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Colorado is well on its way to 
becoming  Californicated
Colorado Dealer:

Colorado new car dealers are in for 
what I think may be an existential battle 
over new vehicle emissions. 

The setup
This summer, Gov. John Hickenlooper 

ordered the Colorado Air Quality 
Control Commission (AQCC) to develop 
rules conforming our state’s tailpipe 
emissions standards with California’s, 
which is also known as California Low 
Emission Vehicles (Cal-LEV). With the 
stroke of a pen, the governor’s executive 
order caused Colorado to join with 12 
states plus the District of Columbia that 
also adopted California’s rules. Cal-LEV 
mandates that by 2025, electric vehicles 
make up at least 10 percent of our total 
car and light truck sales.

After two days of hearings, during 
which commissioners heard both pro and 
con, they approved the Cal-LEV stan-
dards, which become effective in 2022. 

CADA sees several problems: 
Federal emissions regulations are in 

legal limbo
Obama’s EPA-adopted standards 

mirror California’s. But after the 2016 
election, vehicle manufacturers hoped to 
slow down the Corporate Average Fuel 
Economy (CAFE) standards and require 
all states – including California, which 
was allowed to set its own – to adopt a 
single, nationwide standard. Instead, the 
EPA tossed CAFE and California sued. 

More stringent standards are 
a possibility

If California prevails, and Colorado 
follows, even more stringent standards 
are coming: California Zero Emission 
Vehicles (Cal-ZEV). These standards 

require zero-emission vehicles to com-
prise at least 15 percent of total vehicle 
sales within seven years. Considering 
that our current ZEV sales are under 
two percent, even with liberal tax credits 
($5,000 from Colorado, $7,500 from the 
Fed), that goal is probably impossible. 

Why should Colorado try to be  
California?

Colorado is not California. The 
climate in our most heavily populated 
areas is very different, due to the high 
altitude and dry air. We also have a 
different vehicle mix. California drivers 
prefer sedans; Colorado drivers prefer 
SUVs and pickup trucks. Coloradans are 
more likely to carry more cargo, drive 
in more challenging weather conditions, 
and use their vehicles on more variable 
terrain. Colorado drivers are unsure that 
all electric vehicles’ ranges will accom-
modate the longer distances we drive 
where no recharging capability exists. 

Cal-LEV/ZEV could result in  
dirtier air

If Coloradans can’t get the vehicles 
they want, we believe they will keep 
driving what they already have. That 
likely means they won’t be buying new 
cars. While it’s bad for us, it also is bad 
for Colorado, which will lose sales tax 
revenue. 

Drivers will keep their older, dirtier, 
gas-powered vehicles instead of the new 
gas-powered cars they could buy that 
every year get more efficient and will 
continue to get better without Cal-LEV/
ZEV standards. Moreover, Cal-LEV will 
add $2,100 to the price of a new vehicle 
and Cal-ZEV would add up to $5,000. 
Higher prices mean fewer sales.

Where do we go from here?
Your board has some tough decisions 

to make. CADA’s on-the-record opposi-
tion to the Cal-LEV standards gives 
us legal standing should we sue for an 
injunction to prevent implementation 
— at least until the California lawsuit 
against the EPA is decided. We have 30 
days from November 16 to decide and 
move to litigate. CADA has discussed 
joining with the Alliance of Automakers, 
which also testified against Cal-LEV. It’s 
possible they will join us. 

Although stopping Cal-LEV was 
always chancy, and meant committing 
more than $200,000 to oppose the 
regulations, we needed the legal standing. 
CADA may spend even more litigating 
Cal-LEV and fighting Cal-ZEV. 

Is it worth it? 
I think this is the biggest fight we may 

ever face as an industry, and it’s CADA’s 
role to do what’s best for dealers.

The AQCC likely will take up  
Cal-ZEV at its December 20 meeting. As 
CADA’s board deliberates which course 
to follow, I encourage you to share your 
thoughts with any board member or 
Tim Jackson.

Best regards, 

Todd Maul, Chairman
Colorado Automobile 
Dealers Association
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Join Us for the 
Colorado Dealer 
Breakfast 2019

Saturday, January 26, 2019

290 E. Speer Blvd.  |  Denver, CO  80203

Intercontinental San Francisco
888 Howard Street                         
7:15am to 8:15am

Ballroom Intercontinental C

Sponsorships available!
Contact Polly Penna

303.457.5119 
polly.penna@colorado.auto
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Employee Group Benefits
Craig Gordon
Employee Benefits Sales Manager

Open enrollment: How to navigate the 
‘sticker shock’ of health insurance

Open enrollment for health insurance 
– going on now – is leading to sticker-
shock for employers and employees. It’s 
no secret that choosing health insurance 
has become a high-stakes juggling act that 
requires balancing the cost of insurance 
against the need to protect against 
health risks.

Premium costs on the rise — still 
Before the mid-term election, polls 

showed that healthcare cost was the 
biggest issue for a large segment of 
the electorate. Since more than half of 
Americans not on Medicare are covered 
by employer-sponsored health insurance, 
cost increases for insurance are in the 
spotlight in this open enrollment period.

According to a recent study by the 
nonprofit Kaiser Family Foundation 
(KFF), this year’s single-person premium 
price hikes average three percent and five 
percent for family coverage. In 10 years, 
average premiums for families have gone 
up 55 percent, outpacing both inflation 
and wage increases. 

Translated into dollars, the average 
annual employer outlay for health 
insurance has risen from $11,786 
(employee share was $4,565) in 2013 to 
$14,069 ($5,547) in 2018. According to 
the National Business Group on Health 
(NBGH), “Employers cited high cost 
claims, specialty pharmacy, and specific 
diseases as key drivers of cost increases.”

Employee share of insurance also 
is going up

As premiums have climbed, indi-
viduals and families have been asked to 
shoulder more. The KFF survey reported 
more than a quarter of all covered 

employees – more than 40 percent among 
companies with fewer than 200 workers 
– have annual family policy deductibles of 
at least $2,000. The annual single policy 
deductible is about $1,500.

Choices, choices, choices
The figures confirm that most employ-

ers have tried to keep their costs down 
by offering higher-deductible plans. The 
KFF survey, among others, indicates that 
some employers, under pressure from 
their workers for more choice, are return-
ing to traditional, lower-deductible plans.

Health Savings Accounts (HSAs) are 
another often-utilized choice. Employees 
– sometimes matched by employers – put 
pretax dollars into funds for paying many 
health-related expenses. HSAs are used 
to pay for higher deductibles, copays 
and prescription drugs. They’ve been 
declining in popularity because the plans 
aren’t as competitive in pricing as they 
once were. 

