, “I think it will be easier to take firearms from Texans than 
it would be to give up driving.”

» Kim Jackson is CADA Marketing and Communications Director.
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While you may be familiar with the 
Colorado state capitol and the seven-part 
franchise bill that we helped push through 
the legislature earlier this year, it’s often 
the case that our industry is more directly 
impacted by the regulations crafted and cre-
ated by Colorado’s executive agencies.

CADA represents you in the rulemak-
ing process through written comments, 
participation in stakeholder meetings and 
attendance at public hearings. What fol-
lows is a synopsis of the processes where 
we’re involved.

Motor Vehicle Dealer Board
The Motor Vehicle Dealer Board (MVDB) 
and Auto Industry Division (AID) are cur-
rently holding working group meetings to 
review regulations on a variety of topics. 
Throughout the process, CADA has had 
representatives present to advocate for your 
interests. Each of the following regulations 
separately apply to motor vehicles and 
power sports/all-terrain vehicles:

 ◆ Default judgments on 
license complaints

 ◆ MVDB’s Executive Secretary authority
 ◆ Principal place of business
 ◆ Signage
 ◆ Off-premise permitting

The Off-premise Permitting group 
followed the regularly scheduled MVDB 
October monthly meeting. CADA has 
been vocal about protecting your right 
to promote your products and differenti-
ate well-run periodic sales events that 
take place outside your dealership from 
fly-by-night pop-up sales that tend to 
violate multiple regulations and statutes. 
Regardless of which way this rulemaking 

goes, it’s sure to have a significant impact 
on the way permitting is conducted 
in Colorado.

Uniform Consumer 
Credit Code
As the Consumer Credit Unit of the 
Colorado Attorney General’s office 
revisits the regulations that support the 
Uniform Consumer Credit Code (UCCC), 
CADA is picking up its campaign to “raise 
the cap on GAP.”

As you know, Colorado caps the fee 
that may be charged on a new Guaranteed 
Asset Protection (GAP) policy at $300 or 
2 percent of the amount financed, which-
ever is higher. [Rule 8(k)]. This limit has 
not been raised or adjusted for inflation in 
more than 13 years. As a direct result of 
rising costs for the issuance of GAP poli-
cies, some dealers have elected to simply 
stop offering GAP policies.

CADA is providing background 
material on the severity of the problem 
to the Consumer Credit Unit and its risk 
to consumers; we’re advocating for an 
overdue revaluation of the GAP cap to 
keep this asset available to new motor 
vehicles buyers.

Law revision counsel
You may have heard that many of the provi-
sions regarding the sale of motor vehicles 
will be moving from Title 12 to Title 44 of 
the Colorado Revised Statutes. While this 
sounds like a relatively mundane change 
to the code, there is a parallel effort from 
outside parties to sever ‘low-power scooters 
and motorcycles’ from the definition of a 
motor vehicle. [CRS 42-1-102]. CADA 
is monitoring this potential change for its 

impact on any dealers who sell scooters 
or motorcycles.

Coalition to Simplify  
Colorado Sales Tax
With more than 750 taxing authorities, 
Colorado has one of the most complex 
sales tax collection systems in the country. 
The system is made even more complex by 
the home rule authority and Tax Payer Bill 
of Rights.

Given that our industry collects a sig-
nificant portion of sales taxes remitted to 
the state, you obviously have a vital inter-
est in seeing that system simplified, so the 
cost of compliance is not so exorbitantly 
high. And we can all agree that the amount 
of time spent determining and collecting 
taxes could be much better invested in your 
dealership. CADA supports this industry 
partner coalition to convince the legislature 
to take action in creating a system that will 
reduce the difficulty, time consumption and 
necessity of audits for all small businesses.

Additionally, the Tax Division of the 
Department of Revenue also has opened 
the public comment period on a number of 
tax-based regulations, including tax-exempt 
sales, use tax cross reference, disputes 
about exemptions and documentation of 
exempt sales.

CADA will issue comment for clari-
fication on tax-exempt sales policy for 
financed sales that are not clearly delineated 
in the existing regulation.

If you have policy suggestions or 
personal stories that illustrate those sugges-
tions — and you want us to communicate 
them to the rulemaking agencies — please 
contact me: matthew.groves@colorado.auto 
or 303.282.1449.