Getting creative: Other ways  
employers control costs

“A growing number of employers 
are taking an activist role in shaking up 
how care is delivered and paid for,” said 
NBGH President Brian Marcotte. The 
NBGH survey reported that businesses 
are implementing alternative payment 
and delivery models, such as ‘Accountable 
Care Organizations,’ which tie reim-
bursements to results and care-cost 
reductions. 

Another option, High-Performance 
Networks, point consumers to choose 
health providers with outstanding track 
records as a way to lower costs.

Increasingly, employers are sponsor-
ing wellness programs, preventive 
medicine and health assessments to help 
employees live the old adage, “An ounce 
of prevention is worth a pound of cure.” 
We know of some CADA members who 
sponsor yoga and meditation classes — 
and offer on-site gyms. 

Changing the way employees use 
health care

Telemedicine visits with providers can 
be offered as in-person visits to doctors’ 
offices. Employees are encouraged to 
use retail clinics for less acute care and 
visit urgent care facilities, rather than 
more-expensive hospital emergency 
rooms. Aggressive employee educational 
programs, which CADA provides as part 
of insurance coverage we offer, can help 
workers understand and more efficiently 
manage their medical care options.

Benefits are often tipping point in 
today’s tight labor market

There are starting to be concerns 
about the way high turnover may 
be linked to lower benefits. This is 
particularly alarming because of the high 
costs involved with bringing on new 
employees. 

It’s kind of like preaching to the choir, 
I know: Colorado’s labor market is very 
tight; that makes it much easier for 
people to job hop. Today’s employees are 
considering an employer’s benefits pack-
ages almost as much as their pay, because 
as employers have pointed out, benefits 
really are part of the overall pay package. 
This is why exploring all options, which 
CADA can help with, is more important 
than ever.
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Pueblo Dodge Chrysler Jeep Ram  .............49
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Johnson Auto Plaza  ........................................ 33
Emich Volkswagen  .......................................... 22
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Perkins Motor Company  ..................................7
John Elway Chrysler Jeep Dodge Ram  ....... 6
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Berthod Motors Buick GMC Jeep Chrysler 

Dodge Ram  ....................................................5
Phil Long Ford of Denver  ................................5
Tynans Kia Ft. Collins  .......................................5
Emich Chevrolet  ................................................ 4
Fort Collins Dodge Chrysler Jeep Ram  ...... 4
Grand Junction Chrysler Jeep  

Dodge Ram  ................................................... 4
Groove Subaru  ................................................... 4
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Spradley Barr Ford & Lincoln of Greeley  . 4
Stevinson Toyota East  ..................................... 4
Ed Carroll Motor Company  .............................3
Frontier Honda  ...................................................3
Glenwood Springs Ford  ...................................3
Markley Motors  ...................................................3

McCaddon Cadillac Buick GMC  .....................3
Mile High Honda  ................................................3
Stevinson Chevrolet  .........................................3
Stevinson Lexus of Frederick  ........................3
Stevinson Lexus of Lakewood  ......................3
Subaru of Pueblo  ...............................................3
Turner Automotive  ............................................3
Dave Solon Nissan and  

Subaru of Pueblo  ........................................2
Davidson-Gebhardt Chevrolet  ......................2
Freedom Honda  .................................................2
Pedersen Toyota Volvo  ....................................2
Phil Long Honda  ................................................2
Phil Long Honda of Glenwood Springs  ......2
Purifoy Chevrolet  ...............................................2
Red Rock Nissan  ................................................2
AutoNation Chrysler Jeep Arapahoe  ...........1
Courtesy Acura  ....................................................1
Flatirons Imports  ...............................................1
Flower Motor Company  ...................................1
Flower Subaru  ....................................................1
Fuoco Motor Company  

Honda GMC Cadillac  ...................................1
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Glenwood Springs Volkswagen  ....................1
Grand Junction Chrysler  

Dodge Jeep Ram  ..........................................1
Jaguar Land Rover Colorado Springs ..........1
John Elway Cadillac  ...........................................1
Kuni Lexus of Greenwood Village  ................1
Land Rover Denver  ...........................................1
Land Rover Flatirons  ........................................1
Morehart Murphy Regional Auto Center  ...1
Phil Long Ford of Chapel Hills  .......................1
Planet Hyundai  ...................................................1
Rickenbaugh Cadillac Volvo  ..........................1
Stevinson Hyundai of Longmont  .................1
Stevinson Toyota West  ....................................1
Vidmar Motor Company  ..................................1

Vehicle Donations - January – October 2018

Goal: 600 old, 
high polluters

600

400

200

Contributions
to date: 482

Thanks for your donations!
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it in
December

Call or Text Today
303.775.8896

The Clear the Air Foundation is proud 
to have contributed more than $37,000 
in scholarship money so far this year. 
By leveraging these funds with school 
foundations and tool company discount 
programs, the total impact for this year 
exceeds $69,000! 

The Foundation recently pre-
sented the Front Range Community 
College Foundation with a check 
for $5,000 to fund scholarships for 
auto tech students. These funds 

will be matched dollar for dollar to 
equal $10,000, which will be used 
to provide five auto tech students 
with $2,000 each for the 2018 – 2019 
academic year. 

These matching funds were made 
possible through the Colorado 
Opportunity Scholarship Initiative, 
which provides matching student 
scholarship grants through the 
Colorado Department of Higher 
Education.   

We still have funds to be distrib-
uted by the end of the year, so if you 
have a student pursuing an Auto Tech 
degree, while working in your service 
department, please have him or her 
reach out to me ASAP: Mark.Zeigler@
colorado.auto or 303.775.8896.

Foundation sets record for  
awarding scholarships in 2018 — 
and the year isn’t even over!

Clear the Air Foundation
Mark Zeigler
Director
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We’ve heard you loud and clear: 
You need auto techs! So for the 
second year in a row, CADA will 
host an Automotive Career Fair 
at the Denver Auto Show Friday 
March 29, from 2-7 p.m. and 
Saturday, March 30, 2019, from 
10 a.m. – 3 p.m.
We’ve learned a few lessons from the 
2018 Automotive Career Fair and are 
shifting gears for 2019 —in a big way: 
CADA is partnering with the Collision 
Repair Education Foundation (CREF). 

What is the Collision Repair 
Education Foundation?
In response to the first real shortage of 
qualified and well-trained entry-level 
employees in 1991, CREF was created 
by industry partners to develop, 
promote and distribute a curriculum 
program that would teach the skills 
most needed by entry-level employees 
of collision repair shops. 

On the heels of that, federal, state and 
local funding for technical training 
programs dried up one by one, 
state by state — despite full-class 
enrollment. So in 2008, CREF was 
transformed into a philanthropic 
organization — and distributed more 
than $1.7 million in collision education 
grants that first year alone.

Since then, as part of its outreach, it 
hosts industry career fairs throughout 
the country. And when CREF learned 
one of its fairs overlapped our own in 
April, a call was made, conversations 
were had and well, here we are, 
partnering on the next career fair. 

What’s different
More students. Because CREF has 
been hosting career fairs for 10 
years, it has deep relationships with 
schools throughout the country. That 
means hundreds of students attend 
each career fair that CREF hosts. It’s 
estimated that a minimum of 400 
students will attend the Automotive 
Career Fair at the Denver Auto Show. 

What’s more, the combo of collision 
and dealerships at the fair offer 
students more career options than just 
one or the other.

Registration process. Students fill 
out an on-line registration, which 
includes a résumé, before receiving 
their entry tickets. The registration list 
is then shared with all businesses that 
participate in the career fair.

On Denver Auto Show floor. Where the 
2018 career fair was held outside the 
doors of the Denver Auto Show, next 
year’s show will be on the show floor 
itself. This location also serves as a 
magnet to anyone visiting the show 
who may have an interest in a career 
in the industry. And what a nice bonus 
for students! 

Passport for giveaways. Students 
receive a passport for giveaways. When 
they’ve had their passport ‘stamped,’ 
they put it in for a drawing on some 
pretty spectacular gifts. 

Students wear tech shirts. CREF 
said that when wearing a tech shirt, 
students feel they’re already working 
in their career for a company — and 
feel more professional. 

Dealers’ logos on those tech 
shirts. Naturally, those tech shirts 
are sponsored. There are four 
opportunities for dealers to have logos 
on a shirtsleeve and one for the front 
of the shirt. Every time a student wears 
the shirt, those dealer partner logos 
will be front and center, reminding 
them of who’s out there for them.

Three partner levels
• The Table Partner includes a 10’ x 

10’ draped booth, with a draped, 
eight-foot table, two chairs, 
electrical and wifi. A dealership 
receives the student résumé 
registration list and its name 
appears on the passport.  
$1,500. 

• The Supporting Partner enjoys all 
the Table Partner benefits, PLUS 
the dealership logo on the tech 
shirt sleeve and passport. Due 
to the sleeve length, only four 
dealerships can take advantage of 
the Supporting Partner. 
$3,000.

• Talk about feeling like you 
already work for a dealership! 
The Lead Partner includes all the 
Table Partner benefits, PLUS the 
dealership logo on the tech shirt 
front and passport. There’s only 
room for one Lead Partner’s logo 
on the front of the shirt. 
$7,500.

Two days
Dealer partners will commit to 
manning the booth both days. Because 
Friday is also Industry Night, you 
may opt to stay longer than 7 p.m., as 
many dealership employees attend 
that evening.

If you want to talk with students 
about career opportunities at your 
dealership, become a partner at the 
Automotive Career Fair. With a draw 
like being on the Denver Auto Show 
floor, CREF suggested that they could 
bring double the estimated 400 
students to the career fair. 

There are 20 booths available for CADA 
dealers, including the five premium 
booths. 

If you want to take part in the 
Automotive Career Fair, visit  
colorado.auto/events to register. 

For more information, contact Kim 
Jackson, kim.jackson@colorado.auto 
or 303.457.5115.

Automotive Career Fair kicks it into gear



AUTOMOTIVE CAREER FAIR
at the Denver Auto Show

BOOTHS AVAILABLE!.. 
Friday March 29, 2019 | 2 pm – 7 pm
Saturday, March 30, 2019 | 10 am – 3 pm
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Father, Grandfather and Great 
Grandfather and a man who 
lived a life filled with love, joy 
and laughter, Jack Nilsson 
passed away peacefully at his 
home in Carbondale, Colorado 
on November 24, 2018.

Jack was born on May 26, 
1926 in Houghton, Michigan. 

After graduating high school, he joined the Navy and loaded 
munitions for transport to Europe during World War II. Upon 
leaving the Navy, he attended Denver University where he 
earned a bachelor’s degree and joined Ford Motor Company in 
the early 50’s. 

He worked successfully for Ford until the mid 70’s when 
he decided to start his own Ford dealership in Glenwood 
Springs, Colorado in 1978. The dealership flourished over 
the years, out grew its original location, and he oversaw the 
move and expansion to a new and large location in West 
Glenwood Springs.

Jack believed in the value of community, was a longtime 
member of the Rotary Club and contributed to the Glenwood 
Springs community in countless ways. He understood the value 
of giving to others. In 1997, he was recognized for his efforts with 
the Glenwood Springs award for “Citizen of the Year.”

Our Father, Grandfather and Great Grandfather lived with 
compassion, integrity, humility and love. In times of difficulty 
and challenge and pain, he instinctively knew the power of 
listening, and he provided for us all words of comfort and 
wisdom. Often, he would remind us that “with each day, when 
you look in the mirror, know that things will be a little bit better.” 
He helped light the pathway to recovery and redemption.

His integrity was reflected in the consistency of his values: hard 
work and commitment to and love of family. He was dedicated 

to providing for us all the opportunity to have prosperous and 
fulfilling lives.

Jack was able to do all of this quietly and with humility. He did 
not need recognition or fanfare. He only needed to see the 
light in the eyes of those he loved. That was more than enough 
for him.

In the presence of our Father, Grandfather and Great 
Grandfather, we know we were seen, we were the single most 
important thing in the world – we were valued for our being. 
Jack delighted in our being. We could see it in the joy of his 
eyes, we could hear it in the joy of his laughter, we could feel it 
in the warm hug of his arms, we could hear it in his voice and 
his laughter.

We were all blessed to have you in our lives for all the many years 
we did. We will miss you very deeply, and we will always hold you 
close – your smile, your voice, the bright light of your soul. We 
are all profoundly grateful for all you gave to us and others and 
wish for you peace and serenity. 

Jack is preceded in death by his parents, Martin and Emily, his 
brother Rich, his sisters Mary and Betty, his son, John Joseph 
and his wife Margie. He is survived by his children, Emily, 
Eric (Julie), Jane (Tim), Tom (Tina) and Steve (Christy), his 
step-sons, Doug (Barb) and Brad (Margee), 12 grandchildren 
and five great grandchildren.

A Celebration of Jack’s life will be held December 8, 2018 at 11:00 
am, at Mountain View Church, Glenwood Springs, 2195 Co. Rd. 
154, Glenwood Springs, CO 81601. Please join us for a reception 
at the church following the services. 

In lieu of flowers, donations may be made to YouthZone, 803 
School St., Glenwood Springs, CO 81601 or Lift-Up, 1004 Grand 
Ave., Glenwood Springs, CO 81601. Condolences may be shared 
with the family at www.farnumholtfuneralhome.com 

In Memoriam

John Dollar ‘Jack’ Nilsson
May 26, 1926 – November 24, 2018
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2018 ANNUAL CONVENTION ON KAUA’I

With 84 in attendance, the 2018 CADA Annual Convention was a great 
success among dealers, sponsors and speakers! 