Regulatory/Compliance

Matthew 
Groves — 

VP of Legal, 
Regulatory & 
Compliance

Moving forward
on regulatory efforts

A s we move into the final two months of 
the year, CADA’s regulatory efforts are 
in full swing.
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Editor’s note: This is the most up-to-date report CADA has at press time. 
We’ll continue to publish the most-recent report we have in each Bulletin.
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Colorado Auto Outlook
Comprehensive information on the Colorado automotive market

TM Sponsored by:

New retail car and 
light truck registra-
tions in the state 
improved 14.7% 
in September 
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 
7.5% during the 
first nine months of 
this year versus the 
same period a year 
earlier. Passenger 
cars increased by 
less than 1% while 
Light Trucks were up 
10.4%.

Used vehicle 
registrations were 
up 11.3% so far 
this year. (Only 
includes vehicles 
seven years old or 
newer.)

Jaguar, Volkswagen, 
Infiniti, Mercedes, 
Toyota, and Nissan 
had the largest in-
creases in year-to-
date registrations 
(see page 4).

Quick Facts

Data Information

All data represents new and used vehicle retail registrations in Colorado and excludes fleet and wholesale transactions. Used vehicle data only includes vehicles seven years old or 
newer and excludes private party transactions.  Please keep in mind that monthly registration figures can occasionally be subject to fluctuations, resulting in over or under estimation 
of actual results. This usually occurs due to processing delays by governmental agencies. For this reason, the year-to-date figures will typically be more reflective of market results. 
Green shaded areas in tables represent the top ten ranked brands. Data Source: AutoCount data from Experian.

Percent Change in Colorado New and Used Retail Light Vehicle Registrations
(Used registrations only include vehicles seven years old or newer)

Colorado New and Used Vehicle Markets Summary
(Used registrations only include vehicles seven years old or newer)

Previous Three Months

Retail New Vehicle Registrations Retail Used Vehicle Registrations

June '16 thru

Sept. '16

June '17 thru

Sept. '17

Percent

Change

June '16 thru

Sept. '16

June '17 thru

Sept. '17

Percent

Change

Total 48,735 54,840 12.5% 51,409 58,170 13.2%

Cars 15,035 16,043 6.7% 21,059 22,410 6.4%

Light Trucks 33,700 38,797 15.1% 30,350 35,760 17.8%

Detroit Three Brands 18,942 20,002 5.6% 24,399 27,375 12.2%

European Brands 5,021 5,585 11.2% 5,380 6,005 11.6%

Japanese Brands 21,991 25,890 17.7% 17,801 20,487 15.1%

Korean Brands 2,781 3,363 20.9% 3,829 4,303 12.4%

Year-to-date thru September

Retail New Vehicle Registrations Retail Used Vehicle Registrations

YTD

2016

YTD

2017

Percent

Change

YTD

2016

YTD

2017

Percent

Change

Total 144,329 155,091 7.5% 150,570 167,640 11.3%

Cars 44,446 44,801 0.8% 62,799 64,963 3.4%

Light Trucks 99,883 110,290 10.4% 87,771 102,677 17.0%

Detroit Three Brands 55,903 57,027 2.0% 71,704 79,070 10.3%

European Brands 15,031 16,254 8.1% 15,784 17,539 11.1%

Japanese Brands 65,267 72,856 11.6% 51,674 58,732 13.7%

Korean Brands 8,128 8,954 10.2% 11,408 12,299 7.8%

continued on page 15
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Editor’s note: This is the most up-to-date report CADA has at press time. 
We’ll continue to publish the most-recent report we have in each Bulletin.
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New Vehicle Market Brand Registrations

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

Data Source: AutoCount data from Experian.

Colorado New Retail Car and Light Truck Registrations

September
Three Month Period

July '17 thru Sept. '17
Year-to-date thru September

Year-to-date

Market Share (%)

Colorado Colorado Colorado Colorado

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 15,422 17,684 14.7% 48,735 54,840 12.5% 144,329 155,091 7.5%