From arrival (“Are you ready for some fun? We are!”)...

To exploring 
the Grand 
Hyatt Resort & 
Spa property...

To the Opening Reception...

To our Annual 
Convention Chair...

And our 2018 Chair...
To CADA staff (even those back at the office)...

To view the whole gallery of photos, 
visit CADAEventPhotos.com
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To CADA staff (even those back at the office)...

To Education...

And our sponsors, who made the whole event possible...

To our Closing Dinner & Keynote...
And even the after party...

Mahalo, for a spectacular convention!

Presenting Sponsor
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Even when not on the ballot, the 
election was about Trump

“Personally, I believe [the election] was a 
commentary on Trump here in Colorado, 
said CADA Chairman Todd Maul. “The 
Democratic dominance all the way through 
the governor, House, Senate, and every 
other elected position … voters just checked 
Dem all the way down.”

“It was a comprehensive butt-whuppin’,” 
concurred Brownstein Hyatt Farber & 
Schreck’s Michael Feeley, who lobbies on 
behalf of CADA and has watched Colorado 
politics for many years. “Areas that were 

strong GOP, the margins closed because 
of anti-Trump sentiment,” he observed. 
“The suburban areas that were slightly Dem 
became more Dem. College-educated voters 
were the biggest distinction.”

When long-time GOP Congressman Mike 
Coffman lost to Democrat Jason Crow in the 
Sixth Congressional district, Feeley added, 
“This was a real referendum on Trump.” 

CADA’s Legislative Policy Committee 
Chairman Don Hicks thinks voters clearly 
missed the good things that have come out 
of the Trump administration, including 
lower taxes, fewer regulations, a great 
economy and higher wages. “When Trump 

writes his memoirs, he’s going to be like, 
‘Should have been a little nicer.’ There’s a 
way to tell a guy to go to hell and make him 
look forward to the trip,” Hicks said.

Trump may be misunderstood, but in 
Colorado he was repudiated. As Feeley put 
it, we experienced a “Blue tsunami.”

Time to repair relationships

Although Democrats made big national 
gains by taking back the House of 
Representatives, Colorado’s state 
government is squarely in the hands of 
Democrats: All four of the top-ticket spots – 
governor, secretary of state, attorney general 
and treasurer – are now blue. 

For the first time in CADA’s history, the 
Board elected to endorse a gubernatorial 
candidate. And there’s no way to sugarcoat 
it: Our candidate, Republican Walker 
Stapleton, bombed. Of course, he was up 

Mixed election results create 
opportunities and obstacles for dealers

Former U.S. Speaker of the House of Representatives Tip O’Neill 
famously said, “All politics is local.” Did the 2018 mid-term elec-
tion prove the exception or the rule? According to CADA’s political 
watchers, the answer is “both.”



17

against a huge war chest the Democrats had 
at their disposal, including the almost $22 
million that Jared Polis spent of his own 
personal fortune. 

“We endorsed Walker Stapleton, and it 
didn’t work,” noted CADA President Tim 
Jackson. “The total irony is that Polis was the 
money behind the proposal for campaign 
finance limits, so he can write a check for his 
own campaign,” Jackson explained. 

“Also, he was the money behind 
Amendment 41, which says our lobbyists 
can’t buy a can of Coke or a cup of coffee 
for a legislator, but Jared can fund his own 
office. To quote Bernie Sanders, ‘The 
problem is all the money rich people can put 
into campaigns.’”

High-stakes politics

“CADA’s challenge with the trifecta 
Democrats won in Colorado – governor, 
House and Senate – is where we could end 
up with the regulations for Cal-LEV and ZEV 
(low-emission vehicles and zero-emission 
vehicles),” said Maul. “We have a governor-
elect who believes in zero-emission energy 
and that we can be at 100 percent renewable 
by 2040.”

He added, “Every Colorado resident needs 
to be concerned about what vehicles they’ll 
be able to purchase, so they can continue 
the active lifestyles they’ve come to enjoy 
in Colorado.”

CADA will find ways to work with Governor-
elect Polis, Hicks said. “We need to meet 
early and often with him and his people.” 

And like most things political, it may 
take meeting in the middle. “When we 
would visit Jared Polis on the Hill (Polis 
represented District Two in Congress) it 
was very difficult to get into his office. Most 
of the time, we ended up in his anteroom 
talking to his staffers. When we did get into 
his office, our visit was perfunctory and he 
seemed impatient.”

Industry’s economic impact a plus

One of CADA’s best arguments will be 
the economic impact our industry has. 
Colorado’s automotive industry contribute 
more than 20 percent of Colorado’s sales 
taxes and are a substantial source of 
well-paying jobs. Dealers make generous 
contributions in our communities and we’ve 

proven that we support cleaner air. (That’s 
why the CADA-supported Clear the Air 
Foundation was started.) 

“The industry has enough impact on the 
economy and life of the State of Colorado 
that Polis will give us a fair hearing,” Feeley 
added. “We have enough talent in the 
organization to do that.” 

Legislative results should 
help dealers

Jared Polis may need some convincing, 
but CADA is likely to get a more welcome 
reception in the legislature. As you can 
read elsewhere in this issue, we scored well 
with legislative races: 82 seats were up and 
as CADA’s Legislative Manager Michelle 
O’Connor reported, “CADA correctly chose 
to make campaign contributions to 79 
candidates who went on to win a seat in the 
legislature.” 

CADA makes a concerted effort to meet and 
talk with all legislators and most candidates. 
Our Legislative Grassroots Meetings 

take place throughout the year; a fresh 
round with newly elected legislators will 
immediately begin. 

“All new car dealers need to get out our 
Sunday go-to-meeting clothes and get to the 
meetings Tim and Michelle arrange,” Hicks 
observed. 

“Legislators, particularly the new ones, need 
to see us in person and go from there.” 

CADA chose well on propositions 
and amendments

CADA took positions on six statewide issues 
and the voters agreed with our positions on 
five out of six. 

• Proposition 73, the statewide sales tax 
for education, failed. “That was a little 
bit of class warfare,” Feeley noted, 
because it would only have taxed 
higher-income people. “That involves 
most of our membership.”  
CADA position: Oppose

“The industry has enough impact on the economy and life of 
the State of Colorado that Polis will give us a fair hearing. We 
have enough talent in the organization to do that.” 