Acura 127 165 29.9% 406 468 15.3% 1,306 1,239 -5.1% 0.9 0.8 -0.1
Audi 291 337 15.8% 946 955 1.0% 2,737 2,885 5.4% 1.9 1.9 0.0
BMW 258 254 -1.6% 785 781 -0.5% 2,926 2,428 -17.0% 2.0 1.6 -0.5
Buick 136 125 -8.1% 479 386 -19.4% 1,341 1,223 -8.8% 0.9 0.8 -0.1
Cadillac 73 73 0.0% 269 253 -5.9% 827 796 -3.7% 0.6 0.5 -0.1
Chevrolet 1,183 1,338 13.1% 3,903 4,031 3.3% 11,219 11,166 -0.5% 7.8 7.2 -0.6
Chrysler 75 66 -12.0% 276 229 -17.0% 874 796 -8.9% 0.6 0.5 -0.1
Dodge 235 272 15.7% 787 866 10.0% 2,599 2,640 1.6% 1.8 1.7 -0.1
Fiat 20 26 30.0% 86 65 -24.4% 228 180 -21.1% 0.2 0.1 0.0
Ford 1,900 2,048 7.8% 5,935 6,431 8.4% 17,220 17,904 4.0% 11.9 11.5 -0.4
GMC 466 503 7.9% 1,532 1,474 -3.8% 4,679 4,574 -2.2% 3.2 2.9 -0.3
Honda 1,170 1,348 15.2% 3,824 4,257 11.3% 10,570 11,769 11.3% 7.3 7.6 0.3
Hyundai 505 624 23.6% 1,609 1,928 19.8% 4,590 5,134 11.9% 3.2 3.3 0.1
Infiniti 89 87 -2.2% 308 306 -0.6% 929 1,087 17.0% 0.6 0.7 0.1
Jaguar 34 41 20.6% 98 123 25.5% 135 378 180.0% 0.1 0.2 0.2
Jeep 1,061 1,310 23.5% 3,415 3,941 15.4% 10,235 10,770 5.2% 7.1 6.9 -0.1
Kia 380 475 25.0% 1,172 1,435 22.4% 3,538 3,820 8.0% 2.5 2.5 0.0
Land Rover 75 63 -16.0% 210 225 7.1% 745 675 -9.4% 0.5 0.4 -0.1
Lexus 321 366 14.0% 938 1,065 13.5% 2,869 3,055 6.5% 2.0 2.0 0.0
Lincoln 79 69 -12.7% 225 236 4.9% 666 721 8.3% 0.5 0.5 0.0
Maserati 4 16 300.0% 24 35 45.8% 52 110 111.5% 0.0 0.1 0.0
Mazda 346 392 13.3% 1,131 1,300 14.9% 3,196 3,425 7.2% 2.2 2.2 0.0
Mercedes 260 311 19.6% 828 964 16.4% 2,297 2,623 14.2% 1.6 1.7 0.1
MINI 94 82 -12.8% 261 236 -9.6% 695 611 -12.1% 0.5 0.4 -0.1
Mitsubishi 82 81 -1.2% 237 251 5.9% 756 722 -4.5% 0.5 0.5 -0.1
Nissan 874 988 13.0% 2,620 3,371 28.7% 8,265 9,338 13.0% 5.7 6.0 0.3
Porsche 71 76 7.0% 206 240 16.5% 577 646 12.0% 0.4 0.4 0.0
Ram 586 621 6.0% 1,890 1,986 5.1% 5,751 5,843 1.6% 4.0 3.8 -0.2
smart 5 4 -20.0% 12 9 -25.0% 44 42 -4.5% 0.0 0.0 0.0
Subaru 1,784 2,141 20.0% 5,452 6,294 15.4% 16,777 18,897 12.6% 11.6 12.2 0.6
Tesla 61 43 -29.5% 230 166 -27.8% 490 591 20.6% 0.3 0.4 0.0
Toyota/Scion 2,284 2,751 20.4% 7,075 8,578 21.2% 20,599 23,323 13.2% 14.3 15.0 0.8
Volkswagen 389 493 26.7% 1,260 1,638 30.0% 3,609 4,804 33.1% 2.5 3.1 0.6
Volvo 94 71 -24.5% 282 236 -16.3% 935 736 -21.3% 0.6 0.5 -0.2
Other 10 24 140.0% 24 81 237.5% 53 140 164.2% 0.0 0.1 0.1

continued on page 16
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Four and six year old vehicle market share has 
increased, while two year old share is down.

Released: October 2017 (covering September 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 September v. YTD ‘16

Data Source: AutoCount data from Experian.

Colorado Used Retail Car and Light Truck Registrations

September
Three Month Period

July '17 thru Sept. '17
Year-to-date thru September

YTD

Market Share (%)

2016 2017 % chg. Yr. Ago Current % chg. 2016 2017 % chg. 2016 2017 Chg.
TOTAL 16,116 18,615 15.5% 51,409 58,170 13.2% 150,570 167,640 11.3%
Acura 171 202 18.1% 554 617 11.4% 1,596 1,981 24.1% 1.1 1.2 0.1
Audi 280 333 18.9% 880 1,007 14.4% 2,549 2,924 14.7% 1.7 1.7 0.1
BMW 398 508 27.6% 1,210 1,566 29.4% 3,403 4,613 35.6% 2.3 2.8 0.5
Buick 161 224 39.1% 527 661 25.4% 1,631 1,815 11.3% 1.1 1.1 0.0
Cadillac 207 234 13.0% 638 726 13.8% 1,725 2,293 32.9% 1.1 1.4 0.2
Chevrolet 1,696 1,940 14.4% 5,593 5,819 4.0% 16,539 17,137 3.6% 11.0 10.2 -0.8
Chrysler 295 264 -10.5% 871 882 1.3% 2,604 2,661 2.2% 1.7 1.6 -0.1
Dodge 1,168 1,399 19.8% 3,860 4,384 13.6% 11,787 12,567 6.6% 7.8 7.5 -0.3
Ford 2,303 2,724 18.3% 7,447 8,576 15.2% 21,470 24,339 13.4% 14.3 14.5 0.3
GMC 520 601 15.6% 1,655 1,983 19.8% 4,920 5,710 16.1% 3.3 3.4 0.1
Honda 740 881 19.1% 2,424 2,829 16.7% 7,018 7,810 11.3% 4.7 4.7 0.0
Hyundai 626 751 20.0% 2,042 2,427 18.9% 6,210 6,826 9.9% 4.1 4.1 -0.1
Infiniti 166 230 38.6% 542 748 38.0% 1,590 2,034 27.9% 1.1 1.2 0.2
Jaguar 8 16 100.0% 27 48 77.8% 89 118 32.6% 0.1 0.1 0.0
Jeep 1,066 1,333 25.0% 3,370 3,981 18.1% 9,672 11,546 19.4% 6.4 6.9 0.5
Kia 539 571 5.9% 1,787 1,876 5.0% 5,198 5,473 5.3% 3.5 3.3 -0.2
Land Rover 98 83 -15.3% 293 334 14.0% 898 1,000 11.4% 0.6 0.6 0.0
Lexus 303 316 4.3% 844 991 17.4% 2,567 2,873 11.9% 1.7 1.7 0.0
Lincoln 77 106 37.7% 270 314 16.3% 840 843 0.4% 0.6 0.5 -0.1
Mazda 244 284 16.4% 814 919 12.9% 2,356 2,586 9.8% 1.6 1.5 0.0
Mercedes 296 302 2.0% 916 890 -2.8% 2,520 2,814 11.7% 1.7 1.7 0.0
MINI 98 132 34.7% 324 367 13.3% 912 997 9.3% 0.6 0.6 0.0
Mitsubishi 89 88 -1.1% 273 299 9.5% 839 1,018 21.3% 0.6 0.6 0.1
Nissan 1,425 1,592 11.7% 4,263 4,882 14.5% 12,392 14,305 15.4% 8.2 8.5 0.3
Other 107 84 -21.5% 381 264 -30.7% 1,170 813 -30.5% 0.8 0.5 -0.3
Porsche 48 54 12.5% 131 153 16.8% 374 404 8.0% 0.2 0.2 0.0
Subaru 929 1,085 16.8% 2,808 3,413 21.5% 8,227 9,378 14.0% 5.5 5.6 0.1
Toyota/Scion 1,607 1,801 12.1% 5,210 5,742 10.2% 14,877 16,604 11.6% 9.9 9.9 0.0
Volkswagen 365 405 11.0% 1,215 1,226 0.9% 3,861 3,358 -13.0% 2.6 2.0 -0.6
Volvo 86 72 -16.3% 240 246 2.5% 736 800 8.7% 0.5 0.5 0.0

continued on page 17



November 2017 Colorado Automobile Dealers Association 17 

-21.3%

-17.0%

-12.1%

-9.4%

-8.9%

-8.8%

-5.1%

-4.5%

-3.7%

-2.2%

-0.5%

1.6%

1.6%

4.0%

5.2%

5.4%

6.5%

7.2%

8.0%

8.3%

11.3%

11.9%

12.0%

12.6%

13.0%

13.2%

14.2%

17.0%

33.1%

-80.0% -60.0% -40.0% -20.0% 0.0% 20.0% 40.0% 60.0% 80.0%

Volvo

BMW

MINI

Land Rover

Chrysler

Buick

Acura

Mitsubishi

Cadillac

GMC

Chevrolet

Dodge

Ram

Ford

Jeep

Audi

Lexus

Mazda

Kia

Lincoln

Honda

Hyundai

Porsche

Subaru

Nissan

Toyota/Scion

Mercedes

Infiniti

Volkswagen

Jaguar

Percent change in registrations

New Vehicle Market Percent Change in Brand Registrations
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(Top 30 selling brands)
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AutoCount data from Experian is the data pro-
vider for Colorado Auto Outlook.

Colorado Auto Outlook
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by Auto Outlook, Inc., an independent automotive 
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Outlook are solely those of Auto Outlook, Inc., 
and are not necessarily shared by CADA.