— Mike Feeley
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• Amendments Y and Z, which 
established independent 
commissions to redraw both 
Congressional and legislative 
districts, passed. Redrawing the 
districts takes them out of the realm 
of politics and makes it less likely 
for lawsuits to be filed and courts to 
intervene in the process.  
CADA position: Support 

• Proposition 109, which authorized 
$3.5 billion in bonds for road and 
bridge construction and repair — and 
would be repaid with existing 
revenues — lost.  
CADA position: Support 

• Proposition 110, authorizing up to $6 
million in bonds for transportation 
projects to be repaid with a sales tax 
increase, failed.  
CADA position: Oppose

• Proposition 112, which CADA 
vigorously opposed and voters 
decisively defeated, would have 
dramatically increased setbacks 
from commercial and residential 
properties for oil and gas drilling. The 
voters agreed with us that it was too 
extreme and would have adversely 
affected the economy.  
CADA position: Oppose

Feeley noted that Propositions 73, 109 and 
110 were simply too complicated for voters 
and, “They said, ‘We’re just not going to do 
that.’ It still puts us back at the planning 
table on road construction. That’s vital.” 

On 112, he said, “Prospective loss of jobs was 
significant; the folks came around to realize 
it was a bad solution.”

It’s likely that transportation, school 
funding, oil and gas drilling setbacks and 
perhaps auto-emission standards will be 
subjects the new General Assembly will 

tackle. CADA will actively monitor the 
legislative session, forge a good relationship 
with the new governor and work toward 
pragmatic solutions that will benefit dealers 
and our customers. 

To do that, your participation will be critical.

“We need to get out our Sunday-to-meeting clothes, and 
get to the meetings Michelle and Tim arrange. Legislators, 
particularly the new ones, need to see us in person.” 

— Don Hicks
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This strategy of making our 
presence known and contributing 
to individuals while they’re on the 
campaign trail has proven highly 
effective at laying the groundwork 
for establishing strong relationships 
with members of the Colorado 
State Legislature.

There were 82 legislative 
races in Colorado this year
Of those, CADA correctly chose to 
make campaign contributions to 79 
candidates who went on to win a seat 
in the legislature. This is a success 
rate of more than 96 percent. A lot of 
thought and considerations go into 
selecting those candidates CADA 
supported, and our team did not 
disappoint. 

Special thanks to CADA’s Michelle 
O’Connor, along with Melissa 
Kuipers-Blake and Mike Feeley of 
Brownstein Hyatt. Together, they 
broke down districts’ demographics 
and used political insight to garner 
such an overwhelmingly high 
success rate.

Opposite this page is a list of the 
successful candidates to whom 
CADA made contributions. 

Note that in the Colorado House of 
Representatives, we correctly chose 
in 62 of the 65 races (95 percent). In 
the Colorado Senate, the success 
rate was even higher, where CADA 
contributed to all 17 winning 
candidates (or 100 percent).

CADA will continue to advocate on 
behalf of new car dealers, and LGMs 
are already being scheduled with 
newly elected legislators. 

We will start scheduling LGMs 
with newly elected legislators in the 
coming weeks. 

Our success at the state legislature 
depends on your involvement now 
more than ever before. 

Please make sure to attend these 
meetings if they’re in your area — or 
send managers from your dealership 
to join us. 

If you have any questions or need 
additional information regarding 
the recent elections or upcoming 
legislative events, contact Michelle: 
michelle.oconnor@colorado.auto 
or 303.457.5113.

CADA sure can pick the winners!!!

CADA has a long history of selecting and contributing to successful legislative  

candidates. Since most legislation that affects new car dealers is handled at the 

state level, CADA makes a point to stay active in the Colorado General Assembly. 

We not only contribute to these candidates, we also meet with many of them leading up to 

the election, through our Legislative Grassroots Meetings (LGMs). 
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District Affil First Name Last Name
HD01 D Susan  Lontine
HD02 D Alec Garnett
HD03 D Jeff Bridges
HD04 D Serena Gonzales-  
   Gutierrez
HD05 D Alex  Valdez
HD06 D Chris Hansen
HD07 D James Coleman
HD08 D Leslie Herod
HD09 D Emily Sirota
HD10 D Edie Hooton
HD11 D Jonathan Singer
HD12 D Sonya Lewis
HD13 D K.C. Becker
HD14 R Shane Sandridge
HD15 R Dave Williams
HD16 R Larry Liston
HD17 D Tony Exum, Sr
HD18 D Marc Snyder
HD19 R Tim Geitner
HD20 R Terri Carver
HD21 R Lois Landgraf
HD22 R Colin  Larson
HD23 D Chris Kennedy
HD24 D Monica Duran
HD25 D Lisa Cutter
HD26 D Dylan Roberts
HD27 R Vicki Pyne
HD28 D Kerry Tipper
HD29 D Tracy Kraft Tharp

HD30 D Dafna Michaelson  
   Jenet
HD31 D Yadira Caraveo
HD32 D Adrienne Benavidez
HD33 D Matt Gray
HD34 D Kyle  Mullica
HD35 D Shannon Bird

District Affil First Name Last Name
HD36 D Mike Weissman
HD38 R Susan  Beckman
HD39 R Mark Baisley
HD40 D Janet Buckner
HD41 D Jovan Melton
HD42 D Dominique Jackson
HD43 R Kevin Van Winkle
HD44 R Kim Ransom
HD45 R Patrick Neville
HD46 D Daneya Esgar
HD48 R Stephen Humphrey
HD49 R Perry Buck 
HD50 R Michael Thuener
HD51 R Hugh McKean
HD52 D Joann Ginal
HD53 D Jeni Arndt
HD54 R Matt Soper
HD55 R Janice Rice
HD56 R Rod Bockenfeld
HD57 R Bob Rankin
HD58 R Marc Catlin
HD59 D Barbara McLachlan
HD60 R Jim Wilson
 

District Affil First Name Last Name
HD61 D Julie McCluskie
HD62 D Don Valdez
HD63 R Lori Saine
HD65 R Rod Pelton
SD01 R Jerry Sonnenberg
SD02 R Dennis Hisey
SD03 D Leroy Garcia
SD05 D Kerry Donovan
SD06 R Don Coram
SD07 R Ray Scott
SD09 R Paul Lundeen
SD11 D Pete Lee
SD13 R John Cooke
SD15 R Rob Woodward
SD16 D Tammy Story
SD20 D Jessie Danielson
SD22 D Brittany Pettersen
SD24 D Faith Winter
SD30 R Chris Holbert
SD32 D Robert Rodriguez
SD34 D Julie Gonzales
   
   

CANDIDATE ELECTION RESULTS
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                          Division of Motor Vehicles 
                                Vehicle Services Section 
                                PO Box 173350 
                                Denver, CO 80217-3350 
                       

DR4041A (04/17/14)                                                                  

BULLETIN 
For:  Colorado Auto Dealers  
         CADA 
         CIADA 
          
From: Adam Wilms, Director, Vehicle Services Section 
 
CC:  Michael Dixon, Senior Director, Division of Motor Vehicles 
 Flavio Quintana, Deputy Senior Director- Operations, Division of Motor Vehicles 
 Bruce Zuluaf, Director, Auto Industry Division  

Kyle Boyd, Vehicle Services Section Communications Specialist 
  

Date:  November 20, 2018 
 
Subject: Analog Temporary Registration Permit Issuance                            BL 18-17    
____________________________________________________________________ 
                                                                              
The Colorado Division of Motor Vehicles (DMV) is providing new guidance to allow dealerships 
to issue a temporary registration permit substitute in the event of a Colorado Division of Motor 
Vehicles system outage. This guidance may only be used if the system outage occurs after 
normal DMV business hours (5 p.m. - 8 a.m. Monday-Friday or on a weekend or state holiday).  
 
The guidance below is pursuant to C.R.S. 42-3-115(2)(b)(III): 
 

1. Fill out the DR 2102 System Outage Passenger Temporary Permit or DR 2103 System 
Outage Motorcycle Temporary Permit. This form will be available in triplicate as a secure 
form in the future. Until the secure form is available, please fill out the attached PDF and 
make two copies. The temporary permit number is the dealer number (preceded by 
zeros if less than six digits) and last three numbers of the Vehicle Identification Number 
(VIN). 

2. Provide the buyer with a letter on dealership letterhead that includes the following: date, 
time, Vehicle Identification Number (VIN), color, year, make, body, owner name and 
contact information, as well as dealership contact information    

3. Retain one copy of the DR 2102 System Outage Passenger Temporary Permit or DR 
2103 System Outage Motorcycle Temporary Permit. Place one copy in a mounting 
board as you would a temporary registration permit printed from the DMV system and 
mount to the customer vehicle and give one copy to the customer to retain. 

4. Send an image of the permit and the letter you have issued via email to 
Dor_comcenter@state.co.us and dor_vehicleportal@state.co.us or fax it to (303) 205 -
5802. You may scan, download or take a photograph of the form in order to send it. 

5. Within 36 hours of the outage, you must complete the issuance of a sixty-day temporary 
registration permit through the DMV system and provide it to the buyer using a method 
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of your choice. Dealers should enter the original date of purchase when issuing the 
temporary permit through the DRIVES system.  

 

If you have any questions or are unable to issue a temporary permit during business hours, 
please contact the DMV Vehicle Portal at dor_vehicleportal@state.co.us or (720) 795-7864. 
 

Thank you.  
 
Sample Outage Passenger Temporary Permit  

Sample Outage Motorcycle Temporary Permit 
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The decision was made even after a coalition 
of Colorado businesses and citizen groups, 
led by the Colorado Automobile Dealers 
Association, provided dozens of comments 
opposing the move. The coalition offered 
compelling testimony and evidence at 
the hearing about the economic damage 
that would be done, and submitted to the 
commission more than 800 signatures on 
a petition calling on the AQCC to reject the 
rule in favor of one more compatible to the 
state we live in. 

Despite all of that effort — and all of the 
evidence pointing to how badly the adoption 
of the Cal-LEV standards will hit Coloradans 
in the pocketbook — the commission 
nevertheless approved them.

This was not unexpected
Such rulemakings have become little more 
than exercises in futility, public hearings 
and comments accepted mostly for the 
purpose of complying with the letter of 

the administrative law. And, of course, 
the well-organized radical environmental 
movement was as well-prepared as ever 
to take advantage of the process for a little 
dramatic chest beating. 

They were out in force, dominating the 
public testimony and using every arrow 
in their rhetorical quiver – including 
school kids. Their statements, however ill 
informed, emphasized that  heavy-handed, 
California-born government mandates were 
needed to put Coloradans in their place for 
stubbornly continuing to buy trucks and 
SUVs to navigate the snow, haul trailers, and 
head to the mountains on weekends. 

Whether the approval of the regulation was 
preordained, it’s important to note that 
several organizations – including those 
representing rural interests, the business 
community, industry groups (including 
auto dealers) – joined together to present 
the argument against the adoption of this 
standard, and those arguments were heard 
by policy makers and the media. In fact, 

since the hearing, several media outlets 
have reported on how harmful the Cal-LEV 
standard could be for Colorado.

As most of us instinctively know, vehicle 
rules made in and for California are not 
appropriate for Colorado, with our vastly 
different terrain, climate, population and 
economy. Coloradans like their pickups 
and SUVs (now 75 percent of the market 
share of vehicles owned in the state), not as 
status symbols, but as transportation tools 
necessary for our daily lives in our local 
conditions. Unfortunately, the decision 
by the AQCC means that those tools will 
become more expensive for Colorado 
families and small businesses.

As CADA and other coalition partners 
explained to the commission, no amount 
of regulation or any government mandate 
will level our mountain passes, keep the 
snow from falling or change the basic 
requirements that Coloradans have for the 
motor vehicles they choose to buy. 

The vehicle mix will not change in Colorado; 
light trucks and SUVs will continue to 
command most of — and grow — the 
market share of vehicles owned in the state. 

The 
Politics 
of Cal-LEV

On Friday, November 16, as most observers expected, the Colorado 
Air Quality Control Commission (AQCC) unanimously voted to 
approve a new regulation tying our state to the California Low 
Emission Vehicle (Cal-LEV) standards. 
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The only questions that will remain are:

A. Will they be new or older vehicles?
B. Will they come from Colorado  

dealerships or from out of state? 

AQCC’s reasons for adopt-
ing Cal-LEV
Simple economics illustrate that imposing 
Cal-LEV on a state like ours will only 
have the effect of increasing the price of 
new trucks and SUVs. In turn, that will 
discourage people from trading their older 
vehicles for more expensive newer ones – 
not, as proponents claim, encourage people 
to trade their SUVs for electric cars. The 
environmental impact will be negligible, if 
not actually negative. 

How Tesla wins with  
Cal-LEV mandates
What other incentive might there be to 
adopt this policy? The answer, as it often 
is, is to follow the money. There is little 
question that Colorado consumers, farm 
families and businesses will lose out because 
of Cal-LEV mandates. But one company 
could make a killing: Tesla. How? By the way 
the LEV mandates work. 

Dealerships in Cal-LEV states are assigned 
LEV credits; if they meet or exceed the LEV 
sales target percentage mandated by the 
standard, they earn extra credits. If they 
don’t meet them, as is expected in Colorado, 
they will need to buy them. And only one 
car company has credits to spare: Tesla. In 
fact, selling LEV credits is the only way the 
company stays afloat, as Tesla sales have 
been less than stellar. 