Data Source: AutoCount data from Experian.

Jaguar registrations increased from 135 
units during the first nine months of 2016 
to 378 in 2017, a 180% increase.
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Planet Honda ..............................................91
John Elway Chevrolet...............................53
Pueblo Dodge Chrysler Jeep Ram .......42
Johnson Auto Plaza ..................................27
Emich Volkswagen ....................................22
Public Donations .......................................21
Dellenbach Motors ...................................14
Phil Long Ford of Denver ........................13
Suss Buick GMC ..........................................12
King Buick GMC ..........................................11
Spradley Chevrolet ...................................10
John Elway Chrysler Jeep Dodge Ram......9
Tynan’s Nissan ................................................9
The Faricy Boys ..............................................9
Bighorn Toyota ..............................................8
Glenwood Springs Ford .............................8
Shortline Hyundai ........................................8
Longmont Ford .............................................8
Pueblo Toyota ................................................8
Schomp Honda .............................................7
Solon Nissan ...................................................6
Medved Chevrolet Cadillac .......................5
Transwest Chrysler Dodge Jeep Ram ....5
Groove Subaru...............................................5
Spradley Ford Lincoln .................................5
Barbee’s Freeway Ford ................................4

Phil Long Ford of Chapel Hills ..................4
Dale Spradley Motors..................................4
Courtesy Acura ..............................................4
Hellman Motor Co. .......................................4
Flower Motor Company .............................4
Turner Automotive.......................................4
Jaguar Land Rover Colorado Springs ....4
Spradley Barr Ford ........................................4
John Elway Cadillac of Park Meadows ....3
Ed Carroll Motor Company .......................3
Grand Junction Chrysler 

Jeep Dodge Ram ....................................3
Grand West Kia ..............................................3
Rickenbaugh Cadillac-Volvo .....................3
Phil Long Value Car ......................................2
Fuoco Motors .................................................2
Frontier Honda ..............................................2
Subaru of Pueblo ..........................................2
Summit Ford ...................................................2
Brandon Dodge on Broadway .................2
Vidmar Motor Company ............................2
Kuni Lexus of Greenwood Village ...........2
Stevinson Toyota West ................................2
Bonanza Ford .................................................2
Phil Long Toyota of Trinidad .....................2
Steamboat Motors .......................................2

Fisher Auto ......................................................1
Prestige Imports ...........................................1
Ed Bozarth Chevrolet ..................................1
Perkins Motor Company ............................1
Berthod Motors .............................................1
Christopher’s Dodge World ......................1
McCaddon Cadillac Buick GMC ...............1
Co’s BMW Center ...........................................1
Honda of Greeley ..........................................1
Mountain States Toyota .............................1
Emich Chevrolet ............................................1
Davidson-Gebhardt Chevrolet ................1
O’Meara Ford..................................................1
Phil Long Honda ...........................................1
Stevinson Lexus of Lakewood .................1
Stevinson Toyota East .................................1

Cash Contributions
Enterprise ............................................$3,500
Land Rover Flatirons ........................$1,250
Land Rover Denver ..........................$1,250
King Buick GMC, Loveland ............$1,000
King Chevrolet Buick 

GMC, Longmont .........................$1,000

Your donation helps students 
— and maybe even you 
with qualified technicians

Vehicle Donations Vehicle Donations Vehicle Donations

AS WE ROUND THE CORNER INTO THE HOME STRETCH, THE RACE IS ON! Thanks to 
those of you — and you know who you are — who have donated old, high-polluting cars. And 
thanks to those of you who don’t get old clunkers in trade yet have made a cash contribution 
for student scholarships. All your contributions help provide scholarships to auto tech students 
who may one day work for you or another dealership.

Now that we’re in the final two months of the year, look around your lot and consider 
donating those cars that you’ll likely scrap. The tax benefits may far outweigh any cash you get 
from your scrapper or wholesaler.

Again, THANK YOU for your contributions! To make a donation or contribution, contact 
George Billings, director of Clear the Air Foundation: 303.775.8896.

Goal: 800 old,
high polluters

800

600

400

200

Contributions
to date: 507
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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



Meet the new boss.

Federated provides clients with access to services offered through wholly independent third parties. Neither Federated nor its employees provide legal advice. 

Are you prepared if something were to happen  
to you? Is your successor? You deserve to 
transition your business to the next generation 
in the manner you deem best. A sound business 
succession plan can help protect your life’s work. 
Call your local marketing representative or visit 
federatedinsurance.com to learn more.

 
 16.15  Ed Date. 11/15  *Not licensed in the states of NH, NJ, and VT.   © 2016 Federated Insurance