OK. So there’s that. What else?
So it’s not a stretch to say that Cal-LEV, and 
its sister regulation, Cal-ZEV, are essentially 
corporate welfare for Tesla. Why should that 
concern Colorado’s governor, who signed 
the executive order getting the Cal-LEV ball 
rolling in the first place? Well, he happens to 
be close friends with Tesla board member 
Kimbal Musk, Elon’s brother. 

What’s more, Hickenlooper hopes to court 
the personal and financial support of Musk 
for his future political ambitions.

Those political ambitions appear to be the 
logical explanation about why he decided 
to render his executive order when he did. 
It’s Colorado’s worst-kept political secret 
that John Hickenlooper has his sights set on 
higher office: A 2020 presidential run, or a 
challenge to Senator Cory Gardner. 

Regardless, in addition to Musk, he needs 
to gain the support of a crucial Democratic 
constituency: The environmental activist 
left, many of whom have been discouraged 
by Hickenlooper’s more moderate stance on 
oil and gas and economic development. 

As he searched for a way to win them back, 
President Trump announced a rollback of 
Obama-era federal emission regulations. 
This presented Hickenlooper with the 
perfect opportunity to appease that 
constituency he so desperately needs to 
have further political success – and also 
served to close the loop with Musk. It 
explains why, now, in the waning days of his 
governorship, he decided to make such a 
bold move, after eight years defined largely 
by fostering cooperation and eschewing his 
veto pen.

Up next: Extreme ZEV standards
Although not included in the Executive 
Order, pressure from the extremely vocal 
environmental activists at the prehearing 
was enough to incent  AQCC members into 
taking a giant leap further and also agreeing 
to consider the harsher standard. 

The sheer extremism of the ZEV standard, 
and its consideration outside the final 
month of a mid-term election, will draw 
more people and groups into the fray. The 
Cal-LEV battle introduced the issue to a lot 
of outside organizations that may not have 
had the political capital or will to wade in 
during LEV. ZEV is such a distinct threat 
that these organizations’ involvement at this 
stage will be practically unavoidable. 

As always, CADA will be there on the front 
lines, leading the resistance to ill-advised 
policies that, if allowed to sail through 
unopposed, will harm you and your 
customers. 

Stay tuned.

During AQCC’s Cal-LEV hearing on November 15, dealers presented reasons for not adopting California’s 
standards. From left: John Medved, Medved Autoplex; Tim Jackson, CADA CEO and president; Eric Beutz, 
Longmont Ford, Freeway Ford, Columbine Ford; Paul Seby, Greenberg Traurig and court stenographer.
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Colorado Auto Outlook
Comprehensive information on the Colorado new vehicle market

TM

Data Information

All data represents new retail registrations in Colorado and excludes fleet transactions. Due to data processing and compiling inconsistencies, Experian has been 
unable to release figures on the Colorado market, beginning with August of this year. August and September registrations presented in the report are based on 
data released by IHS. 

Source: AutoCount data from Experian, and IHS..

Colorado U.S.

YTD '17 thru Sept. 158,991 10,584,696

YTD '18 thru Sept. 157,734 10,505,434

% change -0.8% -0.7%

July '17 thru Sept. '17 58,740 3,737,769

July '18 thru Sept. '18 60,743 3,686,134

% change 3.4% -1.4%

Colorado and U.S. New Retail Light Vehicle Registrations QUICK FACTS

State new vehicle market slipped 0.8% during 
the first nine months of this year versus a year 
earlier. U.S. market was off 0.7%.

September ‘18 registrations in the state were 
up 3.8% vs. year earlier.

Light truck registrations increased 4.9% so far 
this year, while passenger cars were off 14.7%.

Percent Change in Colorado and U.S. New Vehicle Markets

The Colorado and U.S. markets were both 
off by less than 1% during 2018.

Colorado

-0.8%
U.S.

-0.7%
YTD ‘18 thru September 

% Change In
New Retail Market vs. 

Year Earlier 
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Page 2 Covering data thru September 2018

LIGHT TRUCKS PASSENGER CARS

DOWN
14.7%

UP
4.9%

Change in Year-to-date
New Retail Light Vehicle

Registrations  

Top ten brands shaded gray. Source: AutoCount data from Experian, and IHS.

Colorado New Retail Car and Light Truck Registrations

September
Three Month Period

July '18 thru Sep. '18
Year to date thru Sep.

Year-to-date

Market Share (%)

Colorado Colorado Colorado Colorado

2017 2018 % chg. Yr. Ago Current % chg. 2017 2018 % chg. 2017 2018 Chg.

MARKET SUMMARY

TOTAL 21,584 22,404 3.8% 58,740 60,743 3.4% 158,991 157,734 -0.8%

Cars 6,151 4,903 -20.3% 17,154 14,432 -15.9% 45,912 39,154 -14.7% 28.9 24.8 -4.1

Light Trucks 15,433 17,501 13.4% 41,586 46,311 11.4% 113,079 118,580 4.9% 71.1 75.2 4.1

Domestic 7,726 8,109 5.0% 21,259 22,276 4.8% 58,284 58,490 0.4% 36.7 37.1 0.4

European 2,170 2,231 2.8% 5,958 6,404 7.5% 16,628 17,573 5.7% 10.5 11.1 0.7

Japanese 10,421 10,658 2.3% 27,992 28,355 1.3% 74,957 72,670 -3.1% 47.1 46.1 -1.1

Korean 1,267 1,406 11.0% 3,531 3,708 5.0% 9,122 9,001 -1.3% 5.7 5.7 0.0

BRAND REGISTRATIONS

Acura 201 253 25.9% 504 545 8.1% 1,275 1,308 2.6% 0.8 0.8 0.0

Audi 411 409 -0.5% 1,029 1,170 13.7% 2,959 3,233 9.3% 1.9 2.0 0.2

BMW 310 295 -4.8% 837 867 3.6% 2,484 2,640 6.3% 1.6 1.7 0.1

Buick 153 160 4.6% 414 426 2.9% 1,251 1,264 1.0% 0.8 0.8 0.0

Cadillac 109 104 -4.6% 289 267 -7.6% 832 742 -10.8% 0.5 0.5 -0.1

Chevrolet 1,473 1,369 -7.1% 4,166 4,025 -3.4% 11,301 11,592 2.6% 7.1 7.3 0.2

Chrysler 81 76 -6.2% 244 224 -8.2% 811 661 -18.5% 0.5 0.4 -0.1

Dodge 257 240 -6.6% 851 920 8.1% 2,625 2,362 -10.0% 1.7 1.5 -0.2

Fiat 32 12 -62.5% 71 61 -14.1% 186 158 -15.1% 0.1 0.1 0.0

Ford 2,430 2,380 -2.1% 6,813 6,579 -3.4% 18,286 17,152 -6.2% 11.5 10.9 -0.6

GMC 614 618 0.7% 1,585 1,678 5.9% 4,685 4,572 -2.4% 2.9 2.9 0.0

Honda 1,820 1,866 2.5% 4,729 5,169 9.3% 12,241 13,236 8.1% 7.7 8.4 0.7

Hyundai 762 887 16.4% 2,066 2,324 12.5% 5,272 5,325 1.0% 3.3 3.4 0.1

Infiniti 131 125 -4.6% 350 350 0.0% 1,131 957 -15.4% 0.7 0.6 -0.1
Jaguar 40 34 -15.0% 122 82 -32.8% 377 238 -36.9% 0.2 0.2 -0.1

Jeep 1,599 1,711 7.0% 4,230 4,709 11.3% 11,059 11,818 6.9% 7.0 7.5 0.5

Kia 505 519 2.8% 1,465 1,384 -5.5% 3,850 3,676 -4.5% 2.4 2.3 -0.1

Land Rover 102 116 13.7% 264 294 11.4% 714 868 21.6% 0.4 0.6 0.1

Lexus 417 399 -4.3% 1,116 1,140 2.2% 3,106 2,897 -6.7% 2.0 1.8 -0.1

Lincoln 99 113 14.1% 266 284 6.8% 751 730 -2.8% 0.5 0.5 0.0

Maserati 20 17 -15.0% 39 36 -7.7% 114 88 -22.8% 0.1 0.1 0.0

Mazda 498 492 -1.2% 1,406 1,341 -4.6% 3,531 3,524 -0.2% 2.2 2.2 0.0

Mercedes 330 338 2.4% 983 1,042 6.0% 2,642 2,764 4.6% 1.7 1.8 0.1

MINI 70 64 -8.6% 224 225 0.4% 599 637 6.3% 0.4 0.4 0.0

Mitsubishi 99 104 5.1% 269 289 7.4% 740 661 -10.7% 0.5 0.4 0.0

Nissan 1,306 1,268 -2.9% 3,689 3,277 -11.2% 9,656 7,940 -17.8% 6.1 5.0 -1.0

Porsche 93 78 -16.1% 257 225 -12.5% 663 634 -4.4% 0.4 0.4 0.0

Ram 758 883 16.5% 2,123 2,373 11.8% 5,980 6,164 3.1% 3.8 3.9 0.1

smart 5 0 -100.0% 10 4 -60.0% 43 17 -60.5% 0.0 0.0 0.0

Subaru 2,293 2,354 2.7% 6,446 6,623 2.7% 19,049 17,985 -5.6% 12.0 11.4 -0.6

Tesla 152 441 190.1% 275 773 181.1% 700 1,414 102.0% 0.4 0.9 0.5

Toyota/Scion 3,656 3,797 3.9% 9,483 9,621 1.5% 24,228 24,162 -0.3% 15.2 15.3 0.1

Volkswagen 602 649 7.8% 1,747 1,829 4.7% 4,913 4,859 -1.1% 3.1 3.1 0.0

Volvo 127 186 46.5% 292 473 62.0% 792 1,199 51.4% 0.5 0.8 0.3

Other 29 47 62.1% 86 114 32.6% 145 257 77.2% 0.1 0.2 0.1



29

-18.5%

-17.8%

-15.4%

-10.8%

-10.7%

-10.0%

-6.7%

-6.2%

-5.6%

-4.5%

-4.4%

-2.8%

-2.4%

-1.1%

-0.3%

-0.2%

1.0%

1.0%

2.6%

2.6%

3.1%

4.6%

6.3%

6.3%

6.9%

8.1%

9.3%

21.6%

51.4%

-80.0% -40.0% 0.0% 40.0% 80.0%

Chrysler

Nissan

Infiniti

Cadillac

Mitsubishi

Dodge

Lexus

Ford

Subaru

Kia

Porsche

Lincoln

GMC

Volkswagen

Toyota/Scion

Mazda

Hyundai

Buick

Chevrolet

Acura

Ram

Mercedes

BMW

MINI

Jeep

Honda

Audi

Land Rover

Volvo

Tesla

Percent change in registrations

Percent Change in Brand Registrations
YTD ‘18 thru September vs. YTD 2017

(Top 30 selling brands)

Registrations increased by more 
than 8% for Tesla, Volvo, Land 
Rover, Audi, and Honda 

Colorado and U.S. Market Share
YTD ‘18 thru September

(Top 20 selling brands in state)

Toyota, Subaru, Ford, Honda, and 
Jeep were market share leaders 
in Colorado
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Quarterly Alternative Powertrain Market Share
(includes hybrid and electric vehicles)

The graph above shows hybrid powertrain and electric vehicle quarterly market share in the 
state. Source: IHS.

Segment Market Shares
YTD ‘17 thru September

The two graphs above show market shares for primary segments during the first nine months of 2017 and 2018. 

Source: AutoCount data from Experian, and IHS.

Non Luxury SUV 
Market Share in ‘17:

42%
Non Luxury SUV 

Market Share in ‘18:

45%

Segment Market Shares
YTD ‘18 thru September

VEHICLE SEGMENTS

HYBRID AND ELECTRIC VEHICLES
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New Retail Hybrid, Plug In Hybrid, and Electric Vehicle Registrations

Top 20 Selling Models in Colorado - YTD '18 thru Sept.

Rank Model Type Regs.

1 Toyota RAV4 Hybrid 1017

2 Tesla Model 3 Electric 798

3 Nissan Leaf Electric 626

4 Toyota Prius Hybrid 471

5 Lexus RX Hybrid 399

6 Toyota Highlander Hybrid 372

7 Tesla Model X Electric 357

8 Tesla Model S Electric 334

9 Toyota Camry Hybrid 261

10 Toyota Prius Plug In Hybrid 238

11 Chevrolet Bolt Electric 235

12 Kia Niro Hybrid 217

13 Hyundai Ioniq Hybrid 181

14 BMW X5 Plug In Hybrid 175

15 Honda Clarity Plug In Hybrid 148

16 Chevrolet Volt Plug In Hybrid 144

17 Chrysler Pacifica Plug In Hybrid 122

18 MINI Countryman Plug In Hybrid 121

19 Lexus NX Hybrid 115

20 Honda Accord Hybrid 101



New construction? Remodel?
Don’t allow just anyone to perform your 
cost segregation study. 

EKS&H offers a comprehensive, 
engineering-based process that can lower 
your taxes and leaves nothing on the table.

To learn more, email Lucky Heggs or Drew Mattox 
at lheggs@eksh.com or dmattox@eksh.com, call
303.740.9400, or visit us online at www.eksh.com.



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


